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Applied Messaging, Inc.
Company Overview:  Berken Enegy,LLC, teamed with Science Applications 
International Corporaton (SAIC), will fast track its Reclaimed Thermovoltaic 
Systems to generate electricity from heat produced by the servers of computer 
data centers in the U.S. and around the world. 

Problem:  Recent studies conducted for Advanced 
Micro Devices report that the cost of electricity and 
support of IT infrastructure in large data centers 
now surpasses the capital cost of the IT equipment.  
 
Solution:  Using Berken’s technology, dissipated 
heat from data center racks can be turned into elec-
tricity, enabling companies with large data centers 
to have a sustainable, in-house power source.

Business Model:  SAIC will be Berken’s initial 
channel to market for data center power generation. 
A prototype will be built to provide proof of concept.  
Once complete, SAIC will fund the development of 
a pilot project on a major client’s facility in southern 
California.  SAIC will then develop this market, 
purchasing the components from Berken.

Marketing Opportunity:  The increasing require-
ment for processing power will continue to drive 
data center industry growth; a 2007 EPA report pre-
dicts data center energy consumption will reach 100 
million kWh by 2011.  Executive Order 13514 signed 
by President Obama October  6, 2009 requires that 
federal agencies take further steps to ensure that 
their IT purchases are energy efficient or otherwise 
environmentally friendly.

Competitive Advantage:  Introducing Berken 
Energy’s generators in this market is an industrial 
first.  The alliance with SAIC enables us to quickly 
introduce our product into a strong, established 
market, concurrently creating a position as first 
to market, at a far lower cost than if attempting to 
develop a direct sales model.   In addition, Berken’s 
provisional patent will be expanded into a complete 
portfolio upon funding.

Management Team:  Ken Newman has over 16 
years of experience creating successful startup businesses, which have con-
sistently grown from zero to over $50 million in revenue.  Bertram Amick earned 
an M.S. in electrical engineering, and has been in the vacuum industry for more 
than 12 years in a Fortune 100 company.  Michael Johnson earned a B.S. in 
manufacturing engineering and holds several patents in the solar energy field.  
Ojo Frederick Adurodija has 6 years of process and product improvement with 
Heliovolt Corp.  David Evans has 35 years production experience ranging from 
engineering and design to plant and environmental management. 

Funding Request:   Berken seeks $11.8 million. These funds will used to 
purchase equipment and build a prototype that SAIC will deploy at the facility of 
one of its major clients. 

Berken Energy, LLC
Company Overview:  Applied Messaging, Inc. (AMI) is a communication 
company that specializes in mass messaging systems.  CallSpider®, our patent-
pending VoIP Automated Messaging System, helps healthcare providers create 
new revenue streams and reduce overhead by automating patient appointment 
confirmation messages. 

Problem:  According to the Medical Group Man-
agement Association, patient “no-shows” cost the 
average medical practice over $250,000 per year in 
lost revenue.

Solution:  CallSpider helps medical practices au-
tomatically deliver patient appointment confirmation 
messages, reducing the number of no-shows and 
the impact they have on the practice.

Business Model:  Our software is deployed on 
off-the-shelf hardware, minimizing bottlenecks and 
creating a scalable model.  CallSpider is profitable, 
netting over 30 percent to the bottom line.  Currently 
shipping, CallSpider generates a large initial profit 
on the platform sale, then enjoys ongoing revenue 
streams from messaging and support charges.  AMI 
will be cash flow positive in 2011.

Marketing Opportunity:   According to the 
American Medical Association, there are 814,000 
doctors in the U.S.  According to the American 
Hospital Association, there are 5,708 hospitals.  
According to the Medical Group Management As-
sociation (MGMA), no-shows cost medical practices 
an average of $250,000 annually in lost revenue.  
MGMA states less than 30 percent of medical offices 
already have messaging systems in their practices.  
According to the U.S. Department of Labor, Home 
Healthcare Services is the fastest growing segment 
of the healthcare market, with growth projected at 
46 percent from 2008-2018.  A random controlled 
trial by the University of Rochester Medical Center 
showed automated patient appointment reminders 
reduced no-show rates by 27 percent, a potential 
savings of $67,500 per year.

Competitive Advantage:  CallSpider offers more flexible configuration, an 
easier-to-use interface, superior data security and lower total cost of owner-
ship than competitors.

Management Team:  AMI’s management has broad telecom knowledge. 
We have managed startups, dealing with changing technologies and navigating 
venture backed companies to successful exits.  Chip Greenberg, founder and 
CEO;  John Dabnor, general manager; Paul Lydiate, VP of customer relations;  
Tony Higgens, VP of sales.

Funding Request:   $3 million to build public awareness of our brand, and 
expand our sales and distribution channels.

Chip Greenberg

Investors:  Founder
Year Founded:  2007
Employees:  4

AMI
3916 Juan Tabo NE, 
Suite 47
Albuquerque, NM  87111
505-814-7050
chip@callspider.com

In Attendance: 
Chip Greenberg, CEO
John Dabnor, GM

Revenue Forecast:
2010:	 $     .7M
2011:	 $     4.4M
2012:	 $     8.1M

Ken Newman

Investors:  Private 
Funding
Year Founded:  2007
Employees: 5

Berken Energy, LLC
#1 East Earl Cummings 
Loop, Roswell, NM  
88203-8442
512-771-0000
ken.newman@berkenen-
ergy.com

In Attendance: 
Ken Newman 
Dave Evans

Revenue Forecast:
2010:	 $     3M
2011:	 $     27M
2012:	 $     60.88M
2013:	 $     77.41M
2014            $     93.94M


