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PART I
FORWARD-LOOKING STATEMENTS AND MARKET DATA

This annual report on Form 10-K contains forward-looking statements within the meaning of Section 21E of the
Securities Exchange Act of 1934, as amended (Exchange Act). All statements other than statements of historical
fact contained in this annual report, including statements regarding our future operating results, financial position
and cash flows, our business strategy and plans, and our objectives for future operations, are forward-looking
statements. These statements involve known and unknown risks, uncertainties and other important factors that may
cause our actual results, performance or achievements to be materially different from any future results,
performance or achievements expressed or implied by the forward-looking statements. This annual report on Form
10-K also contains estimates and other statistical data made by independent parties and by us relating to market
size and growth and other data about our industry. This data involves a number of assumptions and limitations, and
you are cautioned not to give undue weight to such estimates. In addition, projections, assumptions and estimates
of our future performance and the future performance of the markets in which we operate are necessarily subject to
a high degree of uncertainty and risk. In some cases, you can identify forward-looking statements by terms such as
“may,” “will,” “would,” “could,” “should,” “expect,” “plan,” “anticipate,” “intend,” “target,” “project,” “contemplate,”
“believe,” “estimate,” “predict,” “potential” or “continue” or the negative of these terms or other similar expressions.
The forward-looking statements in this annual report are only predictions. We have based these forward-looking
statements largely on our current expectations and projections about future events and financial trends that we
believe may affect our financial condition, operating results, business strategy, short-term and long-term business
operations and objectives. These forward-looking statements speak only as of the date of this annual report and
are subject to a number of risks, uncertainties and assumptions, including those described in Part I, Item 1A, “Risk
Factors.” The events and circumstances reflected in our forward-looking statements may not be achieved or occur
and actual results could differ materially from those projected in the forward-looking statements. Moreover, we
operate in a very competitive and rapidly changing environment. New risk factors and uncertainties may emerge
from time to time, and it is not possible for management to predict all risk factors and uncertainties. Except as
required by applicable law, we do not plan to publicly update or revise any forward-looking statements contained
herein, whether as a result of any new information, future events, changed circumstances or otherwise. All forward-
looking statements are qualified in their entirety by this cautionary statement, which is made under the safe harbor
provisions of the Private Securities Litigation Reform Act of 1995.

Airgain, the Airgain logo, and other trademarks or service marks of Airgain appearing in this annual report are the
property of Airgain, Inc. This annual report also includes trademarks, tradenames and service marks that are the
property of other organizations. Solely for convenience, trademarks and tradenames referred to in this annual
report appear without the ® and ™ symbols, but those references are not intended to indicate, in any way, that we
will not assert, to the fullest extent under applicable law, our rights, or that the applicable owner will not assert its
rights, to these trademarks and tradenames.

References to “Airgain, Inc.,” “Airgain,” the “Company,” “we,” “our” and “us” include Airgain, Inc. and our wholly-
owned subsidiaries.
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ITEM 1. BUSINESS

Overview
Headquartered in San Diego, California, Airgain, Inc. (NASDAQ: AIRG) is a leading provider of advanced wireless
connectivity solutions. We are focused on delivering high-performance, cost-effective, and energy-efficient wireless
solutions that enable rapid market deployment. Our mission is to connect the world through integrated, innovative,
and optimized wireless solutions. Our diverse product portfolio serves three primary markets: enterprise,
automotive, and consumer. While historically recognized for high-performance radio frequency (RF) components,
Airgain is increasingly delivering integrated, system-level connectivity solutions that combine hardware, software
and cloud management.

Our enterprise products include Smart Network Controlled Cellular Repeaters (Smart NCRs), embedded cellular
modems, asset tracking solutions, and antennas for access points and Internet of Things (IoT) applications. Our
automotive products include our second-generation AirgainConnect® Fleet system solution, a low-profile, roof-
mounted, all-in-one 5G vehicle gateway and our aftermarket antennas. Our consumer products include embedded
antennas for consumer access points, wireless gateways, and fixed wireless access (FWA) devices.

We have a rich history of providing RF expertise, services, and solutions to telecommunications operators and
major original equipment manufacturers (OEMs). We leverage our RF and systems experience, and our Mobile
Network Operator (MNO) and Multiple Service Operator (MSO) relationships to deliver complex and differentiated
system solutions.

Our competitive advantage stems from our integrated approach: Combining RF design expertise, embedded
software and firmware capabilities, cloud-based device management platforms, and carrier specifications to deliver
complete connectivity solutions. This systems-level approach may increase barriers to entry and enable recurring
revenue opportunities through software subscriptions, cloud services, and ongoing support contracts – specifically
with our AirgainConnect Cloud platform and our Lighthouse remote management capabilities.

We use an outsource manufacturing model for our products while maintaining oversight for quality, test, and
delivery timeline. Additionally, we uphold an intellectual property strategy that includes patent and trademark filings
in multiple jurisdictions.

Products and Solutions

Enterprise

The enterprise market demands reliable wireless access across diverse settings, including smart cities, campuses,
stadiums, transportation hubs, utilities, buildings, and suburban developments.

Our Lighthouse platform is a carrier-grade, high-power 5G smart repeater designed to extend coverage and offload
capacity for mobile network operators and system integrators. It can be deployed both outdoors and as an in-
building solution, including advanced features such as carrier aggregation, automatic gain control, echo
cancellation, TDD synchronization, firmware-over-the-air (FOTA) updates, and remote management capabilities.
Lighthouse supports rapid deployment and does not require wired backhaul, offering a cost-effective alternative to
small cells and Distributed Antenna Systems (DAS) for coverage enhancement. In September 2025, Lighthouse
obtained FCC certification, enabling U.S. deployments, and, in December 2025, we signed our first partnership
agreement with a U.S. system integrator. We continue to make progress with multiple trials, including one with a
Tier-1 U.S. mobile network operator, and we are working with select partners toward potential deployments
beginning in early 2026, subject to customer procurement decisions and deployment readiness. System-integrator
and carrier sales cycles are multi-quarter by nature, and trials and certifications are necessary but not sufficient for
volume deployments. Adoption timelines are influenced by customer procurement cycles and broader carrier
deployment priorities.

Our NimbeLink embedded modems serve numerous enterprise IoT sectors that require cellular connectivity,
including packaging, logistics, EV charging, smart buildings, agriculture, and self-service innovations. These
patented and end-device certified NimbeLink cellular modems minimize the need for additional OEM end-customer
carrier certifications. In 2025, we launched our NimbeLink Skywire Cat 1 bis embedded modem, expanding our
portfolio of certified end-devices for industrial IoT solutions.

Our asset tracking solutions are deployed across transportation, supply chain, and other specialized industry
applications. In 2025, we expanded our product line with first customer shipments of AT-Flight solution, an in-flight
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certified asset tracker with integrated artificial intelligence that enables full journey tracking. AT-Flight targets the
healthcare and life sciences markets and uses artificial intelligence to automatically detect a flight event and
activate airplane mode compliance with FAA regulations, eliminating the need for manual intervention. In addition to
hardware, our asset tracking solution includes a recurring revenue component, our subscription-based NLink cloud-
based device enablement platform, that enables deployment and integration with enterprise systems via open
application programming interfaces (APIs).

Our enterprise IoT and machine-to-machine (M2M) antennas are extensively deployed in diverse systems,
products, and applications, including access points, gateways, FWA devices and utility meters.

Automotive

In the automotive market, our products are deployed in a wide range of vehicles in the fleet and aftermarket
applications, supporting a variety of technologies that include 5G, LTE, Wi-Fi, LPWAN, GNSS, and Bluetooth. Fleet
and aftermarket products in the automotive market typically consist of applications where vehicular wireless routers
are paired with external antenna systems to provide connectivity to mobile assets.

In the third quarter of 2024, we completed the first commercial deployment of our second generation
AirgainConnect® Fleet (AC-Fleet) system solution - a low profile, roof-mounted, all-in-one 5G vehicle gateway that
provides 4G/5G cellular connectivity with built-in multi-profile eSIM, GNSS, Wi-Fi, and gigabit Ethernet router
functionalities. At only two inches tall, AC-Fleet offers flexible deployment across multiple markets including public
safety, transportation, transit, public and private fleets, and passenger and heavy vehicles. In October 2024, AC-
Fleet obtained T-Mobile and AT&T commercial certifications, as well as regulatory approval from the FCC, IC and
industry accreditation from the PTCRB. In April 2025, we obtained Verizon commercial certification for
AirgainConnect® Fleet. We achieved AT&T FirstNet Trusted™ certification, in May 2025, and T-Mobile T-Priority
certification, in October 2025, for AirgainConnect® Fleet which provide prioritized connectivity for first responders
on their nationwide 5G networks. While certifications and trials are required prerequisites for mission-critical
deployments with public safety agencies and utilities, deployment scale and timing are dependent on customer
funding availability, fleet size, operational readiness and procurement cycles. We are continuing multi-carrier
software harmonization to support volume scale-up across carrier networks.

Our AC-Fleet platform exemplifies our systems approach: The hardware gateway is complemented by
AirgainConnect Cloud, a comprehensive device management and analytics platform delivered via customer
subscription. This recurring revenue model includes remote access, eSIM profile control, over-the-air updates,
technical support, advanced analytics, and extended warranty, creating ongoing customer relationships beyond the
initial hardware sale. AC-Fleet subscriptions support more predictable revenue streams while providing customers
with ongoing value through feature enhancements and security updates.

We also offer a full line of external fleet antennas that are designed to be rugged, reliable, and flexible to meet
almost any need. We design our products for performance, quality, and long product life, and our antennas connect
to almost any vehicular router or modem. These antennas include high-performance and low-profile versions that
mount on the roof, trunk, windshield, or dashboard and are optimized for 5G, 4G, Wi-Fi, and GNSS.

Consumer

The consumer market represents a vast audience utilizing wireless-enabled devices. Our embedded antennas are
deployed in various consumer applications including access points, wireless gateways, FWA devices, Wi-Fi routers
and extenders, and smart home devices. These consumer products support a variety of technologies, products and
services, including 4G/LTE, 5G, Wi-Fi, Bluetooth, LPWAN and Global Navigation Satellite System (GNSS).

We offer a differentiated full-systems approach in this market, partnering with manufacturers to optimize product
performance, industrial design, manufacturability, and cost. Additionally, we collaborate closely with MSOs & MNOs
to carry out system level performance characterization and accelerate market launches to their end customers. In
2024, we were awarded multi-million-dollar deals with tier one MSOs for Wi-Fi 7 antenna solutions. In November
2025, we secured a design win with a leading global Customer Premises Equipment (CPE) manufacturer for a
next-generation Wi-Fi 7 fiber broadband gateway under development for a major North American broadband
operator. These design wins underscore our leadership in embedded antenna technology and our ability to deliver
high-performance solutions for next-generation connectivity. We are currently engaged in multiple development
programs for Wi-Fi 7 and 5G technologies, as well as joint efforts with leading ODM partners on early Wi-Fi 8
platform designs.
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Growth Strategy
Airgain is a leader in wireless connectivity solutions, dedicated to addressing critical connectivity challenges across
various markets. We are evolving from a component manufacturer to a comprehensive wireless systems solutions
provider, focusing on higher integration and complexity. Our growth strategy centers on two primary objectives:

Strengthening Our Core Markets: Our embedded antennas in the consumer market, embedded modems, asset
trackers and IoT antennas in the enterprise market, together with our aftermarket antennas in the automotive
market, provide our core or foundational markets. Our reputation and relationships across the distribution, value-
added-reseller (VAR), MSO, MNO, OEM, and original design manufacturer (ODM) supply chain enable us to
capture critical voice-of-the-customer insights for innovation. Our RF design and full-system test capabilities
differentiate our products on performance and enhance the end-customer experience – specifically in Wi-Fi, LTE,
5G, and GNSS integrated systems. Our core markets provide revenue and cash flow that support continued
investment in our growth platforms.

Expanding And Innovating In Connectivity: We are transitioning from being a component manufacturer to a
wireless systems solution provider. Our AirgainConnect® Fleet (AC-Fleet) system solution – a low profile, roof-
mounted, all-in-one 5G vehicle gateway that provides 4G/5G cellular connectivity with built-in multi-profile eSIM,
GNSS, Wi-Fi, and gigabit ethernet router functionalities – and our Lighthouse system solution - a carrier grade,
high power 5G smart repeater that extends coverage and offloads capacity for mobile network operators and
system integrators – represent our growth platforms. Our focus is on growing these innovative connectivity
solutions, which we believe could significantly expand our serviceable available market (SAM).

The following graphic summarizes our estimated SAM. Based on publicly available market research and internal
estimates, we project the SAM will significantly grow, largely driven by the launch of our AC-Fleet vehicle gateway
and our Lighthouse smart repeater platforms. These SAM projections reflect addressable market opportunities
based on current market research and internal projections, assuming successful product adoption and market
penetration. Actual market capture will depend on our ability to secure design wins, establish channel partnerships,
obtain carrier certifications across multiple operators globally, and compete effectively against both established
players and new entrants. Our strategy focuses on capturing higher-value system-level opportunities where our
integrated RF, software, and cloud capabilities provide differentiated value.
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Market Opportunity

Strategic Partnerships and Ecosystem Development

As we transition to integrated system solutions, our focus is on developing strategic partnerships across the
ecosystem including:

• Carriers: Close collaboration with MNOs and MSOs to ensure our products meet their certification
requirements and integrate with their network architectures

• Technology Partners: Partnerships with modem chipset vendors, cloud platform providers and software
companies to accelerate system development and reduce time-to-market

• Channel and Integration Partners: Relationships with system integrators, value-added resellers, and
specialized distributors who can provide deployment services and ongoing customer support

• Strategic Co-Development Partners: Selective partnerships for joint product development in key markets

These partnerships enable us to scale system solution capabilities faster than solely through organic development
while creating a broader ecosystem supporting our products.

Technology and Market Trends

Our business is positioned to benefit from several converging technology and market trends:

• 5G Technology Evolution: The transition from early 5G deployments to 5G-Advanced, and the introduction
of Reduced Capability (RedCap) 5G standards, create new opportunities to expand our product portfolio;

• Wi-Fi 7 Deployment: Wi-Fi 7 (802.11be) is rapidly being adopted by MSOs and enterprise customers,
driving demand for advanced antenna solutions optimized for the higher frequencies, wider channels, and
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multi-link operation that Wi-Fi 7 enables. Our design wins with Tier 1 MSOs for Wi-Fi 7 solutions position us
well as this technology becomes mainstream in 2026;

• Private 5G Networks: Enterprises increasingly deploying private 5G networks for manufacturing, logistics,
and campus environments create demand for our Smart NCR repeaters to extend coverage economically
versus building full macro cell infrastructure;

• Fleet Electrification and Autonomy: The transition to electric vehicle fleets and the increasing automation in
transportation create heightened connectivity requirements, supporting demand for our AC-Fleet solution
as fleet operators need real-time data for route optimization, battery management, and remote diagnostics;

• Artificial Intelligence Integration: AI-powered applications at the edge in vehicles, industrial IoT devices, and
enterprise locations require higher-bandwidth and lower-latency connectivity, creating opportunities for our
advanced 5G systems and supporting premium pricing for solutions that enable these applications;

• Satellite-Cellular Integration: The emergence of satellite-to-smartphone connectivity, such as Starlink's
Direct-to-Cell and similar offerings from other satellite operators, represents both a competitive threat and
potential opportunity. While these technologies may compete with terrestrial cellular in remote areas, they
create complementary opportunities for hybrid connectivity solutions combining satellite and terrestrial
networks, potentially requiring specialized antenna systems for multi-network devices;

• Wi-Fi Evolution Beyond Wi-Fi 7: The ongoing development of Wi-Fi 8 (802.11bn), expected in the 2027-
2030 timeframe, will emphasize coordinated access points, improved spectrum efficiency, and enhanced
reliability for industrial and automotive applications. Our antenna development roadmap anticipates these
requirements, positioning us for potential design wins as MSOs and enterprise customers plan next-
generation infrastructure;

Sales and Marketing
Our sales and marketing organizations work closely together to improve market awareness, build a strong sales
pipeline, and cultivate ongoing customer relationships to drive sales growth.

Sales

Our global sales efforts consist of a direct sales team, and indirect channel partners. Our direct sales team consists
of sales personnel based in the United States, Greater China and South Korea, while our indirect channel partners
consist of distributors, value-added resellers (VARs) and outside sales representatives across North America, Asia,
Europe, Australia, the Middle East, and Latin America.

Our direct sales team is engaged in pre-sales, account management, and creating partnership opportunities with
third parties such as service providers and OEMs. The sales process includes meeting and qualifying potential
customers, and actively managing the planning stage of devices they project to bring to market. Our field
application engineers (FAEs) assist these programs by providing technical support to new and existing customers.
Our indirect channel partners provide lead generation, pre-sales support, product fulfillment, and, in certain
circumstances, post-sales customer service and support. This channel partner network often co-sells with our direct
sales team. Our channel partners provide us with additional sales leverage by sourcing new prospects, providing
technical support to existing customers, upselling additional use cases, and maintaining repeat business with
existing customers. These channel partners provide added coverage to customers and prospects we cannot reach
directly.

Marketing

Our marketing strategy is focused on building a competitive advantage for our brands and products in the
marketplace. We target various types of customers. For embedded products such as our NimbeLink modems and
consumer antennas, we target design teams within OEMs and ODMs. For our integrated products, such as our AC-
Fleet, we target distributors, value-added resellers, and direct customers. For asset trackers, we target end-
customers in the enterprise and industrial markets. For Lighthouse, our route to market centers on direct
engagement with MNOs and their respective network installers and on System Integrators (SIs) and value-added
distribution. We engage SIs through hands-on enablement, specifically, installation training and technical
certification, a structured trial program, and partner playbooks, so they can survey, design, and deploy enterprise
and venue solutions with predictable quality. Distribution supports scale with deal registration, tiered pricing,
stocking and logistics, and co-marketing, providing a commercial and operational backbone for SI-led deployments.
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We use both direct and indirect promotional methods to engage our target market. Direct methods include
advertising, web properties, marketing collateral, email campaigns, paid and organic social media, search engine
marketing, media relations, content marketing, direct mail, tradeshows and events, and general lead generation
tactics. Indirect methods include co-marketing efforts together with resellers, distributors, system integrators,
hardware and software partners, and carriers both domestically and internationally.

Manufacturing and Operations
Our products are manufactured by contract manufacturers (CMs) in Vietnam, China, Taiwan, Mexico and the
United States. We have long-term relationships with our CMs, and we work together to control global product
compliance, raw materials supply and cost, production part approval processes, assembly instructions, control
plans, final testing, and on-time shipment to our customers. We provide the control, test and measurement plans to
the CMs to help ensure that each product conforms to the Airgain specifications, and we monitor the quality
performance of our CMs through quality reports and periodic audits.

We maintain a close relationship with our CMs to help ensure that supply and quality meet our requirements. The
contract manufacturing services required to manufacture our products can be satisfied by one or more of our CMs,
however it may be time consuming and costly to qualify and implement new CM relationships. If one of our CMs
suffers an interruption in their business, or experiences delays, disruptions, or quality control problems in their
manufacturing operations, our ability to ship products to our customers could be delayed, and our business could
be adversely affected. Additionally, industry-wide shortages of critical semiconductor components, including
memory chips, could impact our contract manufacturers’ ability to procure necessary materials, potentially affecting
our product availability and margins. Our qualified CMs manufacture products according to our design and
materials specifications, quality standards, and delivery requirements. We have control and authority over the
selection of materials, manufacturing, and inspection processes.

Research and Development
We invest considerable time and resources in research and development to engineer and deliver our products and
solutions to market, while also enhancing our design and system integration capabilities and conducting quality
assurance testing to improve our technology. As of December 31, 2025, we had a total of 47 employees engaged
in research and development. Our engineering teams are located at research, design, and test centers in
California, Minnesota, Arizona, Texas, and Florida, as well as China, Taiwan and the United Kingdom. Our
research and development centers include complex design and test equipment required for advanced RF wireless
engineering. Our engineering team actively participates in research and development activities to expand our
capabilities and target applications for the enterprise, automotive, and consumer markets. We strive to continually
expand our product offerings and technology solutions over time and expect to continue to invest significantly in
ongoing research and development efforts.

Additionally, for the development of certain company products, we engage with ODM partners to augment our
internal engineering capability. Our ODM partners, primarily in Taiwan, enable us to quickly scale our product
development capacity - especially for integrated connectivity products such as AC-Fleet and Lighthouse. For all
such ODM-partner product developments, we maintain direct oversight and engagement to help ensure projects
are delivered in accordance with our quality and time-to-market expectations.

Advanced Technology Development Initiatives
Beyond our current product portfolio, we maintain strategic research initiatives in emerging wireless technologies to
achieve a competitive advantage as the industry evolves. We are exploring and evaluating advanced AI and
machine learning technologies to optimize the performance and reliability of our telecommunications products.
These capabilities enable intelligent antenna tuning, adaptive beamforming, predictive system maintenance, and
automated network optimization, resulting in improved connectivity and operational efficiency. By integrating AI-
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driven solutions, we deliver ongoing enhancements to our offerings through over-the-air updates, designed to keep
our products at the forefront of industry innovation.

These forward-looking initiatives are structured to deliver longer-term value over the next several years. While not
every project may result in immediate commercialization, our commitment to continuous innovation ensures we
stay ahead of technology trends and are well-positioned to seize new market opportunities.

Competition
Because of our broad product line across several categories in the value chain, our competitive landscape is
diverse and rapidly evolving.

Solution Providers

This category represents companies offering end-to-end connectivity solutions across hardware, software, and
services. The competitive landscape has consolidated significantly, and major competitors include Cisco Systems,
Cradlepoint (Ericsson), Digi International, Ezurio (Laird Connectivity), Huawei, Inseego, Lantronix, Nextivity, Nokia,
Peplink, and Sierra Wireless (Semtech). Additionally, we face increasing competition from vertically integrated
Asian manufacturers who offer complete solutions at aggressive price points, particularly in the vehicle gateway
and repeater categories. Our competitive differentiation relies on our RF design expertise, product innovations,
carrier relationships, our growing software and cloud management platforms, and our flexible approach to custom
solutions. While partnership opportunities do exist, most represent direct competition as the industry shifts toward
integrated platforms.

End-Device Manufacturers

This category represents companies that manufacture and supply off-the-shelf products that are market ready,
such as routers, gateways, cellular adapters, 5G repeaters, asset trackers, and more. These manufacturers can act
as customers, partners, or competitors to us, depending on the application and relationship. An end-customer may
choose to bypass the design process entirely and purchase an off-the-shelf product to deliver device connectivity
rather than embedding our modems and antennas. Our integrated products, such as the AC-Fleet and Lighthouse
5G Smart Network Repeater may compete directly with these off-the-shelf products or enhance their functionality.
In addition, our external antennas are designed to enhance the signal and coverage of many of these devices.

Component Manufacturers

This category represents companies that manufacture a broad array of components that compete both directly and
indirectly with our products. These companies include Adant Technologies Inc., Amphenol, Asian Creation
Communication Ltd., Kyocera AVX Components Corporation, Baylin Technologies Inc., Blues Wireless, Eagle
Wireless, Fibocom, Fractus S.A., Honglin Technology Group Ltd., MobileMark, Nordic Semiconductor, Panorama
Antennas, Parsec Technologies, Inc., Particle Industries Inc., Pinyon Technologies, Inc., Qualcomm, Quectel,
Semtech, Sunwave Communications Co., Ltd., Telit, Taoglas Limited, Wanshih Electronic Co. Ltd., WHA YU
Industrial Co., Ltd, and 2J Antennas Group, among others. While we may choose to partner with some of these
manufacturers to deliver products that shorten time to market, customers may also choose to complete the more
intricate design work on their own using products manufactured by these companies. These component
manufacturers may also expand their capabilities to be a solution provider, or end-device manufacturer, or both. As
these component manufacturers evolve over time, the specific competitive situation would evolve accordingly.

In-house Design and Engineering Teams

Several of our existing customers, including OEMs and ODMs which design and build complete wireless devices,
also have internal resources to design, engineer, and produce antenna, modem, router and/or repeater solutions. In
such cases, we compete against the captive resource of that ODM. Several ODMs, including Arcadyan Technology
Corporation, Foxconn Electronics Inc., Gemtek, Sercomm, Zyxel Communications, Inc. (MitraStar Technology), and
Wistron Corporation, design, manufacture, and sell complete wireless devices, in direct competition with us.

The principal competitive factors in our markets include: price and total cost of ownership as a result of reliability
and performance issues; brand awareness and reputation; component performance, such as reliability, range and
throughput; ability to integrate with other technology infrastructures; offerings across breadth of wireless products;
design and testing capabilities; lead-time and flexibility to rapidly customize solutions to individual customer
requirements; relationships with semiconductor/chipset vendors; intellectual property protection; sales and
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marketing strength in different regions; and the ability to solve many complex RF problems across the entire
spectrum of broadband connectivity.

Emerging Competitive Threats

Several competitive dynamics are reshaping our market position, including the following:

• Vertical Integration: Large OEMs (particularly in automotive) increasingly developing proprietary
connectivity solutions, potentially reducing addressable market for third-party suppliers like Airgain;

• Platform Consolidation: Customers preferring single-vendor platforms for hardware, software, and cloud
services rather than best-of-breed component selection, favoring larger integrated competitors;

• Asian Competition: Aggressive pricing from Asian manufacturers, particularly in vehicle gateways and
repeaters, who benefit from government support and lower cost structures, though often lacking carrier
certifications and support capabilities that North American and European customers require;

• Semiconductor Vendors: Companies like Qualcomm and MediaTek offering reference designs that reduce
barriers to entry for new competitors and may enable customer self-sufficiency;

• Satellite-Direct Connectivity: The development of satellite-to-device connectivity, including Starlink's Direct-
to-Cell, AST SpaceMobile, and traditional satellite operators' smartphone initiatives, could reduce the
addressable market for terrestrial cellular solutions in certain use cases, particularly for remote asset
tracking, rural connectivity, and emergency communications. However, the physics of satellite connectivity
(limited bandwidth per user, higher latency, line-of-sight requirements) creates opportunities for hybrid
solutions that combine terrestrial and satellite connectivity, where our multi-band antenna expertise and
systems integration capabilities could provide competitive advantages.

Our strategy to address these threats focuses on moving up the value chain through system-level solutions,
software differentiation, product innovations, carrier partnerships, superior customer support, and specialized
applications where RF expertise and customization provide sustainable advantages.

Intellectual Property
We rely on patent, trademark, copyright and trade secret laws, confidentiality procedures, and contractual
provisions to protect our technology and intellectual property.

As of December 31, 2025, our intellectual property portfolio is comprised of more than 300 granted patents and
pending patent applications in the United States and various foreign jurisdictions, including Europe and Asia. The
scope of these patents encompasses our product offerings and technological advancements, with certain patents
expected to remain in force through 2041. This patent collection encapsulates a diverse array of innovations
covering wireless systems, including smart network controlled repeaters, vehicle gateways, antenna designs and
structures, as well as the assembly and fabrication processes. Our patents have varying terms and expiration
dates.

In line with our strategic evolution from a component supplier to a provider of comprehensive wireless system
solutions, we have systematically grown our patent repository, escalating our filings to include broader wireless
system functionalities and infrastructures. 

We believe that our intellectual property portfolio is important to our business. However, our success does not
depend solely on our ability to obtain or enforce patents, and we cannot assure you that our intellectual property
rights will provide us with a competitive advantage or prevent competitors from developing technologies that are
similar to or superior to our own.

We seek to protect our proprietary technology and information through a combination of intellectual property rights,
confidentiality agreements, and security measures. We generally enter into confidentiality and invention assignment
agreements with our employees, consultants, vendors, and certain customers, and we limit access to and
distribution of our proprietary information. Despite these efforts, unauthorized parties may attempt to copy or
otherwise obtain and use our proprietary technology, and we cannot assure you that the measures we take will
prevent misappropriation. The laws of certain foreign countries do not protect intellectual property rights to the
same extent as the laws of the United States, and enforcement of intellectual property rights in such jurisdictions
may be limited. As a result, we may be unable to prevent third parties from infringing upon or misappropriating our
intellectual property in certain markets.
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The technology industry is characterized by extensive patent portfolios and frequent litigation related to intellectual
property rights. From time to time, third parties may assert patent, copyright, trademark, or other intellectual
property claims against us, our channel partners, or our customers. We may also be required to engage in litigation
to protect our intellectual property or to defend against claims of infringement from third parties. Any such claims or
litigation, regardless of their merit or outcome, could be time-consuming and costly and could divert management’s
attention and resources. See the section titled “Risk factors—Risks Relating to Intellectual Property” for a more
comprehensive description of risks related to our intellectual property.

