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Safe Harbor
This presentation (this “Presentation”) contains “forward-looking statements” within the meaning of U.S. federal securities laws. Such forward-looking statements include, but are not limited to, statements regarding the 
expectations, hopes, beliefs, intentions, plans, prospects, financial results or strategies regarding Lightning eMotors, Inc. (“Lightning eMotors”, “the “Company”, “us”, “our” or “we”) and its management team. Any 
statements other than statements of historical fact contained in this Presentation, including statements as to future results of operations and financial position, planned products and services, business strategy and plans, 
objectives of management for future operations of Lightning eMotors, market size and growth opportunities, competitive position and technological and market trends, are forward-looking statements. In addition, any 
statements that refer to projections, forecasts or other characterizations of future events or circumstances, including any underlying assumptions, are forward-looking statements. The words “anticipate,” “believe,” 
“continue,” “could,” “estimate,” “expect,” “intends,” “may,” “might,” “plan,” “possible,” “potential,” “predict,” “project,” “should,” “would” and similar expressions may identify forward-looking statements, but the absence of 
these words does not mean that a statement is not forward-looking. These forward-looking statements are based on various assumptions, whether or not identified in this Presentation, and on the current expectations of 
Lightning eMotors’ management and are not predictions of actual performance. There can be no assurance that future developments affecting Lightning eMotors will be those anticipated. These forward-looking 
statements contained in this Presentation are subject to known and unknown risks, uncertainties, assumptions and other factors that may cause actual results or outcomes to be materially different from any future results 
or outcomes expressed or implied by the forward-looking statements. These risks, uncertainties, assumptions and other factors include, but are not limited to: (i) those related to our operations and business and financial 
performance; (ii) our ability to have access to an adequate supply of motors, chassis and other critical components for our vehicles on the timeline we expect, (iii) our ability to attract and retain customers; (iv) our ability 
to up-sell and cross-sell to customers; (v) the success of our customers' development programs which will drive future revenues; (vi) our ability to execute on our business strategy; (vii) our ability to compete effectively; 
(viii) our ability to manage growth; (ix) the ability of the Company to maintain the New York Stock Exchange’s listing standards, (x) the potential severity, magnitude and duration of the COVID-19 pandemic as it affects 
our business operations, global supply chains, financial results and position and on the U.S. and global economy; (xi) current market conditions and federal, state, and local laws, regulations and government incentives, 
particularly those related to the commercial electric vehicle market; (xii) the volatility in the price of our securities due to a variety of factors, including changes in the competitive industries in which the Company operates, 
variations in operating performance across competitors, changes in laws and regulations affecting the Company’s business and changes in the capital structure; (xiii) planned and potential business or asset acquisitions 
or combinations; (xiv) the size and growth of the markets in which we operate; (xv) the mix of products utilized by the Company’s customers and such customers’ needs for these products; (xvi) market acceptance of 
new product offerings; and (xvi) our funding and liquidity plans. Moreover, we operate in a competitive and rapidly changing environment, and new risks may emerge from time to time. You should not put undue reliance 
on any forward-looking statements. Forward-looking statements should not be read as a guarantee of future performance or results, and will not necessarily be accurate indications of the times at, or by, which such 
performance or results will be achieved, if at all. Should one or more of these risks or uncertainties materialize, or should any of the assumptions being made prove incorrect, actual results may vary in material respects 
from those projected in these forward-looking statements. We undertake no obligation to update or revise any forward looking statements, whether as a result of new information, future events or otherwise, except as 
may be required under applicable securities laws.

This Presentation contains projected financial information with respect to Lightning eMotors. Such projected financial information constitutes forward-looking information, and is for illustrative information purposes only 
and should not be relied upon as necessarily being indicative of future results. The assumptions and estimates underlying such financial forecast information are inherently uncertain and are subject to a wide variety of 
significant business, economic, competitive and other risks and uncertainties. See the cautionary statements above. Actual results may differ materially from the results contemplated by the financial forecast information 
contained in this Presentation, and the inclusion of such information in this Presentation should not be regarded as a representation by any person that the results reflected in such forecasts will be achieved. For 
example, sales pipeline may not be indicative of future sales and can vary from significantly from period to period.  Additionally, because backlog is comprised of non-binding agreements and purchase orders from 
customers and does not constitute a legal obligation, amounts included in backlog may not result in actual revenue and are an uncertain indicator of our future earnings.

