
CAPITAL A BERHAD Q2 2025 EARNINGS CALL: Q&A TRANSCRIPT 
 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
We are open for questions from the floor. Please raise your hand, or you can write your question 
in the chat box. In the meantime, we already have some questions. 
 
The first one is directed to Mahesh from Khong: 
 
Is the 12-month book still fully committed? Is the third-party aircraft mix still around 10 percent? 
What proportion of AirAsia’s short-haul and long-haul fleet is currently being serviced by ADE? 
Is there any plan for phase two hangar and any line addition? On funding, is it equity or debt? 
Can you give some colour on the engine MRO roadmap? And lastly, on ADE Thailand, what is 
the status of the MRO licence? 
 
Over to you, Mahesh. 
  
Mahesh Kumar - CEO, ADE 
 
All right. On the 12-month slots, it is still fully booked. We track on a 12-month rolling basis, so 
as of now, it is fully booked up to September next year. All the slots are fully booked.  
 
On third-party and AirAsia aircraft mix, we are still at 90 percent AirAsia, 10 percent non-AirAsia. 
But that will improve as soon as we open up our component shops and all that. Our target is to 
reach 70 percent AirAsia and 30 percent non-AirAsia. In terms of narrowbody and widebody, the 
ratio is about 90 percent narrowbody, 10 percent widebody. 
 
On the hangar expansion, we are targeting to build a four-line hangar. Hopefully, we’ll start 
construction by the end of this year. We have appointed the advisors and we’re opening up 
tenders for the construction. 
 
On the funding perspective, we are looking at RM250 million on a debt structure. We haven’t 
finalised the equity side yet. We had a very good discussion today. Maybe Tony can add up on 
that. 
 
On engine MRO, we are speaking to not only GE but other OEMs as well. We are still doing the 
study whether we should start the engine shop by ourselves or it will come in the form of a joint 
venture, or is it best to be done in Malaysia or out of Malaysia. But we have received a lot of 
interest, even from existing engine shops, which are inviting us to be their partners.  
 
The last one is on ADE Thailand. We keep the best for the last. For this year, we are not 
concentrating on Thailand yet, but it is in the pipeline for next year. In fact, not just line 
maintenance, we are also working on hangars in Thailand as well. 
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Tony Fernandes - CEO, Capital A​
 
Just to add to Mahesh’s point, the Board effectively appointed an advisor today. The advisor 
was very confident of equity raising. We have also asked to look at the bond market and not 
look at all equity because we think we have such a high growth profile that we don’t want to 
dilute ourselves, at this stage, so much. Plus, the need for cash in ADE is less. Suffice to say, 
this has huge growth potential. 
 
The key for me, strategically, is getting hangar space. That’s Mahesh’s number one priority. I 
believe we can have 40 lines. The biggest hangar in Asia is Hong Kong and China, which has 
about 50 lines. I believe we could have, in years to come, 50 to 60 lines. Our cost is so much 
more efficient, our speed is much quicker. We have great component shops. We have a huge 
amount of digital investment. And so airlines will definitely come to us. I think we’re making a big 
announcement in the first week of September to show that even the European aviation market 
is prepared to send its planes to ADE.  
 
So my drive for Mahesh is really driving the acquisition of existing capacity so that we can buy 
hangar space and just use it. Obviously, building our own hangars takes longer. Within Asean, 
we’re looking at hangar space in Thailand, Indonesia, even Brunei. Within Malaysia, it’s really 
groundbreaking having GIP and BlackRock as a shareholder in Malaysian Airports. Things that 
we wanted to do for the last 23 years, we haven’t been able to do. They’re supremely supportive 
of ADE, and hopefully, there’ll be some great news on that which will enable us to grow much 
quicker with the acquisition of hangar space. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Moving on. For MOVE sales mix, is the 60 percent contribution from AirAsia the target for 2025 
or 2026? 
​
Tony Fernandes - CEO, Capital A 
 
2026. My first goal by the end of 2025 will be inching towards 50 percent and then 60 percent. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Also from Khong, and this question is directed to Nadia: 
 
Glad to hear that MOVE’s team is actively building new functions on the app every day. Could 
you share some colour on the upcoming features planned for the launch this year? Also, MOVE 
reported a GBV of RM2.25 billion this quarter. Could you provide the breakdown between flight 
and non-flight products?​
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Nadia Omer - CEO, AirAsia MOVE 
 
Hi, Khong. I’ll start with the last. I think on the breakdown, I’ll get the team to share with you the 
details of it, but broadly, around 78 to 80 percent is the mix of AirAsia contribution to our 
revenue. We have very strong unit economics and that’s really what is a stellar thing for MOVE 
versus any other OTA. And our cross-sell model is what is unique to us, which is, once people 
come in - mostly coming organically - how we convert and add more stuff to their basket. 
 