Human Capital
As of December 31, 2025, we had a total of 106 employees and dedicated representatives, including 71 based in
the United States and 35 internationally. Of this total, 47 individuals were primarily engaged in research and
development, 38 in sales and marketing, 17 in general and administration functions and 4 in manufacturing
operations. None of our employees are represented by a labor union or covered by a collective bargaining
agreement.

We recognize that our capacity to successfully implement our strategy and deliver long-term stockholder value is
closely tied to our ability to attract, develop, and retain highly skilled talent across all business areas. Human capital
activities and programs are a strategic priority for the organization, designed to drive performance that aligns both
our short- and long-term business objectives and our mission. These initiatives foster a workplace culture that
emphasizes accountability, collaboration, and respect among team members.

Our objectives in managing human capital include strategic workforce planning, recruiting, and retaining qualified
team members, leadership development and succession planning, performance development, offering competitive
compensation and well-being benefits. We regularly evaluate our talent needs and organizational capabilities
considering our business goals, growth stage, and operating environment.

We believe that effective human capital management, including how we recruit, develop, reward, and retain our
people, contributes to sustainable performance and the creation of long-term value for our stockholders.

Available Information
We file electronically with the Securities and Exchange Commission, or SEC, our annual reports on Form 10-K,
quarterly reports on Form 10-Q and current reports on Form 8-K pursuant to Section 13(a) or 15(d) of the Securities
Exchange Act of 1934, as amended. We make available on our investor relations website at investors.airgain.com,
free of charge, copies of these reports, as soon as reasonably practicable after we electronically file such material
with, or furnish it to, the SEC. The SEC maintains a website that contains reports, proxy and information
statements, and other information regarding issuers that file electronically with the SEC. The address of that
website is www.sec.gov.

We use our investor relations website as a means of disclosing material non-public, information and for complying
with our disclosure obligations under Regulation FD. Investors should monitor such website, in addition to following
our press releases, SEC filings and public conference calls and webcasts. Information relating to our corporate
governance is also included on our investor relations website. The information in or accessible through the SEC
and our website are not incorporated into, and are not considered part of, this filing. Further, our references to the
URLs for these websites are intended to be inactive textual references only.

ITEM 1A. RISK FACTORS
You should carefully consider the following risk factors, together with the other information contained in this annual
report on Form 10-K, including our financial statements and the related notes and “Management’s Discussion and
Analysis of Financial Condition and Results of Operations,” before deciding to purchase or sell shares of our
common stock. We cannot assure you that any of the events discussed in the risk factors below will not occur.
These risks could have a material and adverse impact on our business, results of operations, financial condition
and growth prospects. If that were to happen, the trading price of our common stock could decline. Additional risks
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and uncertainties not presently known to us or that we currently deem immaterial also may impair our business
operations or financial condition.

Summary of Risks Related to our Business
Our business is subject to numerous risks and uncertainties, including those described below. The principal risks
and uncertainties affecting our business include, but are not limited to the following:

• The markets for our wireless systems solutions, embedded and external antennas, and loT solutions are
developing and may not develop as we expect;

• Our operating results may fluctuate significantly, which makes our future operating results difficult to
predict and could cause our operating results to fall below expectations or our guidance;

• If we are unable to manage our growth and expand our operations successfully, or navigate the
transition to integrated system solutions, including increased business complexity and execution risk,
our business and operating results will be harmed, and our reputation may be damaged;

• Our transition to integrated system solutions increases business complexity and execution risk;

• Our wireless connectivity solutions and components are subject to intense competition, including
competition from our suppliers and the customers to whom we sell;

• Our future success depends on our ability to develop new products and successfully introduce new and
enhanced products and services for the wireless market that meet the needs of our customers;

• Any delays in our sales cycles could result in customers canceling purchases of our products;

• We have a history of losses, including an accumulated deficit of $93.6 million at December 31, 2025,
and we may not be profitable in the future;

• We sell to customers who are price conscious, and to a limited number of customers, who represent a
significant portion of our sales. If we were to lose any of these customers or devices, our sales could
decrease significantly;

• We rely significantly on channel partners to sell and support our products, and the failure of this channel
to be effective could materially reduce our sales;

• We rely on a limited number of CMs and ODMs to produce and ship our products, and the failure to
manage our relationships with these parties successfully could adversely affect our ability to market and
sell our products;

• Our CMs purchase some components, subassemblies and products from a single or limited number of
suppliers. The loss of any of these suppliers may substantially disrupt our ability to obtain orders and
fulfill sales as we design in and qualify new components.

• We are developing a number of our wireless connectivity solutions and new products in partnership with
or under strategic alliances with other companies. If any of these companies were to fail to perform, or
our partnerships or strategic alliances were to be unsuccessful, we may experience delays in new
product development or may not be able to bring our solutions to market successfully or on a timely
basis;

• Emerging satellite-to-device connectivity technologies may reduce demand for certain terrestrial wireless
solutions or require significant engineering investment to address hybrid connectivity requirements;

• The loss of key personnel or an inability to attract, retain and motivate qualified personnel may impair
our ability to expand our business;

• Our inability to raise additional capital on acceptable terms in the future may limit our ability to develop
and commercialize new solutions and technologies and expand our operations;

• Our acquisitions expose us to risks that could adversely affect our business and adversely affect our
operating results, financial condition, and cash flows;

• If we are unable to protect our intellectual property rights, our competitive position could be harmed, or
we could be required to incur significant expenses to enforce our rights;



15

• Our international sales and operations subject us to additional risks that can adversely affect our
operating results and financial condition;

• We are subject to governmental export and import controls and supply chain-related regulations that
could impair our ability to compete in international markets due to licensing requirements, result in the
disruption of our supply chains and/or subject us to liability and reputational harm if we are not in
compliance with applicable laws; and

• Changes to United States tax, tariffs, Department of Defense’s Section 1260H List, and import/export
regulations may have a negative effect on global economic conditions, financial markets and our
business.

Risks Related to Our Business and Industry

The markets for our wireless systems solutions and components are developing and may not develop as
we expect.

The wireless industry is characterized by rapidly evolving technologies, and the markets for our wireless
connectivity solutions, embedded and external antennas, and IoT solutions may not develop as we expect. It is
difficult to predict customer demand for our wireless system solutions and components, customer adoption rates,
the size and growth rate of our target markets, the entry of competitive solutions and products, or the success of
existing competitive solutions and products. We have historically driven revenue growth primarily through our
embedded antennas, external antennas, embedded modems, and custom IoT products, largely in the consumer
market. Moving forward, our goal is to drive growth in complex system solutions in the enterprise and automotive
markets, including Lighthouse and AC-Fleet. These markets may develop at varying growth rates, and our success
in penetrating these markets will depend on various competitive factors across a number of developing industries.

Any expansion in our markets depends on several factors. For example, any growth in demand will depend on,
among other things, the cost, performance, and perceived value associated with our components and the ability for
our components to meet increased performance demands, refresh cycles, and device form factors. Further, as we
continue to transition to a wireless systems solution provider, increased growth in the enterprise and automotive
markets will depend on, among other things, acceptance of our solutions by our customers and performance of the
networks on which our products operate. For example, AC-Fleet and Lighthouse solutions are dependent on the
carriers’ networks that they operate on and require widespread commitments across multiple customer markets and
budgets. The growth potential for these solutions may be limited, and we will need to introduce new products in the
AirgainConnect and Lighthouse platforms in order to continue to grow.

As we expand our product portfolio to include more advanced system solutions, we face increased risks related to
supply chain complexity, procurement of specialized components, and reliance on third-party manufacturers. Any
disruption in the availability or cost of key system components, including semiconductors, modems, or RF modules,
could adversely impact production and our ability to meet customer demand.

If our wireless solutions do not achieve widespread adoption, if there is a slower rollout than we expect in certain
markets, or if there is a reduction in demand for our wireless connectivity solutions or components including AC-
Fleet and Lighthouse, caused by a lack of customer acceptance, technological challenges, competing technologies
and products, decreases in corporate spending, weakening economic conditions, or otherwise, it could result in
reduced customer orders and decreased sales, which would adversely affect our business, operating results, and
financial condition.

Our operating results may fluctuate significantly, which makes our future operating results difficult to
predict and could cause our operating results to fall below expectations or our guidance.

Our quarterly and annual operating results have fluctuated in the past and may fluctuate significantly in the future,
which makes it difficult for us to predict our future operating results. The timing and size of sales of our wireless
system solutions and components are variable and difficult to predict and can result in fluctuations in our net sales
from period to period. In addition, our budgeted expense levels depend in part on our expectations of future sales.
Because any substantial adjustment to expenses to account for lower levels of sales is difficult and takes time, we
may not be able to reduce our costs sufficiently to compensate for an unexpected shortfall in net sales, and even a
small shortfall in net sales could disproportionately and adversely affect our operating margin and operating results
for a given quarter. Our net loss was $6.4 million in the year ended December 31, 2025, and the net loss or income



16

will fluctuate in the future. Prior to 2025, our net losses were $8.7 million, $12.4 million and $8.7 million for the
years ended December 31, 2024, 2023 and 2022, respectively.

Our operating results may also fluctuate due to a variety of other factors, many of which are outside of our control,
including any change or volatility in U.S., Asian, European and global economic environments, and any of which
may cause our stock price to fluctuate. Besides the other risks in this “Risk Factors” section, factors that may affect
our operating results include:

• fluctuations in demand for our products and services;

• excess inventory held by customer;

• the inherent complexity, length and associated unpredictability of product development windows and
product lifecycles;

• the timing and extent of investment in our targeted growth markets and the timing and amount of sales
in such markets;

• our ability to develop, introduce and ship in a timely manner new products and product enhancements
and anticipate future market demands that meet our customers’ requirements, and provide adequate
customer support for those products;

• changes in customers’ budgets for technology purchases and delays in their purchasing cycles;

• global supply shortage including, but not limited to semiconductors and modules, supply constraints
relating to other materials and potential increasing shipping costs and related limitations on our ability to
acquire mission critical components and our CM’s abilities to obtain sufficient human resources to meet
our global demand;

• inflation and other increases in the cost of components, consumables, labor and other manufacturing
costs;

• changing market and economic conditions and financial institution instability;

• any significant changes in the competitive dynamics of our markets, including new entrants, or further
consolidation, and the timing of product releases or upgrades by us or by our competitors;

• uncertainty surrounding the type, scope, and implementation of tariffs, trade policies, and other
governmental action by the United States and other countries and the effect therefrom on international
relations, sanctions, tariffs, and supply chains;

• government approval delays;

• terrorism, political instability or war, and the imposition of sanctions or countermeasures by the United
States and other countries in relation to such conflicts;

• public health crises regionally and globally, including pandemics and epidemics; and

• facility shutdowns related to local holidays in China and southeast Asia, affecting how customers make
purchasing decisions.

The cumulative effects of the factors above could result in large fluctuations and unpredictability in our quarterly
and annual operating earnings. Additionally, this may result in higher prices from suppliers which could negatively
affect gross margins and increase operating expenses. You should not rely on our past results as an indication of
future performance.

In addition, the financial markets and the global economy may be adversely affected by the current or anticipated
impact of military conflicts in other countries, political unrest, tensions, and global and regional, terrorism or other
geopolitical events. Sanctions imposed by the United States and other countries in response to such conflicts, may
also adversely impact the financial markets and the global economy, and any economic countermeasures by
affected countries and others could exacerbate market and economic instability. In addition, concerns or adverse
developments regarding liquidity risk related to financial institutions or the broader financial services industry could
lead to market-wide liquidity shortages, impair the ability of us or other companies to access near-term working
capital needs, and create additional market and economic uncertainty. There can be no assurance that future credit
and financial market instability and a deterioration in confidence in economic conditions will not occur. Our general
business strategy and operating results may be adversely affected by any such economic downturn, liquidity
shortages, volatile business environment, or continued unpredictable and unstable market conditions. In addition,
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there is a risk that one or more of our current service providers, financial institutions, manufacturers, suppliers or
customers may be adversely affected by the foregoing risks, which could adversely affect our business and
operating results be adversely affected by the foregoing risks.

If we are unable to manage our growth and expand our operations successfully, our business and
operating results will be harmed, and our reputation may be damaged.

We have expanded our operations in the last several years and anticipate that further significant expansion will be
required to achieve our business objectives. The growth and expansion of our business and product offerings
places a continuous and significant strain on our management, operational and financial resources. As we
transition to a wireless system solutions provider, we expect these challenges to increase. Any such future growth
would also add complexity to and require effective coordination throughout our organization. We use the services of
third parties to perform tasks including design services and sales and marketing. Our growth strategy may entail
expanding our group of contractors or consultants to implement additional functions going forward. Because we rely
on consultants, effectively outsourcing key functions of our business, we will need to be able to manage these
consultants to ensure that they successfully carry out their contractual obligations and meet expected deadlines.
However, if we are unable to effectively manage our outsourced activities or if the quality of the services provided
by consultants is compromised for any reason, our ability to provide quality products in a timely manner could be
harmed, which may have a material adverse effect on our business operating results and financial condition.

To manage any future growth effectively, we must continue to improve and expand our information technology and
financial infrastructure, our operating and administrative systems and controls, and our ability to manage
headcount, capital and processes in an efficient manner. We may not be able to successfully implement
improvements to these systems and processes in a timely or efficient manner, which could result in additional
operating inefficiencies and could cause our costs to increase more than planned. If we do increase our operating
expenses in anticipation of the growth of our business and this growth does not meet our expectations, our
operating results may be negatively impacted. If we are unable to manage future expansion, our ability to provide
high quality products and services could be harmed, which could damage our reputation and brand and may have a
material adverse effect on our business, operating results and financial condition.

Our transition to integrated system solutions increases business complexity and execution risk.

As we expand beyond component manufacturing into complete wireless systems incorporating hardware,
embedded software, cloud platforms, and subscription services, we face increased operational complexity and
execution challenges. Successfully delivering integrated solutions requires capabilities in project management,
software development, cloud infrastructure, cybersecurity, ongoing customer support, and carrier relationship
management—areas where we have less extensive operating history than in RF hardware design. System-level
products also typically have longer sales cycles, more complex customer requirements, and heightened
expectations for reliability and support compared to component sales. Software and cloud services create ongoing
obligations for security updates, feature development, data privacy, and uptime commitments that extend well
beyond initial hardware delivery. Additionally, the recurring revenue model from subscriptions requires different
sales approaches, pricing strategies, and customer success functions than our historical transaction-based
business. If we fail to successfully execute this transition—whether due to product quality issues, software
vulnerabilities, inadequate support infrastructure, or inability to scale our organization—we may damage customer
relationships, fail to achieve projected revenue growth, and face increased warranty and support costs. The higher
average selling prices of system solutions may also attract more aggressive competition and increase the likelihood
of customers developing competing solutions internally.

Our wireless connectivity solutions and components are subject to intense competition, including
competition from our suppliers and the customers to whom we sell.

Antenna solutions are an established technical field with low intellectual property and technological barriers to
entry. Antenna competition exists globally for all areas of our business and product lines. The markets in which we
compete are rapidly evolving and intensely competitive, and we expect competition to increase in the future from
established competitors and new market entrants. The markets are influenced by, among others, brand awareness
and reputation, price, strength and scale of sales and marketing efforts, professional services and customer
support, product features, reliability and performance, scalability of products, and breadth of product offerings. Due
to the proprietary nature of some of our products, competition occurs primarily at the design stage. As a result, a
design win by our competitors or by us typically limits further competition regarding that design. This competition
could result in increased pricing pressure, reduced profit margins, increased sales and marketing expenses and
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failure to increase, or the loss of, market share, any of which would likely seriously harm our business, operating
results or financial condition.

Additionally, our transition into more system-based solutions may bring more competitors into our markets than we
have traditionally faced. As our solutions begin to contain more system components and commensurate with higher
average selling prices, the resulting product categories may attract additional competitors, or our customers may be
more likely to begin to develop competing products. We face new competition from established telematics,
networking, and IoT platform providers, which may create barriers to our market entry and limit our ability to grow in
these sectors.

New entrants and the introduction of other distribution models in our markets may harm our competitive
position.

The markets for development, distribution, and sale of our products are rapidly evolving. New entrants seeking to
gain market share by introducing new technology and new products may make it more difficult for us to sell our
products, and could create increased pricing pressure, reduced profit margins, increased sales and marketing
expenses, or the loss of market share or expected market share, any of which may significantly harm our business,
operating results and financial condition.

Our future success depends on our ability to develop new products and successfully introduce new and
enhanced products and services for the wireless market that meet the needs of our customers.

Our sales depend on our ability to anticipate our existing and prospective customers’ needs and develop products
and systems solutions that address those needs. Our future success will be contingent on our ability to introduce
new solutions for wireless applications, anticipate improvements and enhancements in wireless technology and
wireless standards, and to develop solutions that are competitive in the rapidly evolving wireless industry. In
furtherance of these efforts, we will continue to invest significantly in ongoing research and development. However,
such investments may not translate into material enhancements to our wireless solutions, which are important for
us to compete effectively. As we transition into a wireless systems solutions provider, our investment in research
and development will be required to grow to stay on the leading edge of next generation development and to align
ourselves with the rapidly evolving technology needs of the industry. Moreover, the introduction of newly integrated
wireless platforms and product and system enhancements will require coordination of our engineering efforts with
those of our customers, carriers, suppliers, and manufacturers to efficiently achieve our growth objectives. As our
business transitions to more complex system-based solutions, we must provide enhanced post-sales support,
ongoing firmware/software updates, and higher levels of technical assistance. If we are unable to effectively
support our customers in deploying and maintaining these solutions, we may experience reputational harm,
reduced customer adoption, or an increase in warranty and service costs. If we fail to coordinate these efforts,
develop product enhancements or introduce new solutions that meet the needs of our customers as scheduled, our
operating results will be materially and adversely impacted, and our business and prospects will be harmed. We
cannot assure you that our new wireless solutions will meet customer expectations or that our wireless solutions
will be competitive in the market.

The introduction of the next generation AirgainConnect and Lighthouse platforms, and the transition to a more
expansive level of advanced solutions, require coordination of efforts and increased time and resources. If we fail to
develop competitive solutions for customers with outstanding quality within the identified market window, our
operating results may be materially and adversely impacted. As we rollout follow-on products and accessories for
the AC-Fleet and Lighthouse solutions, we may not be able to successfully develop to conform to carrier approvals,
PTCRB certifications, and specific country and regulatory certifications and approvals of such products.
Furthermore, our transition to full wireless system solutions introduces additional regulatory compliance challenges
for new classes of devices such as Lighthouse. Our products must meet stringent equipment authorization and
carrier certification requirements (such as carrier, PTCRB, FCC, and industry-specific and regional standards).
Failure to secure timely authorizations or certifications or unexpected changes in regulatory requirements could
delay product launches, increase costs, or impact on our ability to sell our solutions in key markets.

The successful deployment of our wireless system solutions depends on the reliability and security of our
embedded software and firmware. Software bugs, cybersecurity vulnerabilities, or delays in providing necessary
updates could result in product malfunctions, compromise the confidentiality, integrity, and availability of our
customers’ own IT systems and/or our customers’ proprietary or other sensitive information, customer
dissatisfaction, or reputational harm. Any failure to maintain robust software and cybersecurity protocols may
negatively impact our business and financial performance. Furthermore, the stringent customer demands for these
advanced solutions require substantial ongoing effort and investment for solution maintenance, support, and
evolution. If we are unable to continually provide such effort and investment to customers, our customers’ business
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could be adversely impacted, or customers could switch to competitor solutions, which would have an adverse
impact on our operating results.

Furthermore, given the rapidly evolving nature of the wireless market, there can be no assurance our products and
technology will not be rendered obsolete by alternative or competing technologies. The markets in which we
operate are characterized by changing technology and evolving industry standards, which includes the introduction
and implementation of Wi-Fi 7 and emerging 5G cellular standards. Despite years of experience in meeting
customer design requirements with the latest in technological solutions, we may not be successful in identifying,
developing and marketing products or systems that respond to rapid technological change, evolving technical
standards and systems developed by others. Our competitors may develop technology that better meets the needs
of our customers. If we do not continue to develop, manufacture and market innovative technologies or applications
that meet customers’ requirements, sales may suffer, and our business may not continue to grow in line with
historical rates or at all.

Any delays in our sales cycles could result in customers canceling purchases of our products.

Sales cycles for some of our products can be lengthy, generally ranging between three and twelve months for our
components, and six to twenty-four months and sometimes longer for our wireless systems solutions due to a
lengthy customer evaluation, trial and approval process. In addition, it can take additional time before a customer
commences volume production of equipment that incorporates our products. Sales cycles can be lengthy for
several reasons, including:

• our OEM customers and carriers usually complete a lengthy technical evaluation of our products, over
which we have no control, before placing a purchase order;

• the commercial introduction of our products by OEM customers and carriers is typically limited during
the initial release to evaluate product performance;

• the development and commercial introduction of products incorporating new technologies frequently
are delayed; and

• customers of integrated wireless solutions require successful field trials before committing to purchase
our solutions, which could delay the customer decision making process.

The length of this process can be affected by factors over which we have little or no control, including the
customer’s budgetary constraints and procurement cycles. As a result, sales cycles for customer orders vary
substantially among different customers. A significant portion of our operating expenses is relatively fixed and is
based in large part on our forecasts of volume and timing of orders. The lengthy sales cycles make forecasting the
volume and timing of product orders difficult. In addition, the delays inherent in lengthy sales cycles raise additional
risks of customer decisions to cancel or change product phases. In addition, we may incur substantial expenses
and devote significant effort to develop potential relationships that do not result in agreements or revenues. If
customer cancellations or product changes were to occur, this could result in the loss of anticipated sales without
sufficient time for us to reduce our operating expenses. We currently maintain significant inventories to meet
forecasted future demand due to the supply chain shortages. If the forecasted demand does not materialize into
purchase orders for these products, we may be required to write off our inventory balances or reduce the value of
our inventory, based on a reduced sales price. A write-off of the inventory, or a reduction in inventory value due to a
sales price reduction, could have an adverse effect on our financial condition and operating results.

We have a history of losses, and we may not be profitable in the future.

Before 2013 we had incurred net losses in each year since our inception. As a result, we had an accumulated
deficit of $93.6 million on December 31, 2025. Airgain is transitioning to a wireless systems solutions company.
Because the market for wireless systems solutions is rapidly evolving, it is difficult for us to predict our operating
results. We expect our operating expenses to increase over the next several years as we hire additional personnel,
particularly in engineering, sales support, customer service and experience, and marketing, and continue to
develop new wireless ecosystems to address new and evolving markets. In addition, as a public company we will
continue to incur significant legal, accounting, and other expenses. If our sales do not increase to offset these
increases in our operating expenses, we may not be profitable in future periods. Our historical sales growth has
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been inconsistent and should not be considered indicative of our future performance. Any failure to sustain or
increase our profitability consistently could cause the value of our common stock to materially decline.

A limited number of customers and devices represent a significant portion of our sales. If we were to lose
any of these customers or devices, our sales could decrease significantly.

Customers that accounted for 10% or more of our total revenue provided approximately 54% of sales in the
aggregate for the year ended December 31, 2025. Although our top customers that pay for our products have
historically been ODMs and distributors, it is primarily the OEMs, carrier customers and retail-focused end-
customers that drove the use of our antenna solutions and the purchase by the ODMs and distributors of our
antenna solutions. In addition, a few end-customer devices which incorporate our antenna products comprise a
significant amount of our sales, and the discontinuation or modification of such devices may materially and
adversely affect our sales and results of operations. Moving forward, as we transition to a wireless systems
solutions provider, we expect a shift toward external wireless solutions in the automotive and enterprise markets
that may result in a corresponding shift in the customer mix. Any significant loss of, or a significant reduction in
purchases by, these other significant customers or customers that drive the use of our antenna solutions or a
modification or discontinuation of a device which constitutes a significant portion of sales could have an adverse
effect on our financial condition and operating results.

We sell to customers who are price conscious.

Our customers compete in segments of the electronics market. The electronics market is characterized by intense
competition as companies strive to come to market with innovative designs that attract customers based upon
design, performance, cost, ease of use, and convenience. Product lifecycles can be extremely short as companies
try to gain advantage over their competitors. Because of the high design and engineering costs, companies that are
customers or prospects for antenna solutions are cost conscious. As a result, our customers and prospects
demand price cuts in established products and negotiate aggressively for lower pricing on new products. Because
of the intense competition in the antenna solution market, we encounter situations that lead to difficult price
negotiations potentially resulting in lower margins than forecast. Our products generally cost more than our
competitors’ products. To address these pricing constraints and remain competitive, we must consistently design
high quality antenna solutions that are deemed a better value than competing solutions, while also decreasing
costs.

We rely significantly on channel partners to sell and support our products, and the failure of this channel
to be effective could materially reduce our sales.

We believe that establishing and maintaining successful relationships with these channel partners is, and will
continue to be, important to our financial success. Recruiting and retaining qualified channel partners and training
them in our technology and product offerings require significant time and resources. To develop and expand our
channel, we must continue to scale and improve our processes and procedures that support our channel partners,
including investment in systems and training.

Existing and future channel partners will only work with us if we are able to provide them with competitive products
on terms that are commercially reasonable to them. If we fail to maintain the quality of our products or to update
and enhance them, existing and future channel partners may elect to work instead with one or more of our
competitors. If channel partners stop actively selling our products, we may experience further decline in sales. In
addition, the terms of our arrangements with our channel partners must be commercially reasonable for both
parties. If we are unable to reach agreements that are beneficial to both parties, then our channel partner
relationships will not succeed.

We have no minimum purchase commitments with any of our channel partners, and our contracts with channel
partners do not prohibit them from offering products or services that compete with ours, including products they
currently offer or may develop in the future and incorporate into their own systems. Some of our competitors may
have stronger relationships with our channel partners than we do, and we have limited control, if any, as to whether
those partners use our products, rather than our competitors’ products, or whether they devote resources to market
and support our competitors’ products, rather than our offerings.

The reduction in or loss of sales by these channel partners could materially reduce our sales. If we fail to maintain
relationships with our channel partners, fail to develop new relationships with other channel partners in new
markets, fail to manage, train or incentivize existing channel partners effectively, fail to provide channel partners
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with competitive products on terms acceptable to them, or if these channel partners are not successful in their sales
efforts, our sales may decrease, and our operating results could suffer.

We rely on a limited number of CMs and ODMS to produce and ship our products, and the failure to
manage our relationships with these parties successfully could adversely affect our ability to market and
sell our products.

We outsource the manufacturing, assembly, and some of the testing of our products to CMs, and we also engage
with ODMs to substantially contribute to the development of certain products in addition to production and shipping.
We have over the past two years engaged additional CMs and ODMs outside of China, including Vietnam, Taiwan
and Mexico, to expand our capacity, and to diversify the global regions in which our products are manufactured.
These CMs and ODMs are relied upon to develop, manufacture, control quality of, and ship our products. We do
not have long-term contracts that commit CMs to manufacture products for us. Furthermore, political unrest or
political instability, military conflict in any country in which our CMs and ODMs are located could experience political
unrest, tensions and uncertainty. Global and regional, terrorism or other geopolitical events may have an adverse
effect on our contract manufacturer’s ability to deliver quality products on time. Any significant change in our
relationship with these manufacturers could have a material adverse effect on our business, operating results, and
financial condition. We make all of our purchases from our CMs and ODMs on a purchase order basis. Our CMs
and ODMs are not required to manufacture our products for any specific period or in any specific quantity. We
expect that it would take approximately six to nine months to transition manufacturing, quality assurance, and
shipping services to new providers. Relying on CMs for manufacturing, quality assurance, and shipping also
presents significant risks to us, including the inability of our CMs to:

• qualify appropriate component suppliers;

• manage capacity during periods of high demand;

• meet delivery schedules;

• assure the quality of our products;

• ensure adequate supplies of materials;

• protect our intellectual property; and

• deliver finished products at agreed-upon prices.

Additionally relying on ODMs for development, production, and shipping our products also presents significant risks
to us including the inability of our ODMs to:

• develop products in timely and cost-effective way with good quality;

• assist us in ongoing support and maintenance for our products we are commercially shipping to our
customers;

• meet delivery schedules for ongoing production with assured quality;

• protect Airgain’s confidential information.

Any failure by us or our CMs to timely deliver products of satisfactory quality or in sufficient quantities in compliance
with applicable laws could hurt our reputation, cause customers to cancel orders or refrain from placing new orders
for our products, which could have a material adverse effect on our business, operating results, and financial
condition.

