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The Hydrogen Group, Inc. 
 

Confidential Business Plan 
 
The Recipient acknowledges that The Hydrogen Group, Inc. has furnished to the Recipient (“The 
Party") certain proprietary data ("Confidential Information") relating to the business affairs and 
operations of The Hydrogen Group, Inc. for study and evaluation. 
 
It is acknowledged by The Party that the information provided by The Hydrogen Group, Inc. is 
confidential; therefore, The Party agrees not to disclose it and not to disclose that any discussions or 
contracts with The Hydrogen Group, Inc. have occurred or are intended, other than as provided for in 
the following paragraph. 
 
It is acknowledged by The Party that information to be furnished is in all respects confidential in 
nature, other than information which is in the public domain through other means and that any 
disclosure or use of same by The Party, except as provided in this agreement, may cause serious harm 
or damage to The Hydrogen Group, Inc., and its stockholders and officers. Therefore, The Party agrees 
that The Party will not use the information furnished for any purpose other than as stated above, and 
agrees that The Party will not either directly or indirectly by agent, employee, or representative, 
disclose this information, either in whole or in part, to any third party; provided, however that (a) 
information furnished may be disclosed only to those directors, officers and employees of The Party 
and to The Party's advisors or their representatives who need such information for the purpose of 
evaluating any possible transaction (it being understood that those directors, officers, employees, 
advisors and representatives shall be informed by The Party of the confidential nature of such 
information and shall be directed by The Party to treat such information (a) confidentially, and (b) any 
disclosure of information may be made to which The Hydrogen Group, Inc. consents in writing. At the 
close of negotiations, The Party will return to The Hydrogen Group, Inc. all records, reports, 
documents, and memoranda furnished and will not make or retain any copy thereof. 
 
Information, estimates, projections, forecasts or assumptions contained herein have been assembled by 
the management of The Hydrogen Group, Inc. While reasonable effort has been made to assure the 
accuracy of the information contained in this document, the reader should realize that the information 
and projections contained herein are based upon assumptions about the business, the industry and the 
economy. Any changes in the business of the Company, the state of the automotive industry and the 
economy, in general, could have an impact on the information and disclosures contained herein and the 
impact could be material.  
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The information set forth in this confidential Business Plan does not constitute a solicitation of an offer 
to sell securities. The Business Plan is provided for informational purposes only. The Company may 
choose to sell securities, which offer may be made only through an accurate and current Private 
Placement Memorandum or Subscription Agreement under applicable state and federal securities 
regulations or pursuant to a registration statement under the Securities Act of 1933. 
 
The Information Contained Herein is Confidential and Intended Only for the Entity or Person to Which 
or Whom It is Given to or Transmitted Electronically. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Contact: 
Armand Dauplaise, President & CEO 

The Hydrogen Group, Inc. 
1794 Laurel Brook Loop 

Casselberry, Florida 32707 
Telephone: 407-221-3114 

Fax: 407-695-0589 
www.thehydrogen-group.com 

adauplaise@thehydrogen-group.com 
adauplaise@aol.com  
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Executive Summary 
 
► The Hydrogen Group has a multi-billion-dollar opportunity in the $676 billion heavy-duty trucking 

industry with its patented product. 
Overview: 
 
● The Hydrogen Group objective is to substantially increase MPG and reduce pollution in heavy-duty 
diesel trucks with its patented invention (Patent Number 10,180,119). The Company also has a Patent 
pending Number 16/240.214. The Company was launched to achieve these objectives by utilizing the 
expertise of professionals in automotive technology, finance, marketing, sales and management. 
 
● The innovative technology produces Hydrogen on the Go™ which is a supplement to diesel fuel 
powered trucks and is generated as needed. It is a system and method of providing HHO gas effectively 
delivered to the engine while the truck is moving and is proven to significantly improve performance. It 
is also described as HHO on the Go™. No fuel station infrastructure is needed. 
 
● The heavy-duty Class 8 trucking industry urgently needs help to improve the MPG performance and 
reduce emissions pollution for their 3.6 million diesel trucks, which haul 70% of the freight in the USA. 
These trucks travel approximately 150,000 miles per year with estimated fuel cost of $75.000. The 
Company’s invention is estimated to save operators and owners more than $17,000 per truck, per year. 
 
Summary High Lights: 
 
● The PIT Group (http://thepitgroup.com) is leading us through their “Go to Market” program during 
2019. They are a 40-year engineering company serving the transportation industry with 35 engineers and 
clients worldwide. They will perform all SAE J1321 Fuel Consumption Test Procedure – Type II (2012) 
certifications and Horiba 2200 emissions tests. The final stage includes assisting and advising how to 
best market the product. 
 
● Transportation Research Center (http://www.trcpg.com) completed an independent Tests Report 
which confirmed our R&D results. The 19-page report stated that fuel savings was 27%. One pint of 
water replaced 11 gallons of fuel. 
 
● The MPG test results in 2013 to 2017 ranged from 20% to 30% improvement. Diesel emissions 
hydrocarbon reduction exceeded 25% ranging from 10 ppm down to 0 ppm (particles per million). 
 
● The Hydrogen Group has retained a Consulting firm that specializes in Government Grants funding 

with 30 years success. The goal is to receive Grants funding within 90 days. They will also lead us 
through the process of Government contract awards, when we are ready. 
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● Revenues are projected to grow from $19 million year one to $195 million in year three with EBITDA 
in the 30% range. However, only 2% of the market potential would exceed $1.0 Billion in sales. 
 
● The Hydrogen Group is a Qualified Small Business (QSB) by Internal Revenue Code 1202 definition. 
Investors will have the opportunity to benefit from up to three types of preferential tax treatment. 50%, 
75%, or 100% is tax free depending upon time the stock is held. 
 
● The PIT Group “Go to Market” program results will be presented on a 2-page brochure to be used to 
support all marketing activities. This will include: Tests results; Fleet and operation description; 
testimonials from Fleet management and from PIT management highlighting the rigors of the tests. The 
“Go to Market” support assists and advises how to best market the product; best message to highlight to 
customers based on technical results; which trade shows to attend/exhibit; PR group to support 
marketing; industry contacts, etc. The process includes meetings with recommended Trucking Company 
Fleet owners; engine and truck manufacturers; distribution sources; installation and service providers. 
The marketing plan includes private carriers with thousands of additional diesel trucks.  
 
