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This Management Discussion and Analysis (“MD&A”) of Edgewater Wireless Systems Inc. should be read in 
conjunction with the Company’s audited consolidated financial statements and related notes for the years 
ended April 30, 2019 and April 30, 2018. These audited consolidated financial statements have been prepared 
in accordance with International Financial Reporting Standards (“IFRS”). All dollar amounts included therein 
and, in this MD&A are expressed in Canadian Dollars unless otherwise noted. The information contained within 
this MD&A is current to April 13, 2020. Additional information of the Company is available on SEDAR at 
www.sedar.com. 
 
Forward-Looking Information 

 
Certain information contained herein including (without limitation) financial and business prospects and financial 
outlooks, may constitute forward-looking information which reflects management’s current expectations 
regarding future events, conditions, plans and intentions, growth, results of operations, financial position, 
performance and business prospects and opportunities, future technological developments, future revenue 
generation, creation of new customer accounts, increased efficiency of our operations, our ability to take 
advantage of current market conditions, population trends, and predictions of future actions, plans or 
strategies.   Words such as “may”, “will”, “should”, “could”, “anticipate”, “believe”, “expect,” “intend”, “plan”, 
“potential”, “continue” and similar expressions have been used to identify such forward-looking information. In 
connection with such forward-looking information, certain assumptions have been made about our business, 
the economy and other matters. By its nature, such information is subject to certain risks and uncertainties, 
known and unknown, including, without limitation: 

 
• In the immediate future the impact of COVID – 19 will be our biggest risk since it affects 

all aspects of our business. 

• technological change; 
• development of new products; 
• proper performance of equipment; 
• the risks associated with credit; 
• the exchange rate of the U.S. dollar and other currency fluctuations; 
• changes in accounting policies and estimates; 
• changes in consumer preferences, customer demand for our products and services and our ability to 

maintain customer relationships; 
• disruption to manufacturing and distribution activities due to labour disruptions, bad weather, natural 

disasters and other unforeseen adverse events, including the pervasive impacts of COVID - 19; 
• the recruitment and hiring of competent personnel; and 
• the discontinuation by our suppliers of certain technologies or the exiting by one of our suppliers 

from the electronics market; 
• the availability of sufficient and appropriate financing. 

 
The above (and other) factors could cause our actual results, performance or achievements to be materially 
different from any future results, performance or achievements that may be expressed or implied in such 
forward-looking information. See also “Risks and Uncertainties” below. Should one or more of these risks or 
uncertainties materialize, or should the assumptions underlying our projections or forward-looking information 
prove incorrect, our actual results may vary materially. We do not intend and do not assume any obligation to 
update such forward- looking information whether as a result of new information, plans, events or otherwise, 
unless required by law. 

http://www.sedar.com/
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Corporate Structure 

 

Edgewater Wireless Systems Inc. (the "Company" or “Edgewater”) was incorporated on January 8, 1980, under 

the British Columbia Company Act and continued on January 22, 1987, under the Canada Business Corporations 
Act.  The Company adopted its current name at a meeting of shareholders on January 12, 2012. The Company is 
a development stage company.  The Company’s shares trade on the TSX Venture Exchange under the symbol 
YFI and on the OTC QB under the symbol KPIFF. 
 
The Company’s head office is 408 Churchill Avenue North, Ottawa, Ontario, Canada and the Company maintains 
a presence in the USA and Europe, the Middle East and Africa (“EMEA”) regions and is developing sales and 
distribution capability globally. 
 
Description of the Business 

We make Wi-Fi. Better. 

Edgewater Wireless (www.edgewaterwireless.com) is the industry leader in innovative Wi-Fi Spectrum Slicing 

technology for residential and commercial markets.  A 

disruptive, next-generation approach to wireless, Wi-Fi 

Spectrum Slicing optimizes scarce spectrum to deliver 

demanding applications like video, gaming, and voice 

applications at the highest quality-of-service possible. 

Backed by 25 patents plus a number pending, we offer high-

performance MCSR™ silicon, advanced, MCSR™ powered 

Access Points and Intellectual Property (IP) licensing to 

OEM1 and ODM2; service providers; and silicon 

manufactures. 

  

Due to the nature of the large-scale network deployments, 

silicon level integrations and IP licensing of the Company’s 

MCSR™ products, management expects operating results to fluctuate significantly quarterly. The results of 

operations for interim periods should not be relied upon as an indication of future performance.    

 
1 OEM refers to Original Equipment Manufacturers or companies who manufacture products for other companies (Source: 

https://en.wikipedia.org/wiki/Original_equipment_manufacturer)  
2 ODM refers to Original Design Manufacturers or companies who manufacture products which are in term rebranded by 

another company  (Source: https://en.wikipedia.org/wiki/Original_design_manufacturer)  

http://www.edgewaterwireless.com/
https://en.wikipedia.org/wiki/Original_equipment_manufacturer
https://en.wikipedia.org/wiki/Original_design_manufacturer
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Market Opportunity 

 
According to the Wireless Broadband Alliance (WBA), there are over 8 billion Wi-Fi devices in use today3, and 4 
billion new Wi-Fi devices are being added annually 4 .  It is a ubiquitous technology connecting everything, 
including smartphones, iPads, and laptops to countless other devices like cameras, thermostats, and even 
lightbulbs.  By 2021, the WBA forecasts the market will reach 3.5 devices and connections per capita.  
 
Close to 70% of smartphone traffic is carried over Wi-Fi, and the requirements are projected to rapidly grow at 
47% compound annual growth rate (CAGR) over the next 5-years5.  Wi-Fi has become a critical element of our 
everyday lives. 
 
Since 1999, when Wi-Fi was first envisioned by the Institute of Electrical and 
Electronics Engineers (IEEE), chipset manufacturers, like Broadcom, 
Qualcomm and the like, have universally followed the same approach relying 
on a single-channel radio architecture.  Like a single-lane road with a single 
vehicle on it, the single-channel radio approach works well for few users in 
clean RF environments. However, as the number of vehicles on the roads 
grows, or interference grows, single-channel Wi-Fi struggles to provide the 
basic connectively on which we rely (IEEE paper6). 
 
At Edgewater Wireless, we believe single-channel Wi-Fi has quite simply reached the end of its lifecycle.  
The industry is ripe for change, and Wi-Fi Spectrum Slicing represents the future of Wi-Fi. 

