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Commercial Opportunity

Initially, we will focus on the $3B food and beverage processing market.  Capturing 5% of this market alone 
creates a company with $150M+ in revenue. 

Competitive Advantage

Hy-Syence is focused on solving an immediate customer/target market issue; the reduction of organic con-
tent in wastewater. Our target market views the generation of clean energy as an added bonus.  The majority 
of our competitors are focused primarily on the generation of clean energy.  

The company is consistently reducing organic content levels by 85-92% in the lab, which is consistent with 
industry needs.  To our knowledge, our competitors have not yet achieved these levels. On the basis of these 
certified results, we have a customer willing to help fund a demonstration module on their manufacturing site 
as the next step in the scaling process.

Hy-SyEnce has applied for patent protection on its core system technology and configuration which squarely 
addresses the key impediment to scaling.  

Hy-SyEnce seeks first mover advantage over its direct competitors Emefcy (Israel), Trophos (Somerville, 
MA), and IntAct Labs (Cambridge, MA), all early stage companies that have received some funding and are 
attempting to scale their respective technologies for various markets.

Future Financial Plans

Hy-SyEnce seeks to close $1.5M round (including customer funding) in Q4 2009 to prove next stage by Q3 
2010. This includes the build and test of a demo and system array on our customer’s site. Hy-SyEnce antici-
pates an A Round of $6-8M in Q3 2010 to complete scaling, and to go to market in 2011.



The 5th Conference on Clean Energy:
Financing & Partnering for Emerging Businesses

120  Startup Companies

KGRA Energy, LLC
Presented by:
Jason Gold, CEO

Company Overview  

KGRA develops modular, scalable geothermal power plants.  The 
Company is unique from traditional geothermal developers because 
it avoids the costs and risks associated with exploration and well drill-
ing by using existing wells and infrastructure of the oil and gas indus-
try.

KGRA’s facilities harness the thermal energy from the fluids found in 
known hydrocarbon wells to generate and sell clean, renewable elec-
tricity at a lower price than the local utility.  The Company’s business 
model is to build, own and operate these power plants and sell elec-
tricity to oil and gas operators under long-term fixed-price contracts 
which lower their energy costs while maintaining its own operating 
margins around 80%.

The market for producing geothermal electricity from oil and gas wells 
has been estimated to be between 5-10 thousand megawatts in the 
US alone and a multiple of that figure internationally.

Headed by a team of energy professionals, KGRA has a significant 
first mover advantage.  Moreover, the Company’s patent portfolio 
covers the application of some existing, field-proven equipment for 
use in generating electricity from these hot oilfield waters.

KGRA is seeking roughly $4 million in development capital and a range of funding amounts for project debt 
and equity.

Product/Technology Profile  

KGRA develops highly repeatable, scalable, modular geothermal power plants that can be adapted to the 
specifics of a hydrocarbon project site.

The Company’s value proposition includes: 

Extending the life of a hydrocarbon resource by lowering the energy costs of a well operator.  •	
KGRA supplies clean, renewable energy that is cheaper than utility-sourced, fossil-fuel based 
electricity improving the economics of a producing hydrocarbon site
Providing a renewable source of baseload power to these operators.  Unlike wind and solar •	
energy, geothermal energy can provide a constant supply of electricity at a predictable price
Offering a zero-emissions energy solution that allows well operators to reduce their carbon •	
footprint

Officers and Directors

Jason Gold, CEO
Carter Brown, CFO
Arturo Henriquez, 			 
EVP, Business Development

Vee Li, 				  
VP, Corporate Development

Alan Good,			 
Director, Business Development

Contact Information

784 Morris Turnpike, # 235
Short Hills, NJ 07078 
832.313.2162  
708.810.9455 (fax)
jason@kgraenergy.com
www.kgraenergy.com 
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Markets and Applications

Using 285ºF as a nominal temperature, the National Renewable Energy Laboratory estimates a potential 
of 7,585 MW of geothermal power to be harvested from existing domestic oil and gas sites within Alabama, 
Arkansas, California, Florida, Louisiana, Mississippi, Oklahoma, and Texas.  Based on the little activity which 
has transpired thus far within this niche, the market for extracting geothermal energy from hydrocarbon re-
sources has barely been scratched.   

Commercial Opportunity

Oil and gas operators, wich are KGRA’s target customers, have been very receptive to the Company’s en-
ergy solution because of its ability to extend the life of hydrocarbon sites.  Electricity costs have historically 
been one of the largest operating expenses in the production of oil and gas.  Moreover, this cost tends to in-
crease as wells age.  As hydrocarbons are extracted, pressure within a well decreases, creating the need for 
methods to enhance recovery.  While they improve productivity, these methods consume an ever-increasing 
amount of electricity until energy demands become so significant that production is no longer economical 
and the well needs to be shut down.  Power costs often represent 21% of total production expenses.  By 
replacing expensive, utility-sourced, fossil-fuel generated electricity with cheaper, renewable, geothermal 
energy, KGRA’s energy solution makes hydrocarbon recovery more economical and thereby increases the 
life of these wells.

KGRA obtains customers by:

Obtaining electronic data used to screen for hydrocarbon wells where conditions exist for •	
economical energy production
Forming partnerships with organizations within the oil and gas industry for co-selling and site-•	
identification purposes
Aggressively hiring business development staff with contacts in the oil and gas industry.•	

Competitive Advantage

Aspects of KGRA’s business plan that lead to its defensibility include:

KGRA has a first-mover advantage •	
Exclusive distribution territories for the equipment (negotiated with equipment supplier)•	
A “method of use” patent application on file with the US Patent Office•	
Ability to monetize tax credits to reduce the net cost of equipment•	
Repetitive, modular power plant design that allows for rapid and scalable deployment•	
Scale/volume purchase•	
Full turn-key solution•	

Future Financial Plans

KGRA seeks $7 million of which $4 million will be used for working capital and general corporate purposes 
and $3 million will be used in the development of its first project.  The amount of project funding that the 
Company seeks, however, is flexible; KGRA has the project pipeline to deploy up to $100 million.
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Lifecycle Renewables, Inc.
Presented by:
Rory Gaunt, CEO

Company Overview  

Simple truth:  People consume energy, food and produce waste simul-
taneously and in close proximity.  This means that population centers 
are creating vast quantities of organic waste that can be used for their 
benefit as renewable energy.  Lifecycle Renewables Inc. (LR) produces 
electricity and heat for commercial buildings with large scale diesel gen-
erators that run on 100% waste vegetable oil (WVO).   LR is focused 
on acquiring WVO.  We have found competitive advantage through 
extremely low cost processing of our vegetable oil fuel, raising WVO 
collection service levels beyond competitor’s capabilities and providing 
the maximum compensation for WVO to our supply customers.  Rory 
Gaunt, CEO brings strong business development and logistics acumen 
to this proven technology created by Adrian Venni.  The first power installation is to be commercially opera-
tional at Whole Foods Market in Everett MA.  LR has contracted with many supply customers such as Simon 
Properties, Boston Properties, Hyatt, Norwegian Cruise Lines, Chili’s, Northeastern University, Mt. Auburn 
Hospital and many more.

Product/Technology Profile  

LR refines WVO into a 100% vegetable oil fuel.  LR installs and operates large scale combined heat and 
power systems that reside at customer locations and run on LR’s proprietary fuel.  This proprietary fuel is 
primarily comprised of the customer’s waste vegetable oil.

Markets and Applications

LR plays in two markets.  First, the WVO supply market is 474 million gallons in the US.  Secondly, the en-
ergy market (electricity and No. 2 Diesel) is vast relative to the WVO supply market.  Scarcity, for LR, is only 
found in the WVO supply market.

Commercial Opportunity

The target customer for LR is a large hospitality business that produces 1000 gallons or more of WVO per 
week and has significant electricity demand and is located in an area with high electricity costs.  Examples of 
this target are in our current customer roster: Whole Foods Market, Simon Properties, Chili’s…  We market 
our collection and energy services through direct sales at ‘C’ level.  

Officers and Directors

Rory Gaunt, CEO
Adrian Venni
Preston Andrews

Contact Information

PO Box 1144
Marblehead, MA 01945
617.633.2101
781.631.6550 (fax)
rory@lifecyclerenewables.com
www.lifecyclerenewables.com
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Competitive Advantage

Our sustainable competitive advantage:

We produce energy with WVO for the volatile petroleum market but also the more stable elec-•	
tricity market.  This means that we are able to choose our sales channel depending on market 
dynamics.
Our proprietary fuel is produced through a low-cost mechanical process.•	
We utilize a remote volume sensing technology that enables us to see capacity in the field •	
real-time.  Therefore we can operate at industry dominating efficiencies.

These advantages enable us to compensate supply customers at higher levels than the competition.  We are 
considered the “greenest use” for this waste.  High levels of compensation plus our green credentials means 
we win supply business.

 

Future Financial Plans

LR seeks to raise $750,000 in investor capital that comes with the depth of experience necessary to guide 
the company to a successful exit in year 5 of the strategic plan.  Funding to date has been provided from 
Lifecycle Renewables Ltd., a UK company, and through revenues.

