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MANAGEMENT DISCUSSION SECTION 
 
 

Operator: Good afternoon, and welcome to the Lightning eMotors' Third Quarter 2021 Earnings Conference 

Call. Today's call is being recorded and we've allocated one hour for prepared remarks and Q&A. 

 

At this time, I'd like to turn the conference over to Nick Bettis, Director of Marketing and Sales Operations for 

Lightning eMotors. Thank you, Nick. You may begin. 
 .....................................................................................................................................................................................................................................................................  

Nicholas Bettis 
Director-Marketing and Sales Operations, Lightning eMotors, Inc. 

Thank you, operator. And thank you, everyone, for joining us. Hosting the call today are Lightning's Co-Founder 

and CEO, Tim Reeser; Chief Revenue Officer, Kash Sethi; and CFO, Teresa Covington. 

 

Ahead of this call, Lightning issued its third quarter 2021 earnings press release and presentation, which we will 

reference today. These can be found on the Investor Relations section of our website at lightningemotors.com. 

 

On this call, management will be making statements based on current expectations and assumptions, which are 

subject to risks and uncertainties. Actual results could differ materially from our forward-looking statements if any 

of our key assumptions are incorrect because of factors discussed in today's earnings news release, during this 

conference call or in our latest reports and filings with the Securities and Exchange Commission. These 

documents can be found on our website at lightningemotors.com. We do not take any responsibility or duty to 

update any forward-looking statements. 

 

Today's presentation also includes references to non-GAAP financial measures. You should refer to the 

information contained in the company's third quarter 2021 earnings press release for definitional information and 

reconciliations of historical non-GAAP measures to the comparable financial statements. 
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With that, let me turn it over to Tim. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. 

Thank you, Nick, and thanks to everyone for joining us today. For today's presentation, we will be referring to the 

slides that were posted to the Investor Relations section of our website earlier this afternoon. 

 

I'll start off on slide 5 with today's agenda. I'll begin with an overview of Lightning and our recent product releases, 

discuss the impact of the new infrastructure bill signed today into law by President Biden, and provide a supply 

chain update and discuss our manufacturing progress. Kash will then provide an update on our order backlog and 

sales pipeline, and Teresa will wrap it up with a financial overview. 

 

Moving to slide 7. We founded Lightning to create purpose-built hybrid and electric specialty commercial vehicles 

for urban medium-duty fleets to reduce carbon emissions. Today, Lightning eMotors is the only full-range 

manufacturer of Class 3 through 7 battery electric and fuel cell electric vehicles in the market, including 

ambulances, shuttle buses, utility trucks, school buses, and motorcoaches. In addition to full vehicles, we sell 

powertrain systems to vocational and commercial vehicle OEMs, as well as to partners like ABC Companies who 

install the powertrain systems and repower applications. 

 

Moving to slide 8. We've built a modular software and hardware architecture that allows us to serve a highly 

segmented and customized market with a cost-effective and scalable solution. Our high level of software and 

hardware customization is something that legacy OEMs have not historically performed and are not well suited 

for. Companies like Ford and GM are building trucks in high volumes and do not have a business model that 

supports manufacturing for the medium-duty segment. 

 

Moving to slide 9. Our team again this quarter leveraged our modularity and customization toolboxes and 

released two new exciting products; our zero-emission Type A school bus and our zero-emission Class A double-

decker motorcoach, one of the largest zero-emission vehicles in the world today with over 200 miles of range. I 

continue to be impressed with the speed at which our team has been able to deliver new, compelling products 

that are seeing immediate customer uptake as you can see in slide 9. 

 

Moving to slide 10. We're pleased with the passing of the US infrastructure bill and the signing of it today into law 

by President Biden. We believe we are well positioned to immediately benefit from four of the initiatives funded by 

this legislation. The legislation provides $39 billion for public transit, including more than $4 billion of funding that's 

dedicated to zero-emission transit buses over five years, something we expect to create more demand for our 

Forest River shuttle buses. 

