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GreenBottle

Producer of commercially proven green alternative to plastic bottles

Why we chose GreenBottle :

UsP ok Patented, unique, protectable, large market

Management | **** Experienced management team backed up by strong board
Exit kg Nomads strong interest in listing once market opens
Scalability gk International distribution agreements in advanced stage
Valuation ok Significant upside potential

Revenue ok Generating ASDA contract revenues with strong pipeline

Introduction

Established in 2006, GreenBottle (“the Com-
pany”) has developed a commercially
proven alternative to the plastic bottle that
will decompose naturally within weeks in
landfill or can be recycled in the same man-
ner as paper, compared to the 500+ years of
plastic alternatives.

The bottle is made from a recycled card-
board shell manufactured using egg carton
technology which encases a low density
polypropylene inner liner. After use the
outer shell is split open and disposed of in
the consumers recycling bin.

Intellectual Property

All IP rights remain the property of Green-
Bottle with no royalties payable to the foun-
der. Patents are initially granted in the UK,
with subsequent worldwide application, and
relate to the use of a loose liner within a
biodegradable outer shell in addition to the
production and assembly process.

Initial Product
GreenBottle technology can be used to cre-
ate environmental packaging alternatives
for most products sold in plastic bottles and
the company has received several enquiries
that further supports expansion opportuni-
ties. Initially GreenBottle has decided to
focus on the milk market. This provides for:
. a short shelf-life product
. proof of ability to fit into a high turn-
over supply chain
substantial but focussed market
immediate direct access into con-
sumer households
. verification of consumer loyalty of
the product on an everyday basis.

GreenBottle is currently developing a 3rd

generation milk bottle for ASDA. Initial sales
and market research have confirmed initial
consumer acceptance of both product and
principle.

Market Drivers

Existing global trends are for the reduction

of overall carbon emissions through de-

creased use of non-renewable energy
sources and product packaging, increased
recycling, and a decrease in landfill waste.

This is an ongoing trend and will further

strengthen support for the use of GreenBot-

tle products:

o 8% of global oil production is utilised
in the production of plastic.

. the UK utilises 275,000 tons of plastic
bottles per annum.

. the UK Government has set targets
for local authorities to comply with
the “EU Landfill Directive” by recy-
cling or composting at least 30% of
household waste by 2010 and 33%
by 2015.

. the “Milk Road Map”, a 2008 DEFRA
initiative, has targeted that no plastic
bottles are to go into landfill by 2020.
Signatories to the agreement include
Tesco, ASDA and Sainsbury’s repre-
senting in excess of 50% of the UK
retail sales.

Revenue Model

The Company decided to adopt a proven
business model that can be summarised as
follows:

Purchase Model — “Low Volume Custom-
ers”/"Test Customers” will purchase Green-
Bottles that are ready to fill and a capping
machine for their filling line. This can be
used to test technology before committing
to higher capital costs of the Production or




Royalty Models. As is the case with plastic bottles, com-
pleted GreenBottles will need to be shipped to the filling
line.

Production Model — “High Volume Customers” will pur-
chase and operate an Assembly Machine and Capping ma-
chine with the various elements of the GreenBottle sup-
plied by the Company. GreenBottle will have an operational
presence in the country of the customer.

Royalty Model — the Company licences the technology for a
period of time, for a specific use and a specified territory.
Designs can be bespoke to the customer, who is also re-
sponsible for sourcing the cardboard shell and bags. As-
sembly and capping machines would be required to be pur-
chased.

Royalties paid to the Company are based upon unit produc-
tion volume. The GreenBottle brand will be displayed on all
bottles. This is the arrangement that the Company has used
in respect of the Australian milk market with the Dairy
Farmers of Australia who have a three year exclusivity pe-
riod to use GreenBottle in Australia and New Zealand for
dairy products.

This model enables GreenBottle to control manufacturing IP
as well as the quality of production, which has taken several
months of intensive testing to perfect.

Competitors

Plastics: Whilst the most popular container, these are pro-
duced from crude oil extracts, generally are not recycled
and take up to 500 years in landfill to decompose.
Laminated Cardboard Packs: LCP’s use virgin pulp direct
from trees and in the UK only 4% are recycled as this in-
volves the separation of the paper, polyethylene and alu-
minium layer in specialised facilities.

Sales/Agreements pipeline

ASDA: In August 2008 GreenBottle launched a rollout of
Marybelle Dairy in ASDA’s Lowestoft store to be followed by
an already contracted nationwide rollout in their stores
upon completion of the fundraising. UK Marybelle Sales
represents an approximate 2.4million units p.a. ASDA UK
Regional Dairies sales represents an annual opportunity of
30million units

Dairy Farmers of Australia: the Company has entered into
an agreement with Dairy Farmers of Australia in order to
package in Australia. DFA has proposed an initial order of
20million units p.a., but have total sales of 340m units p.a.
PepsiCo: GreenBottle has signed a development contract
with initial product testing for Copella Apple Juice. UK Sales

units of 30million units p.a.

Unilever: Unilever is in late stage negotiation for a develop-
ment contract with Greenbottle for their line of household
laundry products. UK Sales of 56million units p.a.

Key Management

Martin Myerscough— Executive Chairman founder and
inventor of GreenBottle Technology and the GreenBottle
concept, Martin is an engineer and chartered accountant by
training with 15 years experience. Martin is the founder/
inventor of the technology behind the Titan washing
machine and is also currently chairman of Jupiter Pri-
madona Growth Trust plc.

Simon King— Chief Executive Officer, a member of the
Institute of Practitioners in Advertising, the Marketing
Society and has a Diploma in Advertising and Marketing
with over 20 years marketing experience including strategic
planning and launch of Tesco's 'Every little helps' campaign,
the launch of Channel 5 and working on drinks brands
including PJ Smoothies and Britvic Tango.

Paul Bateman— Non-Executive Director, 33 years experi-
ence including 26 years at P&G with his final role as Head of
Manufacturing, Purchasing Engineering and Distribution for
global homecare. He was also a Director of Boots Plc, and
led the integration with Alliance Unichem in 2005.

Investment Opportunity
GreenBottle is looking to raise up to £8m on a £10m pre-
money valuation.

Funding will be utilised to expand the product development
team, the sales and marketing team and enable the com-
pany to build a new manufacturing facility.

The facility will have a 30 million bottle annual production
capacity and will be used for short run production, as well
as testing of new product development in order to finalise
production and filling processes. It will also enable delivery
against the existing contracts with ASDA and Dairy Farmers
Australia.

For further information please contact Charles Owen on
020 7382 4560 or email charleso@pre-x.com

Turnover 3,417 10,695
EBITDA (2,875) (395) 2,931
EBITDA % N/A N/A 27.41
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