►Key milestones  
● A Provisional Patent application was filed with the USP&TO in July 2012. 
● A Non- Provisional Patent application was filed with the USP&TO in July 2013. 
● A second Provisional Patent application was filed with the USP&TO in July 2015 
● A second Non- Provisional Patent application was filed with the USP&TO in August 2016 to protect 
most recent R&D innovations and a patent pending number was issued. This Patent has been approved. 
● A third Non- Provisional Patent application was filed with the USP&TO in January 2019. 
● The invention and patent ownership have been legally assigned to the Corporation. It is the 
Company's intention that the invention ownership be retained for all shareholders to participate in future 
earnings on a per share basis. Any future alliances would be structured accordingly. Examples being a 
royalty agreement, distribution rights, etc. 
● Designed and beta tested six generations of prototype inventions. 
● Filed and received two trademarks. 
● The Hydrogen Group Patent with 21 claims was issued January 15, 2019 (Patent Number 10,180,119). 
Capitalization  
● The Hydrogen Group has received $893,000 of capital to date and is seeking additional capital in the 
range of $190,000 to take the Company to market. 
● The application of the additional funds will enable us to complete The PIT Group “Go to Market” 
program and provide working capital requirements. 
● The additional equity capital terms are set at $0.10 per share with a $5,000 minimum for Common 
shares and $10,000 minimum for Preferred shares with a 5% coupon annually. The maximum 
investment is $190,000. Dividends and exit strategy are described in this document. Dividends will be 
paid. Future Exit scenarios include: Shareholder option after 3 years for Company buy-back of shares at 
appraisal; Potential merger or acquisition; Direct or Initial Public Offering. 
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Financial Goals 
 
Annualized revenues will grow from approximately $19 million in Year One, to $97 million in Year 
Two, and to $195 million in Year Three, to exceed $312 million of total Revenues the first three years. 
The revenue rationale is based upon a sell price of $15,000 per unit with unit sales totaling 1,300 units in 
year 1, 6,500 units in year 2, and 13,000 units in year 3.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Sources of Cash Flow Growth  

           

 $87M        $90M  

     $3M      
           
           

 OTR Industry    Engine Manufacturers   Hydrogen Group EBITDA 
 
 
 
Through cost and revenue synergies, the Company will build on the $58 million EBITDA in Year Three 
to approach 30% and $90 million of total EBITDA the first three years.  
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Projected Statements of Revenue and EBITDA 
 

  

Three -Year Projected Statements of Revenue and EBITDA 
 

   
           
     ------------- Projected -------------   
  
Sales 

 Year 1  Year 2  Year 3 
          
   OTR Industry  $ 19,500,000 $ 97,500,000 $185,000,000  
   Engine Manf.    $  $ 10,000,000  
  Total Sales  $ 19,500,000 $ 97,500,000 $195,000,000  
    (1,300 Units) (6,500 Units) (13,000 Units) 

  Growth %    500%  100% 

  Total Gross Profit  $ 9,750,000 $ 48,750,000 $ 97,500,000  

  % of Sales   50%  50%  50% 

  Expenses         
   Diesel  $ 4,670,000 $ 21,440,000 $ 38,015,000  
   Patent Process  $ 10,000 $ 10,000 $ 10,000  
   R & D  $ 97,500 $ 487,500 $ 975,000  
  Total Expenses  $ 4,777,500 $ 21,937,500 $ 39,000,000  
  % of Sales  24%  22%  20% 

  EBITDA Total $ 4,972,500 $26,812,500 $58,500,000  
  EBITDA %  26%.  28%  30%  

Notes:  
1) Business valuation at end of Year 3 is estimated to be $351 million, which is six times EBITDA. 
2) Business valuation at 50,000 Units sold is estimated to be $1.3 Billion, which is six times EBITDA. 
3) Diesel Invention sales at 50,000 Units equal less than 2% of the market potential. 
4) Every owner will want it as they will save $15,000 - $20,000 per truck annually in fuel costs. 
5) The biggest challenge will be in supplying the demand so we must wisely choose our alliance(s) to 
achieve the maximum potential.  
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Management Team 
 
The Hydrogen Group’s management team, advisors and consultants bring strategic insight, diversified 
experience and a passion for success to deliver value and driving measurable results. They represent 
success in multiple industries, including the automotive industry. They possess expertise in building 
companies through effective research, planning, capitalization, the patent process, product development, 
marketing, sales, distribution, and leading to profitable business maturity. 
 
Armand Dauplaise, President, CEO, Secretary-Treasurer & Director, has more than 35 years’ 
experience across six industries. Including management and capitalization, in both the China and 
Canada markets while serving as the President and CEO of a publicly traded company, which he built to 
exceed $40 million in profitable revenues. In April 2006, Mr. Dauplaise, without admitting or denying 
the allegations of an SEC complaint, consented to an injunction which bars him from acting as an officer 
or director of a public company. Based on documents submitted to the Securities Exchange 
Commission, he was not ordered to pay a civil penalty. 
Timothy Watson, Inventor, Vice-Chairman & Director, earned his certification from ASE in 1986 as 
a repair and diagnostic expert in the internal combustion engine. He has more than fifteen years of 
evaluation and investigation to improving the mileage performance for diesel and gasoline vehicles. 
Mark Chen, Senior Engineer, is a Shareholder with substantial design experience in mechanical, 
industrial, and automotive engineering. He is the owner of JW Machine, which provides engineering 
services and production for OEM manufacturers, Product developers and Defense Prime Contractors. 
Dr. John E. Lamar, Consultant, is a Shareholder and former NASA Mechanical & Aerospace 
Engineer is authoring our White Papers for Government Grants. He authored/co-authored 110 White 
papers. Served with NASA as Senior Research Scientist 43 years and was a NATO Scientific Arm Co-
Chair. USA patent holder and International lecturer. Dr. Lamar has received numerous awards.  
Roger Bess, Board of Advisors, is a Shareholder, third-generation trucking company CEO and former 
Caterpillar executive. He has been advising and consulting the Company since late 2014.  
Roger Hawkins, Board of Advisors, is a Shareholder, and former CEO with many years of experience 
in strategic planning and financial development.  
Financial Advisor & Board of Advisors, is a Shareholder and CPA with extensive experience in 
counseling business executives and owners nationwide.  
Grants Consultant, specializes in Government Grants funding with 30 years of success. They will lead 
us through the Grants application and funding process, with the goal to receive Grants funding within 90 
days. They will also lead us through the process of Government contract awards, when we are ready. 
The Consulting Firm subsequently introduced us to Dr. John Lamar, who joined our Team. 
The PIT Group, is leading us through their “Go to Market” program in 2019. They are a non-profit, 40-
year engineering company serving the transportation industry with 35 engineers and clients worldwide. 
Kinney & Lange, Intellectual Property Firm, specializes in the patent process with a 30-year track 
record of success serving a wide range of clients, from Fortune 500 corporations to start-up businesses.  
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Company Overview 
 
