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UCloudlink (UCL) Deep Research Report

Company Overview and Stock Background

UCloudlink Group Inc. (NASDAQ: UCL)is an innovative mobile technology
company that pioneered the world’ s first cloud SIM-based mobile data
traffic sharing marketplace. Through its GlocalMe brand, UCloudlink
provides global mobile data connectivity services, including
international roaming, local mobile broadband, and IoT connectivity
solutions. The company operates a platform that allows users to access
mobile data from a pool of over 390 partner network operators worldwide,
optimizing connectivity by dynamically switching between networks for the
best speed and cost. UCloudlink 1isted on NASDAQ in June 2020 and achieved
its first full-year profit in 2024.

As of the market close on July 25, 2025, UCL’ s stock price was $2. 56,
giving it a market capitalization of approximately $96.3 million. The
stock has experienced significant volatility - over the past 52 weeks
it has risen about +65%, but it carries a high b-year beta of 4.09,
indicating much greater price volatility than the broader market. The
stock saw a notable surge of over 20% in late July 2025 after a bullish
analyst upgrade highlighted UCloudlink’ s 5G expansion and alignment with
digital transformation trends. These swings reflect shifting market
sentiment toward the company’ s prospects. In the following sections, we
analyze UCloudlink’ s latest financial performance (Q1 2025), revenue
composition, growth drivers, market risks, competitive landscape, and
management outlook - all in context of the recent stock price and industry
trends.

Q1 2025 Financial Performance Highlights

UCloudlink’ s Q1 2025 results show modest top—line growth but compressed
margins as the company invests in new initiatives. Total revenues were
$18. 7million, up 3.4% year-over—year from $18. 1 million in Q1 2024. This
growth was driven mainly by recovering demand for international data
services, partially offset by declines in certain local services. Gross
profit was $9.7 million, a slight decrease of 3.1% from $10.0 million a
year ago. Gross profit margin fell to 51.7% from 55.2% in Q1 2024 due to
higher service costs. Operating profitability turned negative: the
company recorded an operating loss of $0.5 million versus an operating
income of $0.5 million in the prior-year period. Net results swung
accordingly - net loss was $0.6 million, compared to net income of $0.4
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million in Q1 2024. On a non—GAAP basis, adjusting for share—based
compensation and other items, adjusted net income remained positive at
$0.4 million (versus $1.3 million a year ago), and adjusted EBITDA was
$1.4 million (vs $1.7 million). The company generated a small operating
cash inflow of $0.2 million and increased its quarter—end cash balance
to $31. 1 million (from $30. IM as of Dec 31, 2024), aided by positive cash
flow and a $1.3M bank loan draw. Table 1 summarizes the key financial
figures for Q1 2025 versus Q1 2024:

2024 Q1 2025 Q1

Figure 1: UCloudlink Q1 2025 vs Q1 2024 - Revenue, Gross Profit, and Net
Income. (Net income in the chart is shown as positive for net profit and
negative for net 1oss.)

As Figure 1 illustrates, revenue in Q1 2025 edged higher year—on-—year,
but gross profit slightly declined and net income turned from a small
profit to a slight loss. The compression in profitability was mainly due
to increased costs and expenses which outpaced revenue growth. Below is
a detailed breakdown:

e Revenue Breakdown: UCloudlink’ s QI revenue mix consists of about
76% services and 24% product sales. Services revenue totaled $14. 2
million, up 4.9% YoY, reflecting growth in data connectivity
services with the rebound of travel. Within services:

o Data connectivity services contributed $11.2million, a 4. 7%
increase from $10.7M in Q1 2024. This was primarily driven
by rising demand for international data connectivity
(roaming) as global travel continued to recover -
international data revenue grew to $9.7M (from $9. OM a year

ago). In contrast, local data connectivity revenue declined
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to $1.5M (from $1. 7M), as some domestic usage shifted toward
alternatives.

o PaaS/Saa$S platform services (which include
platform—as—a-service and software—as—a-service offerings
to partners) generated $2.7 million, up 2.8% from $2.6M.

Product sales (primarily mobile Wi-Fi hotspot devices and related
hardware) were $4.5 million, a slight 0.9% decrease from $4.6M in
Q1 2024. This flat performance was due to a shift in product mix:
sales of data—related devices (e.g. older model Wi-Fi hotspots)
fell by ~$0.9M, but sales of new terminal devices (including 5G
Wi-Fi hardware) increased by roughly the same amount, offsetting
the decline. Essentially, the company sold fewer low—margin data
devices and more higher—-end 5G terminals.

Geographic Segments: UCloudlink’ s revenue remains concentrated in
Asia, with China and Japan as key markets, though their shares
shifted in Ql:

o Japan contributed 40.4% of total revenue, virtually
unchanged from 40.9% in Q1 2024. Japan remains the largest
revenue source (approximately $7.6M this quarter).

o Mainland China contributed 31.2% of revenue, up
significantly from 25. 3% a year ago. In dollar terms, China
revenue was about $5.8M, reflecting strong growth in that
market.

o North America accounted for 12.9%, down from 16.8%, implying
NA revenue around $2.4M (a YoY decrease). This drop may be
due to a high prior—year base or increased competition in the
region.

o Other regions contributed the remaining 15. 5% (versus 17. 0%
a year prior), roughly $2.9M.

