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Company Overview:  Nitrocision eliminates the need for water in industri-
al cleaning and cutting solutions.  Using liquid nitrogen, waste streams are vir-
tually eliminated with a gas that evaporates harmlessly into the atmosphere. 
The technology has disarmed explosives, removed radiological contamination, 
removed contaminated coatings, and cut a wide variety of materials.  Infinitely 
adjustable, the technology creates unexpected 
precision and versatility in numerous applications.

Nitrocision technologies are used by industrial 
companies to solve complex needs with environ-
mentally friendly solutions.  Nitrocision is seeking 
funding to expand its sales and marketing teams, 
expand its service division, value-engineer its 
equipment and establish alliances with industrial 
partners.

Problem:  Current industrial cleaning and cutting 
solutions rely heavily on water based systems that 
create large amounts of waste streams–often with 
high levels of contamination.  Those waste streams 
create environmental burdens and additional costs 
that can be avoided with Nitrocision technologies.
 
Solution/Competitive Advantage: Using 
an ultra high-pressure stream of liquid nitrogen 
(-260oF and up to 60,000 psi) Nitrocision success-
fully cleans and cuts multiple surfaces without 
adding moisture or without creating heat–all 
without secondary waste streams.  Technology 
is adaptable, infinitely adjustable, versatile, and 
most effective in highly radiological, explosive, or 
hazardous environments.  

Market Opportunity:  Current and potential 
markets include decontamination of nuclear facili-
ties, bio-lab decontamination, power generation fa-
cilities, petro-chemical tanks and facilities, aircraft 
engine cleaning, and demilitarization of chemical 
and conventional weapons.  Technology is cur-
rently being used domestically and internationally.

Management Team:  Key management person-
nel include:  Don Lindsey, founder of two successful high tech companies and 
more than 30 years in marketing and manufacturing of high tech equipment; 
Gary Anderson, former engineer at Idaho National Lab, more than 30 years 
in engineering and technology design; Gary Palmer, former engineer at INL, 
more than 30 years in engineering and technology design, original creator of 
technology; Jeffery Sayer, CPA, former Ernst & Young in Silicon Valley, more 
than 20 years experience creating, running, and financing companies in high 
growth environments.

Funding Request:  With technology already proven and functional, the 
company is seeking $5 million in stages to deploy formal sales and marketing 
efforts, expand the services division, and to further develop alliances with 
established industrial partners.

Nitrocision, LLC
Company Overview:  RLP Dosimetry produces the SEE-Rad™ radiation 
detector that meets the national security need to prevent illicit radioactive 
materials from entering the U.S. seaports by monitoring gamma radiation from 
cargo containers. The detector with its electronics is one inch square, inex-
pensive, disposable and produces an electronic si 
nal and/or a light as a radiation warning.

Problem:  Congress mandated 100 percent moni-
toring of cargo containers that enter U.S. seaports, 
yet only 4.6 percent (in 2010) of cargo containers 
are being monitored for illicit radioactive materials, 
weapons of mass destruction or dirty bombs. Booz 
Allen & Hamilton predicts that should an undeto-
nated dirty bomb be discovered in a U.S. seaport, 
all U.S. seaports will close for at least 5 days while 
searching for other devices and cost the U.S. $58 
billion. The Brookings Institution predicts that the 
detonation of a dirty bomb in a U.S. seaport would 
cost the U.S. $1 trillion. 
 
Solution: SEE-Rad can monitor radiation from 
cargo containers in transit across the ocean before 
entering U.S. seaports to segregate suspicious 
cargo containers for more detailed radiological 
monitoring and inspection. 

Why RLP Dosimetry:  The radiation protec-
tion founders at RLP have developed  the SEE-Rad 
based on  more than 50 years experience in private 
consulting and at national laboratories.

Business Model:  Manufacture and market SEE-
Rad through nuclear instrument manufacturers and 
existing dosimetry firms.  

Market Opportunity:  These firms have experi-
ence in manufacturing and selling products to the 
Department of Homeland Security. 

Competitive Advantage: Competitive products 
do not produce an immediate real-time warning of radiation doses because 
the detectors need to be sent to a lab for readout, which requires days to 
weeks to complete. Others products are fragile, need human interpretation of 
colors, cost hundreds of dollars each or are not easily mass produced. 

Management and Technical Team:   Noel Savignac, Ph.D. and Leo 
Gomez, Ph.D. developed the SEE-Rad detectors with assistance from elec-
trochemists, analytical chemists and electrical engineers at Sandia National 
Laboratories. Management team to include CEO, marketing specialist and 
accountant. The board of advisors has five members.

Funding Request:  $3 million to determine sensitivity, shelf-life, and to 
package, manufacture and market the detectors.

RLP Dosimetry

Jeffery Sayer

Investors:  Founders, 
Angels
Year Founded:  2001
Employees:  8

Nitrocision, LLC
www.veezyon.com
daytulu@veezyon.com

In Attendance: 
Gary Anderson, CEO
Don Lindsey, Board 
Member
Jeffery Sayer, CFO

Revenue Forecast:
Year 1:	 $      6.5M
Year 2:	 $      10M
Year 3::	 $      24M
Year 4:	 $      38M
Year 5:	 $      56M

Leo Gomez

Investors:  Founders

RLP Dosimetry
850 Menaul, NE, 
SuiteB-335, Albuquerque, 
NM 87112
noelsav@swcp.com 
hanayagi@spinn.net
(505) 881-4150 

In Attendance: 
Noel Savignac, Ph.D.
Leo Gomez, Ph.D.