The Hydrogen Group was launched in March 2012 after two years of invention prototype development. 
Our strategy is to build the business in the heavy-duty trucking industry with the initial focus being on 
the 3.6 million diesel engine trucks in the Over The Road (OTR) trucking company fleets and 
owner/operators. And subsequently truck/engine manufacturers. We are developing a new technology 
innovation to improve mileage and reduce emissions. Green Energy with The Hydrogen Group helps 
reduce climate change by reducing the carbon footprint! Our patented (Number 10,180,119) technology 
produces Hydrogen on the Go™ which is a supplement to diesel fuel powered trucks and is generated as 
needed. It is a system and method of providing HHO gas effectively delivered to the engine while the 
truck is moving and is proven to significantly improve performance. It is also described as HHO on the 
Go™ No fuel station infrastructure is needed. The U.S. is facing serious challenges with the fuel it uses 
to power millions of diesel engine vehicles. The problems include fuel prices and air pollution. 
 
Vision 
 
The Hydrogen Group will become a high integrity, high quality provider for those who desire to save 
money and improve the environment. After several years of R&D the Company has completed its 
invention design development and received their Patent from the USPTO. During the first three years of 
marketing its unique product the Company will have completed the installation of more than 13,000 
units sold to the trucking company fleets, owner/operators, and diesel engine manufacturers; will have 
begun the development process for selling its products through multiple distribution channels; and total 
sales are projected to exceed $312 million with EBITDA in the 30% range. 
 
Mission 
 
The Hydrogen Group is committed to its mission of the continuing pursuit of excellence in serving our 
customers, our suppliers, our team members and our shareholders. The Company’s goals are; 1) to 
make a difference by saving money and improving the environment; 2) to provide a superior return on 
investment for its shareholders. 
 
Unique Investment Metrics 
 
The Hydrogen Group investment opportunity is exceptional due to the metrics of the business. There is 
no comparable product on the market that has its focus on the OTR industry and has documented 
through beta testing, independent testing, and currently poised to undergo final independent certification 
that its product substantially improves the miles per gallon performance of diesel-powered vehicles and 
reduces emissions. The value of the patented invention will increase exponentially as word spreads 
within the OTR industry.  
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Goals – January to June 2019 
 

1. Complete remaining $190,000 of $300,000 equity capital funding. 
2. Prepare for the PIT Group “Go to Market” Phases 1, 2 & 3. 

 
Goals – April to June 2019 
 
            1.          Initiate and successfully complete the PIT Group SAE J1321 Fuel Consumption Test   
                        Procedure – Type II (2012) certification process. 
            2.          Initiate and successfully complete the PIT Group Horiba 2200 emissions test  
                        certification process. 

3. Complete modifications as recommended by the PIT Group engineers. 
4. Initiate the White Papers for the Government Grants. 

 
Goals – June to August 2019  

 
1.  Company engineer to begin and complete production design drawings for the most 

efficient and cost-effective manner of assembly for the production model design. 
2.  Identify sources for materials, assembly, installations, warranty support, marketing, sales, 

                        and distribution.  
3. Initiate and complete the Case Study with the PIT Group OTR Member Company Fleet. 
4. Complete the Government Grants applications and receive funding. 
 

Goals – September to December 2019  
 

1.  Initiate the PIT Group “Go to Market” program. 
2. Initiate beginning to negotiate a joint-venture/strategic alliance partner with one of two 

sources who have indicated interest in talking. 
3. Begin marketing and sales to the OTR trucking company fleets. 
4.         Begin marketing and sales to the owner/operators who are the second or third owner with 

the over 500,000 miles trucks. 
5. Begin marketing and sales to the Glider Kit companies. 
 

Goals – December 2019  
 
 1. Begin accepting orders with deposits. 
 2. Begin production.  
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Objectives 
 
During 2019-20 The Hydrogen Group will act upon the following objectives to achieve the listed goals. 
 

1. Present the Business Plan and capitalization needs to identified investors. 
2. Complete the Government Grants process and receive funding. 
3. Install at least 1,300 units in Year one of operation. 
4. Achieve at least $19 million in sales and 26% in EBITDA. 
5. Develop the operating infrastructure to accomplish economies of scale. 
6. Recruit, develop, and retain Team Members. 
7. Develop systems, policies and procedures to support a systematic approach to growth. 
8. Maintain margins and hold operating expenses to budgeted levels according to Plan. 
9. Continue the ongoing patenting process. 
10. Increase shareholder value through revenues and profits. 
11. Proceed with our mission of “The continuing pursuit of excellence in serving our 

customers, our suppliers, our team members and our shareholders.” 
 