5 Year Strategic Plan Economics:

Phase 2 two - Expansion into 
new markets

 Year 1
2010

Year 2
2011

Year 3
2012

Year 4
2013

Year 5
2014

Revenue ‘000 $ $761 $2,903 $4,757 $10,833 $22,466

EBITDA ‘000 $ ($216) $993 $1,813 $3,706 $7,685

Use of Funds:

Year 1 working capital for infrastructure growth  $216k•	
Year 1 capital expenditures to support WVO collection and processing of $219k•	
Cash reserves held for future financing and Phase II expansion $315k•	

Funds raised will be applied to increase WVO supply through direct sales of large opportunities coupled with 
telesales and direct mail campaigns to target accounts.  Funds will also be used to support supply growth by 
building out WVO collections infrastructure.
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Optiwind Corporation
Presented by:
David Hurwitt, VP Marketing and Business 
Development

Company Overview  

Optiwind has developed a new style of wind turbine, designed spe-
cifically for the mid-sized, distributed generation market.  Current 
3-bladed/monopole turbines are often too large, loud and expensive 
for the more populated areas where one typically find the schools, 
manufacturing plants and big box retailers that are looking for cost 
effective alternatives to the grid.  Optiwind’s 150kW and 300kW tur-
bines are built around the principle of accelerating wind into a se-
ries of smaller, low cost fans that can economically produce power 
in areas with wind speeds as low as Class 2, dramatically increasing 
the size of the available US and international markets.  At the price 
Optiwind is targeting, NREL estimates the market potential to be over 
200k US sites, with the US representing 21% of the current global wind energy market.  Optiwind is in the 
process of installing its first 150kW turbine in Connecticut and will use its next round of funding (Series B) for 
manufacturing and commercialization.

Product/Technology Profile  

Optiwind has developed mid-sized distributed generation wind turbines that are customized for the com-
mercial marketplace.  At 150kW and 300kW, the turbines are built around a silo structure that causes the 
prevailing wind to accelerate into a series of smaller 5-bladed fans mounted on the side of the structure.  
This makes for a fundamentally quieter, more compact turbine that is installed and maintained without the 
expense of a large crane, making it possible to produce electricity at grid competitive prices in wind speeds 
as low as Class 2.

Markets and Applications

NREL estimates the US mid-sized wind turbine market potential to be up to 204,000 sites. The US represents 
21% of the current global wind energy market.   53% of the US is in areas that can potentially produce wind 
power (defined as areas with Class 2 or better wind speed), and of this nearly half (43%) is in Class 2 wind.  
Conventional 3-bladed/monopole turbines typically require at least Class 3 wind to produce a reasonable 
ROI, thereby significantly reducing their mid-sized market potential.  Optiwind’s design now makes these 
Class 2 areas viable, representing a dramatic increase in the available market size.

Officers and Directors

Russel Marvin, CEO
David Hurwitt, VP Marketing
Ted Chadwick, VP Manufacturing
Mike Zak, Director 		
(Partner, Charles River Ventures)

Pat Nettles, Director 	(Executive 
Chairman, Ciena)

Contact Information

59 Field St
Torrington CT 06790
860.237.4977
dhurwitt@optiwind.com 
www.optiwind.com 
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Commercial Opportunity

While there is broad application potential for turbines of this size by customers spending $25k to $500k per 
year on electricity, Optiwind’s initial target markets will be manufacturing, schools, and big box retail. Each 
provides the potential for appropriate electricity usage, available land and the ability to finance the turbine.  
The marketing mix for each of these target markets will include an integrated combination of online, print, 
direct and event communications.  PR will be more broadly used to build brand and category awareness.  
Optiwind will launch initially in the northeastern US and then systematically expand into new regions, both 
domestically and internationally.

Competitive Advantage

The conventional 3-bladed/monopole turbine was designed for multi-unit wind farm installation and is cur-
rently not cost competitive with the grid when installed individually (at $4-$5/watt).  With significant cost ad-
vantages achieved through reduced installation, blade and maintenance costs, Optiwind expects to launch 
at below current market pricing, with a clearly defined path to achieve $2/watt, making its single distributed 
turbine cost comparable with industrial wind farm turbines.  There are several other companies actively 
pursuing wind acceleration based distributed technologies, however, Optiwind expects to be the first to com-
mercialize this advance behind a strong patent portfolio.

Future Financial Plans

Optiwind expects to raise a Series B round of $15-$25 million in the first half of 2010.  These funds will be 
used for manufacturing and commercialization, with a target launch date of early 2011.
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Porous Power Technologies, LLC
Presented by:
Timothy L. Feaver, President and CEO

Company Overview  

A New Lithium-Ion Battery Paradigm:

The patent-pending SYMMETRIX® production process from Porous 
Power Technologies (PPT) will revolutionize the production of lithium 
ion batteries by eliminating their most expensive component – electrode 
“separator” membranes now universally used – while improving their 
performance and safety. SYMMETRIX will enable cell manufacturers 
to hit aggressive industry-specified cost targets for Electric Drive Ve-
hicle (EDV) batteries that are unreachable with competitors’ expensive 
roll goods. PPT’s simple in-house coating equipment will form highly 
porous separator films in-situ directly on electrodes, simplifying sub-
sequent QC and assembly steps to improve yields and further reduce 
costs. The process requires little or no change to existing equipment 
and processes. PPT and our distribution partners will also continue to 
sell SYMMETRIX in rolls.

PPT’s opportunity is timely. With over $40K in product revenues, PPT 
is working with most domestic lithium-ion cell manufacturers. They are 
now literally budgeting and spending billions of dollars on facilities and equipment to produce large lithium-
ion batteries for emerging EDVs (electric, hybrid-electric and plug-in hybrids, four- and two-wheelers, aircraft 
and watercraft). Deutsche Bank predicts lithium-ion cell sales just for autos could reach $15B by 2010, and 
SYMMETRIX could save producers over $1B/year by 2014. PPT sales and license revenues are projected 
to exceed $40M in 2012.

Three of PPT’s management team are founders or cofounders of multiple successful startups (including an 
IPO and strategic acquisition). PPT’s managers and board have deep experience in lithium-ion battery and 
separator markets, including in top management at PPT’s biggest U.S. competitor.

Product/Technology Profile

The benefits of highly porous SYMMETRIX separators have been proven in thousands of cells. Over twen-
ty evaluation programs are active or pending. SYMMETRIX enables light-weight, large-format cells in foil 
pouches that last longer, charge faster, stack easier, run cooler, are safer and cost less. Lithium-ion cell man-
ufacturers can double or triple high-power capacity, reduce capacity fade by up to 50% (like-new capacity for 
twice as many charges, critical for EDVs) and pump out 3-8X 
more energy at low temperatures. Efficient operation reduces 
heat buildup and has been shown to prevent fires caused by 
overcharging/shorting. 14 patent applications have been filed, 
and core patents are expected to be published soon.

Markets and Applications

Lithium-ion cell sales are projected to grow to $29B by 2014, 
with most growth coming from high-power and large-format 
cells. This emerging market segment is especially appealing 
since the need for improved production equipment from do-
mestic suppliers not associated with Asian competitors is es-
pecially strong. The entire segment is addressable by PPT, 

Officers and Directors

Timothy Feaver, President & CEO
Kirby Beard, COO & VP 
Technology

Bernard Perry, Senior VP, 
Business Development

Contact Information

5115 Campus Drive
Plymouth Meeting, PA 19462
720.890.4888
720.890.4901 (fax)
tfeaver@porouspower.com
www.porouspower.com
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with separator sales projected to grow at a 58% annual rate to $1.1B by 2014. Most of the separator market 
for low-power cells is expected to be addressable by PPT as well.

Many additional future sales opportunities exist for PPT’s versatile and unique membranes, including in other 
battery chemistries, ultracapacitors, fuel cells, filters, and low-cost waterproof fabrics more breathable than 
GoreTex©. In general, these markets will be addressed by licensees and corporate partners, allowing PPT 
to focus on energy storage applications.

Commercial Opportunity

SYMMETRIX® membranes, and especially in-plant SYMMETRIX coating systems, offer cell manufacturers 
an excellent value proposition, enabling them to achieve high performance and safety at higher profit mar-
gins, even at PPT’s targeted 10-30% price premium. Longer cycle life will lower total ownership cost, criti-
cal for the large battery packs required for EDVs. Near-term target markets for PPT include aerospace and 
military, power tools and EDVs (especially bikes/scooters/motorcycles). PPT will enjoy at least three revenue 
streams: Sales of SYMMETRIX roll goods, sales of SYMMETRIX in-plant coating systems, and sales of spe-
cialty raw materials used in the production of SYMMETRIX films.

Customers include Bye Aerospace, EaglePicher Technologies, Johnson Controls, NASA and VARTA Micro-
battery. Many other evaluations are expected to lead to additional near-term revenues. PPT is now engaging 
equipment manufacturers and other potential strategic partners to help assemble, sell and support in-plant 
coating systems.

