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CEOCFO: Dr. Maslov, what is the idea behind iGlass Technology, Inc.?
Dr. Maslov: The idea is to make the next step in the normal progress, and to 
develop to a better technical level simple appliances that everyone uses in 
their lives at home and at work, which is blinds. We all know what blinds are. 

You pull the string and the blinds go up sometimes, but sometimes it does not if the string breaks. With traditional blinds, 
you cannot decorate it every day, you cannot voice activate it or push the app on your iPhone to close your shades, 
especially if you have two story upper windows or you are away from the office over the weekend. That is the market 
segment for us and the idea behind digital blinds by iGlass Technology. Our digital blinds are called Wisp®. It is a very 
thin film, just like the film that would be used to tint your car windows or to tint your windows against a strong sun. It is also 
similar to the film that you use to wrap your food. We make a thin sandwich of two layers of the film, and we put in-
between them a material that is sensitive to electric current. Therefore, when you apply electric current to it, the thin film 
becomes dark and when you release the current the thin film becomes again transparent. The closest experience would 
be inside of your car, where the rear-view mirror is electrochromic, and that is exactly the same idea and approach.

CEOCFO: Are you looking at commercial applications?
Dr. Maslov: Of course! We are planning to produce and manufacture it ourselves in the United States, sell it in the United 
States, and then ultimately, internationally.

CEOCFO: How people given much thought to doing something different with blinds? Is it a concept that people 
should understand easily? What is the connect or disconnect with potential customers?
Dr. Maslov: The connect and disconnect is between the desires of the customers and availability of the product. There is 
a gap. There are two companies that are known companies that do a similar approach for the windows, such as 
electrochromic windows that darken themselves. However, their products are applicable predominantly to new instillations 
like airports and fancy buildings, and that is extremely expensive. That product is not offered to residential houses, so you 
cannot buy it for you home. That would involve knocking out all of your older windows and replacing them with these 
newer style windows. Whereas, we are simply glued to the inside of the existing windows on a simple adhesive. The 
demand is there, and substantial demand to the supply of the product, and we are filling in the gap.

CEOCFO: What would be involved fitting or retrofitting a building with your Wisp® digital blinds?
Dr. Maslov: There are 3 basic steps. One is our distributor, who is also a qualified, licensed installer. He would go to the 
customer site and take all of the measurements of the windows and discuss with the customer what the intended use 
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would be. One button could open up one window, three windows or the entire wall of windows, depending on the 
configuration of the house or office. After that interview and process for taking the order, the second step is where the 
order information would come to us and we would manufacture to specs, to the specific size of each window and specific 
controls configuration. Then it would be shipped to the installer. Step number three would be when the installer comes in, 
washes the windows from the inside, glues the film onto the window and activates the control system. It is wireless and 
remote, so there is no need to run wires to the electrical outlet as it is solar powered. It is driven by solar energy, so it is 
autonomous. The time for instillation would depend on the number of windows, with each window taking an average of a 
half hour to install.

CEOCFO: Is there any maintenance involved for the customer?
Dr. Maslov: The current product configuration is based on small solar panels, which we also provide and install as a part 
of the product. There are also some batteries much like you would have in your iPhone. These are replaceable batteries, 
but every 5 years you would need to replace them as they would get old. You would also want to wash the product from 
the inside, as you would your windows. Our thin film product is washable using any household cleaning product. That is 
the basic maintenance.

CEOCFO: How do you calculate return on investment? Is it easy for a customer to make the connection?
Dr. Maslov: There are different drivers. For consumers in the residential environment, a return on investment is not the 
primary driver. Yes, you slightly decrease your household air conditioning bill, and the wear and tear on your furniture 
because the ultraviolet radiation from the sun is slightly less, but that is not the main driver. The main driver for the 
residential consumer is comfort. Our digital blinds are voice activated, so you can say “Alexa dim the light” or “Google dim 
the light”, or you can do it from the application. You can also do an automatic schedule, so you do not even have to think 
about it. That would be when the sun comes up, the windows would dim. However, the drivers are different for the 
commercial. For commercial, there is a return on investment. Digital blinds are not an expense category. It is an 
investment that pays for itself. It pays for itself in 3 major ways. One way is you increase your daylight time without 
internal lights. Statistics shows 80% of mechanical blinds are never operated. If they are shut, they are shut for 3 years, 
and if they are open, they are open for 3 years. With our digital blinds, they go on an automatic scheduler and the 
estimated extension of no inside lighting is one hour more, without inside lights. That is a savings on your electric bill. 
Your HVAC operation is reduced by 10% to 12%. There are numerous studies to that effect. That is the second way you 
would gain a return on investment. The third way is that many states and jurisdictions would give you tax breaks, utility 
rebates or state incentives to go with energy efficiencies. Digital blind is an appliance in the energy efficiency category, 
and is eligible for all of those mentioned, the tax breaks, rebates, as well as the incentives. Therefore, there are 3 major 
ways to receive a return on investment for commercial customers. In the worst case, it may take 5 to 7 years to realize a 
return on investment, but generally 3 years.

CEOCFO: What are the next steps for iGlass Technology? Would you lay out the next year or so, as you start to 
fulfill your goals?
Dr. Maslov: One of the steps we are undertaking is formal certification of the product with federal certification agencies. 
They are not federal government agencies; they are federal level certification associations, specifically the NFRC 
(National Fenestration Rating Council). That certification establishes and gives you exactly how much of those energy 
savings your product generates. Another step for us would be developing a distribution base. Then there would be the 
normal corporate development, as we need to build sales channels, supply chain and ramp up manufacturing. Therefore, 
the next 12 months would be ramping up of production and sales, as the markets are unlimited right now.

CEOCFO: Are you funded for the steps? Are you seeking partnerships or investment?
Dr. Maslov: We are partially funded. We are not sufficiently funded, so for us to expand rapidly we would need to deploy 
more capital. We could raise more money and develop faster.

CEOCFO: Do potential investors and customers understand easily the concept?
Dr. Maslov: I joined the company about 3 months ago as the chief technology officer and was recently appointed as the 
chief executive officer, and I have had countless conversations during this brief period. Whenever I explain the category 
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and say, “Digital Blinds”, and explain that it produces the same results as the traditional standard blinds, just digitally, they 
understand it. They get it right away. It is the same with the return on investment. People want to be shielded from direct 
sunlight. We also offer a great opportunity for a return for investors.