We may experience delays in obtaining products from manufacturers and may not be a high priority for our
manufacturers.

The ability and willingness of our CMs to perform is largely outside of our control. We believe that our orders may
not represent a material portion of our CMs’ total orders and, as a result, fulfilling our orders may not be a priority if
our CMs are constrained in their abilities or resources to fulfill all of their customer obligations in a timely manner. If
any of our CMs suffers an interruption in its business, experiences delays, disruptions, or quality control problems
in its manufacturing operations or we have to change or add additional CMs, our ability to ship products to our
customers would be delayed and our sales could become volatile, and our cost of sales may increase. For
example, throughout 2021 and 2022, we experienced a disruption in our supply chain for certain components
located in Asia and made several purchases of available inventory in order to secure supply for our customers,
sometimes at higher than our traditional prices. Although supply chain conditions have improved since 2022, they
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have not fully normalized, and structural risks related to capacity constraints, supplier prioritization, and external
disruptions continue to expose us to potential delays and cost increases.  Increased component and manufacturing
costs may not be recoverable through pricing adjustments, particularly when customer contracts limit repricing or
where customers resist price increases, which could result in margin compression and adversely affect our
operating results. Additionally, any or all of the following could either limit supply or increase costs, directly or
indirectly, to us or our CMs:

• changes or uncertainty in U.S and non-U.S. tariffs and trade policy, economic sanctions, and other trade
barriers where manufacturers are located;

• financial problems of either CMs or component suppliers;

• reservation of manufacturing capacity at our contract manufactures by other companies, inside or
outside of our industry;

• industry consolidation occurring within one or more component supplier markets, such as the
semiconductor market;

• labor strikes or shortages, or restrictions imposed to limit pandemics or epidemics; and

• political unrest, or military conflict in regions where manufacturers are located; and potential conflicts
involving other countries.

We cannot predict with certainty in the future whether a pandemic, epidemic, or AI demand surge impacting the
supply of certain components, will cause delays or disrupt our product shipments or impact manufacturing. If such
disruption were to extend over a prolonged period, it could have a material impact on our sales and business and
those of our customers.

Our CMs purchase some components, subassemblies and products from a single or limited number of
suppliers. The loss of any of these suppliers may substantially disrupt our ability to obtain orders and
fulfill sales as we design in and qualify new components.

We rely on third-party components and technology companies to provide contents of our bills of material to that
ultimately configure the devices that are deployed in our integrated solutions. Thus, we rely on our CMs to obtain
the components and subassemblies necessary for the manufacture of our devices. In 2025, we experienced relief
from the shortages in supply of components that we experienced from 2021 to 2022, but we experienced longer
lead time cycles for certain commodities. We expect that we will experience shortages, constraints, and increased
prices due to export controls on critical minerals and metals in 2026. We rely on third-party contract manufacturers
who source critical components, including memory semiconductors (DRAM and Flash), for our integrated products
such as AC-Fleet, Lighthouse, NimbeLink modems, and asset trackers. Industry-wide memory chip shortages
driven by surging demand from artificial intelligence infrastructure and data center applications may result in
extended lead times and allocation constraints that delay our ability to fulfill customer orders, significant component
cost increases, competitive disadvantages relative to larger competitors with greater supply chain leverage and
allocation priority, and delayed volume ramp timelines for AC-Fleet and Lighthouse, which could adversely affect
revenue growth and market adoption of our growth platforms. While we do not use specialized high-bandwidth
memory (HBM) chips in high demand for AI accelerators, memory suppliers are redirecting conventional memory
production capacity toward higher-margin AI applications, creating supply constraints in memory chips used across
enterprise IoT, automotive, and industrial applications. Our contract manufacturers may face challenges securing
adequate supply at reasonable prices. We may not be able to pass increased component costs to customers, and
supply constraints could materially adversely affect our business, operating results and financial condition.

While components and supplies are generally available from a variety of sources, our CMs depend on a single or
limited number of suppliers for several components for our products. Further, certain products may utilize custom
components available from only one or a limited number of sources. When a component or product uses new
technologies, capacity constraints may exist until the suppliers’ manufacturing capacity has increased. Many factors
may affect the continued availability of these components at acceptable prices, including if those suppliers decide
to concentrate on the production of common components instead of components customized to meet our
requirements. There is no assurance that the supply of such components will not be delayed or constrained. If our
suppliers of these components or technology were to enter into exclusive relationships with other providers of
wireless networking equipment or were to discontinue providing such components and technology to us and we
were unable to replace them cost effectively, or at all, our ability to provide our products would be impaired.
Additionally, poor quality in any of the single or limited sourced components in our products could result in lost
sales or lost sales opportunities. Our CMs generally rely on purchase orders rather than long-term contracts with
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these suppliers. As a result, even if available, our CMs may not be able to secure sufficient components at
reasonable prices or of acceptable quality to build our products in a timely manner. Therefore, we may be unable to
meet customer demand for our products, which would have a material adverse effect on our business, operating
results, and financial condition.

We are developing a number of our new products and wireless connectivity solutions in partnership with
other companies. If any of these companies were to fail to perform, or our partnerships were to be
unsuccessful, we may not be able to bring our solutions to market successfully or on a timely basis.

We have partnered, and expect to continue to partner, with certain companies to further advance or develop our
wireless connectivity solutions and develop or expand on new and existing technologies. These arrangements
involve the commitment of each company of various resources, including technology, and research and
development. If these arrangements do not develop as expected, especially those that involve our proprietary
technologies, or if the products and/or services produced by our partners do not meet the required quality
standards, our ability to introduce new wireless connectivity solutions successfully and on schedule may be limited.
Further, we cannot provide any assurances that our existing partnerships will be maintained successfully or at all,
the failure of which could have a material adverse effect on our business and results of operations. If an existing
partnership entity has any technical difficulties, if our partnership with them does not continue to develop, or if the
technology developed in partnership does not develop or the partnership entity does not perform as expected or
suffers market-launch delay or project-cost overrun, our sales may decrease, and our operating results could suffer.

Our business may suffer if our strategic alliances are not successful.

We enter into strategic alliances and other relationships with companies whose capabilities complement our own.
For example, we entered last year into a strategic partnership with Omantel, a telecommunications provider in
Oman, regarding 5G connectivity solutions in the Middle East and North Africa. The objectives and goals for a
strategic alliance can include one or more of the following: technology exchange, product development, joint sales
and marketing, or new market creation. To be successful, we must first be able to define, identify and secure
alliance partners which align with our growth and technological plans. We cannot be certain that our alliance
partners will provide us with the support we anticipate, or that such alliances or other relationships will be
successful in creating new or improved products. Our success is also highly dependent upon our ability to manage
the alliances, promote the benefits to us, and to not prohibit or discourage other opportunities which may be
beneficial to us in the future. Also, certain provisions of alliance agreements may include restrictions that limit our
ability to independently pursue or exploit the developments under such strategic alliances. If a strategic alliance
fails to perform as expected or if the relationship is terminated, we could experience delays in new product
development or impairment of our relationships with customers, and our ability to develop new solutions in
response to industry trends or changing technology may be impaired and our results of operations could be
adversely affected.

Emerging satellite-to-device connectivity technologies may reduce demand for certain terrestrial wireless
solutions or require significant engineering investment to address hybrid connectivity requirements. 

Satellite-to-smartphone services from Starlink, AST SpaceMobile, and traditional satellite operators enable direct
competition between mobile devices and low-earth-orbit satellites without terrestrial infrastructure. These
technologies could compete with our products in remote asset tracking, emergency connectivity, rural/maritime
applications, and certain IoT use cases.
 
Widespread satellite adoption could reduce demand for our remote area repeaters, certain broadband connectivity
products, and asset tracking solutions. Hybrid devices requiring both terrestrial and satellite connectivity may
require us to invest significantly in multi-band antenna systems, RF front-end integration, and software-defined
radio technologies. We may not be able to make these investments successfully or in a timely manner.
 
However, satellite connectivity has fundamental physics constraints—limited bandwidth, higher latency, line-of-sight
requirements, and poor indoor coverage—that will likely position it as complementary to terrestrial networks in most
use cases. The ultimate business impact remains uncertain and depends on technological developments, pricing,
regulatory decisions, and adoption patterns.
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Defects in our products or poor design and engineering services could result in lost sales and subject us
to substantial liability.

Our advanced wireless connectivity technologies and systems are an increasingly complex and critical element in
determining the operating performance of our customers’ products. If our connectivity solutions perform poorly,
whether due to design, engineering, placement, failure to properly support the products, or other reasons, we could
lose sales. In certain cases, if our connectivity solutions are found to be the component that leads to failure or a
failure to meet the performance specifications of our customer, we could be required to pay monetary damages to
our customer. Real or perceived defects or errors in our connectivity solutions could result in claims by channel
partners and customers for losses they sustain. If channel partners or customers make these types of claims, we
may be required, or may choose, for customer relations or other reasons, to expend additional resources to help
correct the problem, including warranty and repair costs, process management costs and costs associated with
remanufacturing our inventory. Liability provisions in our standard terms and conditions of sale may not be
enforceable under some circumstances or may not fully or effectively protect us from claims and related liabilities
and costs. In addition, regardless of the party at fault, errors of these kinds divert the attention of our engineering
personnel from our product development efforts, damage our reputation and the reputation of our products, cause
significant customer relations problems and can result in reduced future customer sales and even product liability
claims. We maintain insurance to protect against certain types of claims associated with the use of our products,
but our insurance coverage may not adequately cover any such claims. In addition, even claims that ultimately are
unsuccessful could result in expenditures of funds in connection with litigation and divert management’s time and
other resources. We also may incur costs and expenses relating to a recall of one or more of our products.

The process of identifying recalled products that have been widely distributed may be lengthy and require
significant resources, and we may incur significant replacement costs, contract damage claims from our customers
and significant harm to our reputation. The occurrence of these problems could result in the delay or loss of market
acceptance of our products and could adversely affect our business, operating results and financial condition.

The loss of key personnel or an inability to attract, retain and motivate qualified personnel may impair our
ability to expand our business.

Our success depends upon the continued service and performance of our senior management team and key
technical, marketing, and production personnel. We have experienced management turnover in the past. The
replacement of any member of our senior management team or other key employees or consultants involves
significant time and costs and may significantly delay or prevent the achievement of our business objectives.

Our future success also depends, in part, on our ability to continue to attract, integrate, and retain highly skilled
personnel. Competition for highly skilled personnel, especially our design and technical personnel is frequently
intense. As the source of our technological and product innovations, our design and technical personnel represent
a significant asset. Any inability to retain, attract or motivate such personnel could have a material adverse effect on
our business and results of operations. Further, competition for highly skilled personnel is frequently intense. Any
difficulties in obtaining or retaining human resource competencies we need to achieve our business objectives may
have an adverse effect on our performance.

Our inability to raise additional capital on acceptable terms in the future may limit our ability to develop
and commercialize new solutions and technologies and expand our operations.

If our available cash balances and anticipated cash flow from operations are insufficient to satisfy our liquidity
requirements, including because of lower demand for our products as a result of other risks described in this “Risk
Factors” section and elsewhere in this annual report on Form 10-K, we may seek to raise additional capital through
equity offerings, debt financings, collaborations or licensing arrangements. We may also consider raising additional
capital in the future due to liquidity considerations or to expand our business, pursue strategic investments, take
advantage of financing opportunities, or other reasons. For example, in May 2025, we amended and restated the
At-the-Market Issuance Sales Agreement (as amended, the Sales Agreement) with Craig-Hallum Capital Group
LLC (the Agent) originally entered into in March 2024, pursuant to which we may, from time to time, sell shares of
our common stock having an aggregate offering price of up to an amount registered under an effective registration
statement and for which we have filed a prospectus “at the market” (ATM) offerings through or to the Agent, as
sales agent or principal. In May 2025, we filed a registration statement on Form S-3, which was declared effective,
including a prospectus for ATM offerings pursuant to the Sales Agreement for up to an aggregate of $5.0 million in
shares of our common stock. As of December 31, 2025, $4.6 million remained available for future sales under the
Sales Agreement. However, there can be no assurance that the Agent will be successful in consummating future
sales based on prevailing market conditions or in the quantities or at the prices that we deem appropriate. In
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addition, the Sales Agreement may be terminated by us or the Agent at any time upon specified notice to the other
party, or by the Agent at any time in certain circumstances, including the occurrence of a material adverse change.

Additional funding may not be available to us on acceptable terms, or at all. If we raise funds by issuing equity
securities, dilution to our stockholders could result. Any equity securities issued also may provide for rights,
preferences or privileges of senior to those of holders of our common stock. The terms of debt securities issued, or
borrowings, could impose significant restrictions on our operations. The incurrence of indebtedness or the issuance
of certain equity securities could result in increased fixed payment obligations and could also result in restrictive
covenants, such as limitations on our ability to incur additional debt or issue additional equity, limitations on our
ability to acquire or license intellectual property rights, and other operating restrictions that could adversely affect
our ability to conduct our business. In addition, the issuance of additional equity securities by us, or the possibility of
such issuance, may cause the market price of our common stock to decline. The global credit and financial markets
have in the past experienced extreme volatility and disruptions (including as a result of public health crises, war and
conflict and liquidity concerns regarding financial institutions and others in the financial services industry). If the
equity and credit markets are volatile or deteriorate, or if adverse developments are experienced by financial
institutions, it may make any necessary debt or equity financing more difficult to obtain, more costly, more onerous
with respect to financial and operating covenants, and more dilutive. If we do not have, or are not able to obtain,
sufficient funds, we may have to delay development or commercialization of our products or license to third parties
the rights to commercialize products or technologies that we would otherwise seek to commercialize. If we raise
additional funds through collaboration and licensing arrangements with third parties, it may be necessary to
relinquish some rights to our technologies or our products, or to grant licenses on terms that are not favorable to us.
If we are unable to raise adequate funds, we may have to liquidate some or all of our assets, or delay, reduce the
scope of or eliminate some or all of our development programs. We also may have to reduce marketing; customer
support or other resources devoted to our products or cease operations. Any of these actions could harm our
business, operating results, and financial condition.

If we raise additional capital through credit facilities or debt financing, the terms of any new debt could
further restrict our ability to operate our business.

We may enter into credit facilities with banks or secure other debt financing that could require us to provide a
security interest in our assets and/or place restrictions on our operating and financial flexibility. Any such credit
facility or debt instrument could contain customary affirmative and negative covenants and events of default
applicable to us and our subsidiaries. The affirmative covenants could include, among others, covenants requiring
us and our subsidiaries to maintain our respective legal existence and governmental approvals, deliver certain
financial reports, maintain insurance coverage, keep inventory, if any, in good and marketable condition and protect
material intellectual property. The negative covenants could include, among others, restrictions on us and our
subsidiaries from transferring collateral, incurring additional indebtedness, engaging in mergers or acquisitions,
paying dividends or making other distributions, making investments, creating liens, selling assets and making any
payment on subordinated debt, in each case subject to certain exceptions. If we default under the facility or debt
instrument, the lender or debt holders may accelerate all of our repayment obligations and take control of our
pledged assets, potentially requiring us to renegotiate the facility or debt on terms less favorable to us or to
immediately cease operations. Further, if we are liquidated, the lender’s or debt holders’ right to repayment would
be senior to the rights of the holders of our common stock to receive any proceeds from the liquidation. The lender
or debt holders could declare a default upon the occurrence of any event that they interpret as a material adverse
effect as defined under the applicable agreement, thereby requiring us to repay the loan or debt immediately or to
attempt to reverse the declaration of default through negotiation or litigation. Any declaration by the lender or debt
holders of an event of default could significantly harm our business and prospects and could cause the price of our
common stock to decline.

We are subject to the risk that third-party consultants will not perform their tasks effectively and that we
will be unsuccessful in operating our business as a result.

We have in the past relied on third parties, such as sales consultants and engineering contractors, for a portion of
the design and sales and marketing of our products. In the future, we may rely on third-party consultants in addition
to our own employees to perform the daily tasks necessary to operate our business in certain areas, including sales
and engineering, and cannot ensure that third-party consultants will be able to complete their work for us in a timely
manner. The failure of any third-party consultants to perform as anticipated could result in substantial costs, divert
management’s attention from other strategic activities, or create other operational or financial problems for us.
Terminating or transitioning arrangements with key consultants could result in additional costs and a risk of
operational delays, potential errors, and possible control issues as a result of the termination or during the
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transition. Accordingly, our reliance on third parties exposes us to the risk that our business will be unsuccessful if
they do not design and sell our product as expected.

Our acquisitions expose us to risks that could adversely affect our business and adversely affect our
operating results, financial condition, and cash flows.

As part of our strategy to develop and identify new products, services and technologies, we have made, and may
continue to make, acquisitions of select assets and businesses. Integrating any newly acquired business could be
expensive and time-consuming. Integration efforts often take a significant amount of time, place a significant strain
on managerial, operational and financial resources, and could prove to be more difficult or expensive than
predicted. The diversion of management’s attention and any delay or difficulties encountered in connection with any
future acquisitions we may consummate could result in the disruption of on-going business or inconsistencies in
standards and controls that could negatively affect our ability to maintain third-party relationships.

When pursuing acquisitions, we may not be able to find suitable acquisition candidates, and we may not be able to
complete such acquisitions on favorable terms, if at all. Moreover, we may need to raise additional funds through
public or private debt or equity financing, or issue additional shares, to acquire any businesses or products, which
may result in dilution for stockholders or the incurrence of indebtedness. Any acquisitions we complete may not
ultimately strengthen our competitive position or achieve our goals and could be viewed negatively by our end-
customers, investors and financial analysts. Acquisitions involve many risks. An acquisition may negatively affect
our operating results, financial condition or cash flows because it may require us to incur charges or assume
substantial debt or other liabilities, may cause adverse tax consequences or unfavorable accounting treatment, may
expose us to claims and disputes by third parties, including intellectual property claims and disputes, or may not
generate sufficient financial return to offset additional costs and expenses related to the acquisition.

Our ability to use our net operating loss carryforwards and other tax attributes may be limited.

As of December 31, 2025, the Company had net operating loss (NOL) carryforwards of approximately $26.4 million
for federal income tax purposes and $14.0 million for state income tax purposes that, subject to limitations, may be
available to offset our future taxable income, if any. Our federal and state NOL generally begin to expire in 2029
and 2028, respectively. Federal NOLs generated in taxable years beginning after December 31, 2017 can be
carried forward indefinitely; however, such NOLs may generally only be used to offset up to 80% of future taxable
income. As of December 31, 2025, we also had federal and state research and development and other tax credit
carryforwards of approximately $3.5 million and $2.8 million, respectively, available to reduce future income tax
liabilities, subject to limitations. Our federal tax credit carryforwards begin to expire in 2026, and our state tax credit
carryforwards will begin to expire in 2032. These NOL and tax credit carryforwards could expire unused, to the
extent subject to expiration, and be unavailable to offset future taxable income or income tax liabilities.

Furthermore, the Company’s use of federal and state NOL and tax credit carryforwards could be limited by certain
ownership changes. In general, under Sections 382 and 383 of the U.S. Internal Revenue Code of 1986, as
amended (the Code), a corporation that undergoes an “ownership change” is subject to limitations on its ability to
use pre-change NOL and tax credit carryforwards to offset future taxable income and income taxes, respectively.
For these purposes, an ownership change generally occurs where the aggregate change in stock ownership of one
or more stockholders or groups of stockholders owning at least 5% of a corporation’s stock exceeds 50 percentage
points over a rolling three-year period. We have recorded a $18.5 million valuation allowance related to our NOL
carryforwards and other deferred tax assets due to the uncertainty of the ultimate realization of the future tax
benefits of such assets.

If we are unable to implement and maintain effective internal control over financial reporting in the future,
the accuracy and timeliness of our financial reporting may be adversely affected. In addition, because of
our status as a non-accelerated filer, you will not be able to depend on any attestation from our
independent registered public accounting firm as to our internal control over financial reporting for the
foreseeable future.

The Sarbanes-Oxley Act of 2002, as amended (the Sarbanes-Oxley Act), requires, among other things, that we
maintain effective disclosure controls and procedures and controls over financial reporting. In particular, we are
required to perform system and process evaluations and testing of our internal control over financial reporting to
allow management to report on the effectiveness of our internal controls over financial reporting, as required by
Section 404 of the Sarbanes-Oxley Act. We are required to furnish a report by management on, among other
things, the effectiveness of our internal control over financial reporting which began for our fiscal year ending
December 31, 2017. However, our independent registered public accounting firm will not be required to attest to the
effectiveness of our internal control over financial reporting pursuant to Section 404 of the Sarbanes-Oxley Act until
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the time we are no longer considered a non-accelerated filer. Accordingly, you will not be able to depend on any
attestation concerning our internal control over financial reporting from our independent registered public
accounting firm for the foreseeable future.

Compliance with environmental matters and worker health and safety laws could be costly, and
noncompliance with these laws could have a material adverse effect on our operating results, expenses
and financial condition.

Some of our operations use substances regulated under various federal, state, local and international laws
governing the environment and worker health and safety, including those governing the discharge of pollutants into
the ground, air and water, the management and disposal of hazardous substances and wastes, and the cleanup of
contaminated sites. Some of our products are subject to various federal, state, local, and international laws
governing chemical substances in electronic products. We could be subject to increased costs, fines, civil or
criminal sanctions, third-party property damage or personal injury claims if we violate or become liable under
environmental and/or worker health and safety laws.

Our business and prospects depend on the strength of our market efforts and our brand. Failure to
maintain and enhance our brand would harm our ability to maintain and expand our base of customers.

Maintaining and enhancing our brand is important to maintaining and expanding our base of customers who
purchase our products. This will depend largely on our ability to continue to provide high-quality solutions, and we
may not be able to do so effectively. While we may engage in a broader marketing campaign to further promote our
brand, this effort may not succeed. Our efforts in developing our brand may be affected by the marketing efforts of
our competitors. If we are unable to cost-effectively maintain and increase awareness of our brand, our business,
results of operations and financial condition could be harmed. Our brand may be impaired by other factors,
including product malfunctions. Any inability to effectively police our trademark rights against unauthorized uses by
third parties could adversely impact the value of our trademarks and our brand recognition. If we fail to maintain
and enhance our brand, or if we need to incur unanticipated expenses to establish our brand in new markets, our
operating results would be negatively affected from reduced sales and increased marketing expenses.

Our financial condition and results of operations could be adversely affected by the outbreak of contagious
diseases, including pandemics and epidemics.

Our business could be adversely affected by the effects of a widespread outbreak of contagious disease, including
any pandemic or epidemic. For example, the COVID-19 pandemic created considerable instability and disruption in
the U.S. and world economies and had a material and adverse effect on our business and operations. The COVID-
19 pandemic caused disruption and restrictions on our and our customers’ ability to travel, temporary closures of
our office buildings and the facilities of our customers or suppliers, cancellations or modification of key industry
marketing events, disruptions with our CMs and suppliers located in affected regions and overall adversely affect
development of and sales for our products and solutions.

Future pandemics or other public health epidemics may have a material adverse effect on our business, financial
condition and results of operations, and may also have the effect of heightening many of the other risks described
in this “Risk Factors” section.

Risks Relating to Intellectual Property

If we are unable to protect our intellectual property rights, our competitive position could be harmed, or we
could be required to incur significant expenses to enforce our rights.

Our ability to compete effectively is dependent in part upon our ability to protect our proprietary technology. We rely
on patents, trademarks, trade secret laws, confidentiality procedures, and licensing arrangements to protect our
intellectual property rights. There can be no assurance that these protections will be available in all cases or will be
adequate to prevent our competitors from copying, reverse engineering or otherwise obtaining and using our
technology, proprietary rights or products. For example, the laws of certain countries in which our products are
manufactured or licensed do not protect our proprietary rights to the same extent as the laws of the United States.
In addition, third parties may seek to challenge, invalidate or circumvent our patents, trademarks, copyrights and
trade secrets, or applications for any of the foregoing. Moreover, geo-political actions in the United States and in
foreign countries could increase the uncertainties and costs surrounding the prosecution or maintenance of our
patent applications or those of any current or future partners, collaborators and licensors and the maintenance,
enforcement or defense of our issued patents or those of any current or future partners, collaborators and licensors.
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We may also need to share our proprietary know-how with current or future partners, collaborators, contractors and
others located in countries at heightened risk of theft of trade secrets, including through direct intrusion by private
parties or foreign actors, and those affiliated with or controlled by state actors. As a result, we may encounter
significant problems in protecting and defending our intellectual property both in the United States and abroad.
There can be no assurance that our competitors will not independently develop technologies that are substantially
equivalent or superior to our technology or design around our proprietary rights. In each case, our ability to
compete could be significantly impaired. To prevent substantial unauthorized use of our intellectual property rights,
it may be necessary to prosecute actions for infringement and/or misappropriation of our proprietary rights against
third parties. Any such action could result in significant costs and diversion of our resources and management’s
attention, and there can be no assurance we will be successful in such action. Furthermore, many of our current
and potential competitors have the ability to dedicate substantially greater resources to enforce their intellectual
property rights than we do. Accordingly, despite our efforts, we may not be able to prevent third parties from
infringing upon or misappropriating our intellectual property.

Claims by others that we infringe on their intellectual property rights could harm our business.

Our industry is characterized by vigorous enforcement and pursuit of intellectual property rights, which has resulted
in protracted and expensive litigation for many companies. Third parties may in the future assert claims of
infringement of intellectual property rights against us or against our customers or channel partners for which we
may be liable. As the number of products and competitors in our market increases and overlaps occur, infringement
claims may increase.

Intellectual property claims against us, and any resulting lawsuits, may result in our incurring significant expenses
and could subject us to significant liability for damages and invalidate what we currently believe are our proprietary
rights. Our involvement in any patent dispute or other intellectual property dispute or action to protect trade secrets
and know-how could have a material adverse effect on our business. Adverse determinations in any litigation could
subject us to significant liabilities to third parties, require us to seek licenses from third parties which could be
costly, and prevent us from manufacturing and selling our products. Because of the substantial amount of discovery
required in connection with intellectual property litigation, there is a risk that some of our confidential information
could be compromised by disclosure during litigation. Protracted litigation to defend or prosecute our intellectual
property rights could result in our customers or potential customers deferring or limiting their purchase or use of the
affected products until resolution of the litigation. Any of these situations could have a material adverse effect on
our business.

These claims, regardless of their merits or outcome, would likely be time consuming and expensive to resolve and
could divert management’s time and attention.

We are generally obligated to indemnify our channel partners and end-customers for certain expenses and
liabilities resulting from intellectual property infringement claims regarding our products, which could
force us to incur substantial costs.

We have agreed, and expect to continue to agree, to indemnify our channel partners and end-customers for certain
intellectual property infringement claims regarding our products. As a result, in the case of infringement claims
against these channel partners and end-customers, we could be required to indemnify them for losses resulting
from such claims or to refund amounts they have paid to us. Our channel partners and other end-customers in the
future may seek indemnification from us in connection with infringement claims brought against them. We will
evaluate each such request on a case-by-case basis, and we may not succeed in refuting all such claims. If a
channel partner or end-customer elects to invest resources in enforcing a claim for indemnification against us, we
could incur significant costs disputing it. If we do not succeed in disputing it, we could face substantial liability.

Although our agreements with third-party manufacturing partners generally seek to prevent them from misusing our
intellectual property and trade secrets, or using our designs to manufacture products for our competitors, we may
be unsuccessful in monitoring and enforcing our intellectual property rights against these manufacturing partners
and may find counterfeit goods in the market being sold as our products or future products similar to ours produced
for our competitors using our intellectual property. Although we take steps to stop counterfeits, we may not be
successful and network operators who purchase these counterfeit goods may experience product defects or
failures, harming our reputation and brand and causing us to lose future sales. Any of the foregoing could harm our
business, financial condition and results of operations.



29

Risks Related to Data Privacy
Because we collect, process, use and store information about individuals, including our customers and our own
employees, this creates data privacy compliance risks that could result in additional cost and liability to us.

In the normal course of our business, we collect, process, use, and disclose information about individuals. Many
federal, state and foreign governmental bodies and agencies have adopted, or are considering adopting laws and
regulations that impose limits on the collection, processing, use, disclosure and security of information about
individuals. In some cases, such laws and regulations can be enforced by private parties in addition to government
entities. In addition, privacy advocacy and industry groups may propose new and different self-regulatory standards
that either legally or contractually apply to us. These laws, regulations, and standards are complex and currently
evolving, not uniform and likely to remain uncertain for the foreseeable future.