PPT’s Pennsylvania R&D center is fully equipped for pilot production of films and lithium-ion cells, and a dedi-
cated coating line at partner NEPTCO offers an annual capacity of 8 million m2 of SYMMETRIX roll goods 
for those customers not opting to purchase an in-plant coating system. PPT employees and reps will sell 
and support SYMMETRIX roll goods and coating systems worldwide, including into China through NEPTCO, 
where bulk rolls will be shipped for processing and delivery.

Competitive Advantage

Asahi Kasei, Exxon-Mobil, Celgard and Ube own 90% of the market and are rapidly expanding production of 
the lower-porosity, higher-resistance polyolefin separators that are the current standard for lithium-ion bat-
teries. All of their products are produced using an extrusion/stretching process that limits their porosity (and 
thus their performance). They would not be practical or cost-effective to implement as an in-plant coating 
system. As a result, it is likely impossible that they can ever approach the low cost PPT’s in-plant coating 
system offers cell manufacturers. The United States Advanced Battery Consortium, an EDV industry orga-
nization made up of the DOE and the Big Three automakers, has established a cost target of $1.00/m2 for 
separators, which are now priced at $2.00/m2 or higher. Cell manufacturers using the SYMMETRIX in-plant 
coating system should be able to easily hit this target. For these reasons, competitors may also view PPT as 
a partner or acquisition candidate. Celgard parent Polypore has purchased two separator companies since 
2008 and there have been several other recent acquisitions in the field.

Future Financial Plans

Capital History & Requirements: $3.5M in cash funding to date ($341K management/advisors, $1.9M other 
convertible debt, $1.3M SBIR). $2.2M is convertible into equity with the current $2M Series A (targeted close 
December, 2009). $3-4M Series B anticipated Q4-10. 

Anticipated use of proceeds: Sales & Marketing $752K, Production ramp-up $547K, G&A $550K, R&D 
$273K, CapEx $18K.

Milestones: Close Series A, Q4-09; Strategic development agreement with equipment partner for in-plant 
coating, Q4-09; Launch full-volume roll goods production at NEPTCO, Q4-09; China distribution center es-
tablished, initial Chinese volume sales, Q2-10; First in-plant coating systems installed at customers, Q3-10.
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Practical Solar, Inc.
Presented by:
David Howell, Chief Operating Officer

Company Overview  

Practical Solar’s mission is to develop and introduce the world’s first 
solar product – a concentrating solar (CS) system based on heliostats 
– to compete with fossil fuels in mainstream thermal energy applica-
tions. The system will be used for commercial building HVAC systems 
(“HVAC market”) and low-mid temperature industrial processes (“In-
dustrial market”), a combined $150 billion dollar market in the U.S. The 
targeted market segments exceed $30 billion dollars. Practical Solar’s 
flagship product is the world’s most elegant and versatile CS system: 
hand-installable heliostats (mechanized mirrors that reflect sunlight) 
individually controlled by a personal computer. These heliostats are 
currently being used for natural lighting, but Practical Solar will develop 
a scaled-up version (the HE600) and CS receiver enabling customers to realize a 2-6 year payback on their 
investment in thermal applications. The company Founder and CEO, Bruce Rohr, has several patents to his 
credit and has designed an astonishing array of cutting-edge technologies used in medical, optical, scientific 
and military industries. David Howell, COO, has managed several start-up companies to profitability. Practi-
cal Solar seeks $2,500,000 in equity funding to develop, test and certify the new system, and execute the 
first year marketing plan.

Product/ Technology Profile

Practical Solar’s concentrating solar (CS) system will use heliostats (sun-tracking mirrors) and a CS receiver 
to produce up to 100kW of thermal energy at 100-500°F. The price (per m2 reflective surface area) of Prac-
tical Solar’s current heliostat (the HE500) is one-tenth that of competitive offerings, but is not competitive 
with fossil fuels. It also does not include a CS receiver – necessary to integrate the system with thermal 
applications. Practical Solar will develop this receiver and a scaled-up heliostat (the HE600) to provide 6X 
more energy per dollar and compete directly with fossil fuels in mainstream thermal applications. It will ship 
in small boxes, be hand-installable and not require any set installation pattern. At $0.25/watt, it will be the 
most cost-effective and versatile solar system in the world. It will overcome the deficiencies of traditional 
solar products, which have low efficiency and limited output, and other CS systems that are impractical for 
distributed applications.

Officers and Directors

Bruce Rohr, Founder & CEO
David Howell, 			 
Chief Operating Officer

Contact Information

516 East Second Street, Unit 18
South Boston, MA 02127
617.464.1770
dave@practicalsolar.com
www.practicalsolar.com
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Market and Application

The addressable markets are (1) Commercial HVAC – building heating, cooling (using absorption chillers) 
and potable hot water heating, and (2) Low-mid temperature thermal industrial processes. The targeted mar-
ket segments (U.S. regions with payback cycle of < 6 years) exceed $30 billion annually.

Commercial Opportunity

Initial marketing will be limited to the U.S. to minimize support issues. Commercial and Industrial establish-
ments operating within 1–4 story flat-roofed buildings or located in suburban or remote regions generally 
have suitable land or rooftop area to deploy the HE600 system. A publicity campaign will accompany the 
product release, coordinated with advertising in building and industrial publications. Practical Solar will ex-
pand and certify its network of Distributor-Installers. The company’s website, modified to address the target 
markets, will remain a fertile source of customer leads.

Competitive Advantage

Most CS systems are used for utility-scale power generation and are too unwieldy for distributed energy ap-
plications. Smaller trough systems have recently been installed for HVAC applications, but Practical Solar’s 
HE600 will have 2X the efficiency and far lower installation & maintenance costs. Traditional solar thermal 
products such as flat plate collectors convert non-concentrated sunlight to thermal energy and have low ef-
ficiency (20% average), low output temperature (<140°F) and scant output in cold weather. Payback cycles 
are 12-20 years for hot water heating and they are essentially unusable for other applications. Practical 
Solar’s CS system will average 70% efficiency, with output temperatures up to 500°F (virtually unaffected by 
ambient temperature), and a 2-6 year payback cycle in the target markets.

Future Financial Plans

Practical Solar seeks an equity investment of $2,500,000 to: (1) Develop a CS receiver and scaled-up he-
liostat; (2) Deploy a prototype system integrated with a commercial building HVAC system; (3) Execute first 
year promotional activities. Milestones include: (a) Completion of finite element analysis (FEA) modeling 
demonstrating HE600 wind-resistance to 110 MPH and achievement of efficiency goals; (b) Completion of 
cost analyses of bills of materials, meeting cost targets for mid–high volume; (c) Achieving 6 month and 12 
month sales forecasts. Breakeven is expected in Year 2 after receipt of funding. Revenues are projected to 
exceed $62MM in Year 5.
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Prism Solar Technologies
Presented by:
Stephen Filler, Director of Business Development

Company Overview  

Prism Solar’s mission is to develop solar as a real-life replacement 
of fossil fuels and in the process, grow the industry through partner-
ships and cooperation. Prism Solar’s core technology is holographic 
optical film, which is a low-level concentrator that is incorporated in 
PV modules and can replace up to 72% of the cell material (typically 
silicon) needed in a module. Because the cell is the most expen-
sive component in a module, the incorporation of holographic film 
dramatically lowers costs, and we expect to reach grid-parity ($1/W) 
in 2012. The holographic film concentrates light onto PV cells such 
that power production (kWhs) is increased 20-40%. Prism’s target 
customers are PV module manufacturers for end-users in all markets 
(utility, commercial, and residential). Prism Solar’s Board of Directors 
and management team is composed of seasoned PV veterans with 
decades of experience in the PV industry, particularly with successful 
start-up companies. 

Product/ Technology Profile

Prism Solar’s technology is holographic optical film that is incorpo-
rated into PV power modules. The film replaces up to 72% of the 
silicon required in a module, and because silicon is the most expen-
sive material in a module, the incorporation of the holographic film 
dramatically lowers costs. The film also acts as a low-level concen-
trator that increases power production (kWh) by 20-40%, as verified 
by third-party testing. This increase in power production is due to a 
number of unique features of holographic film: it traps the most use-
ful wavelengths of light (400-1100nm) and concentrates it onto the 
top and bottom of bi-facial PV cells; redirects infrared and UV wave-
lengths away from the module to reduce temperature 10 degrees C, 
thus maintaining peak cell efficiencies; accepts diffuse light during 
cloudy conditions; accepts indirect light from early morning and late 
evening sun and reflected light from albedo. 

Officers and Directors

Rick Lewandowski, CEO & 
President, Board of Directors

Dr. Walter Robb, 			 
Board of Directors

Paul Maycock, 			 
Board of Directors

Richard Klein, 			 
Board of Directors

Tim Lewin, 				  
Board of Directors 

Glenn Rosenberg, CTO
Stephen Filler, Director of Business 
Development

Tom Kacandes, Director of 
Operations

Contact Information

180 South Street
Highland, NY 12528
845.883.4200 x104
845.883.4394
j.barry@prismsolar.com
www.prismsolar.com
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Markets and Applications

Worldwide PV installations reached 6 GW in 2008, representing growth of 110% over the previous year, and 
generating $37 billion in global revenues. The global economic crisis and the collapse of the Spanish market 
have slowed growth in the PV industry for the short-term, but long-term growth is expected to be very strong 
again in 2011. 

