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The past three vears have been Kind Lo
Portland-based Max-Viz Inc., especially
compared to its previous three.

Revenue for the developer of specialized

MAX-V1z INC.

Rebounding company enhances images to aid pilots in challenging conditions

and should be profitable again this year,
With manufacturing outsourced, he said
the company can scale up without adding
additional employees to its 17-person work-
foree. Most of those employess [ocus on
sales, marketing and research and develop-
ment. Original equipment manufacturers of

vision systems for pilots helicopters and general aviation airplanes
increased [rom $1.66 W&H are among Max-Viz's biggest customers.
million in 2007 to $6.24 o . Major recent clients include Cessna
million last vear. The -I f ; y A and Eurocopler,
275 percent growth N TNAT The company’s core
brought the compa- B, technology fuses dif
ny's revenue hack ferent types of images
to its 2005 level, \ Max-Viz Inc. that assist pilots in
before the startofa | Headquarters: Portland navigating challeng-
three-yvear skid. ! 2009 revenue: $6.23M ing conditions, For
Chief Financial 2007-09 growth: 274.78% example, an image
Officer Dylan An- ) might combine heat
derson said Max-Viz signatures seen by in-
anticipates revenue frared cameras, visible
this yvear of 33 mil- light and night vision.
lion, A cautions Though Max-Viz
aviation industry continues to research
slow to upgrade improvements to its
airerafl with new systems, CEO Elliott
equipment when Troutman said it will

proven technology ex-
ists is finally starting to replace older planes
and helicopters. As it does, Max-Viz, which
mainly sells to airerall manufactorers, is
poized for further growth.

The company reached profitability for
2009 by the fourth quarter, said Anderson,

focus on its current prod-
uct line for the foresesable future becauss so
much time is already required for the avia-
tion industry to adopt new technology.
“Despite the fact that there is this miracle
machine and evervhody wants to fly, inno-
vation iz slow,” he said. “Tuckily, because

wWe're 0 new, we have a
long way to (zo) before
we ever penetrate the
market.”

Better understanding
of Max-Viz's technology,
cleared regulatory hurdles
and a loosening interna-
tional market have all
stimulated the company’s
growth, Troutman said.

There are two catego-
ries of sensors in the avi-
onics world — cooled and
uneooled, One competitor,
New Hampshire-based
Kollaman, makes a cooled
zensor package thal works

through pilots” heads-up
displays, but those sys-

COURTESY OF MAE-VIZ INC.

A Max-Viz infrared sensor is set on the underside of a helicopter, below

tems can cost 1 million or  and to the right of the 'P'.

more, Anderson said. Tn
contrast, Max-Viz's uncooled products cost
hetwesan $15,000 and $125,000.

Someons who buys a multi-million dol-
lar private jet might opt for the Kollsman
system. On the other hand, fleets of smaller,
less expensive general aviation aircraft
create a high-volume market for Max-Viz
because aircraft owners typically keep the
cost of avionics below 10 percent of a plane
or helicopter's total cost,

Despite the pattern of slow adoption in
the industry, Max-Viz may grow by way of

prodoct improvements. Max-Vie's camera
systems can’t see through clouds, nor can
they see through the thick dust thrown up
by heavy military-style helicopters, Next
steps include figoring out how to keep costs
down while tackling such conditions.

“The holy grail for us is being able to give
pilots the ability toland in a pea soup fog
with no lights on in the middle of the night,”
Troutman said.
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