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This content of information contained in these slides and the accompanying presentation comprises an institutional presentation (the Presentation) which has been prepared by and is the sole responsibility of
Pennant International Group Plc (the Company). The content of this Presentation has not been approved by an authorised person within the meaning of the Financial Services and Markets Act 2000 (FSMA).
Reliance on this Presentation for the purpose of engaging in any investment activity may expose an individual to a significant risk of losing all of the property or other assets invested. This Presentation does not
constitute or form part of any offer for sale or solicitation of any offer to buy or subscribe for any securities nor shall it or any part of it form the basis of or be relied on in connection with, or act as any inducement
to enter into, any contract or commitment whatsoever or constitute an invitation or inducement to engage in investment activity under section 21 of FSMA.

Notwithstanding the above, in the United Kingdom, this Presentation is only being given to persons reasonably believed by the Company to be (1) investment professionals within the meaning of article 19,
certified high net worth individuals within the meaning of article 48, high net worth companies within the meaning of article 49, sophisticated investors within the meaning of article 50 and self-certified
sophisticated investors within the meaning of article 50A of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 or (2) persons who are otherwise permitted by law to receive it, (all such
persons together being referred to as relevant persons). This Presentation is only being sent to persons reasonably believed by the Company to be relevant persons. If you are not such a relevant person (i) you
should not have received this Presentation and (ii) please return this Presentation to the Company's registered office as soon as possible and take no other action. By accepting this Presentation the recipient
represents and warrants that they are a relevant person entitled to receive this Presentation.

This Presentation is not intended to be distributed, or passed on, directly or indirectly, to any other class of person and in any event under no circumstances should persons of any other description rely or act upon
the contents of this Presentation. This Presentation and its contents are confidential and must not be distributed or passed on, directly or indirectly, to any other person. This presentation is being supplied to you
solely for your information and may not be reproduced, further distributed or published in whole or in part by any other person.

No representation or warranty, expressed or implied, is made or given by or on behalf of the Company or any of their respective parent or subsidiary undertakings or the subsidiary undertakings of any such parent
undertakings or any of the directors, officers or employees of any such person as to the accuracy, completeness or fairness of the information or opinions contained in this Presentation and no responsibility or
liability is accepted by any person for such information or opinions. No person has been authorised to give any information or make any representations other than those contained in this Presentation and, if
given and/or made, such information or representations must not be relied upon as having been so authorised.

The contents of this Presentation are not to be construed as legal, financial or tax advice. The contents of the Presentation have not been independently verified by anyone other than the Company and are subject
to material updating, revision and further amendment.
The Company has not been, and will not be, registered under the United States Investment Company Act of 1940, as amended, and investors will not be entitled to the benefits of that Act. Neither this Presentation
nor any copy of it may be taken or transmitted into the United States of America or its territories or possessions (the United States), or distributed, directly or indirectly, in the United States, or to any U.S Person as
defined in Regulation S under the United States Of America Securities Act 1933 as amended, including U.S resident corporations or other entities organised under the laws of the United States or any state thereof
or non-U.S branches or agencies of such corporations or entities or into Canada, Australia, Japan, South Africa or the Republic of Ireland. Neither this Presentation nor any copy of it may be taken or transmitted
into or distributed in Canada, Australia, Japan, South Africa or the Republic of Ireland, or any other jurisdiction which prohibits the same except in compliance with applicable securities laws. Any failure to comply
with this restriction may constitute a violation of United States or other national securities law.

Information contained in this Presentation may include 'forward-looking statements'. All statements other than statements of historical facts included herein, including, without limitation, those regarding the
Company's financial position, business strategy, plans and objectives of management for future operations (including development plans and objectives relating to the Company's business) are forward-looking
statements. Such forward-looking statements are based on a number of assumptions regarding the Company's present and future business strategies and the environment in which the Company expects to
operate in future. Actual results may vary materially from the results anticipated by these forward-looking statements as a result of a variety of factors. These forward-looking statements speak only as to the date
of this Presentation and cannot be relied upon as a guide to future performance. The Company expressly disclaims any obligation or undertaking to disseminate any updates or revisions to any forward looking
statements contained in this Presentation to reflect any changes in its expectations with regard thereto or any change in events, conditions or circumstances on which any statement is based.
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Pennant International Group was established over 60 years ago. 

The company has evolved over the past six decades to become a market-leading,          
technology-led business with a truly global customer base.

Our capabilities encompass the conversion of full-size aircraft into training tools, 
immersive virtual reality experiences, small devices to improve hand skills, interactive 3D 

courseware and LPD and S1000D software tools to create, manage and publish vast 
amounts of technical data.

Pennant is listed on AIM, working to a set of core values, defining the way we act as 
individuals and as a business.