Our market opportunity has two distinct tracks: 

The first is in the Enterprise market, where we have validated our unique technology design with players like 
Kroger and Mediacom. The second, as the press coverage indicates, is the massive Consumer (home) market 
where we’ve made considerable progress with our alliance with CableLabs. 

In the competitive $5.8 billion Enterprise market7, we’ve made strides supplying Silicon solutions (chips & 
modules) or complete Access Points, and we’ve displaced established incumbent players in tier-one 
accounts.  However, growth in the Enterprise space is capital intensive in building and scaling production and 
sales. 

In the $12.9 billion Consumer (home) market 8 , we made a significant step up with our CableLabs and 
TelCo relationships.  Multi-channel residential applications, like the emerging Dual Channel Wi-Fi™ standard, 
are also a strong validation of our approach and is a great steppingstone to deliver many Wi-Fi channels 
supported by our MCSR™. We are now in front of numerous suppliers in North America and Worldwide with our 

 
3 Monica Paolini, WBA Annual Industry Report 2019, Wireless Broadband Alliance (Source: 

https://www.wballiance.com/resource/wba-annual-industry-report-2019/ ) [October 2018] 
4 Wi-Fi Alliance at 20. IDC January 2019  
5 Monica Paolini, WBA Annual Industry Report 2019, Wireless Broadband Alliance (Source: 

https://www.wballiance.com/resource/wba-annual-industry-report-2019/ ) [October 2018] 
6 Daldoul, Yousri; Meddour, Djamal-Eddine and Ksentini, Adlen  IEEE 802.11ac: Effect of Channel Bonding on Spectrum 

Utilization in Dense Environments (Source: https://ieeexplore.ieee.org/document/7997013) 
7 Source:  IDC Worldwide Quarterly WLAN Tracker updates (https://www.idc.com/getdoc.jsp?containerId=prUS44264918) 
8 Source: https://www.prnewswire.com/news-releases/home-wi-fi-router-and-extender-market-to-be-worth-us-129569-mn-

by-2026-transparency-market-research-681596821.html 
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differentiated offer.  In the supply market, there are less than ten significant terminal equipment players – 
companies like Arris, Technicolor, Hitron, Cisco, Belkin, etc., who are supplied by an even smaller number of 
silicon (chip) vendors such as Qualcomm, Broadcom, Intel, and others.  We’re currently engaged with key 
decision-makers and continue to build strategic relationships with major vendors leveraging our industry 
relationships. 

Given the massive volumes represented by Consumer terminal devices like gateways, smart TVs and set-top 
boxes and the strong legacy positions of the incumbent vendors, we are executing on our strategy in the 
residential market to secure licensing agreements for our Intellectual Property (IP) with the very large Silicon 
manufacturers and offering silicon solutions (chips) to Vendors / Manufacturers (OEMs), where required.  Bids 
from TelCos individually can be 10 million units per year. The market volume size for Residential CPE (DSL, 
Cable, and FTTP) in the USA alone is estimated to reach a staggering 49 million units per year by 20229. 

Securing licenses to use our patented Wi-Fi Spectrum Slicing approach is one of our milestones and -- depending 
on negotiations and volumes – could mean earning a royalty for each device/module sold, an upfront fee for past 
R&D and annual support fees. Importantly, the business investment is relatively low compared with hardware-
based production businesses as it is confined mainly to OPEX for sales, partner management, tech support, 
project management, and legal.  Financially, multiples can be much higher for IP based business with recurring 
revenues vs. production businesses.  

Discussion of Operating Results 
 
Operating results for the quarter were as follows: 
 

• Q3 2020 revenues were impacted by yield issues on silicon, which resulted in supply line disruption.  We 

have identified the issue and are executing on a plan to migrate existing silicon designs to a lower cost, 

higher volume production process.  Capital is required to complete the migration exercise. 

• Expense containment yielded a decrease of $ 208,414 in Product Development expenditures compared 

to the same period a year earlier as we dramatically curtailed discretionary expenditures. 

• Sales and Marketing expenses were virtually unchanged from the same period a year ago at $118,002 

versus $113, 133. 

We continue to hold orders for $874,052 of goods and services to be delivered.  These are open orders with no 
fixed terms for delivery. In the future, our customers’ purchase orders will be structured to work with the guidelines 
stabled in IFRS 15.  
 
 
 
 
 
 
 
 

 
9 Source: Broadband CPE Market Tracker Q3 2018, IHS Markit, USA. 
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Q3 2020 Accomplishments: 
 
Accomplishments for the reporting period reflect an increased focus on disrupting the status quo and commercial 
activities were focused on select Tier 1 prospects with advanced stage residential RFPs.  Key initiatives targeted 
driving the adoption of our innovative Wi-Fi Spectrum Slicing approach in the $12.6 billion residential (home) Wi-Fi 
market.   Key highlights include: 
 
 
Operations, innovation and technology partnerships: 

 

• Silicon Production: As a consequence of lower than expected yield results and anticipated growth, we 
are accelerating our Silicon design and production. Capital and engineering resources are employed on 
this priority initiative but will require further investment. We have Initiated the first phase of design 
improvements to our silicon technology with a significant European vendor.  Capital is necessary 
to complete the estimated final 5% of the exercise.  The timing of completion will depend on 
when normal operations can resume as COVID – 19 restrictions are lifted. 
 

• Strengthening IP portfolio: Entering the reporting period, we were granted a patent by the United 
States Patent Office (USPTO) for Automatic Gain Control (AGC) for a multi-channel / wideband 
communication system. Protecting our unique approach by building a strong family of patents is a crucial 
element of our strategy to create a strong foundation for shareholder value.  