 

It also funds $5 billion for school buses, expected to create more demand for our new school bus partnership 

offerings with Collins, as well as Lightning's repower products. It funds $7.5 billion for charging infrastructure, 

something we expect to accelerate our Lightning Energy growth and provide support for our fleets who use public 

charging to augment their depot charging requirements. And it provides $8 billion for new hydrogen hub 

construction, expected to provide funding for many of our customers and our hydrogen fuel cell partner Plug 

Power, who demand the longer range and higher payload capacity of Lightning's hydrogen fuel cell-powered 

powertrains. 

 

We expect this federal investment to encourage additional purchasing and investment by state and local 

governments, as well as corporations in each of these areas, further accelerating the electrification of fleets. 
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Moving to slide 11, let's discuss the supply chain landscape. We are experiencing strong and growing product 

demand. However, supply chain disruptions continue to serve as obstacles for our business. Major OEMs like 

Ford and GM have publicly spoken to their limited chassis availability, which is expected to continue for the next 

few quarters. Limited chassis availability has been impacting both traditional ICE vehicles, as well as electric 

vehicles, exasperated by a lack of transparency from the legacy OEMs on when chassis will ship. Our 

manufacturing and supply chain teams have been taking measures to adapt to these circumstances. 

 

Additionally, as previously announced, we are working on a path for addressing the industry chassis shortage with 

our own Lightning-branded stripped chassis and cab-chassis products. We will be providing further details on our 

eChassis in the coming months. 

 

Regarding the battery shortage, we've been working for the last several months to remedy supply chain 

disruptions through the technical and commercial validation of additional suppliers. We are pleased with the work 

we've done to strengthen our positioning, recently signing a four-year supply arrangement with Proterra, securing 

long-term supply of quality and road-tested, buy-America-compliant battery packs for several of our key platforms. 

In fact, we expect to deliver vehicles powered by Proterra in the fourth quarter. 

 

We continue to work to validate new battery suppliers and secure long-term battery contracts for all of our 

platforms, and believe that the progress we have made with our battery suppliers will help mitigate our battery 

supply constraints in 2022 and beyond. Although our Q3 revenue was constrained by chassis availability, battery 

and accessory component deliveries, we were able to help mitigate several other supply chain constrictions and 

sell 43 complete zero-emission vehicles. It is important to note that we have not lost any sales due to the supply 

chain delays, rather revenue is being pushed to future quarters. 

 

Moving to slide 12. Let me now provide an update on our manufacturing capacity expansion plans. Recall we 

signed a lease amendment in November 2020 for an additional 107,000 square feet at our Loveland, Colorado 

campus. This additional space will be used to expand our manufacturing square footage and provide additional 

space for our growing team. In October of this year, we completed the first phase of that facility expansion that 

increased our manufacturing space to over 100,000 square feet. The next phase of the expansion will deliver 

another 40,000 square feet of manufacturing space in the first half of 2022. 

 

We've been working in parallel on capital investments and other factory improvements to reduce the labor cost 

per unit and improve efficiency and reliability as we drive towards an expected factory capacity of up to 3,000 

vehicles and powertrain systems. We were able to expand this quickly with a light CapEx investment as we don't 

build vehicle bodies or interiors, which eliminates many of the higher costs and long-lead item capital spending 

items. 

 

Notably, we believe we can readily expand and add the additional square footage needed on our 1-million-

square-foot campus. And with our OEM customers' installation capacities, that allow us to support capacity for up 

to 20,000 powertrain systems and complete vehicles per year. We believe we are one of the very few companies 

in the US zero-emission commercial vehicle market with a fully operational factory. 

 

Our three years of experience building vehicles and powertrains in this factory and now our experience scaling it 

up has provided us with unique insights on manufacturing quality control and cost. And we believe we are now 

well positioned to reduce costs, increase automation and digitization and scale further. 

 

And now, I'll turn it to Kash to provide an overview of the order backlog, sales pipeline and key partnerships. 
 .....................................................................................................................................................................................................................................................................  
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Kash Sethi 
Chief Revenue Officer, Lightning eMotors, Inc. 