Market Analysis 
Conditions 
 
The United States is facing serious challenges with the fuel it uses to power diesel and gasoline engine 
vehicles. The problems include fuel prices and air pollution. 70% of all freight is moved by trucks, 
responsible for 7% of the total U.S. oil consumption. According to the EPA, diesel fuel consumption of 
ground freight transportation will exceed 45 billion gallons in the next 12 months. The EPA and the 
Bureau of Transportation Statistics report that the total vehicle miles people travel in the United States 
increased 178% since 1970 and continues to increase at a rate of two to three percent each year. Today 
millions of diesel vehicles average over 150,000 miles per year at 6.5 miles per gallon. The lifespan of 
many diesel vehicles is more than 10 years. Because of this longevity, we will be left with the legacy of 
pollution from dirty diesel vehicles for decades to come. Motor vehicles are responsible for nearly one 
half of smog-forming volatile organic compounds (VOCs), more than half of the nitrogen oxide (NOx) 
emissions, and about half of the toxic air pollutant emissions. These vehicles now account for 75% of 
carbon monoxide emissions. It is hazardous to health. Faced with this reality there is much work that 
needs to be done. The Clean Air Task Force states that an aggressive program to reduce diesel emissions 
could save about 100,000 lives by 2030. Health research indicates that the portion of the exhaust one 
can't see may be the most dangerous of all. Asthma attacks, respiratory disease, heart attacks, and even 
premature death are among the most serious public health problems linked to emissions from the 
nation's fleet of diesel vehicles.  
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What are the health impacts of these dirty diesel vehicles? What benefits will we realize if we act now to 
clean them up? The Clean Air Task Force commissioned Abt Associates to quantify the health impacts 
of fine particle air pollution from America's diesel fleet. Using this information, the Clean Air Task 
Force was able to estimate the expected benefits – in lives saved – from an aggressive but feasible 
program to clean up dirty diesel trucks, buses, and heavy equipment across the U.S.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

An Aggressive Program to Reduce Diesel Emissions Could 
Save About 100,000 Lives between Now and the Year 2030 

 
Fuel prices create significant costs for truckload carriers that cannot be fully recovered through existing 
fuel surcharge formulas. The inherent problem with these fuel surcharge formulas is that they are based 
on loaded miles only. All truckload carriers (other than dedicated contract carriers) have an inherent 
number of miles that they must run empty when dropping off one load and picking up the next load. 
Some carriers manage this very well by optimizing their customer shipping and delivering points. Large 
carriers have enough customer diversification that they have plenty of loads to choose from. All carriers, 
though, pay for the fuel they use for every mile that they run empty. The simple rise from $2.00 per 
gallon to $5.00 per gallon, using a moderate 10% empty miles factor, is a $5,294 per tractor, per year, 
hit to the bottom line of a truckload carrier. Using average revenue per mile of $1.65 per mile, as an 
example, generates $198,000 per year, per tractor. This extra fuel cost represents 2.7% degradation in 
income margin. This could be the entire income of a marginal carrier. 
 
Reductions in economic activity mean there is less freight being shipped. Smaller carriers in particular 
are doing more chasing to find backhaul freight. This increases the number of empty miles driven by a 
carrier. With LTL (Less-Than-Truckload) carriers there is a secondary effect from rising diesel fuel 
prices. Fuel surcharges are passed on based on the previous week’s fuel prices.  
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When diesel prices rise there is a lag between the fuel surcharge rate and the price of diesel fuel 
purchased that week. This has an immediate impact on earnings. Conversely, this is a benefit when 
diesel prices fall as well. As an additional contributing factor to a drag on earnings, lower economic 
activity results in smaller average shipment sizes for LTL carriers. It costs generally the same amount to 
pick up an 800-pound shipment as it does an 840- pound shipment but there is less revenue. The same is 
true for delivery costs. This has a direct impact on the bottom line of LTL carriers. 
 
As the cost of a gallon of diesel fuel rises, this creates a major impact on the costs of certain products 
which will result in significant changes in those supply chains. Case in point – lettuce and other produce. 
When diesel fuel prices approach $5.00 per gallon, this results in a $1.00 fuel surcharge for refrigerated 
goods. These types of commodities cannot simply wear the cost of transportation across great distances 
anymore. This will result in more locally grown produce and other lower value products being 
warehoused locally. This also increases the cost of imported goods as steamship companies pass on their 
fuel surcharges coupled with any weakened dollar. Near-sourcing for supply chains then becomes more 
popular versus production in Asia. 
 
New emissions controls and pump prices have made running trucks and vans on diesel an expensive 
proposition. Choosing between diesel and gas used to be a no-brainer for truck fleet managers. The one-
two punch of better fuel economy and higher torque from a diesel power engine - not to mention greater 
engine durability - made it the fuel of choice for commercial applications. That began to change with the 
introduction of ultra-low sulfur diesel (ULSD) fuel in the past ten years. 
 
The switch produced substantial environmental benefits; however, its per-gallon cost has remained high 
ever since, and the spread between gas and diesel pump prices has widened. To further eat into the 
bottom line, the latest diesel emissions standards, which began in January 2012, have driven up diesel 
engine premiums by $5,000 to $10,000. Fleet managers are adapting to these developments in a number 
of ways. Some are investing in new technology to reduce emissions or increase the efficiency of their 
existing diesel units. How dependent are we on foreign oil? In 2017, U.S. net imports (imports minus 
exports) of petroleum from foreign countries were equal to about 25% of U.S. petroleum consumption. 
This percentage was up slightly from 24% in 2016, which was the lowest level since 1970. Petroleum 
includes crude oil and petroleum products. Petroleum products include gasoline, diesel fuel, heating oil, 
jet fuel, chemical feedstocks, asphalt, biofuels (ethanol and biodiesel), and other products. 
 
 

 
(The remainder of this page is intentionally blank)  
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The Hydrogen Group Helps Save Money  
 
 
 
 
 
 
 
 
 
 
 

 
The Hydrogen Group Helps Reduce Climate Change 
 
Carbon dioxide (CO2) from burning diesel contributes to global climate change. The Company helps 
reduce climate change by reducing the carbon footprint! 
 
 
 
 
 
 
 
 
 
 
 
The Hydrogen Group Helps Reduce Oil Dependence Costs 
 
Our dependence on oil makes us vulnerable to oil market manipulation and price shocks.  
 
 
 
 
 
 
 
 
 
 
 
 

 
The Hydrogen Group Helps Increase Energy Sustainability 
 
Oil is a non-renewable resource, and we cannot sustain our current rate of use indefinitely. Using it 
wisely now allows us time to find alternative technologies and fuels that will be more sustainable. 
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Competition 
 
This section provides an overview of the competitive landscape, discusses both indirect and potential 
direct competitors and then details The Hydrogen Group’s competitive advantages. 
 