Commercial Opportunity

Prism Solar’s core technology is a transparent holographic optical film that acts as a low-level concentrator, 
supplying up to 3x concentration onto adjacent silicon PV cells, and resulting in increased kWh production 
of 20-40%. Holographic film is easily integrated into the manufacturing process of crystalline silicon PV mod-
ules. Prism’s primary target customers will be PV module manufacturers and systems integrators. Prism is 
currently selling test modules to target customers so they can validate the improved performance due to the 
incorporation of the holographic film. Prism Solar will sell holographic film worldwide with licensing agree-
ments and HPC modules for the US market. 

Competitive Advantage

Prism Solar’s primary competition are PV module manufacturers like First Solar, which have low production 
costs, and Sharp, which has gained a large market share. However, silicon module manufacturers, which 
represent 93% of the market, are expected to be our primary customers, not our competition. Prism Solar 
is also competing with silicon cell manufacturers. However, because holographic film costs much less than 
$.50/W to produce, Prism Solar has a strong competitive advantage regardless of what happens to the price 
of silicon. 

Future Financial Plans

Prism Solar is currently in a Series B round of fundraising. The Company intends to continue to build out a  
60MW manufacturing line for producing HPC modules, and to build 1 GW manufacturing line for holographic 
film. 
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QM Power (wait-listed)
Presented by:
P.J. Piper, President & CEO

Company Profile

QM Power, Inc. is commercializing proprietary and patented advances 
in a unique magnetic circuit for the $70+ billion annual global electric 
motor, generator and actuator markets. QM Power is the result of the 
founders’ combined experience of over 40 years in the motor, electron-
ics and clean technology industries.  QM Power’s Parallel Path Mag-
netic Technology (PPMT™) or Parallel Magnetic Circuit (PMC™) is a 
completely new breakthrough technology that uses permanent mag-
nets in a novel yet simple and efficient magnetic circuit design that can 
substantially reduce the upfront and ongoing costs and improve the 
performance of almost any electro-mechanical application.  QM Power 
products have higher power density, which means they are much light-
er, smaller and lower cost than other alternatives of comparable power output.  In addition, they operate far 
more efficiently over a wider range of operating speeds than conventional/existing AC or DC electric motors, 
generators and actuators.  Based out of Kansas City, MO and Boston, MA, QM Power has begun delivering 
prototypes to strategic industry leaders to demonstrate the improved efficiency and performance for linear a 
variety of high value short term and large long term opportunities/applications. QM Power was named a Ven-
ture of the Year Finalist at the NREL Industrial Growth Forum, a Top Innovator in Missouri in 2008 (SBTDC), 
nominated for an Innovation Award in New England in 2009 (SBANE) and one of the three Best Clean En-
ergy Investment Presentations at the 2009 New Energy Symposium (NENY and E2TAC) in New York.  

Product/ Technology Profile

Permanent magnets are used in electric motors, generators and actuators to replace field coils that produce 
static magnetic fields to provide a reduction in the size and weight of the machine while eliminating the 
I2R losses attributed to the field coils.  However, replacing a machine’s field coils with permanent magnets 
has historically had multiple trade-offs/limitations including limited controllability of the static magnetic field, 
limited gap flux densities and potential reliability issues.   QM Power’s Parallel Path Magnetic Technology 
obtains the benefits of using permanent magnets while minimizing the historical trade-offs/limitations found 
in conventional permanent magnet designs.  The resulting electric motors, generators and actuators are 
smaller, lower weight, lower cost and have higher efficiency than competitive permanent magnet and non-
permanent magnet designs.

Markets and Applications

QM Power is enabling higher performance and lower costs for electric vehicle, wind and hydro power gen-
eration, HVAC, industrial and robotic applications.  These applications represent a significant portion of the 
$70+ billion annual global electric motor, generator and actuator markets.

Officers and Directors

PJ Piper, CEO 
Joe Flynn, CTO
John Lebo, COO

Contact Information

441 Marlborough St #2
Boston, MA 02115
857.350.3100
857.350.3101 (fax)
pjpiper@qmpower.com
www.qmpower.com
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Commercial Opportunity

QM Power anticipates ramping commercial product and licensing revenues to over $100 million within 5 
years by working with the incumbent market share leaders in each of its large target markets to expedite the 
commercialization of PPMT.  QM Power is currently cash flow positive with all of its development programs 
currently supported by Government research grants from the National Science Foundation, the Department 
of Energy and the Department of Defense.  

Competitive Advantage

QM Power achieves higher average air gap flux density than competing permanent magnet designs by only 
utilizing attractive permanent magnet flux, a higher stator-rotor interface active area and flux division and 
squaring which result in a broader and higher range of torque and efficiency.  The intrinsic higher power den-
sity results in lower weight, volume and upfront cost offerings, the higher efficiency results in lower ongoing 
operating energy/battery costs and the unique design provides lower maintenance costs and reliability and 
production advantages.  The Company has several issued and pending global patents.  The Company’s en-
trepreneurial management team has a successful track record in several high growth technology companies 
including Aspen Aerogels, Ametek, Black and Decker and Johnson Electric.

Future Financial Plans

The Company has minimized its capital requirements by utilizing Government research grants to fund its 
research and development and by working with third party fabricators for its initial production requirements.  
The Company is currently raising a $2-5 million Series B financing to expand its team and facilities, complete 
field trials and provide additional working capital.
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Resolute Marine Energy, Inc.
Presented by:
Olivier Ceberio, COO

Company Overview  

Our purpose is to finalize the development and qualification of a 
wave-powered seawater desalination system that, by 2014, will 
serve 0.7 million people in coastal communities in developing na-
tions and reduce greenhouse emission by approximately 78,000 
tons/year.

Our company, Resolute Marine Energy (“RME”) is currently build-
ing wave energy converters (“WEC”) that power the offshore 
aquaculture industry. For our desalination system, we are target-
ing “off-grid” coastal communities in developing nations where 
a solution to persistent water shortages is urgently needed and 
where our system will fill a huge gap between utility-scale and 
micro-scale fresh water production systems.

South Africa, our entry market, represents a $5.4B addressable market where our wave-powered desalina-
tion system will be readily adopted because it produces large quantities of clean fresh water at an attractive 
cost using very little human labor and no fossil fuels. It requires minimal capital investment, can be set up in a 
matter of a few days and can easily scale to meet growing needs. Our system will displace the diesel-driven 
desalination systems that currently dominate the market.

Our core expertise is in entrepreneurship, general management and ocean technology product develop-
ment. We have accumulated over 20 years of professional experience and we have lived, worked and shared 
our lives with people in more than 8 different developing countries.

Product/ Technology Profile

Our system is comprised of an IP-protected Wave Energy Converter (“WEC”) that pressurizes seawater 
piped ashore to drive a reverse osmosis desalination system we’re jointly developing with Siemens Water 
Technologies. t utilizes “free” energy from ocean waves, can be installed in few days and is 100% clean. A 
51-WEC plant can manufacture approximately 0.9 million m3/of fresh water/year (enough to supply 2,500 
households) and, in the case of our first customer, provide a 3-year payback.

Markets and Applications

Our system fills a large gap in Market between macro-scale solutions (dams, pipelines, power plants) that 
require large capital investment and decades and micro-scale solutions that provide relief for relatively few 
people. Our addressable market is composed of rural/off-grid communities located in coastal area in devel-
oping countries suffering water scarcity.

Officers and Directors

Bill Staby, CEO
Olivier Ceberio, COO

Contact Information

3 Post Office Square - 3rd Floor
Boston, MA, 02109
617.600.3050
wstaby@resolute-marine-energy.com
www.resolute-marine-energy.com 
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During a visit in March 2009 in South Africa, our first entry market, we established with the Department of Wa-
ter Affairs and Forestry (“DWAF”) that the addressable market size is $5.4B for RME. This figure is conserva-
tive as DWAF suggested that installing systems in coastal communities where water supplies are currently 
sufficient and redistributing the surplus to inland off-grid communities would be of potential interest.

Commercial Opportunity

We devised a strategy to expand in South Africa (1) by identifying and securing our first customer, the munici-
pality of Ugu, with whom we plan to run a commercial pilot by end 2010 (2) and by building our local network 
of engineers, consultants, development experts, entrepreneurs, and local investors. (3) We also leveraged 
the support of Ugu to gain greater access to the federal government, having already established strong ties 
with the DWAF that will allow us to create access to new markets. (4) Once our credibility is established in 
South Africa, we will apply the same marketing strategy in other developing countries such as Morocco, Peru 
or India.

Our target customers in South Africa consist mainly of municipalities located in Kwazulu-Natal (Durban), 
Western Cape (Cape Town) and the North West region (Port Nolloth) suffering a cumulative water supply 
deficit over 240 million m3/year in 2000.