This first half, for us, has been all about improving the customer experience. We’ve really made 
big leaps on NPS, driven by three key initiatives. Number one is the payment completion rate. 
Number two has been fixing a lot of the bugs that we were having on the app. And the third part 
has been Manage My Booking, developing the self-serve capability of MOVE to such a level 
that any customer can manage it themselves. 
 
Going forward, there are two, three things which are very key for us. We want to now push our 
ancillary agenda to the next level. We have done the key development required for it, and you 
will see many first-in-market type of ancillary initiatives. For example, an ancillary promo that is 
only for you, and nobody else can get that. So that type of thing is coming. Also, we will be 
developing customised ancillary bundles, a unique bundle which is created only for you as well. 
So we’re taking this personalisation to the next level and we want to drive more of the ancillary 
revenue and attach rate.​
 
The second exciting thing which we are working on is exciting, which is MOVEtix - taking the 
ticketing and concert opportunity to the next level. You will see, in the coming days, how the 
seat maps are going to come in and how the unique bundles with concerts are going to come in 
to MOVE.  
 
And the third big one for us is what Tony alluded to, which is the news feed and the social 
integration within the app. We have a unique opportunity - not many OTAs have so much 
organic traffic. We now want to make it into a social travel platform rather than just a 
transactional platform. And there are many, many things to come with it as additional business 
opportunities. So these are where we are focused on.  
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Thanks, Nadia. That’s a very detailed explanation. The next question is also from Khong, and 
this is directed to the Santan team: 
 
Congrats to Santan on achieving a RM12 million profit. Kudos to Catherine and the team for the 
strong cost control and margin improvement. Could you share more on the key initiatives that 
helped bring operating expenses down from RM39.5 million in Q1 to RM32 million in Q2? Also, 
any colour on whether these expenses can be sustained at current levels or potentially reduced 
further? 
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I’ll invite Dixon, the CFO of Santan, to answer this. 
 
Dixon Wong - CFO, Santan 
 
The reason for the improvement in the margins is based on three parts. The first one is the cost 
of products, where we have streamlined our cost with our vendors. We started this initiative in 
Q2, and we will continue to look at this in Q3 and Q4 in preparation for next year as well.  
 
The other part is streamlining our opex costs. Basically, whatever we spend on now needs to 
contribute to our revenue growth. So we’re very careful in what we spend, and we also look at 
the reorganisation of our staff as well. 
 
And the third part of the contribution to margins is also the audit adjustment that we did, which is 
a one-off event.  
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Thanks. The next one is from Tan Kam Ming from TA Research: Is the plan to divest BigPay still 
intact? 
 
Tony Fernandes - CEO, Capital A​
 
Yeah, it is. Not divest all of it, but bring in a strong strategic partner. And yes, that’s on course. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A​
 
Okay. Also from Tan Kam Ming: Is Teleport affected by the suspension of de minimis exemption 
in the US? How much Teleport sales come from the US? 
 
Pete is online. Do you want to take this? 
​
Pete Chareonwongsak  - CEO, Teleport 
 
Yeah, sure, happy to take it. Very little at the moment, so it’s really not affecting us directly.  
 
Joanna Ibrahim - Chief Strategy Officer, Capital A​
 
How much sales coming from the US? 
 
Pete Chareonwongsak  - CEO, Teleport 
 
Almost none at all. 
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Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Thanks, Pete. 
 
Next [question] is directed to Aireen: Has BigPay already commenced its remittances and 
lending businesses? If so, could you share some operating numbers or updates on their 
performance so far? 
​
Aireen Omar - CEO, BigPay  
 
Remittance and lending have started in 2022. To date, we’ve been growing it organically and 
remittance contributes about 20 percent of BigPay’s revenue and 77 percent of the gross profit. 
Lending is still small. So far, since launch, we have about 17 million of the lending books since 
loans was launched, and it contributes to about 1 percent of the revenue and about 4 percent of 
gross profit. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A​
 
Thanks, Aireen. 
 
The next question is from Khong again: Could you clarify the reason behind the revenue decline 
in Abc from RM61 million in Q1 to RM47.6 million in Q2? 
 
Khong, Abc’s revenue is from the airline so it’s following the airline trend because it’s getting 
[brand] licensing fee from the airlines. 
 