Overview 
 
Because demand is great to reduce environmental pollution and dependence upon foreign oil imports, 
there are a number of efforts to improve mileage performance in gasoline and diesel -powered vehicles. 
However, the focus has been primarily on the gasoline powered vehicle with limited focus on the diesel-
powered vehicle. The reason we believe that there is limited focus on the diesel-powered vehicles 
utilized by the OTR industry is that it is very difficult to do. It requires capital, expertise, time, patience, 
and perseverance. The Hydrogen Group’s focus is on the “after-market” with its 3.6 million trucks. The 
Company intends to utilize its patented invention to continually improve beyond its current fuel savings 
and emissions reductions in documented results over many years of R&D, bench, road and emissions 
tests including 15,000 miles of road tests. In late 2016 Transportation Research Center completed and 
issued an independent Tests Report after six days of performance tests at their facility in Ohio. The 19-
page report stated that fuel savings was 27%. The PIT Group is leading us through their “Go to Market” 
program in 2019. 
 
Fuel saving devices are sold on the aftermarket with claims to improve the fuel economy and/or the 
exhaust emissions of a vehicle. There are numerous, different types of devices; many purports to 
optimize ignition, air flow, or fuel flow in some way. The EPA is required by Section 511 of the Motor 
Vehicle Information and Cost Savings Act to test many of these devices and to provide public reports on 
their efficacy; the agency finds most devices do not improve fuel economy to any measurable degree. 
Tests by Popular Mechanics magazine also found these types of devices yield no measurable 
improvements in fuel consumption or power, and in some cases actually decrease both power and fuel 
economy. Other organizations generally considered reputable, such as the American Automobile 
Association and Consumer Reports have performed studies with similar results. 
 
Vapor devices claim to improve efficiency by changing the way that liquid fuel is converted to vapor. 
These include fuel heaters and devices to increase or decrease turbulence in the intake manifold. These 
do not work because the principle is already applied to the design of the engine, and because intake tract 
flow dynamics are highly specific to each engine design, no universal device could have any given 
effect on more than one kind of engine. 
 
MythBusters. The popular U.S. television show MythBusters investigated several fuel-saving devices 

using gasoline and diesel powered fuel-injected cars under controlled circumstances. The show noted 
that out of 104 fuel efficiency devices tested by the EPA, only seven showed any improvement in 
efficiency, and even then, the improvement was never more than six percent. The show also noted that if  
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any of the devices they tested actually worked to the extent they were supposed to; the episode would 
have been one of the most legendary hours of television. 
 
Performance Diesel fuel savings? - Miracle or Snake Oil. Nathan Young of Parleys Diesel 
Performance writes that "there are so many products out there that seem to be just too good to be true 
and there are too many people out there that are more than willing to take advantage of another's lack of 
knowledge. There are also so many out there that are willing to play on peoples’ emotions, you know, 
the whole "you can have amazing results for practically nothing, and for only minutes a day at no cost to 
you." We've all heard it before. So, what makes diesel performance products, like a chip, or a cold air 
intake, or an exhaust any different. You might ask yourself, can adding something that small to my 
vehicle produce as great results as so many people tell me they do? Or will these items really pay for 
themselves in the form of added fuel economy, and reduced wear and tear on my vehicle? Most of the 
efforts have been with governments and agencies.” However, the business community is initiating its 
investigations. 
 
California Air Board. Technology available today could dramatically reduce big-rig-truck fuel 
consumption and emissions that cause global warming and smog, according to a report released by the 
Union of Concerned Scientists (UCS). A major side benefit: Truckers would save significantly on fuel 
costs. "Truckers can make relatively simple modifications to their rigs, save themselves a lot of money 
over the long run, and save all of us from pollution," said report author Don Anair, a UCS senior 
vehicles analyst. "We have the technology today to get this done." For a typical, new long-range truck 
traveling more than 150,000 miles per year, available technology could reduce fuel use more than 12 
percent. That would translate to annual savings of more than 2,000 gallons of diesel fuel each year and a 
net profit of $30,000 during the truck's first 8 years, the average time such a vehicle will spend doing 
long-distance trips. After 5 years, long-range trucks are typically sold into medium or short-range 
service. Overall, long-range trucks account for 35 percent of diesel fuel use in California and typically 
average 6.0 to 6.5 miles per gallon. "Trucks present a huge opportunity to make big cuts in global 
warming pollution," said Anair. "The sooner we start, the more money truck owners will save and the 
faster we get on the road to meeting California's global-warming-reduction goals." Unlike passenger 
vehicles, which have had fuel economy regulated since the 1970’s, medium - and heavy-duty trucks 
have only recently faced fuel economy standards. The first-ever greenhouse gas and fuel economy 
standards for trucks were finalized in 2011 and took effect in 2014. 
 
Indirect and Potential Direct Competitors 
 
The Hydrogen Group does face potential direct competitors. A few Western companies focus on 
developing HHO generators, selling them online through their web sites, with no mention of road testing 
or warranty. The buyer is then responsible to do their own installation. Neither report emissions 
information. A company in Canada has shifted their focus away from the heavy-duty trucking industry 
after failing to perform road tests as represented. Battery and fuel cell technology continues in the R&D 
stage.  
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Advantages over Competition 
 
