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This discussion includes certain statements that may be deemed  
“forward-looking statements” that are subject to risks and 
uncertainty. All statements, other than statements of historical  facts 
included in this discussion, including, without limitation, those 
regarding FLYHT Aerospace Solutions Ltd.’s (“FLYHT” or the 
“Company’s”) financial position, business strategy, projected costs, 
future plans, projected revenues, objectives of management for 
future operations, the Company’s ability to meet any repayment  
obligations, the use of non-GAAP financial measures, trends in the 
airline industry, the global financial outlook, expanding markets, 
research and development of next generation products and any 
government assistance in financing such developments, foreign 
exchange rate outlooks, new revenue streams and sales  
projections, cost increases as related to marketing, research and 
development (including AFIRS 228), administration expenses, and 
litigation matters, may be or include forward-looking statements.

Although the Company believes the expectations expressed in such 
forward-looking statements are based on a number of reasonable  
assumptions regarding the Canadian, U.S., and global economic 
environments, local and foreign government policies/regulations 
and actions and assumptions made based upon discussions to 
date with the Company’s customers and advisers, such statements 
are not guarantees of future performance and actual results or 
developments may differ materially from those in the forward-
looking statements. Factors that could cause actual results to differ 
materially from those in the forward-looking statements include 
production rates, timing for product deliveries and installations,  

Canadian, U.S., and foreign government activities, volatility of the  
aviation market for the Company’s products and services, factors  
that result in significant and prolonged disruption of air travel 
worldwide, U.S. military activity, market prices, foreign exchange  
rates, continued availability of capital and financing and general  
economic, market, or business conditions in the aviation industry,  
worldwide political stability or any effect those may have on our 
customer base. Investors are cautioned that any such statements 
are not guarantees of future performance and that actual results or 
developments may differ materially from those projected in the  
forward-looking statements.

Although the Company believes that the expectations reflected in 
such forward-looking statements are reasonable, there can be 
no assurance that such expectations will prove to have been 
correct. The Company cannot assure investors that actual results 
will be consistent with any forward-looking statements; 
accordingly,  readers should not place undue reliance on 
forward-looking  statements. The forward-looking statements 
contained herein

are current only as of the date of this document. The Company  
disclaims any intentions or obligation to update or revise any  
forward-looking statements or comments as a result of any new  
information, future event or otherwise, unless such disclosure is  
required by law.

DISCLAIMERS
FORWARD LOOKING STATEMENTS



FLYHT delivers Actionable Intelligence to the global 
aviation industry to help reach Net Zero targets

“As we speak, a massive digital revolution is sweeping 
across the global airline industry, touching every aspect 
of an airline’s business, and especially operations. 
FLYHT has been active in this space for over 20 years, 
so is better positioned than any competitor to anticipate 
the industry’s needs, and to lead this digital wave.”

Barry Eccleston, retired CEO Airbus America

Biggest Opportunity For FLYHT In Decades: A Shift In Aviation Driven By 5G Demand



Who Is FLYHT?

 20-year aviation solutions provider to both airlines and aircraft OEMs

 We provide:

– Airborne hardware (AFIRS 228 & Edge for Actionable Intelligence and SATCOM 
comms, WVSS-II and TAMDAR for weather), and 

– SaaS services (Aircraft health monitoring, APU management, fuel management, 
real-time fleet management, turn management, weather)

 100 airline customers worldwide and sell into aircraft OEMs (Airbus, COMAC)



 While airlines adjust to this new operating environment, we:

– Just closed our largest order in history, >$7m @ 86% margin

– Are seeing AFIRs 228 hardware ramping as aircraft production ramps

– Are working on closing our largest weather order (30 aircraft)

– Just reported our strongest quarter in 2 years – Q2/22 revs of $4.9m +67% YoY

 Significant opportunities: Sales pipeline includes >15 prospects of $7m or greater

 2022 revenue estimated at ~$24m vs $11.3m in 2021

FLYHT Is Doing Extremely Well While We Wait For The Shift To 5G



 Expect to grow revenues from $11.3m in 2021 to $24m in 2022E

 On top of this, the Edge device is expected to be a significant 
contributor to revenue growth in 2023E as it an incremental revenue 
opportunity

 Total addressable market (TAM) is ~$1.1B for hardware and ~$60m 
p.a. in SaaS revenues

 Transition to 5G/Certus expected to be relatively fast given network 
closures. (e.g. AT&T closed its 3G network on February 22, 2022)

 Partnered with SITA:

– With 18,000 aircraft, (51% of the TAM)