The most notable shift is the surge in China’ s share of revenue
to over 31%, as UCloudlink’ s business inMainland China grew faster
than other regions. Japan held steady as the top market, while North
America’ s portion decreased, suggesting room for improvement in
UCloudlink’ s penetration of the US and other Western markets.



Figure 2: Revenue by Geographic Region - Q1 2025 vs Q1 2024 (USDmillions).
Mainland China’ s revenue grew substantially year—on-year, while North
America and other regions saw slight declines.

o Cost of Revenues and Margins: The company’ s cost of revenues in
Q1 2025 rose to $9.0 million, an 11.5% increase from $8. IM in the
prior year, outpacing the 3.4% revenue growth. This increase was
driven by higher service costs, which jumped 28. 1% to $6. 1 million.
Management attributed this to significantly higher rental costs of
5G Wi-Fi terminals to support booming international data usage in
China. In essence, UCloudlink paid more to provide customers with
the latest 4G/5G devices for roaming, improving user experience but
raising costs. In contrast, cost of product sales decreased 11. 7%
to $2.9million, consistent with selling fewer data devices and more
terminals (the latter likely having lower unit cost).

With rising costs, gross profit slightly declined to $9.7M (vs
$10. 0M), and overall gross margin fell to 51. 7% from 55. 2%. Notably,
the service gross margin dropped to 57.3% (from 65.0% a year ago)
due to the higher network access and device rental expenses as well
as a revenue mix shift toward slightly lower—margin roaming
services. By contrast, product gross margin improved to 34. 3% (from
26.2%) as the company sold more higher-margin hardware 1like
advanced hotspots and fewer low-margin data gadgets. This mix
improvement in hardware partially offset the service margin
compression.
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e Operating Expenses: UCloudlink’ s total operating expenses
increased to $10.2 million in Q1 2025, up from $9.0M in Q1 2024.
The breakdown is as follows:

o Research & Development (R&D) expenses were $1.4 million,
slightly down 5. 3% YoY. This indicates stable R&D investment
with some efficiency gains.

o Sales & Marketing (S&M) expenses surged to $5.7 million, up
40. 6% from $4. IM. The sharp increase was mainly due to higher
promotion and advertising costs (+$0.8M), service fees
(+$0. 3M), personnel costs (+$0.2M), and exhibition expenses
(+$0. 2M) associated with new product launches and marketing
campaigns. Notably, during Q1 the company showcased its new
products at major industry events (like MWC Barcelona 2025),
which drove up marketing spend. This upfront investment aims
to drive adoption of UCloudlink’ s new solutions.

o General & Administrative (G&A) expenses were $3.1 million,
a 7.3% decrease from $3. 4M. The decline was primarily due to
lower professional service fees (-$0.5M), testing fees
(-$0.3M), and share-based compensation (-$0.1M) versus
last year. This was partially offset by a $0.8M increase in
bad debt provisions, indicating a conservative stance on
receivables. Overall, G&A cost control helped mitigate some
of the S&M rise.

Despite higher Opex, UCloudlink’ s increased marketing spend is
deliberate - it reflects the company’ s effort to promote its new
products and expand its user base. The trade—off is a short—term
hit to operating profit. Consequently, loss from operations was
$0.5M (versus a $0.5M operating profit in QI 2024). Net interest
expense remained minimal ($50k), and with no significant one—time
gains/losses, the GAAP net loss was $0. 6M ( - $0. 02 per ADS) compared
to a +$0.4M net profit last year.

On a brighter note, operating cash flow stayed positive at +$0. 2M,

and UCloudlink’ s balance sheet remains solid with $31. 1M cash and
low debt (debt—to—equity ~0.49). This indicates that the company’ s
core business is roughly breaking even on a cash basis even as it
scales up new initiatives, which demonstrates financial resilience.
The company’ s ability to generate positive cash from operations
for three consecutive years (2022 -2024) allowed it to weather
COVID impacts and avoid dilutive financing.

In summary, Q1 2025 was a mixed quarter - revenue grew modestly and in
line with guidance, but margins tightened due to strategic investments
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in 5G capacity and marketing. Management remains confident this
short—term margin sacrifice will lay the foundation for future growth and
higher profitability as new revenue streams kick in.