In the United States, data privacy laws and regulations are promulgated at the federal and state level, some of
which are enforced by the Federal Trade Commission (FTC). For example, at the federal level, there are laws
regulating the use of personal information for direct marketing purposes, including the Controlling the Assault of
Non-Solicited Pornography and Marketing Act of 2003, which establishes specific requirements for commercial
email messages, and the Telephone Consumer Protection Act (TCPA) and the Telemarketing Sales Rule as
interpreted and implemented by the FCC, FTC and/or United States courts, which imposes significant restrictions
on the use of telephone calls and text messages to residential and mobile telephone numbers. At the state level,
California enacted legislation, the California Consumer Privacy Act of 2018 (CCPA), which provides new data
privacy rights for California consumers and the California Privacy Rights Act, or CPRA, which took effect on
January 1, 2023 and amended the CCPA to include significant additional data privacy rights for consumers. The
enactment of the CCPA prompted a wave of similar legislative developments in other states in the United States,
which has created a patchwork of overlapping but different state laws. Since the CCPA went into effect, general
privacy statutes that share similarities with the CCPA are now in effect and enforceable in numerous states, and
amendments to such laws are regularly proposed. Many other states are also currently reviewing or proposing the
need for greater regulation of the collection, sharing, use and other processing of information related to individuals
for marketing purposes or otherwise, and there remains increased interest at the federal level.

Foreign data protection laws, including the EU General Data Protection Regulation 2016/679, (GDPR) and the U.K.
data protection regime consisting primarily of the UK General Data Protection Regulation and the UK Data
Protection Act 2018 (together, UK GDPR) (the EU GDPR and UK GDPR together referred to as the GDPR), may
also apply to other personal information obtained outside of the United States. The GDPR imposes stringent
requirements for entities processing personal information, including specific requirements regarding transfers of
data outside of the European Economic Area (EEA) and UK. In 2024, the National Security Division of the U.S.
Department of Justice (DOJ) also issued a new rule, referred to as the “Data Security Program” (DSP), to
implement Executive Order 14117 aimed at preventing access to “bulk U.S. sensitive personal data” and
“government-related data” by “countries of concern” (including China, Russia, Iran, North Korea, Cuba, and
Venezuela) and “covered persons” (as all such terms are defined in the DSP). The DSP imposes stringent
obligations on companies within its scope and prohibits or restricts “covered data transactions” that grant countries
of concern or covered persons access to bulk U.S. sensitive personal data or any amount of government-related
data. The DSP is new, complex and has yet to be enforced, and as such, there is a risk that our interpretation of its
applicability, scope, and requirements is incorrect, incomplete, or misapplied. In relation to such cross-border
transfers of personal data, we expect existing legal complexity and uncertainty regarding international personal
data transfers to continue.

In addition to the EU, the UK, and Asia have addition of data privacy legislation including China, Hong Kong, Japan,
Singapore, and South Korea. Although we are continuing to take steps to comply with these and future laws and
regulations, the scope of many of the requirements remains unclear, can be subject to significant change or
interpretive or enforcement application, and may be inconsistent from one jurisdiction to another, and regulatory
guidance on several topics is still forthcoming. Therefore, we cannot assure you that such steps will be sufficient.
Compliance with current and future laws and regulations may require changes to our collection, use, transfer,
disclosure or other processing of information about individuals and systems and may thereby increase compliance
costs. If we are unsuccessful, whether actual or perceived, in our efforts to comply with these and future laws and
regulations, we may incur substantial additional costs in compliance, reputational harm, affect the manner in which
we provide our services, including the geographies we service, and be subject to complaints and/or regulatory
investigations, civil and/or criminal penalties, and other additional liabilities, which may have a material adverse
effect on our business, operating results and financial condition.

We use artificial intelligence (AI), machine learning, and automated decision-making technologies
(collectively, AI Technologies) throughout our business, provide certain AI-enabled products, and are
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making significant investments in this area. As with many technological innovations, there are significant
risks involved in deploying these technologies and there can be no assurance that the usage of or our
investments in such technologies will always enhance our products or services or be beneficial to our
business, including our efficiency or profitability.

In particular, if the models underlying our AI Technologies are: incorrectly designed or implemented; trained or
reliant on incomplete, inadequate, inaccurate, biased or otherwise poor quality data, or on data to which we do not
have sufficient rights or in relation to which we and/or the providers of such data have not implemented sufficient
legal compliance measures; used without sufficient oversight and governance to ensure their responsible use;
and/or adversely impacted by unforeseen defects, technical challenges, cybersecurity threats or material
performance issues, the performance of our products, services and business, as well as our reputation, could suffer
or we could incur liability resulting from the violation of laws or contracts to which we are a party or civil claims.

With respect to our products or services that incorporate AI Technology, the market for such products and services
is rapidly evolving and unproven in many industries, including our own, and important assumptions about the
characteristics of targeted markets, pricing, sales cycles, cost, performance, and perceived value associated with
our services or products may be inaccurate. In addition, our ability to continue to use AI Technologies licensed from
third parties at the scale we need may be dependent on access to specific third-party software and infrastructure.
We cannot control the availability or pricing of such third-party AI Technologies, and we may be unable to negotiate
favorable economic terms with the applicable providers. If any such third-party AI Technologies become
incompatible with our solutions or unavailable for use, or if the providers of such models unfavorably change the
terms on which their AI Technologies are offered or terminate their relationship with us, our solutions may become
less appealing to our customers and our business will be harmed.

In addition, use of AI Technologies by people, including our vendors, employees, suppliers and contractors, with
access to our proprietary and confidential information, including know-how, may continue to increase and may lead
to the release of such information, which may impact our ability to realize the benefit of our intellectual property.

Risks Related to Our International Operations

We are subject to risks associated with international geopolitical and military conflicts.

Our business has been impacted and may continue to be impacted by geopolitical conditions, such as a resultant
international trade war, military conflicts in other countries, and increased political tensions with other countries or
regions, including those related to Russia, Europe, the Middle East, and Asia. Currently, significant uncertainty
surrounds the future trade relationships among the United States and other countries. Polices made by the U.S.
government and policies made by other countries may make significant changes in trade policies that could
negatively affect our business.

Our international sales and operations subject us to additional risks that can adversely affect our operating
results and financial condition.

For the year ended December 31, 2025, approximately 41% of our products, based on sales, are outside of North
America, and we are continuing to expand our international operations as part of our growth strategy. We have
limited sales personnel and sales and support operations in the United States, Asia, and Europe. In addition, we
anticipate further expansion of our global presence and extending our salesforce reach internationally. Our ability to
convince customers to expand their use of our antenna products is directly correlated to our direct engagement with
our end-customers and our channel partners. To the extent we are unable to engage with non-U.S. customers
effectively with our limited sales force capacity, we may be unable to grow sales to existing customers.

Our international operations subject us to a variety of risks and challenges, including: increased management,
travel, infrastructure and legal compliance costs associated with having multiple international operations; reliance
on channel partners; increased financial accounting and reporting burdens and complexities; compliance with
foreign laws and regulations; compliance with U.S. laws and regulations for foreign operations; and reduced
protection for intellectual property rights in some countries and practical difficulties of enforcing rights abroad. Any
of these risks could adversely affect our international operations, reduce our international sales or increase our
operating costs, adversely affecting our business, operating results and financial condition and growth prospects.

In addition, we are subject to risks related to regulation of exports, re-exports and transfers of products, software or
technology regulated under United States laws and regulations. From time to time, the U.S. Department of
Commerce may impose licensing restrictions on certain parties with whom we conduct business, which may limit or
prohibit our ability to continue these activities. For example, certain of our customers have been or are designated
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on the U.S. Department of Commerce’s Entity List and subject to licensing requirements in connection with exports,
re-exports, and transfers of US-regulated items. These designations may result in the loss or temporary loss of
such customers and could have a material adverse effect on our business, financial condition and results of
operations and affect our international sales strategy in China and elsewhere around the world. Although we
undertake to conduct our business in compliance with applicable laws and regulations and have no knowledge of
any issues of noncompliance with respect to export controls, our failure to successfully comply therewith may
expose us to negative legal and business consequences, including civil or criminal penalties, government
investigations, and reputational harm.

We are subject to governmental export and import controls and supply chain-related regulations that could
impair our ability to compete in international markets due to licensing requirements, result in the
disruption of our supply chains and/or subject us to liability and reputational harm if we are not in
compliance with applicable laws.

Our products are subject to export control and import laws and regulations, including the U.S. Export Administration
Regulations, U.S. Customs regulations and various economic and trade sanctions regulations administered by the
U.S. Treasury Department’s Office of Foreign Assets Controls. Exports for our products must be made in
compliance with these laws and regulations. If we violate these laws and regulations, we and certain of our
employees could be subject to substantial civil or criminal penalties, including the possible loss of export or import
privileges, fines, which may be imposed on us and responsible employees or managers, and, in extreme cases, the
incarceration of responsible employees or managers. In addition, if our channel partners, agents or consultants fail
to obtain appropriate import, export or re-export licenses or authorizations, we may also be adversely affected
through reputational harm and penalties. Obtaining the necessary authorizations, including any required license, for
a particular sale may be time-consuming, is not guaranteed and may result in the delay or loss of sales
opportunities. Changes in our products or changes in applicable export or import laws and regulations may also
create delays in the introduction and sale of our products in international markets, prevent our end-customers with
international operations from deploying our products or, in some cases, prevent the export or import of our products
to certain countries, governments or persons altogether. Any change in export or import laws and regulations, shift
in the enforcement or scope of existing laws and regulations, or change in the countries or territories, governments,
persons or technologies targeted by such laws and regulations, could also result in decreased use of our products,
or in our decreased ability to export or sell our products to existing or potential end-customers with international
operations. Any decreased use of our products or limitations on our ability to export or sell our products would likely
adversely affect our business, financial condition and operating results.

For example, U.S. export control laws and regulations have been amended over the past several years, including
through the imposition of certain export control restrictions concerning advanced node IC production in China, the
inclusion of additional Chinese technology companies on the BIS Entity List and regulations governing the sale and
export of certain technologies. If a customer was added to the Entity List or became subject to new or expanded
trade restrictions, it could have a negative effect on our ability to sell products and provide services to these
customers. In addition, the issuance of new or expanded trade restrictions, such as the continued expansion of the
military end-user and military end-use rules, the foreign-direct product rules, or any other rule that prevents or
places restrictions on a class of commodities, software or technology from export or re-export to any specific
country or countries without a license, could increase our costs or expenses.

Furthermore, U.S. economic sanctions prohibit the provision of certain products and services to countries and
territories, governments, and persons targeted by U.S. sanctions. U.S. sanctions that have been or may be
imposed, including as a result of military conflicts in other countries may impact our ability to sell our products within
regions covered by such sanctions or with or involving targeted persons. Despite our compliance efforts and
activities, we cannot assure compliance by our employees or representatives for which we may be held
responsible. If we fail to comply with export and import regulations and such economic sanctions, penalties could
be imposed, including, for example, fines and/or denial of certain export privileges. These export and import
controls, and economic sanctions could also adversely affect our manufacturers, suppliers, and customers.

We are also subject to risks generally associated with having a global supply chain, including certain laws and
regulations related to forced labor, human rights, and supply chain due diligence. The Corporate Sustainability Due
Diligence Directive (CSDDD), the Forced Labour Regulation, U.S. Uyghur Forced Labor Prevention Act (UFLPA),
and similar regulations (including product-specific requirements, like the EU’s Batteries Regulation) could all
similarly impact our supply chain. Even if we were not directly subject to penalties, fines or sanctions or supply
chain disruption under these restrictions, if products we source are linked in any way to forced labor, our reputation



32

could be harmed and/or we may be subject to adverse impacts in relation to our relationships with our channel
partners and our customers.

Changes to United States tax, tariff, Department of Defense’s Section 1260H List, and import/export
regulations may have a negative effect on global economic conditions, financial markets and our business.

There have been significant changes and proposed changes to United States trade policies, treaties, tariffs and
taxes, including trade policies and tariffs regarding China, Canada, and Mexico, among others. Tariffs in particular
are in flux and involve some of the United States’ largest trading partners. These tariffs, along with existing and
potential future trade restrictions, pose significant risks to our operations, especially given our reliance on ODMs for
wireless connectivity solutions systems. ODMs frequently source critical components from China, and higher tariffs
will likely increase production costs, disrupt supply chains, and impact our cost of goods sold. Additionally,
stockpiling behaviors and supply shortages driven by these tariffs may lead to delays, reduced margins, and
increased pricing pressures.

Regulatory changes and geopolitical developments further compound these risks. In 2024, new requirements under
environmental regulations, including restrictions on PFAS chemicals, expanded emissions reporting, and the EU
Battery Regulation, increased compliance complexity and operational costs. At the same time, China’s 2024 export
ban on critical minerals such as gallium, germanium, and antimony has disrupted and may continue to disrupt
global supply chains, driving up costs for semiconductors, sensors, and LEDs — core components in our wireless
connectivity solutions. Given that China dominates the global gallium supply, and the resulting price inflation and
supplier limitations create additional uncertainty for our production timelines and profitability.

Additionally, evolving regulatory measures under the DoD’s Section 1260H List introduce significant uncertainties
for our business, particularly regarding our ability to engage in contracts with U.S. Department of Defense
agencies. While Section 1260H does not directly impose prohibitions, further legislative measures, including those
under the FY 2024 and FY 2025 National Defense Authorization Acts, will prohibit DoD agencies from acquiring
certain goods, services or technologies from entities included on the 1260H List. The prohibition impacts contracts
for direct sales from entities on the 1260H List beginning in June 2026 and for indirect sales from entities on the
1260H List beginning in June 2027. To the extent that any of our suppliers are included on or added to the 1260H
List, the use of goods, services or technologies from those suppliers could restrict our business opportunities with
certain customers, further affecting our operations.

The United States may maintain or increase existing tariffs or impose new ones. In response, China, Canada,
Mexico, the European Union, and other countries have imposed or proposed additional tariffs on certain exports
from the United States, and it is unclear what future actions countries will or will not take with respect to trade
policies, treaties, and tariffs.

Because we use products containing imported components that are covered under these fluctuating trade policies,
we have engaged new CMs outside of China for additional supply chain diversity as well as an option of supply of
components and assemblies for our wireless solutions that are less likely to be subject to delivery disruptions or
increased tariffs.

Nonetheless, the changes and proposed changes to United States trade policies, treaties, tariffs and taxes, which
are outside of our control, contribute to significant uncertainty about the future relationship between the United
States, China, Canada, Mexico, the European Union, and other countries. Specifically, such developments may
have a material adverse effect on global economic conditions and the stability of global financial markets and may
significantly reduce global trade particularly between the above-listed countries. Any of these factors could depress
economic activity; restrict our access to suppliers or customers; have a material adverse effect on our business,
operating results and financial condition; and/or affect our strategy in China and elsewhere around the world.

New regulations or standards or changes in existing regulations or standards in the United States or
internationally related to our products or our end-customer’s products may result in unanticipated costs or
liabilities, which could have a material adverse effect on our business, operating results and future sales,
and could place additional burdens on the operations of our business.

Our products and our end-customers’ products are subject to governmental regulations regarding radio frequency
devices in many jurisdictions. To achieve and maintain market acceptance, our products, or our end-customers’
products must continue to comply with these regulations and many industry standards designed to prevent
interference with other radio services and to limit human exposure to harmful radiation. In the United States, our
end-customers’ products and our products (in cases where we provide devices that are end-device certified) must
comply with such regulations issued by the FCC before they can be marketed or sold, or imported into, the United
States, and may also be required to conform to industry standards defined by industry associations or
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organizations, such as Underwriters Laboratories, for commercial acceptance. We and our end-customers must
also comply with similar international regulations and standards.

As these regulations and standards evolve, and if new regulations or standards are implemented, we may have to
modify or redesign our products, or our end-customers may have to modify their products, which could increase
costs. The failure of our products or their products to comply, or cause delays in compliance, with the existing and
evolving industry regulations and standards could prevent or delay introduction of our products or our antennas
used in third-party products, which could harm our business. End-customer uncertainty regarding future policies
may also affect demand for communications products, including our products. Moreover, channel partners or
customers may require us, or we may otherwise deem it necessary or advisable, to alter our products to address
actual or anticipated changes in the regulatory environment. Our inability to alter our products to address these
requirements and any regulatory changes may have a material adverse effect on our business, operating results
and financial condition.

We could be adversely affected by violations of the U.S. Foreign Corrupt Practices Act and similar
worldwide anti-bribery laws.

We operate directly and indirectly in several foreign countries and are subject to anti-bribery laws in the jurisdiction
in which we operate. The U.S. Foreign Corrupt Practices Act, or FCPA, and similar anti-bribery laws generally
prohibit companies and their intermediaries from making improper payments to foreign government officials for the
purpose of obtaining or retaining business or an unfair business advantage; many anti-bribery laws also prohibit
commercial bribery. In addition, we are subject to the FCPA’s recordkeeping and internal controls requirements.
Practices in the local business communities of many countries in which we do business have a heightened level of
corruption. As part of our business, we may have direct or indirect sales to, and other interactions with, non-U.S.
government agencies. Our policies mandate compliance with these anti-bribery laws and we have established
policies and procedures reasonably designed to promote compliance with applicable anti-bribery law requirements;
however, we cannot assure you that our policies and procedures will protect us from violations committed by
individual employees, agents or intermediaries. Allegations or violations of anti-bribery law violations could result in
costly investigations, criminal or civil penalties or other sanctions that could have a material adverse effect on our
business and reputation.

Risks Related to Our Common Stock

The price of our common stock may be volatile.

The trading price of our common stock may be volatile and may fluctuate substantially in response to various
factors. This may be especially true for companies with a small public float. As a result of this volatility, investors
may not be able to sell their common stock at or above the price at which they paid. The trading price of our
common stock depends on several factors, including those described in this “Risk Factors” section and elsewhere
in this annual report on Form 10-K, including:

• price and volume fluctuations in the overall stock market from time to time;

• volatility in the market prices and trading volumes of technology stocks;

• changes in operating performance and stock market valuations of other technology companies
generally, or those in our industry in particular;

• sales of shares of our common stock by us or our stockholders;

• failure of financial analysts to maintain coverage of us, changes in financial estimates by any analysts
who follow our company, or our failure to meet these estimates or the expectations of investors;

• the financial projections we may provide to the public, any changes in those projections or our failure to
meet those projections;

• announcements by us or our competitors of new products or new or terminated significant contracts,
commercial relationships or capital commitments;

• the development and sustainability of an active trading market for our common stock;

• the public’s reaction to our press releases, other public announcements and filings with the SEC;

• rumors and market speculation involving us or other companies in our industry;
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• actual or anticipated changes in our operating results or fluctuations in our operating results;

• actual or anticipated developments in our business or our competitors’ businesses or the competitive
landscape generally;

• litigation involving us, our industry or both or investigations by regulators into our operations or those of
our competitors;

• developments or disputes concerning our intellectual property or other proprietary rights;

• announced or completed acquisitions of businesses or technologies by us or our competitors;

• new laws or regulations or new interpretations of existing laws or regulations applicable to our business;

• changes in accounting standards, policies, guidelines, interpretations or principles;

• any major change in our management;

• general economic conditions and slow or negative growth of our markets; and

• other events or factors, including those resulting from outbreaks of contagious disease, inflation and
interest rate changes, financial institution instability, wars, political unrest, regional tensions, and global
and regional, terrorism or other geopolitical events.

In addition, the stock market in general, and the market for technology companies in particular, have experienced
extreme price and volume fluctuations that have often been unrelated or disproportionate to the operating
performance of those companies. Broad market and industry factors, as well as general economic, political and
market conditions such as recessions or interest rate changes, may seriously affect the market price of our
common stock, regardless of our actual operating performance. The realization of any of the above risks or any of a
broad range of other risks, including those described in this “Risk Factors” section and elsewhere in this annual
report on Form 10-K could have a dramatic and material adverse impact on the market price for our common stock.

In addition, in the past, following periods of volatility in the overall market and the market prices of particular
companies’ securities, securities class action litigations have often been instituted against these companies.
Litigation of this type, if instituted against us, could result in substantial costs and a diversion of our management’s
attention and resources. Any adverse determination in any such litigation or any amounts paid to settle any such
actual or threatened litigation could require that we make significant payments.

If securities or industry analysts issue an adverse opinion regarding our stock, our stock price and trading
volume could decline.

The trading market for our common stock is influenced by the research and reports that securities or industry
analysts may publish about us, our business, our market or our competitors. We currently have limited research
coverage by securities and industry analysts. If any of the analysts who may cover us change their
recommendation regarding our common stock adversely, or provide more favorable relative recommendations
about our competitors, the trading price of our common stock would likely decline. If any analyst who may cover us
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were to cease coverage of our company or fail to regularly publish reports on us, we could lose visibility in the
financial markets, which in turn could cause the trading price of our common stock or trading volume to decline.

Anti-takeover provisions in our charter documents and under Delaware law could make an acquisition of
us, which may be beneficial to our stockholders, more difficult and may prevent attempts by our
stockholders to replace or remove our current management and limit the market price of our common
stock.

Provisions in our amended and restated certificate of incorporation and amended and restated bylaws may have
the effect of delaying or preventing a change of control or changes in our management. Some of these provisions:

• authorize our board of directors to issue, without further action by the stockholders, up to 10,000,000
shares of undesignated preferred stock and up to 200,000,000 shares of authorized common stock;

• require that any action to be taken by our stockholders be effected at a duly called annual or special
meeting and not by written consent;

• specify that special meetings of our stockholders can be called only by our board of directors, the
Chairman, the Chief Executive Officer or the President;

• establish an advance notice procedure for stockholder approvals to be brought before an annual
meeting of our stockholders, including proposed nominations of persons for election to our board of
directors;

• establish that our board of directors is divided into three classes, Class I, Class II and Class III, with
each class serving staggered terms;

• provide that our directors may be removed only for cause; and

• provide that vacancies on our board of directors may, except as otherwise required by law, be filled
only by a majority of directors then in office, even if less than a quorum.

In addition, we are subject to the provisions of Section 203 of the Delaware General Corporation Law, which limits
the ability of stockholders owning in excess of 15% of our outstanding voting stock to merge or combine with us.
Furthermore, our amended and restated certificate of incorporation specifies that, unless we consent in writing to
the selection of an alternative forum, the Court of Chancery of the State of Delaware will be the sole and exclusive
forum for most legal actions involving actions brought against us by stockholders. We believe this provision benefits
us by providing increased consistency in the application of Delaware law by chancellors particularly experienced in
resolving corporate disputes, efficient administration of cases on a more expedited schedule relative to other
forums and protection against the burdens of multi-forum litigation. However, the provision may have the effect of
discouraging lawsuits against our directors and officers. The enforceability of similar choice of forum provisions in
other companies’ certificates of incorporation has been challenged in legal proceedings, and it is possible that, in
connection with any applicable action brought against us, a court could find the choice of forum provisions
contained in our amended and restated certificate of incorporation to be inapplicable or unenforceable in such
action.

These anti-takeover provisions and other provisions in our amended and restated certificate of incorporation and
amended and restated bylaws could make it more difficult for stockholders or potential acquirers to obtain control of
our board of directors or initiate actions that are opposed by the then-current board of directors and could also
delay or impede a merger, tender offer or proxy contest involving our company. These provisions could also
discourage proxy contests and make it more difficult for you and other stockholders to elect directors of your
choosing or cause us to take other corporate actions you desire. Any delay or prevention of a change of control
transaction or changes in our board of directors could cause the market price of our common stock to decline.

We have never paid cash dividends on our common stock, and we do not anticipate paying cash dividends
in the foreseeable future.

We have never declared or paid any cash dividends on our common stock and do not intend to pay any cash
dividends in the foreseeable future. We currently intend to retain any future earnings to fund the growth of our
business. Any determination to pay dividends in the future will be at the discretion of our board of directors and will
depend on our financial condition, operating results, capital requirements, general business conditions and other
factors that our board of directors may deem relevant and subject to the restrictions contained in any loan or
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financing instruments. As a result, capital appreciation, if any, of our common stock, will be the sole source of gain
for the foreseeable future.

We are a “smaller reporting company,” and if we take advantage of certain exemptions from disclosure
requirements available to smaller reporting companies, this could make our stock less attractive to
investors and may make it more difficult to compare our performance with other public companies.

We are a “smaller reporting company” as defined in Item 10(f)(1) of Regulation S-K. Smaller reporting companies
may take advantage of certain reduced disclosure obligations, including, among other things, reduced executive
compensation disclosures and providing only two years of audited financial statements. We will remain a smaller
reporting company until the last day of the fiscal year in which (1) the market value of our common stock held by
non-affiliates equals or exceeds $250 million as of the prior June 30, or (2) our annual revenue equals or exceeds
$100 million during such completed fiscal year and the market value of our common stock held by non-affiliates
equals or exceeds $700 million as of the prior June 30. To the extent we take advantage of such reduced
disclosure obligations, our stockholders may not have access to certain information they may deem important. It
may also make comparison of our financial statements with other public companies difficult or impossible. If
investors find our common stock less attractive as a result of our reliance on these exemptions, the trading prices of
our common stock may be lower than they otherwise would be, there may be a less active trading market for our
common stock and the trading prices of our common stock may be more volatile.

We incur significant costs as a result of operating as a public company, and our management is required to
devote substantial time to comply with the laws and regulations affecting public companies, particularly
after we are no longer a smaller reporting company or a non-accelerated filer.

As a public company, particularly after we cease to qualify as a smaller reporting company or non-accelerated filer,
we incur significant legal, accounting and other expenses that we did not incur as a private company, including
costs associated with public company reporting and corporate governance requirements, to comply with the rules
and regulations imposed by the Sarbanes-Oxley Act and the Dodd-Frank Act, as well as rules implemented by the
SEC and Nasdaq. Our management and other personnel need to devote a substantial amount of time to these
compliance initiatives, and our legal and accounting compliance costs will increase. It is likely that we will need to
hire additional staff in the areas of investor relations, legal, and accounting. These new rules and regulations may
make it more difficult and expensive for us to obtain director and officer liability insurance, and we may be required
to accept reduced policy limits and coverage or incur substantially higher costs to obtain the same or similar
coverage. As a result, it may be more difficult for us to attract and retain qualified individuals to serve on our board
of directors or as executive officers. We are evaluating and monitoring developments regarding these rules, and we
cannot predict or estimate the amount of additional costs we may incur or the timing of such costs.

For example, the Sarbanes-Oxley Act requires, among other things, that we maintain effective internal controls over
financial reporting and disclosure controls and procedures. In particular, as a public company, we are required to
perform system and process evaluations and testing of our internal control over financial reporting to allow
management to report on the effectiveness of our internal controls over financial reporting, as required by Section
404 of the Sarbanes-Oxley Act. As described above, as long as we are considered a non-accelerated filer, we will
not need to comply with the auditor attestation provisions of Section 404. Our testing, or the subsequent testing by
our independent registered public accounting firm, may reveal deficiencies in our internal control over financial
reporting that are deemed to be material weaknesses. Our compliance with Section 404 will require that we incur
substantial accounting expense and management time on compliance-related issues. Moreover, if we are not able
to comply with the requirements of Section 404 in a timely manner, or if we or our independent registered public
accounting firm identify deficiencies in our internal control over financial reporting that are deemed to be material
weaknesses, we could lose investor confidence in the accuracy and completeness of our financial reports, which
could cause our stock price to decline.

Until December 31, 2021, we qualified for further exemptions and reduced disclosure requirements as an
“emerging growth company,” as defined in the JOBS Act. Since we are no longer an emerging growth company, we
are no longer exempt from certain requirements, including, without limitation, holding non-binding stockholder votes
on executive compensation arrangements and compliance with new or revised accounting standards and audit
requirements. We expect to incur additional expenses and devote increased management effort toward ensuring
compliance with these requirements, as well as when the available exemptions for a smaller reporting company or
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a non-accelerated filer are no longer available to us. We cannot predict or estimate the amount of additional costs
we may incur as a result of becoming a public company or the timing of such costs.

General Risk Factors

Litigation or legal proceedings could expose us to significant liabilities and damage our reputation.

We may become party to litigation claims and legal proceedings. Litigation involves significant risks, uncertainties
and costs, including distraction of management attention away from our current business operations. We evaluate
litigation claims and legal proceedings to assess the likelihood of unfavorable outcomes and to estimate, if possible,
the amount of potential losses. We caution you that actual outcomes or losses may differ materially from those
envisioned by our current estimates. Our policies and procedures require strict compliance by our employees and
agents with all United States and local laws and regulations applicable to our business operations, including those
prohibiting improper payments to government officials. Nonetheless, there can be no assurance that our policies
and procedures will always ensure full compliance by our employees and agents with all applicable legal
requirements. Improper conduct by our employees or agents could damage our reputation in the United States and
internationally or lead to litigation or legal proceedings that could result in civil or criminal penalties, including
substantial monetary fines, as well as disgorgement of profits.