 
 
Business Development: 
 
Business development activities for the reporting period built on previous quarter’s 
successes and included: 
 

• Dual Channel Wi-Fi™ progresses to wider acceptance with Linux 
movement 

 
During the reporting period, Dual Channel Wi-Fi™ was accepted into the upstream OpenWrt repository 
by the global Linux community.   A significant milestone, the upstreaming of the Dual Channel Wi-Fi™ 
software embeds the capability on routers, smartphones and residential gateways.  It opens a clear path 
to help drive the adoption of Edgewater’s Wi-Fi Spectrum Slicing approach in the $12.9 billion consumer 
(home) market10.  For more information on Dual Channel Wi-Fi™ visit:  
 
www.edgewaterwireless.com/mcsr-explained/dual-channel-wifi/ or 
www.cablelabs.com/technologies/dual-channel-wi-fi 

 
o Dual Channel Wi-Fi™, co-innovated with CableLabs, marks the first declaration by a global 

body that one channel is not enough.  Multi-channel is the future of Wi-Fi and wireless. 
o For more information on Dual Channel Wi-Fi™ visit: www.edgewaterwireless.com/mcsr-

explained/dual-channel-wifi/ or www.cablelabs.com/technologies/dual-channel-wi-fi 
 

 
10 Source: https://www.prnewswire.com/news-releases/home-wi-fi-router-and-extender-market-to-be-worth-us-129569-mn-

by-2026-transparency-market-research-681596821.html 

 

http://www.cablelabs.com/technologies/dual-channel-wi-fi
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• Wi-Fi Spectrum Slicing Development Kit (Dev Kit 2.0) 
 

In the reporting period, we released our powerful new Wi-Fi Spectrum Slicing Development Kit powered 
by Edgewater’s MCSR™ chipsets. Edgewater’s ground-breaking Dev Kit 2.0 delivers a complete 
hardware and software package for open-source developers to create an ecosystem of apps unlocking 
the power of Spectrum Slicing to the residential and enterprise Wi-Fi markets. Open-source developers 
have created many of the residential Access Points available today and providing them with a Wi-Fi 
Spectrum Slicing enabled platform is a catalyst for new residential applications that will pull our hardware 
along with them.  Dev Kit 2.0 is first to market with the Dual Channel Wi-Fi™  
 

• Wi-Fi Spectrum Slicing: A revolutionary approach to exceptional Wi-Fi performance 
 

During the reporting period, Edgewater released a detailed white paper challenging the status quo with 
our disruptive approach to Wi-Fi.  The culmination of years of research and development, the white 
paper targeted both Wi-Fi Service providers, such as Cable Operators and Wi-Fi silicon manufacturers.  
Arming service providers with data points identifying the root cause of many Wi-Fi problems helps 
establish Wi-Fi Spectrum Slicing as a must-have feature in residential and enterprise Wi-Fi tenders – 
stimulating customer demand.  And for the incumbent Wi-Fi silicon providers, the white paper identifies 
the accretive capabilities enabled by licensing Edgewater’s approach. 

 

• Trade Shows and Events 
 

Industry tradeshows and events were the mainstays of our industry’s business development activities as 
they provide a one-stop-shop for networking with customers, prospects and investors.  Except for the 
Consumer Electronics Show (CES) 2020 early in the year, events such as Mobile World Congress were 
cancelled, and we anticipate many of the events shifting to a virtual model for the foreseeable future. 
When travel and other restrictions created by COVID – 19 are relaxed, we expect a gradual resumption 
of these direct marketing activities. 

 

• COVID-19 Pandemic: early impacts 

The emerging global pandemic of COVID-19 has dramatically impacted people, our team and 
customers/prospects globally.  Early in the crisis, our focus was and continues to be the protection of our 
most valuable assets – our people.  To minimize exposure, the Edgewater team shifted to a Work From 
Home (WFH) mode and the team has adapted well. 
 
Customers:  The most profound impacts have been felt by many of our customers, particularly cable 
operators.  In a March 30, 2020 interview with Light Reading11, Comcast President of Technology, 
Product and Xperience, Tony Werner, noted a 60% rise in peak network traffic in the Bay Area and a 
24% rise in mobile data over Wi-Fi due to the COVID-19 Work From Home (WFH) push. Also, with 
more family members WFH the number of active devices being used has also increased.  Wi-Fi, which 
before COVID-19, generated 40% of customer care calls for cable operators, is being pushed to do 
more.  Traditional Wi-Fi is well past its breaking point, and Edgewater’s Wi-Fi Spectrum Slicing approach 
offers a clear path to adapt to the new reality of WFH. 
  

 
11 https://www.lightreading.com/cable-video/comcast-peak-network-traffic-rises-32--as-millions-stay-at-

home/d/d-id/758552 
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Supply lines:  Industry-wide impacts have been felt particularly by those companies with supply lines 
reliant on hard-hit regions such as China.  Supply line disruptions are impacting many of our largest 
silicon (chip) competitors who fab or package silicon in affected geographies – and on the demand side 
for those who supply the handsets and smaller consumer devices as many manufacturers pressed 
pause. For those of us with manufacturing in the USA, impacts to date have been somewhat limited.  
However, the duration of “shut-down” is currently unknown, and so is the expected resumption of normal 
supply conditions. 
 

• Focused opportunity pipeline highlights: 

Tier 1 MSO (Multi-Service Operator or CableCo): Residential Opportunity 
Based on our extensive work with CableLabs and using applications like Dual Channel Wi-Fi™ as a 
springboard, Edgewater has successfully been included in a significant RFP, which has reached the 
latter stage -- one of the fundamental mechanisms used to select chipset suppliers. It represents a 
considerable accomplishment on our path to larger-scale opportunities (millions and tens of millions of 
chips) and is a critical sales milestone. The residential opportunities are one of the fundamental drivers 
for our accelerated efforts to reduce chipset costs and create a platform for rapid scale.  
 
Tier 1 Service Provider (MSO/CableCo): Hospitality Opportunities  
Continuing to build on our successful Proof of Concept (PoC), we recently completed expanding into a 
nearby resort and are being bid-into similar applications. The hospitality application, which leverages our 
MX Controller to manage multiple AERA™ access points across the sites, represents a growing demand 
for our products and, we’re pleased to say, was a win over a major competitor. Reducing operational and 
capital costs is a message resonating with Tier 1 MSOs, and we anticipate new deployments in the 
upcoming year.  
 
Our broader pipeline includes both enterprise (business) and residential (home) applications for silicon 
and access points. Licensing discussions with selected major chip vendors are ongoing and are 
considered upside opportunities. We anticipate licensing commercial engagements will increase in 
tempo as the limitations of Wi-Fi6 become more widely demonstrated in real-world deployments.  

 
  
Additional press and media coverage can be found at www.edgewaterwireless.com/media/ 
 

Our Vision: We make Wi-Fi. Better. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.edgewaterwireless.com/
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Selected Quarterly Financial Information 
 
The following table sets forth selected financial information for the periods indicated, extracted from the audited 
consolidated financial statements for those periods. 
 
