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BIO: 

After graduating with an MBA from 

McGill University, Montreal in 1983, 

Mr. Pascali became an investment 

banker specializing in mergers and 

acquisitions and then public offerings. 

He initially worked for the Bank of 

Nova Scotia and then, in 1987, joined 

Westpac Banking Corporation. In 

1989, he was recruited by DeGeorge 

Financial Corporation as a strategic 

adviser. Mr. Pascali joined Pyrogene-

sis in 1992 where he has been re-

sponsible for developing the business 

strategy and marketing focus for 

commercializing the Company’s tech-

nologies and running the business. 

Mr. Pascali continues to develop the 

Pyrogenesis’ strategy and oversees 

the operational management as the 

President and Chief Executive Offi-

cer. 

 

Company Profile: 

PyroGenesis Canada is an environ-

mental solutions company that de-

signs, develops and manufactures 

plasma waste-to-energy systems and 

plasma torch products. PyroGenesis' 

proprietary plasma technologies util-

ize the intense energy of plasma to 

gasify and vitrify virtually any type of 

waste without producing hazardous 

by-products. PyroGenesis' patented 

gasification and vitrification technol-

ogy is different from incineration be-

cause it produces a clean synthetic 

gas from waste, which can be used 

for power generation. PyroGenesis' 

technology can also turn waste into a 

glassy rock that can be utilized as 

construction material. PyroGenesis 

has marquee defense industry and 

civilian customers that are using its 

technology in marine and land-based 

applications.. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Pascali, what is the 

focus at PyroGenesis Canada today? 

Mr. Pascali: We are specialists in the 

use of plasma, which is a heat source. 

You may recall your science teacher 

in elementary school describing three 

states of matter; the solids, liquids 

and gasses. The example given was 

an ice cube as a solid and when you 

heat it up, it becomes a liquid and if 

you heat up liquid it becomes a gas. 

To take that one step further, if you 

heat up a gas it becomes a plasma. 

The sun is a plasma ball, lightning is a 

plasma, and it has been around since 

the beginning of time. What we have 

done is we have been able to harness 

its use to destroy waste. If you Google 

plasma and waste, you will find that it 

is typically the best way to destroy 

waste, because it breaks down waste 

to its basic elements. Doing this is 

usually very expensive, because 

plasma torches normally have to be 

cooled down and that takes up a lot of 

energy. However, we have managed 

to turn the plasma puzzle on its head. 

We use plasma in a very unique and 

patented way in which our waste de-

struction systems can destroy any 

type of waste with no need to do pre-

sorting and convert it into useful 

products with no secondary waste. 

Some of these useful products are 

gas and slag. Everything in the world 

is either inorganic or organic, so the 

organic fraction of the treated waste 

can become a gas, which can then be 

converted into electricity. As for the 

inorganics, if there is a viable metal in 

there we can tap it off and sell it. If 

not, it is converted into a slag and that 

can be used in construction as an ag-

gregate, so no secondary waste. In-

terestingly enough, this is not blue sky 

anymore. We have some very dis-

cerning customers that have recently 

accepted our systems, including the 

US Navy, which bought one and it is 

installing it on an aircraft carrier. We 

built this system about a year and a 

half ago and the US Navy came here, 

put us through their factory-accepted 

testing which we passed with flying 

colors. Now the system is being 

shipped off to be put in their next air-

craft carrier. 



CEOCFO: What can you tell me 

about the actual process? 

Mr. Pascali: When garbage is intro-

duced to our system, it is broken 

down into its very basic elements: 

carbons, hydrogens and oxygens. 

When they recombine they are cooled 

down and do not become anything 

hazardous. In fact, they become only 

valuable products and that is the 

benefit of plasma, it operates at such 

high temperatures that it can effec-

tively destroy everything and we man-

age the cooling down process in such 

a way that you only get viable prod-

ucts. 

 

CEOCFO: You said it used to be an 

expensive process; what have you 

figured out that brings down the cost? 

Mr. Pascali: Remember I 

told you that the plasma 

torches have to be cooled 

down? Typically you will 

have these torches imping-

ing on the waste and burning 

them, which is very expen-

sive. What we essentially did 

was turn the puzzle on its 

head. Instead of having the 

flames of the torch impinge 

on the waist, what we did 

was we cut up the waste and 

introduce it into the flame. 