A failure in our information technology systems could negatively impact our business.

We rely on information technology to process, transmit, and store electronic and financial information and
information about individuals, to manage a variety of business processes and activities, to maintain the financial
accuracy of our records, and to comply with regulatory, legal and tax requirements. We also depend on our
information technology infrastructure for digital marketing and sales activities and for electronic communications
among our locations, personnel, customers, and suppliers around the world. We own and manage some of these
information technology systems but also rely on third parties for a range of information technology systems and
related products and services, including but not limited to cloud computing services. Third party products including
cloud computing services and hardware come with risks that Airgain continuously monitors to ensure industry best
practices are in use and consistent with replacement cycles to mitigate these risks. These information technology
systems are susceptible to damage, disruptions, or shutdowns due to failures during the process of upgrading or
replacing software, databases or components thereof, power outages, hardware failures, computer viruses, cyber-
attacks, telecommunication failures, defects, errors, catastrophic events, terrorism or war, which according to
United States government sources and others has resulted in a heightened risk of cyberattacks against companies
like ours. If our information technology systems suffer severe damage, disruption, or shutdown and our business
continuity plans do not effectively resolve the issues in a timely manner, our product sales, financial condition, and
results of operations may be materially affected, and we could experience delays in reporting our financial results.

Information technology security threats are increasing in frequency, persistence, intensity, and sophistication. We
and our third-party service providers (including third party providers of AI Technologies) may also experience
information technology security threats that may remain undetected for an extended period. Any perceived or actual
compromise, breach, or misuse of our or our third-party service providers’ systems or information could cause us to
incur damage to our reputation, and expose us to a risk of loss or litigation (including by our customers) and
possible monetary liability, affect the manner in which we provide our services, and subject us to complaints and/or
regulatory investigations, fines, penalties, regulatory enforcement, individual or class action lawsuits, public
criticism, loss of customers, loss of goodwill or other additional liabilities, and could adversely affect our business,
results of operations, financial condition and prospects. We may also incur significant costs to notify, in particular,
affected individuals, maintain our security precautions and/or to correct problems caused by the compromise,
breach or misuse of our systems or information. The costs of any compromise, breach or misuse of our systems or
information could exceed our available insurance coverage or could result in denial of coverage as to any specific
claim, or a change or cessation in our insurance policies and coverages, including premium increases or the
imposition of large deductible requirements. And any failure by our third-party information technology providers, or
any other entity in our collective supply chain, to prevent or mitigate security breaches or improper access to, or
use, acquisition, disclosure, alteration, or destruction of, systems or information could have similar adverse
consequences for us. To date, we have seen no material impact on our business or operations from these
information technology security threats. Any future significant compromise, breach, or misuse of our data security
could result in significant costs and damage to our reputation, and could materially adversely affect our business,
results of operations, and financial condition. The ever-evolving threats mean us, and our third-party service
providers must continually evaluate and adapt our respective systems and processes and overall security
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environment, as well as those of any companies we acquire. There is no guarantee that these measures will be
adequate to safeguard against all data security compromises, breaches, or misuses.

Our business is subject to the risks of earthquakes, fire, floods, and other natural catastrophic events.

Our corporate headquarters are located in Southern California, some of our CMs are located in eastern Asia, both
regions known for seismic activity. A significant natural disaster, such as an earthquake, a fire or a flood, occurring
near our headquarters, or near the facilities of our CMs, could have a material adverse impact on our business,
operating results and financial condition.

Changes in tax law may materially adversely affect our financial condition, results of operations, and cash
flows.

New income, sales, use or other tax laws, statutes, rules, regulations or ordinances could be enacted at any time,
or interpreted, changed, modified or applied adversely to us, any of which could adversely affect our business
operations and financial performance. The likelihood of these changes being enacted or implemented is unclear.
We are currently unable to predict whether such changes will occur. If such changes are enacted or implemented,
we are currently unable to predict the ultimate impact on our business. We urge our investors to consult with their
legal and tax advisors with respect to any changes in tax law and the potential tax consequences of investing in our
common stock.

Our business, operating results and growth rates may be adversely affected by current or future
unfavorable economic and market conditions and adverse developments with respect to financial
institutions and associated liquidity risk.

Our business depends on the economic health and general willingness of our current and prospective end-
customers to make those capital commitments necessary to purchase our products. If the conditions in the U.S.
and global economies become uncertain or volatile, or if they deteriorate, including as a result of the current or
anticipated impact of military conflict, political unrest, regional tensions, and global and regional, terrorism or other
geopolitical events, our business, operating results and financial condition may be materially adversely affected.
Economic weakness, end-customer financial difficulties, inflation and increases in interest rates, limited availability
of credit, liquidity shortages and constrained capital spending have at times in the past resulted, and may in the
future result, in challenging and delayed sales cycles, slower adoption of new technologies and increased price
competition, and could negatively affect our ability to forecast future periods, which could result in an inability to
satisfy demand for our products and a loss of market share.

In addition, if interest rates rise or foreign exchange rates weaken for our international customers, overall demand
for our products and services could decline and related capital spending may be reduced. Furthermore, any
increase in worldwide commodity prices may result in higher component prices for us and increased shipping costs,
both of which may negatively affect our business, operating results, and financial condition.

In addition, the closures in 2023 of financial institutions and their placement into receivership with the FDIC created
bank-specific and broader financial institution liquidity risk and concerns. Future adverse developments with respect
to specific financial institutions or the broader financial services industry may lead to market-wide liquidity
shortages, impair the ability of companies to access near-term working capital needs, and create additional market
and economic uncertainty. There can be no assurance that future credit and financial market instability and a
deterioration in confidence in economic conditions will not occur. Our general business strategy may be adversely
affected by any such economic downturn, liquidity shortages, volatile business environment or continued
unpredictable and unstable market conditions. If the equity and credit markets deteriorate, or if adverse
developments are experienced by financial institutions, it may cause short-term liquidity risk and also make any
necessary debt or equity financing more difficult, more costly, more onerous with respect to financial and operating
covenants and more dilutive. Failure to secure any necessary financing in a timely manner and on favorable terms
could have a material adverse effect on our growth strategy, financial performance and stock price and could
require us to alter our operating plans. In addition, there is a risk that one or more of our current service providers,
financial institutions, manufacturers, suppliers, customers and other partners may be adversely affected by the
foregoing risks, which could directly affect our ability to attain our operating goals on schedule and on budget.
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ITEM 1B. UNRESOLVED STAFF COMMENTS
None.

ITEM 1C. CYBERSECURITY

Cybersecurity Risk Management and Strategy
We maintain processes and reference various security industry frameworks and other guidance designed to help us
to assess, identify, and manage material risks from cybersecurity threats. Cybersecurity risk management is
integrated into our broader enterprise risk management framework and is considered alongside other operational,
legal, compliance, strategic, and financial risks.

Our cybersecurity risk management processes are designed to address risks associated with our information
technology systems, connected products, and third-party relationships. These processes include evaluating
cybersecurity risks, implementing controls intended to mitigate identified risks, and monitoring for potential
cybersecurity threats and vulnerabilities. We also engage third-party service providers from time to time to assist
with aspects of our cybersecurity risk management program. We assess cybersecurity risks associated with third-
party service providers as part of our vendor onboarding process. This includes review of security documentation,
such as independent audit reports, and completion of vendor security questionnaires. We also implement internal
technical safeguards, including endpoint monitoring and threat detection capabilities, to monitor and mitigate
cybersecurity risks within our environment.

While we continue to evolve our business and technology offerings, including software-enabled and connected
products, we recognize that cybersecurity threats are increasingly sophisticated and may not be fully prevented.
Accordingly, our cybersecurity risk management processes are intended to reduce the likelihood and potential
impact of cybersecurity incidents; however, there can be no assurance you that our cybersecurity risk management
program and processes, including our policies, controls or procedures, will be fully implemented, complied with or
effective in protecting our systems and information.

Cybersecurity Governance
Our board of directors considers cybersecurity risk as part of its overall risk oversight responsibilities and has
delegated oversight of cybersecurity and information technology risks to the Audit Committee. The Audit Committee
receives periodic updates from management regarding cybersecurity risks and related matters.

Our management team is responsible for assessing and managing material risks from cybersecurity threats.
Management’s responsibilities include implementing and maintaining cybersecurity risk management processes,
monitoring cybersecurity risks, and responding to cybersecurity incidents. Management reports to the Audit
Committee regarding cybersecurity risks and incidents as appropriate.

The Company’s cybersecurity risk management program is overseen by its Chief Technology Officer (CTO), who
has more than 30 years of experience in technology leadership roles spanning wireless communications,
semiconductor systems, cloud infrastructure, and secure embedded platforms. In these roles, the CTO has
overseen product security architecture, enterprise information technology, and cybersecurity risk management
initiatives. He also receives ongoing education and training to remain current on evolving cybersecurity threats,
regulatory development, and industry best practices. Management also receives regular updates from internal
personnel, external advisors, and third-party service providers to assess and address cybersecurity risks.

Cybersecurity Incidents
As of the date of this report, we have not identified any cybersecurity incidents that have materially affected or are
reasonably likely to materially affect our business strategy, results of operations, or financial condition. However,
we cannot assure you that we will not experience cybersecurity incidents in the future that could have a material
adverse effect on our business. We face risks from cybersecurity threats that, if realized, are reasonably likely to
materially affect us, including our operations, business strategy, results of operations, or financial condition. See
“Risk Factors – Risks Relating to Data Privacy.”
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ITEM 2. PROPERTIES
Our corporate headquarters occupy approximately 11,200 square feet in San Diego, California, under a lease that
expires in September 2031. Our NimbeLink facility, located in Plymouth, Minnesota, occupies 3,800 square feet
under a lease that expires in June 2031. We utilize a 5,200 square foot research, development, and test facility in
Scottsdale, Arizona, under a lease that expires in October 2029. We utilize a 3,000 square foot warehouse in
Scottsdale, Arizona, under a lease that expires in February 2028. For testing services, we lease a 4,100 square
foot property in Vero Beach, Florida, and a 3,500 square foot property in Jonestown, Texas.

We lease an office space in four locations outside of the United States including leases in Shenzhen, China;
Jiangsu Province, China; Zhubei City, Taiwan; and Cambridge, United Kingdom.

We believe our facilities are suitable and sufficient to meet our current operating needs.

ITEM 3. LEGAL PROCEEDINGS
We are not currently subject to any material legal proceedings. From time to time, we may be involved in legal
proceedings or subject to claims incident to the ordinary course of business. Regardless of the outcome, such
proceedings or claims can have an adverse impact on us because of defense and settlement costs, diversion of
resources, and other factors, and there can be no assurances that favorable outcomes will be obtained.

ITEM 4. MINE SAFETY DISCLOSURES
Not applicable.
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PART II

ITEM 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS AND
ISSUER PURCHASES OF EQUITY SECURITIES

Market Information
Our common stock is listed on the Nasdaq Capital Market under the symbol “AIRG”.

Holders of Common Stock
As of February 19, 2026, there were 12,223,892 shares of our common stock outstanding held by approximately 28
holders of record of our common stock. This number was derived from our shareholder records and does not
include beneficial owners of our common stock whose shares are held in the name of various dealers, clearing
agencies, banks, brokers and other fiduciaries.

Dividend Policy
We have never declared or paid cash dividends on our common stock. We currently intend to retain all available
funds and any future earnings for use in the operation of our business and do not anticipate paying any cash
dividends on our common stock in the near future. Any future determination to declare dividends will be made at
the discretion of our board of directors and will depend on our financial condition, operating results, capital
requirements, general business conditions and other factors that our board of directors may deem relevant and
subject to the restrictions contained in any loan or financing instruments.

Equity Compensation Plan Information
See Part III, Item 12, “Security Ownership of Certain Beneficial Owners and Management and Related Stockholder
Matters” for information regarding securities authorized for issuance under equity compensation plans.

Unregistered Sales of Equity Securities
None.

Issuer Repurchases of Equity Securities
None.

ITEM 6. [Reserved]

ITEM 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF
OPERATIONS
You should carefully consider the following risk factors, together with the other information contained in this annual
report on Form 10-K, including our financial statements and the related notes and “Management’s Discussion and
Analysis of Financial Condition and Results of Operations,” before deciding to purchase or sell shares of our
common stock. We cannot assure you that any of the events discussed in the risk factors below will not occur.
These risks could have a material and adverse impact on our business, results of operations, financial condition
and growth prospects. If that were to happen, the trading price of our common stock could decline. Additional risks
and uncertainties not presently known to us or that we currently deem immaterial also may impair our business
operations or financial condition.

Business Overview
Headquartered in San Diego, California, Airgain, Inc. (NASDAQ: AIRG) is a leading provider of advanced wireless
connectivity solutions. We are focused on delivering high-performance, cost-effective, and energy-efficient wireless
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solutions that enable rapid market deployment. Our mission is to connect the world through integrated, innovative,
and optimized wireless solutions. Our diverse product portfolio serves three primary markets: enterprise,
automotive, and consumer. While historically recognized for high-performance radio frequency (RF) components,
Airgain is increasingly delivering integrated, system-level connectivity solutions that combine hardware, software
and cloud management.

Our enterprise products include Smart Network Controlled Cellular Repeaters (Smart NCRs), embedded cellular
modems, asset tracking solutions, and antennas for access points and Internet of Things (IoT) applications. Our
automotive products include our second-generation AirgainConnect® Fleet system solution, and our aftermarket
antennas. Our consumer products include embedded antennas for consumer access points, wireless gateways,
and FWA devices.

We have a rich history of providing radio frequency (RF) expertise, services, and solutions to telecommunications
operators and major original equipment manufacturers (OEMs). We leverage our RF and systems experience, and
our Mobile Network Operator (MNO) and Multiple Service Operator (MSO) relationships, to deliver complex and
differentiated system solutions.

Markets

The enterprise market demands reliable wireless access across diverse settings, including smart cities, campuses,
stadiums, transportation hubs, utilities, buildings, and suburban developments.

Our Lighthouse platform is a carrier grade, high power 5G smart repeater designed to extend coverage and
offload capacity for mobile network operators and system integrators. It can be deployed outdoors or as an
in building solution, and it includes advanced features such as carrier aggregation, automatic gain control, echo
cancellation, TDD synchronization, firmware over the air (FOTA) updates, and remote management capabilities.
Lighthouse supports rapid deployment and does not require wired backhaul, offering a cost effective alternative to
small cells and Distributed Antenna Systems (DAS) for coverage enhancement. Our NimbeLink embedded
modems serve numerous enterprise IoT sectors that require cellular connectivity, including packaging, logistics, EV
charging, smart buildings, agriculture, and self-service innovations. These NimbeLink cellular modems, which are
both patented and end-device certified, minimize the need for additional OEM end-customer carrier certifications.
Our asset tracking solutions are deployed across transportation, supply chain, and other specialized applications.
Our enterprise IoT and machine-to-machine (M2M) antennas are extensively deployed in diverse systems,
products, and applications, including access points, gateways, FWA devices and utility meters.

In the automotive market, our products are deployed in a wide range of vehicles in the fleet and aftermarket
applications, supporting a variety of technologies that include 5G, LTE, Wi-Fi, LPWAN, GNSS, and Bluetooth. Fleet
and aftermarket products in the automotive market typically consist of applications where vehicular wireless routers
are paired with external antenna systems to provide connectivity to mobile assets. In the third quarter of 2024, we
completed the first commercial deployment of our second generation AirgainConnect® Fleet (AC-Fleet) system
solution – a low profile, roof-mounted, all-in-one 5G vehicle gateway that provides 4G/5G cellular connectivity with
built-in multi-profile eSIM, GNSS, Wi-Fi, and gigabit Ethernet router functionalities. We also offer a full line of
external fleet antennas that are designed to be rugged, reliable, and flexible to meet almost any need. We design
our products for performance, quality, and long product life, and our antennas connect to almost any vehicular
router or modem. These antennas include high-performance and low-profile versions that mount on the roof, trunk,
windshield, or dashboard and are optimized for 5G, 4G, Wi-Fi, and GNSS.

The consumer market represents a vast audience utilizing wireless-enabled devices. Our embedded antennas are
deployed in various consumer applications including access points, wireless gateways, FWA devices, Wi-Fi routers
and extenders, and smart home devices. These consumer products support a variety of technologies, products and
services, including 4G/LTE, 5G, Wi-Fi, Bluetooth, LPWAN and Global Navigation Satellite System (GNSS).

Macroeconomic Conditions

Macroeconomic conditions have continued to create demand softness in certain markets. Our sales declined by
14.6% year-over-year, as we experienced a demand softness, combined with excess inventories in our channels
and direct customers, in our existing automotive and enterprise markets. While we are experiencing a growth driven
by the Wi-Fi 7 transition with our consumer customers, we anticipate the inventory surplus some of our enterprise
and automotive customers have may extend into the second half of 2026. We remain focused on the execution of
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our strategic product initiatives, specifically design and revenue ramps of our AirgainConnect and Lighthouse
platforms, which lay the foundation for our pursuit of revenue and profitability growth.

Factors Affecting Our Operating Results

We believe that our performance and future success depend upon several factors including macro-economic and
geopolitical uncertainties, import/export controls and trade policies of the United States and other countries, the
impact of inflation on consumer spending, and our ability to transition from a component provider to a wireless
systems provider and to develop technology leadership and expand our markets.

Our performance and future success also depend on factors such as continued investments in our growth, our
ability to expand into growing addressable markets, including enterprise, automotive, and consumer, our ability to
develop, market and sell advanced systems solutions that meet our customers’ requirements, the average selling
prices of our products and solutions, and manufacturing costs. Our customers are price conscious, and our
operating results are affected by pricing pressure which may force us to lower prices below our established list
prices. Our ability to maintain or increase our sales depends on, among other things:

• new and existing end customers selecting our solutions for their wireless devices and networks;

• investments in our growth to address customer needs;

• timely development of our differentiated product offerings and technology solutions;

• our ability to target new end markets;

• the proliferation of Wi-Fi connected home devices and data intensive applications;

• the impact of global supply shortages on our business and that of our end customers;

• international expansion in light of continuing global tensions; and

• the ability to successfully integrate any future acquisitions

In addition, inflation generally affects us by increasing our raw material and employee-related costs and other
expenses. Our financial condition and results of operations may also be impacted by other factors we may not be
able to control, such as uncertain global economic conditions, public health crises, global trade disputes, as well as
conflicts around the world. We do not believe that such factors had a material adverse impact on our results of
operations during 2025.

While each of these areas presents significant opportunities for us, they also pose significant risks and challenges
we must successfully address. We discuss many of these risks, uncertainties and other factors in greater detail in
the section entitled “Risk Factors” included in Item 1A of this annual report on Form 10-K.

Our operating results historically have not been subject to significant seasonal variations. Although it is difficult to
make broad generalizations, our sales tend to be lower in the first quarter of each year compared to other quarters
due to the Lunar New Year. Results for any quarter may not be indicative of the results that may be achieved for
the full fiscal year and these patterns may change because of general customer demand or product cycles.

Our financial highlights for 2025 include the following:

• Sales decreased by 14.6% in 2025 compared to 2024. The decrease in sales was primarily driven by
lower sales in the enterprise and automotive markets, offsetting a 20.2% sales growth in our consumer
markets.

• Gross profit as a percentage of sales increased to 43.5% in 2025 compared to 40.9% in 2024. The
increase was primarily due to improved enterprise and consumer product margins and operational
efficiencies.

• Net loss decreased by $2.3 million in 2025 compared to 2024. The decrease was due to lower operating
expenses and an employee retention credit gain in 2025, offsetting the lower gross profit due to lower
sales.

• Our effective tax rate for each year was -1% and 2% in 2025 and in 2024, respectively.

• We ended 2025 with cash and cash equivalents and restricted cash totaling $7.4 million.
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Key Components of Our Results of Operations and Financial Condition

Sales

We primarily generate revenue from the sales of our products. We recognize revenue to depict the transfer of
control over promised goods or services to customers in an amount that reflects the consideration to which the
entity expects to be entitled for those goods or services. We generally recognize product sales at the time of
shipment to our customers, provided that all other revenue recognition criteria have been met. We also generate
service revenue from agreements to provide design, engineering, and testing services as well as subscription
revenue from the sale of data plans.

Cost of Goods Sold

The cost of goods sold reflects the cost of producing antenna, embedded modem and system solutions products
that are shipped to our customers as well as costs incurred for service agreements. This primarily includes
manufacturing costs of our products payable to our third-party CMs. The cost of goods sold that we generate from
services and subscription revenues primarily includes personnel costs and the cost to maintain data lines.

Operating Expenses

Our operating expenses are classified into three categories: research and development, sales and marketing,
general and administrative. The largest component of expense is personnel costs, which includes salaries,
employee benefit costs, bonuses, and stock-based compensation. Operating expenses also include allocated
overhead costs for depreciation of equipment, facilities and information technology. Allocated costs for facilities
consist of amortization of leasehold improvements as well as rent and utility expenses and taxes. Operating
expenses are generally recognized as incurred.

Research and Development. Research and development expenses primarily consist of personnel and project
development costs. These expenses include work related to the design, development and testing of system
solutions and components. These expenses include salaries, stock-based compensation, benefits, bonuses, project
development and testing, prototype material, consulting, travel, and similar costs, and depreciation and allocated
costs for certain facilities. We expect research and development expenses to increase in absolute dollars in future
periods as we continue to invest in the development of advanced system solutions, although our research and
development expense may fluctuate as a percentage of total sales.

Sales and Marketing. Sales and marketing expenses primarily consist of personnel and facility-related costs for our
sales, marketing, and business development personnel, stock-based compensation and bonuses earned by our
sales personnel, and commissions earned by our third-party sales representative firms. Sales and marketing
expenses also include the costs of trade shows, advertising, marketing programs, promotional materials,
demonstration equipment, travel, and allocated costs for certain facilities. We expect sales and marketing expenses
to increase in absolute dollars in future periods as we continue to market and sell our advanced system solutions
globally, although our sales and marketing expense may fluctuate as a percentage of total sales.

General and Administrative. General and administrative expenses primarily consist of personnel and facility related
costs for our executive, legal, human resource finance, and administrative personnel, including stock-based
compensation, as well as legal, accounting, other professional services fees, depreciation and intangible
amortization, and other corporate expenses. We expect general and administrative expenses to fluctuate as we
grow our operations.

Other Income (Expense)

Employee retention credit refund. On March 27, 2020, the CARES Act was signed into law providing an ERC,
which is a refundable tax credit against certain employment taxes on qualified wages. We applied for ERC refunds
in 2023, totaling $2.8 million. During the twelve months ended December 31, 2025, we received ERC refunds of
$2.0 million.
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Interest Income, net. Interest income generally consists of interest from our cash and cash equivalents and interest
income related to employee retention credit, offset by interest expense which consists of interest charges on credit
card charges and certain vendor bills.

Other Income (Expense), net. Other expense and income includes commissions associated with ERC refund,
realized foreign exchange gains or losses, state franchise tax expense, and other income.

Provision for Income Taxes

Provision for income taxes consists of federal and state income taxes. In assessing the realizability of deferred tax
assets, management considers whether it is more likely than not that some portion or all of the deferred tax assets
will not be realized. The ultimate realization of deferred tax assets is dependent upon the generation of future
taxable income during the periods in which those temporary differences become deductible. Management
considers the scheduled reversal of deferred tax liabilities (including the impact of available carryback and
carryforward periods), projected future taxable income, and tax-planning strategies in making this assessment. It is
difficult for us to project future taxable income as the timing and size of sales of our products are variable and
difficult to predict. We concluded that it is not more likely than not that we will utilize our deferred tax assets other
than those that are offset by reversing temporary differences.

Results of Operations
The following tables set forth our operating results for the periods presented and as a percentage of our total sales
for those periods. The period-to-period comparison of financial results is not necessarily indicative of financial
results to be achieved in future periods.

Statements of Operations Data (dollars in
thousands) For the Years Ended December 31,

2025 2024 2025 2024
Sales $ 51,779 $ 60,599 100.0% 100.0%
Cost of goods sold 29,234 35,797 56.5 59.1
Gross profit 22,545 24,802 43.5 40.9
Operating expenses:

Research and development 9,542 11,864 18.4 19.5
Sales and marketing 9,325 9,203 18.0 15.2
General and administrative 12,161 12,663 23.5 20.9
Total operating expenses 31,028 33,730 59.9 55.6

Loss from operations (8,483) (8,928) (16.4) (14.7)
Other income, net 2,130 88 4.1 0.1
Loss before income taxes (6,353) (8,840) (12.3) (14.6)
Income tax expense (benefit) 73 (152) 0.1 (0.3)
Net loss $ (6,426) $ (8,688) (12.4)% (14.3)%

Comparison of the Years Ended December 31, 2025 and 2024
(all tables—dollars in thousands)

Sales For the Years Ended December 31,

2025 2024 $ Change
%

Change
Sales $ 51,779 $ 60,599 $ (8,820) (14.6)%

Sales for 2025 decreased $8.8 million, or 14.6% compared to 2024. Enterprise market sales decreased $6.9
million, to $22.6 million for 2025 from $29.5 million for 2024, primarily driven by lower IoT custom products and
enterprise antennas sales. Automotive market sales decreased $6.3 million to $3.1 million for 2025 from $9.4
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million for 2024, due to lower aftermarket sales. Consumer market sales increased $4.4 million to $26.1 million for
2025 from $21.7 million for 2024, driven primarily by higher antenna sales to cable and mobile network operators.

Cost of Goods Sold For the Years Ended December 31,

2025 2024 $ Change
%

Change
Cost of goods sold $ 29,234 $ 35,797 $ (6,563) (18.3)%

Cost of goods sold for 2025 decreased $6.6 million or 18.3% compared to 2024. The decrease was due to lower
sales, partially offset by gross margin improvements.

Gross Profit For the Years Ended December 31,

2025 2024 $ Change
%

Change
Gross profit $ 22,545 $ 24,802 $ (2,257) (9.1)%
Gross profit (percentage of sales) 43.5% 40.9% 2.6%

Gross profit for 2025 decreased $2.3 million, or 9.1%, compared to 2024 primarily driven by lower sales, partially
offset by gross margin improvements.

Gross profit as a percentage of sales for 2025 increased by 260 basis points compared to 2024. The increase was
primarily driven by improved enterprise and consumer margins, due to favorable product sales mix change and
market introduction of premium solutions, along with operational efficiencies.

Operating Expenses For the Years Ended December 31,

2025 2024 $ Change
%

Change
Research and development $ 9,542 $ 11,864 $ (2,322) (19.6)%
Sales and marketing 9,325 9,203 122 1.3%
General and administrative 12,161 12,663 (502) (4.0)%

Total operating expenses $ 31,028 $ 33,730 $ (2,702) (8.0)%

Operating expenses for 2025 decreased $2.7 million or (8.0)% compared to 2024. The decrease was primarily due
to lower employee and engineering project development expenses.

Other income (expense): For the Years Ended December 31,

2025 2024 $ Change
%

Change
Employee retention credit refund $ 1,989 $ — $ 1,989 100.0%
Interest income, net 351 115 236 205%
Other (expense), net (210) (27) (183) 678%

Total other income, net $ 2,130 $ 88 $ 2,042 2320.5%

Other income, net for 2025 increased $2.0 million compared to 2024. The increase was primarily due to the receipt
of $2.0 million for employee retention credit refunds and $0.3 million for interest earnings under the CARES Act.
We paid approximately $0.2 million in commissions to a third-party consulting firm that assisted in processing the
refund request.

Income Tax Expense
For the Years Ended December 31,

2025 2024 $ Change % Change
Income tax expense (benefit) $ 73 $ (152) $ 225 (148.0)%

Income tax expense for 2025 was $73.0 thousand, compared with income tax benefit of $0.2 million in 2024,
primarily due to release an income tax reserve associated with the China office which generated benefit in 2024
provision.
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Liquidity and Capital Resources
We had cash and cash equivalents of $7.4 million at December 31, 2025. Each year from 2013 through 2025, we
have incurred net losses. As a result, we have an accumulated deficit of $93.6 million at December 31, 2025.

We plan to continue to invest for long-term growth, including expanding our engineering and sales teams to
execute on our product roadmap and further penetrate domestic and international markets. We anticipate that
these investments will continue to increase in absolute dollars. We believe that our existing cash and cash
equivalents balance will be sufficient to meet our working capital requirements for at least the next 12 months.