Growth Drivers and Business Developments

Despite near—term earnings pressure, several key growth drivers emerged
in Q1 2025 that underpin UCloudlink’ s long—term trajectory:

1. Recovery of International Travel & Roaming Demand: With global travel
rebounding post-pandemic, UCloudlink’ s uCloudlink 1.0 international
data connectivity services have seen renewed growth. The continued
recovery in international roaming traffic was evident as Q1 international
data revenue rose " 7.8% YoY (from $9.0M to $9.7M). The platform’ s daily
active terminals remained around 309k, roughly flat YoY, but average data
usage per device has increased - reaching 1.59 GB per day in March 2025,
up from ~1.47 GB in Q1 2024. This indicates users are consuming more data
per session, translating into higher revenue per user. To support this
demand, UCloudlink expanded its high—speed network coverage: as of QI,
its full-speed 5G service is available in 80 countries and regions,
further solidifying its leading position in the international roaming
market. In Mainland China in particular, UCloudlink capitalized on
surging outbound travel and inbound tourists by renting more 5G Wi-Fi
devices, ensuring customers have top—tier connectivity. International
roaming remains a core growth engine, benefiting from the tailwind of
reopening economies and the company’ s reputation for reliable global
data service. This trend is expected to continue into 2025 as travel
approaches pre—pandemic levels.

2. New Product Launches - IoT and Consumer Expansion: A highlight of
the quarter was UCloudlink’ s unveiling of several groundbreaking new
products at MWC Barcelona 2025, signaling the company’ s strategic pivot
beyond traditional roaming. These new offerings target high—growth
domains like IoT, smart cities, and consumer electronics:

o PetPhone: Marketed as the world’ s first Al-powered smartphone for
pets, PetPhone enables fun pet interactions, community engagement,
and enhanced pet safety/health monitoring with 6-tech global
positioning. This innovative device taps into the burgeoning pet
tech market, potentially opening a new consumer segment for
UCloudlink. With global pet IoT spending projected to reach $142B
by 2026, PetPhone could capture niche demand from pet owners seeking
constant connectivity with their pets.
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e eSIM Trio: A revolutionary “Super SIM” solution integrating OTA
(over—the—air) programmable SIM, eSIM, and CloudSIM into one
package. eSIM Trio offers seamless global coverage across 200+
countries and eliminates the need for costly roaming by
intelligently selecting networks. This product addresses
multi—network connectivity challenges for operators; UCloudlink
aims to position it as a critical solution for mobile operators and
MVNOs to monetize IoT connectivity. In essence, eSIM Trio could make
UCloudlink a partner to carriers in enabling global IoT devices,
rather than merely a competitor.

e CloudSIM Kit: A plug—and-play IoT connectivity module targeting
smart devices and smart city applications. It supports over 390
operators globally, allowing IoT devices to automatically connect
to the best available network (4G or 5G) across multiple carriers.
This is ideal for projects like traffic management or public safety
in smart cities that require ubiquitous, reliable connectivity. By
intelligently switching networks to avoid congestion, CloudSIM Kit
ensures stable connections for high-volume IoT deployments - a
unique selling point as cities worldwide invest in digital
infrastructure.

e MeowGo G50 Max: A next-generation mobile Wi-Fi hotspot with
Al-driven “sky—to—ground” connectivity. Importantly, MeowGo G50
Max is satellite—enabled, meaning it can leverage satellite
networks in addition to terrestrial 4G/5G to provide internet
access. This product targets consumers and enterprises needing
connectivity in remote or mobility scenarios (e.g. rural areas,
maritime or in—flight use). Satellite connectivity integration
positions UCloudlink at the frontier of converged 5G/NTN
(non—terrestrial network) services.

These new products mark UCloudlink’ s expansion into diversified
verticals. The Life Series (PetPhone, etc.) extends the company into
consumer JoT devices, while enterprise/IoT solutions (eSIM Trio,
CloudSIMKit) deepen its presence in B2B and infrastructure markets. This
broadens UCloudlink’ s addressable market beyond just renting Wi-Fi
hotspots to travelers. Notably, all four products were slated for
commercial launch in Q2 2025 (between May and June) and volume production
by Q3. Early reception has been promising - the company reported strong
interest from consumers, global operators, enterprise clients, and
partners following the MWC showcase. By mid-year, UCloudlink expects
several partnership agreements with major operators to be finalized, as
discussions were already at advanced stages in Q1. Moreover, GlocalMe IoT
solutions are gaining traction in China’ s booming automotive sector,
where multiple car manufacturers are integrating UCloudlink’” s
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connectivity into in—car infotainment systems. The company is also
pursuing partnerships in other high—growth domains like security cameras
and dashcams.

In management’ s words, these innovations place UCloudlink “at the
forefront of IoT and smart city infrastructure” . Crucially, they
leverage UCloudlink’ s core CloudSIM technology as a differentiator -
unlike a traditional physical SIM locked to one carrier, UCloudlink’ s
platform dynamically selects networks for optimal performance. This
capability is increasingly valuable in IoT applications that demand
ubiquitous coverage and reliability. If executed well, the new product
lineup could become a major growth catalyst. UCloudlink has guided that
the PetPhone and MeowGo launches could drive a Q2 revenue surge, with
management projecting Q2 2025 revenue to reach up to $25M, a sequential
jump partly attributable to these rollouts. This indicates internal
confidence that the new offerings will begin contributing meaningfully
in the near term.