So we hit the waste with just 

the right amount of plasma 

for just the right time. It is 

generally recognized that plasma is 

the best way to destroy waste, it is 

also recognized that it is very expen-

sive, and in the traditional way of de-

stroying waste using plasma there is a 

lot of wastage. If you can imagine 

these plasma torches impinging on 

waste, there is a lot of wasted heat, so 

what we did was hit it with the right 

amount of plasma for just the right 

time. By doing that, all of the benefits 

of using plasma remain, but all of the 

negative aspects of it go away. 

 

CEOCFO: How do people know about 

you? 

Mr. Pascali: We have been under the 

radar for many years and we devel-

oped a relationship with the US Air-

force and the US Navy. Recently, we 

decided to break out and go public. 

We went public this past summer 

primarily to get ourselves known, to 

have a currency which we could use 

in our operations to attract people to 

our company. There is also the possi-

bility for acquisitions or to finance our-

selves. These are traditional uses of 

public stock, which is the reason we 

went public. The word is getting out 

on its own. News travels quite quickly 

in our space. People have been wait-

ing for a company to do this success-

fully. We have been picked up by 

news wires, people are writing articles 

on us, fund managers are taking no-

tice, and it has been quite a exciting 

period of time. We are preparing now 

to position ourselves for the signifi-

cant growth we anticipate. It should 

be challenging in and of itself, but we 

are going to do it like we have done 

everything in the past, step by step 

and conservatively. 

 

CEOCFO: Why was this the right 

time, businesswise, for PyroGenesis 

to make the leap? 

Mr. Pascali: It is interesting that you 

should ask that question because, if I 

had my druthers, I would have proba-

bly chosen a better time in the mar-

kets. However, sometimes we cannot 

choose the best time. We just have to 

do it at the right time for our business 

and our business is at a point in time 

where it was long overdue. On the 

heals of the successful announce-

ments that our systems were ac-

cepted by the US Navy and sepa-

rately by the Airforce, and recognizing 

that most likely there will be signifi-

cant growth, we thought it was long 

overdue that the public markets 

should know of us. This is because we 

wanted to have time in the public 

markets, get them to know that we do, 

what we say we will do and that we 

are conservative. Therefore, when we 

need to tap the market for large eq-

uity offerings, we will be a known en-

tity and have credibility. So the timing 

from a business perspective is maybe 

overdue, but from a market perspec-

tive, it may not be quite right because 

the markets are not very friendly 

these days. However, as I said we 

cannot choose our timing all the time. 

In terms of the business cycle, we are 

in it when it was appropriate for us to 

open another avenue of financing for 

the company. The banks are ok, but 

the public markets bring you to where 

you need to be. 

 

CEOCFO: Is this a customization, or 

cookie-cutter piece of equipment that 

PyroGenesis is supplying? 

Mr. Pascali: Good question. 

We are standardizing our 

product so that we can 

benefit from the economies 

of scale, when you cookie 

cutter. That is what we are 

actually in the process of 

doing and we are essentially 

letting the market determine 

what those size levels will 

be in terms of capacity. 

Right now we are looking at 

10, 30, 50 and 75 tons a 

day. 

 

CEOCFO: Where do you 

manufacture the equipment 

and are you prepared to ramp up if 

needed? 

Mr. Pascali: Surprising as it may 

seem, except for the core which we 

call the black box, many of the parts 

that go into the system are standard. 

They are off the shelf and can be or-

dered from various suppliers. We 

have very good relationships with a 

number of suppliers, so for us to 

grow, we just have to be able to have 

the capacity to build the black box, 

and our current facility gives us ample 

enough space to do that. We also are 

not limited in any particular compo-

nent from one particular supplier. 

Most of the things we buy we have 

multiple suppliers, so even that is not 

a constraint. Therefore, we could 

grow to $100 million in business with 

surprisingly little growth needs in 

terms of space or personnel. We will 

have needs of course, but not as 

much as you might think given the 

We have changed the way in which waste is 

being viewed. Because you can run waste 

through our system and produce electricity, it 

is no longer waste, but a fuel. There is energy 

contained in the waste and we have found a 

way to tap into it in a very economical way. In 

so doing, people have started to talk about 

waste as fuel. In fact, something is only waste 

when you do not have a use for it anymore. 

Therefore, we are changing the way people are 

looking at waste. We are changing the way we 

can tap into the energy of waste. 

                                                 - P. Peter Pascali 



equipment that we purchase to use in 

our process. 

 

CEOCFO: Would you tell us about 

the PyroGenesis joint venture with 

Recyclage EcoSolutions? 

