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Disclaimers

IN GENERAL. This disclaimer applies to this document and the verbal or written comments of any person presenting it. This document, taken together with any such verbal or written comments, is referred
to herein as the “Presentation.” The information contained on, or accessible through, any websites included in this Presentation is not incorporated by reference into, and should not be considered a part
of, this Presentation.

FORWARD-LOOKING STATEMENTS. Certain statements in this Presentation may constitute “forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of 1995, of FTAI
Aviation Ltd. (referred to in this Presentation as “FTAIl,” the “Company,” or “we”), including without limitation, the ability to achieve 900x module capacity at FTAI Canada, closing on the ATOPS acquisition,
launching Prime Engine Accessories, ability to achieve 25% MRO market share, the ability of SCI to deploy $6B+ for inaugural partnership, ability to meet annual target of 750 modules in 2025, ability to
launch SCI II, whether there is an enduring horizon for CFM56 shop visits over the next 10 years, ability to achieve key investment objectives and create significant long-term value, ability to successfully
integrate acquired businesses and realize the anticipated benefits of acquisitions, expansion and growth opportunities, pipeline activity and investment of existing cash, ability to successfully complete
transactions for which we have definitive agreements, letters of intent or “LOIs”, ability to serve as the world’s largest lessor for CFM56 and V2500 engines, actual results as compared to annualized or
run-rate data, expectations, targets or projections regarding future potential Adjusted EBITDA or Adjusted Free Cash Flow, ability to meet production growth goals and targets and execute initiatives at the
Company’s owned and joint venture facilities globally, whether the Company will be able to grow or accelerate market share for aftermarket maintenance, whether equipment will be able to be leased,
becoming a leading independent provider of CFM56 and V2500 light maintenance solutions, strengthen FTAI's leadership in MRE, cost reductions and savings from shop visits, generating significant cost
savings and effecting lower turnaround times, ability to achieve sustainable initiatives and reach sustainability targets, bank borrowings and future debt and leverage capacity, how many aircraft and
engines are ultimately owned by SCI partnerships, the terms of providing aircraft management services to and use of the Company's MRE program by SCI partnerships, whether the Company will benefit
from lower capital reinvestments, financing activities and other such matters. These statements are based on management’s current expectations, estimates and beliefs and are subject to a number of
trends and uncertainties that could cause actual results to differ materially from those described in the forward-looking statements, many of which are beyond our control. FTAI can give no assurance that
its expectations will be attained. Accordingly, you should not place undue reliance on any forward-looking statements made in this Presentation. For a discussion of some of the risks and important factors
that could affect such forward-looking statements, see the sections entitled “Risk Factors” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations” in the Company’s
most recent annual report on Form 10-K and quarterly report on Form 10-Q (when available) and other filings with the U.S. Securities and Exchange Commission, which are included on the Company’s
website (www.ftaiaviation.com). In addition, new risks and uncertainties emerge from time to time, and it is not possible for the Company to predict or assess the impact of every factor that may cause its
actual results to differ from those contained in any forward-looking statements. Such forward-looking statements speak only as of the date of this Presentation. The Company expressly disclaims any
obligation to release publicly any updates or revisions to any forward-looking statements contained herein to reflect any change in the Company's expectations with regard thereto or change in events,
conditions or circumstances on which any statement is based.

PAST PERFORMANCE. Past performance is not a reliable indicator of future results and should not be relied upon for any reason. Annualized data is presented for illustrative purposes only and should not
be considered indicative of future performance or actual results for any period.

NO OFFER; NO RELIANCE. This Presentation is for informational purposes only and does not constitute an offer to sell, or a solicitation of an offer to buy, any security and may not be relied upon in
connection with the purchase or sale of any security. Any such offer would only be made by means of formal documents, the terms of which would govern in all respects. You should not rely on this
Presentation as the basis upon which to make any investment decision.

NON-GAAP FINANCIAL INFORMATION. This Presentation includes information based on financial measures that are not recognized under generally accepted accounting principles (GAAP), such as Adjusted
EBITDA. You should use Non-GAAP information in addition to, and not as an alternative to, financial information prepared in accordance with GAAP. See Reconciliation and Glossary in the Appendix to this
Presentation for reconciliations to the most comparable GAAP measures and an explanation of our Non-GAAP measures. Our Non-GAAP measures may not be identical or comparable to measures with the
same name presented by other companies. Reconciliations of forward-looking Non-GAAP financial measures to their most directly comparable GAAP financial measures are not included in this
Presentation because the most directly comparable GAAP financial measures are not available on a forward-looking basis without unreasonable effort.
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FTAlI Canada Highlights

Square Feet 27" Module Capacity@® L Employees®

25+ Years History of CFM56 Maintenance Key Capabilities
i i [ H Engine Perfi R ' |
@ AIR CANADA m Air Canada Technical Service formed eavy Engine Performance Restoration ]
) .
LOCKHEED MARTINF Lockheed Martin Acquisition ﬁ) Modular Maintenance )

H = On-Site Engine Test Cell
MODULE m FTAI Module Factory launch with Lockheed J

20
“ {F\TA' IATICN m FTAI Acquisition

Extensive Component Repairs

Center of Excellence for Innovation
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!’(4 h (1) Annual capacity per year at full utilization. (2) Includes fulltime and parttime as of November 2025.