3. Ecosystem and Strategic Focus: UCloudlink is consciously
transitioning from a single-service company to a multi—-faceted platform.
The company refers to its expanding suite as the “GlocalMe ecosystem” ,
which encompasses:

e Mobile & Fixed Broadband (MBB/FBB) services - traditional
portable Wi-Fi, etc.
e GlocalMe Life - new consumer devices like PetPhone.

e GlocalMe SIM - global SIM card and eSIM offerings.
e GlocalMe IoT - IoT connectivity solutions like CloudSIM Kit.

By growing these segments, UCloudlink aims to diversify its revenue
streams toward a mix of value—added services and data traffic solutions.
Management believes this will provide investors a clearer picture of the
company’ s strategic progress beyond just raw data revenue. Indeed, in
Q1 they began disclosing segment metrics such as the breakdown of daily
active terminals by business line (e.g. how many devices in Life, SIM,
IoT) - for instance, IoT terminals grew to 6,426 in Q1 2025 from 501 a
year ago as pilot projects ramped up. This reflects the initial scaling
of ToT deployments. UCloudlink’ s focus for the rest of 2025 is on scaling
up its user base across these segments and deepening partnerships to
accelerate commercialization. The CEO emphasized that with the expanding
product portfolio, the company is confident in its ability to drive growth
for the remainder of the year and is “making clear progress” in building
a comprehensive global platform.
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From an industry perspective, UCloudlink’ s strategic shift aligns with
large—scale trends:

e The global smart city market is forecast to reach $1.5 trillion
by 2030, fueled by 5G and AI adoption. UCloudlink’ s solutions
(CloudSIM, eSIM Trio) directly address core needs in that market:
reliable, flexible connectivity. This could position the company
to benefit from smart city infrastructure investments worldwide.

o Enterprise and IoT connectivity typically command higher margins
(50 - 70% gross margin) compared to basic consumer data services.
UCloudlink’ s current overall gross margin is 52%, so shifting
toward IoT/enterprise could lift margins over time if successful.

o Geographic diversification: UCloudlink saw North America’ s share
of revenue rise to 12.9% in Q1 (though absolute revenue fell),
hinting at largely untapped potential in developed markets with big
smart city budgets. The company’ s push into IoT and enterprise
solutions could resonate in North America and Europe, where it can
leverage its cloud SIM as a niche differentiator.

In summary, UCloudlink’ s growth strategy is to leverage its core
technology into new high—growth arenas. The Q1 product launches and
partnerships indicate the company is aggressively moving in this
direction. The next few quarters will be critical to watch, as they will
show whether these initiatives can gain commercial traction. If they do,
UCloudlink’ s business model could evolve from mainly reselling mobile
data to also being a provider of connectivity solutions for myriad
applications - a transition that could significantly enhance its growth
profile and competitive moat.

Market Risks and Challenges

While UCloudlink’ s opportunities are compelling, investors should be
mindful of several risks and challenges that could impact the company’ s
performance:

e Profitability and Execution Risks: UCloudlink’ s Q1 2025 results
highlighted the fragility of its bottom line. The company slipped
into a small net loss despite revenue growth. This underscores
execution risk: management must balance growth investments with
cost control. The large increase in marketing and network costs
compressed margins, revealing that achieving profitable growth is
not guaranteed. There is a risk that new products might take longer
or cost more to scale than expected, which could prolong the period
of suppressed earnings. The company’ s operational loss and
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widening net loss in Q1 signal these short-term headwinds. Some
investors are cautious: while notable quant funds like Renaissance
Technologies and Two Sigma increased their stakes in UCloudlink
recently, BlackRock (the world’ s largest asset manager) reduced
its position. This split among institutional holders suggests
skepticism about UCloudlink’ s ability to convert its innovation
pipeline into consistent profitability. To mitigate this, the
company will need to demonstrate in upcoming quarters that it can
monetize its new products effectively and begin improving margins
again (e.g. via higher—margin IoT revenue or economies of scale).
Competitive Pressure: UCloudlink faces intense competition on
multiple fronts, which could affect its growth and pricing power.
The company itself acknowledges competition from telecom giants
like Ericsson and Huawei, which are expanding their IoT
connectivity offerings. These players, along with others like Cisco,
have deep relationships with carriers and enterprise customers, and
could leverage their scale to challenge UCloudlink in IoT and global
connectivity solutions. Additionally, traditional mobile network
operators (MNOs) are both partners and competitors - they provide
the data that UCloudlink resells, but they also offer roaming
packages and local SIM solutions that compete with UCloudlink’ s
services. With the rise of eSIM technology, consumers can more
easily switch to local carriers when abroad, potentially reducing
demand for external Wi-Fi devices or SIM rentals. In the consumer
travel Wi-Fi space, various smaller competitors (e.g. Skyroam’ s
Solis hotspot, Travelwifi) offer similar global hotspot rentals.
While none match UCloudlink’ s cloud SIM approach, these
alternatives can pressure pricing and market share. Price
competition is a risk, especially if carriers lower roaming fees
or if other firms offer cheaper IoT connectivity platforms.
UCloudlink’ s key differentiator is its patented CloudSIM platform
that optimizes multi—network use; sustaining this advantage will
require continued R&D to stay ahead of potential copycats. Moreover,
if a big carrier or tech company were to develop a comparable global
data marketplace or decide to internalize such capabilities,
UCloudlink could face disintermediation. The company’ s strategy
to cope is to ally with carriers (turning potential competitors into
partners) and target niche needs that are underserved by
incumbents.
Regulatory and Geopolitical Risks: Operating internationally
brings exposure to various regulatory regimes and political
factors:

o In China, which now accounts for 31% of revenue, UCloudlink

must navigate telecommunications and data regulations. The
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Chinese government has tightened control over SIM card
distribution (real-name registration) and cross—border data
usage. Any adverse regulatory changes, such as restrictions
on virtual SIM technology or foreign data services, could
impact UCloudlink’ s Chinese operations. Also, as a
tech-oriented service, UCloudlink could face scrutiny under
China’ s cybersecurity or data security laws if not carefully
compliant.

o As a foreign private issuer listed in the US, UCloudlink was
historically at risk of PCAOB audit inspection issues (the
Holding Foreign Companies Accountable Act). However, the
company successfully filed its 2024 annual 20-F report in
March 2025, and US—China audit access tensions have eased for
now, reducing the immediate delisting risk. Investors should
monitor this situation as it evolves.

o Global trade tensions or sanctions could indirectly pose
risks. For instance, if US-China relations deteriorate,
there could be restrictions affecting tech exports or network
equipment that UCloudlink uses. Given the company’ s global
footprint, geopolitical events (like conflicts or trade
disputes) could disrupt travel or increase costs (e.g.,
tariffs on devices).

o Local telecom regulations: Entering new markets often
requires telecom licenses or partnerships with local
operators. There is a risk of delays or complications in
countries with protectionist telecom policies. For example,
some countries might not allow foreign entities to provide
mobile data services without a local license or might impose
Steep taxes on roaming services.

e Financial and Financing Risks: UCloudlink’ s current financial
position is stable, but growth initiatives could strain resources:

o The company had $31. IM in cash and equivalents as of Q1 2025,
and an enterprise value of ~$67.7M. Its debt is modest
(debt/equity ~0.5, with interest coverage over 13x), so
solvency is not a concern. However, cash burn could increase
if the company ramps up inventory for hardware or invests
heavily in R&D and marketing. Any major increase in working
capital needs or slower—than—expected revenue pickup might
necessitate additional funding.

o Notably, UCloudlink’ s management took a
shareholder—-friendly step in June 2025 by announcing it will
refrain from any equity financing wunder its shelf
registration (Form F-3) until it expires on Aug 7, 2025, and
will not renew it. Furthermore, the company committed to not
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filing a new F-3 shelf through Q1 2026. This move suggests
confidence in its financial trajectory and a desire to avoid
diluting shareholders in the near term. It is a positive sign
that UCloudlink believes it can fund growth internally (or
via small debt if needed). On the flip side, it means if large
opportunities or unexpected needs arise, the company might
have limited flexibility to raise quick capital. Any
aggressive expansion or significant acquisition could
require revisiting financing plans after that self-imposed
window.

o Currency fluctuations could affect results, as UCloudlink
earns revenue in various currencies (Chinese RMB, Japanese
Yen, etc.) but reports in USD. For instance, a stronger US
dollar could reduce reported revenue from overseas markets.

o Small-cap stock volatility: With a market cap under $100M,
UCL is thinly traded (average 20-day volume 115k shares).
The stock can be moved by modest trading or speculative
activity, as evidenced by a 22% intraday spike on July 24,
2025 driven by a single analyst report. High volatility (beta
4.09) means the stock may not always trade on fundamentals,
and sharp swings could affect investor confidence or make
using stock as currency (for compensation or deals)
challenging. For long—term investors, this means enduring
potentially significant short—term price noise unrelated to
company performance.

In summary, UCloudlink’ s execution carries risks common to early-stage
growth companies in competitive tech fields. The company must carefully
manage its growth strategy to avoid overextending financially, and it must
defend its niche against far larger players. However, management’ s
recent actions - prudent capital management, focus on core businesses,
and transparent communication of strategy - are mitigating some risks.
The decision to hold off on equity raises, for example, aligns
management’ s interests with shareholders in creating long—term value.
Going forward, key indicators to watch will be the pace of margin
improvement (signaling better cost discipline) and traction of new
products (validating the growth investments). Successfully navigating
the above risks will determine whether UCloudlink can capitalize on its
opportunities or gets outpaced by industry forces.

