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1- Core Technology 
What is the technology, its uniqueness and its value proposition? 
 
We are bringing to market a novel water treatment (WT) solution based on our technology breakthroughs in on-site 
generation of hydrogen peroxide (H2O2). Our compact and autonomous H2O2 generation devices enable for the first 
time safe, cost-effective and sustainable on-site generation of hydrogen peroxide, using only water, air and electricity 
as input. We are disrupting today’s hydrogen peroxide bulk production supply chain, In doing so we are eliminating 
associated safety concerns, substantially decreasing WT costs, and reducing the use of chlorine and other toxic-
chemicals in water treatment.  
 
2- Investment Rational 
Briefly describe the market opportunity, progress made to date / key partnerships or joint ventures, team and 
management strengths. 
 
The global market for chlorine in water treatment exceeds $20B. Chlorine is a toxic chemical, its use produces 
carcinogenic disinfection bi-products, it is becoming increasing regulated, and its efficacy is limited. Hydrogen peroxide 
is a well known, highly effective, eco friendly alternative, yet its use today in water treatment applications is limited due 
to present day production and supply chain involving costly logistics and handling of hazardous materials.  
To date HPNow has entered a partnership with a global producer of bulk hydrogen peroxide; executed a collaboration 
agreement with a global irrigation market leader towards market introduction in the irrigation WT sector, and is entering 
a collaboration with a global municipal water treatment leader. HPNow was recognized as a top-3 innovation by the 
Royal Chemical Society, and awarded the highly competitive H2020 SME phase II. The team is led by a serial clean-
tech entrepreneur with a proven track record. Technology development is led by the two original inventors responsible 
for HPNow's technology breakthroughs. Multiple patents are pending. 
 
3- Business Strategy 
Briefly describe how the company will apply its core technology, generate near term and long term revenues. 
 
Primary market sector is in irrigation water treatment, where our products will be used to eliminate water-borne plant 
and human pathogens, and mitigate irrigation line clogging by bio-foul. Our go-to-market approach in this sector is 
based on partnerships with global irrigation companies. We plan to achieve revenues of over $50M / annum from this 
market sector alone in 5 years time, while gradually expanding to municipal, industrial, and swimming pool water 
treatment sectors. In each of these we have already identified potential partners and select market channels. On top of 
these we are leveraging our partnership with a global market leader in bulk hydrogen peroxide production to enhance 
our credibility and open doors across multiple market sectors. 
 
4- Product Profile/Pipeline 
Describe the companies’ product/pipelines, current status and market potential. Discuss milestones, potential 
collaboration and partnership. 
 
Our HPGen product line enables autonomous and ultra-safe generation of hydrogen peroxide using only water, air and 
electricity as input. Generation is done at the point of use directly at the low and ultra safe concentration required for 
water treatment. HPGen has been validated at the labs of our global H2O2 bulk production partner in Q1 / Q2 2017. 
We will be running field trials with a global irrigation market leader throughout Q3 / Q4 2017. A customer-trial ready 
version capable of treating 100 m3 / day will be available Q1 2018, while we finalize go-to-market agreements in the 
irrigation WT sector and launch a first product Q1 2019. Scale up to 500 m3 / day and entry into the municipal market 
sector is planned for 2020. Go to market strategy is partnership based with vertical market leaders, together with 
horizontal cross-market-segment support as described above. 
 



5-What is the amount the company is looking to raise? 
State how much the company needs to raise. How are you planning to use the raised funds? 
We have built our company from concept to field trials with key market partners, through project funding with a global 
hydrogen peroxide producer, and highly competitive EC public funding instruments. We are now raising equity 
financing for the first time, at the scope of €3M. Funding will be used to reach design freeze for a first product, achieve 
production readiness, further business development, and build up M&S and support capabilities. This round of 
financing will suffice to take us through to substantial revenues in our primary market sector, and traction in next-stage 
market segments. 
 
6- What’s Next? 
Please briefly describe the company’s next steps in aspects such as R&D, organizational plans, financial plans, etc… 
We run a lean operation with management, bus dev, and engineering through select subcontractors based in Israel, 
and a tightly-run R&D center in Denmark where the technology originated. Using this model, we only need an 
additional 2 -3 engineering / R&D hires to reach design freeze for a first product. Our main focus going forward is on 
achieving production readiness, and building our M&S and support capabilities in our primary market of irrigation water 
treatment, and in turn in next-stage market sectors. 
 



 


