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Yes – there most definitely is a market for AAM
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We estimate U.S. AAM market size of 180 million passengers. This represents a 
penetration rate of just under 0.1% of all trips taken by residents. 

As the AAM passenger market matures, this share is likely to increase, providing 
opportunities for substantial long-term growth of the sector.

Future technology will make eVTOL flight more 
affordable, more convenient and more accessible, 
providing growth potential well beyond our market 
sizing

annually

Source:  ICF forecasts

ICF estimates of the near-term US AAM 
passenger market (based on 2022 activity)

ICF’s forecast methodology

We can easily see AAM larger than 
commercial aviation - by the year…. ?
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• Demand elasticity = price/TMV

• Our model based on $3.00/mile

• Need understand ownership cost

• The cost of battery reserves have 
not been adequately addressed

Assumed Price per passenger mile ($) by flight distance (mi)
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Taxi = $1.50 / mile

Private vehicle = $0.45 / mile

To achieve demand OEMs must deliver of operating costs

Key Factors to Demand Forecasts
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Operators need a seamless experience and 
offer a superior product

Operators must reduce operational complexity 

First Mile
Curb 

to 
Gate

Ascent Flight (Cruise) Stack & 
descent

Gate 
to 

Curb
Last Mile

Origin Destination

Fixed
10 mins

Fixed 
10 

mins

Fixed
1 mins Variable Fixed 

2 mins

Fixed 
5 

mins

Fixed
10 mins

EVTOL

UBER

eVTOL in an airport perimeter



ICF proprietary and confidential. Do not copy, distribute, or disclose.

This… …Or this?

Operators must get this right – 1st impressions are important  

Operational reliability is going to be critical to launch
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Key Operator Issues
• Demand = fares = operating costs

• The cost of battery reserves have 
not been addressed

• Someone else needs to pay for ground 
/charging infrastructure

• OEM’s cannot simply sell aircraft, 
extensive support required

• Expect a significant operational 
learning curve

Launch operators will need to get the business model right

First impressions are important – we need to work hard to 
get it right the first time

Presenter Notes
Presentation Notes
1) Demand = ticket prices = operating costs2) OEM’s cannot simply sell aircraft – operators will be looking for performance guarantees and more �– that will cost money3) The cost of battery reserves have not been addressed4) Someone else needs to pay for ground infrastructure/charging infrastructure5) Operational readiness will take time – there will be a significant operational learning curve – has implications as to who your launch operator is – how much involvement you as an OEM must have.  
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Get in touch with us:

About ICF

ICF (NASDAQ:ICFI) is a global consulting and digital services company with over 7,000 full- and part-time employees, but we are not your typical 
consultants. AtICF, business analysts and policy specialists work together with digital strategists, data scientists and creatives. We combine 
unmatched industry expertise with cutting-edge engagement capabilities to help organizations solve their most complex challenges. Since 1969, 
public and private sector clients have worked with ICF to navigate change and shape the future.

Eliot Lees

Vice President, Aviation
Eliot.Lees@icf.com
+1.617.218.3540

Presenter Notes
Presentation Notes
ICF has significant runway for continued organic growth across our client setFederal Government:  longstanding relationships at multiple agencies whose budgets are increasing, thanks to our recognized domain expertise and implementation skills; record pipeline to drive growth over next several yearsState and Local Government: disaster recovery developing into longer term, ongoing revenue contributor; substantial opportunities for additional contract awards and expansionsMarketing services is benefitting from rebranding as ICFNext; healthy pipeline is providing greater visibilityCommercial energy is very well positioned for the upcoming California RFPs; on the leading edge of utility industry transformationWe continue to explore complementary and accretive acquisitions that would increase our scale in growth areas and broaden our capabilitiesWe have the financial resources to efficiently support both organic and acquisition growthMost important, ICF has a unique culture that drives excellent innovation, execution and collaboration across the organization
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