Competitive Landscape and Peer Comparison
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UCloudlink operates at the intersection of telecommunications, cloud
services, and IoT - a space with both niche players and industry giants.
The company essentially offers a global mobile data service platform,
which puts it in competition or partnership with various categories of
companies:

e Telecom Carriers (MNOs) and MVNOs: Traditional mobile operators
like AT&T, Verizon, Vodafone, China Mobile, etc., are the primary
providers of mobile data worldwide. UCloudlink’ s value
proposition is to aggregate excess data capacity from many carriers
and offer it to users on demand. While many carriers have
historically charged steep roaming fees (making UCloudlink’ s
cheap global data attractive), the competitive dynamic is changing.
Carriers are increasingly offering affordable international
roaming packages or multi-region eSIM plans. For instance, some
carriers include free roaming in certain countries or provide day
passes, which can reduce demand for external solutions. Moreover,
as eSIM adoption grows in smartphones, travelers can more easily
switch to local carriers via software, potentially bypassing
portable Wi-Fi devices. However, carriers often partner with
UCloudlink rather than outright compete - UCloudlink can help them
monetize unused data and reach users they otherwise wouldn’ t. The
company had 2, 878 business partners (including MVNOs/MNOs) across
63 countries by Q1 2025, illustrating its collaborative approach.
UCloudlink’ s future success partly hinges on maintaining and
deepening these partnerships, convincing carriers that it’ s
better to collaborate (sharing revenue) than to compete head-on.
If carriers see UCloudlink as complementary - e.g. offloading
their network in peak times to UCloudlink’ s marketplace - it’ s
a win—-win. But if a major carrier decides to block such access or
replicate a similar platform in—house, that would pose a
significant threat.

e Tech and Telecom Giants (IoT connectivity platforms): Companies
like Ericsson and Huawei are specifically noted as major
competitors in IoT connectivity. They, along with Nokia, Cisco, and
cloud providers (AWS IoT, etc.), offer IoT connectivity management
platforms to enterprises. These platforms typically allow
management of eSIMs or SIM profiles on devices globally, somewhat
overlapping with UCloudlink’ s offerings. For example, Cisco’ s
Jasper platform or Ericsson’ s DCP (Device Connection Platform)
enable global SIM usage for IoT devices. Compared to UCloudlink,
these giants have far greater resources and direct telco
relationships. However, UCloudlink’ s CloudSIM approach is unique
- it actively selects the best network in real-time, rather than
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relying on a single operator’ s roaming agreements. This can be a
superior solution in scenarios where multi—network resiliency is
needed (smart city sensors, cross—border logistics, etc.).
UCloudlink’ s challenge is to stay technologically ahead in its
niche and prove the value of its dynamic network selection. Giants
might solve similar problems with different tech (e.g., multi—IMSI
or global SIM agreements). If UCloudlink’ s approach gains traction,
it’ s possible a big player could attempt to acquire UCloudlink or
build a competing system. In fact, UCloudlink’ s relatively small
size could make it an acquisition target if a larger company wants
its technology and global marketplace. Until then, UCloudlink
competes by focusing on innovation speed and specialized solutions
(l1ike PetPhone - which giants aren’ t likely to produce). The
company’ s patent portfolio (183 patents with 169 granted)
provides some protection, though the strength of these patents in
deterring big competitors is untested.

e Niche Global Wi-Fi/Sim Providers: There are also smaller-scale
competitors and alternatives that international travelers use,
such as pocket Wi—Fi rental companies or global SIM card providers.
Examples include Skyroam (which sells global Wi-Fi hotspots and day
passes), GlocalMe devices offered by other resellers
(UCloudlink’ s own products are sometimes sold/rented by partners
under different brands), and local rental services at airports.
While these often rely on either local SIMs or even might
white—label UCloudlink’ s services, they compete for the same
customer base of travelers seeking connectivity. Price competition
in this segment can be fierce, as some travelers opt for local
prepaid SIMs, free Wi-Fi, or cheaper rental devices. UCloudlink’ s
advantage is convenience (no SIM swapping) and broad coverage, but
as more solutions enter the market (such as Google’ s Project Fi
/ Google Fi service that offers easy roaming across networks), the
company must continue to emphasize performance and ease—of-use to
maintain an edge.

Peers and Financial Comparison: Given UCloudlink’ s unique model, there
are no direct publicly-traded peers doing exactly the same business.
However, we can compare UCloudlink to analogous categories:

e Traditional telecom carriers (which are much larger, slower growth,
but profitable).

e IoT connectivity pure—plays (mostly private or divisions of larger
firms).

e Tech-enabled global MVNOs or roaming specialists (some small caps
or private).
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For instance, Boingo Wireless (before its acquisition in 2021) was a
NASDAQ-1listed company providing Wi-Fi offload and DAS networks; it had
similar revenue scale (T$200M) but a different business model (venues and
Wi-Fi). iPass (a now defunct global Wi-Fi network aggregator) was another,
which struggled in execution. These comparisons highlight that global
connectivity services have historically been challenging businesses,
requiring scale and continuous innovation.

Looking at financial metrics, UCloudlink’ s trailing 12-month revenue
(through Q1 2025) is around $92 million with a small net profit of $3.5M
(from 2024). This puts its price-to-sales ratio at ~1.05, which is
relatively low for a tech company. Many cloud or IoT tech firms trade at
higher multiples, but those firms often have higher growth or margins.
UCloudlink’ s revenue growth in 2024 was 7% and projected growth in 2025
is single digits to low teens (per guidance). Its gross margin in 2024
was 48% (Q4 2024 was 43% for services, 19.5% YoY revenue growth) and in
Ql 2025 is "52%, which is decent but below pure software or platform
businesses. However, if UCloudlink’ s IoT services ramp up, gross margin
could move closer to the 60-70% range common in IoT platform companies.