We focus on Innovation, Performance, Quality, Respect and Teamwork.
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• Entering a period of expansion in defence spending not seen for some time

• Russian-Ukraine war has highlighted the importance of national security and 
strategic investment in capability 

• Expectation of budget expansion, including:

• Investment in equipment and upgrades
• Replenishment of stocks
• Significant maintenance and upgrade spend
• Investments in next generation equipment and associated training systems

• Significant investment in rail sector across the globe
• Markets returning to pre-pandemic levels, including aviation
• The Integrated Product Support process and management of the data to support 

these complex programmes is becoming critical 
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Strategy
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Our vision:

“Our vision is to be the leading provider of world-class 
integrated training technologies and product support for 

the defence, rail, and other safety critical industries.”

Our mission:
“To deliver sustainable growth in shareholder value 

through innovation, diversification, the execution of 

delivery excellence and corporate expansion.”
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Implementing our strategy:

• Repositioned business – following acquisition of R4i software suite 

• Mix shift towards higher margin software-linked activities

• Increasing recurring revenue, diversifying global revenues

• Investing in the future:

• New GenS software 

• Completion of the Engine Systems Start Trainer (ESST) – modular 

software training solution

• Loadmaster virtual software training System developed for US market

• Strategic partnerships and teaming agreements to accelerate 

• Complementary acquisitions – focus on software and services 

St
ra

te
gy



Copyright 2022 © Pennant International Group Plc. All other trademarks are the property of their respective owners.

Financials
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Return to positive EBITA; business mix transformed; significant gross 
margin improvement:
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• First half revenues of £6.9 million of which circa 65% are recurring
• 52% of revenues generated from software licensing and associated activities (H1 2021: 

35%)
• Record gross margin of 41% (H1 2021: 21%)
• Earnings before interest, taxation and amortisation of £0.1 million (H1 2021: EBITA loss of 

£1.0 million)
• Net debt at period end of £4.1 million (H1 2021: £1.9 million)
• Group rightsized for profitability at lower revenue levels
• Diversified global revenue spread

Revenue by region £m

UK, Europe & Middle East 2.7

North America 2.4

Australasia 1.8

Total 6.9
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Capabilities & Customers
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End to end unique capability offered globally
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IPS Software Solutions 
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GenS Product Suite
• Manages Logistics Support Analysis data 

• Maintain detailed configuration of complex equipment

• Interfaces with ERP Systems

• Compatible with S1000D delivery standard for R4i and data-sharing with Analyzer

Analyzer
• Fast, accurate and user-friendly optimisation tool

• Identifies preferred product sustainment strategies through options analysis

• Supports operational readiness at an affordable life cycle cost

R4i Product Suite

• Creates, manages and leverages S1000D, ATA and MIL-STD information vital to 
the build, operation and maintenance of complex equipment

• Producing an end-to-end IPS solution, R4i Suite of tools is designed to be 
modular, easy to use and most importantly, robust
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When are the IPS software tools used?

1. Have a Logistics Support Analysis requirement

2. Need to re-use data directly from design/engineering

3. Core data is duplicated at least 50% across Illustrated Parts Books, Operations
Procedures, Repair/Maintenance and Test Procedures, slowing the delivery process
every time there is one change to data

4. Multiple products or configurations of equipment then compounds the first problem
(aircraft maintenance manuals range from 35,000 to 65,000 pages, depending on
size of aircraft)

5. Their end customers expect to be able to have their documentation in different
formats including iPad, Tuff Devices and PDF

6. Their end customers expect their equipment data to be only about the specific piece
of equipment (configuration) they have purchased

7. Their end customer also may expect them to deliver data to specific industry
specifications or standards

8. Requirement for automated output of training content delivery

9. Require a feedback loop from field / maintenance
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Customer attributes:

The types of customers or industries that tend to have this type of pain 

normally tick 5 of the 7 below:

1. Build large equipment

2. Build complex equipment

3. The equipment has a lot of systems and parts

4. The equipment has a long life – minimum of 10 years

5. With heavy maintenance cycles

6. They often release multiple configurations of the equipment

7. Required to work to industry specifications and highly regulated

Sectors that commonly meet these criteria include defence, space, 
commercial aerospace, rail and shipping
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Technical Training Solutions 
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Market Drivers 

• Enhance quality

• Reduce training times

• Reduce cost

• Improve safety 
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Pennant Focus

• Software-based, cost-effective on repeat orders

• Modular, enables customer to buy add-ons and upgrades

• High quality, generates good engagement in trainers and students

• Targeted to specific training needs
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Products 

• ESST, powered by VATS

• Virtual Loadmaster

• GenSkills, Mks 1, 2 and 3

• Track Access Portal

• Adaptive Learning
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Outlook
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• Sustainable (recurring revenue) growth and profitability 

• ‘Full spectrum’ of Pennant products and services offered and delivered in all three key 
regions

• Complementary / strategic acquisitions – focus on software and services 

• Successful launch and cementing of GenS software solution as OmegaPS successor

• Development of next generation of training aids – modular, software / technology led
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Philip Walker
CEO
Philip.walker@pennantplc.com


