FLYDOG

A' PERSPECTIVE FROM AN SME




'THE ENTRY BARRIER FOR A NELCOMPANY IS HIGH

IT IS DIFFICULT TO INCLUDE VC INVESTMENTS

(GROWTH IS SLOW AND 0RGAN|C)
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HOW FLYDOG HAS INTRODUCED NEW PRODUCTS TO THE MAKRET:

CUSTOMER NEEDS A NEW/CUSTOM SOLUTION
i

TENDER IS PUBLISHED FOR BUYING A READY-MADE PRODUCT NOT
DEVELOPMENT

MATURING IS DONE DURING THE FOLLOWING YEARS



WHAT WE NEED TO KNOW:

WHAT ARE THE NEW PRODUCTS THAT THE MARKET NEEDS?
CAN THEY BE SOLD AT A BIGGER SCALE?

CAN THEY BE SOLD AT A LONGER SCALE?

-l

200m 660 ft

1000m 3300 ft

2000m 6600 ft

4000m 13 200 ft

6000m 19 700 ft



IN-SITU MONITORING HAS NEVER BEEN AS AFFORDABLE AS NOW
YET IT IS NOT USED TO ITS FULL POTENTIAL

WE SEE THAT SCIENTISTS ALONE DO NOT HAVE ENOUGH RESOURCES TO MAKE
MORE MONITORING

INVOLVING PRIVATE COMPANIES AND THE COMMUNITY MIGHT HELP




