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Just recently, SWISS selected Bombardier’s Smart 
Parts Programme to provide component support 
for the airline’s upcoming fleet of 30 C Series air-
craft.  The 10-year agreement positions SWISS as 
the launch customer for the C Series Smart Parts 
programme and provides the airline with compre-
hensive component MRO services.

The subject of OEM long service contracts contin-
ues to a hotly debated topic at MRO events and 
discussions. Paul Rehder from Aviation Manage-
ment raised some interesting points during an in-
terview on PMA parts worth highlighting.

OEM’s make a large percentage of their profits 

on spare parts sales and the OEM’s [as he sees 
it] have come up with a great strategy to protect 
these sales. Rehder said this strategy was three 
fold: Overly promote the OEM parts solution to 
the financial institutions (the banking industry, In-
surance companies, and lessor’s) that the aircraft/
engine will be worth less with PMA parts in it and 
that all warranties will be null and void.

Along with that the OEM’s claimed that if they 
find PMA parts in an engine they will scrap out 
the PMA parts as well as any associated disks 
(LLP parts) and this can cost an owner hundreds 
of thousands or even millions of dollars.  This 
myth has mainly been debunked because the 

majority of PMA parts are manufactured based 
on “Identically”. 

And finally wrap up long term “Power-By-Hour 
(PBH)” contracts that last for five, ten, fifteen years 
or even longer.  This completely keeps PMA and 
DER’s out of the engines for a number of years.

Whichever side of the debate you are on, it’s an in-
teresting subject and you can read more opinions 
in this issue’s cover story. 

Keith Mwanalushi
Editor



Lufthansa Technik’s Aircraft Leasing and Trading 
Support (ALTS) is the fast, professional service  
that takes over when a leased aircraft changes 
operators. We handle the full spectrum of checks 
and modification work, including design, cabin  
furnishings and repainting — all the way up to the 
necessary inspections and approvals. In short, we 
take care of all the technical and administrative  
tasks of aircraft leasing for you, whether you’re the 
lessor or the lessee. Let’s talk about it! 

Lufthansa Technik AG, marketing.sales@lht.dlh.de
Call us: +49-40-5070-5553

The shortest distance 
between two owners? 
Ask us.

www.lufthansa-technik.com/leasing More mobility for the world

http://www.lufthansa-technik.com/leasing
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Eirtech Aviation wins four-year technical 
services contract with SAS

Eirtech Aviation, a leading provider of aircraft 
engineering and technical services, and SAS have 
signed a contract for Aircraft end of Lease Tech-
nical Services until 2019. The new agreement 
is effective immediately and builds on a strong 
relationship between the two companies, while 
expanding the scope of services being offered. 
Eirtech Aviation secured the contract following a 
robust tendering process that will see the special-
ist aviation services company provide redelivery 
support for all SAS-leased aircraft, over the next 
four years. The contract means that over 40 SAS 
aircraft reaching the end of their lease period will 
pass through Eirtech Aviation’s Technical Services 
department, located at Shannon Airport in Ire-
land, ensuring that all aircraft are returned to the 
leasing company in the condition agreed at the 
time of leasing to SAS. The contract will involve a 
dedicated Technical Services project team of over 
20 people, assisted by Eirtech’s CAMO personnel, 
working across a range of aircraft including Boe-
ing 737s, Airbus 320s and Airbus 340s. 

LORD Corporation signs Letter of Intent 
for MA700 aircraft

LORD Corporation, a leader in the management 
of vibration, noise and motion control, has re-
ceipt of a signed letter of intent for design and 
production of the engine and APU vibration 
isolation systems for the MA700 aircraft. The 
agreement is with AVIS Xi’an Aircraft Industrial 

Corporation of the Aviation Industry Corporation 
of China, makers of the Xian MA700, a twin-en-
gine, medium-range turboprop airliner currently 
under development. Building on nine decades of 
engineering excellence and experience providing 
engine mounts and other vibration isolation sys-
tems for OEMs around the globe, LORD will de-
sign, develop, test, qualify and manufacture the 
components as well as provide in-service support 
as part of this agreement. 

