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Executive Summary 

• The Shift: The global market is pivoting from toxic, expensive chemicals to 
sustainable, on-site generation. 

• The Solution: Pure2Cure provides industrial-grade machines that produce 
Hypochlorous Acid (HOCl) on demand. 

• The Opportunity: Capitalizing on the "Safety-Efficacy Paradox"—
providing a disinfectant 100x stronger than bleach, yet safe enough for food 
and human contact. 

• Key Metric: Producing hospital-grade disinfectant for <$0.05 per liter. 

 

The Problem with Traditional Disinfection 

• High Operational Costs: Paying for water weight, shipping, packaging, and 
hazardous storage fees. 

• Shelf-Life Instability: Bottled HOCl and bleach degrade quickly, losing 
potency within months. 



• Supply Chain Vulnerability: Reliance on external suppliers leads to 
shortages (as seen during pandemics). 

• Environmental Impact: Massive plastic waste from single-use jugs and 
carbon footprint from transport. 

 

The Pure2Cure Solution: On-Site Generation (OSG) 

• Freshness: HOCl is generated at maximum potency (500ppm+) right where 
it is needed. 

• Simplicity: Inputs are just Salt + Water + Electricity. 

• Automation: Fully automated systems that integrate into existing water 
lines. 

• Versatility: Adjustable concentrations for different uses (e.g., 50ppm for 
produce washing, 200ppm for surface sanitation). 

 

Key Vertical Market: Poultry & Agriculture 

• The Pain Point: Biofilm in water lines, high chick mortality, and pressure to 
reduce antibiotic use. 

• Pure2Cure Application: 

o Clean water lines (removing biofilm). 

o Misting for airborne pathogen control. 

o General sanitation without toxic residue. 

• ROI Factor: Improved Feed Conversion Ratio (FCR) and lower mortality 
rates. 

 

Key Vertical Market: Food Processing 

• The Pain Point: Spoilage, recalls due to Listeria/Salmonella, and strict 
organic regulations. 



• Pure2Cure Application: 

o No-Rinse washing for fruits and vegetables. 

o Shelf-life extension (2–5 extra days). 

o Equipment sanitation (CIP - Clean In Place). 

• Regulatory Advantage: Complies with food safety standards (non-toxic, no 
residue). 

 

Emerging Verticals: Travel & Hospitality 

• Focus Areas: Airline Cabins, Cruise Ships, Hotels. 

• The Pain Point: High turnover times and the need for "visible safety" 
without harsh chemical smells. 

• Pure2Cure Application: 

o Fogging airplane cabins between flights (rapid reentry, no fumes). 

o Large-scale hotel room disinfection. 

• Benefit: Protects expensive assets (fabrics, electronics) from corrosion 
common with bleach. 

 

Commercial Business Models 

• 1. Direct Sales (Capex): 

o One-time hardware purchase. 

o Annual maintenance contracts. 

• 2. Machine-as-a-Service (MaaS): 

o Client pays a monthly "Disinfection Fee." 

o Pure2Cure owns and maintains the machine. 

o Benefit: Recurring revenue; lowers barrier to entry for clients. 



 

• 3. The "Razor & Blade" Hybrid: 

o Competitive machine price. 

o Proprietary salt/activator pods required for warranty. 

 

Financial Comparison (ROI Case Study) 

• Scenario: Mid-sized facility using 500 Liters of disinfectant/month. 

• Traditional Chemical Cost: $2.00/Liter = $1,000/month. 

• Pure2Cure Production Cost: $0.04/Liter = $20/month. 

• Savings: $11,760 per year. 

• Break-Even Point: Machine pays for itself in <12 months. 

 

Strategic Roadmap & Next Steps 

• Phase 1: Target high-pain industries (Poultry & Food Processing). 

• Phase 2: Establish "Machine-as-a-Service" pilot programs with hotel chains. 

• Phase 3: Global expansion and distribution partnerships. 

• Goal: Establish Pure2Cure as the standard for on-site eco-disinfection. 

 


