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Green Polymer Technologies, Inc.

Company Overview:  Ninety five percent of all plastic waste goes to a landfill.  
Green Polymer Technologies, Inc., has developed the breakthrough process to 
turn plastic waste into cost-effective raw material for plastic products manufac-
turers. 

Problem: All plastics are not the same.  Resin 
types vary in specific properties and character-
istics and do not blend well with one another.  
Current plastic recycling is limited to single resin 
recovery and reuse.  Hand sorting and cleaning of 
plastic waste is costly and cumbersome, resulting 
in 95 percent of all plastic waste ending up in a 
landfill.
 
Solution: Green Polymer Technologies’ patent-
pending process and formulations enable the 
bonding of dissimilar resins. This breakthrough 
process eliminates the need for sorting and clean-
ing a mixed plastic waste stream.  Plastic waste 
can now become an abundant and inexpensive 
raw material for manufactured goods. 

Business Model: Green Polymer Technologies 
will initially build a single line plastic pellet manu-
facturing plant that is designed to meet customer 
qualification, quality assurance and research and 
development needs.  Green Polymer Technologies 
will manufacture, market and sell 100 percent 
recycled plastic pellets to large plastic product 
manufacturers.  The price per pound of the pellets 
will be less than virgin plastic pellets and will 
meet or exceed current manufacturer’s feedstock 
specifications. 

Marketing Opportunity: Initial target 
companies are plastic lumber manufacturers.  In 
2004, this industry consumed 2.0 billion pounds of 
plastic resin and is estimated to need 4.3 billion 
pounds annually by 2014.  A single Green Polymer 
Technologies plant will produce 55 million pounds 
of 100 percent recycled plastic pellets.
 
Competitive Advantage: 
•  Energy—Green Polymer uses less energy 
•  Environment—No hazardous byproducts are 
produced
•  Quality—Our recycled plastic exceeds criteria 
defined by ASTM measurements 
•  Toxicity—Compatiblizers are non-toxic and not 
hazardous
•  Yield—100 percent recycled materials and defective products can be repro-
cessed

Management Team: Kelly S. Ward, chief executive officer, accomplished 
leader with private sector and government experience;  Donald Sullivan, founder, 
president and chief technology officer, Ph.D. in chemical/nuclear engineering, 
expert scientific and engineering R&D leader; Jack Thompson, chief engineer, 30 
years of engineering, manufacturing and management experience.

Funding Request:  $8 million

Hyperion Power Generation, Inc.

Company Overview: Hyperion Power Generation, Inc. (HPG) is developing the 
first commercial compact nuclear power module, designed by Dr. Otis Peterson 
at Los Alamos National Laboratory. Hyperion, which offers the benefits of nuclear 
power plants—cost-effectiveness with no greenhouse gas emissions—is also 
safer, smaller at only 1.5 meters across, transport-
able, is located underground and produces much 
less waste. 

Problem: A real need exists today for a heavy-
duty source of energy that can supply electrical 
power for communities and industrial applications 
too far removed from conventional power compa-
nies to be practically and cost-efficiently served. 
 
Solution:  Each Hyperion module will provide 
approximately 25 MWe—enough to power 20,000 
homes or the equivalent of industrial equipment. 
The modules, featuring no mechanical parts in the 
core nor moderator to regulate its heat, are safer, 
require less oversight and are relatively mainte-
nance free. The module is  being co-developed 
with Los Alamos National Laboratory.

Business Model:  HPG’s goal is to perfect the 
Hyperion design to take advantage of the econo-
my of mass-production instead of the economy of 
scale as is presently done in the nuclear power 
industry. HPG will develop a minimum number of 
models to allow uniformity of design. Early esti-
mates conclude that approximately 4,000 of the 
first design, priced at $20 million each and slated 
to provide power for 5 to 7 years before refueling, 
will be needed to meet demand.

Marketing Opportunity:  Hyperion was 
originally created to solve the cost-result ratio 
problem of the oil sands and shale mining indus-
try. However, requests have already begun for 
the modules to power communities that are either 
too remote and too small for conventional nuclear 
power plants, or that desire independent power 
(military bases, campuses) or back-up power. The 
modules would also be ideal for water processing 
plants or other industrial applications.

Competitive Advantage: 
• Unique patent pending technology
• Brings benefits of nuclear energy (including no 
CO²  emissions) to locations formerly unable to 
utilize nuclear power
• Ever-increasing demand in a limitless untapped 
niche market

Management Team: Dr. Otis Peterson, chief scientist; Dr. L. Robert Libutti, V.P. 
research/product development; John R. Grizz Deal, CEO; Deborah Blackwell, APR, 
VP licensing/PR; Cody Pearson, product development. 

Funding Request:  $25 million

Kelly Ward

Year Founded:  2000
Employees: 3
Investors: Founders

9100 Hagerman Ave NE
Albuquerque, NM 87109
505-620-1351
kward@cybermesa.com
www.greenpolymer.com

In Attendance: 
Kelly S. Ward
Don Sullivan
Jack Thompson

Revenue Forecast:
2008:	 $      4.8M
2009:	 $    15.5M
2010:	 $    25.8M
2011:	 $    42.4M
2012:	 $   44.7M

Deborah Blackwell

Year Founded:  2006
Employees:   12
Investors:  Altira Group

Hyperion Power
Generation 
369 Montezuma Street 
Suite 508 
Santa Fe, NM 87501
505-216-9130
Deborah@hyperionpower-
generation.com
www.hyperionpowergen-
eration.com

In Attendance: 
Deborah Blackwell
Cody Pearson
Dr. L. Robert Libutti

Revenue Forecast:
2008:	 $       3M
2009:	 $       9M
2010:	 $     12M
2011:	 $     18M
2012:	 $     30M