Next is from Khong again: This is a follow-up question for Santan. Regarding Santan’s operating 
expenses, may I clarify what were the one-off items and the approximate quantum? 
 
Dixon Wong - CFO, Santan 
 
The one-off is about RM4.6 million.​
 ​
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Mun Hui, you may want to take this. What is the breakdown of forex gain between each AOC?  
 
Teh Mun Hui - CFO, Capital A 
 
Malaysia is about RM500 million. 
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Tony Fernandes - CEO, Capital A​
 
I think we’d rather not at the moment. We want you to think of this as one airline. We break out 
the passenger statistics but we’re really working more on centralising more and more. So really, 
look at AirAsia Aviation as one airline rather than individual countries. Of course, as I’ve said, 
we’re very optimistic on the Philippines and Indonesia, on the growth platform. But I think to 
analyse this, you should just look at the combined aviation numbers. 
 
My goal over the next two years is to continue simplifying these accounts and provide better 
quality information - one set of accounts as opposed to five AOCs.​
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
We have a question from Kye Siang online. Kye Siang, do you want to go ahead? 
 
Wong Kye Siang - Analyst 
 
Congratulations on the good results. 
 
Just trying to understand the [maintenance] performance for the aviation business. Looking at 
this quarter, there’s no reactivation and redelivery, and your [maintenance] cost has improved 
significantly quarter-on-quarter and year-on-year. So I’m just trying to understand, is it the new 
run rate? Because going forward into third quarter and fourth quarter, we would have 
reactivation and also redelivery? 
 
Tony Fernandes - CEO, Capital A​
 
Until 2026, we won’t get into a consistent run rate. There’s still the 20 planes to fix, there’s still 
some engine stuff. So it will change quarter-on-quarter but it’s trending down. By 2026, we will 
get into a normal number.​
 
Wong Kye Siang - Analyst​
  
Okay. Also, on your sales target. Looking at the number, it’s quite achievable provided that you 
have more aircraft flying. But by the end of the year, you will have less activated aircraft 
because of the redelivery. How should we look at it? Is it still on track? 
​
Tony Fernandes - CEO, Capital A 
 
As I mentioned, there’s opportunities. A lot of deals were done during COVID which were 
expensive deals, so we’re trying to let go of some of those aircraft. Small blip here and there, 
but the growth starts coming back in 2026. 
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We will continue to reduce some of the older aircraft, so there will be gaps sometimes when 
there might be less aircraft than the previous quarter. But our aircraft are coming in, and over 
the next few months you’ll see how we’re dealing with our aircraft order book.​
 ​
The best way to look at it is probably over the next 12 months, our aircraft will be more or less 
the kind of numbers you’re seeing now. Not a lot of growth, net position. There’ll be addition of 
aircraft but there are aircraft returning, so new aircraft coming in to replace older aircraft. 
​
Wong Kye Siang - Analyst 
 
Okay, so top line we may not see strong growth, but bottom line-wise? 
​
Tony Fernandes - CEO, Capital A 
 
That’s a great question. There is more upside in the top line for these reasons. One, ancillary 
income as we move more sales to MOVE and as we have more hyper-personalisation and data. 
Two, is more bang for the planes we’ve got. So Bo and Amanda have been restructuring the 
network to get more efficiency out of it. Three, a better quality of passenger from transit. And 
four, we aren’t spending a lot on marketing. So really, to drive our load factors higher, there’s still 
capacity. 
 
So I still believe there’s revenue growth, especially from ancillary and from route maximisation, 
coupled with better marketing and better coordination between AirAsia and MOVE. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
​
The next question is a follow-up to Daniel’s previous request on forex gain by AOC. Basically, 
he needs to know the forex gain to calculate the core profit. If no breakdown is given, he has to 
just reverse out the whole forex and AirAsia will be in negative. 
 
Tony Fernandes - CEO, Capital A 
​
Oh, okay. Sorry, I thought that question was on revenue. We can share that number. Mun Hui 
can share it with you. We’ll just send it to anyone who wants it, no problem. So you can then 
break out the minority interest as well. We’re happy to share that. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Wai Yeap Wong in the queue, do you want to go ahead? 
​
Wong Wai Yeap - Analyst 
 
With regards to the breakdown for the aviation side, just to follow up to what Daniel said, the 
breakdown for the FX and minority interest. Since you’re on the line and I need to do reporting 
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by tomorrow morning, maybe just share some rough numbers so that there’s something that we 
can work on. 
 