Thanks, Tim. I will begin on slide 14 to discuss our order backlog and sales pipeline. As of September 30, 2021, 

Lightning's order backlog included all-electric commercial vehicles, all-electric powertrain systems and charging 

systems for a total of 1,617 units, up 72% from the prior-year period and up 500% since the first quarter of 2020. 

To quantify that in dollars, that is $171.4 million versus $124.9 million in the prior-year period and up from $28 

million in the first quarter of 2020. The increase in backlog reflects robust demand for our all-electric trucks and 

buses, powertrain systems, charging infrastructure products and services, telematics, analytics and other related 

accessories. 

 

Our sales pipeline at the end of the third quarter was $1.32 billion, which represents more than 74% growth 

versus the prior-year period and up 800% since the first quarter of 2020. Our pipeline is diversified with more than 

238 deals in the works across several market segment. We expect the momentum to continue due to successful 

pilot deployments, validating our technology in the field and expanding sales team now engaging with a wider 

audience, new vehicle partnerships that unlock new market verticals for us in the commercial vehicle space, and 

favorable news at the state and federal level that suggests broad support for commercial fleet electrification. 

 

As Tim mentioned, we see significant upside potential in the wide variety of funding programs, including new 

programs funded by the Biden infrastructure bill, the Strengthening American Leadership in Clean Cars and 

Trucks Biden executive order and the Build Back Better bill currently before Congress. Given our reach into 

multiple market verticals within the commercial vehicle space and our proven record of deploying zero-emission 

vehicles instead of only making long-term product plans like several other EV companies, we believe we are 

uniquely positioned to capitalize on these programs, which will increase our order backlog and sales pipeline. 

 

Now, I would like to turn to slide 15 to provide an update on some of our strategic partnerships. Starting off with 

Forest River, we're pleased to announce that we are making steady progress on this partnership and agreement. 

We have already delivered the first batch of vehicles to Forest River and expect to deliver additional zero-

emission shuttle buses and vans by the end of the year. As a reminder, Forest River's bus division is North 

America's largest shuttle bus manufacturer and our agreement with them has a potential value of up to $850 

million or up to 7,500 fully electric powertrains, as well as charging products and services over the next 4.5 years. 

 

Forest River showcased their first Lightning eMotors-powered vehicles at the American Public Transportation 

Association Expo in Orlando last week, a testament to Forest River's commitment towards this partnership. 

 

During the third quarter, we also announced a strategic partnership and agreement with Collins Bus, a REV 

Group subsidiary and a leading US-based manufacturer of Type A school buses. This agreement includes an 

initial firm order commitment worth around $11 million to deploy over 100 all-electric Type A school buses across 

the US and Canada through the end of 2023. We're pleased to report that the first nine electrified school bus 

chassis have already been delivered to Collins. On slide 6 of the presentation, you can see some of these chassis 

when they were going down our production line. 

 

Given the recent momentum, funding from the infrastructure plan and focus on school bus electrification, we 

believe the potential here may be much larger than the announced minimum order commitments. We look forward 

to working with Collins to lead the school bus industry into a zero-emissions future. 

 

Next, we continue to be excited about our partnership with ABC Companies. As corporate campuses are 

expected to resume operations in the coming months, we believe we will see a strong demand for our motorcoach 

repower and passenger van offerings through ABC. 
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And with that, I'll turn it over to Teresa to provide an update on Lightning's financial results and outlook. 
 .....................................................................................................................................................................................................................................................................  

Teresa P. Covington 
Chief Financial Officer, Lightning eMotors, Inc. 

Thank you, Kash. I will now provide some commentary on our third quarter results, followed by our fourth quarter 

outlook. Beginning on slide 17, for the third quarter, we generated revenue of $6.3 million, which increased 65% 

from the year-ago period, driven by a 43% increase in vehicle sales. 

 

During the third quarter, Lightning sold a record 43 vehicles, compared to 30 vehicles in the prior-year period. 

Cost of goods sold in the third quarter was $7 million, compared to $3.9 million during the prior-year period, 

primarily due to an increase in revenues. As we ramp production and our revenues grow, we expect to generate 

operating leverage as we benefit from higher volumes, fixed cost leverage on labor and overhead, improved 

battery supply terms, and operational efficiency. 

