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Company Overview:  Eco Products Group (EPG) designs, manufactures 
and sells proprietary, retrofitable water conservation products for residential, 
commercial and institutional applications. The EPG product line empowers con-
sumers to reduce their use of potable water. The corporation holds 10 patents 
and patents pending.

Problem:  There is an acute shortage of potable 
water on the planet. The potential human toll is 
alarming. The UN estimates that in less than 25 
years, if present water consumption trends continue, 
5 billion people will be living in areas where it will be 
impossible or nearly impossible to meet basic water 
needs for sanitation, cooking and drinking. Less than 
1 percent of the world’s water is readily available for 
human consumption and depleting at the same rate 
as oil reserves.
 
Solution:  EPG technology and products will en-
able a consumer to reduce the use of potable water 
by 50 to 70 percent.  
• Ecofaucet™ “Systems and methods  providing 
hands free water faucet control.”  
• Showerfaucet™: System enabling a user the 
remote control of shower water volume and flow 
control. 
• Sinkbridge™: Sink workstation to sanitize/clean 
plates and glasses and reduce water use. 
• Drainharvest™: Residential greywater collection 
and distribution system.
All products are retrofitable remote controlled and 
retain the existing fixtures.

Business Model:   A regional multi-channel 
go-to-market plan via direct sales/social marketing/
wholesale distribution/licensing and municipal water 
conservation programs.

Marketing Opportunity:   The U.S. market 
includes 105 million households.  EPG’s initial market 
targets 25 million households in the Southwest.  The 
corporation seeks investment to launch the Ecofau-
cet and execute its business plan of $45 million in 
revenue with earnings of $12 million by year 5. Or-
ders of $9,000 for the Ecofaucet have been booked.

Competitive Advantage:  All of the major faucet manufacturers have 
recognized the need for residential water conservation by adapting away-
from-home technology to serve in-home functions.   The Ecofaucet is the only 
product on the market that is retrofitable and retains the full functionality and 
control of existing water faucets.

Management Team:  The team has extensive experience in product devel-
opment, business startups, water faucet/fixture business, water conservation, 
finance, strategic planning and international marketing. Harmon Houghton, Cer-
tified Management Consultant: founder & CEO with four previous startups. Tom 
Pratt, CPA, MBA: CFO, 15 years experience in executive management positions.  
Taylor Selby, MA Enviromental Communities: VP Social Marketing. Tai Bixby, VP 
operations green construction industry. John Felix, VP Sales B2B, trade sales. 
Reinhold Wirth, product development, mechanical engineering, quality assur-
ance. Robert Strautins: administrative manager, customer service.

Funding Request: A phased investment of $5 million over 4 years.

Eco Products Group, Inc.
Company Overview: Hyperion Power was formed to commercialize a small 
modular nuclear reactor designed by Los Alamos National Laboratory (LANL) 
scientists.  The reactor, known as the Hyperion Power Module (HPM), was 
designed to fill a previously unmet need for a transportable power source that 
is safe, clean, sustainable and cost-efficient.

Problem: To meet the planet’s need for affordable 
energy, different types of clean, emission-free tech-
nologies must be developed. Nuclear power, with 
its ability to provide robust, continuous, and reliable 
energy–regardless of weather conditions–must be 
part of this mix. 
 
Solution:  Each HPM will provide approximately 
25 MWe–enough to power 20,000 homes or the 
equivalent of industrial equipment.  The HPM was 
created to combine the benefits of nuclear power– 
efficiency, reliability, low cost, no carbon emissions–
with design features providing safety and security.  
Given its small size, the module is ideal for locations 
requiring low-cost, safe, secure, independent 
baseload power.

Business Model:  Hyperion Power will perfect 
the HPM design to take advantage of the economy 
of mass-production instead of the economy of scale 
as is presently done in the nuclear power industry.  
Hyperion Power will develop a minimum number of 
models to allow uniformity of design.  Approximately 
1,000 of the first design, priced at $50 million each 
and slated to provide power for 8 to 10 years, will be 
needed to meet demand.

Marketing Opportunity:  HPMs will power 
communities that are either too remote and too 
small for conventional coal, gas and nuclear power 
plants, or that desire independent power (military 
bases, industry, campuses) or as baseload power for 
conventional clean energy such as wind and solar.  
The company is initially targeting three markets:  military installations, mining 
and industry, and remote communities.  Hyperion Power can reduce energy 
costs by up to 80 percent for customers in these segments, which combined 
represent a $760 billion opportunity. 

Competitive Advantage: 
• Unique, proven technology and design offering substantial performance and 
cost advantages to several multi-billion dollar markets
• Benefits of nuclear energy (including no CO2 emissions) afforded to locations 
formerly unable to use nuclear power
• Exclusive worldwide commercialization for license from LANL, the premier 
laboratory for developing small nuclear power reactor technology
• Complete management team, comprising nuclear and cleantech industry 
leaders

Management Team:  John R (Grizz) Deal, CEO; Mark Campagna, COO/CNO; 
Dr. Otis (Pete) Peterson, CTO; Dr. L. Robert Libutti, VP strategy; Dr. Turner (TJ) 
Trapp, VP engineering; Deborah Blackwell, VP licensing & public policy; James 
Jones, VP business development

Funding Request: $50 million.

Hyperion Power Generation, Inc.

John R. “Grizz” Deal

Investors:  Altira Group, 
industry partners
Year Founded:  2007
Employees:  12; more 
than 50 contractors

Hyperion Power 
Generation, Inc.
369 Montezuma Street
Suite 508
Santa Fe, NM 87501
505-216-9130
HyperionPowerGenera-
tion.com

In Attendance: 
John R Grizz Deal, CEO

Harmon Houghton

Investors:  Founder
Year Founded:  2007
Employees:  5

Eco Products Group, 
Inc.
823 Don Diego
Santa Fe, NM 87505
505-989-9590
info@ecoproductsgroup.
com
www.ecoproductsgroup.
com

In Attendance: 
Harmon Houghton, 
Founder/CEO
Thomas Pratt, CFO

Revenue Forecast:
Year 1:	 $      .55M
Year 2:	 $      5.5M
Year 3:	 $     13.5M
Year 4:	 $     25.5M


