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Real-Time Cloud Platform Monitoring for Commercial Building Efficiency 
 

About SensorSuite  
SensorSuite has developed a real-time building intelligence™ cloud platform for 
reducing operational risks and improving the performance and efficiency of buildings 
and real estate. The company has created leading-edge sensors, cloud analytics, 
building controls and software interfaces that reduce energy costs, increase occupant 
comfort and allow owners and occupants to extract more value out of their space. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Platek, what is the concept behind SensorSuite? 
Mr. Platek: SensorSuite is an Internet of Things company focusing on commercial 
buildings. We specialize in wireless hardware and cloud software that enables real-time 
monitoring in building retrofits and makes legacy HVAC ‘smart’. 
 
With SensorSuite we sell wireless sensors and we install them into buildings to setup a 
digital nervous system. This enables us to deliver real-time information back to property 
managers and owners about critical things happening in their buildings. We started with 
a solution called BoilerLink™, where we actually put a wireless sensor module into the 
boiler room and collect temperature data and about the boiler system about how it is 
running. We can also provide water leak information in the boiler room, as well as 
putting a sensor on the door so that you will know the last time the superintendent had 
visited or if the door has been left open. From there we moved into a full building 
solution, where we are now monitoring water leaks in elevator shafts, stairwells and all 
over the building. We have about 20 different types of wireless sensor modules, 
including temperature, sound, light, motion, pressure and water. Combining them 
together, we can create solutions for building owners to monitor everything from the 
cloud, so that they get one dashboard to see what is happening in all of their buildings 
across their portfolio. 

 
CEOCFO: What was the background and how did your wireless sensor solution come about? 
Mr. Platek: I have been into computers since I was seven or eight years old, when I got my first IBM PC Junior in 1985. 
My father bought one as he was really into the whole thing and he was one of the early adopters. Therefore, I started 
programming pretty early on. I have always been interested in computer software, hardware interactions, so I went 
Computer Engineering at Ryerson University. I worked with IBM for five years, but became bored with database 
technology, so I joined my father who was running a green energy consulting firm. Then together we started exploring 
solutions in buildings. What happened was we were hanging out in the boiler rooms, basements, stairwells and rooftops of 
buildings, where most people do not usually go. We noticed that it was so low tech in there that it gave us the idea to 
create technology solutions that could be sold to the buildings. 
 
CEOCFO: What are some of the challenges in creating the technologies, given that they are in environments 
such as the boiler room where it is very hot? 
Mr. Platek: When we started in about 2007, everything was pretty much wired. Therefore, you had to pull wires 
throughout the building, which was very expensive, take a great deal of time and sometimes cannot even be done on the 
building layout. Back then we were experimenting with wireless a little bit, but it was not so good. Fast forward to 2010 
and 2011, when this convergence started to happen, where you have cloud technology, mobile, and affordable wireless 
sensors that actually work. For us, because there are a great deal of range issues in buildings and so much concrete that 
we could not get the products to communicate with each other. Initially, it was not working well, so one of the things that 
we focused on was to create a wireless solution that actually works well in buildings. What we have now and what makes 
SensorSuite special is that we have created a wireless node infrastructure that can hop multiple floors in buildings and 
basically set up a wireless infrastructure inside the building, where we can put different wireless nodes throughout the 
building and they can all communicate on the same mesh network. 
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CEOCFO: What have you figured out that allows it to work? 
Mr. Platek: Because we were installers in these buildings and we felt the pain of trying to get internet into the building and 
get it connected and the wireless working, what we have done is to create a plug-and-play system. We will be able to sell 
it through contractors or a reseller network. Low-tech people in most cases will be able to install our system in buildings 
because we have taken the challenges out of the actual technology and removed IT from the equation. We have a 
gateway box that runs into the building. It is plugged into the power and it is cellular. Because it talks over a cellular 
network and you do not have to plug it into an internet router. It automatically comes on-line and then as you install the 
different wireless sensors in the building, they all hook-up to the network and they notify you right on your phone. 
Therefore, we have created the tools for installers in these buildings to be able to commission our wireless networks very 
easily, over their mobile phone. 
 
CEOCFO: Where are you in the process of commercialization? Is your product available currently and if so, who 
is using it and for how long? 
Mr. Platek: It has been in R&D for a couple of years. About one year ago we formalized the company SensorSuite, and 
created it with a couple of co-founders. We are in about 35 buildings right now and we are controlling close to 2 million 
square feet of space on the Cloud Energy Management. We also have about 700 wireless nodes out there in the short 
time of one year that we have been together, building the product and then deploying it. 
 
CEOCFO: Have you reached your early customers directly or through third parties? 
Mr. Platek: Right now we are doing mostly direct sales, but the go to market strategy is definitely to roll this out into 
greater networks throughout North America. We are actually talking to resellers and integrators to help us do that. The 
idea is that we can ship a box of hardware to Chicago, California or anywhere and they will be able to install it with our self 
serve tools. Then activate the building and it will come online. There is actually a monthly component to our revenue, so 
the customer pays a monthly fee to continue running the system, access to the cloud, software and the hosting of the 
data. We actually do a revenue share with the installer, which incentivizes the installation of SensorSuite systems in 
buildings. 

 
CEOCFO: Do building managers believe that you are able to do what you say that you can do? How do you 
convince them that it really will work and work well? 
Mr. Platek: In many cases we actually bring a live demo right into the meeting. We plug our gateway right in the room and 
within a couple of minutes it is live and connected. Then right in front of them we can show them the sensors working, for 
example the door sensor and the water sensor. The actual alerts happen on the phone right in front of them. On top of 
that we show them a live dashboard of a couple of customers, so that they see that the system is deployed and running. 
 