TEXL named first GE90 TRUEngine au-
thorized MRO

Taikoo Engine Services (Xiamen), a member of 
the HAECO Group, has become the first TRUEn-
gine authorized MRO for the GE90 engine. “TEXL 
plays an important role in helping satisfy increas-
ing demand for GE90 overhauls in one of the 
fastest-growing regions in the world,” said Kevin 
McAllister, President and CEO of GE Aviation, 
Services. “TEXL’s commitment to excellence is 
completely aligned with the values that underpin 
the TRUEngine MRO program, and we are very 
pleased TEXL is the first GE90 overhaul facility to 
earn the TRUEngine MRO designation.” To date, 
TEXL has repaired around 300 GE90 engines. In 
2008, TEXL and GE Aviation entered into a long-
term GE90 Branded Service Agreement (“GBSA”), 
which licenses TEXL as an authorized GE90 Ser-
vice Provider, GE90 Centre of Excellence, and the 
sole holder of a GE90 GBSA in Asia. Operating 
from a state-of-the-art 38,000m² facility, TEXL 
offers a growing range of component repairs 
and is equipped with a test cell rated at 150,000 
pounds of thrust.

SWISS becomes launch customer for C 
Series aircraft Smart Parts component 
support

Swiss International Air Lines has selected Bom-
bardier’s Smart Parts Program to provide compo-
nent support for the airline’s fleet of 30 all-new C 
Series aircraft. The 10-year agreement positions 
SWISS as the launch customer for the C Series 
Smart Parts Program and provides the airline 
with comprehensive component maintenance, 
repair and overhaul (MRO) services, access to a 
strategically located spare part exchange pool, 
and an on-site inventory based at the airline’s 
main hub in Zurich, Switzerland. SWISS is the 
launch operator for the C Series aircraft, with the 
first CS100 aircraft scheduled to be delivered by 
Bombardier in June 2016. SWISS will take deliv-
ery of a total of 30 CS100 and CS300 aircraft.

Vector Aerospace celebrates opening of 
new Canadian turboprop test cell

Vector Aerospace, a global independent provider 
of aviation maintenance, repair and overhaul 
(MRO) services, has announced the grand open-
ing of a new engine test cell at its Summerside 
facility in Prince Edward Island, Canada. This new 
multimillion dollar test cell, which was the result 
of a financing partnership with provincial and 
federal governments, is capable of supporting 
turboprop engines producing up to 5,000 shaft 
horsepower. It joins three existing test stands 
at Summerside, two dedicated to turboprops 
and one to turbofans. The new cell will expand 
Vector’s local test capacity on turboprop models 
supported from the Summerside overhaul facil-
ity, such as the Pratt & Whitney Canada PT6A 
and PW100 series, thus minimizing turn-around 
times (TATs) for its customers globally and sup-
porting further market share growth.

Monarch Aircraft Engineering signs new 
line maintenance contracts

Monarch Aircraft Engineering has contracted 
new customers to their line maintenance portfo-
lio for summer 2016. Monarch Aircraft Engineer-
ing will be providing line maintenance technical 
handling to Iberia Express Airbus A320 opera-
tion at Birmingham and Vueling Airlines’s Airbus 
A320 operation at Birmingham, Luton and Leeds 
Bradford airports. In addition, Primera Air has 
renewed their current contract for call-out sup-
port for their Boeing 737NG operation at Malaga 
airport in Spain.

SAS and Eirtech Aviation signs a 4-year technical services contract    Photo: Eirtech Aviation 

MRO and Production News
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Comlux America celebrates wide-body 
hangar expansion

Comlux America, the Completion and Service 
center of the Comlux Group based in Indianapo-
lis IN, celebrated the expansion of its VIP com-
pletion hangar which now has the capability of 
housing wide-body and narrow-body aircraft 
simultaneously. The celebration of the facility 
expansion took place on the 27th of April, 2016, 
one year from the ground breaking ceremony. 
Comlux America’s first wide-body completion, 
an ACJ330 aircraft, was inside the hangar for 
the event, creating an impressive backdrop for 
guests. This aircraft will be the 12th VIP com-
pletion for Comlux America overall. During the 
event the hangar also housed 2 BBJs (one in 
completion and one in maintenance) and one 
SBJ in completion. The new expansion increased 
the total size of the hangar from 128,000 ft² to 
157,000 ft², which means it can now house one 
wide-body and up to four narrow-body aircraft 
simultaneously. 

