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Dear Shareholder, 

 

  

“Overnight Success” – The Potential 

You might be familiar with the saying “it takes a long time to become an overnight success”. It 

can be applied historically to many of the world’s great firms and their technologies, and equally 

applied to industry revolutions such as internet, software, and digital technologies.  

Now all the signs are pointing to it being renewable energy industry’s turn, and its closely related 

transport industry. And if that’s the case then MDI is ideally placed to also achieve its “overnight 

success”. Energy and transport revolutions are particularly interesting as the above technology 

industries interact to make the impact even greater.  

Let’s consider the credibility of this, the implications for our Air Future Group, the timelines, events, 

and implications. 

 

Timelines For Success 

Contrary to the historic “long time”, the above can now be projected into four periods – 1, 3 & 5 

years, and beyond. You might also be familiar with the mid point of three years, as it is the year 

2020 – a year by which much is predicted to happen. For example the Paris Climate Accord has 

set key targets for 2020. Governments have complied by setting their renewable targets. So have 

many corporations set their targets. Giant companies are set to launch autonomous vehicles. And 

for MDI this all means more and more parallel product markets.  

Similarly MDI has its 2020 three-year targets. Dr Tim Leverton, President and Head of Advanced 

and Project Engineering, Tata Motors, has publicly announced that Indian Tata Motors will 

industrialise the MDI vehicle technology in India by 2020. This has huge implications for MDI in 

both credibility and markets globally. Veolia, another MDI partner, is delighted with the MDI 

technology and has now obtained road certification in France for its joint MDI developments. 

Again a huge credibility, as this opportunity will be fully industrialised by MDI.  And the list goes 

on, both with MDI industrialising partners, but also with their global commercialisation rollout – in 

which we are key.  

Events though are developing much faster than 2020. Well within the three year timeline MDI will 

have multiple vehicle models, both consumer and commercial. Their focus in both is to fill the 

large electric vehicle price gap, as presently for most people electric vehicles simply aren’t worth 

the cost. Additionally, and affordably, MDI vehicles will have the mode 2 and 3 engines creating 

great efficiencies, and via their hybrid capability overcome the current concern of battery 

recharging frequency on a trip. But the energy industry and our energy products and applications 

are the really big leap forward for MDI.  

 



Energy Storage is MDI’s Ace Card 

In renewable energy, solar and wind are intermittent, and whether they exist centrally or 

decentrally, they need storage to be effective and commercial. And currently that means chemical 

batteries, which need huge improvements to fulfil these needs – some would say three to fivefold 

plus improvement. And that’s unlikely, certainly short to medium term. The results are subsidies 

globally, and lack of market take up. MDI storage has none of the shortcomings, and is readily 

affordable. Firstly with the 7kW engine MDI AirPower package, and then the 60kW.  

And here’s the great news – the MDI “compressed air battery” market is already established: it’s 

everywhere you could use a battery, which is everywhere. All we need to do is differentiate our 

advantages relative to chemical batteries, and that’s not hard. The markets are automatically 

there. The path therefore is to establish our awareness and credibility as a practical alternative. 

And that’s already underway. Already we saw in late 2016 in New York the United Nations 

Secretary General Ban Ki-Moon, representing UN-DESA (United Nations Economic and Social 

Affairs), in a photo with MDI CEO Cyril Nègre after awarding MDI the UN “Powering The Future 

We Want” Certificate Award. The door is now open for UN support and joint projects.  

So the light at the end of the long tunnel to becoming an “overnight success” is shining ever 

brighter for MDI, and with timeframes spanning 1, 3, 5 years and beyond. Now how does that 

affect our Air Future Group (Air Future Limited, Air Volution Limited, and shortly Air To Energy) 

shareholders? Well, very favourably.  

 

Air Future Group Timeline 

AFL has established two operating companies, one in energy and one in transport, as cornerstone 

investors and customers are often one or the other. AFL effectively is then both. Collectively we 

refer to the companies as Air Future Group (AFG). AFG and MDI are interwoven and should be 

thought of as a partnership – be it a licensing one. The best way to look at it is that MDI are 

research and development, and also via its corporate partners and licensees MDI is 

industrialisation, but we are commercialisation. And we do so regionally, although MDI has 

enabled us further global development potential as well.  

AFG will largely track MDI in our development, with two exceptions. Firstly we need to actually 

secure the markets. And secondly we need to establish the distributed manufacturing factories, 

unless we import versus local manufacture. You might recall late 2016 we used a Crowdfunding 

platform to provide the regulatory framework enabling us to seek additional funding from existing 

shareholders. Whilst we didn’t raise the amount desired we did raise $280,000. We prioritised the 

working capital towards the key tasks of a detailed assessment of our markets for both energy 

and transport, the development needs for products to suit a range of applications, and via the MDI 

visit, a coordination across projects to tailor products and timelines specifically to the Australasian 

market.  

In addition we also identified global opportunities especially for our AFG, based largely on the 

great relationship the Board has built with the MDI family over many years. This is further evident 

from concessions for the first factory, and a level of exclusivity and security that goes beyond the 

standard MDI licenses, which in essence have been factory rather than region based. We now 

have the best of all worlds. And based on the above work and developments, and your assistance 

with the late 2016 funding, we are now able to progress and achieve our own 1,3, 5 years and 

beyond milestones. The following provides some of the highlights of that.   