FTAlI's Transformation is Focused on Leadership in Two

Businesses: Aerospace Products & Strategic Capital

Aerospace Products Strategic Capital

Bu3|.ness Aftermarket Engine Maintenance Asset Management
Vertical
Business . . . : .
Model Sell, Exchange or Lease Engines and Modules Aircraft Lessor with engine maintenance advantage
Capital . . .
. Asset-Light Asset-Light due to private fund format

Requirement
Long-Term . . .

ong-le 25% Market Share Leading AUM with top quartile returns

Goal®

COMPLEMENTARY VALUE CREATION

Aerospace Products guarantees maintenance expense and Strategic Capital provides Aerospace Products with a captive
“built-to-suit” engines customer and steady feedstock of run-out engines

A
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(“ A (1) Forward looking statement. See disclaimers at beginning of presentation.




Leading Provider of Aftermarket Engine Solutions for

Current Generation Aircraft

4 )
Global Storefront for CFM56 and V2500 Engine Solutions
Aerospace Products Strategic Capital
Sell / Exchange Sell / Exchange Lease On-Lease Aircraft
Engines Modules Engines Acquisitions
\\ AN J )
ENGINE MAINTENANCE FOUNDATION
=Y, D @f\
4 750 (5 25% 077 250+
World Class Engine 2025 Engine Market Share Customers Globally
Maintenance Facilities? Module Production Target® Target® and Growing®
_\\‘l‘
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fﬂ A (1) Comprised of Montreal, Miami, Rome, and Lisbon. Lisbon facility is subject to certain customary closing conditions. See disclaimers at beginning of presentation. (2) Forward looking statement. See disclaimers at beginning of

presentation. (3) Comprised of total Aviation Leasing and Aerospace Products customers inception to date.



MRE Flywheel: Highly Integrated Business Model

Asset-Light
Business Model

0 Leading Market
Share

Q Resilient Earnings
with Strong
Margins

1)

e -
;; FTAI AVIATION

SELF-SUSTAINING LONG-TERM VALUE GENERATION@

Rebuild Unserviceable /é\

Engines and Modules Sel! Engmes and Modules
serving as the outsourced MRO to Airlines and Asset Owners
for airlines globally often through Exchanges

Aerospace Strategic

Products Capital

Acquire On-Lease Aircraft _
on behalf of institutional investors and Lease Engines and Serve as

service the engines through FTAI's the World’s Largest Lessor for

mMaintenancalblSinoss g the CFM56 and V2500 Engines

(7N (1) Forward looking statement. See disclaimers at beginning of presentation.
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A Unique Edge: Combining Maintenance Capabilities

and Asset Ownership¥

1 1.0M+

== Maintenance
Facilities
Sq Ft

@)) 80%+
® CFM56 Repairs
Vertically
Integrated®

€@ $2.5BN

Engines and
Parts®

Q FTAI Facility
2 OO . Customer Location

Managed Aircraft®)

Q)
2 FTAI AVIATION 8
f(‘“ (1) Comprised of Montreal, Miami, Rome, and Lisbon maintenance facilities; Orange and Bristol component repair facilities. Lisbon facility is subject to certain customary closing conditions. See disclaimers at beginning of presentation. (2)

Based on management estimates; actual results may vary. (3) Engines and parts value as of September 2025. (4) Managed aircraft count including aircraft on FTAI’s balance sheet and SCI’s closed and under LOI.




FTAlI Engine Exchange Versus Traditional Shop Visit

Modular | )7~ Full Operational ' ' Rotable
Assembly Line ' Control ' Inventory Pool

Timeline Comparison®

A 45 - 80 Days Turn Around Time CUSTOMER
ENGINES IN EXCHANGE
IN 0-3
FTAI Disassembly Replace Reas.rseszly/ Days
MRE 20 =0 b 15 - 20 Days
Days Sz a))
ouT 3"‘:
120 - 210 Days Turn Around Time
CUSTOMER CUSTOMER
ENGINE IN ENGINE OUT
Disassembly Inspect, Repair and {liilifi Reassembly/
MRO 20 - 40 Days REEED Test %414
80 - 140 Days 15 - 20 Days 7“:‘-
_a“f
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(ﬂ h (1) Based on management estimates; actual results may vary.