Competitive Advantage

In our “middle scale” market, there is only one incumbent technology - diesel-powered systems – which can 
be easily displaced in coastal communities with adequate wave resources because of the following rea-
sons:

Fuel cost: 70% of the cost of diesel-driven desalination system comes from energy cost. Our “free” energy 
makes our system quickly competitive in term of price

Collocation: our raw material and energy source are co-located therefore without supply risk

Maintenance: diesel generators require regular maintenance by skilled mechanics our system requires lim-
ited bi-annual maintenance

Environment: Combustion engines are only about 20% efficient and emit large quantities of CO2

Future Financial Plans

Our financing strategy is in two folds: (1) government funding to mitigate the technology risk and both a 
promising market and a first customer to mitigate the business risk. (2) Private investments and partnership 
are then sought for low risk milestones.

RME already secured 130,000$ for previous works from DOE and NOAA and has $300,000 of pending 
grants (November 2009) for the development of the WEC that will be used for our desalination system. Our 
first customer is the municipality of Ugu and South Africa is a $5.4B addressable market.

We anticipate raising approximately $400,000 from angels and competition prize for the adaptation of a de-
salination system that would be contracted to a TBD partner.
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Silicon Basis Ltd.
Presented by:
Robert Beat, Founder and Technology Director

Company Overview  

The cost of designing a new chip is escalating as Moore’s Law advanc-
es. Programmability is the most effective way to counter this problem: 
one chip to address multiple markets. However, existing programmable 
hardware technologies such as FPGAs are too costly and power hungry. 
Soft Gate Array (SGA) from Silicon Basis solves this pain being 8 times 
denser, a quarter of the active power and a tenth of the standby power of 
a standard FPGA. Silicon Basis is a fabless semiconductor company; our 
first chip will incorporate an industry standard CPU, consumer interfaces 
and SGA in order to address a significant portion of the $50bn semicon-
ductor market. Customers can use these chips to bring their products to 
market in a third of the time and at a quarter of the cost compared with 
standard hardwired chips.  Our team has wide experience in the industry 
and a virtual team of experts are ready to join on funding. We are seeking 
£400K of seed funding to produce a proof-of-concept test chip in conjunction with a corporate partner. Fur-
ther rounds of funding will build Silicon Basis into a significant player addressing a wide range of applications 
in the semiconductor industry.

Product/ Technology Profile

Programmable logic is a semiconductor technology that allows a chip to be reconfigured to do many different 
applications. Verses existing competitive FPGA (field programmable gate array) technology, SGA offers:

8 times more logic per mm2 of silicon giving us a significant cost advantage•	
4 times lower operational power•	
10 times lower standby power•	
Up to 2 times the performance•	
Using industry standard manufacturing and design tool flows•	

Silicon Basis will produce chips that incorporate SGA with a CPU and industry standard interfaces so our 
customers can target a wide variety of consumer applications that are not currently addressed by FPGAs due 
to power consumption and cost.

Officers and Directors

Robert Beat, Founder & 
Technology Director

Paul Fellows, Commercial 
Director

Contact Information

University Gate East
Park Row
Bristol. BS1 5UB. UK
011.44.7976.922720 
011.44.117.9039001 (fax)
info@siliconbasis.com
www.siliconbasis.com
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Markets and Applications

By virtue of its flexible nature, SGA is applicable to a large portion of the $50BN logic semiconductor market. 
In our initial phase we will target a shortlist of applications that are the best fit to SGA and will provide the 
quickest path to revenue. Potential applications, market size and customer reaction are being investigated 
under the Carbon Trust incubator scheme and could include: internet/communications infrastructure, flexible 
video processing, high performance DSP and compute acceleration.

Commercial Opportunity

Consumer electronics is always demanding more: lower power, more performance but at a lower cost. Often, 
the only way to achieve these goals is to design a new chip, but this is getting expensive ($10M++). Soon, 
only the biggest markets will justify the risk. Our SGA based products will quarter the cost of a new chip and 
get it to market in a third of the time and will enable the chip-less business model. Our marketing will target 
organizations whose innovation is being stifled by the cost of designing a new chip: innovative system house 
as well as VC backed startups (we can also market to VCs who invest in such companies). We will position 
our products as being the cost effective alternative to hardwired designs and the low power alternative to 
FPGAs.

Competitive Advantage

There are a number of FPGA startups that claim to offer advantages in performance or power consumption, 
but none the claim significant advances in density, power consumption and performance.  SGA takes pro-
grammable logic into new areas where our competitors will not be other FPGAs, but hardwired implementa-
tions such as ASICs or ASSPs. Verses ASIC we have an overwhelming cost and flexibility advantage and 
verses ASSPs we can add the advantage of a custom solution.

Other competition could come from large multiprocessor based startups, but these are inherently less flexible 
that programmable logic and we believe SGA could offer better power efficiency  in high compute intensity 
applications.

Future Financial Plans

We aim to raise £400K in seed funding to build a small team to design a proof-of-concept test chip produced 
in cooperation with a corporate partner. A working test chip that can demonstrate a typical application will add 
significant value to the company even at this early stage.

A further round of £4.5M will be used to design and market our first product. Further rounds of funding will be 
required for follow-on products as we seek to address more applications and wider markets. 
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Solartrec, Inc.
Presented by:
Nalin Walpita, Chief Technology Officer

Company Overview  

Solartrec is a Delaware corporation formed in 2005 to develop and 
commercially exploit a breakthrough thermodynamic cycle.  This highly 
efficient conversion technology is simple, robust, low cost and scal-
able.  It has a demonstrable edge over competitors whose products 
are less efficient and therefore more costly.  Solartrec has put in place 
an aggressive national and international IP strategy, which includes a 
patent already granted and several in process.

The company has an alpha prototype engine in operation. A low cost 
proprietary software-controlled camless and crankless piston expander 
integrated with a standard rotating alternator, it is capable of handling 
fluids in the quality range totally wet to totally dry, and is providing op-
erating parameters and performance figures.  Solartrec is now poised 
to translate the proven efficiencies of the prototype into pilot projects, in 
a wide range of applications and plant sizes, using both solar thermal 
and waste heat recovery technologies. 

Solartrec’s management team has strong technical expertise and decades of experience growing and lead-
ing large companies.  CEO Henri-Claude Bailly is a co-founder and former chairman and CEO of Hagler 
Bailly, Inc. and has long been a leader in the energy efficiency field.   Dr. Nalin Walpita, Chief Technology 
Officer, has many years of experience with all aspects of thermal engineering.  The company’s directors bring 
both national and international experience in energy and manufacturing at the highest management levels.

Product Technology Profile

Solartrec’s technology consists of variations to a thermodynamic cycle based on Rankine cycles, but, instead 
of utilizing vapor, it uses a liquid to vapor conversion within the engine or converter.  The innovation of utiliz-
ing water within the engine creates three related advantages: high efficiency and reduced complexity and 
cost.  

The water is heated either by a solar collector field or waste heat and can be utilized directly in the converter 
without an intervening heat transfer step.  Due to  efficiency enhancement methods the company has devel-
oped, theoretical maximum efficiencies approach Carnot levels within the heat engine cycle.

Officers and Directors

Henri-Claude Bailly, President, 
CEO & Board Chairman

Jean Bailly, General Counsel & 
Secretary

Nalin Walpita, CTO & Director
John R. Armstrong, Director
R. Stanley Bowden, Director
Jack W. Eugster, Director

Contact Information

17 Ivaloo Street 
Somerville, MA 02143
617.592.3483 
617.625.8345 (fax)
HCBailly@rcg-ventures.com
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Markets and Applications

Because Solartrec’s technology can use any thermal source to heat the liquid in the engine and can be 
scaled up or down virtually without limit, potential markets and applications are vast.  Immediate plans are 
to develop solar thermal applications for: 1) residential installations (5-10kW); 2) commercial and industrial 
facilities (25kW-1MW); and 3) utility power plants up to 10 MW.  Industrial waste heat recovery applications 
will be in the 25kW to 10 MW range.

Commercial Opportunity

There are commercial opportunities for Solartrec in three markets:  distributed solar generation, base load 
utility and industrial waste heat recovery.  These are large markets, and, beyond its intrinsic economic and 
technical advantages, Solartrec’s technology will further benefit from federal and state policies and subsidies 
supporting energy efficiency.

Competitive Advantage 

The Solartrec technology has competitive advantages in both the solar thermal and waste heat recovery 
spaces.  Because of its unique thermodynamic cycle, Solartrec’s solar thermal technology is cost competi-
tive: in the range of 10-12 cents/kWh LCOE (levelized cost of electricity) without subsidy.  This cost advan-
tage is achievable because the engine is able to operate at much lower temperatures, enabling it to utilize 
a simpler design with fewer and less costly materials.  Lower temperatures also allow for less expensive 
storage methods and materials.  In the area of waste heat recovery, Solartrec’s thermodynamic cycle results 
in a higher percentage of heat recovery than competing systems, leading to a better economic return and 
faster payback times.