In terms of market positioning, UCloudlink is carving out a niche somewhat
akin toa “cloudmobile operator” - a concept that has few direct peers.
Some private competitors include: Transatel (a global MVNO platform
acquired by NTT), Aeris Communications (IoT connectivity provider), and
Tata Communications MOVE platform. These focus on IoT SIM management and
global data for enterprises. UCloudlink’ s strategy to partner with
operators rather than own spectrum gives it a light—asset model, but also
means reliance on those partnerships.

UCloudlink’ s strengths relative to competitors:

o Unique Technology: Its patented CloudSIM tech dynamically switches
networks - ideal for optimizing connection. Traditional roaming
SIMs stick to one carrier network per country, which can be
suboptimal if that network has poor coverage somewhere.

e First Mover in Sharing Economy Model: The company effectively
created a marketplace for mobile data. This is novel, and building
that platform and relationships over years is not trivial for a
newcomer to replicate.

e Global Presence: Having served users and partners in 60+ countries,
UCloudlink has on—ground experience in diverse regulatory and
business environments. This is a competitive moat when entering new
markets or negotiating new partner deals.
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However, the company’ s small size means it must focus. It cannot compete
head-to—head across all areas of connectivity. Instead, UCloudlink is
wisely focusing on high-margin, niche needs (like pet devices,
multi-network IoT, satellite hybrid hotspots) that large telcos may
overlook. If executed well, UCloudlink could become an attractive partner
to incumbents (or even a strategic acquisition target for them). In fact,
fostering a cooperative competitive landscape - where UCloudlink
provides value to carriers (helping them monetize unused capacity,
enabling their enterprise clients’ global ToT) - may reduce direct
competitive threats.

In summary, UCloudlink operates in a competitive arena but brings a
differentiated model. It faces the classic “small fish in a big pond”
challenge: it must grow quickly enough and innovate to avoid being edged
out by bigger fish. The next 1-2 years, as the company scales its new
services, will be critical in establishing a stronger market position.
Signs such as the growth of its business partner network (2,878 partners
in Q1 2025), repeat enterprise customers, or licensing its platform to
carriers would indicate competitive validation. Thus far, UCloudlink’ s
position is one of a technology disruptor in a field dominated by giants
- a potentially lucrative position if it continues to execute well.

Management Guidance and Outlook

Q2 2025 Guidance: UCloudlink’ s management provided guidance for the
second quarter of 2025, expecting total revenues between $23.0 million
and $25.0 million. This represents a YoY increase of +2.7% to +11. 6% for
Q2. The midpoint ($24M) would be ~7% growth. This guidance implies a
significant sequential rise from Q1’ s $18.7M, consistent with seasonal
trends (travel activity tends to pick up in Q2/Q3) and contributions from
new product sales. Notably, hitting the high end ($25M) would mark
UCloudlink’ s highest quarterly revenue on record (for reference, Q4 2024
was $26.0M, aided by holiday travel). The company’ s confidence in a
potentially double-digit growth quarter suggests strong initial orders
or pilot programs for its new offerings. It also reflects continued
post—pandemic recovery in roaming usage. Management commented that Q2
revenue is projected to surge partly due to PetPhone and MeowGo G50 Max
launches in May—June, indicating those products are expected to generate
material sales within the quarter.

Profitability Outlook: While no explicit profit guidance was given, we
can infer some outlook from management commentary:
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e UCloudlink achieved a full-year 2024 net profit of $4.6M (net
margin ~5%). However, Ql 2025 slid to a small loss due to heavy
spending. If revenue ramps up in Q2 and beyond, operating leverage
could help margins recover. Management has emphasized the need to
stabilize margins by controlling costs even as revenue grows. Areas
to watch include service cost ratio (e.g., negotiate better data
rates or more efficient device utilization) and S&M spend
efficiency (ensuring the Q1 marketing blitz translates into
revenue). Given the company’ s track record of cost control (e.g.,
reduced G&A, stable R&D, positive cash flow), it is plausible they
will moderate expense growth in the latter half of 2025. We
anticipate that if Q2 meets guidance, UCloudlink could return to
break—even or slight net profit in that quarter (helped also by
any seasonally higher margin device sales).

e The company’ s no—dilution pledge through early 2026 indicates they
do not foresee needing equity capital for current plans. This
suggests management expects internal cash generation and existing
cash to fund growth. If operating cash flow remains positive and
perhaps improves with growth, UCloudlink should be able to finance
incremental working capital for device sales (PetPhone, etc.) and
any planned capex (which is low; only $0.3M capex in Q1).