Montreal Facility Transformation

Aligned
Workforce

Transformation Highlights

Module

Specialization

CFM56
Only Focus

CFM56 Module Production

Launched training
academy and local
university partnerships

Alignment of incentives to
better achieve global
production goals

R\ Y

v" Dedicated maintenance
lines by module

v" Technicians gain greater
knowledge and efficiency

v" Consistent quality and
lasting reliability

v CFM56 only-focus allows
for efficient facility

v' Lack of third-party
customers streamlines
production

= FTAI AVIATION

Pre-FTAI
Acquisition

+100%

Q3’24
Run Rate®

!’(4 h (1) Run rate is calculated as the quarterly production multiplied by 4. (2) Forward looking statement. See disclaimers at beginning of presentation.

Today

+%

Q3’25 2026
Run Rate® Target®@
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Optimized Component Parts Strategy

Leverage scale to minimize Proprietary contracts for Utilize technology for
parts replacement costs parts procurement better decision making

Parts Procurement

2

Economies
of Scale

Parts Strategy SIS

Repair

PMA Parts through
Chromalloy JV

Extensive In-House Repair

FTAI Investment Capabilities and Repair Ir;/iitocgw(lm pali?:]aer:gy:i
Development y Scaled buyer of New and P
Used parts
Lower Cost and Vertical Greentime N . . o
FTAI Advantage Integration Optimization Significant discounts Supply Chain Optimization
_\\‘l‘
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I’({ h (1) Forward looking statement. See disclaimers at beginning of presentation. (2) Inventory value is as of September 2025.



Benefits of Vertical Integration through Part-Level Repair Capabilities

TOP TIER MRO IN-HOUSE ENGINEERING & DEVELOPMENT

INTEGRATION THROUGH M&A

Fan Major Module Blades, Vanes, Accessories

Inspection and
Repair Processes

Inspection: Metrology, CMM, Chemical
cleaning

Non-Destructive Testing: Magnetic Penetrant,
Eddy Current, Ultrasonic immersion

Repair: Plasma Spray, Welding, Sermetel, CNC
machining

Inspection: Detailed Visual Inspection
Non-Destructive Testing: Penetrant inspection

Repair: In-situ guide vane restoration, bushing
replacement, full containment case repair
capability

Inspection & Testing: Metallurgical, Fuel, Oil,
Electronic, Electrical

Repairs: Precision welding (robotic/hand),
machining, actuation, electronic circuitry,
electro hydraulics, mechanical systems

Value Creation®

Repair Cost Savings: ~$550K or 40%
Yield Improvement: up to 90%
TAT improvement: 75 days

Repair Cost Savings: ~$400K or 80%
Yield Improvement: 100%
TAT improvement: 75 days

Repair Cost Savings: up to $150K or 40%
Yield Improvement: 50%
TAT improvement: 75 days

Q‘ 1]
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V“ A (1) Based on management estimates; actual results may vary.




Training Academy: Talent Development Will Support FTAI's Long-Term Production Growth

Develop Talent
an d E I evate Learning System
Pe rfO r m a n Ce v Major hub for aerospace talent Shop floor best practices v" Proprietary AR-powered tools

V" Internship programs with
universities and mechanics
schools In-house CAA certification v Automated curriculum updates

v PhD professor support

Montreal Talent Pipeline

Module specialization v Live evaluation and support

G J - J

Augmented Reality is Transforming Employee Learning

Transform the aftermarket ) , , o
Visual and interactive training vs.

traditional book-based teaching

Empower new ideas

Supports independent learning

State-of-the-art production Trainees learn better and faster

Q)
> FTAI AVIATION
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Programmatic M&A Expansion'V)

Disciplined Investment Strategy Focused on Two Core Principles

Acquire underutilized facilities Partner with repair specialists
Replicate proven FTAI business model Innovate alternative repair solutions
Drive synergies through integration with existing MRE operations Guarantee FTAI Volumes to enhance economics
t | t |
| Capacity Expansion L Vertical Integration :
: i\\ ( b M / 1
I QUICKTURN = o 5 PACI Flc rﬁ PRI M E [
| X \9‘:1?:? o AN Reroovamic. Vi ENGINE ACCESSORIES |
| R . . . 1 |
. . Will Expand Miami Production HPC Blade and Vane . I !
1 L
Thesis: | European MRE Operations and Develop Lisbon Field Service | 1 Repair Capabiliies Accessory Repair Capabilities :
1 U
Initial 1 o :
Investment : $10M $15M : : $12Mm $10M I
I i 1
Location: : Rome Miami and Portugal : : Orange, CA Bristol, CT l
! : I :
| |
Size: | 200,000 sq ft 100,000 sq ft I 50,000 sq ft 70,000 sq ft :
1 L
Capacity / | ' B :
pacity 450x modules 150x modules b $50K per Shop Visit $75K per Shop Visit |
Savings: g o ]
R .
~ FTAl AVIATON ——————— — 14