Review of Quarterly Results – 3rd Quarter ended January 31, 2020 (“FY 2020”) compared to the quarter 
ended January 31, 2019 (“FY 2019”). 
 
The Company recorded a net loss of $349,076 for Q3FY2020 as compared to a net loss of $856,443 for Q3 FY 
2019.  The decrease in the loss of $507,367 is attributable to the following: 
 
Revenue in Q3 FY2020 was $1,056 as compared to Q3 FY2019 of $188,871, a decrease of 99%.  Gross margins 
for the quarter were 27%.  In Q3 FY2019, we were shipping under confirmed purchase orders and supply of our 
silicon impacted revenue.  Plans to migrate silicon to a cost-optimized, volume production process have been 
accelerated and require additional capital for completion. 
 
Sales and marketing expenses increased by $4,869 to $118,002 in Q3FY2020 from $113,133 in Q3FY2019. We 
entered into long term commitments to provide sales, marketing and investor relations programs through the 
middle of calendar 2020. There was some overlap between new contracts and the older contracts. 
 
General and administrative expenses decrease by $308,976 to $194,516 in Q3FY2020 compared to $503,492 in 
Q3FY2019. Stock base compensation was $35,623 in Q3FY2020 compared to $311,749 in Q3FY2019. In 
Q3FY2019, we had a significant stock option grant to all directors, employees and contractors at the time. The 
Q3FY2020 included only the new director added at our last AGM to bring him in line with existing directors. From 
a resource perspective, salaries and consulting services were to $77,227 in Q3FY2020, a decrease of $14,337 
from $91,564 in Q3FY2019. Professional fees saw an increase of $22,947 from the same period in Q3FY2019 to 
$53,611 in Q3FY2020. The year-to-date figures were $149,338 in FY2020 compared to $110,856 in FY2019.  The 
increase is attributed to higher patent renewal fees as well as additional auditing fee above the accrual to 
complete the audit.  
 
Product development expenses in Q3FY2020 were $4,088 as compared to $212,496 in Q3FY2019.  The 
decrease is a result of a suspension of research and development while the Company pursues partnerships and 
additional funding.  
 
Operations expenses were basically flat year over year at $26,170 in Q3FY2020 as compared to $27,322 in 
Q3FY2019.  The primary expense in this category is rent.   
 
Finance expenses increased to $3,884 in Q3FY 2020 as compared to $7 in Q3FY2019.  The expense is attributed 
to accruing interest the Note Payable.   
 
Interest income in Q3FY2020 increased to $537 in the quarter as compared to $187 in Q3FY2019. The income in 
Q3FY2019 was attributed interest paid on a CRA reimbursement of an earlier denial of a tax credit.  
 
The foreign exchange expense for Q3FY2020 was $3,235 compared to $3,589 in Q3FY2019.  The Company 
continues to carry significant payables in US dollars and depending the fluctuation of the US dollar at time of 
payment the company could experience either an expense or gain.   
  
The company incurs most of its expenses in Canadian dollars while many of our goods purchased for sale and 
our sales are denominated in US currency. As the proportion of sales grows, we will continue to match product 
purchase costs to revenue generated to minimize the FX effect. There will be timing issues which means that 
there will not be an exact matching but as our book grows our ability to balance these funds flows will grow with it.  
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Common Shares Outstanding 
 
At January 31, 2020, there were 169,738,630 common shares issued and outstanding, compared to the 
158,738,630 which were issued and outstanding as at April 30th, 2019.   
 
At January 31st, 2020, a total of 13,367,501 stock options were outstanding which entitle the holders to acquire the 
same number of common shares at exercise prices from $0.05 to $0.31 per share. As at January 31, 2020 
11,922,434 stock options were exercisable in accordance with their vesting provisions. 
 
As at January 31st, 2020, there are 33,466,348 warrants outstanding with strike prices which ranged from $0.20 
and to $0.75 and maturities to September 4, 2023.   
 
5,223,252 warrants would have matured July 14, 2018, which have an accelerated exercise provision when the 
daily volume weighted average trading price of the common shares of the Company on the TSX Venture 
Exchange (or such other stock exchange where the majority of the trading volume occurs) exceeds $0.45 on each 
of those 15 consecutive days. Of these warrants, 4,777,112 were extended by two years and now expire on July 
14, 2020. There were no changes in the accelerated exercise provision or the strike price which remains at 
$0.375. The balance, 477,140, which were finders warrants, expired unexercised.  
 
Warrants totaling 2,832,716 expired on November 17 and December 20, 2019.  
 
Included in the outstanding warrants are 3,021,076 warrants which were issued in connection with the UpRamp 
Fiterator program.  These warrants have a strike price of $0.375 per common share and a maturity date of 
September 1st, 2020.  These warrants have an accelerated exercise provision when the daily volume weighted 
average trading price of the common shares of the Company on the TSX Venture Exchange (or such other stock 
exchange where the majority of the trading volume occurs) exceeds $0.45 on each of those 15 consecutive days.  
 
During FY 2020, 645,000 stock options were forfeited ranging in exercise price of $0.10 to $0.16. 
 
During FY 2020, 5,710,000 warrants were issued as a component of the units of the Non-Brokered Private 
Placement. These warrants have a strike price of $0.20, at term of thirty-six (36) months and are subject to a 
compulsory accelerated exercise provision should the share price of the Company trade above $0.45 on the TSX-
V for a period of ten (10) consecutive days. 
 
250,000 options were awarded to a new director during the Q3 FY2020.  
 
No new financings were undertaken during the period and none were completed subsequent to the end of the 
period. 
 