The following table presents a summary of our cash flow activity for the periods set forth below (in thousands):

Twelve months ended
December 31,

2025 2024
Net cash used in operating activities $ (1,113) $ (3,527)
Net cash used in investing activities (389) (178)
Net cash provided by financing activities 350 4,301
Effect of foreign currency exchange rate changes on cash, cash equivalents
and restricted cash — (7)
Net (decrease) increase in cash, cash equivalents and restricted cash $ (1,152) $ 589

Net Cash Used in Operating Activities.

Net cash used in operating activities was $1.1 million for the year ended December 31, 2025. The cash decrease
was primarily driven by a net loss of $6.4 million, $1.4 million decrease of operating assets and liabilities, offset by
$6.7 million in non-cash expenses.

Net Cash Used in Investing Activities.

Net cash used in investing activities of $0.4 million for the year ended December 31, 2025 was primarily for
purchases of intellectual property and purchase of property and equipment.

Net Cash provided by Financing Activities.

Net cash provided by financing activities of $0.4 million for the year ended December 31, 2025 was primarily from
$0.4 million of proceeds of common stock issuances under the ESPP and equity option exercises, and  $0.2 million
of net proceeds from issuance of 109,167 shares of common stock via our ATM offering program. These proceeds
were partially offset by $0.2 million tax payments for net share settlement of restricted stock units.

Employee Retention Credit

On March 27, 2020, the CARES Act was signed into law providing an ERC, which is a refundable tax credit against
certain employment taxes on qualified wages. The Taxpayer Certainty and Disaster Tax Relief Act of 2020, the
American Rescue Plan Act of 2021 and the Infrastructure Investment and Jobs Act amended the qualifications for
eligible employers who could apply and extended the availability of the ERC employment taxes on qualified wages
paid after December 31, 2020 through September 30, 2021. We believe that we qualify for application of the ERC
on qualified wages from the second quarter of 2020 through the third quarter of 2021. We applied for ERC refunds
in 2023, totaling $2.8 million.

During the twelve months ended December 31, 2025, we received ERC refunds of $2.0 million, which was recorded
in other income section of our consolidated statements of operations. In addition to the refunds, we received $0.3
million for interest earned. We paid $0.2 million commission to a third party professional firm that assisted us with
processing the ERC refund application. There is no assurance that we will ultimately receive the remaining refund
balance, or the timeframe of any such receipt, based on IRS review or otherwise.

At-the-Market Sales Agreement

In May 2025, we amended and restated the At-the-Market Issuance Sales Agreement (as amended, the Sales
Agreement) with Craig-Hallum Capital Group LLC (Craig-Hallum) originally entered into in March 2024. Pursuant to
the Sales Agreement, we may sell at our option, shares of our common stock having an aggregate offering price of
up to an amount registered under an effective registration statement and for which we have filed a prospectus,
through or to Craig-Hallum, as sales agent or principal. Subject to the terms and conditions of the Sales
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Agreement, Craig-Hallum may sell the shares, if any, only by methods deemed to be an “at the market” (ATM)
offering as defined in Rule 415(a)(4) promulgated under the Securities Act of 1933, as amended. We have agreed
to pay Craig-Hallum a sales commission of 2.5% of the gross proceeds for sales under the Sales Agreement.

We are not obligated to sell, and Craig-Hallum is not obligated to buy or sell, any shares of common stock under
the Sales Agreement. No assurance can be given that we will sell any additional shares of common stock under the
Sales Agreement, or, if we do, as to the price or amount of shares of common stock that we may sell or the dates
when such sales will take place.

On May 7, 2025, we filed an registration statement on Form S-3, which was declared effective on May 15, 2025,
including a prospectus for ATM offerings pursuant to the Sales Agreement for up to an aggregate of $5.0 million in
shares of our common stock. During 2025, we issued 109,167 shares of common stock under the 2025 ATM
offering for net proceeds of $0.2 million after deducting commissions and other costs associated with the offering.
As of December 31, 2025, we had $4.6 million available under the offering program for future sales of our common
stock.

Leases

On December 31, 2024, the Company entered into a Third Amendment to the office lease, relating to the
Company’s corporate headquarters in San Diego, California. The lease amendment extends the term for the lease
from the prior expiration on November 30, 2025 to its new expiration on September 30, 2031. There is no right to
further extend the term of the lease. The lease amendment provides that the annual base rent for the leased space
shall be $699,051, or $58,254 on a monthly basis for the 12-month period beginning January 1, 2025, which
amount shall increase 3% annually beginning on January 1, 2026. The Company was entitled to base rent
abatement from January 1, 2025 through October 31, 2025.

The Company's facilities long term operating leases expired in China, Arizona and Minnesota. In 2025, the
Company renewed the facilities leases in China and in Arizona. The lease amendments extend the term of the
China lease to October 2027 and the term of the Arizona lease to October 2029. There are no rights to further
extend the term of the leases.

In June 2025, the Company entered into lease agreements for the use of six vehicles to demonstrate our AC-Fleet
vehicle gateway. The lease term ends in March 2028. Each lease vehicle includes an option to purchase and is
subject to an assumed residual value of approximately $24,000 per vehicle. The Company is uncertain about
exercising the purchase options.

Liquidity and Capital Resources Assessment

As of December 31, 2025, management performed the annual assessment of the Company's ability to meet its
obligations as they become due within one year, based on relevant conditions and events that are known and
reasonably knowable. Following ASC 205-40 guidance, management considered quantitative and qualitative
information to evaluate the Company's ability to meet obligations. Based on the analysis of the relevant conditions
and events that are known and reasonably knowable as of December 31, 2025, management concluded that it is
probable that it will be able to meet all of its financial obligations as they become due in the next twelve months.

The relevant conditions and events that are known and reasonably knowable as of February 26, 2026 related to the
Company have not significantly changed since December 31, 2025. Therefore, the resulting cash inflows along with
the existing funds are expected to be sufficient for the Company’s financial obligations as they become due in the
next twelve months.

Critical Accounting Estimates
Our management’s discussion and analysis of financial condition and operating results is based on our
consolidated financial statements, which have been prepared in accordance with GAAP. The preparation of these
consolidated financial statements requires us to make estimates and assumptions that affect the reported amounts
of assets and liabilities and the disclosure of contingent assets and liabilities at the date of the consolidated
financial statements, as well as the reported sales and expenses during the reporting periods. These items are
monitored and analyzed by us for changes in facts and circumstances, and material changes in these estimates
could occur in the future. We base our estimates on historical experience and on various other factors that we
believe are reasonable under the circumstances, the results of which form the basis for making judgments about
the carrying value of assets and liabilities that are not readily apparent from other sources. Changes in estimates
are reflected in reported results for the period in which they become known. Actual results may differ materially
from these estimates under different assumptions or conditions.
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Inventory Valuation

Inventory is stated at the lower of cost or net realizable value (first-in, first-out method). For items that are
manufactured by the Company's CMs, cost is determined using the weighted average cost method. We write-down
inventory when it has been determined that conditions exist that may not allow the inventory to be sold for at the
intended price or the inventory is determined to be obsolete based on assumption about future demand and market
conditions. The charge related to inventory write-downs is recorded as cost of goods sold. We evaluate inventory at
least annually and at other times during the year.

Stock-Based Compensation

The assumptions used in calculating the fair value of stock-based payment awards represent management’s best
estimates. These estimates involve inherent uncertainties and the application of management’s judgment. If factors
change and different assumptions are used, our stock-based compensation expense could be materially different in
the future.

Stock-based compensation expense is measured and recognized in the consolidated financial statements based on
the fair value of the awards granted. We use the Black-Scholes option-pricing model to estimate the fair value of
our stock-based awards including: stock options and employee stock purchase plan (ESPP). This valuation model
requires the input of highly subjective assumptions, the most significant of which is our estimates of expected
volatility and the forfeiture rate of the award. We determine volatility by solely using the Company’s own historical
volatility measurements from the time the Company traded public publicly. The forfeiture of stock awards is
recognized upon the actual forfeitures date.

We estimate the fair value of Performance Stock Units (PSU) with a market condition using a Monte Carlo
simulation model as of the date of grant to forecast performance achievement of market price and revenue targets.
Key inputs in the valuation include cost of capital, market price volatility and discount rate. The number of PSUs
that will ultimately be awarded are contingent on our actual level of achievement compared to the corporate
financial target performance targets.

Goodwill and Other Intangible Assets

Goodwill

The Company recognizes the excess of the purchase price over the fair value of identifiable net assets acquired as
goodwill. The Company performs a qualitative assessment on goodwill at least annually on December 31 or more
frequently if events or changes in circumstances indicate that the carrying value of goodwill may not be
recoverable. If it is determined in the qualitative assessment that the fair value of a reporting unit is more likely than
not below its carrying amount, then the Company will perform a quantitative impairment test. The quantitative
goodwill impairment test is performed by comparing the fair value of a reporting unit with its carrying amount. Any
excess in the carrying value of a reporting unit's goodwill over its fair value is recognized as an impairment loss,
limited to the total amount of goodwill allocated to that reporting unit. For purposes of goodwill impairment testing,
the Company has one reporting unit. There were no goodwill impairments recorded during the years ended
December 31, 2025 and 2024.

Other Intangible Assets

The Company amortizes the acquired finite-lived intangible assets on a straight-line basis over its estimated useful
lives. Intangible assets are reviewed for impairment in conjunction with other long-lived assets. The Company's
long-lived assets, including intangible assets, are reviewed for impairment whenever events or changes in
circumstances indicate that the carrying amount of the asset or asset group may not be recoverable. Recoverability
of an asset to be held and used is measured by a comparison of the carrying amount of an asset or asset group to
the future undiscounted cash flows expected to be generated by the asset or asset group. If such asset group is
considered to be impaired, the impairment to be recognized is measured by the amount by which the carrying
amount of the asset exceeds its fair value. There were no long-lived asset impairments recorded during the years
ended December 31, 2025 and 2024.

Contractual Obligations and Commitments

We subcontract with other companies to manufacture our products. During the normal course of business, our CMs
procure components based upon orders placed by us. If we cancel all or part of the orders, we may still be liable to
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the CMs for the cost of the components purchased by the subcontractors to manufacture our products. We
periodically review the potential liability, and as of December 31, 2025, we have no significant accruals recorded.

ITEM 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK
We are a smaller reporting company as defined by Rule 12b-2 of the Securities Exchange Act of 1934 and are not
required to provide the information under this item.
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REPORT OF INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM

Board of Directors and Stockholders
Airgain, Inc.

Opinion on the financial statements
We have audited the accompanying consolidated balance sheets of Airgain, Inc. (a Delaware corporation) and
subsidiaries (the “Company”) as of December 31, 2025 and 2024, the related consolidated statements of
operations, comprehensive loss, stockholders’ equity, and cash flows for each of the two years in the period ended
December 31, 2025, and the related notes (collectively referred to as the “consolidated financial statements”). In
our opinion, the consolidated financial statements present fairly, in all material respects, the financial position of the
Company as of December 31, 2025 and 2024, and the results of its operations and its cash flows for each of the
two years in the period ended December 31, 2025, in conformity with accounting principles generally accepted in
the United States of America.

Basis for opinion
These consolidated financial statements are the responsibility of the Company’s management. Our responsibility is
to express an opinion on the Company’s consolidated financial statements based on our audits. We are a public
accounting firm registered with the Public Company Accounting Oversight Board (United States) (“PCAOB”) and
are required to be independent with respect to the Company in accordance with the U.S. federal securities laws
and the applicable rules and regulations of the Securities and Exchange Commission and the PCAOB.

We conducted our audits in accordance with the standards of the PCAOB. Those standards require that we plan
and perform the audit to obtain reasonable assurance about whether the financial statements are free of material
misstatement, whether due to error or fraud. The Company is not required to have, nor were we engaged to
perform, an audit of its internal control over financial reporting. As part of our audits, we are required to obtain an
understanding of internal control over financial reporting but not for the purpose of expressing an opinion on the
effectiveness of the Company’s internal control over financial reporting. Accordingly, we express no such opinion.

Our audits included performing procedures to assess the risks of material misstatement of the financial statements,
whether due to error or fraud, and performing procedures that respond to those risks. Such procedures included
examining, on a test basis, evidence regarding the amounts and disclosures in the financial statements. Our audits
also included evaluating the accounting principles used and significant estimates made by management, as well as
evaluating the overall presentation of the financial statements. We believe that our audits provide a reasonable
basis for our opinion.
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Critical audit matters
Critical audit matters are matters arising from the current period audit of the consolidated financial statements that
were communicated or required to be communicated to the audit committee and that: (1) relate to accounts or
disclosures that are material to the financial statements and (2) involved our especially challenging, subjective, or
complex judgments. We determined that there are no critical audit matters.

/s/ GRANT THORNTON LLP

We have served as the Company’s auditor since 2022.

San Diego, California
February 26, 2026
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Airgain, Inc.
Consolidated Balance Sheets
(in thousands, except par value)

As of December 31,
2025 2024

Assets
Current assets:

Cash and cash equivalents $ 7,358 $ 8,510
Trade accounts receivable, net 12,775 11,671
Inventories 3,580 3,952
Prepaid expenses 868 1,166
Other current assets 1,177 532

Total current assets 25,758 25,831
Property and equipment, net 1,696 1,993
Operating lease right-of-use assets 4,166 3,901
Goodwill 10,845 10,845
Intangible assets, net 2,787 5,799
Other assets 85 74
Total assets $ 45,337 $ 48,443
Liabilities and stockholders’ equity
Current liabilities:

Accounts payable $ 9,214 $ 9,499
Accrued compensation 1,157 2,041
Accrued liabilities and other 1,790 1,872
Short-term lease liabilities 821 89

Total current liabilities 12,982 13,501
Deferred tax liability 186 163
Long-term lease liabilities 3,880 3,810
Total liabilities 17,048 17,474
Commitments and contingencies (Note 13)
Stockholders’ equity:
Common stock and additional paid-in capital, par value $0.0001,
200,000 shares authorized; 12,666 shares issued and 12,125 shares
outstanding at December 31, 2025; and 12,070 shares issued and
11,529 shares outstanding at December 31, 2024 127,292 123,546
Treasury stock, at cost: 541 shares at December 31, 2025 and 2024 (5,364) (5,364)
Accumulated deficit (93,635) (87,209)
Accumulated other comprehensive loss (4) (4)
Total stockholders’ equity 28,289 30,969
Total liabilities and stockholders’ equity $ 45,337 $ 48,443

The accompanying notes are an integral part of these consolidated financial statements.
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Airgain, Inc.
Consolidated Statements of Operations

(in thousands, except per share data)

For the Years Ended December 31,
2025 2024

Sales $ 51,779 $ 60,599
Cost of goods sold 29,234 35,797

Gross profit 22,545 24,802
Operating expenses:

Research and development 9,542 11,864
Sales and marketing 9,325 9,203
General and administrative 12,161 12,663

Total operating expenses 31,028 33,730
Loss from operations (8,483) (8,928)
Other income (expense):

Employee retention credit refund 1,989 —
Interest income, net 351 115
Other (expense), net (210) (27)

Total other income, net 2,130 88
Loss before income taxes (6,353) (8,840)
Income tax expense (benefit) 73 (152)
Net loss $ (6,426) $ (8,688)
Net loss per share:

Basic $ (0.54) $ (0.79)
Diluted $ (0.54) $ (0.79)

Weighted average shares used in calculating loss per share:
Basic 11,840 11,053
Diluted 11,840 11,053

The accompanying notes are an integral part of these consolidated financial statements.
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Airgain, Inc.
Consolidated Statements of Comprehensive Loss

(in thousands)

For the Years Ended December 31,
2025 2024

Net loss $ (6,426) $ (8,688)
Other comprehensive income:

Foreign currency translation adjustment — (7)
Comprehensive loss $ (6,426) $ (8,695)

The accompanying notes are an integral part of these consolidated financial statements.
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Airgain, Inc.
Consolidated Statements of Stockholders’ Equity

(in thousands)

Fiscal Years Ended December 31,
Common Stock
And Additional
Paid-In Capital Treasury Stock

Share
s

Amoun
t

Share
s

Amou
nt

Accumulate
d Other

Comprehens
ive (Loss)

Income

Accumula
ted

Deficit

Total
Stockholde
rs’ Equity

Balance at December 31, 2023
11,01

0 $
115,29

5 (541) $
(5,36

4) $ 3.0 $ (78,521) $ 31,413
Net loss — — — — — (8,688) (8,688)
Stock-based compensation — 3,950 — — — — 3,950
Common stock issued through restricted
stock awards 253 — — — — — —
Common stock withheld related to net
share settlement of equity awards (25) (94) — — — — (94)
Common stock issued under ESPP 46 152 — — — — 152
Common stock issued through stock
options 26 127 — — — — 127
Foreign currency translation adjustments — — — — (7) — (7)
Common stock issued in connection with
at-the-market offerings, net 760 4,116 — — — — 4,116

Balance at December 31, 2024
12,07

0
123,54

6 (541)
(5,36

4) (4) (87,209) 30,969
Net loss — — — — — (6,426) (6,426)
Stock-based compensation — 3,396 — — — — 3,396
Common stock issued through restricted
stock awards 376 — — — — — —
Common stock withheld related to net
share settlement of equity awards (44) (191) — — — — (191)
Common stock issued under ESPP 44 190 — — — — 190
Common stock issued through stock
options 111 184 — — — — 184
Foreign currency translation adjustments — — — — — —
Common stock issued in connection with
at-the-market offerings, net 109 167 — — — — 167

Balance at December 31, 2025
12,66

6 $
127,29

2 (541) $
(5,36

4) $ (4) $ (93,635) $ 28,289

The accompanying notes are an integral part of these consolidated financial statements.
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Airgain, Inc.
Consolidated Statements of Cash Flows

(in thousands)

For the Years Ended
December 31,

2025 2024
Cash flows from operating activities:
Net loss $ (6,426) $ (8,688)
Adjustments to reconcile net loss to net cash used in operating activities:

Depreciation 463 548
Amortization of intangible assets 3,235 3,029
Stock-based compensation 2,964 4,635
Deferred tax liability 23 11
Amortization of prepaid assets — 132

Changes in operating assets and liabilities:
Trade accounts receivable (1,104) (4,297)
Inventories 372 (1,549)
Prepaid expenses and other current assets (346) (316)
Other assets (12) 96
Accounts payable (285) 2,928
Accrued compensation (508) 668
Accrued liabilities and other (26) (576)
Lease liabilities 537 (148)

Net cash used in operating activities (1,113) (3,527)
Cash flows from investing activities:
Purchases of property and equipment (166) (178)
Purchases of intellectual property (223) —
Net cash used in investing activities (389) (178)
Cash flows from financing activities:
Proceeds from at-the-market common stock offering, net of offering costs 167 4,116
Payments for withholding taxes related to net share settlement of equity awards (191) (94)
Issuance of shares for stock purchase and option plans 374 279
Net cash provided by financing activities 350 4,301

Effect of foreign currency exchange rate changes on cash, cash equivalents and
restricted cash — (7)

Net (decrease) increase in cash, cash equivalents and restricted cash (1,152) 589
Cash, cash equivalents, and restricted cash; beginning of period 8,565 7,976
Cash, cash equivalents, and restricted cash; end of period $ 7,413 $ 8,565

Supplemental disclosure of cash flow information:
Income taxes (paid) refunded, net $ (55) $ 17
Supplemental disclosure of non-cash investing and financing activities:
Operating lease liabilities resulting from right-of-use assets $ 912 $ 3,729
Accrual of intellectual property $ — $ 581

Cash and cash equivalents $ 7,358 $ 8,510
Restricted cash included in other assets $ 55 $ 55
Total cash, cash equivalents, and restricted cash $ 7,413 $ 8,565

The accompanying notes are an integral part of these consolidated financial statements.



58

Airgain, Inc.
Notes to Consolidated Financial Statements

Note 1. Description of Business and Basis of Presentation

Description of Business

Airgain, Inc. was incorporated in the State of California on March 20, 1995; and reincorporated in the State of
Delaware on August 17, 2016. Airgain, Inc. together with its subsidiaries are herein referred to as the “Company,”
“we,” or “our.” Headquartered in San Diego, California, Airgain, Inc. (NASDAQ: AIRG) is a leading provider of
advanced wireless connectivity solutions that drive cutting-edge innovation in 5G technology. We are committed to
delivering high-performance, cost-effective, and energy-efficient wireless solutions that enable rapid market
deployment. Our mission is to connect the world through integrated, innovative, and optimized wireless solutions.
Our diverse product portfolio serves three primary markets: enterprise, automotive, and consumer.

Basis of Presentation and Principles of Consolidation

The accompanying consolidated financial statements have been prepared in accordance with U.S. generally
accepted accounting principles (GAAP) and applicable rules and regulations of the Securities and Exchange
Commission (SEC) regarding financial reporting. The consolidated financial statements include the accounts of the
Company and our wholly owned subsidiaries. All intercompany transactions and investments have been eliminated
in consolidation.

Segment Information

The Company is engaged in research and development, production, commercialization and sale of wireless
connectivity solutions, offering integrated systems, embedded components, and external antennas worldwide. All of
the Company’s products are manufactured by third-party contract manufacturers. Product sales for the year ended
December 31, 2025 accounted for approximate 94% of the Company’s total revenue, as compared to 6% coming
from service revenue. Due to similarities in its products, and methods of production, the Company has a single
company-wide management team that administers operations on a consolidated basis. We concluded that we have
only one operating and reportable segment: to provide wireless connectivity solutions.

The determination of a single business segment is consistent with the consolidated financial information regularly
reviewed by the Chief Operating Decision Maker (CODM), the Chief Executive Officer Jacob Suen, for the
purposes of assessing performance, allocating resources and planning. The CODM regularly reviews consolidated
revenue, gross margin, significant expenses, operating margin, and profit and loss. The CODM compares and
analyzes the underlying determinants of the current metrics with the prior performance data and forecasts.

Use of Estimates

The preparation of financial statements in conformity with GAAP requires management to make estimates and
assumptions that affect the reported amounts of assets and liabilities and disclosure of contingent assets and
liabilities at the date of the consolidated financial statements and the reported amounts of revenues and expenses
during the reporting period. Actual results could differ from those estimates.

Note 2. Significant Accounting Policies

Cash Equivalents

Cash equivalents are comprised of short-term, highly liquid investments with maturities of 90 days or less at the
date of purchase. The cash balances may, at times, exceed federally insured limits. Accounts are guaranteed by
the Federal Deposit Insurance Corporation (FDIC) up to $250,000.

Trade Accounts Receivable

We perform ongoing credit evaluations of our customers and assess each customer’s credit worthiness. The policy
for determining when receivables are past due or delinquent is based on the contractual terms agreed upon. We
monitor collections and payments from our customers and analyze for an allowance for credit losses. The
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allowance for credit losses is based upon applying an expected credit loss rate to receivables based on the
historical loss rate and is adjusted for current conditions, including any specific customer collection issues
identified, and economic conditions forecast. Delinquent account balances are written off after management has
determined that the likelihood of collection is remote.

An allowance for credit losses is established when, in the opinion of management, collection of the account is
doubtful.

Trade accounts receivable, net amounted to $12.8 million, $11.7 million and $7.4 million as of December 31, 2025,
2024, and 2023, respectively.

Inventories

All of the Company’s products are manufactured by third parties that retain ownership of the inventory until title is
transferred to the customer at the shipping point. In some situations, the Company retains ownership of consigned
inventories at third-party contract manufacturer (CM) locations due to actual or pending customers' orders. The
Company also maintains certain inventories at its own locations and at third-party logistics providers (3PLs), and it
retains ownership of such inventory until title transfers in accordance with the applicable shipping terms. The
Company recognizes the consigned and 3PL inventory as an asset in its financial statements. In certain instances,
shipping terms are delivery-at-place and the Company is responsible for arranging transportation and delivery of
goods ready for unloading at the named place. In those instances, the Company bears all risk involved in bringing
the goods to the named place and records the related inventory in transit to the customer as inventory on the
accompanying consolidated balance sheets.

Inventory is stated at the lower of cost or net realizable value. For items manufactured by our CMs, cost is
determined using the weighted average cost method. Any adjustments to reduce the cost of inventories to their net
realizable value are recognized in earnings in the current period. Write downs for excess and obsolete inventories
are estimated based on product life cycles, quality issues, and historical experience.

Property and Equipment

Property and equipment are stated at cost and are depreciated using the straight-line method over the estimated
useful lives of the assets, generally three to ten years. The estimated useful lives for leasehold improvements are
determined as either the estimated useful life of the asset or the lease term, whichever is shorter. Repairs and
maintenance are expensed as incurred. Property and equipment are reviewed for impairment whenever events or
changes in circumstances indicate the carrying amount of an asset may not be recoverable. When assets are
disposed of (or otherwise sold), the cost and related accumulated depreciation are removed from the accounts and
any gain or loss on the disposal of property and equipment is classified as other income (expense) in the
Company's consolidated statement of operations.

Goodwill

We account for our goodwill under the authoritative guidance ASC 350 for goodwill and other intangible assets and
the provisions of ASU 2017-04, Simplifying the Test for Goodwill Impairment, which we early adopted in fiscal year
2020. Goodwill is not amortized but is tested for impairment annually as of December 31 or more frequently if
events or changes in circumstances indicate that our goodwill might be impaired. Such circumstances may include,
but not limited to (1) a decline in macro-economic conditions, (2) a significant decline in our financial performance
or (3) a significant decline in the price of our common stock for a sustained period of time. We consider the
aggregation of the relevant qualitative factors, and conclude whether it is more likely than not that the fair value of
our reporting unit is less than the carrying value.

If we conclude that it is more likely than not that the fair value of our reporting unit is less than the carrying value,
we perform a quantitative impairment test. The quantitative impairment test compares the fair value of the reporting
unit to its carrying amount, including goodwill. If the fair value of the reporting unit exceeds the carrying amount of
the net assets assigned to that reporting unit, goodwill is not considered impaired. However, if the fair value of the
reporting unit is lower than the carrying amount of the net assets assigned to the reporting unit, an impairment
charge is recognized equal to the excess of the carrying amount over the fair value. The impairment charge is
limited to the goodwill amount of the reporting unit.

Determining the fair value of a reporting unit is judgmental in nature and involves the use of significant estimates
and assumptions. For the market approach of valuation, we may use the guideline public company method. Under
this method we utilize information from comparable publicly traded companies with similar operating and
investment characteristics as the reporting unit to derive an indication of value. For the income approach of
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valuation, we use a discounted cash flow methodology to derive an indication of value, which required management
to make estimates and assumptions related to forecasted revenues, gross profit margins, operating income
margins, working capital cash flow, income tax rates, EBITDA, perpetual growth rates, and long-term discount
rates, among others. In addition, we make certain judgments and assumptions in determining our reporting unit. We
base our fair value estimates on assumptions we believe to be reasonable but that are unpredictable and inherently
uncertain. Actual future results may differ from those estimates.

Intangibles

The Company’s identifiable finite-lived intangible assets are comprised of acquired intangibles, developed
technologies, customer relationships, noncompete agreements and licensed technology. The cost of the finite-lived
intangible assets is amortized on a straight-line basis over the assets’ respective estimated useful lives.

We amortize intangible assets with finite lives over their estimated useful lives and review them for impairment
whenever an impairment indicator exists. Amortization is based on the pattern in which the economic benefits of the
intangible asset will be consumed or on a straight-line basis when the consumption pattern is not apparent.

Determining the recoverability of long-lived or intangible assets is judgmental in nature and involves the use of
significant estimates and assumptions. These estimates and assumptions include revenue growth rates and
operating margins used to calculate projected future cash flows and the future market value of our asset group. In
addition, we make certain judgments and assumptions in determining our asset group. We base our recoverability
estimates on assumptions we believe to be reasonable but that are unpredictable and inherently uncertain. Actual
future results may differ from those estimates.

Revenue Recognition

Under ASC Topic 606 “Revenue from Contracts with Customers”, the Company recognizes revenue when, or as
the control of the promised goods or services is transferred to the customers in an amount that reflects the
consideration the Company expects to be entitled in exchange for those goods or services. In applying this core
principle, the Company performs the following five-steps only when it is probable that substantially all of the
consideration that it will be entitled in exchange for the goods or services that will be transferred to the customer:

(i) identify the contract(s) with the customer,

(ii) identify the performance obligations in the contract,

(iii) determine the transaction price,

(iv) allocate the transaction price to the performance obligation(s) in the contract, and

(v) recognize revenue when or as the entity satisfies performance obligations. A performance obligation is

at a point in time, except if it meets any of the three criteria, which will require recognition of revenue

over time:

• the customer simultaneously receives and consumes the benefit provided by the entity’s
performance as the entity performs,

• the entity’s performance creates or enhances an asset (for example, work in process) that the
customer controls as the asset is created or enhanced, and

• the entity's performance does not create an asset with an alternative use to the entity and the
entity has an enforceable right to payment for performance completed to date.