 

The gross margin percentage was minus 12.6% in the third quarter, compared to minus 3.6% during the prior-

year period, primarily due to higher factory overhead and warranty expenses in the current period. SG&A in the 

third quarter was $9.3 million, compared to $2.8 million in the prior-year period, primarily due to higher 

administrative expenses related to being a public company. 

 

Research and development expense in the third quarter was $823,000, compared to $287,000 in the prior-year 

period, primarily due to higher engineering head count to advance the development and design of new vehicle 

platforms, refine and improve our production processes, perform product testing and enhance our in-house 

engineering capabilities. 

 

Operating expenses in the third quarter were $10.1 million, compared to $3 million in the prior-year period. The 

operating loss for the third quarter was $10.9 million, compared to $3.2 million in the prior-year period. The net 

loss during the third quarter was $49.5 million, compared to a net loss of $18.7 million during the prior-year 

period. The change in net loss was primarily due to a $31.8 million noncash change in the fair value of the 

earnout liability and a $5 million noncash change in the fair value of a derivative liability, as well as higher 

operating expenses and interest expense, partially offset by a gain on extinguishment of debt. 

 

The adjusted EBITDA loss for the third quarter was $9.3 million, compared to $2.8 million in the prior-year period. 

The change is primarily related to higher operating expenses in the current period. A reconciliation of net loss to 

the adjusted EBITDA can be found on slide 19. 

 

Turning to our balance sheet. Lightning ended the third quarter with $187.2 million in cash and cash equivalents. 

 

Please turn to slide 18. Moving to our outlook for the fourth quarter. As Tim noted earlier, we are pleased with the 

work we have done to strengthen our position on battery supply. And during the fourth quarter, we are 

transitioning to a new battery supplier on some of our products. Deliveries from the new supply agreement and 

our other efforts should help to mitigate the battery supply challenge in 2022 and beyond. 

 

Due to chassis – due to supply chain disruptions with our chassis and other component suppliers, over the course 

of the last 45 days, we have pushed out over 60 expected vehicle sales from the fourth quarter into 2022. We 

continue to experience supply chain challenges as we are reliant on a number of different suppliers for our 

components. Delays associated with any of these components may impact the timing of revenue. We have not 

experienced any order cancellations related to the pushout of this 60 expected vehicle sales. 
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Based on current business conditions, we expect for the quarter ending December 31, 2021, vehicle and 

powertrain system sales to be in the range of 40 to 60 units; revenues to be in the range of $4 million to $6 

million. Adjusted EBITDA loss to be in the range of $13 million to $15 million. 

 

As Tim mentioned earlier, we have a capital-light model for our manufacturing facility. We are continuing to focus 

most of our capital investments in three areas: one, manufacturing facility build-out and equipment to increase 

capacity and drive cost reductions and factory efficiency; two, additional sales demonstration vehicles to deploy at 

potential customers across the country to drive an increase in sales backlog and pipeline; and three, engineering 

and R&D equipment to support our existing and new products and services. Our full-year 2021 capital spending is 

expected to be in the range of $7 million to $8 million. 

 

Now, I turn it back over to Tim for closing remarks. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. 

Thank you, Teresa. In closing, while in the near term Lightning is experiencing the same supply chain headwinds 

as other companies in our space, we feel confident in our longer-term outlook, as evidenced by the continued 

growth in our product portfolio, order backlog and sales pipeline. 

 

Over the course of 2021, we have continued to invest in our organization to position ourselves to capitalize on the 

market opportunity and our leading market position. The closing of our business combination enabled us to make 

these investments and has increased our credibility in the market space. It has given us the necessary capital to 

invest in our people, products and processes. 

 

We've made significant improvements in our internal production controls, increased our production capacity and 

enhanced our testing and product quality procedures. We have doubled the number of our suppliers to reduce 

reliance on any single vendor for key components. Through these investments, we've continued to improve the 

quality of our products while also significantly reducing costs. 