The Hydrogen Group has several advantages over any emerging or direct competitors because of its 
focus on the “after-market” and the 3.6 million heavy-duty trucks on the road. The patented (Number 
10,180,119) technology is a system and method of providing HHO gas to an internal combustion engine 
in a vehicle which involves providing a liquid electrolyte solution to at least one HHO generator 
including an HHO generating structure having a plurality of parallel plates suspended in a fluid 
compartment. Residual electrolyte solution is separated from the HHO gas output by the HHO 
generator, and a quantity of the HHO gas is stored in a pressure tank at a pressure level exceeding an 
ambient atmospheric pressure. The HHO gas is electively delivered to an intake side of the internal 
combustion engine by a valve structure coupled to the pressure tank, which is controlled at least in part 
by a throttle signal of the internal combustion engine. It produces Hydrogen on the Go™ which is a 
supplement to diesel fuel powered trucks and is generated as needed. It is a system and method of 
providing HHO gas effectively delivered to the engine while the truck is moving and is proven to 
significantly improve performance. It is also described as HHO on the Go™. No fuel station 
infrastructure is needed. To date, our automotive and technology engineers have stated that, in their 
more than 40 years of experience, they are not aware of any trucking company that uses our type of 
system. We would be the first to offer a viable, independently tested and certified system, that would 
provide the OTR trucking company owners with what they have been aggressively seeking for fuel 
savings and reduced emissions. Transportation Research Center (http://www.trcpg.com) completed an 
independent Tests Report in late 2016 after six days of performance tests which confirmed our R&D 
results. The 19-page report stated that fuel savings was 27%. One pint of water replaced 11 gallons of 
fuel. They are a highly regarded independent automotive proving ground providing research and 
development, compliance and certification testing for vehicles. The PIT Group (http://thepitgroup.com) 
is leading us through their “Go to Market” program in 2019. They are a non-profit 41-year engineering 
company serving the transportation industry with 35 engineers and clients worldwide. They will perform 
all SAE J1321 Fuel Consumption Test Procedure – Type II (2012) certifications and Horiba 2200 
emissions tests that satisfy the EPA. Then a Case study will be completed with one of their Member 
Company’s fleet. A minimum of 6 trucks (3 with hydrogen and 3 without) will be monitored over 3 
months. The final stage of the “Go to Market” program includes assisting and advising how to best 
market the product with testimonials, industry introductions, etc. The Hydrogen Group's strategy is 
focused on the “after-market” comprised of the OTR heavy-duty trucking company fleets and 
owner/operators with their 3.6 million trucks. And subsequently with diesel truck/engine manufacturers. 
The Company markets its product in person directly to the OTR fleets and independent owner/operators. 
We plan to contract with a professional firm to assemble the units and ship directly to the installation 
locations. The units will be installed on the vehicles by a professional organization under contract and 
trained by Company personnel. The invention has a one-year product warranty against defects in 
materials and workmanship and against breakage or failure, under normal use. The Return on 
Investment for the trucking company owners ranges from 6 to 9 months. The aforementioned distinctly 
and fundamentally differentiates The Hydrogen Group from its potential competitors.  
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Marketing Plan 
 
Summary 
 
The Hydrogen Group's Unique Selling Proposition is its patented technology which produces an HHO 
mix of fuel in vehicles that increases fuel efficiency and reduces exhaust emission. As pressure increases 
to reduce air pollution, stop increasing fuel prices, reduce foreign oil dependence costs and improve 
energy sustainability, The Hydrogen Group will be in a position to substantially improve the 
performance of millions of diesel-powered vehicles. There are two distinct markets for our revolutionary 
invention. 
1) The “after-market” with millions of heavy-duty diesel trucks that haul 70% of the USA freight. 
2) Manufacturers of heavy-duty diesel engines and trucks. 
The Company’s initial marketing strategy is to focus on the “after market.” Then in year three the diesel 
truck/engine manufacturers. The Hydrogen Group will succeed in the diesel-powered vehicles “after- 
market” niche because of our layered strategy as we market our product directly to our targeted 
customer base. The aforementioned concept differentiates the Company from those considered as 
potential competitors and will enable the achievement of the sales and profit goals. 
 
Sales Strategy 
 
The PIT Group “Go to Market” program includes assisting and advising how to best market the product 
with testimonials, industry introductions, etc. The program will be presented on a 2-page brochure to be 
used to support all marketing activities. This will include: Tests results; Fleet and operation description; 
testimonials from Fleet management and from PIT management highlighting the rigors and results of the 
tests. The support assists and advises how to best market the product; best message to highlight to 
customers based on technical results; which trade shows to attend/exhibit; PR group to support 
marketing; industry contacts; identifying sources for materials, assembly, installations, warranty support, 
and distribution. The process includes meetings with recommended Trucking Company Fleet owners; 
engine and truck manufacturers; distribution sources; installation and service providers. 
 
Because of the expansive market characteristics within the diesel-powered vehicles "after-market" niche 
our sales strategy includes: 
 

● Trucking company fleet owners. 
● Independent owner/operators. 
● Glider Kit providers. 
● Private carriers Federal Express, UPS, Walmart, Dollar General, etc. 
● Installation and service providers. 
● “After Market” retailers, resellers, and Chrome shops. 
● Use of The Hydrogen Group’s web site as a general information source to stimulate inquiries.  
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● Target-customer personal contact in Florida, the Southeastern U.S. and then multi-regionally. 
● Offer limited, local market competitive advantage with multiple units’ orders. 
● Offer one-year product warranty against defects in materials, workmanship, breakage or failure 
under normal use. The warranty will not cover misuse or abuse. The Company will, at its option, 
repair or replace the product at no charge. 
● Develop referral incentives for existing customers to recommend new customers. 
● Increase Company awareness among "after-market" parts and supplies providers. 
● Gather market research data to create additional marketing plans. 
● Position The Hydrogen Group as the leader in its market niche. 
● Differentiate the Company as a value-added provider. 
● Consider acquiring potential competitors that would appear to have a viable 
complimentary product or products. 

 
Pricing 
 
The prices for our innovative technology product are determined foremost by supply, demand, and a 
Company desire to generate recurring revenue from the OTR trucking company fleets and independent 
owner/operators. Our prices will be repeat-purchase incentive based. Seasonal aspects of our market are 
not a pricing factor. The Hydrogen Group pricing ranges from one to multiple units. All payment terms 
are 50% payable at time of order and balance is due and payable at time of installation. The pricing 
includes a one-year product warranty against defects in materials, workmanship, and against breakage or 
failure under normal use. The warranty does not cover misuse or abuse. The Company will, at its option, 
repair or replace the product at no charge. 
 

Financial Plan 
 
Information, estimates, projections, forecasts or assumptions contained in the Financial Plan have been 
assembled by the management of The Hydrogen Group. While reasonable effort has been made to 
assure the accuracy of the information contained in this document, the reader should realize that the 
information and projections contained herein are based upon assumptions about the business, the 
industry and the economy. Any changes in the business of the Company, the state of the automotive 
industry and the economy, in general, could have an impact on the information and disclosures 
contained herein and the impact could be material. 
 