Future Financial Plans

Solartrec has received several rounds of seed funding and is now seeking $4-6 million dollars in funding over 
the next three years.  These funds will be used to:

1.	 Install four to six grid-connected beta prototypes, including both 24/7 solar and waste heat 
recovery units

2.	 Complete a detailed design of a 10 MW utility scale plant
3.	 Begin implementing a range of activities to support commercialization of the technology
4.	 Expand and deepen the IP base. 



The 5th Conference on Clean Energy:
Financing & Partnering for Emerging Businesses

140  Startup Companies

Solasta Inc.
Presented by:
Michael J. Naughton, CTO

Company Overview  

Solasta is commercializing innovations in solar energy originally 
developed at Boston College.  The innovation is based on nano-
technology that dramatically improves the efficiency of solar en-
ergy generation.  This improved efficiency will help Solasta-based 
solar cells achieve a cost of electrical energy that is on par with 
conventional grid-based energy, thereby increasing the adoption 
of solar-based alternative energy generation and helping to re-
duce greenhouse gas emissions. 

Product/ Technology Profile

Solasta utilizes its proprietary Nanocoax™ nanotechnology to improve solar photovoltaic power generation 
through a unique configuration that captures more light and harvests more power than conventional thin film 
cells. This technology is PV medium agnostic, such that efficiencies of many different thin film technologies 
can be improved with its implementation.  

Markets and Applications

The addressable market for solar energy is over $50 billion in 2009 and is expected to continue rapid growth 
as the world adopts more alternative energy sources.  Thin film systems are expected to displace crystalline 
PV as efficiencies of the former rise to meet or exceed those of the latter, accelerating the drive of cost per 
Watt toward grid parity.  Ranging from amorphous silicon and other inorganic media, to OPV and polymer, 
adaptation of the Nanocoax™ configuration will lead this cost reduction.

Commercial Opportunity

The target customer base is all present and future thin film solar cell producers, since they can utilize the 
Solasta technology to increase the efficiency and lower the cost of their products. Solasta offers  technology 
that will enhance our customers’ product competitiveness within the overall solar market. 

Competitive Advantage

The Solasta technology is fully protected by a large number of patents and trade secrets that will establish a 
lasting proprietary advantage over any similar competitive approach.  

Officers and Directors

Michael Clary, CEO
Michael J. Naughton, CTO
Michael J. Burns, 			 
Director of Research & Development

Nick Argenti, 				 
Director of Process Engineering

Contact Information

70 Bridge Street, Suite 203
Newton, MA 02458
617.307.5031 x253
mike.naughton@solastacorp.com
www.solastacorp.com
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Future Financial Plans

The company is now moving from technical demonstration and feasibility to commercialization.  We will 
shortly be in a fund raising mode to support full commercialization, including pilot facilities, sales and market-
ing staffs and all the other requirements for market entry. 
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Tomorrow BioFuels, LLC
Presented by:
Lawrence Dressler, President

Company Overview  

Elevator Pitch: “Converting Greenhouse Gases into Green Power”	

Mission: To provide sustainable, domestic fuel that reduces US de-
pendence on foreign oil, reduces flue emissions and provides green 
power in populated areas. Our FALCON technology allows us to cost 
efficiently capture, store, handle and use carbon dioxide from industrial 
flue emissions as plant food for the commercial growth of algae.  The 
algae will be converted into vegetable oil and biomass for production of 
green power products such as biodiesel and green electricity.  No farm 
land or high loss irrigation systems needed.  

Market Size: A portion of U.S. diesel demand (65 billion gal./yr) and a 
portion of the US power generation.

Competitive Advantage: FALCON Technology is an industry game changer because it allows us to capture 
and use CO2 economically resulting in faster algae growth with higher vegetable oil yield 

Team: Management developed business model, patent technology, process and engineering.  We utilize 
outside process & chemical engineers and other industry professionals.  

Funding Goals: $1.450 million to be used for a portable FALCON system, install more programmable con-
trols and increase the size of the growth reactor.  New hires will be needed in the fields of engineering and 
biology.   

Product/ Technology Profile

Tomorrow Biofuels (TBL) FALCON technology provides flue emission reduction (namely CO2).  Our platform 
directs a percentage (up to 99%) of flue gas into a series of analyzers followed by our “Coat” (CO2 Absorp-
tion Tank) Vessel where the gas is diffused with FALCON Absorbent.  After saturation the mixture is trans-
ferred to a holding tank.  No pressurization or special liquefaction equipment in needed.  Saturated FALCON 
is collected and used as a food source at our photoautroph growth centers. 

Officers and Directors

Mr. Lawrence Dressler, 	
President

Dr. Alexander Chirkov, 		
Executive Vice President

Mr. Wally Long, 			 
Operations Manager 

Contact Information

15 Jennifer Circle
Cranston, RI 02921
401.270.5343
401.383.0205 (fax)
lvdoil@cox.net
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Markets and Applications

Our market potential is dramatic for three reasons.  

(1) Need to reduce greenhouse gases. Our FALCON absorption system can be installed at any 
company looking to reduce their flue emissions (ex. coal industry).  We envision installing 
FALCON systems to bleed off commercial companies flue emissions in order to get them into 
government compliance. 

(2) US has growing demand for energy.  Analysts state that by 2025 the US will need 25% more 
electricity than current production.  We will be producing green electricity. 

(3) US Diesel fuel consumption is 65 bil gal/yr.  We have a sustainable diesel replacement which 
will be algae based biodiesel that can be used for home heating oil (Northeast consumes 
+65%) and transportation fuel.

Commercial Opportunity

Tomorrow BioFuels has a sustainable solution to reduce CO2 while providing various types of green power.  
We will be a net consumer of CO2 and thus we developed the FALCON system to reduce our costs of obtain-
ing and using the gas.  Commercially we want to install the FALCON system at customers location and bleed 
off a percentage of the gas.  We will charge a rental fee for our equipment, a service charge to remove their 
CO2 and participate in any Cap & Trade Markets.

We plan to target this industry through business alliances with existing emission reduction companies.  Other 
strategies include Trade Shows such as EUEC (Energy & Environment Conference), Trade Magazines and 
direct sales.   

TBL’s main revenue will come from sales of green electricity, biodiesel and biomass products.  We have a 
established a joint venture with a Massachusetts Company that produces and sells green electricity from 
biogas to the local utility grid.  Our pilot plant will include a 300kw/h generator that will use biofuel.  We have 
already identified various biodiesel blenders and consumers who are interested in our products.      

Competitive Advantage

Our competitive advantage is we have a solution to a world problem which is the reduction of carbon dioxide.  
We will also be able to create and control our own feedstock production which provides an advantage over 
biodiesel competitors who use conventional unsustainable vegetable oils from the US Midwest. 

Future Financial Plans

Tomorrow BioFuels is seeking up to $5 million dollars for start-up funding over two years. In September 2009 
we reached our minimum amount of $530,000 which enables us to build a pilot plant.  Additional funding will 
be used for a portable FALCON platform that can be used at potential clients sites, hire chemical and process 
engineers, marketing (website, tradeshows, PR, advertisement), additional bioreactor, automated controls 
and analyzers. 
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Trenergi Corporation
Presented by:
Charles A. Myers, President

Company Overview  

Creation of an alternative energy global microCHP product family based 
on high temperature PEM fuel cells with multiple fueling options capa-
ble of seizing control of a $1B fast growing world market.  The operating 
temperature of our core technology will allow us to provide electricity, 
heat and hot water directly from the fuel cell stack.  Doing so simplifies 
our system, lowers manufacturing costs and reduces long term main-
tenance costs.  The combined team of Dr. Enayetullah, Myers, Strate, 
Rosenburg, Taylor, Sabin and Schult have over 50 years of fuel cell ex-
perience and over 100 years of successful start up experience. We are 
seeking funding to construct a 1 kW Proof of Concept unit and initiate 
early field trials.  We believe start full commercialization of one size mi-
croCHP in Year 3, a second size in Year 4 and the last size in Year 5 to 
create a global product portfolio.  Based on this we plan to demonstrate 
positive cash flow in year 3 which in combination with the full portfolio in 
Year 5 will enable us to pursue our acquisition Exit Strategy.

Product/ Technology Profile

Trenergi will develop microCHP (Combined Heat and Power) units, 1, 
3 and 5 kW, for residential electrical power, heat and hot water.  We will 
use, high temperature PEM fuel cells operating over 160oC, eliminat-
ing the need high purity hydrogen, simplifying the fueling equation, allowing the use of a fuel flexible system 
addressing world deployment.  Operating this temperature we can use the stack for heat and hot water.  This 
improves system efficiency, simplifies installations and lowers fuel usage. We will be able to operate on natu-
ral gas, propane, kerosene, landfill gas. 

Markets and Applications

Trenergi is targeting global residential power with products that will be installed at the residence providing 
electricity/heat/hot water, offsetting grid power needs or as a technology to eliminate the requirement for a 
grid to be built. Appliance Magazine identifies our market in North America in 2008 as 2.2 million units per 
year.  India has over 70 million residences without electricity.  The potential in China is even larger.  Trenergi 
solves the needs of these markets, providing a single unit that can generate electricity, heat and hot water 
and eliminate the need for a grid. 