 

We believe that Lightning stands out to our customers because of our ability to produce and deliver reliable 

products, which is a significant differentiator in our end markets. Further, we believe the opportunity for Lightning 

in the EV industry remains robust, with less than 1% of the US commercial vehicle population electrified today. 

We look forward to many years of strong growth ahead. 

 

I would like to finish by thanking all of our customers for their commitment to Lightning, our partners for their 

contributions to our company's success, and our shareholders for their continued support. I also want to give a 

special thank you to our employees who are working incredibly hard to navigate the current supply chain 

environment. 

 

And with that, thank you, everyone, and I appreciate your time today. I would like to ask the operator to open the 

line for questions. 
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QUESTION AND ANSWER SECTION 
 
 

Operator: Thank you. We'll now be conducting a question-and-answer session. [Operator Instructions] Our first 

question today is coming from Colin Rusch from Oppenheimer. Your line is now live. 
 .....................................................................................................................................................................................................................................................................  

Colin Rusch 
Analyst, Oppenheimer & Co., Inc. Q 
Thanks so much, guys. Can you talk or just give us an update on how many chassis you guys have on hand and 

how you're allocating those slots. I'd just love to understand that process. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Certainly, Colin, and great to hear from you again, always a pleasure to hear from you. Thank you for 

participating. We placed an order about a year ago for a large number of chassis and those have begun much 

later than expected, have begun to trickle in. I don't know exactly how many we have on-site today, but then we 

allocate those based on two things, both based on how quickly a customer wants them and then also, whether we 

have the additional components required for that particular platform. As you can imagine, a Class 3 platform has 

different components that may be more or less constrained from a Class 4. And so based on what else is 

available and what we can ship, the team looks at all of that and then decides what to ship and where to ship it to. 

So, it is a complex internal algorithm with a lot of people actively looking at it and will continue to be for the 

foreseeable future, given all the complexities. 
 .....................................................................................................................................................................................................................................................................  

Colin Rusch 
Analyst, Oppenheimer & Co., Inc. Q 
That's really helpful. And then it's good to see that – the pipeline continuing to grow. But we've seen the backlog 

continued to be flat here for several quarters. And I guess I'd love to understand the dynamic around the 

conversion of pipeline into backlog and what you guys are looking for and – moving that process along. 

Obviously, there's a lot of uncertainties out there and some of those conversions may take a little bit of time, but 

just would love to understand what the sticking points have been and what folks are looking for to actually place 

those orders and turn them into POs. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Kash, can you respond to Colin's question. 
 .....................................................................................................................................................................................................................................................................  

Kash Sethi 
Chief Revenue Officer, Lightning eMotors, Inc. A 
Yeah, absolutely. So, Colin, I mean, there are several factors behind that. Generally speaking, we're seeing a lot 

of demand for our product, market engagements, high number of leads coming in, number of new opportunities 

[ph] we've been creating is (00:23:25) very robust. A lot of the new agreements we announced recently, especially 

the Forest River agreement, which has the potential of up to $850 million, all of that has not trickled into our 

backlog yet. We've signed those foundational agreements. We're working with customers like those to identify 

exactly what products they need and when. So there is a bit of a lag between us finding these foundational 

agreements and working with those customers, their dealer networks and end customers, airports, transit 
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agencies, parking authorities to identify the exact specification and quantities, and then having those become firm 

purchase orders. So over the next quarters, you will see that activity happen. 
 .....................................................................................................................................................................................................................................................................  

Colin Rusch 
Analyst, Oppenheimer & Co., Inc. Q 
Perfect. [indiscernible] (00:24:10) 
 .....................................................................................................................................................................................................................................................................  

Kash Sethi 
Chief Revenue Officer, Lightning eMotors, Inc. A 
Also – go ahead. Go ahead. Well, I think that covered it, and I was just going to add that generally speaking, we – 

it's not linear, the commercial vehicle market, especially because we're in so many different market verticals, each 

market vertical has its own nuances of how soon customers move from one sales stage to another. So it's not 

quite linear. We're making a lot of progress and you'll see the impact over the next few quarters. But broadly 

speaking, our backlog is very, very healthy today. 
 .....................................................................................................................................................................................................................................................................  