The number of shares issued and outstanding as at April 13, 2020 to 169,738,630,  the number of warrants were  

33,466,348 and a total of 13,367,501 stock options were outstanding which entitle the holders to acquire the same 

number of common shares at exercise prices from $0.05 to $0.31 per share.  with strike prices ranging from $0.20 
to $0.50 and maturities ranging from July 14, 2020 to September 4, 2023.  
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Summary of Quarterly Results  
(Amounts are presented in thousands of Canadian dollars except loss per share figures) 
 

Quarter ended Jan 31/20 Oct 31/19 July 31/19 April 30/19 Jan 31/19 Oct 31/18 July 31/2018 April 30/18 

Revenues $1.1 $10.7 $0.0 $26.2 $188.9 $127.9 $77.7 $(0.6) 

Revenue percentage 
increase (decrease) 
relative to preceding 
quarter 

 
 

(90.0%) 

 
 

nm 

 
 

(100.0%) 

 
 

(81.1%) 

 
 

47.7% 

 
 

64.6% 

 
 

nm 

 
 

(2540)% 

Gross margin $.3 $(0.4) $(0.1) $8.2 $46.7 $33.1 $19.8 $(24.4) 

- as a 
percentage 

27% Nm Nm 31.3% 24.7% 25.9% 25.5% (4,066)% 

Net Loss $(349,1) $(365.6) $(696.1) $(771.1) $(813.1) $(714.5) $(507.8) $(909.0) 

Loss per share 
-basic and 
      diluted 

 
 

$(0.002) 

 
 

$(0.002) 

 
 

$(0.004) 

 
 

$(0.005) 

 
 

$(0.005) 

 
 

$(0.005) 

 
 

$(0.003) 

 
 

$(0.006) 

Weighted Average 
number of common 
shares outstanding 

 
 

169,738,630 

 
 

169,738,630 

 
 

162,086,456 

 
 

158,738,630 

 
 

158,711,465 

 
 

155,631,472 

 
 

146,699,290 

 
 

146,568,367 

 
Q3 2020 Highlights:  

• Q3FY2020 revenues continued to be impacted by production issues which will be resolved by migrating 
to the proposed new silicon discussed earlier.  Engineering has focused much of it time on resolving 
these issues and developing effective solutions. 

• Management has previously noted that as the Company transitions from a development stage company 
to a production and licencing company, our revenue as well as our gross margins can be expected to 
fluctuate widely on a period to period basis.  

• Gross margin in Q3FY2020 was 27% a slight increase from the 24.7% achieved in Q3FY2019 due 
largely to a difference on product mix in the shipments.  

• Net loss of $349,076 in Q3FY2020, a decrease of $464,024 over the same period last year. The biggest 
single contributor to this reduction was the difference in non-cash charges related to expense the stock 
option grants during the two period and the rapid reduction in our spending commitments as our efforts to 
reduce our cash costs took affect. 

 
Related party transactions 
 
Transactions with key management personnel 
 
In December 2018, one of the Directors advanced $90,000 by way of a demand promissory note.  This note 
stipulated a risk adjusted interest rate of 12% per annum. When the term extended beyond the collection of an 
outstanding HST rebate, the interest rate was adjusted to 15% per annum to be in effect until the note is repaid.  
 
This note is still outstanding and interest totaling $15,610 has accrued with $3,849 of interest accrued in Q3/2020. 
The note was not paid in accordance with its terms and continues with the forbearance of the note holder. 
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The Company’s compensation program provides that total compensation for senior management may include a 
combination of base salary, and objective-based incentives as well as the same health and insurance benefit 
programs as provided to all other employees. All directors and officers are eligible to receive stock options. 
Senior management personnel are not entitled to any post-employment benefits other than those available to all 
employees.  Severance to be paid upon the involuntary termination of a member of senior management is 
equivalent to three month’s salary on or before completion of two years of their employment and six month’s 
salary thereafter. 
 
Liquidity 
 
The Company is still considered to be in the development stage as it has not earned substantial revenue from the 
sale of its products.  For the period ending January 31, 2020 the company incurred a quarterly net loss of 
$349,076. It also experienced a positive cash flow in Q3FY2020 from operating activities of $11,770. There are 
material uncertainties that may cast significant doubt about the Company’s ability to continue as a going concern 
because the continuation of the Company's operations, including product development and marketing activities is 
dependent upon the Company's ability to fund its working capital requirements through either debt or equity 
financing.  
 
It takes significant capital to bring product to market and to successfully execute on our sales plan but we are 
prudent in managing expenses to preserve cash while continuing to pursue additional financing. 
 
Management manages its cash consumption while pursuing strategic initiatives for building the business and 
pursuing additional financing.  However, there can be no assurance that the Company will be able to generate 
sufficient product sales or secure the necessary financing to meet continuing needs, or if the financing is 
available, that it will be on terms acceptable to the Company. If the Company cannot secure additional financing 
on terms acceptable to it or generate sufficient product sales, the Company will have to consider additional 
strategic alternatives which may include, among other strategies, cost curtailments, the monetization of intangible 
assets, or seeking to out-license and/or divest assets.  As a result, there is significant doubt as to whether the 
Company will be able to continue as a going concern and realize its assets and pay its liabilities as they become 
due. Additionally, the issuance of common shares by the Company could result in significant dilution in the equity 
interest of existing shareholders.  
 
Changes in Accounting Standards 
 
These pronouncements have been adopted in the Company’s accounting policy for the first period beginning after 
the effective date of the pronouncement. Information on new standards, amendments and interpretations that are 
expected to be relevant to the Company’s consolidated financial statements is provided below. Certain other new 
standards and interpretations have been issued but are not expected to have an impact on the Company’s 
consolidated financial statements. 
 
IFRS 9, “Financial Instruments” 
 
On July 24, 2014 the IASB issued the complete IFRS 9 (IFRS 9 (2014)). The mandatory effective date of IFRS 9 
is for annual periods beginning on or after January 1, 2018 and must be applied retrospectively with some 
exemptions. The Company did not elect to adopt early. The restatement of prior periods was not required.  
 
IFRS 9 (2014) introduced new requirements for the classification and measurement of financial assets. Under 
IFRS 9 (2014), financial assets were classified and measured based on the business model in which they are held 
and the characteristics of their contractual cash flows. The standard introduced additional changes relating to 
financial liabilities. It also amended the impairment model by introducing a new ‘expected credit loss’ model for 
calculating impairment.  
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IFRS 9 (2014) also includes a new general hedge accounting standard which aligns hedge accounting more 
closely with risk management. This new standard did not fundamentally change the types of hedging relationships 
or the requirement to measure and recognize ineffectiveness, however it will provide more hedging strategies that 
are used for risk management to qualify for hedge accounting and introduce more judgement to assess the 
effectiveness of a hedging relationship.  
 
Special transitional requirements have been set for the application of the new general hedging model.  
 
The Company adopted IFRS 9 (2014) in its financial statements for its annual period which began on May 1, 2018 
but is not affected by the hedge accounting standard in the 2020 FY because it did not do any hedging.  
 
