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Ata Moeini 

In 1964 at the age of 18, Ata Moeini began his career that reflects success and 

above average advancement. He worked in a company providing installation and 

maintenance services to the heating and air conditioning market of Tehran, Iran. In 1966 

he made a career move into sales, confident this field was most suitable for his unique 

capabilities and skills. By 1967 he had achieved the highest sales revenues and 

commissions in the company. Soon after, he became the Sales Manager with equity in 

the appliance and electronics re-seller. In 1970, Mr. Moeini launched his own appliance 

and electronics importing and distribution company. In 1978 he built the fmt plant in the 

Middle East manufacturing vacuum bags. 

In 198 1, after Iranian revolution as a result of his religious beliefs, he was forced 

to leave Iran and was stranded in Germany penniless, in losing his company and all of his 

possessions in Iran. With only fifty thousand German marks, he leased Hotel Central in 

Frankfurt and turned it around from a money loosing operation into a profit center. Mr. 

Ata Moeini soon became one of the most successful and well-known entrepreneurs in 

Germany. 

In still owning the hotel, he immigrated to Canada in 1988, where he began a 

Persian Rug import and sales operation. However, he soon became convinced that the 

field with the greatest promise was Telecommunications. He launched Gold Line 

Telemanagement Inc. to capitalize in this market. In 1994, after six months of research, 

Mr. Moeini signed a contract with MTC and soon became one of its master applicants. In 

obtaining agents in South and Central America and Europe including countries such as 

Argentina, Mexico and especially Germany, after a few years his sales reached the 

million-dollar mark. Yet, as a result of their risk, MTC went bankrupt and Mr. Moeini’s 

hard was wasted. The commission of over 250 thousand dollars per month was gone. At 

that point Mr. Moeini and his wife Neda decided to purchase their own switches to 

prevent this from ever happening again. 

As a result of this decision, Mr. Moeini purchased the Voicewear switch. In a 

short time, the purchase of one switch turned into nine, and every two to three months 

they purchase another switch. Soon after, Mr. Moeini came to the realization that the 

Voicewear switches were not large enough to handle the excess traffic of the exponential 



growth of this company. He purchased two XL switches, yet even they were not large 

enough to deal with the overwhelming amount of traffic going through. Especially when 

one of the XL. switches crashed repeatedly, resulting in a great loss of money. As a result 

of a sequence of stressful event, Mr. Moeini and his wife decided to purchase a more 

reliable and trustworthy switch to prevent this from ever happening again. 

It was then that they purchased the Siemens’ switch, which has the capacity of 

two thousand five hundred TI’S, sixty thousand ports with SS7 signaling. It is known as 

the carrier clause switch. As a result of this purchase, Goldline now had the capacity to 

handle its exponential sales and tremendous traffic. 

Presently, with over twelve million dollars in sales per month, Goldline 

Telemanagement Inc, founded by Mr. Ata Moeini is the largest calling card company in 

Canada. We are now have contracts with such well known North American chain stores 

as Max and 7-11, and soon with Esso and Shell. At this time Goldline is ready to enter 

the American as well as the European market and expand internationally. 

We have recently signed a contract connecting us to MCI by OC-12. At this time, 

we are purchasing 80% of our airtime from carriers in the United States such as AT&T. 

We also have great business relationships with Canadian companies such as Bell Canada, 

AT&T Canada and Sprint, in staying on top of our credit payments on schedule. 

Goldline itself has over one hundred and ten staff in eight departments. There are 

eighteen in the engineering department alone, thirteen of which are s o h a r e  development 

researchers who are also completing our existing IP services. As well, Goldline has over 

three hundred agents all around the world from Hong Kong to Jamaica. Goldline is 

continuing to grow and to expand with each passing day under the excellent leadership 

and dedication of Mr. Ata Moeini. 