Most of the Company's revenue is generated from product sales and the revenue is recognized at a point-in-time
when control is transferred to the customer. Each purchase order, along with existing customer agreements, when
applicable, represents a contract from a customer and each product sold represents a distinct performance
obligation. Revenue is recognized when control is transferred to the customer at a point in time either when the
product is shipped to or received by the customer, based on the terms of the specific agreement with the customer,
and the Company has an enforceable right to payment for the product. The Company allocates the transaction
price, which is generally the quoted price per terms of the contract and the consideration the Company expects to
receive, to each performance obligation. The Company offers return rights, general sales return, and/or pricing
credits under certain circumstances. We estimate product returns based on historical sales and return trends to
record a refund liability allowance, and amounts against revenue and cost of goods sold.
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A portion of the Company's revenue is recognized over time, including: data subscription, test services or custom
design services. Revenue from data subscription plans relate to purchased asset trackers with activated data lines,
through a third-party service provider. Data subscription plan revenues are recognized monthly based on the fee
stated in the contract, as the customer is simultaneously receiving and consuming the benefits provided throughout
the Company's monthly performance obligation. Test service revenues are recognized monthly based on the fee
stated in the contract for obligations over time on assets that the customer controls. Design service fees are paid in
advance; the prepayments are deferred revenues and are recorded as contract liabilities. Most of the design
service fees are recognized based on the Company's achievement of milestones. The Company's performance for
the design services does not create an asset with an alternative use to the Company and the Company has an
enforceable right to payment for performance completed to date. We recognize from the contract liabilities as
milestones are achieved over service periods ranging from three (3) to eighteen (18) months.

The Company's contracts with customers do not typically include extended payment terms. Payment terms may
vary by contract and type of customer and generally range from 30 to 90 days from delivery.

For a limited number of customers, the Company elected the practical expedient provided in ASC 606-10-25-18B,
whereby the Company accounts for shipping and handling as activities to fulfill the promise to transfer the good. To
the extent that the Company charges its customers shipping fees, such amounts are included as a component of
revenue and the corresponding costs are included as a component of cost of sales.

The Company provides assurance-type warranties on all product sales ranging from one to two years. The
estimated warranty costs are accrued for at the time of sale based on historical warranty experience plus any
known or expected changes in warranty exposure.

The Company has opted to not disclose the portion of revenues allocated to partially unsatisfied performance
obligations, which represent products to be shipped within 12 months under open customer purchase orders, at the
end of the current reporting period as allowed under ASC 606. The Company has also elected to record sales
commissions when incurred, pursuant to the practical expedient under ASC 340, Other Assets and Deferred Costs,
as the period over which the sales commission asset that would have been recognized is less than one year.

To the extent the Company collects and remits taxes on product sales from customers, it has elected to exclude
from the measurement of transaction price taxes that are assessed by governmental authorities.

Shipping and Transportation Costs

Shipping and other transportation costs expensed as incurred were $0.2 million and $0.5 million for the years
ended December 31, 2025 and 2024, respectively. These costs are included in sales and marketing expenses in
the accompanying consolidated statements of operations.

Research and Development Costs

Research and development costs are expensed as incurred.

Advertising Costs

Advertising costs are expensed as incurred and were $0.1 million for each of the years ended December 31, 2025
and 2024, respectively. These costs are included in sales and marketing expenses in the accompanying
consolidated statements of operations.

Refundable Tax Credits - Employer Retention Credit

In accordance with the Employer Retention Credit (ERC) program, authorized by the Coronavirus Aid, Relief, and
Economic Security (CARES) Act, companies were eligible for payroll tax refunds if, due to the COVID-19
pandemic, there was a 50 percent decline in 2020 quarterly gross receipt or a 20 percent decline in 2021 quarterly
gross receipts when compared with the same calendar quarter in 2019, or a full or partial shutdown based on a
governmental order. The ERC is computed based on a percentage of qualified wages (including qualified health
insurance expenses) incurred from March 13, 2020 through September 30, 2021.

The Company’s policy is to account for the ERC as a grant using guidance by analogy to International Accounting
Standard (IAS) 20 Accounting for Government Grants and Disclosure of Government Assistance. In accordance
with IAS 20.7, for-profit entities recognize the ERC when the "reasonable assurance" threshold is met, regarding
the ERC conditions and receiving the credit. ERCs are subject to IRS audit under the applicable statute of
limitations. The Company recognizes ERC refunds upon receipt. Under IAS 20.29, the Company elected to record
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the gross ERC refund proceeds in Other income of our Consolidated Statements of Operations.

Income Taxes

The Company records income taxes under the asset and liability method. Deferred tax assets and liabilities are
recognized for the future tax consequences attributable to differences between the financial statements carrying
amounts of existing assets and liabilities and their respective tax bases. Deferred tax assets and liabilities are
measured using enacted tax rates expected to apply to taxable income in the years in which those temporary
differences are expected to be recovered or settled. The effect on deferred tax assets and liabilities of a change in
tax rates is recognized in income in the period that includes the enactment date. When applicable a valuation
allowance is established to reduce any deferred tax asset when we determine that it is more likely than not that
some portion of the deferred tax asset will not be realized.

The Company recognizes the effect of income tax positions only if those positions are more likely than not of being
sustained. Recognized income tax positions are measured at the largest amount that is greater than 50% likely of
being realized. Changes in recognition or measurement are reflected in the period in which the change in judgment
occurs. The Company records interest related to unrecognized tax benefits in interest expense and penalties in
general and administrative expenses.

Stock-Based Compensation

We recognize compensation costs related to stock options and restricted stock units granted to employees and
directors based on the estimated fair value of the awards on the date of grant. We estimate the option grant fair
values, and the resulting stock-based compensation expense, using the Black-Scholes option-pricing model. The
grant date fair value of stock-based awards is expensed on a straight-line basis over the requisite service period of
the entire reward. The Company recognizes forfeitures when incurred.

The assumptions used in the Black-Scholes option-pricing model are as follows:

• Fair value of our common stock. The Company’s common stock is valued by reference to the publicly
traded price of our common stock.

• Expected term. The expected term represents the period of time stock-based awards are expected to
be outstanding.

• Expected weighted average volatility. We estimated expected volatility, using solely our historical share
price volatilities.

• Risk-free interest rate. The risk-free interest rate is based on the U.S. Treasury yield in effect at the
time of grant for zero coupon U.S. Treasury notes with maturities approximately equal to the expected
term.

• Expected dividend. The expected dividend is assumed to be zero as the Company has never paid
dividends and has no current plans to pay any dividends.

Fair Value Measurements

The carrying values of the Company’s financial instruments, including cash, trade accounts receivable, accounts
payable, and accrued liabilities approximate their fair values due to the short maturity of these instruments.

Fair value measurements are market-based measurements, not entity-specific measurements. Therefore, fair value
measurements are determined based on the assumptions that market participants would use in pricing the asset or
liability. The Company follows a three-level hierarchy to prioritize the inputs used in the valuation techniques to
derive fair values. The basis for fair value measurements for each level within the hierarchy is described below:

• Level 1: Quoted prices in active markets for identical assets or liabilities.

• Level 2: Quoted prices for similar assets or liabilities in active markets; quoted prices for identical or
similar instruments in markets that are not active; and model-derived valuations in which all significant
inputs are observable in active markets.

• Level 3: Valuations derived from valuation techniques in which one or more significant inputs are
unobservable in active markets.
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As of December 31, 2025, the Company had $0.1 million in money market fund that was classified as Cash and
cash equivalents on our consolidated balance sheets. At December 31, 2025, the fair value of the money market
fund approximated its carrying amount.

Recently Adopted Accounting Pronouncements

In December 2023, the FASB issued ASU 2023-09, Income Taxes (Topic 740) - Improvements to Income Tax
Disclosures. The new standard requires a company to expand its existing income tax disclosures, specifically
related to the rate reconciliation and income taxes paid. The standard is effective for the Company beginning in
fiscal year 2025. The Company applied the amendments prospectively for the year ended December 31, 2025 and
the impact of the adoption of the amendments in this update was not material to the Company’s consolidated
financial position and results of operations for the year ended December 31, 2025, since the amendments require
only enhancement of existing income tax disclosures in the footnotes to the Company’s consolidated financial
statements.

Recently Issued Accounting Pronouncements Not Yet Adopted

In March 2024, the FASB issued ASU 2024-02, "Codification Improvements—Amendments to Remove References
to the Concepts Statements." ASU No. 2024-02 removes various references to concepts statements from the FASB
Accounting Standards Codification. The ASU indicates that the goal of the amendments is to simplify the
Codification and distinguish between non-authoritative and authoritative guidance since, unlike the Codification, the
concepts statements are non-authoritative. The amendments in ASU are effective for fiscal years beginning after
December 15, 2024 with early adoption permitted. Retrospective application of the amendments are permitted. The
Company will evaluate the ASU to determine its impact on the Company’s disclosures. The Company does not
expect adoption to have a material impact on its consolidated financial statements

In November 2024, the FASB issued ASU No. 2024-03, "Expense Disaggregation Disclosures (Subtopic 220-40)."
The ASU requires public entities to disaggregate, in a tabular presentation, certain relevant income statement
expenses into different categories, such as purchases of inventory, employee compensation, depreciation, and
intangible asset amortization in commonly presented expense captions such as cost of sales, selling, general and
administrative expense, and research and development. The guidance is effective for all public business entities in
annual reporting periods beginning after December 15, 2026, and interim periods within annual reporting periods
beginning after December 15, 2027, with early adoption permitted, and may be applied retrospectively. The
Company intends to adopt the amendments in this update. The impact of the adoption of the amendments in this
update is not expected to be material to the Company’s consolidated financial position and results of operations, as
the requirements only require more detailed disclosures in the footnotes to the Company’s consolidated financial
statements.

In January 2025, the FASB issued ASU 2025-01 to revise the effective date of ASU 2024-03 on disclosures of
disaggregation of income statement expense. This guidance clarifies that all public business entities are required to
adopt the guidance in annual reporting periods beginning after December 15, 2026, and interim periods within
annual reporting periods beginning after December 15, 2027. The Company intends to adopt the amendments in
this update. The impact of the adoption of the amendments in this update is not expected to be material to the
Company’s consolidated financial position and results of operations, as the requirements only require more detailed
disclosures in the footnotes to the Company’s consolidated financial statements.

In July 2025, the FASB issued ASU 2025-05, Measurement of Credit Losses for Accounts Receivable and Contract
Assets. The amendments provide a practical expedient that allows all entities to assume that conditions at the
balance-sheet date will remain unchanged for an asset’s remaining life when estimating credit losses on current
accounts receivable and current contract assets arising from transactions under ASC 606. Entities electing this
expedient will therefore adjust historical loss experience only to reflect current conditions, without the need to
incorporate forward looking forecasts. The amendments in this ASU are effective for annual reporting periods
beginning after December 15, 2025, and interim reporting periods within those annual reporting periods. Early
adoption is permitted in both interim and annual reporting periods. The Company is currently evaluating the impact
of adopting ASU 2025-05 and believes that the adoption will not have a material impact on the consolidated
financial statements and related disclosures.

In September, 2025, the FASB issued ASU 2025-06, Targeted Improvements to the Accounting for Internal-Use
Software. The amendments in this update require an entity to begin capitalizing internal-use software costs when
management has authorized and committed to funding the software project and it is probable that the project will be
completed and the software will be used to perform the function intended. These amendments are effective for the
Company for annual and interim periods in 2028, applied either prospectively, retrospectively, or by a modified



64

approach, with early adoption permitted. As the Company does not currently have a material amount of software
developed for internal use, the impact of the adoption of the amendments in this update is not expected to be
material to the Company’s consolidated financial position and results of operations.

In December 2025, the FASB issued ASU No. 2025-11, "Interim Reporting (Topic 270): Narrow-Scope
Improvements", which updates and clarifies certain interim reporting requirements in Accounting Standards
Codification ("ASC") 270, including interim disclosure guidance and the reporting of material events and changes
occurring after the most recent annual reporting period. The guidance is effective for interim reporting periods within
annual reporting periods beginning after December 15, 2027, with early adoption permitted. The Company is
currently evaluating the impact of this guidance on our consolidated financial statements and related disclosures.

In December 2025, the FASB issued ASU No. 2025-12, "Codification Improvements", which amends various topics
in the FASB ASC to correct technical errors, clarify guidance, and make other narrow-scope improvements to
generally accepted accounting principles. The amendments in ASU 2025-12 address multiple areas of the
Codification and are not expected to materially change current accounting practices. The guidance is effective for
annual reporting periods beginning after December 15, 2026, and interim reporting periods within those annual
periods, with early adoption permitted. The Company is currently evaluating the impact of this guidance on our
consolidated financial statements and related disclosures.

Note 3. Net Loss Per Share
Basic net loss per share is calculated by dividing net loss available to common stockholders by the weighted
average shares of common stock outstanding for the period. Diluted net loss per share is calculated by dividing net
loss by the weighted average shares of common stock outstanding for the period plus amounts representing the
dilutive effect of securities that are convertible into common stock. The Company calculates diluted loss per
common share using the treasury stock method.

The following table presents the computation of net loss per share (in thousands except per share data):

For the Years Ended
December 31,

2025 2024
Numerator:
Net loss $ (6,426) $ (8,688)
Denominator:
Basic weighted average common shares outstanding 11,840 11,053
Diluted weighted average common shares outstanding 11,840 11,053
Net loss per share:

Basic $ (0.54) $ (0.79)
Diluted $ (0.54) $ (0.79)



65

Potentially dilutive securities (in common stock equivalent shares) not included in the calculation of diluted net loss
per share because to do so would be anti-dilutive are as follows (in thousands):

For the Years Ended December 31,
2025 2024

Stock options and restricted stock 2,315 2,040
Total common stock equivalent shares 2,315 2,040

Note 4. Cash and Cash Equivalents
The following tables show the Company’s cash and cash equivalents by significant investment category (in
thousands):

As of December 31,
2025 2024

Cash $ 7,237 $ 8,477
Level 1:

Money market funds 121 33
Total $ 7,358 $ 8,510

Restricted Cash

As of December 31, 2025 and 2024, the Company had $55,000 at both year ends in cash on deposit to secure
certain lease commitments, which is restricted for more than twelve months and recorded in long-term other assets
in the Company’s consolidated balance sheet.

Note 5. Inventory
Inventory is comprised of the following (in thousands):

As of December 31,
2025 2024

Finished goods $ 3,134 $ 3,521
Raw materials 446 431

Total Inventory $ 3,580 $ 3,952

Consigned Inventory (which is included in Total Inventory) is comprised of the following (in thousands):

As of December 31,
2025 2024

Finished goods $ 1,135 $ 1,124
Raw materials 150 166

Total Consigned Inventory $ 1,285 $ 1,290
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Excess and obsolete inventory reserves were $0.9 million and $0.7 million as of December 31, 2025 and 2024,
respectively.

Note 6. Property and Equipment
Depreciation and amortization of property and equipment is calculated on the straight-line method based on the
shorter of the estimated useful life or the term of the lease for tenant improvements and three to ten years for all
other property and equipment. Property and equipment consist of the following (in thousands):

As of December 31,
2025 2024

Computers and software $ 561 $ 557
Furniture, fixtures, and equipment 400 427
Manufacturing and testing equipment 5,630 5,507
Construction in process 16 6
Leasehold improvements 848 848
Software Development – Internal-Use 74 66
Vehicles 55 55
Property and equipment, gross 7,584 7,466
Less accumulated depreciation (5,888) (5,473)

Property and equipment, net $ 1,696 $ 1,993

Depreciation expense was $0.5 million for each of the years ended December 31, 2025 and 2024.

Note 7. Intangible Assets and Goodwill

Other Intangible Assets

The following is a summary of the Company’s acquired intangible assets (dollars in thousands):

December 31, 2025
Weighted average

amortization period
(in years)

Gross
carrying
amount

Accumulated
amortization

Net
carrying
amount

Market related intangibles 5 $ 1,820 $ 1,820 $ —
Customer relationships 7 13,780 13,558 222
Developed technologies 11 4,380 2,327 2,053
Covenants to non-compete 2 115 115 —
Licensed technology 3 804 292 512
Total intangible assets, net $ 20,899 $ 18,112 $ 2,787

December 31, 2024
Weighted average

amortization period
(in years)

Gross
carrying
amount

Accumulated
amortization

Net
carrying
amount

Market related intangibles 5 $ 1,820 $ 1,475 $ 345
Customer relationships 7 13,780 11,266 2,514
Developed technologies 11 4,380 1,973 2,407
Covenants to non-compete 2 115 115 —
Licensed technology 3 581 48 533

Total intangible assets, net $ 20,676 $ 14,877 $ 5,799
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Amortization expense was $3.2 million and $3.0 million for the year ended December 31, 2025 and 2024,
respectively.

Estimated annual amortization of intangible assets for the next five years and thereafter is shown in the following
table (in thousands):

Estimated future
amortization

2026 $ 816
2027 575
2028 275
2029 275
2030 275
Thereafter 571
Total $ 2,787

The Company regularly reviews the carrying amount of its long-lived assets subject to depreciation and
amortization, as well as the related useful lives, to determine whether indicators of impairment may exist that
warrant adjustments to carrying values or estimated useful lives. An impairment loss is recognized when the sum of
the expected future undiscounted net cash flows is less than the carrying amount of the asset. Should impairment
exist, the impairment loss is measured based on the excess of the carrying amount of the asset over the asset’s fair
value.

No impairment losses were recorded for intangible assets for the years ended December 31, 2025 and 2024,
respectively.

Goodwill

There were no changes in the carrying amount of goodwill for the years ended December 31, 2025 and 2024.

The Company performs a qualitative assessment on goodwill at least annually on December 31, or more frequently
if events or changes in circumstances indicate that the carrying value of goodwill may not be recoverable. If it is
determined in the qualitative assessment that the fair value of a reporting unit is more likely than not below its
carrying amount, then the Company will perform a quantitative impairment test. The quantitative goodwill
impairment test is performed by comparing the fair value of a reporting unit with its carrying amount. Any excess in
the carrying value of a reporting unit's goodwill over its fair value is recognized as an impairment loss, limited to the
total amount of goodwill allocated to that reporting unit. For purposes of goodwill impairment testing, the Company
has one reporting unit. As a result of the Company’s impairment assessment, no goodwill impairment was
recognized as of December 31, 2025 and 2024.

Note 8. Accrued Liabilities and Other
Accrued liabilities and other is comprised of the following (in thousands):

As of December 31,
2025 2024

Accrued expenses $ 554 $ 1,351
Accrued income taxes 3 6
Contract liabilities 129 73
Goods received not invoiced 775 31
Other current liabilities 329 411
Accrued liabilities and other $ 1,790 $ 1,872
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Note 9. Leases

Operating Leases

The Company has made certain assumptions and judgments when applying ASC 842, the Company elected not to
recognize right-of-use assets and lease liabilities for short-term leases (lease terms of twelve months or less).

Operating lease arrangements primarily consist of vehicle, office, warehouse and test house leases expiring during
different years through 2031. The facility leases have original lease terms of approximately one to seven years and
may contain options to extend up to 5 years and/or terminate early. Options to extend are included in leased right-
of-use assets and lease liabilities in the consolidated balance sheet when we are reasonably certain to renew a
lease. Since the implicit rate of such leases is unknown and we may not be reasonably certain to renew leases, the
Company has elected to apply a collateralized incremental borrowing rate to facility leases on the original lease
term in calculating the present value of future lease payments. As of December 31, 2025 and 2024, the weighted
average discount rate for operating leases was 6.8% and 6.5%, respectively, and the weighted average remaining
lease term for operating leases was 5.2 years and 6.3 years, respectively.

The Company has entered into various short-term operating leases, primarily for test houses and office equipment
with initial terms of 12 months or less. These short-term leases are not recorded on the Company's consolidated
balance sheet and the related short-term lease expense was $0.2 million for each of the year ended December 31,
2025 and 2024. Total operating lease cost were $1.1 million $0.8 million for year ended December 31, 2025 and
2024, respectively.

Capital area maintenance, property taxes and non-lease costs are excluded from lease expense.

The table below presents aggregate future minimum payments due under leases, reconciled to lease liabilities
included in the consolidated balance sheet as of December 31, 2025 (in thousands):

Future operating lease obligations:
2026 $ 1,112
2027 1,093
2028 957
2029 921
2030 872
Thereafter 663
Total minimum payments $ 5,618

Less imputed interest (917)
Less unrealized translation gain —

Total lease liabilities $ 4,701
Less short-term lease liabilities (821)

Long-term lease liability $ 3,880

Note 10. Income Taxes

Income Taxes

The components of the pretax loss from operations for the years ended December 31 are as follows (in thousands):

For the Years Ended December 31,
2025 2024

U.S. Domestic $ 6,425 $ 8,761
Foreign (72) 79
Pretax loss from operations $ 6,353 $ 8,840
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The income tax expense (benefit) is as follows (in thousands):

For the Years Ended
December 31,

2025 2024
Current:

U.S. federal $ — $ —
State and local 24 30
Foreign 26 (193)

Total current income tax expense (benefit) 50 (163)
Deferred:

U.S. federal 9 9
State and local 14 2

Total deferred income tax expense 23 11
Income tax expense (benefit) $ 73 $ (152)

Income taxes paid, net of refunds received, for the year ended December 31, 2025 consists of the following (in
thousands):

For the Year
Ended

December 31,
2025

Federal $ —
State and local (12)
Foreign

UK 63
China 4

Total $ 55

For the year ended December 31, 2024, the Company had $17.0 thousand income taxes received, net of income
taxes paid.

Tax Rate Reconciliation

Upon adoption of ASU 2023-09, Improvements to Income Tax Disclosures, the reconciliation of taxes at the federal
statutory rate to our provision for (benefit from) income taxes for the year ended December 31, 2025 was as follows
(in thousands, except for percentages):
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For the Year Ended
December 31,

2025
Amount Percent

Income taxes at statutory rates $ (1,334) 21.00%
State income tax* (8) 0.12%
Foreign tax effects

Other Foreign 11 -0.17%
Effect of cross -border tax laws

GILTI 14 -0.23%
Tax Credits

R&D credit (300) 4.72%
Changes in valuation allowance 1,354 -21.31%
Nontaxable or nondeductible items

Other 44 -0.69%
Stock-based Compensation 180 -2.83%

Other
Other 7 -0.10%

Changes in Unrecognized Tax Benefits 105 -1.66%
Income tax expense $ 73 -1.15%

* State taxes in California for 2025 made up the majority (greater than 50%) of the tax effect in this category.

The reconciliation of taxes at the federal statutory rate to our provision for (benefit from) income taxes for the year
ended December 31, 2024 in accordance with the guidance prior to the adoption of ASU 2023-09 was as follows:

For the Years
Ended

December 31,
2024

Income taxes at statutory rates $ (1,856)
State income tax, net of federal benefit 32
Permanent items 106
Equity based compensation 259
Federal research credits (347)
Federal return to provision 35
Foreign taxes (194)
Other 98
Change in federal valuation allowance 1,715
Income tax (benefit) expense $ (152)

Significant Components of Current and Deferred Taxes

The tax effects of temporary differences that give rise to significant portions of the deferred tax assets and deferred
tax liabilities as of  December 31, 2025 and 2024 are as follows (in thousands):

As of December 31,
2025 2024

Deferred tax assets:
Net operating loss carryforwards $ 6,659 $ 5,094
Research and AMT credits 4,840 4,427
Stock based compensation 2,117 2,080
Lease liability 1,119 954
Section 174 R&D Capitalization 4,811 5,527
Accrued and other 783 908

Deferred tax assets 20,329 18,990
Less valuation allowance (18,542) (16,696)

Deferred tax assets, net of allowance 1,787 2,294
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Deferred tax liabilities:
Fixed assets (410) (411)
Goodwill (580) (518)
Right-of-use asset (983) (953)
Intangible asset — (575)

Deferred tax liabilities (1,973) (2,457)
Total deferred tax liabilities $ (186) $ (163)

We have established a valuation allowance against our net deferred tax assets due to the uncertainty surrounding
the realization of such assets. The Company periodically evaluates the recoverability of the deferred tax assets. At
such time it is determined that it is more likely than not that deferred assets are realizable, the valuation allowance
will be reduced. The Company has recorded a valuation allowance of $18.5 million as of December 31, 2025 as it
does not believe it is more likely than not that certain deferred tax assets will be realized due to the recent history of
both pre-tax book income and losses, the lack of taxable income available in carryback periods or feasible tax-
planning strategies, the limited existing taxable temporary differences, and the subjective nature of forecasting
future taxable income into the future. The Company increased its valuation allowance by approximately $1.8 million
during the year ended December 31, 2025.

As of December 31, 2025 the Company had federal and state net operating loss (NOL) carryforwards of
approximately $26.4 million, and $14.0 million, respectively. The federal NOL generated post 2017 of $16.8 million
can be carried forward indefinitely and may generally be used to offset up to 80% of future taxable income for each
year. The remaining federal and state NOL carryforwards begin to expire in 2029 and 2028, respectively, if unused.

As of December 31, 2025 the Company had federal and state tax credit carryforwards of approximately $3.5
million, and $2.8 million, respectively, after reduction for uncertain tax positions. The federal tax credit
carryforwards will begin to expire in 2026, if unused, and the California tax credits can be carried forward
indefinitely. The other state tax credit carryforwards will begin to expire in 2032.

The above federal and state carryforwards and tax credit carryforwards may be subject to an annual limitation
under section 382 and 383 of the Internal Revenue Code of 1986, as amended (the Code), and similar state
provisions if we experience one or more ownership changes which would limit the amount of NOL and tax credit
carryforwards that can be utilized to offset future taxable income and tax, respectively. In general, an ownership
change as defined by Section 382 and 383 of the Code, results from transactions increasing ownership of certain
stockholders or public groups in the stock of the corporation by more than 50 percentage points over a rolling three-
year period. The Company has completed an ownership change analysis through December 31, 2024 and
incorporated the impact of ownership changes prior to this date by reducing the Company's NOL and tax credit
carryforwards that may not be utilized due to the annual limitations associated with those ownership change dates.
Our use of federal and state NOL and tax credit carryforwards could be limited further by the provisions of
Section 382 of the Code, depending upon the timing and amount of additional equity securities that we have issued
or will issue, subsequent to December 31, 2025. State NOL carryforwards may be similarly limited. If a change in
ownership were to occur, NOL and tax credit carryforwards could be eliminated or restricted. If eliminated, the
related asset would be removed from the deferred tax asset schedule with a corresponding reduction in the
valuation allowance. Due to the existence of the valuation allowance, limitations created by ownership changes, if
any, will not impact our effective tax rate.

The following table summarizes the reconciliation of the unrecognized tax benefits activity during the years ended
December 31 (in thousands):

2025 2024
Beginning unrecognized tax benefits $ 1,314 $ 1,354

Gross increases - tax positions in prior period 1 —
Gross decreases – tax positions in prior period — (175)
Gross increases - current year tax positions 104 135
Purchase accounting — —

Ending unrecognized tax benefits $ 1,419 $ 1,314

The unrecognized tax benefit amounts are reflected in the determination of the Company’s deferred tax assets. If
recognized, none of these amounts would impact the company’s effective tax rate due to the existence of the
valuation allowance against deferred tax assets. The Company does not foresee material changes to its uncertain
tax benefits within the next twelve months.

The Company’s policy is to recognize interest and/or penalties related to income tax matters in income tax
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expense. The Company has no accrual for interest or penalties on balance sheets as of December 31, 2025. The
Company has no accrual for interest or penalties on balance sheets as of December 31, 2024. The Company has
recognized no interest and/or penalties in the Statement of Operations for each of the years ended December 31,
2025 and 2024.

The Company is subject to taxation in the United States, various state jurisdictions, China and the United Kingdom.
Due to the existence of federal, state and foreign net operating loss and credit carryovers, the Company's tax years
that remain open and subject to examination by tax jurisdiction are years 2006 and forward for federal and years
2008 and forward for the state of California.

The One Big Beautiful Bill Act of 2025 (OBBBA) was signed into law on July 4, 2025. The OBBBA makes changes
to the U.S. corporate income tax including reinstating the option to claim 100% accelerated depreciation deduction
on qualified property and  immediate expensing of domestic research and development costs while foreign
expenditures will continue to be capitalized and amortized over 15 years. The enactment of the legislation did not
have a material impact on our income tax rate during the year ended December 31, 2025 and is not expected to
have a material impact on our income tax rate in future years.