The adoption of this standard did not have a material impact on the Company’s consolidated financial statements 
and related disclosures. 
 
IFRS 15, “Revenue from Contracts with Customers” 
 
IFRS 15 provides a single, principles based five-step model for revenue recognition to be applied to all customer 
contracts and requires enhanced disclosures. The standard also provides guidance relating to customer 
acquisition costs. 
 
The Company adopted IFRS 15 Revenue from Contracts with Customers with a date of initial application of May 
1, 2018 using the modified retrospective approach.  The Company will provide expanded disclosures related to 
the nature, amount and timing of the revenue when appropriate. In addition, the Company has elected to make 
use of the following practical expedients: 
 

• IFRS 15 is only applied to revenue contracts that are not completed as of the date of applying the 
standard; and 

• The Company will expense sales commission costs when incurred if the amortization period is less than 
12 months. 

 
Revenue is recognized upon transfer of control of promised goods or services to the customer in an amount that 
reflects the consideration the Company expects to receive for those goods and services. The Company’s goods 
or services are generally distinct and accounted for as separate performance obligations.  A good or service is 
distinct if the customer can benefit from it on its own or together with other readily available resources, and the 
Company’s promise to transfer the good or service is separately identifiable from any other promises in the 
contractual arrangement with the customer. For contracts where services are rendered revenue is recognized on 
the level of effort measured against total effort required to complete the contract. 

 
The adoption of this standard did not have a material impact on the Company’s consolidated financial statements 
and related disclosures. 
 
IFRS 16: Leases  
 
On January 13, 2016 the IASB issued IFRS 16 Leases. The new standard is effective for annual periods 
beginning on or after January 1, 2019. Earlier application is permitted for entities that apply IFRS 15 Revenue 
from Contracts with Customers at or before the date of initial adoption of IFRS 16. IFRS 16 replaces IAS 17 
Leases.  
 
This standard introduces a single lessee accounting model and requires a lessee to recognize assets and 
liabilities for all leases with a term of more than 12 months, unless the underlying asset is of low value. A lessee is 
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required to recognize a right-of-use asset representing its right to use the underlying asset and a lease liability 
representing its obligation to make lease payments. This standard substantially carries forward the lessor 
accounting requirements of IAS 17, while requiring enhanced disclosures to be provided by lessors. Other areas 
of the lease accounting model have been impacted, including the definition of a lease. Transitional provisions 
have been provided.  
 
The Company adopted IFRS 16 in its financial statements for the annual period beginning on May 1, 2019. We 
have no leases currently which would be affected by this standard. We expect that its impact on our financial 
statements and related documentation will be minimal. 
 
Financial Instruments and Other Instruments  

 
Refer to Note 20 of the Consolidated Financial Statements for the year ended April 30, 2019. 
 
Risk and Uncertainties 
 
Market Risk 
 
There are a number of influences in the market.  The economic situation either in specific countries or globally, 
including levels of government expenditures, monetary policy, capital availability, consumer confidence or levels 
of economic activity, could worsen leading to a potential slowdown or reduction in spending on infrastructure 
equipment.  Management has also targeted a number of regions where growth is expected to be higher than the 
global average and is targeting countries that are spending on infrastructure and on large infrastructure projects, 
in addition to its current focus on North America and parts of Europe.  Recent developments have identified 
opportunities in LATAM. Management recognizes the need for prudent cash management and the need to target 
qualified sales and marketing activities that represent low risk and high return. 
 
Market risk also includes political risk and the uncertainty associated with unstable or changing governments due 
to political or socio-economic upheaval.  The Company is dealing primarily with countries that have demonstrated 
a high degree of stability and, in all cases, better than typical economic strength. 
 
The rapid and unexpected emergence of COVID – 19 has also produced risks which we not foreseen at the time 
of our last report. The evaluation of these risk is ongoing. 
 
Competition and competing technologies lead to competitive risks as new technologies and products are 
developed.  Management recognizes the need to invest in research and development in order to continue to add 
high value, differentiated capabilities to expand both the depth and the breadth of the product offering.  
Management is looking at various acquisition strategies that would enhance the Company’s position in product 
breadth and product features based on market drivers.  Management recognizes the need to ensure customer 
satisfaction through all phases of the sales cycle. Management also intends to invest in competitive intelligence 
and analysis relating to the dynamics of the market, trends in technology and in competing products as they are 
introduced into the market. 
 
Operational Risk 
 
There are a number of circumstances that could affect a supplier’s ability to supply a component; such as 
financial, political, technical, natural disaster or just a business decision to no longer supply the particular 
component.  Should this happen and, depending on the nature of the component, the resulting impact ranges 
between identifying a substitute component with little to no redesign effort to the system or subsystem to affecting 
a redesign of a system or subsystem to accommodate a potential part change.   
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Again, the rapid spread and pervasive influence of COVID – 19 is creating risk and uncertainty in our supply 
chain. 
 
The Company endeavours to use components that are available from more than one supplier whenever possible.  
The Company has experience managing obsolescence issues.  The Company also has four custom components 
that are unique and available only to the Company.  They are fabricated by a large, multi-national semiconductor 
company that has multiple fabrication facilities around the world.  In this case, these components may only be 
available from a single supplier but the risks are mitigated by the single supplier’s ability to source the 
components from multiple world-wide sites.  Lastly, the Company has engaged with a contract manufacturer 
which is responsible for the assembly and distribution of the Company’s products.  As part of the criteria for 
selecting a contract manufacturer, the Company made it a requirement for the manufacturer to have more than 
one site and to have operations in more than one country in order to mitigate the risk of that supplier being unable 
to manufacture and distribute the Company’ products as needed. 
 
Although the Company will endeavor to have suppliers with operations in multiple countries where the Company’s 
product could be built in order to obviate issues related to political and socio-economic changes, failure to develop 
multiple key suppliers will put the Company at risk that the business failure of a single-source supplier will disrupt 
its business. 
 
Revenues were impacted by post-packaging yield issues on silicon which resulted in supply line disruption.  The 
rate of yield improvement continues to be slower than expected.  We have identified and understand the issue 
and have defined improvements. This implementation is still in process and will require investment. 
 
Management also recognizes that contractual risks may create adverse issues in running the business.  
Management has engaged experienced contracts experts to help mitigate contractual risk with key customers.  
The prudent use of export insurance through organizations such as Export Development Canada ("EDC") will help 
to mitigate contractual and payment risks with key customers. 
 