Revenue Model 
 
The Hydrogen Group does not anticipate generating revenues until 2019-2020 as it will not begin sales 
for its innovative technology product until completion of the PIT Group “Go to Market” program. 
 
Funding to Date  
The Hydrogen Group has raised $893,000 of cash investment.  
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Financial goals 
 
Annualized revenues will grow from approximately $19 million in Year One, to $97 million in Year 
Two, and to $195 million in Year Three, to exceed $312 million of total Revenues the first three years. 
 
Through cost and revenue synergies, the company will build on the $58 million EBITDA in Year Three 
to approach 30% and $90 million of total EBITDA the first three years. 
 
Cost of Sales 
 
• This is a blended number which includes component parts and assembly. 
 
Financial Statements Summary 

Income-Related Items 
 
Year    One   Two    Three 

Total Sales 

              

$ 19,500,000 $97,500,000 $195,000,000 
% Growth      500%  100% 

Gross Profit $ 9,750,000 $48,750,000 $ 97,500,000 
% Growth      500%  100% 

Total EBITDA $ 4,972,500 $26,812,500 $ 58,500,000 
% Growth      439%  118% 

Income Ratios                

Year   One   Two   Three 

Gross Profit Margin 

            

  50%  50%    50%  

Total EBITDA Margin  26%  28%    30%  
 
Cash Flows Statements  
There are three years of Annual Statements of Changes in Financial Position (Cash Flow Statements) 
included.  
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Capital Requirements 
 
• Total capital requirements range is $1,000,000 to $1,300,000 of which $893,000 has been received. 
The level of investment safety is solid because of the substantial need for the Company's innovative and 
patented technology, strong margins, and lack of competition. The untapped market potential for our 
unique invention exceeds $15 Billion ($15,000 Unit price times more than one million OTR diesel 
tractors). Every fleet owner and independent owner/operator will want it immediately as they will save 
$17,000 to $20,000 per truck, per year in fuel costs. The increase in EBITDA generated is estimated to 
grow to $90 million over a three-year period, and will enable management to build a Company with a 
market value estimated to approach $351 million over the same three-year period. The Hydrogen Group 
is a Qualified Small Business (QSB) by Internal Revenue Code definition. Investors will have the 
opportunity to benefit from up to three types of preferential tax treatment. 
 
Use of Additional Investment Funds - Funds will be used approximately as follows. 
 

  $300,000 
PIT Group Engineering Services   

1. Track Testing Certification  29,500 
2. HORIBA Emissions Testing  26,826 
3. Engineering Design Recommendations  3,300 
4.  Final Design Modifications  9,000 
5. OTR Fleet Case Study  31,700 
6. PIT Group “Go to Market” Support  7,500 

Sourcing: Materials, Assembly, Installations  20,000 
   R&D Shop Rent & Utilities  12,000 
Materials & Supplies  12,000 
Operating Expenses  120,000 
Working Capital Reserve  28,174 
Total  $300,000 
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Investment Terms 
 
The additional equity capital would be at $0.10 per share with a minimum of $10,000 for Preferred 
Shares with a 5% Coupon; and Common Shares with a minimum of $5,000.  The total amount of 
shares offered is 1,900,000 for a total of $190,000.  
 
Shareholder Dividends 
 
Dividends will be declared annually after the first $5 million of net profit is achieved. 
 
Shareholder Exit Strategy 
 
Future Exit scenarios include:  
 Shareholder option after 3 years for Company buy-back of shares at independent appraisal; 
 Potential merger or acquisition; 
 Direct or Initial Public Offering 

 
IRS Tax Benefits 
 
The Hydrogen Group is a Qualified Small Business (QSB) by Internal Revenue Code Section 
1202. The investment gain is 50%, 75%, or 100% tax free depending upon time held. Investors 
will have the opportunity to benefit from up to three types of preferential tax treatment. 
 
Weblink: https://www.irs.gov/instructions/i1040sd#idm140169907947760 
 
Management reserves the right to execute any of the following strategies: 

 
1. The Company may welcome acquisition opportunities, in which case shares will be purchased 
based on total value of acquisition. 
2. The Company may welcome the opportunity to merge with a strategic partner on “Merger of 
Equals” basis. 
3. The Company may elect to move forward with an initial public offering, at which point shares will 
be converted to public securities. 
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Revenue & Expenses Projections Year 1 
 
 
 Quarter 1 Quarter 2 Quarter 3 Quarter 4 Total 

Total Sales (1300 Units x $15,000) $2,400,000 $5,700,000 $5,700,000 $5,700,000 $19,500,000 
      

Cost of Goods Sold      
Units Material (1300 Units @ $7,500 ea.) 1,200,000 2,850,000 2,850,000 2,850,000 9,750,000 

      
Total Cost of Goods Sold (50%) 1,200,000 2,850,000 2,850,000 2,850,000 9,750,000 

      
Total Gross Profit (50%) 1,200,000 2,850,000 2,850,000 2,850,000 9,750,000 

      
Expenses      

Installations (1300 Units @ $300 ea.) 46,800 114,400 114,400 114,400 390,000 
Warranty Repairs (10% of COGS) 120,000 285,000 285,000 285,000 975,000 
Patent Process 2,500 2,500 2,500 2,500 10,000 
Facility Rent 18,500 25,000 25,000 25,000 74,000 
Utilities 9,000 10,000 10,000 10,000 36,000 
Telephone 24,000 24,000 24,000 24,000 96,000 
Supplies 6,000 15,000 15,000 15,000 42,000 
Travel 36,000 40,000 40,000 40,000 144,000 
Legal Fees 30,000 30,000 30,000 30,000 120,000 
Accounting 5,000 15,000 15,000 15,000 50,000 
Insurance 37,000 57,000 57,000 57,000 208,000 
Payroll - Staff 81,700 250,000 250,000 250,000 681,700 
Payroll - Management 90,000 216,000 216,000 216,000 618,000 
Research & Development (.005%) 11,700 28,600 28,600 28,600 97,500 
Other - Contingency 57,800 287,970 287,970 287,970 775,460 

Total Expenses (24%) 576,000 1,400,500 1,400,500 1,400,500 $ 4,777,500 
      

EBITDA Year 1 (26%) $624,000 $1,449,500 $1,449,500 $1,449,500 $ 4,972,500  
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Revenue & Expenses Projections Year 2 & Year 3 
 