Tony Fernandes - CEO, Capital A 
​
Mun Hui can send it. We’ll send it out to all the analysts who want it. 
 
Wong Wai Yeap - Analyst 
​
Thank you so much. Will it be possible for you to include it as just one slide in the next earnings 
presentation?​
 
Tony Fernandes - CEO, Capital A 
​
Yeah, we’ll put it as an appendix.​
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Noted on that. Next is Kye Siang again. 
 
Wong Kye Siang - Analyst 
 
This is a question for Pete, for Teleport. Just trying to understand, what gives you the 
confidence that the second half will be stronger? Because usually these marketplaces will 
commit a certain volume. Maybe can you guide us what would be the quantum increase for your 
daily parcel delivery from here onwards? 
​
Pete Chareonwongsak - CEO, Teleport 
 
Thanks for the question. I think you might have seen the same trend last year. We had two 
quarters in the first half that were reasonably flat. Obviously up year-on-year but flat quarter to 
quarter, and that’s generally a little bit of seasonality. So that’s the first thing, seasonality.​
 ​
We generally make the majority of our profit in the second half of the year. When I say majority, I 
mean much more than 50 percent of our profit contribution comes in the second half. We 
already see growth on the top line side, with visibility all the way through to Q4 from major 
marketplaces, as you talked about. So we are very confident on growth as well as profit 
contribution in the second half. 
 
In terms of specific guidance on the number of parcels, we generally don’t provide that. This 
was a good quarter, not a great one, but we are aiming for a great one for 2 million [parcels] a 
day. We’ve always given that as our guidance and we’ll just have to execute in the second half. 
 

8 



​
Wong Kye Siang - Analyst 
 
Thank you. 
 
One question for Mahesh. Just trying to understand your margin improvement for ADE. Just 
now, in the slides, it was mentioned that part of the reason was the improvement in finance cost 
because your top line didn’t really improve significantly quarter-on-quarter. How should we look 
at it? Why is there such a strong improvement in the finance cost? 
​
Mahesh Kumar - CEO, ADE 
 
The improvement is not just on the financing cost. Last quarter, we mentioned that the 
turnaround time of the aircraft got delayed so the number of checks were reduced, because of 
delays in engines and all that. But this quarter, the number of checks actually improved, our 
turnaround time improved. Hence, our margins improved as well. 
 
Wong Kye Siang - Analyst 
 
So the finance cost improvement, is it because you also paid down the debt? 
​
Teh Mun Hui - CFO, Capital A​
 
It’s more on the recognition of the interest on the lease for the hangar, so there’s the adjustment 
on the lease expenses.​
 
Wong Kye Siang - Analyst 
 
So the lease expenses run rate, can we assume that, going forward, this will be the new run 
rate?​
 
Teh Mun Hui - CFO, Capital A​
 
It should be similar. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
Thanks, Kye Siang. I think we have Wai Yeap. 
 
Wong Wai Yeap - Analyst 
 
Thanks, Joanna. 
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Looking at how your numbers move, based on financials, it seems like, in quarter one, the main 
carry for profitability for the aviation side was Thailand. And in the second quarter, obviously 
Thailand went into losses, yet the numbers are still holding up, so I guess it’s probably Malaysia 
that is doing quite well this quarter. So what drove that big swing between the first quarter and 
second quarter for Malaysia? 
​
Tony Fernandes - CEO, Capital A 
 
You know India, China, all the markets are operating very well. I also want to add that Malaysia 
could be so much better if we had all our planes back. We’re short of planes, and our on-time 
performance has been affected because we just don’t have any spare planes at the moment, 
which will obviously impact yield a little bit. Just, I think, strong marketing, good route structure, 
competition being sensible. 
 
But I also want to say Indonesia and Philippines are also performing very well. Thailand was the 
star for us, and I believe it will come back. Anyway, Bo has adjusted capacity aboard. 
 
Bo, do you want to add anything that I haven’t said on Malaysia and give an update, from your 
perspective, of the four countries? 
 
Bo Lingam - CEO, AirAsia Group 
​
For Malaysia, after February, we realigned our routes and cut off all the non-profitable routes. 
And we maximised our fleet and also got back all the Indonesian cities that were shut previously 
before COVID, for example, Palembang, Samarang, Pontianak and so forth. So basically, we 
got our route network plan right until the fourth quarter.​
​
Moving forward, Malaysia will be okay, and we have a good expansion plan for 2026. Indonesia 
and Philippines, we did the same - took out all the unprofitable routes [inaudible] and basically 
we made sure that we put all the aircraft on the right routes and got the network properly 
designed. 
 