Particularly in its early years, the Company’s revenues will occasionally be derived from a few, large customers 
engaged in network deployments scheduled over extended periods of time.  With such concentration of revenues, 
the Company’s operating results will be highly dependent not only on its own performance but on the performance 
of those customers to execute against their deployment plans. 
 
Staffing and Human Resources Risk 
 
Management has built a core team of professionals experienced in telecommunications and network technology, 
product development, manufacturing, sales and marketing.  The Company has a stock option program which it 
believes will provide long term incentives for key employees, consultants and directors.  The Company has also 
established a compensation committee to ensure that key employees are fairly compensated.  The Company is 
headquartered in Ottawa, Ontario, where there is a substantial high-tech community and, as such, a large 
community of engineers, technologists, software developers and others experienced in the telecommunications 
and networking market space; however, there is a risk that qualified personnel will not be available or, if available, 
will be prohibitively expensive.  See "Reliance on Key Personnel" below.   
 
The rapid emergence of and pervasive influence of COVID – 19 has intensified our care and attention for our 
employees and contractors and their families.  All are now working remotely.  We are adhering to best practices 
for maintaining their safety as these practices become known. 
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Financial Risk 
 
Following the principles of conservative cash management, the Company’s standard business terms and 
conditions make provisions for advance payments on product orders.  In cases where extended payment terms 
are required, shipments are backed by credit insurance facilities from agencies such as the Export Development 
Corporation whenever possible. The Company applied for and secured export credit risk insurance for sales being 
made to those countries where it currently considers sales to most likely occur. Several of the long-dated invoices 
are awaiting additional parts or service which has delayed payment and deferred taking collection action.  Our 
new, one-year policy went into effect on April 1, 2020. 
 
Reliance on Strategic Relationships 
 
In conducting its business, the Company relies on continuing existing strategic relationships and forming new 
ones with other entities in the wireless technology industry, such as joint venture parties and partners, and also 
certain regulatory agencies and governmental departments.  While the Company has no reason to believe 
otherwise, there can be no assurance that its existing relationships will continue to be maintained or that new 
ones will be successfully formed and the Company could be materially and/or adversely affected by changes to 
such relationships or difficulties in forming new ones. 
 
International Risk 
 
The Company continues to expand its international trading.  Foreign trading opportunities face additional specific 
local risks, which may adversely affect the Company, including: changes in legal and regulatory requirements 
(including tariffs and other trade barriers); less favourable intellectual property laws; any loss of key sales 
personnel in one of the Company’s foreign offices could result in a significant loss of sales in that foreign country; 
changes in local tax rates and other potentially adverse tax consequences (including the cost of repatriation of 
earnings); collectability of accounts in foreign jurisdictions; and burdens of complying with a wide variety of foreign 
laws, including changing import and export regulations.  
 
Future growth depends in large part on the ability to increase business in international markets.  This will require 
significant management attention and financial resources, including capital to hire additional personnel and 
establish additional international facilities. 
 
Protection of the Company’s Intellectual Property 
 
The Company’s success will depend, in part, on its ability to protect its rights in its intellectual property.  The 
Company will rely on various intellectual property protections, including patents, copyright, trademark and trade 
secret laws and contractual provisions, to preserve its intellectual property rights.  Despite these precautions, it 
may be possible for third parties to obtain and use its intellectual property without its authorization.  Policing 
unauthorized use of intellectual property is difficult, and some foreign laws do not protect proprietary rights to the 
same extent as the laws of Canada and the United States.  Furthermore, many key aspects of networking 
technology are governed by industry-wide standards, which are freely available to all market entrants. To protect 
its intellectual property, the Company may become involved in litigation, which could result in substantial 
expenses, divert the attention of its management, cause significant delays and materially disrupt the conduct of its 
business. 
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Product Defects and Liability Claims 
 
The Company is subject to proceedings and claims that may arise in the ordinary conduct of the business, which 
could include product and service warranty claims, which could be substantial.  The Company’s products are 
highly complex and sophisticated and could contain design defects or software errors that are difficult to detect 
and correct.  The Company provides product warranties.  If its products fail to perform as warranted, and it fails to 
resolve product quality or performance issues in a timely manner, sales may be lost. Our current warranty policy 
provides for replacement of the affected products.  In addition, because its products are sold and marketed in 
different countries, the products must function in and meet the requirements of many different environments and 
be compatible with different systems. 
 
Any failure to meet customer requirements could materially affect our business, operating results and financial 
condition.   
 
The occurrence of product defects and the inability to correct errors could result in the delay or loss of market 
acceptance of its products, material warranty expense, diversion of engineering and other resources from its 
product development efforts, and the loss of credibility with its customers, manufacturer's representatives, 
distributors, value-added resellers, systems integrators, original equipment manufacturers and end-users, any of 
which could have a material adverse effect on the Company’s business, operating results and financial condition. 
  
Substantial Capital Requirements   
 
It is anticipated that the Company will make substantial capital expenditures in product development, marketing 
and ongoing operations.  It may have limited ability to obtain the capital necessary to undertake or complete future 
research programs.  There can be no assurance that debt or equity financing, or cash generated by operations, 
will be available or sufficient to meet these requirements or for other corporate purposes or, if debt or equity 
financing is available, that it will be on terms acceptable to the Company.  Moreover, future activities may require 
the Company to alter its capitalization significantly.  The inability of the Company to access sufficient capital for its 
operations could have a material adverse effect on the Company's financial condition, operating results or 
prospects.  
 
Additional Requirement for Capital 
 
The Company is likely to remain cash flow negative for some time and there can be no certainty that the 
Company will achieve or sustain profitability or positive cash flow from its operating activities.  The future of the 
Company is dependent upon its ability to raise the required funding.  There is no assurance that additional 
financing will be available on terms acceptable to the Company.  Failure to obtain additional financing on a timely 
basis could cause the Company to reduce or terminate its operations.  Any additional equity financing may be 
dilutive to shareholders and debt financing, if available, may involve restrictions on financing and operating 
activities. 
 