Officers and Directors

Charles Myers, President
Dr. Mohammad Enayetullah, CTO 
& Secretary

Mort Rosenburg, CFO
Alden “Den” Taylor, 		  Vice 
Chairman of the Board 

Contact Information

116 South Street
Hopkinton, MA 01748
cmyers@trenergi.com
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Commercial Opportunity

Our comprehensive financial payback model provides Trenergi with a roadmap that identifies which consum-
ers are the best candidates for each stage of our company growth, from early field trials through commer-
cialization.  Using a wide range of inputs, the model points us to consumers who have optimal paybacks.  To 
reach these consumers we will partner with regional boiler/heater manufacturers using their existing chan-
nels for sales and service.  They benefit with the addition of a more efficient technology, movement into the 
energy sector and the ability to establish long term service programs. 

Competitive Advantage

Versus the grid, our technology is more energy efficient.  For those who do not have the grid, our technol-
ogy provides electricity.  Versus other fuel cell technologies targeting microCHP, we will offer longer service 
life, quicker response times, a simpler system, lower hydrogen purity requirements and lower manufacturing 
costs. Versus other internal combustion engine microCHP technologies we will offer equal response times, 
higher quality power (no variation), lower noise, and no vibration.

Future Financial Plans

Year 1 •	
1 kW Proof of Concept (POC) completed--
Complete Intellectual Property development--
Start exploration of Manufacturing and Sales Alliances Partners--
Raise next round to fund development--

Year 2•	
Produce 1 kW Beta pre-production units and ship to partners and users --
Sign agreements with Sales Alliance Partners --
Start developing 3 kW POC --

Year 3•	
1 kW unit commercializes--
3 kW Beta units ship to partners and users--
Start developing 5 kW POC--
Company becomes profitable, reaches break even --
Raise next round to fund expansion--

Year 4•	
3 kW unit commercializes--
5 kW Beta units ship to partners and users--

Year 5:•	
5 kW unit commercializes--
Trenergi has 1 kW, 3kW and 5 kW units offering complete commercial global portfolio--
Raise final round to fund global expansion--
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WindSea
Presented by:
Henning Arnøy, Managing Director

Company Overview  

The need for energy world wide is increasing. It is evident that this increase 
in a longer timeframe can not be covered by increased use of fossil energy 
sources only. The need for clean and sustainable energy sources will in-
crease significantly. Wind energy is one of the more significant energy sourc-
es in this respect, with a generally rather mature technology.  WindSea shall 
be the leading floating wind mill concept for large scale production of clean renewable electrical energy.

Product/Technology Profile  

The basis for the WindSea floater design is that each self-contained vessel will perform its duties with mini-
mal intervention as well as easily being moved into position. Perhaps the most attractive feature of the design 
is that moving the vessel into port for maintenance will be little more than a tow job. This flexibility means that 
WindSea floaters may be used singly or as part of a larger wind farm. In either case, to swap-out one floater 
will entail little more than making anchor and electrical connections.

To accomplish the ease of movement and stability, the symmetrical, “three-legged” vessel design provides a 
foundation for three, currently available 3.2-megawatt (MW) windmills, meaning each vessel can provide 9.6 
MW of installed generator power.

The design is totally scalable which means that the when larger windmill turbines including generators are 
available, the WindSea concept can easily scale the design up to handle it. Increased turbine sizes are 
expect to have a minimal impact on the vessel design, as only modification of the ballast will be needed to 
ensure stability.

All together, the 3,500-tonne vessel will stretch up to about 100 meters from the ocean surface, with a draft 
of 23 meters when installed. Atop this will be the windmills themselves, each blade at approximately 50 me-
ters.

At the frame’s lower level, a three-arm “star” connects the platform to the anchor system. Three anchors are 
connected at the symmetrical centre of the vessel to a vertical axis that allows free rotation of the vessel 
relatively the anchoring system.

The vessel is indented to rotate as a whole, so the turbines themselves will be fixed. Two rotors will face 
forward, into the wind, and the third faces to the back, and the rotor located at the stern of the vessel will be 
at a higher elevation than those located at the bow. This configuration ensures the vessel faces the wind for 
optimum power generation.

Officers and Directors

Henning Arnøy, 		
  Managing Director

Contact Information

011.47.93.21.13.33
hxa@force.no
www.windsea.com
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Markets and Applications

GWEC predicts that in 2013, global wind generating capacity will stand at 332 GW, up from 120 GW at the 
end of 2008. During 2013, 56.3 GW of wind generating capacity will be added, more than double the annual 
market in 2008. The year-on-year growth rates will average 22%, which is modest compared to an average 
increase of 28% over the last ten years. 

The WindSea technology has a significant market potential for floating wing mills for water depths from ap-
proximately -50 meter. The locations (market area) is anticipated for areas with high or medium high wind 
energy density, offshore the coastline with water depth from approximately -50 meters

Commercial Opportunity

Target Customers:

Utility companies, “integrator companies” and turbine manufactures.

The plan seeks to emphasize for the utility companies ( E.ON, DONG, Statoil etc.) the availability and po-
tential of the technology and hence, the economical potential. For the “integrator companies the potential for 
being the EP / EPCI contractor for delivering a large number of units to the wind mill park developers. For the 
turbine producers, the potential to be the supplier of turbines to the leading concept for floating wind mills.

Competitive Advantage

Based on standard submersible construction. Efficient construction. Easy towable to / from yard. No need for 
large crane vessel or barge. Easy access and space for maintenance. Self oriented against the wind. Stabile 
sea movements. Draft only 7 meter during transport and 22 meter installed. Centre connection of anchor 
lines and cable through turret. Efficient maintenance and repair.

Coastal areas and coastline is under pressure. By locating windmill parks offshore, the majority of the ob-
stacles can be reduced or eliminated.

Future Financial Plans

To achieve funding for further development all up to full commercialisation .This includes required  engineer-
ing work, model testing, building and testing prototype

Divided in:

P1 “Evaluation and Optimization”. Completed 31.12.2009. Funding by present owners•	
P2 ”Development of Concept”. Estimated start 1.1.2010 with estimated completion date •	
1.3.2011.Additional funding required
P3 “Prototype”. Estimated start 1.3.2011 with estimated completion date 1.9.2013.Additional •	
funding required
P4 “Test Prototype. Estimated start 1.9.2013 with estimated completion date 1.9.2014•	



The 5th Conference on Clean Energy:
Financing & Partnering for Emerging Businesses

148  Startup Companies



150  Exhibitors

The 5th Conference on Clean Energy:
Financing & Partnering for Emerging Businesses

Exhibitor Profiles
AirMotion Sciences, Inc......................................................................................... 152

Peter Caruso

Applied Biogenuity Israel Innovation Center.......................................................... 152
Robin JR Blatt

Aztech Associates Inc............................................................................................. 152
Geoff Salter

Bandgap Engineering, Inc...................................................................................... 153
Chris Hobson

Bingham McCutchen LLP*...................................................................................... 153
Gail Sobha

Consulate General of Canada and ACOA*.............................................................. 153
Christine Carr

Foley Hoag LLP*..................................................................................................... 154
Jennifer Houghton

International Green Technology Trade Center (IGTTC128)...................................... 154
Joshua Levitt

Lois Paul & Partners* ............................................................................................ 154
Rich Wadsworth 

Massachusetts Clean Energy Center*..................................................................... 154
Jen Baker

Morse, Barnes-Brown & Pendleton, P.C.*.............................................................. 155
Gerard P. O’Connor

PR Newswire*....................................................................................................... 155
Dan Evans

Pulse Tidal............................................................................................................. 155
Bob Smith

SETsquared Partnership......................................................................................... 156
Karen Brooks

*See Sponsors Section of the Notebook for more information on these organizations.



Exhibitors  151

November 12 & 13, 2008
Hynes Convention Center ∙ Boston, MA

Sky Vegetables...................................................................................................... 156
Lori Keenan

SouthCoast Development Partnership*................................................................. 156
Jennifer Menard 

Spire Corporation.................................................................................................. 157
Mark Willingham

Sustainable Energy Developments, Inc. ................................................................. 157
Meaghann Schulte

UK Trade and Investment Office*........................................................................... 157
Rob Dietel

University of Bath.................................................................................................. 158
Simon Bond

Wentworth Institute of Technology....................................................................... 158
Liem V. Tran

Wolf Greenfield*................................................................................................... 158
Jay Wager

Note: All Startup Companies in the Pitch Sessions, Conference’s Sponsors, Organizers, and Non-
profit Affilates also have Exhibit Tables.

*See Sponsors Section of the Notebook for more information on these organizations.