 

 



AFG Milestones 1, 3, 5 Years and Beyond 

There are simply too many milestones to address in this newsletter, so we will expand more at 

the 2017 AGM. Following are a range of bullet points as examples and highlights, and hopefully 

these will promote your questions, thoughts, and feedback or suggestions.  

The following are not in any particular order. We have not placed timelines against them in this 

newsletter as the points are too generic, but we do so in our own business plan.  

 

 Structure: Optimum structure relates to shareholders, investors, customers, regulation, 
returns and risk. AFL sits on top of the two operating companies AVL (transport) and ATE 
(energy). Each factory sits below these, separately incorporated for limited liability. 
Factories will generally be a joint venture based on investors, regions, and regulations. 
Earnings feed up the chain from sales and revenue, and might be dividends or royalties. 
Wealth creation initially will be via capital appreciation (via valuation), and ultimately via a 
liquidity providing event (see below) 
 

 Funding: Shareholders to date have provided funding which, along with management and 
Boards, have generated today’s business. Whilst much of the business is about 
capitalising on the opportunity, it has a value today reflecting its position. To execute the 
opportunity and create shareholder value the AFG will need capital, both for working 
capital, market development, product application tailoring, sales and production. That 
funding can happen at the various levels of AFG. Funding dilutes either equity or dividends, 
but increases wealth. So the net effect creates shareholder wealth. Immediate focus is on 
working capital. Current focus is on public funding.  

 

 Financials: Financials are largely modular. The basic module is a factory run to break 
even on sales/cost. The factory then expands, which for cars takes it to 1,000, then 2,000, 
then capacity 5,300. For energy Airpower units the factory capacity is 15,000 units. Each 
vehicle model requires its own factory, but the energy factory is common. Projections 
based on production numbers show the factories to have a high and attractive profit 
margin. So it’s all about sales, as the business runs very profitably. The factories then 
aggregate up the line, from factories to AVL and ATE, up to AFG. They do that via cash 
flow and valuation.  
 

 Valuation: We seek to add shareholder value, at least on paper, as we or MDI achieve 
milestones. Valuation for earlier stage pre revenue is tricky, but even trickier when we have 
a partner MDI who’s been around for a long time and does have revenue. So we look at a 
combination of profit projections, the goodwill in our balance sheet, and our markets and 
industry. We also try to look at comparables, but that’s quite hard.  

 

 Liquidity: Above we mentioned “on paper”. Shares in private companies have limited 
market. Whilst we will try and assist to make a market, the real market will come from what 
we call a liquidity event. A public listing is an example of such an event. Public listing can 
not only provide liquidity but also provide an immediate and automatic lift in valuation. 
There are many goals for listing (e.g. raising capital, liquidity, valuation), but if the goal is 
to maximise value, then the timing is quite key. 

 

 Markets & Sales: We recently completed a 30-page analysis of our markets. Our focus 
now is on distributors who are specialist in each of these markets. Whilst we can sell via 
retailing, to access our mass markets we will generally wholesale and use specialist market 



distributors. Whilst this creates an extra cost to sales, it also substantially increases 
volume, and our markets are huge and very diverse.  

 

 Manufacture & Productions: The MDI distributed manufacture is a major element of its 
intellectual property. We consider factories a bit like a product. They are modular (meaning 
you can match their expansion to sales), and they are “turnkey” (meaning MDI provides all 
the requirements, and factories are all the same). The benefits include political and 
employment, control over one’s destiny, and savings over centralised factory costs and 
delivery. We will still use global buying power via MDI, and if it’s overall beneficial to bring 
anything in from overseas we can do that.  

 

 Global: A relatively new development is our ability to develop globally in conjunction with 
MDI. How that can work is that we identify a country or region of preference, build 
relationships with local government and potential partners, obtain exclusivity from MDI, 
deploy pilots, establish markets, and implement a joint venture. An example is Ghana in 
Africa where in 2018 we are looking to do energy storage pilots in the Volta Lake area, in 
conjunction with the Government and possibly the United Nations. Shareholders should 
be very aware that this is not a distraction from the Australasian region, but a separate 
business activity, and will add value back here through credibility, experience, and 
implementation in the islands of our region.  

 

 Applications: Whereas for MDI their transport vehicle products and customers have a 
straightforward relationship, the same cannot be said for energy. In the latter products are 
more tailored to situations. It might be home solar, or regional wind, or business or 
industrial, or utility, etc. This is both an opportunity and a challenge, just as it is for all the 
industry. However, with our unique ability to scale economically, this can prove to be a 
huge advantage. We can tailor to environments, for example remote off grid, that chemical 
batteries can’t readily do due to maintenance and cost. 

 

 MDI: It should be apparent by now how essential and close is our AFG/MDI relationship in 
the future of both businesses. Following our visit to MDI in France in January we have now 
implemented a number of strategic projects together. An example is the tailoring of energy 
home storage applications, and the interconnectivity with energy’s digital developments. 
Vehicle autonomy is another area of exploration, and there are many more – both 
technically and commercially.  

 

 Timeline: In conclusion we are now fully in execution mode, developing funding, markets, 
applications, and readying for sales and manufacture. Over the 1,3,5 year timeline we are 
very clear on our milestones. We appreciate that in the long buildup over the years there 
was a lot of waiting, and sometimes faith might be tested. And delays were the norm as 
developments took a long time. We hope that over 2017 and 2018 you will experience 
some of the excitement that waiting has earned as the execution and milestones gather 
pace. And in doing so we welcome your feedback, thoughts and questions.  

  

John Mennega, CEO AVL 
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