


Disclaimer 

• This session is provided for information purposes. The views, information, or 
opinions expressed during this presentation and/or its associated/referenced 
materials are solely those of the individuals and/or organizations involved 
and do not represent those of Tridium, its affiliates or its employees. 

• With respect to this presentation and the information and materials 
presented, Tridium makes no warranties, express or implied, including the 
warranties of merchantability and fitness for a particular purpose, or 
assumes any legal liability or responsibility for the accuracy, completeness, or 
usefulness of any information, apparatus, product or process disclosed, or 
represents that its use would not infringe privately owned rights.

• Tridium is not responsible for and does not verify the accuracy or reliability of 
any of the information contained herein. Results referenced, if any, may vary 
and past performance is not indicative of, and Tridium does not guarantee, 
future results. This information does not constitute professional or other 
advice or services and is presented for informational purposes only. 





Speakers 
* Rob Bartmann – Leader of Tridium Global Business Development
Rob leads global Business Development for Tridium. 4 years at Tridium, Rob has held previous roles in Demand 
Generation in the EMEA region then going on to head up the EMEA Demand generation team. Prior to Tridium 
Rob had worked in the heavy industrial HVAC industry for over 20 years in a variety of roles, starting as a design 
and application engineer then moving onto Sales and marketing leadership roles for some of the largest global 
HVAC manufacturers.

* David Hornosky is the Global Strategy Leader for Government and Defense at Tridium.  He has worked in 
this capacity for Tridium for just over 5 years and transferred from Honeywell Safety/Productivity Solutions and 
Honeywell Process Solutions where he successfully managed hundreds of global projects in the government 
and industrial wireless connectivity space for 11 years. He has been an active member of the U.S. Military in 
both active and national guard capacities for the past 30 years serving as a U.S. Army Green Beret for over 25 
years and currently serving as a Strategic Advisor and Aircraft Maintenance Officer in the Louisiana Air National 
Guard with deployments spanning the globe. David is likely to be found on his free time on his boat fishing, 
outdoors training for a marathon or triathlon, or spending time with his family. 





Global 
Coordination 

o Global Account Support

o High Volume Multi-site rollouts

o Standardized Global Specifications 



Niagara Isolation 
from the “outside” 
world

• Air-gapped buildings

• Test Labs

• Secure Facilities



Strategic 
Alliances  



Agreements and 
Questionnaires

• CRADA

• Cybersecurity

• RFP’s

• Supporting Documentation



Consultant / 
Specifier

Engagement   

o Learning and Certification program 

o Improved Niagara Capability Knowledge

o Improved Design and Specification 

o On Prem / Webinar / Tridium University 



Customers’ Buildings and Facilities

A Digital AI Platform Leveraging Niagara Technology

Buildings Open-AreasRemote Sites

Site MEP Assets

BMS/PMs/FMS

IOT Sensors

[ Custom ]
e.g., PSIM, 

Parking 
Mgmt., 

Occupancy, 
CCTV Cameras, 

VMS|NVR ...

Niagara JACE, 
Edge, Supervisor 

Video AI & Other
Edge Appliances

Niagara NDS

UNIFY, DECISION & CONTROL (UDC)

Re d u c e d  Re s o u rc e  
Co n s u m p t io n

En h a n c e d  Op e ra t io n a l 
Effic ie n c y

ESG Me t ric s  Tra n s p a re n c y

AI p o w e re d  Im p ro ve d  Pla n n in g  
a n d  De c is io n - Ma kin g  

Ho lis t ic  Po rt fo lio  Ma n a g e m e n t

Sc a la b ilit y



Case Studies

• Airport

• Smart-City

• National Labs

• Government entity
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