Certain market data information in this Presentation is based on the estimates of Lightning eMotors management. Lightning eMotors obtained the industry, market and competitive position data used throughout this 
Presentation from internal estimates and research as well as from industry publications and research, surveys and studies conducted by third parties. Lightning eMotors believes its estimates to be accurate as of the 
date of this Presentation. However, this information may prove to be inaccurate because of the method by which Lightning eMotors obtained some of the data for its estimates or because this information cannot always 
be verified due to the limits on the availability and reliability of raw data, the voluntary nature of the data gathering process.

No representations or warranties, express or implied are given in, or in respect of, this Presentation. To the fullest extent permitted by law in no circumstances will Lightning eMotors or any of its subsidiaries, 
stockholders, affiliates, representatives, partners, directors, officers, employees, advisers or agents be responsible or liable for any direct, indirect or consequential loss or loss of profit arising from the use of this 
Presentation, its contents, its omissions, reliance on the information contained within it, or on opinions communicated in relation thereto or otherwise arising in connection therewith. Industry and market data used in this 
Presentation have been obtained from third-party industry publications and sources as well as from research reports prepared for other purposes. Lightning eMotors has not independently verified the data obtained from 
these sources and cannot assure you of the data’s accuracy or completeness. This data is subject to change. In addition, this Presentation does not purport to be all-inclusive or to contain all of the information that may 
be required to make a full analysis of Lightning eMotors. Viewers of this Presentation should each make their own evaluation of Lightning eMotors and of the relevance and adequacy of the information and should make 
such other investigations as they deem necessary. 
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Safe Harbor (Cont’d)

The financial information and data contained in this Presentation are unaudited and do not conform to Regulation S-X. Accordingly, such information and data may not be included in, may be adjusted in or may be 
presented differently in, documents to filed by Lightning eMotors with the SEC. Some of the financial information and data contained in this Presentation, such as Adjusted Operating Loss, have not been prepared in 
accordance with United States generally accepted accounting principles (“GAAP”). The Company defines Adjusted Operating Loss as Operating Loss excluding stock-based compensation and merger combination deal 
costs that the Company believes are not indicative of its core operating performance. Adjusted Operating Loss is not a substitute for or superior to measures of financial performance prepared in accordance with GAAP 
and should not be considered as an alternative to any other performance measures derived in accordance with GAAP.  Lightning eMotors believes these non-GAAP measures of financial results provide useful 
information to management and investors regarding certain financial and business trends relating to Lightning eMotors’ financial condition and results of operations. Lightning eMotors’ management uses these non-
GAAP measures for trend analyses and for budgeting and planning purposes. Lightning eMotors believes that the use of these non-GAAP financial measures provides an additional tool for investors to use in evaluating 
projected operating results and trends in and in comparing Lightning eMotors’ financial measures with other similar companies, many of which present similar non-GAAP financial measures to investors. Management 
does not consider these non-GAAP measures in isolation or as an alternative to financial measures determined in accordance with GAAP. The principal limitation of these non-GAAP financial measures is that they 
exclude significant expenses and income that are required by GAAP to be recorded in Lightning eMotors’ financial statements. In addition, they are subject to inherent limitations as they reflect the exercise of judgments 
by management about which expense and income are excluded or included in determining these non-GAAP financial measures. In order to compensate for these limitations, management presents non-GAAP financial 
measures in connection with GAAP results. You should review Lightning eMotors’ audited financial statements, which will be included its SEC filings.

All trademarks, service marks, and trade names of Lightning eMotors used herein are trademarks, service marks, or registered trade names of Lightning eMotors, as noted herein. Any other product, company names, or 
logos mentioned herein are the trademarks and/or intellectual property of their respective owners, and their use is not intended to, and does not imply, a relationship with Lightning eMotors, or an endorsement or 
sponsorship by or of Lightning eMotors. Solely for convenience, the trademarks, service marks and trade names referred to in this presentation may appear without the ®, TM or SM symbols, but such references are 
not intended to indicate, in any way, that Lightning eMotors will not assert, to the fullest extent under applicable law, its rights or the right of the applicable licensor to these trademarks, service marks and trade names.
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 25 years of Technology CEO 
experience

 Founded and led multiple IT 
and Cleantech companies with 
successful funding and exits

