


e b ; «e ideas into their next generatio
As the SPC team got to work incorporating these idea 8 n of

“SunPack” compactors, they were also engineering a S?Cond product tha‘f they hoped would
:.:xpzl.nd their market reach to in.;_‘hh:iﬂ r'z‘:aimfﬁctui‘(fi's Of standard compactlon dumpsters. Thc
“SunPack Hippo” would be a solar generator designed to replace t!'le 220-volt AC-—POWCI‘ units
that were used to run industrial compactors. The waste-hauling industry had estimated that
among commercial customers that would benefit from compaction, between 5% and 20%
were dissuaded from adopting such systems because of the setup cost of electrical wiring. SPC

planned to market the system through manufacturing and/or distribution partnerships.

Protecting the Property

While the interstate shipment of the BigBelly had given SPC a legal claim to the name and the
technology, Jim made sure to keep his able patent attorneys apprised of new developmentsand |
modifications. SPC had applied for a provisional patent in June 2003, and it had one yearto |
broaden and strengthen those protections prior to the formal filing. As that date approached, -

the attorneys worked to craft a document that protected the inventors from infringement, |
without being so broad that it could be successfully challenged in court '-

The SPC patents covered as many aspects of Sun Pack products as possible, including 1
S batteﬁry charging, energy-draw cycle time, sensor controls, and wireless com |
munication. The filling also specified other oft-grid power sources for trash compaction, such |
as foot pedals, windmills, and waterwheels. P e

Even without these intellectual property - - oS

. . protections, though, J; .v had a good
head start in an industry segment that SPC had gh, Jim felt that they had 2g0o®.

created. No e
model. W they had to prove th  businest
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Next Generation

___i first machine had cost far more to build than the selling P'_'i‘:c' the "Fitohad P ;0:::

ncept and had been a conduit for useful feedback. A production run © 2 : :;:Casl th;
ro

er, would have to demonstrate that the business opportunity was as o
£ materials by more than 75

ye appeared to be. That would mean cutting the cost 0 _ _
und $2,500 per unit. SPC estimated that although the delivered price of $5,000 was far

expensive than the cost of a traditional crash receptacle, the
mming the ongoing cost of collection (see Exhibit 3.3).
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