Colin Rusch 
Analyst, Oppenheimer & Co., Inc. Q 
Perfect. That's exactly what I needed. Thanks so much. 
 .....................................................................................................................................................................................................................................................................  

 

Operator: Thank you. Our next question today is coming from Mike Shlisky from D.A. Davidson. Your line is now 

live. 
 .....................................................................................................................................................................................................................................................................  

Michael Shlisky 
Analyst, D.A. Davidson & Co. Q 
Hey, guys. Good afternoon. So your outlook for Q4 has, let's say, call it, $1 million or so, $1 million change lower 

on revenues, but about $5 million lower on the adjusted EBITDA line compared to the third quarter. [ph] And just a 

little bit (00:25:05) of color on some of the puts and takes there as to how that – how those numbers end up being 

your forecast. Is there an SG&A or some other costs that we're not thinking about here? 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Yes. I think – and I'll let Teresa augment my answer here on this as well, but Q4, as you can imagine, when you 

have this much movement on an almost hourly basis on, to Colin's question, which chassis are you prioritizing 

and what do you have components for and do you have all the components? And as we've heard several other of 

our peers say, even if all you're missing is a one little battery connector, you still aren't shipping a vehicle. And the 

challenge with that is it makes it difficult to predict mix. 

 

And so, as you can imagine, some of our products that are on Generation 3 or Generation 4 where they're more 

mature, our mix is better and we generally will make better margin on those than we will certain other of our 

products. So part of it is a changing mix and that will level out over time as each of the products get to maturity. 

And then, part of it is also how much we ship. As you can imagine, as factory overhead and absorption are lower, 

if you don't hit the – absorb it all or use it all, you're going to have a lower EBITDA for that quarter than was 

predicted. Teresa, did I catch that accurately? 
 .....................................................................................................................................................................................................................................................................  

Teresa P. Covington 
Chief Financial Officer, Lightning eMotors, Inc. A 
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Yes. Yes, Tim. Mike, the other thing is, the primary driver on the higher adjusted EBITDA loss is the expectation 

of higher operating expenses in the fourth quarter, both on the R&D side, as well as SG&A. 
 .....................................................................................................................................................................................................................................................................  

Michael Shlisky 
Analyst, D.A. Davidson & Co. Q 
Okay. If you could just look forward to 2022 just briefly here, if you would, you've got quite a bit of growth in your 

projections out there from the past on how things might turn out in 2022. Let's just say on, like, the 1st of January, 

where all the supply chain issues kind of went away, it probably won't, but if that were the case, do you have the 

backlog, do you have the agreements with Forest River and the appropriate quantities from Forest River and 

Collins and so forth, is there enough units that you think you could sell in 2022 if you just had all the chassis that 

you needed at this point to hit your forecast? 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Yeah, it's a very interesting question, Mike. Yeah. And you and I, I like the fact that we've been carrying on this 

dialogue for a while. So I like the question and where the dialogue goes. And I always – as an optimist, I'm always 

excited to look out at what could the best possible outcome be. And so, it's always interesting to look out and say, 

hey, if we didn't have all these constraints, do we – I think your question is how much back – do we have enough 

backlog that – and enough orders and demand to fill, and the answer is yes. 

 

But I will say, sadly, I don't think the – especially the supply – the chassis supply chain we've been told from Ford 

and GM and others that it is going to continue to be constrained well into 2022. So consequently, that's not what 

we're forecasting, but in terms of demand and backlog, we definitely have the demand and backlog to keep us 

very busy in 2022. 
 .....................................................................................................................................................................................................................................................................  