CEOCFO: Are there particular areas that building owners start with first or do they tend to implement everything 
that could be monitored? 
Mr. Platek: Usually they will start with one area of the building, which many times is the boiler room because it is one of 
the main heat generators in the building. Therefore, that is a good place to start to reduce your operational risk because 
you are monitoring for water, but also the temperature of the boiler. Especially now where you have shoulder season, 
going from spring to summer, summer to fall or fall to winter, what happens is that the boilers are usually not set-up 
properly because it is either to cold or hot outside. So they are running inefficiently. That is kind of the Trojan Horse into 
the building, going into the boiler. Another big one is water detection or water leak protection in buildings. Then the third 
area is the common space area, which is about 40% of the space in the building and 40% of the usage of energy. We can 
set-up one of our thermostat modules that can actually reduce energy by monitoring the occupancy of the room and turn 
the temperature up or down automatically, without any human intervention. 
 
CEOCFO: How do you compare with companies that go in and address specific issues, such as energy issues? 
Mr. Platek: We are trying to partner with companies like that to sell SensorSuite systems, so that they are actually one of 
our ways of going to market. There are many energy auditors and building consultants, and those are people that are 
reselling and integrating our systems. We have actually signed up a couple recently, so they are now proposing 
SensorSuite systems to their clients. 
 
CEOCFO: What challenges are on your radar screen? 
Mr. Platek: Our R&D has been a big thing. It took us a couple of years to get to this point where we have really figured 
out the range issues in buildings and have built this real-time machine cloud that talks to all of the different sensor nodes 
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and generates the alerts. Because we are a smaller company we are trying to raise money right now to take it to the next 
level. Then we are in Canada, and the investor scene here is not the greatest. 
 
CEOCFO: How have you been able to get around some of these issues? What have you learned since you have 
started the process? 
Mr. Platek: It is really more about the sales and marketing of the product and not really the technology. What we have 
learned over time is that it is really about getting to the customers and finding out what they need, and then building that. 
Therefore, we have been very agile in that way. In the past, when I did my first start-up, we built this huge software 
package and then found out that nobody really wanted it or there were too many competitors. The way that we are 
approaching this company is that we are really dealing with the customers closely and building exactly what they are 
looking for and we are agile enough to be able to do that. 
 
CEOCFO: Do you envision a time when insurance companies may require a system such as SensorSuite to be 
installed? Have you considered or already talked with the insurance companies? 
Mr. Platek: It has come up, as different investors have been mentioning it. We feel that it is a possibility, because one of 
the building consulting companies that we are talking to mentioned that many condos that he works in do not even have 
insurance anymore because there were too many water leaks. Therefore, by putting a SensorSuite system in and 
securing them against these things they were able to get some of their insurance back. So, that is definitely an area that 
we will be looking into. We just have to find the right angle to approach them, but also the insurance companies will want 
to see a track record, so as we deploy our systems and become a bigger company it will totally make sense. 
 
CEOCFO: Are there any areas that you are not able to monitor in a building that you would like to? 
Mr. Platek: Not really. That is really the beauty of the wireless system, because we have had installations where there are 
even multiple floors in the basement and your cell phone does not even work. Yet we are monitoring elevator shafts and 
delivering that data up a couple of floors through a couple of hops to repeaters in the building and then all the way up to 
the cloud. There is no cellular connectivity, yet we are getting real-time water info on the elevator shaft. 
 
CEOCFO: In the buildings where you have had installation, do you find attention is paid the findings? 
Mr. Platek: In some ways it is kind of like an alarm system, where once you set-up the alert, many times people will not 
check it out unless there is a problem. One of the things that we are working on is being engaged with our customers, so 
because we are collecting so much data that we are working on a weekly digest where the customer will get an email 
notification to log into the app and see what has been going on in their building and interesting stats. That is also a great 
avenue to up-sell. A pitch might be, “We noticed that your boiler is running ok, but what about water sensors?” 
 
CEOCFO: Why pay attention to SensorSuite? 
Mr. Platek: We have a very unique team based on many years of experience in the industry. Our passion for real-time 
hardware and software interaction has really created a new product and we are really leading the industry in terms of 
affordable cloud based wireless systems right now. If you compare us to the other companies out there, we are quite 
unique and it is really showing. We are talking to many resellers and contractors in the city and they have nothing like this 
to sell. Therefore, we have tapped into the beginning of a new market, which is what they are calling the internet of things. 
We are actually at the forefront of this internet of things which Cisco is pegging at $19 trillion over the next ten years. They 
are saying that it is going to be bigger than the industrial revolution and SensorSuite is poised to capture a great deal of 
market share because we have a full product that is already in the market and we really understand the market. 

 
BIO: VIDEO PROFILE: https://www.youtube.com/watch?v=-bjE42T8oI4 
 
Rob has been a software developer for over 20 years. He has always been fascinated with hardware/software interactions 
and how software can affect things in the real world, and is sharing that interest with the Toronto community by organizing 
IOToronto.org Meetup group (meetup.com/iotoronto). An entrepreneur at heart, Rob has been running his own consulting 
company since 2008.  
 
Recently, Rob merged his passion for hardware and software, with his latest startup, SensorSuite.com. 
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SensorSuite 
1029 King St. W Suite 1014 

Toronto, ON M6K3M9 Canada 
855-773-6767 

www.sensorsuite.com 