Tim Reeser
Founder and Chief Executive Officer

Today’s Presenters

Technology Leadership

 25 years C-Level finance 
experience

 Prior CFO of asTech, 
AeroVironment (public), and 
Line 6

 MS Electrical Engineering, 
MBA Stanford

Teresa Covington
Chief Financial Officer

Systems Built for Growth

Kash Sethi
Chief Revenue Officer

Market Leadership

 15 years of biz dev, technical sales, 
sales management, and marketing 
strategy experience

 Background in commercial vehicles, 
electric power utility and renewables 
industries

 Electrical Engineer, MBA
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Lightning Overview
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2 Years 

$67B TAM (1)

10 Years R&D

Blue Chip 
Customer Base

(1) U.S. Department of Energy, Ward’s and LMC Automotive, October 2020
(2) The customer validation cycle typically takes 3 to 24 months.
(3) As of August 13, 2021
(4) As of June 30, 2021

Modular & 
Proprietary 

Architecture

Strategic 
Partnerships

180
Vehicles on the 

Road (3)

1,550+
Vehicles on 

Order (3)

Scalable Software and 
Hardware Architecture Across Multiple End MarketsOnly Full-Range Manufacturer

Class 3 – 7 BEV & FCEV

Gen 2-4 on all 
platforms

Leader in Production and 
Customer Validation (2)

Strong Pipeline with Current 
Customers and Repeat Orders

in Place

We are a B2B Company

Focus on Urban 
Commercial ZEV

Purpose-Built Electric Vehicles

(Investor)

$1.3 Billion 
Pipeline (4)
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 Manufacture specialty vehicles: 
Class 3-7 trucks, buses, and 
motor coaches

 We also sell powertrains to 
strategic partners for new and 
re-power applications

 Actionable fleet intelligence
 AI Big Data on commercial 

drive cycles
 Recurring revenue stream 

with 100% attachment rate

 Charging solutions including 
permitting, installation, service, 
software, and management

 Patented mobile charging 
product

 Captive customer

Charging-as-a-
Service 
(CaaS)

ANALYTICSCOMMERCIAL ZEVs CHARGING
 Most fleet customers finance 

commercial vehicles
 Lightning working with partners on 

flexible terms

FINANCING

What We Do
We provide complete electrification solutions for urban commercial fleets
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Large Untapped Market Opportunity with Market Leading Market Share2

Light-Duty
Vans, pickups

Heavy-Duty
Tractor trailers, transit buses

Medium-Duty
Vocational trucks, shuttle buses

$67B TAM(2)E-Pick-Up War of 2021

E-Van War of 2021

E-Truck War of 2023

E-Transit Bus War of Today

Class 5-7 Trucks

Class 5–7 Trucks

Class 3–5 Delivery Class 6–8 Trucks

Class 4-6 powertrain

Market Leader with Limited Competition

 Large OEMs aggressively compete 
for share in this market

 A large market consisting of several small niche players
 Features needed for each type of vehicle make it economically 

hard for large OEMs to compete in

 Large OEMs aggressively compete 
for share in this market

Competitors Today Competitors
in 1-2 Years

“EVs excel at short-haul travel. 
That means they’re great options for personal cars and even medium-duty vehicles.” – Bill Gates (1)

(1) “How do we move around in a zero-carbon world?” GatesNotes, August 24, 2020
(2) U.S. Department of Energy, Ward’s and LMC Automotive. October 2020
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Competing Fully Electric Vehicle Plans (U.S. announced)

Class 1-2 Cargo & Work 150K+ × ✔ ✔ ✔ × ✔ × × × × × × ×
Class 1-2 Shuttle 15k × × × × × × × × × × × × ×
Class 3-5 Cargo & Work 50k ✔ × × × × × Class 4 

only × × × Class 4 
only

Class 4 
only ×

Class 3-5 Shuttle 15k ✔ × × × × × × × × × Class 4 
only

Class 4 
only ×

Class 4-5 Work Truck 20k ✔ × × × × × × × × × Class 4 
only

Class 4 
only ×

Class 3-4 Ambulance 6k ✔ × × × × × × × × × × × ×
Class 3-4 School Bus 10k ✔ × × × × × × × × × Class 4 

only
Class 4 

only ×
Class 5-7 School Bus 30k ✔ × × × × × × ✔ ✔ ✔ × × ✔

Class 6-7 Box Truck 125k ✔ × × × ✔ × × ✔ ✔ ✔ × × ✔
Motor Coach and Transit 
Bus Repower 10k ✔ × × Transit 

bus × × × × × × × × ✔

US Annual 
Market Size 
(new units)