Michael Shlisky 
Analyst, D.A. Davidson & Co. Q 
Okay. [ph] I'm not big on these heavy vehicles (00:28:24), but I had to throw it out there. I want to ask one more if 

I could. Your first Lightning eChassis you're looking to ship in 2022. Is that going to be a revenue-producing event 

or just a test vehicle? [ph] Could you give us (00:28:41) kind of a feel for the types of customers that are currently 

interested in that particular product. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Yeah, certainly, Mike. The Lightning eChassis will be a, and is intended to be a essential cab-chassis and so it'll 

serve a cab-chassis need, so people like Forest River and Collins both today buy cab-chassis from Ford and GM, 

and then it will also provide us a product for the step van environment. So two different product places. You've got 

folks like Freightliner and Ford who provide step van chassis, so it will be a competitor to both of those products. 

 

The unique part of it is because we make this chassis without a transmission where many of the transmission chip 

constraints exist today, we won't be constrained in the same way that the legacy OEMs are constrained shipping 

chassis. So we do expect to have chassis to be able to ship. Right now, our plan is still in 2022 to both put the 

first, what I'll call, demonstration. So many times, demonstration could be revenue, but revenue or non-revenue, 

but early production chassis out, as well as later in the year, full production chassis that are revenue product. 

 

So we are moving quickly. It is a product that isn't – doesn't have a lot of technology hurdle. So that's why we can 

move at the pace we can move. And it also is not supply chain constrained on the traditional things that have 
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everyone else supply chain constrained today. So we're optimistic about it, but there is still ongoing development 

work here. 
 .....................................................................................................................................................................................................................................................................  

Michael Shlisky 
Analyst, D.A. Davidson & Co. Q 
Okay. Thank you. I will leave it there. Appreciate it. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Thank you, Mike. 
 .....................................................................................................................................................................................................................................................................  

 

Operator: Thank you. [Operator Instructions] Our next question is coming from Steven Fox from Fox Advisors. 

Your line is now live. 
 .....................................................................................................................................................................................................................................................................  

Steven B. Fox 
Analyst, Fox Advisors LLC Q 
Hi. Good afternoon. Couple of questions for me if I could. First of all, within the sales pipeline, you mentioned 238 

deals in the work, which sounds like a massive number for a company your size, and you just had a couple of 

foundational wins in the last 90 days. So can you maybe give us a little bit of color on how you're managing 

expectations around those given supply chain and maybe what kind of deals you're working on that we wouldn't 

have thought of or how it sort of fills out across the breadth of the niches that you're serving. And then I had a 

follow-up. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Thank you, Steven. Great to hear from you, as always. So I'll let – ask Kash if he will give you his insights. 
 .....................................................................................................................................................................................................................................................................  

Kash Sethi 
Chief Revenue Officer, Lightning eMotors, Inc. A 
Yeah, absolutely. So, we – our sales team is small but it's growing very quickly today. We get a lot of inbound 

requests, so we don't quite have to go door-to-door to create those opportunities. There is enough interest in the 

marketplace. And thanks to some of our market-leading partners, they have a lot of brand reputation and dealer 

networks that bring deals to us. So we haven't had to do a lot of hard work to create these 238 deals. Some of 

these deals are for 5 to 10 vehicles. Some of them are for 50 to 100 vehicles. So it's a very wide variety of deals 

mixed in there. 

 

It's easy to manage so far in terms of engaging with the customers. Most of our customers want to actually try our 

vehicle. There's many EV companies out there with fancy websites and brochures but not a lot of real product. 

We have a lot of real products. So we take every opportunity to put our customers behind the steering wheel and 

get them to experience the technology. So that's an important part of the sales process. We are doing the heavy 

lifting there. 

 

In terms of managing lead times, I mean, our customers get it. On the ICE – on the commercial vehicles as well, 

lead times have gone out to 6, 8 and 12 months. So we're planning with our customers when do they need the 

vehicles. Some of them need them in three months. And over the last few months, we have delivered vehicles 

from PO to delivery within a matter of two to three months. 
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Some customers have a 10- to 12-month planning cycle. Some of them would like the vehicles as soon as 

possible, but their charging infrastructure is not going to be ready at the depot. That's where our Lightning Energy 

division steps in and helps plan it out. So we have a team – besides our sales team, we have a team of technical 

account managers. We've worked with our customers to design their project, put [ph] a Gantt chart (00:33:04) 

together and make sure their vehicles and chargers arrive at the same time. 