*'f“ (1) Forward looking statement. Based on management estimates; actual results, initial investment and timing of operations may vary. See disclaimers at the beginning of this presentation.
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What We’ve Accomplished in 2025

2025 SPV Highlights
e« 2025 SPV gathered

support from over 20
leading institutional
investors

X &>

Target Airline

i ©)
Target Aircraft Customers®

* Upsized vehicle size
reached its hard cap
of $2.0 billion

* FTAI co-investment

increased to ~$380 $6_OBN $3_5BN ~375X 75+

million or 19% of
total commitments@

\ J (& AN J
0
> FTAl AVIATION 16
fﬂ\ (1) Total AUM = $2BN Equity + $4BN current and future estimated debt financing. (2) Aircraft Closed or Under LOI as of October 2025 for a total of 190 aircraft. (3) Forward looking statement. See

disclaimers at the beginning of this presentation.



Strategic Capital Structure

2

Closed End, Draw FTAl is the GP
Down Vehicle and we manage
the vehicle on
behalf of 20+ LPs

D

The vehicle has
an investment
period and a
harvest period

P4
2 FTAI AVIATION _ — — : : 1
fﬂ\ (1) Forward looking statement. See disclaimers at the beginning of this presentation.




Investment Strategy

Strategic Capital vehicles are structured to maximize risk-adjusted returns by combining on-lease aircraft
ownership with the operational advantage of FTAl's engine maintenance capabilities

| 2 Aircraft Types y) Must Be On-Lease 3 Minimum Returns
A320ceo

Aircraft must have
unlevered
remaining on minimum returns®
its least term

)

~ HATI
= FTAI AVIATION
(1N

(1) Forward looking statement. See disclaimers at the beginning of this presentation.




All SCI Engines Are
Maintained by FTAI

was signed at inception and

* Provides for Engine
Exchanges

* Engines are

» Generates outsized performance

* Minimizes residual value risk

R\
& FTAIl AVIATION
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MRE Program Benefits All Parties

FTAI

Multi-Year Contractual
MRE Pipeline

AIRLINES

Avoid Shop Visit
Risk and Burden

19



Investing in the Right Aircraft, at the Right Time®

Whitespace Opportunity: 2025 SPV Targeting Motivated Sellers of Current Gen Aircraft®

$ 6 B N $300BN+ Total Addressable Market

of Purchasing Power® 14,000+ current Gen Aircraft

37 5 $4OBN Annual Target Market
Number of Aircraft 2,100 Aircraft
Targeted

$6BN+ Acquire 2% of the

2Q 2026 375 Aicra Fleet Annually

2025 SPV Fully Invested

(Expected)

a‘"
+ FTAl AVIATION A
LN (1) Forward looking statement. See disclaimers at the beginning of this presentation. (2) Per MBA Aviation 2024 Report. Includes A320ceo and B737NG Aircraft. (3) Based on management estimates; actual

results, initial investment and timing of operations may vary.



Strategic Capital: Deployment and Future Vehicles®)

Investment program structured to raise investment vehicles every 12 to 18 months

2025 SPV Deployment Meter

Full Deployment
June 2026

over ===
Halfway
Deployed

60% aircraft closed
or committed

Started Investing
March 2025

“\l/

-
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Target AUM =
$20BN
$6BN
debt + equity
FTAI Aircraft Leasing
SPV | / '

2025 -2026 Future SPVs

21

(1) Forward looking statement. See disclaimers at the beginning of this presentation.



FTAl's Future is Engine Maintenance and

Asset Management®)

Engine Maintenance Asset Management

* Long-term customer for engine » Differentiated buyer due to
exchanges Wl n_Wi N engine maintenance contract

* Built-to-Suit engines reduced

eSiaual vaiuce

Built in pipeline of unserviceable

QN
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f(“ (1) Forward looking statement. See disclaimers at the beginning of this presentation.




FTAl's Business is Built to Scale Seamlessly into

New Engine Technologies¥

-

Aerospace Products

MRE capabilities can be leveraged
to support new engine platforms

OEM and regulatory licenses
Highly trained technicians

Shop equipment, test cells and
component repair capabilities

Engineering and repair design
processes

1)
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Strategic Capital

Built to scale and expand into new

aircraft types

World class investment and servicing
platform

Extensive existing relationships with
global institutional investors

Trusted relationship with global
lenders and capital market players

Proven track record

(1) Forward looking statement. See disclaimers at the beginning of this presentation.

FTAI Plans to Enter
New Technology
Engines in Next
3-5years

FTAI has Industry
Advantage for New
Platforms

Maintenance needs for

New Technology will be
Significantly Larger than
Current Tech

23