Revenue Forecast:
2011:	 $     0
2012:	 $      0 .3M
2013:	 $      15M
2014:	 $     30M
2015:	 $     60M

Sandia BioTech, Inc.
Company Overview:  Sandia Biotech, Inc. is a biotechnology company 
that is developing a product line based on a Split Green Fluorescent Protein 
(sGFP) technology licensed from Los Alamos National Laboratory. The tech-
nology is used in protein and peptide analysis for medical, drug development 
and biotech industries.  

Problem:  Immunoassays and similar technolo-
gies currently used in the analysis of proteins and 
peptides are expensive and time-consuming, and 
do not provide important information related to 
structural and biological function. These meth-
odologies often encounter background and size 
limitations resulting in ambiguous results and 
costly delays in product development. 

Solution: Sandia Biotech’s sGFP technology is 
an innovative, cost-effective tool for the detection 
and quantification of peptides, proteins and other 
molecules. Advantages of this technology include 
simplicity and increased specificity with a concom-
itant reduction in false positives, development cost, 
analyst time and reagent cost. This technology is 
capable of providing information on protein folding 
and aggregation resulting in cost savings. 

Business Model:  Sandia Biotech currently sells 
product to institutions and research laboratories 
world-wide. It is entering the marketplace through 
an alliance with a major peptide manufacturer and 
will enter the proteomic market once funding is 
secured.

Market Opportunity:  Sandia Biotech’s prod-
ucts are analytical tools designed to be purchased 
and utilized by a range of institutional and com-
mercial entities that are producing or developing 
peptide and protein technologies. The markets are 
estimated to be $3 billion annually.  Sandia Biotech 
technology will become the preferred analytical 
method replacing the techniques used today. 

Competitive Advantage: Sandia Biotech’s 
sGFP technology is a simple, accurate and versatile 
platform that can be used in cost saving, single-step analyses. Proteins and 
peptides can be analyzed with existing instrumentation.  Drug developers will 
find value in the use of the sGFP product line, particularly in the reduction of 
reagent and labor costs.

Management Team:  Tony Nakhla, Ph.D., brings a diverse industrial 
background in peptide therapeutics, novel drug and vaccine development and 
sterile parenteral manufacturing.  Tony Pino, M.A., is in charge of business 
operations and business development and has established three other suc-
cessful businesses.  Adrian Rubio, M.S., with the company since the inception, 
has 15 years of biotech experience in laboratory operations and product 
development.  

Funding Request:  Sandia Biotech, Inc is seeking $2.5 million to launch its 
products. 

Tony Nakhla

Year Founded:  2004
Employees:  3

Sandia Biotech Inc. 
5741 Midway Park Blvd. 
NE, Albuq., NM 87109
505-342-0224 
www.sandiabio.com	
tpino@sandiabio.com

In Attendance: 
Dr. Tony Nakhla
Tony Pino 
Adrian Rubio 
Jerry Landgraf

Revenue Forecast:
2011:	 $      0.4M
2012:	 $      2.6M
2013:	 $      9.4M
2014:	 $     16.6M
2015:	 $     24.4M

Secure Waters, Inc.
Company Overview:  SecureWaters commercializes patented technology 
that monitors, detects and identifies toxins in surface water. The company 
sells an early warning electronic monitor/alarm system, the AquaSentinel™, 
which automatically and continuously tests for 
toxins in source waters

Problem:  Water supplies are vulnerable to 
attacks, rendering these supplies hazardous or 
deadly if consumed. Recent events have also 
increased concern about ensuring the safety of 
municipal water supplies. Current methods for test-
ing water safety are cumbersome and often require 
several hours for test results. There is an urgent 
need for field-deployable, continuous, real-time 
water monitoring systems to quickly detect the 
presence of toxic agents in water supplies.

Solution: The company has licensed seven pat-
ents from Oak Ridge National Laboratory (ORNL), 
where they were developed. The sensor measures 
characteristics of photosynthesis to identify and 
classify toxins. The unit continuously fluoresces 
indigenous algae to test the water. AquaSentinel 
provides advantages over current water testing 
methods that are labor-intensive, cumbersome and 
often require several hours for test results.

Business Model:  Our strategy is to sell the 
AquaSentinel device through strategic partner-
ship with distributors already in the water market, 
and also charge recurring monthly monitoring and 
alerting service fees.

Market Opportunity:  The global water test 
market is over $5 billion in annual revenue. The four 
target markets are water utilities (>16,000), water 
treatment facilities (> 25,000), large water using 
corporations ( >15,000), and the military/homeland 
security infrastructure (>1,100 entities). The water test sector is an attractive 
opportunity for investors as the need for clean water is increasing, and higher 
valuations are awarded to companies with more proprietary and effective 
water test technology.  

Competitive Advantage: 
• Continuous, real-time identification of toxins
• Uses indigenous algae, avoids expense reagents
• Strong IP protection
• Upgradeable database of toxic “thumbprints”
• Proprietary software
• Wireless interface
• Protects against system contamination

Management Team:  Ray Slatton, founder and CEO, has multiple years of 
experience in technology related companies. Robert Clark, CFO, has experi-
ence in operations management, private equity, and financial services. Shawn 
Genung, chief technology officer, has experience in commercializing new 
technology inside ORNL and as a private investor. Barrett Taylor, director of 
marketing, has had success in high-tech sales and marketing.  The board of 
directors includes the inventor of the technology and advisors from the sector.

Funding Request:  $1.9 million in equity capital.

Ray D. Slatton

Year Founded:  2010
Employees:  4

Secure Waters
8701 Dayton Pike, Ste 113
Soddy-Daisy, TN 37379
423.451.7657
www.secureaqua.com
ray@secureaqua.com

In Attendance: 
Ray Slatton, CEO
Robert Clark, CFO

Revenue Forecast:
2011:	 $      .6M
2012:	 $     2.7M
2013:	 $      5.7M
2014:	 $     11.5M
2015:	 $     23.6M