Source: Lightning eMotors, Inc. May 17, 2021
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Manufacturing & Supply Chain
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Key Supply Chain Disruptions Since Mid-June

 Chassis:
ꟷ Major chassis OEMs shut down for a week or more during July –

Chassis uncertainty for even the largest chassis customers
 Batteries:

ꟷ Suppliers are not meeting committed delivery dates, sometimes with 
only 3 days of warning, due to cell shortages, labor shortages, and 
other part shortages

 Drivetrains:
ꟷ Suppliers upgrading or moving factories, creating 90-day delays in 

deliveries
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Battery

Supply Chain and Technology Partners 

Drivetrain

Fuel Cell EV

Repower

Global Supplier 
to be 

Announced Soon
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• Current facility capacity of up to 
300 vehicles/powertrain 
systems per quarter

• Project to ramp to annual 
capacity of up to 3,000
vehicles/powertrain systems in 
2022

Already In Production with Projected Scaling of Capacity up to 3,000 Units
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Sales and Business 
Development Update
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Strategic Partnership With Forest River Inc.  

 Forest River Inc., a Berkshire Hathaway Company, is 
the largest shuttle bus manufacturer, producing 
~10,000 buses/yr for public transit agencies, airports, 
hotels, university and corporate campuses

 9 famous bus brands built across multiple 
manufacturing plants in Indiana, Kansas and 
Michigan

 Extensive network of 100+ bus dealerships all over US 
and Canada – ideal sales and service partners

 Agreement includes delivering up to 7,500 zero-
emission Class 4 and 5 shuttle buses and associated 
charging products and services – up to $850M in 
business through 2025
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Strong Pipeline Growth

More than 500% growth in pipeline since 
Q1 2020

Diversified pipeline with over > 200 
projects

Sustained pipeline growth due to strong customer interest and successful product validation

 $-

 $200,000,000

 $400,000,000

 $600,000,000

 $800,000,000

 $1,000,000,000

 $1,200,000,000

 $1,400,000,000

Sales Pipeline – Potential $

100

120

140

160

180

200

220

240

260

Sales Pipeline - # of Active Deals 
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Financial Summary

Teresa Covington
Chief Financial Officer
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• 180 zero-emission Class 
3 - 7 vehicles on the 
road1

• Quarter ending backlog 
$168.4 million

• Quarter ending Pipeline 
of $1.3 billion

($’s in millions)

1 As of August 13th, 2021
2 Represents calculations based upon Non-GAAP metrics. See Appendix for reconciliation of GAAP to Non-GAAP measures.

Revenue

Gross Margin %

GAAP Operating Loss

Adjusted Operating 
Loss2

$5.9

-19.0%

$17.9

$8.7

FY21 Q2 
Actuals

Lightning eMotors Business Update 
FY21 Q2 and FY20 Q2

FY20 Q2 
Actuals

$0.9

-63.4%

$2.7

$2.7

FY21 Q2
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($’s in millions)

1 Represents calculations based upon Non-GAAP metrics. See Appendix for reconciliation of GAAP to Non-GAAP measures.

Revenue

Vehicle and Powertrain 
Systems Sold

GAAP Operating Loss

Adjusted Operating Loss1

$4.0 to $6.0

28 to 40

$12.5 to $13.6

$12.0 to $13.0

FY21 Q3 Guidance

Supply chain constraints impacting revenue timing

Lightning eMotors Business Update 
FY21 Q3 Guidance
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GAAP Operating Loss to Adjusted Operating Loss Reconciliation

($’s in millions) Q2 2020 
Actual

Q2 2021 
Actual Q3 2021 Guidance

GAAP Operating Loss $2.7 $17.9 $12.5 to $13.6

Stock-Based Compensation1 $0.01 $0.1 $0.5 to $0.6

Merger Combination Deal Costs $0.0 $9.1 $0.0 to $0.0

Adjusted Operating Loss $2.7 $8.7 $12.0 to $13.0

1 Amounts recorded less than $0.1 million
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Thank You
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