– We expect to win 20%+ of this business

– Biggest opportunity in FLYHT’s history

Edge – FLYHT’s Biggest Opportunity In 20 Years



 Device was developed in anticipation of 5G/Certus adoption: 
2G/3G being discontinued now, 4G soon after, carriers looking to 
5G upgrade or accommodate Iridium Block 1 to Certus

 Edge is:

– 5G/Certus capable, and

– can run all FLYHT software plus many third-party applications 
(SaaS revenues)

 Launch customers identified for Edge device* (Airbus A320-Coral 
Jet announced) with other aircraft type announcements imminent

*=required for STC

Edge Devices



Edge Opportunity

 Right product, right time

 Addressable market is large:

– SITA installed base - 18,000 aircraft,  400+ airline customers

– Total addressable market (TAM) – 25,000 aircraft

– Since FLYHT is partnered with SITA we expect to win more than 20% penetration:

 ~$170m hardware, ~$13.5m p.a. SaaS (starting point for SaaS related upsales) 

 SaaS revenues would be over life of plane ~20years

– Context: FLYHT currently has a market cap of $23m

 Sales channel is deep, currently working on multiple RFPs:

– Partnered with SITA, the leading IT provider to the global air transport industry

– Joint marketing with AWS as a Qualified Amazon Web Services Travel and Hospitality Competency Partner -
AWS is a premier cloud service provider to the airline industry

– MBS partnership - MBS Electronic Systems GmbH (MBS) for data loading solutions that enables avionics 
software maintenance (MBS is a leader in the portable data loader market)

 Expanded Edge base = Actionable Intelligence upsell opportunity



 Edge device is competitively positioned:

– Is “first to market” to meet regulatory change requirements
– Is plug compatible with largest incumbent 
– Has its largest competitor’s patents expired, not a core focus
– Provides increased functionality over all competitors

 New sales channels puts us in a different league:

– Opens us up to SITA’s 18,000 aircraft customer base (SITA 51% of TAM)
– AWS has very large marketing presence and we have AWS Certified solutions
– MBS has significant installed base
– Our products also address the 49% of the TAM SITA does not control

 We have 100% referenceable AFIRS customers

 Weather, a built in capability of the Edge, is an incremental opportunity

Why We Are Going To Win



During The Pandemic We Positioned Ourselves

 Spent two years refocusing and rebuilding:

– New hardware (developed Edge device)

– Increased focus on recurring revenue vs one-time hardware (continued to develop/enhance 
several SaaS services)

– New solutions (CO2 focus)

– Reduced costs/burn

 Closed two closely aligned acquisitions completed during the pandemic:

– WVSS-II device – water vapor sensing system

– CrossConsense – predictive maintenance software capabilities, geographical presence 
(Europe) and an impressive customer list

 Recorded strongest revenue first half – 6 month revs +76% YoY driven by legacy hardware sales 
and licensing sales (with CroCo and Supply Chain up 108%)



Coming out of the pandemic, airlines facing significant operating challenges:
 Communications changes:

− Edge device enables airlines to transition to 5G (mandated change), and/or 
− move from Iridium Block 1 to Certus 

 Environmental pressures – Edge device helps:
− meet environmental reporting requirements, 
− reduce fuel burn and 
− increase fleet efficiencies

 Covid pressures – loss of key staff drives increased automation:
− Notable example is our relationship with MBS to automate aircraft data loader 

capabilities

Pandemic And Regulations Drive Changes



 Massive digital evolution – Edge facilitates FLYHT’s participation in 2023

 Large aviation related market driven by regulatory changes

 Right product at right price point with sophisticated sales channel partners

 SaaS revenue component to grow rapidly with Edge device deployment and upsell 

capability

 Undervalued stock:

– 2019 revenue $21.1m, price $1.80

– 2021 revenue $11.3m

– 2022E revenue projected to exceed $24m, price $0.78 ($30m market cap)

– 2023E: Incremental revenues from Edge and SaaS revenue

Conclusions



FLYHT’s Operating Model

North America

Europe/Africa

1. Percent of LTM revenue
2. With CrossConsense

57% 50%

3% 30%

20211 20222

SaaS

Hardware

Licensing

Recurring Revenue and SaaSGlobally Diversified Business

Technical 
Services

53%

22%

25%

3%

65% SaaS Gross Margins

Rest of World 40% 20%

Current



Industry Needs More Action

“I am removing delay codes which have existed 
forever because the ‘somebody gets blamed’ 
culture does nothing to focus on doing the right 
thing for the customer.” 

-- Scott Kirby, CEO1

“I don’t want another report, dashboard, email … We 
need to change the actions to prevent the cost, not 
find out about it later.”

