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EXHIBIT 3.4
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- With steel prices escalating, the SPC team designed their new machines with 30% few:'cr
eel parts. They also cut the size of the solar panel and the two-week battery storage capacity
half and replaced the expensive screw system of compaction with a simpler, cheaper, and
ore efficient sprocket-and-chain mechanism (see Exhibit 3.5).

* In order to offer an effective service response capability, the team tried to restrict its selling
orts to the New England area, although “a sale was a sale.” One concern that kept cropping
was that this unique device would be a tempting target for vandals.

_ Team members explained that the solar panel on top was protected by a replaceable sheet
Lexan,’ that all mechanical parts were entirely out of reach, and that the unit had already

pven to be quite solid. The general feeling, Jim noted, was that if the machine could be
ssed with, people would find a way:

- One state park ranger was worried that it would get tossed into the lake, so I assured him that
- the units would be very heavy. He said, “So they ll sink really fast. . . ”

J im added that the overall response had been very favorable—so much so that once again,
re was a real need for speed:

.j;ﬁ We have pre-sold nearly half of our next run to places like Acadia National Park in Maine, Six

- Flags amusement park in Massachusetts, Harbor Lights in Boston, beaches on Nantucket, and

to Harvard University. Fifty percent down-payment deposits should be coming in soon, but that
‘won 't cover what we'll need to get this done.

ear, high-impact-strength plastic used in many security applications.
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