 

There's a couple of situations where we're actually able to offer quicker lead time than what they would get from 

Ford or GM with some of the legacy traditional OEMs. So, so far, it has not been hard for us to manage, and I 

expect that number of deals to grow in the coming quarters as our sales team grows in-house and all of our 

partners and their dealer networks activate around the country. 
 .....................................................................................................................................................................................................................................................................  

Steven B. Fox 
Analyst, Fox Advisors LLC Q 
Great. That's really helpful color. I appreciate that. And then as a follow-up, just back to the supply chain a little 

bit. So, I mean, basically, you're talking about pushing out vehicle demand that's equal to the amount you think 

you could ship in this quarter. I know it's hard to predict, Tim, but can you give us a sense for qualitatively a 

recovery. You just mentioned that chassis could take a while to come back, but you're also gaining purchasing 

power, I imagine, with Forest River. So, like, how do we think about just – it's obviously not going to be a straight 

line, but can you give us a sense for what you think about the recovery now 90 days since you last reported in 

terms of supply chain recovery. 
 .....................................................................................................................................................................................................................................................................  

Timothy Reeser 
Co-Founder, Chief Executive Officer & Director, Lightning eMotors, Inc. A 
Yeah. So one of the things, and I appreciate it very much, Steven, that is accurate is we're working, as we say 

here, to control the controllables. And there are some things we can control. So we're adding significant team 

members to our global supply chain group to be able to work on more supply chain agreements. We're adding a 

lot of engineers in R&D, which a part of what that team does is validate new components and new products to 

give us more optionality so that if one product isn't available, we have another product that we can fold right in. 

And that takes work because you have to design new brackets and new wire harnesses and new software to 

support each different component. So we have – are successfully, I think, adding the people to control the 

controllables. 

 

The other part we're adding is the systems to control the controllables. So both on ERP and MES systems, really 

enhancing what we're doing on that front so that we have more front-end forward knowledge of what isn't coming 

or what hasn't come and what is coming, and that can populate throughout the environment and throughout the 

company so that we can more quickly mitigate or resolve those issues as they come up. 

 

And then thirdly, as you alluded to, as we go out and move from buying in very small quantities, sometimes just 

kind of on the shelf, so to speak. Now today, as we've announced, some with battery manufacturers like Proterra, 

we're putting in place long-term supply agreements and we're putting in place larger-volume supply agreements. 

And the combination of those two gives us a lot more leverage and a lot more priority and a lot more visibility with 

some of the supply chains. So we do expect all of those things to improve our position, but it won't totally mitigate 

the macro economy that if some of these folks just don't have anything to ship, no matter how high up in the 

priority we are, we still aren't going to get a chassis or whatever needs to come. 

 

So the other challenge, of course, is you really – to ship a vehicle, you have to have all of it. So even as we walk 

through and mitigate, really work on these long-term agreements with the top 20 or 30 suppliers, until you get to 
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the bottom 20 or 30 suppliers, you still don't guarantee that you're going to be shipping vehicles on a more regular 

and predictable basis. 

 

So from my perspective, we expect kind of the main one that's difficult, which is chassis, to continue to be 

constrained. And what we're hearing from the legacy OEM players like Ford and GM and Hino and Isuzu is that 

they expect to remain constrained, not zero, but constrained through the first half of this year, and then to begin to 

see improvement in the second half of this year. I heard one of the OEMs tell one of our customers the other day 

they're expecting 2021 and 2022 to look similar but asymmetric in – reverse symmetric in terms of first half and 

second half of the year. So, we are making improvements in what we control, but still being very careful about 

expectations and planning around the things we can't control. 
 .....................................................................................................................................................................................................................................................................  

Steven B. Fox 
Analyst, Fox Advisors LLC Q 
Great. I appreciate all that color. Thank you. 
 .....................................................................................................................................................................................................................................................................  

 

Operator: Thank you. I am not showing another question in the queue. This will conclude the question-and-

answer session for today. You may now disconnect your lines. Thank you and have a great rest of your day. 
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