Issuance of Debt 
 
From time to time, the Company may enter into transactions to acquire assets or the shares of other corporations.  
These transactions may be financed partially or wholly with debt, which may increase the Company's debt levels 
above industry standards.  Depending on future product development plans, the Company will require additional 
equity and/or debt financing that may not be available or, if available, may not be available on favourable terms.  
The Company's articles will not limit the amount of indebtedness that the Company may incur.  The level of the 
Company's indebtedness from time to time could impair the Company's ability to obtain additional financing in the 
future on a timely basis to take advantage of business opportunities that may arise. 
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Dilution 
 
The Company may make future acquisitions or enter into financings or other transactions involving the issuance 
of securities of the Company which may be dilutive to current Shareholders. 
 
 
Reliance on Key Personnel 
 
The Company's success depends in large measure on certain key personnel.  The loss of the services of such 
key personnel could have a material adverse effect on the Company.  The Company does not anticipate that the 
Company will have key person insurance in effect for management in the near term.  The contributions of these 
individuals to the immediate operations of the Company are likely to be of central importance.  In addition, the 
competition for qualified personnel in the communications industry is intense and there can be no assurance that 
the Company will be able to continue to attract and retain all personnel necessary for the development and 
operation of its business.  Investors must rely upon the ability, expertise, judgment, discretion, integrity and good 
faith of the management of the Company. 
 
There is no way to determine yet how COVID-19 might affect the labour pool out of which we draw the majority of 
our talent.  It is a risk we will continue to monitor closely. 
 
Third Party Credit Risk 
 
The Company may be exposed to third party credit risk through contractual arrangements with joint venture 
partners, distributors of its products and other parties. In the event such entities fail to meet their contractual 
obligations to the Company such failures could have a material adverse effect on the Company and its cash flow 
from operations. The Company takes every reasonable action to mitigate this risk including, where appropriate, 
seeking export insurance. 
 
Income Taxes 
 
The Company will file all required income tax returns and believes that it will be in full compliance with the 
provisions of the Income Tax Act (Canada) and all applicable provincial tax legislation as well as the tax laws of 
such other countries as the Company may establish operations in; however, such returns are always subject to  
reassessment by the applicable taxation authority.  A successful reassessment of the Company may have an 
impact on current and future taxes payable. 
 
Governmental and Regulatory Requirements 
 
Certain components of the Company’s products may be subject to current or future regulation, including relating 
to environmental protection; for example, lead solder and wireless solutions.  Regulatory agencies may make 
rulings or adopt new standards with which its solutions may need to be compliant.  The timing and nature of these 
rulings or adoption of new standards may impact future sales to its customers, its ability to conform its solutions 
and/or to retain its market position.  In addition, in the future, the Company may be required to comply with 
substance bans and product/component take-back requirements that would make the Company responsible for 
recycling and disposing of certain of its products/components that it has sold 
 
Rapid Technological Change 
 
The markets for the Company’s products are characterized by rapidly changing technology, evolving industry 
standards and increasingly sophisticated customer requirements.  The introduction by competitors of products 
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embodying new technology and the emergence of new industry standards can render existing products obsolete 
and unmarketable and can exert price pressures on existing products. It is critical to the Company’s success that 
it be able to anticipate and react quickly to changes in technology or in industry standards and successfully 
develop and introduce new, enhanced and competitive products on a timely basis.  The Company cannot give 
assurance that it will successfully develop new products or enhance and improve its existing products, that new 
products and enhanced and improved existing products will achieve market acceptance or that the introduction of 
new products or enhanced existing products by others will not render the Company’s products obsolete.  The 
process of developing new technology is complex and uncertain, and, if the Company fails to accurately predict 
customers' changing needs and emerging technological trends, its business could be harmed.  The Company 
must commit significant resources to developing new products before knowing whether its investments will result 
in products the market will accept.  To remain competitive, the Company may be required to invest significantly 
greater resources than currently anticipated in product development and enhancement efforts and result in 
increased operating expenses. 
 
Influence of Management 
 
At April 13th, 2020, the directors, officers and advisors to the Company owned or controlled approximately 2.0% of 
the outstanding common shares of the Company, unchanged from the end of the last reporting period.  These 
shareholders could influence the outcome of many corporate actions requiring shareholder approval, including the 
election of directors of the Company and the approval of certain corporate transactions.   
 
Competition 
 
The markets in which the Company competes are characterized by rapid change, converging technologies, and a 
migration to networking and communications solutions that offer relative advantages.  These market factors 
represent a competitive threat.  The Company competes with numerous vendors in each product category.  The 
overall number of competitors providing niche product solutions may increase.  Also, the identity and composition 
of competitors may change as activity increases in the advanced technology markets and market adjacencies.  As 
the Company continues to expand globally, it may be subject to new competition in different geographic regions, 
in particular, from experienced, price-focused competitors in Asia, especially from China. It is anticipated this 
competition will continue in the future. 
 
Some competitors compete across many of the same product lines, while others are primarily focused in a 
specific product area.  Barriers to entry are relatively low, and new ventures to create products that do or could 
compete with the Company's products are regularly formed.  In addition, some competitors may have greater 
resources, including technical and engineering resources.  As the Company expands into new markets, it will face 
competition not only from our existing competitors but also from other competitors, including existing companies 
with strong technological, marketing, and sales positions in those markets.  The Company will also sometimes 
face competition from resellers and distributors of its own products.  Further, companies with whom the Company 
will have strategic alliances in some areas may be competitors in other areas.  
 
Dividend Policy 
 
Payment of any future dividends will be at the discretion of the Board of Directors after taking into account many 
factors, including the Company's operating results, financial condition and current and anticipated cash needs.  
There is currently no intention to pay dividends in the near term. 
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Conflicts of Interest 
 
Certain of the directors and officers of the Company also serve as directors, officers, advisors and/or consultants 
of other companies involved in the telecommunications sector.  To the extent that such other companies may 
participate in ventures which the Company may participate, there exists the possibility for that these directors and 
officers could be in a position of conflict.  Such directors and officers have duties and obligations under the laws of 
Canada to act honestly and in good faith with a view to the best interests of the Company and its shareholders.  
Accordingly, such directors and officers must declare and abstain from voting on any matter in which such director 
and/or officer may have a conflict of interest.  There have not been any instances yet where this has become 
necessary. 
 
Resale of Shares 
 
The continued operation of the Company will be dependent upon its ability to generate operating revenues.  There 
can be no assurance that any such revenues can be generated.  If the Company is unable to generate such 
revenues or obtain such additional financing, any investment in the Company may be lost.  In such event, the 
probability of resale of the shares of the Company would be diminished. 
 