Mr. Pascali: Essentially RES is a 

company that takes used refrigera-

tors, destroys them and gets the valu-

able parts out of them. In their proc-

ess they are confronted to something 

called CFCs, which are ozone de-

pleingd substances which are difficult 

to dispose of but if you pass those 

CFCs through our torch it will destroy 

them completely. What we have done 

is we have embarked on a project 

with RES to demonstrate that while 

using our torch in their parent facility, 

we will successfully destroy CFCs as 

predict. Once that has proven out and 

we are well along the way to doing 

that, we agreed to have the option to 

develop this marketplace together. 

They have a unique position in the 

market place and unique perception 

on it, so we think the two of us will be 

very good together in attending to that 

opportunity. 

 

CEOCFO: Are you open to joint ven-

tures in the future? 

Mr. Pascali: Most certainly. We be-

lieve that joint venturing with particu-

lar people that have expertise in niche 

markets has enabled us to attack a 

particular market more successfully 

than if we had done it on our own. 

There are so many opportunities in 

using plasma in the waste industry, or 

waste destruction industry, so in order 

for us to tap into each of these suc-

cessfully, it is best to leverage off of 

other peoples expertise. 

 

CEOCFO: What is the financial pic-

ture like today at PyroGenesis Can-

ada? 

Mr. Pascali: It is very good. We are 

currently in a funding mode. We saw 

that there was opportunity in the mar-

ketplace to possibly raise a little bit of 

capital, so we are in the process of 

doing that. I cannot speak as freely, 

but we are well positioned. We are 

very excited about where we are with 

respect to that. We believe our hard 

days are behind us. When we were 

developing this particular technology, 

it was very demanding on the cash 

flow of the company. However, we 

have gone beyond that now so, we 

are looking forward to the commer-

cialization of our products. 

 

CEOCFO: Often people that develop 

a product are not necessarily the best 

people to commercialize, why is the 

current team at PyroGenesis Canada 

in the position to take this forward? 

Mr. Pascali: We have a very interest-

ing team and we have always been 

under the gun. It is not pure R&D that 

we have been doing, where we sit 

around in our lab coats, look down our 

microscopes and take our time. We 

were developing this with the US 

Navy, which had very specific re-

quirements, both in time and schedul-

ing. They had to have this aircraft 

carrier ready to go out on a particular 

date, so I do not know how or what 

tougher a schedule one could put un-

der in a commercial setting than one 

with the US Navy. Our system is de-

signed to go into a very small foot-

print on the aircraft carrier, so if we do 

not deliver, they would have to 

change their design and that would be 

a very challenging thing for them to 

do. There is a lot of pressure on us to 

develop and perform under a very 

strict military level schedule. In fact, 

the US Navy, our customer, has come 

back to us and said we are one of the 

few suppliers that did everything we 

said we would do on time. Therefore, 

from a commercial setting, we are 

already there. We have been trained 

by our Military dealings to do things 

properly, to conserve the timeframe 

and not to over promise. That is what 

has maintained I believe our relation-

ship with the US armed forces over a 

period of over ten years. When you 

ask us how we can go from an R&D to 

a commercial, I say to people, if you 

look closer, you will see that we are 

already commercial. Our team has 

been put under such huge commer-

cial pressures and has come out with 

flying colors that this is not a question 

when it comes to PyroGenesis; not at 

all. 

 

CEOCFO: In closing, why should po-

tential investors pay attention to Py-

roGenesis Canada? 

Mr. Pascali: Essentially we have 

been described by others as being the 

Microsoft of the waste to energy in-

dustry and I think that is very much 

true. We have changed the way in 

which waste is being viewed. Because 

you can run waste through our system 

and produce electricity, it is no longer 

waste, but a fuel. There is energy 

contained in the waste and we have 

found a way to tap into it in a very 

economical way. In so doing, people 

have started to talk about waste as 

fuel. In fact, something is only waste 

when you do not have a use for it 

anymore. Therefore, we are changing 

the way people are looking at waste. 

We are changing the way we can tap 

into the energy of waste. Waste is a 

problem and so is energy and most 

newspapers are talking about it on a 

daily basis, the problems associated 

with waste disposal and treatment on 

one hand and the high price of energy 

on the other, and we hit both buttons. 

Therefore, most people can connect 

the dots and say that if a company 

has found a way to tap into the energy 

of waste, then their future essentially 

is hockey stick growth. If your readers 

are investors and they look into this a 

little bit further, they will find that this 

is a company they want to keep an 

eye on. 
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