“If we have an APU running and we are paying 
for gate power, I need the station attendant to 
explain why or fix the issue. We have no 
visibility today and no way to force an action to 
fix a problem before it costs us money.”

(1) WSJ interview, September 14, 2021
https://www.wsj.com/video/united-airlines-ceo-is-using-data-to-improve-work-culture/57344B72-1F2F-4FAE-B705-B162B222B577.html

“Caring for the planet led us to set bolder goals for carbon 
emissions reductions, seek to change the market for 
sustainable fuels, and lead the industry in waste reduction and 
recycling.” 

-- Diana Birkett Rakow
VP, Public Affairs and Sustainability

https://www.wsj.com/video/united-airlines-ceo-is-using-data-to-improve-work-culture/57344B72-1F2F-4FAE-B705-B162B222B577.html


We Are a Global Force
Americas                                                    Europe /Africa                                China              SE Asia

Calgary                                                       Frankfurt                                          Beijing     Jakarta
Denver                                                         Edinburgh                                                     Tokyo

AFIRS                                                                      Cross Consense                                    Beidou Tamdar

Edge                                                                      MBS                                                COMAC                                FlightLink

WVSS                                                                     WVSS

Tamdar                                                                                                                       



We Have a Cross Functional Team to Meet All Challenges

Aligning two complementary providers 
of data and analytics solutions to aviation 
industry with recurring revenue models

Enhances financial profile with 
growing, cash flow positive business

Limited overlap in customers, products, 
or geography, creates substantial 
opportunity for cross-selling solutions

Unmatched dataset from combination 
of real-time data from the aircraft and 
detailed maintenance information

Talented leadership team forms  
European division of FLYHT

Similar company cultures with focus 
on customer solutions and dedication to 
customer service 



 Iridium Certus engagement with SITA
 FLYHT to resell SITA's AIRCOM® Cockpit Services
 Aligns sales endeavors and enables FLYHT to provide inflight 

satellite internet connectivity to AFIRS Edge customers
 SITA is not a hardware provider – AFIRS Edge provides platform 

for 3rd parties on the aircraft

Air transport communications and information technology

400+
airline customers

18,000
aircraft supported

SITA is the leading IT provider to the global air transport industry

“We see FLYHT as a strong partner for furthering the reach of our services to 
smaller, regional airlines. The company’s AFIRS Edge is a state-of-the art 
solution that gives aviation customers real-time access to the latest satellite and 
cellular connectivity. We look forward to further developing this relationship.”

-- Sebastien Fabre, CEO SITA FOR AIRCRAFT

Partnering With Industry Leaders: SITA



AWS partner network opportunities

 Partnership recognizes the strength of FLYHT’s 
technology solutions

 Provides access and introductions to other AWS 
partners to build solutions

 Joint marketing to thousands of customers

 Formal approach to data management and data 
governance

Successful Cloud Journey With AWS



 Specialty fuel reporting

 CORSIA expertise and reporting

 Real-time weather observations

 Aircraft health monitoring

FLYHT helps customers optimize their use of aircraft 
and ground infrastructure for efficiency and safety Select ESG Program*

“The FLYHT APU solution aligns with our commitment to reduce 
greenhouse gas emissions by operating our fleet and ground infrastructure 

as efficiently and safely as possible. We are proud to be working with 
FLYHT to move the industry forward in the effort to reduce emissions.” 

-- Charles Duncan, President of Swoop

Targeting reduction in emissions by eliminating non-essential
Auxiliary Power Unit (APU) usage

ESG: Helping Aviation Industry Achieve Net Zero By 2050



$35mm

Backlog at Q1 2022
~ $16mm

LTM Revenue
45%

LTM SaaS Revenue
as % of Total

>65%
SaaS

Gross Margins

$$$

800%
Customer ROI++

>4.8mm

Hours of Voice and Data 
Services

95%
Retention Rate*

(80 Worldwide Airline Customers)

>3.1mm

Flights

**Retention Rate defined as customers not leaving for another system. Some are no longer customers because of bankruptcy etc.
++ Based on one-time investment of $5 million for AFIRS with $40 million ROI per year

23 Years of Commercial Aviation Experience

30,000 Foot View Of FLYHT



Matt Chesler, IR 646.809.2183 mchesler@flyht.com
Kent Jacobs, President 403.444.7710 kjacobs@flyht.com
Alana Forbes, CFO 403.291.7437 aforbes@flyht.com

mailto:mchesler@flyht.com
mailto:kjacobs@flyht.com
mailto:aforbes@flyht.com
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