Strategic Focus Areas: Management has clearly outlined that 2025 and
beyond will focus on four core business pillars - GlocalMe Mobile/Fixed
Broadband, GlocalMe Life, GlocalMe SIM, and GlocalMe IoT. Key strategic
priorities include:

e Accelerating commercialization of new solutions: Now that products
like PetPhone, eSIM Trio, CloudSIM Kit are launched, the priority
is to convert interest into sales. This likely involves ramping up
production, expanding distribution channels (possibly online and
through telecom partners), and on the enterprise side, converting
trials into long—term contracts.

e Expanding into high-potential markets: North America is
specifically highlighted as an untapped opportunity. We may see
UCloudlink intensify efforts in the US/Canada - for example,
partnering with local MVNOs or targeting IoT use cases where US
enterprises need global connectivity. Europe could be another
market, given many FEuropean companies manage international
logistics and could use IoT connectivity solutions. The company
might also pursue emerging markets where mobile infrastructure is
less developed, since its device sharing model can be attractive
in those regions.
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e Enhancing partnerships: UCloudlink’ s business model thrives on
partnerships with network operators and distributors. The company
mentioned being in advanced talks with multiple major operators for
its new solutions. If those crystallize, they could provide both
sales channels and validation. For instance, an operator might
bundle UCloudlink’ s CloudSIMKit with its enterprise IoT offerings.
Also, UCloudlink continues to onboard business partners - reaching
2,878 partners by Q1 - which could mean more resellers for its
devices or platform users. A strategic partnership in China’ s
automotive sector for IoT was hinted; any formal announcement there
(like supplying connectivity for a major automaker’ s connected
cars) would be a significant milestone.

e R&D and AI integration: The introduction of Al-powered features (AI
in PetPhone, Al-driven connectivity in MeowGo) shows UCloudlink is
integrating Al where relevant. The company will likely continue to
invest in R&D to improve its platform (e.g. Al to predict best
networks, optimize data routing, etc.). With R&D spend roughly 7-8%
of revenue, they have maintained a steady pace. We may also see
UCloudlink exploring related services - for instance, data
analytics services for IoT clients or expanded SaaS offerings on
top of connectivity (to add value and margin).

Long-Term Vision: Management’ s long-term vision is to build an

“integrated and comprehensive global mobile data traffic sharing
marketplace that will create long—term value” for shareholders. This
suggests that beyond selling devices or data, UCloudlink aspires to be
a platform at the center of a global ecosystem for connectivity. If
realized, this could mean:

e Marketplace scaling: More users (human or IoT devices) on the
platform consuming data, and more suppliers (carriers) providing
data. As volume scales, UCloudlink could negotiate better data
rates and improve its margins.

o Network effects: A large platform could attract additional services
- for example, content delivery networks or cloud providers might
partner to deliver services to UCloudlink’ s user base optimally,
or handset manufacturers might embed CloudSIM capability to give
their users instant access to global data (thereby expanding
UCloudlink’ s reach).

e Potential for new revenue streams: If the marketplace becomes
robust, UCloudlink could charge not just for data, but also for
premium services like QoS guarantees, security/VPN for enterprise
connections, or data insights from aggregated usage (respecting
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privacy, of course). This would elevate it from a reseller to a
platform—as—a—service model.

Risks to Outlook: Key factors that could hinder UCloudlink’ s positive
outlook include:

e Slower adoption of new products than anticipated (for example,
PetPhone could be a niche novelty if not widely adopted by pet owners;
CloudSIM Kit might face long enterprise sales cycles).

e Macroeconomic downturn or renewed travel restrictions (e.g., from
geopolitical conflicts or new health crises) which could dampen
roaming usage again.

e Aggressive competitive response, such as price cuts by competitors
or a new entrant copying the model.

e FExecution issues like supply chain problems (securing enough chips
for devices), especially with global semiconductor tightness
occasionally affecting hardware startups.

However, assuming moderate macro conditions, UCloudlink appears
positioned for continued (if measured) growth. The management’ s decision
to prioritize long—term value over short—term dilution is a strong signal
of confidence in their plan. Analysts and investors will be watching the
Q2 2025 earnings call (scheduled for Aug 14, 2025) for updates on how
the new products are performing and whether the company is on track to
meet its H2 goals.

Conclusion - A Balanced Outlook: UCloudlink’ s Q1 2025 results mark a
strategic inflection point - the company has doubled down on IoT and
innovative products at the cost of near—term earnings. If these bets pay
off, UCloudlink could accelerate 1its growth rate and enhance
profitability in the coming years, riding the global wave of digital
transformation and smart infrastructure investment. On the other hand,
as a small cap with big ambitions, execution is critical. Investors should
expect some volatility and monitor key milestones (new partnerships,
margin trends, revenue traction from new services) to gauge the company’ s
progress. At a P/S of "1 and an enterprise value/sales of ~0.7, the
stock” s valuation is wundemanding if UCloudlink can deliver even
mid-teens growth and margin improvement. The current price around $2. 56
(July 25, 2025) thus offers potential upside if the company turns its
innovations into sustained earnings. However, given the competitive and
execution risks discussed, a prudent stance is warranted. In sum,
UCloudlink represents a promising long—term play on global connectivity
and IoT, with the next 12-18 months serving as a crucial test of its
ability to transform its strategic vision into tangible financial

success.
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