In Thailand, after the aftershocks of the earthquake in Myanmar, and also all the scams and 
Chinese issues and also the Thai-Cambodian border, the second quarter was a bit weak. I think 
third quarter slowly we’ll come back, and I’m very confident fourth quarter will be good. Thailand 
always bounces back, so I’m very confident for 2026 as well.​
 
Wong Wai Yeap - Analyst 
 
Understand. In one of the quarters, you mentioned that Indonesia in the third quarter should see 
seasonally strong numbers. Should we expect it to be breakeven or profitable for Indonesia in 
the third quarter? 
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Bo Lingam - CEO, AirAsia Group 
​
Yes. We look at it being profitable. 
 
Tony Fernandes - CEO, Capital A 
 
I just want to add... I keep saying this but I really feel the potential for Indonesia is really, really 
large. I think the marketing team have done a very good job at the moment and our brand is 
strong there. I even feel confident in taking on Lion Air in domestic now, which I never did 
before. 
 
Bo Lingam - CEO, AirAsia Group 
​
A lot of people don’t look at [Fly-Thru]. Fly-Thru contributes a lot from Malaysia into Indonesia 
and vice versa. Indonesia, I think once we get our remaining planes, we have got a very good 
network plan that will go on right up to December. I think we are pretty good in Indonesia, 
especially with the opening of the four routes: Palembang, Semarang, Pontianak and Padang. 
​
Wong Wai Yeap - Analyst 
 
Okay, I see. Thanks, and all the best for restructuring.​
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
While we’re on aviation, there’s one more question here: Are there signs of irrational pricing as 
every airline is adding capacity to the market and RASK has been declining for the past few 
quarters? 
 
Bo Lingam - CEO, AirAsia Group​
 
In general, I think, yes, of course, one of the airlines in Indochina. I think Malaysia is okay. They 
are pretty disciplined now. 
 
Yes, we do have [irrational pricing] but eventually, they can’t sustain and they cut the routes and 
so forth. We are quite disciplined. We stick to our model. 
​
Tony Fernandes - CEO, Capital A 
 
One of the lessons of COVID - most airlines now are really focused on rational pricing. It’s 
nothing like it was pre-COVID. 
 
But I don’t think capacity is growing as much. It’s really returning capacity. There’s not a lot of 
growth in capacity, so we’re in a good position in every market. I wouldn’t say we have 
anywhere near the [pre-COVID] irrational pricing. 
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Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
While we’re on this topic, [there is a question] from Matthew: AirAsia X long-haul average fares 
fell 15 percent year-on-year as opposed to the short-haul average fare, which has risen 3 
percent year-on-year, excluding Thailand. Could you provide some colour on this divergence? 
 
Tony Fernandes - CEO, Capital A​
 ​
It’s a mixture of routes as we’re cutting out some of the longer distance routes and bringing in 
shorter routes. It’s just a revenue mix more than anything for [AirAsia] X. 
​
Joanna Ibrahim - Chief Strategy Officer, Capital A 
 
That’s all for aviation. We do have a question for BigPay. 
 
This is from Daniel: What are the strategic initiatives planned for BigPay to reduce the losses?  
 
Aireen, do you want to take this? 
​
Aireen Omar - CEO, BigPay 
 
Yeah, sure. 
 
The plan is to reduce the transactions that’s making us losses. If you could see the numbers, 
you see the GTV has reduced, but EBITDA has improved tremendously. So that’s one area. 
Another area is to work closely with vendors that we use and to optimise the cost around it. 
We’re working closely with a few of the vendors, including Visa. 
 
But the most important thing is to improve the top line, which is getting more profitable 
transactions, building remittances since it’s 77 percent of gross profit contribution and also to 
build up lending. 
 
We also have a strategic partner that works with us, so we look at areas where we could 
capitalise on their strengths and our connection to build the business more. 
 
Joanna Ibrahim - Chief Strategy Officer, Capital A 
​
I don’t have any more questions in the chat box. If you guys have any more questions, please 
raise your hand. 
 
Okay, no more questions. 
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Tony Fernandes - CEO, Capital A 
 
Great. Thank you for this. I want to thank my team. It’s a good set of results and we aim for a 
good third and fourth quarter. Still a few lumpy things here and there, but more or less over. Key 
for me now is to finish off this restructuring and get our planes back. 
 
So thank you for dialling in. Mun Hui will send those FX questions out to you, and have a good 
weekend. See you all soon. Thank you very much. Bye. 
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