Note 11. Stockholders’ Equity
In August 2016, the Company's Board adopted the 2016 Equity Incentive Plan (the 2016 Plan) for employees,
directors and consultants. In February 2021, the Board adopted the 2021 Employment Inducement Incentive Award
Plan (the Inducement Plan), which provides for grants of equity-based awards.

The following table presents common stock reserved for future issuance(1) (in thousands):

As of December 31,
2025 2024

Stock options issued and outstanding 2,419 2,376
Stock awards issued and outstanding 886 945
Authorized for grants under the 2016 Plan(2) 123 164
Authorized for grants under the Inducement Plan(3) 640 210
Authorized for grants under the 2016 Employee Stock Purchase Plan(4) 651 494

4,719 4,189
(1) Treasury stock of 541,000 shares as of December 31, 2025 and 2024 are excluded from the table above.
(2) On January 1, 2025, the number of authorized shares in the 2016 Plan increased by 461,000 shares pursuant to the evergreen

provisions of the 2016 Plan.
(3) On February 5, 2021, 300,000 shares were authorized pursuant to the terms of the Inducement Plan.
(4) On January 1, 2025, the number of authorized shares in the 2016 Employee Stock Purchase Plan increased by 100,000 shares

pursuant to the evergreen provisions of the 2016 Employee Stock Purchase Plan.

Issuance of Common Stock

In March 2024, the Company established an at-the-market (ATM) offering program (the 2024 ATM Program) to sell
up to $5.0 million of the Company's common stock. Under the 2024 ATM Program, the Company issued 760,242
shares of common stock for gross proceeds of approximately $4.5 million. Net proceeds totaled approximately $4.1
million after deducting the underwriting commissions and other costs associated with the offering. On May 15,
2025, the Company terminated the 2024 ATM Program upon the expiration of the associated Form S-3 Registration
Statement, in connection with the effectiveness of the Form S-3 Registration Statement related to the 2025 ATM
Program.

In May 2025, the Company established an ATM offering program (the 2025 ATM Program) to sell up to $5.0 million
of the Company's common stock. During 2025, the Company issued 109,167 shares of common stock under the
2025 ATM Program for net proceeds of $0.2 million after deducting commissions and other costs associated with
the offering. As of December 31, 2025, the Company had $4.6 million available under the offering program for
future sales of our common stock.

The Company recorded the ATM gross sales proceeds and offering costs in additional paid-in capital of the
consolidated balance sheet. The following table summarizes the Company’s ATM sales activity during the period
indicated (in thousands):
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For the Years Ended December 31,
2025 2024

Shares issued 109 760
Gross proceeds $ 439 $ 4,493
Net proceeds after offering costs $ 167 $ 4,116

Note 12. Stock-Based Compensation

Stock-Based Compensation Expense

Stock-based compensation is recorded in the consolidated statements of operations as follows (in thousands):

For the Years Ended December 31,
2025 2024

Cost of goods sold $ 216 $ 311
Research and development 715 1,379
Sales and marketing 226 379
General and administrative 1,807 2,566

Total stock-based compensation expense $ 2,964 $ 4,635

Stock Options

The vesting period for stock options granted to employees is generally one to four years. All stock options granted
under the 2016 Plan have a maximum contractual term of ten years.

Commencing in 2019, on the first trading day in February, each non-employee member of the board of directors will
receive an annual award of stock options with a grant date fair value of $30,000 (or $45,000 for the chairperson of
the board of directors), calculated as of the date of grant in accordance with the Black-Scholes-Merton option-
pricing model.

The grant-date fair value of each option award is estimated on the date of grant using the Black-Scholes-Merton
option-pricing model. The weighted average assumptions for grants during the years ended December 31, 2025
and 2024 are provided in the following table:

For the Years Ended December 31,
2025 2024

Expected dividend yield 0% 0%
Expected volatility 66.1% 68.7%
Expected term (years) 4.3 4.1
Risk-free interest rate 4.1% 4.2%
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A summary of the Company’s stock option activity is as follows (shares in thousands):

Weighted Average

Number of 
stock

options
Exercise

price

Remaining
contractual
term (years)

Aggregate
Intrinsic
Value (in

thousands)
Balance at December 31, 2024 2,376 $ 9.12 5.9 $ 2,357
Granted 308 $ 4.56
Exercised (111) $ 1.66
Expired/Forfeited (155) $ 6.05
Balance at December 31, 2025 2,418 $ 9.07 5.5 $ 169

Vested and exercisable at December 31, 2025 1,901 $ 10.15 4.7 $ 117
Vested and expected to vest at December 31,
2025 2,418 $ 9.07 5.5 $ 169

During the years ended December 31, 2025 and 2024, the Company received proceeds of $0.2 million and $0.1
million respectively from the exercise of options.

The weighted average grant-date fair values of options granted during the years ended December 31, 2025 and
2024 were $2.50 and $2.90 per share, respectively. The grant-date fair value of each option award is estimated on
the date of grant using the Black-Scholes-Merton option-pricing model. The grant date fair value of shares vested
during the years ended December 31, 2025 and 2024 was $1.2 million and $1.4 million, respectively. For stock
options vested and expected to vest, the aggregate intrinsic value as of December 31, 2025 and 2024 was $0.2
million and $2.4 million, respectively.

As of December 31, 2025, there was $1.1 million of unrecognized compensation cost related to unvested stock
options granted under the Company’s equity plans that is expected to be recognized over the next 1.8 years.

Restricted Stock Units

The following table summarizes the Company’s restricted stock unit activity (shares in thousands):

Restricted
stock units

Weighted
average

grant date
fair value

Balance at December 31, 2024 835 $ 5.95
Grants 559 $ 4.39
Vested and released (376) $ 6.08
Forfeited (132) $ 3.27
Balance at December 31, 2025 886 $ 5.13

Commencing in 2019, on the first trading day in February of each year, each non-employee member of the board of
directors receives a number of restricted stock unit as is determined by dividing $30,000 (or $45,000 for the
chairperson of the board of directors) by the 30-trading-day trailing average closing share price of the Company's
common stock preceding the date of grant.

As of December 31, 2025, there was $2.5 million of total unrecognized stock-based compensation expense related
to non-vested restricted stock units which is expected to be recognized over a remaining weighted-average vesting
period of 2.1 years.

The Company currently uses authorized and unissued shares to satisfy share award exercises.

Performance Stock Units

The following table summarizes the Company's PSU activity during the period indicated (shares in thousands):
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Performance
stock units

Weighted
average grant
date fair value

Balance at December 31, 2024 110 $ 1.79
Grants — $ —
Vested and released — $ —
Forfeited (110) $ —
Balance at December 31, 2025 — $ —

Service as well as market and performance conditions determine the number of PSUs that the holder will earn from
0% to 150% of the target number of shares. The percentage received is based on the Company common stock
price targets over a three-year service period. Additionally, the Company must achieve or exceed 75% of the year
to date revenue target measured at the end of the quarter in which the price target is achieved. The market
conditions have not currently been met. As of December 31, 2025, there were no PSU grants outstanding.

Share-Settled Obligation

Share-settled compensation to the Board of Directors and consultants were incurred and recognized as stock-
based compensation expense and recorded in accrued expenses. Within ninety days after the calendar year-end,
the liabilities are settled in RSU grants and vest on the grant date. The share-settled obligations were $0.1 million
and $0.8 million as of December 31, 2025 and 2024, respectively.

Employee Stock Purchase Plan (ESPP)

The Company maintains the 2016 Employee Stock Purchase Plan (ESPP) that provides employees an opportunity
to purchase common stock through payroll deductions. The ESPP is implemented through consecutive 6-month
offering periods commencing on March 1 and September 1 of each year. The purchase price is set at 85% of the
fair market value of the Company's common stock on either the first or last trading day of the offering period,
whichever is lower. Annual contributions are limited to the lower of 20% of an employee's eligible compensation or
such other limits as apply under Section 423 of the Internal Revenue Code. The ESPP is intended to qualify as an
employee stock purchase plan for purposes of Section 423 of the Internal Revenue Code.

Based on the 15% discount and the fair value of the option feature of the ESPP, it is considered compensatory.
Compensation expense is calculated using the fair value of the employees’ purchase rights under the Black-
Scholes model. The Company currently uses authorized and unissued shares to satisfy share purchases under the
ESPP.

During the year ended December 31, 2025, the Company received $0.2 million from the issuance of 43,562 shares
under the ESPP, as compared to $0.2 million from the issuance of 45,809 shares during the year end
December 31, 2024.

Note 13. Commitments and Contingencies

Potential Product Warranty Claims

The Company had a general warranty accrual of less than $0.1 million as of each year ending December 31, 2025
and 2024.

Indemnification

In some agreements to which the Company is a party, the Company has agreed to indemnify the other party for
certain matters, including, but not limited to product liability and intellectual property. To date, we have not recorded
any material liabilities in the accompanying consolidated financial statements.
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Note 14. Concentrations

Concentration of Sales and Accounts Receivable

The following represents customers that accounted for 10% or more of total revenue:

For the Years Ended December 31,
2025 2024

Customer A 29% 25%
Customer B 18% 15%
Customer C 13% 15%

The following represents customers that accounted for 10% or more of total trade accounts receivable:

As of December, 31
2025 2024

Customer A 39% 29%
Customer B 20% 19%
Customer C 9% 15%

The allowance for credit losses was $0.2 million as of December 31, 2025 and was less than $0.1 million as of
December 31, 2024.

Concentration of Purchases

During the year ended December 31, 2025, the Company’s products were manufactured by CMs with locations in
China, Taiwan, Vietnam, Mexico and the United States.

Concentration of Cash

The Company’s cash deposits exceeded the Federal Deposit Insurance Corporation’s insured limits. The Company
has not experienced losses on these accounts. Most of the Company's cash deposits are held in multiple accounts
at a large institutional bank.

Concentration of Property and Equipment

The Company’s property and equipment, net by geographic region, are as follows (in thousands):

As of December, 31
2025 2024

North America $ 1,596 $ 1,841
Asia Pacific (APAC) 31 56
Europe, Middle East and Africa (EMEA) 69 96
Property and equipment, net $ 1,696 $ 1,993
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Note 15. Revenues
Disaggregated revenues are as follows (in thousands):

For the Years Ended December 31,
2025 2024

By Market Group:
Consumer $ 26,082 $ 21,691
Enterprise 22,640 29,497
Automotive 3,057 9,411
Total sales $ 51,779 $ 60,599

By Geography:
North America $ 23,944 $ 35,896
China (including Hong Kong and Taiwan) 26,878 22,354
Rest of the world 957 2,349
Total sales $ 51,779 $ 60,599

Timing of revenue recognition:
Products and services transferred at a point in time $ 48,616 $ 57,817
Products and services transferred over time 3,163 2,782
Total sales $ 51,779 $ 60,599

Revenue generated from the United States was $23.9 million and $35.9 million for the year ended December 31,
2025 and 2024, respectively.

Contract liabilities are deferred revenues that were recorded when advance payment were received for remaining
performance obligations that are recognized over time. The contract liabilities were $0.1 million for each of the
years ended December 31, 2025 and 2024.

The Company has recorded sales return reserves based on analysis of historical return trends. As of December 31,
2025, the Company had $0.2 million sales return reserves included in accrued liabilities and other on the
consolidated balance sheets. As of December 31, 2024, the amount was less than $0.1 million.

The Company has stock rotation return rights arrangements with certain customers to return a limited percentage of
product. As of December 31, 2025 and 2024, the estimated allowance for stock rotation was $0.1 million and $0.3
million, respectively, and are included in accrued liabilities in the accompanying consolidated balance sheets. The
expected product returns under the stock rotation arrangement was $0.1 million for each of the years ended
December 31, 2025 and 2024, and are included in inventory in the accompanying consolidated balance sheets.

Note 16. Employee Benefit Plan
The Company’s 401(k) plan covers all U.S. employees beginning the first day of the month that follows the first 90
days of their employment. Under this plan, employees may elect to contribute up to 20% of their annual
compensation to the 401(k) plan up to the statutorily prescribed annual limit. The Company matches 100% of the
employee’s elective deferrals up to 4% of their annual compensation. The Company may make discretionary
contributions to the 401(k) plan, but there were no discretionary contributions during the year ended December 31,
2025 and 2024. The Company’s contribution expense was $0.4 million for each of the years ended December 31,
2025 and 2024.

Note 17. Segment Information
Due to similarities of its products, methods of production and it's management and administrative structure, the
Company operates as a single operating and reportable segment.

The following table presents segment revenue, gross profit, net loss and certain operating financial results of the
Company’s single operating segment for the periods presented, as viewed by the CODM:



78

Years Ended December 31,
2025 2024

Sales $ 51,779 $ 60,599
Less cost of goods sold:

Other cost of goods sold 28,504 34,899
Stock-based compensation 216 311
Amortization of intangible assets 355 355
Depreciation 159 232

Gross profit 22,545 24,802
Gross margin 43.5% 40.9%
Less research and development:

Other research and development expenses 8,468 10,207
Stock-based compensation expense 715 1,379
Severance and exit costs 112 —
Depreciation 247 278

Total research and development 9,542 11,864
Less sales and marketing:

Other sales and marketing expenses 8,944 8,811
Stock-based compensation expense 226 379
Severance and exit costs 141 —
Depreciation 14 13

Total sales and marketing 9,325 9,203
Less general and administrative:

Other general and administrative expenses 7,398 7,459
Stock-based compensation expense 1,807 2,566
Amortization of intangible assets 2,880 2,613
Severance and exit costs 33 —
Depreciation 43 25

Total general and administrative 12,161 12,663
Loss from operations (8,483) (8,928)
Plus employee retention credit refund 1,989
Interest income, net 351 115
Income tax benefit (expense) (73) 152
Less other segment expenses (1) 210 27
Net loss $ (6,426) $ (8,688)
(1) Other segment expenses are primarily foreign currency transaction remeasurements and franchise taxes.

The CODM reviews the segment assets that are reported in the Consolidated Balance Sheets.

Note 18. Subsequent Events
On February 20, 2026, the Company acquired the HPUE product line assets from Nextivity. The transaction has no
cash consideration, and Airgain assumes the obligation to support the current HPUE customers. Airgain and
Nextivity also entered into a reseller agreement pursuant to which Airgain will support specific Nextivity’s
international customers once design wins are secured. The transaction was not recognized in the accompanying
consolidated financial statements, and the Company is currently evaluating the accounting and financial statement
impact of the transaction.
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ITEM 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL
DISCLOSURE
None.

ITEM 9A. CONTROLS AND PROCEDURES

Conclusion Regarding the Effectiveness of Disclosure Controls and Procedures
We maintain disclosure controls and procedures that are designed to ensure that information required to be
disclosed in our periodic and current reports that we file with the SEC is recorded, processed, summarized and
reported within the time periods specified in the SEC’s rules and forms, and that such information is accumulated
and communicated to our management, including our principal executive officer and principal financial officer, as
appropriate, to allow timely decisions regarding required disclosure. In designing and evaluating the disclosure
controls and procedures, management recognized that any controls and procedures, no matter how well designed
and operated, can provide only reasonable and not absolute assurance of achieving the desired control objectives.
In reaching a reasonable level of assurance, management necessarily was required to apply its judgment in
evaluating the cost-benefit relationship of possible controls and procedures. In addition, the design of any system of
controls also is based in part upon certain assumptions about the likelihood of future events, and there can be no
assurance that any design will succeed in achieving its stated goals under all potential future conditions; over time,
controls may become inadequate because of changes in conditions, or the degree of compliance with policies or
procedures may deteriorate. Because of the inherent limitations in a cost-effective control system, misstatements
due to error or fraud may occur and not be detected.

Our management, with the participation of our principal executive officer and principal financial officer, has
evaluated the effectiveness of our disclosure controls and procedures as defined in Rules 13a-15(e) and 15d-15(e)
under the Exchange Act, as of the end of the period covered by this annual report on Form 10- K. Based on such
evaluation, our principal executive officer and principal financial officer have concluded that as of such date, our
disclosure controls and procedures were effective at the reasonable assurance level.

Management’s Annual Report on Internal Control Over Financial Reporting
Our management is responsible for establishing and maintaining adequate internal controls over financial reporting,
as such term is defined in Rules 13a-15(f) and 15d-15(f) of the Exchange Act. Internal control over financial
reporting is a process designed under the supervision and with the participation of our management, including our
principal executive officer and principal financial officer, to provide reasonable assurance regarding the reliability of
financial reporting and the preparation of financial statements for external purposes in accordance with GAAP. Our
internal control over financial reporting includes those policies and procedures that: (i) pertain to the maintenance of
records that in reasonable detail accurately and fairly reflect the transactions and dispositions of our assets, (ii)
provide reasonable assurance that transactions are recorded as necessary to permit preparation of financial
statements in accordance with GAAP, and that our receipts and expenditures are being made only in accordance
with authorizations of our management and directors, and (iii) provide reasonable assurance regarding prevention
or timely detection of unauthorized acquisition, use or disposition of our assets that could have a material effect on
our financial statements. Because of its inherent limitations, internal controls over financial reporting may not
prevent or detect all misstatements. Therefore, even those systems determined to be effective can provide only
reasonable assurance with respect to financial statement preparation and presentation.

We conducted an evaluation of the effectiveness of our internal control over financial reporting. Based on our
evaluation, management has concluded that our internal control over financial reporting was effective as of
December 31, 2025.

Attestation Report of the Registered Public Accounting Firm
This annual report on Form 10-K does not include an attestation report of our independent registered public
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accounting firm due to our non-accelerated filer status.

Changes in Internal Control Over Financial Reporting
There have been no changes in our internal control over financial reporting (as defined in Rules 13a-15(f) and 15d-
15(f) under the Exchange Act) during the quarter ended December 31, 2025 that has materially affected, or is
reasonably likely to materially affect, our internal control over financial reporting.

ITEM 9B. OTHER INFORMATION

Director and Officer Trading Arrangements:

Rule 10b5-1 Trading Plans

From time to time, our officers (as defined in Rule 16a-1(f) of the Exchange Act) and directors may enter into Rule
10b5-1 or non-Rule 10b5-1 trading arrangements (as each such term is defined in Item 408 of Regulation S-K).

During the three months ended December 31, 2025, no director or officer adopted, modified or terminated any Rule
10b5-1 trading arrangement or non-Rule 10b5-1 trading arrangement.

ITEM 9C. DISCLOSURE REGARDING FOREIGN JURISDICTIONS THAT PREVENT INSPECTIONS
Not applicable.
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PART III

ITEM 10. DIRECTORS, EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE.
The information required by this item not otherwise set forth below will be contained in our definitive proxy
statement to be filed with the SEC in connection with our 2026 Annual Meeting of Stockholders (the Definitive
Proxy Statement), which we expect to file with the SEC within 120 days after the close of our year ended
December 31, 2025, under the headings “Election of Directors,” “Executive Officers,” and, if applicable, “Delinquent
Section 16(a) Reports,” and is incorporated herein by reference.

Code of Business Conduct and Ethics
We adopted a Code of Business Conduct and Ethics that applies to our officers, directors and employees which is
available, free of charge, on our website at www.airgain.com. The Code of Business Conduct and Ethics contains
general guidelines for conducting the business of our company consistent with the highest standards of business
ethics, and is intended to qualify as a “code of ethics” within the meaning of Section 406 of the Sarbanes-Oxley Act
of 2002 and Item 406 of Regulation S-K. In addition, we intend to promptly disclose on our website in the future (i)
the nature of any amendment to our Code of Business Conduct and Ethics that applies to our principal executive
officer, principal financial officer, principal accounting officer or controller or persons performing similar functions,
and (ii) the nature of any waiver, including an implicit waiver, from a provision of our Code of Business Conduct and
Ethics that is granted to one of these specified officers, the name of such person who is granted the waiver and the
date of the waiver.

Insider Trading Policy
We have adopted the Insider Trading Compliance Policy and Procedures, governing the purchase, sale, and/or
other dispositions of our securities by our directors, officers, employees and other covered persons that are
designed to promote compliance with insider trading laws, rules and regulations, and the Nasdaq Stock Market LLC
listing rules, as applicable. A copy of our Insider Trading Compliance Policy and Procedures is filed as Exhibit 19.1
to this annual report on Form 10-K. It is our policy to comply with U.S. insider trading laws and regulations,
including with respect to transactions in our own securities.

ITEM 11. EXECUTIVE COMPENSATION
The information required by this item will be contained in our Definitive Proxy Statement under the headings
“Election of Directors” and “Executive Compensation and Other Information” and is incorporated herein by
reference.

ITEM 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT AND RELATED
STOCKHOLDER MATTERS
The information required by this item will be contained in our Definitive Proxy Statement under the heading
“Security Ownership of Certain Beneficial Owners and Management” and is incorporated herein by reference.

The information required by Item 201(d) of Regulation S-K will be contained in our Definitive Proxy Statement under
the heading “Executive Compensation and Other Information” and is incorporated herein by reference.



80

ITEM 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS, AND DIRECTOR INDEPENDENCE
The information required by this item will be contained in our Definitive Proxy Statement under the headings
“Certain Relationships and Related Person Transactions,” “Board Independence” and “Board Committees and
Independence” and is incorporated herein by reference.

ITEM 14. PRINCIPAL ACCOUNTING FEES AND SERVICES
The information required by this item will be contained in our Definitive Proxy Statement under the heading
“Independent Registered Public Accounting Firm’s Fees” and is incorporated herein by reference.
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PART IV

ITEM 15. EXHIBITS, FINANCIAL STATEMENT SCHEDULES
The following documents are filed as part of this annual report on Form 10-K:

1. Financial Statements.
Reference is made to the Index to the registrant’s Financial Statements under Item 8 in Part II of this annual
report on Form 10-K.

2. Financial Statement Schedules.
All schedules are omitted because they are not applicable, or the required information is shown in the
financial statements or notes thereto.

3. Exhibits
The documents listed in the following Exhibit Index are incorporated by reference or are filed with this annual
report on Form 10-K.
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EXHIBIT INDEX
Incorporated by Reference

Exhibit
Number Exhibit Description Form Date Exhibit

Number
Filed

Herewith

3.1 Amended and Restated Certificate of Incorporation 8-K 08/17/2016 3.1

3.2 Amended and Restated Bylaws, effective as of February 1,
2023 8-K 02/06/2023 3.1

4.1 Specimen stock certificate evidencing the shares of
common stock S-1 07/29/2016 4.1

4.2 Description of Registered Securities 10-K 03/21/2021 4.3

10.1# Form of Indemnity Agreement for Directors and Officers S-1 07/29/2016 10.4

10.2# Airgain, Inc. 2016 Incentive Award Plan S-1 07/29/2016 10.10

10.3# Form of Stock Option Agreement under the Airgain, Inc.
2016 Incentive Award Plan S-1 07/29/2016 10.12

10.4# Form of Restricted Stock Unit Agreement under the
Airgain, Inc. 2016 Incentive Award Plan 10-K 03/15/2019 10.10

10.5# Airgain, Inc. 2016 Employee Stock Purchase Plan S-1 07/29/2016 10.12

10.6# Airgain, Inc. 2021 Employment Inducement Incentive
Award Plan 10-K 03/20/2023 10.10

10.7# Amendment to Airgain, Inc. 2021 Employment Inducement
Incentive Award Plan S-8 11/16/2022 10.3

10.8# Amendment to Airgain, Inc. 2021 Employment Inducement
Incentive Award Plan S-8 08/06/2025 10.3

10.9# Form of Stock Option Agreement under the 2021
Employment Inducement Incentive Award Plan 10-K 02/19/2021 10.19

10.10# Form of Restricted Stock Unit Agreement under the
Airgain, Inc. 2021 Employment Inducement Incentive
Award Plan S-8 11/16/2022 10.5

10.11# Form of Performance Stock Unit Agreement under the
Airgain, Inc. 2021 Employment Inducement Incentive
Award Plan S-8 11/16/2022 10.6

10.12# Non-Employee Director Compensation Program and Stock
Ownership Guidelines (as amended and restated effective
February 1, 2023) 10-K 03/20/2023 10.17

10.13# Second Amended and Restated Employment Agreement,
dated April 27, 2020, by and between Jacob Suen and the
Registrant 10-K 02/19/2021 10.12

10.14# Severance Agreement effective as of April 20, 2021
between Airgain, Inc. and Ali Sadri 10-K 03/21/2021 10.22
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10.15# Employment Agreement, dated October 17, 2022,
between Airgain, Inc. and Michael Elbaz 10-K 03/20/2023 10.22

10.16 Office Lease, dated June 13, 2013, by and between Kilroy
Realty, L.P. and the Registrant S-1 07/15/2016 10.3

10.17 First Amendment to Office Lease, dated February 13,
2020, by and between Kilroy Realty, L.P. and the
Registrant 10-Q 05/07/2020 10.2

10.18^ Second Amendment to Office Lease, dated March 3,
2022, by and between Kilroy Realty, L.P. and the
Registrant 10-K 02/27/2025 10.22

10.19^ Third Amendment to Office Lease, dated December 31,
2024, by and between Kilroy Realty, L.P. and the
Registrant 10-K 02/27/2025 10.23

10.20 Amended and Restated At-The-Market Issuance Sales
Agreement by and between the Registrant and Craig-
Hallum Capital Group LLC, dated May 7, 2025 S-3 05/07/2025 1.2

19.1 Insider Trading Compliance Policy and Procedures 10-K 02/27/2025 19.1

21.1 List of Subsidiaries of the Registrant 10-K 03/06/2024 21.1

23.1 Consent of Grant Thornton LLP, independent registered
public accounting firm X

31.1 Certification of Chief Executive Officer pursuant to Rules
13a-14 and 15d-14 promulgated pursuant to the Securities
Exchange Act of 1934, as amended X

31.2 Certification of Chief Financial Officer pursuant to Rules
13a-14 and 15d-14 promulgated pursuant to the Securities
Exchange Act of 1934, as amended X

32.1* Certification of Chief Executive Officer pursuant to Section
906 of the Sarbanes-Oxley Act of 2002 X

32.2* Certification of Chief Financial Officer pursuant to Section
906 of the Sarbanes-Oxley Act of 2002 X

97.1 Policy for Recovery of Erroneously Awarded
Compensation 10-K 03/06/2024 97.1

101.INS Inline XBRL Instance Document–the instance document
does not appear in the Interactive Data File because its
XBRL tags are embedded within the inline XBRL
document

101.SCH Inline XBRL Taxonomy Extension Schema Document

101.CAL Inline XBRL Taxonomy Extension Calculation Linkbase
Document
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101.DEF Inline XBRL Taxonomy Extension Definition Linkbase
Document

101.LAB Inline XBRL Taxonomy Extension Label Linkbase
Document

101.PRE Inline XBRL Taxonomy Extension Presentation Linkbase
Document

104 Cover Page Interactive Data File (formatted as inline
XBRL and contained in Exhibit 101)

# Indicates management contract or compensatory plan.

^ Certain schedules and annexes have been omitted in accordance with Item 601(a)(5) of Regulation S-K. A copy
of any omitted schedule and/or annex will be furnished supplementally to the Securities and Exchange Commission
upon request.
* These certifications are being furnished solely to accompany this annual report pursuant to 18 U.S.C. Section
1350 and are not being filed for purposes of Section 18 of the Securities Exchange Act of 1934 and are not to be
incorporated by reference into any filing of the Registrant, whether made before or after the date hereof, regardless
of any general incorporation language in such filing.

ITEM 16. FORM 10-K SUMMARY
None.
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SIGNATURES
Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant has duly
caused this annual report to be signed on its behalf by the undersigned, thereunto duly authorized.

AIRGAIN, INC.

Date: February 26, 2026
/s/ Jacob Suen_______
Jacob Suen
President and Chief Executive Officer
(principal executive officer)

Pursuant to the requirements of the Securities Exchange Act of 1934, this annual report has been signed below by
the following persons on behalf of the registrant and in the capacities and on the dates indicated.

Signature Title Date

/s/ Jacob Suen
Jacob Suen

President, Chief Executive Officer, and
Director

(Principal Executive Officer)
February 26, 2026

/s/ Michael Elbaz
Michael Elbaz

Chief Financial Officer and Secretary
(Principal Financial and Accounting

Officer)
February 26, 2026

/s/ James K. Sims
James K. Sims

Chairman
February 26, 2026

/s/ Kiva A. Allgood
Kiva A. Allgood

Director
February 26, 2026

/s/ Tzau-Jin Chung
Tzau-Jin Chung

Director
February 26, 2026

/s/ Joan H. Gillman
Joan H. Gillman

Director
February 26, 2026

/s/ Thomas A. Munro
Thomas A. Munro

Director
February 26, 2026

/s/ Arthur M. Toscanini
Arthur M. Toscanini

Director
February 26, 2026