The 5th Conference on Clean Energy:
Financing & Partnering for Emerging Businesses

152  Exhibitors

AirMotion Sciences, Inc
Peter Caruso

9 Green Street
Holliston, MA 01746 USA
Phone: 508.429.4411
Fax: 508.429.4401
peter@airmotionsciences.com 
www.airmotionsciences.com

AirMotion Sciences’ Big Smart Fans have been designed to conserve the use of energy resources by moving 
air more effectively and efficiently than other HVAC solutions. The versatility of our Variable Pitch, Speed, 
and MultiMode Control capabilities create more comfortable facility environments while generating signifi-
cant energy cost savings and rapid payback.

Applied Biogenuity Israel Innovation Center
Robin JR Blatt

Phone: 617.633.5522
robinblatt@biogenuity.com

Aztech Associates Inc.
Geoff Salter

805 Baybridge Drive
Kingston, Ontario K7P 1T5
Phone: 613.384.9400
gsalter@aztechinc.com
www.aztechmeter.com

Aztech achieved international acclaim developing a remote tracking system for clients to monitor location 
and status of high value assets.  In 2005 leveraging its team’s know-how to tackle energy challenges it added 
a Clean Technology Division specializing in conservation and demand management products for the home, 
rapidly becoming one of North America’s leading manufacturers of simple-to-use smart grid accessories. 
With the demand for reliable energy and cost information exploding, Aztech believes its In-Home Display will 
be the product of choice by consumers and utility companies alike.

*See Sponsors Section of the Notebook for more information on these organizations.
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Bandgap Engineering, Inc.
Chris Hobson

1344 Main St
Waltham, MA, 02451
Phone: 781.209.8333
chris@bandgap.com
www.bandgap.com

Bandgap’s mission is to bring solar energy to grid parity by engineering high efficiency silicon-based photo-
voltaic cells using proprietary, low cost nanotechnology. Founded in 2007, the company is venture-backed by 
New Enterprise Associates, Sumitomo Corporation and the Massachusetts Green Energy Fund and based 
in Waltham, MA.

Bingham McCutchen LLP*
Gail Sobha

One Federal_Street_Boston, MA, 02110
Phone: 617.951.8607
Fax: 617.951.8736
Gail.sobha@bingham.com 
www.bingham.com

Consulate General of Canada and ACOA*
Christine Carr

3 Copley Place, Suite 400
Boston, MA, 02116
Phone: 617-247-5162
Fax: 617-247-5190
Christine.carr@international.gc.ca
www.boston.gc.ca

in collaboration with  Atlantic Canada Opportunities Agency

Blue Cross Centre
3rd Floor, 644 Main Street, PO Box 6051
Moncton, NB, E1C 9J8, Canada

*See Sponsors Section of the Notebook for more information on these organizations.
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Foley Hoag LLP*
Jennifer Houghton

155 Seaport Boulevard
Boston, Massachusetts  02210
Phone: 617.832.7005
jhoughton@foleyhoag.com 
www.foleyhoag.com

International Green Technology Trade Center (IGTTC128)
Joshua Levitt

TradeCenter128
Woburn, MA, 01801
Phone: 781 569 5901
CEO@IGTTC128.com
http://IGTTC128.com

The International Green Technology Trade Center (http://IGTTC128.com) was created to become the des-
tination “where the world meets to trade green.” Our permanent trade center concept was designed to pro-
mote, market and generate sales for 250+ of the world’s most innovative Cleantech companies.

Lois Paul & Partners* 
Rich Wadsworth 

150 Main Street, Woburn, MA, 01867
Phone: (781) 782-5851
Fax: (781) 782-5999
Rich_Wadsworth@lpp.com 
www.loispaul.com

Massachusetts Clean Energy Center*
Jen Baker

100 Cambridge Street, Fl 10
Boston, MA 02114
Phone: 617-626-7399 
Fax: 617-727-0030
JBaker@masscec.com
www.masscec.com

*See Sponsors Section of the Notebook for more information on these organizations.
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Morse, Barnes-Brown & Pendleton, P.C.*
Gerard P. O’Connor

Reservoir Place
1601 Trapelo Road, Suite 205
Waltham, MA 02451
Phone: 781.622.5930
Fax: 781.622.5933
goconnor@mbbp.com
www.mbbp.com

PR Newswire*
Dan Evans

101 Federal Street
Boston, MA, 02111
Phone: 201.360.6211
Daniel.Evans@prnewswire.com
www.prnewswire.com

Pulse Tidal
Bob Smith

AMP Technology Centre, Brunel Way
Rotherham, UK, S60 5WG
Phone: 011.44.759.056.7120
bob.smith@pulsetidal.com	
www.pulsetidal.com

Pulse Tidal is currently operating a Tidal Power plant in the shallow waters of the Humber estuary, UK. Our 
technology reduces cost and risk in tidal power project development. An experienced team, proven technol-
ogy & $12m public funding position the company to deliver outstanding investment returns.

*See Sponsors Section of the Notebook for more information on these organizations.
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SETsquared Partnership
Karen Brooks

Building 37, University of Southampton, Highfield, 
Southampton, Hants, UK, SO17 1 BJ
Phone: 011.44.781.080.5406		
Karen.brooks@setsquared.co.uk
www.setsquared.co.uk

SETsquared is the collaboration between the Universities of Bath, Bristol, Southampton and Surrey partner-
ing in enterprise and collectively supporting the growth and success of new business opportunities through 
spin-outs, licensing and incubation. We have supported over 100 high tech, high growth companies raising 
over $500m, generating over 1,200 jobs.

Sky Vegetables
Lori Keenan

145 Rosemary Street, Suite F
Needham, MA 02494
Phonel: 781.559.8802
Fax: 781.559.8811
info@skyvegetables.com
www.skyvegetables.com

Sky Vegetables is an innovative, urban agriculture company dedicated to building sustainable, commercial-
scale hydroponic farms on urban rooftops across America. Our mission is to improve the health and nutrition 
of city populations and provide new jobs and educational opportunities through the development of urban 
sustainable agricultural communities. Each Sky Vegetables farm will provide nutritious, chemical free and 
locally grown produce, while reducing environmental damage.

SouthCoast Development Partnership*
Jennifer Menard 

Old Westport Road
Dartmouth, MA  02747
Phone: 508.999.8412
Fax: 508.910.6556 
jmenard@umassd.edu
www.southcoastdev.org

*See Sponsors Section of the Notebook for more information on these organizations.
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Spire Corporation
Mark Willingham

One Patriots Park
Bedford, MA 01730
Phone: 781-275-6000	
Fax: 781-275-7470
pvsales@spirecorp.com
www.spiresolar.com

Spire Corporation is a global solar company providing turnkey solar factories and equipment to manufacture 
PV modules and cells worldwide and providing systems for the commercial and federal US market. Spire 
puts you in the market quickly and ready to compete with the leading technology and knowledge required for 
success.

Sustainable Energy Developments, Inc. 
Meaghann Schulte

317 State Route 104
Ontario, NY, 14519
Phone: 585-265-2384	
Fax: 585-265-1148
meaghann@sed-net.com
www.sed-net.com

Sustainable Energy Developments, Inc. (SED) is a company focused on the development of high quality, 
economically beneficial, decentralized wind projects in the Northeast.  This work includes technical feasibil-
ity assessments, permitting, design engineering, construction and operations/maintenance for wind projects 
ranging in size from 10 kW to 10 MW. Founded in April 2002, SED has provided over seven years of profes-
sional wind development and resource assessment expertise to state agencies, municipalities, businesses, 
schools, farms and homeowners. 

UK Trade and Investment Office*
Rob Dietel

One Memorial Drive, Suite 1500
Cambridge, MA  02142 Phone: 617-245-4507
Fax: 617-621-0220
Rob.dietel@fco.gov.uk
www.ukinusa.fco.gov.uk

*See Sponsors Section of the Notebook for more information on these organizations.
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University of Bath
Simon Bond

The Innovation Centre, First Floor, Broad Quay,
Bath, B&NES, BA1 1UD
Phone: 01225 388682			 
Fax: 012225 388735
s.a.bond@bath.ac.uk
http://www.bath.ac.uk/i-see/

The University of Bath has leading interdisciplinary research expertise in energy, sustainability and the en-
vironment via its Institute for Sustainable Energy and the Environment (I-SEE) and works closely with in-
dustry in this sector through its networks: Low Carbon South West, Carbon Trust Incubation Network and 
SETsquared.

Wentworth Institute of Technology
Liem V. Tran

550 Huntington Avenue
Boston, MA 02115
Phone: 617.989.4309
Fax: 617.989.4399
tranl@wit.edu
www.wit.edu

The Arioch Center @ Wentworth has been helping adult learners to achieve their educational and career 
objectives, with evening and weekend courses designed to fit busy lifestyles that include families and full-
time jobs. Join our green construction programs and you’ll experience top-notch academics, experienced, 
dedicated faculty and hands-on learning – all in a highly supportive, flexible environment.

Wolf Greenfield*
Jay Wager

600 Atlantic Avenue
Boston, MA, 02210
Phone: 617.646.8368
Fax: 617.646.8646
jwager@wolfgreenfield.com
www.wolfgreenfield.com

Note: All Startup Companies in the Pitch Sessions, Conference’s Sponsors, Organizers, and Non-
profit Affilates also have Exhibit Tables.
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