 

 Year 2 Year 3 
Sales   

OTR Industry $97,500,000 $185,000,000 
Truck/Engine Manufacturers - 10,000,000 

Total Sales 97,500,000 195,000,000 
 (6,500 Units) (13,000 Units) 
   

Cost of Goods Sold   
Units Material ($7,500 ea.) 48,750,000 97,500,000 

   
Total Cost of Goods Sold (50%) 48,750,000 97,500,000 

   
Total Gross Profit (50%) 48,750,000 97,500,000 

   
Expenses   

Installations (@ $300 ea.) 1,950,000 3,900,000 
Warranty Repairs (10% of COGS) 4,875,000 9,750,000 
Patent Process 50,000 50,000 
Facility Rent 800,000 1,000,000 
Utilities 250,000 515,000 
Telephone 500,000 750,000 
Supplies 120,000 240,000 
Travel 750,000 1,300,000 
Legal Fees 500,000 750,000 
Accounting 200,000 300,000 
Insurance 750,000 1,250,000 
Payroll - Staff 5,000,000 9,500,000 
Payroll - Management 3,705,000 6,720,000 
Research & Development (.005%) 487,500 975,000 
Other - Contingency 2,000,000 2,000,000 

Total Expenses 21,937,500 39,000,000 
 (22%) (20%) 
   

EBITDA Years 2 & 3 $26,812,500 $58,500,000 
 (28%) (30%)  
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Cash Flow Projections Year 1, Year 2 & Year 3 

 
 

 Year 1 Year 2 Year 3 
Total Sales $19,500,000 $ 97,500,000 $195,000,000 

Less: Cost of Goods Sold 9,750,000 48,750,000 97,500,000 
    

Total Gross Profit (50%) 9,750,000 48,750,000 97,500,000 
Less: Total Expenses 4,777,500 21,937,500 39,000,000 

    
Cash from Operations 4,972,500 26,812,500 58,500,000 

Less: Corporate Income Tax (34%) -1,690,650 -9,116,250 -19,890,000 
    

Cash from Operations After Tax 3,281,850 17,696,250 38,610,000 
    

Equity Investment Capital 996,000 0 0 
    

Cash from Operations & Investment 4,277,850 17,696,250 38,610,000 
    

Applications of Cash    
Less: Technology Development 996,000 0 0 

    
Increase / (Decrease) in Cash 3,281,850 17,696,250 38,610,000 

    
Change in Cash Balance    

Ending Cash Balance 3,281,850 20,978,100 59,588,100 
Beginning Cash Balance 0 3,281,850 20,978,100 

    
Increase / (Decrease) in Cash 3,281,850 20,978,100 38,610,000 

    
Net Cash from Operations Accumulated $ 3,281,850 $ 20,978,100 $ 59,588,100  
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Balance Sheet Beginning & Projections Year 1, Year 2 & Year 3  
(As of Year-End) 

 
Assets: Beginning Year 1 Year 2 Year 3 

     
Current Assets     

Cash $ 996,000 $4,972,500 $23,889,950 $53,383,700 
Prepaid Expense – Technology Develop 0 996,000 996,000 996,000 

Total Current Assets 996,000 5,968,500 24,885,950 54,379,700 
     
     
Total Assets 996,000 5,968,500 24,885,950 54,379,700 

     
Liabilities:     

     
Current Liabilities     

Accounts Payable 0 0 0 0 
Reserve for Corporate Income Tax 0 1,690,650 9,116,250 19,890,250 

Total Current Liabilities 0 1,690,650 9,116,250 19,890,250 
     
Total Long-Term Liabilities 0 0 0 0 

     
Total Liabilities 0 1,690,650 9,116,250 19,890,250 

     
Shareholders' Equity:     

Paid in Capital 996,000 996,000 996,000 996,000 
Retained Earnings 0 3,281,850 15,143,700 33,863,450 

Total Shareholders' Equity 996,000 4,277,850 16,139,700 34,859,450 
     
Total Shareholders' Equity & Liabilities $996,000 $5,968,500 $24,885,950 $54,379,700 
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Capitalization Table 
 
The Hydrogen Group’s authorized capital stock consists of 30,000,000 shares of Common Stock, par 
value $0.01 per share and 10,000,000 shares of Preferred Stock. As of May 1, 2019, the Company had 
approximately 18,994,000 shares of Common Stock outstanding and 1,908,000 Preferred Shares 
outstanding. No one shareholder has a first position. The following is a brief summary of certain terms 
and provisions of the capital stock of the Company. Such summary does not purport to be complete and 
is qualified in all respects by reference to the actual text of the Company’s Certificate of Incorporation 
and Bylaws, and to applicable law. 
 
Principal Interest Holders 
 
The following table sets forth the beneficial owners of 20% or more of the Company’s Issued Shares as 
of May 1, 2019: 
 
 
 Interest Holder  Shares Percentage 
      

 Armand Dauplaise 4,000,000 19.14% 
 Phyllis Lowe, et al. 4,000,000 19.14% 
 Timothy Watson 4,000,000 19.14% 
 Total Shares Outstanding 20,902,000 57.42% 
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Industry Information Sources 
 
 
(1) American Trucking Association (www.trucking.org/Organization) 
(2) United States Environmental Protection Agency (www.epa.gov) 
(3) United States Department of Transportation (www.dot.gov) 
(4) United States Department of Energy (www.energy.gov) 
(5) United States Energy Information Administration (www.eia.gov) 
(6) United States Bureau of Transportation Statistics (www.bts.gov) 
(7) Union of Concerned Scientists (www.ucsusa.org) 
(8) Clean Air Task Force (www.catf.us) 
(9) California Air Board (www.arb.ca.gov) 
(10) Freight Wing, Inc. (www.freightwing.com) 
(11) Doug Christensen, Chapman Associates (dchristensen@chapman-usa.com) 
(12) Wikipedia (www.wikipedia.org) 
(13) MythBusters: Discovery Channel (www.discovery.com/tv/mythbusters) 
(14) Dave Richards (www.discoverhydrogen.com) 
(15) Nathan Young, Parleys Diesel Performance (www.edgeolite.com) 
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