Jet Aviation to operate FBO at Van Nuys 
Airport

Jet Aviation has been awarded a 30-year lease 
for a 17-acre site by the City of Los Angeles to 
establish an FBO facility at Van Nuys Airport. 
In 2015, Jet Aviation won a competitive tender 
process and was selected by Los Angeles World 
Airports to operate an FBO facility at Van Nuys 
Airport. Jet Aviation will offer FBO services in an 
interim terminal once operational control has 
been granted by Los Angeles World Airports, 
which is expected in the next few months. Jet 
Aviation has also initiated planning for its long-
term Van Nuys Airport FBO. The company will 

build a 10,000 ft² LEED Silver certified FBO ter-
minal and two 40,000 ft² hangars and associated 
back shop and office space, all to be completed 
by the end of 2018. The full service FBO will offer 
domestic and international handling, complete 
line service, executive conference rooms, crew 
lounge, flight planning room, business center 
and 24/7 guarded entry to the airport and ramp. 
In addition, Michael McDaniel has been appoint-
ed as the FBO director for Jet Aviation Van Nuys 
reporting to John Langevin, VP of FBO Operations 
North America.

Worldwide Aircraft Services and Saab 
team up on Saab 340B model aircraft 
cargo modification program

Worldwide Aircraft Services, an aircraft mainte-
nance, engineering and modification provider, 
will team with aircraft manufacturer Saab AB 
to obtain FAA approval for the installation of 
the Saab 340A cargo modification Service Bul-
letins into the SAAB 340B aircraft. The Saab 
340B model aircraft’s improved performance 
will offer operators greater flexibility, range and 
capacity. The SAAB 340 fleet currently has 458 
aircraft operating in 37 countries around the 
world. As part of this agreement, Worldwide 
Aircraft Services has also become a “Saab Rec-
ognized 340/2000 AMO,” and will continue to 
provide MRO services for the regional jet and 
turbo-prop aircraft to sales and leasing com-
panies and operators around the world. Saab 
manufactured 159 340A model aircraft between 
1982 and 1986, and 299 340B model aircraft 
between 1987 and 1999. To date, 68 340A air-
craft have been converted to full cargo. From 
locations in Linköping, Sweden and Ashburn, 
Virginia, Saab provides full technical and spares 
support (including AOG) to the worldwide fleet 

of Saab 340A / 340B and Saab 2000 aircraft.

FL Technics completes USB modification 
on Airbus aircraft for SmartLynx Airlines 
Estonia

FL Technics, a global provider of tailor-made air-
craft maintenance, repair and overhaul services, 
has completed a modification project for Smart-
Lynx Airlines Estonia by installing USB charging 
sockets on the carrier’s Airbus A320 aircraft. FL 
Technics base maintenance specialists have in-
stalled brand new seating as well as conducted 
the process of setting up personal USB charging 
sockets for every single passenger, including map-
ping of wire routes in cabin, cargo room, control 
cabin, etc. and syncing the system. While being 
the first of its kind for FL Technics, the project will 
bring significant enhancement of flight experi-
ence to SmartLynx Airlines Estonia’s passengers.

LORD Corporation supplies engine 
mount system for Embraer Legacy 500

LORD Corporation, a leader in the manage-
ment of vibration, noise and motion control, 
was awarded the Engine Mount System on the 
Embraer Legacy 500 aircraft. LORD success-
fully completed certification of the Legacy 500 
system in 2014. The mount system is designed 
to manage the thrust, G and FBO/Windmilling 
loads of the engine, while controlling the deflec-
tions and meeting the envelope size and weight 
requirements. With easy installation and opti-
mization of part count, LORD mounts increase 
passenger and crew comfort with reduction of 
noise and vibration.

MRO and Production News

2016-05 Comlux America celebrates wide-body hangar expansion  Photo: Comlux  
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EDM Door Trainers for Cathay Pacific 
pass factory acceptance tests

EDM, a leading global provider of training simu-
lators to the civil aviation and defense sectors, 
has reported that the three Door Trainers the 
company has manufactured for Cathay Pacific 
Airways have passed their Factory Acceptance 
Tests (FATs) this month. Comprising a B777 Door 
Trainer, A330 Door Trainer and B747 Freighter 
Main Deck Door Trainer, the equipment has been 
designed and manufactured at EDM’s facility in 
Manchester, UK. Once installed at Cathay Pacific’s 
crew training facility at Hong Kong International 
Airport, the equipment will enable the airline’s 
cabin crew to be comprehensively trained in the 
proficient operation of these aircraft door types, 
including procedures for normal, abnormal and 
emergency situations. The Factory Acceptance 
Tests were granted following a rigorous two-day 
inspection and testing process carried out by Ca-
thay’s safety training and simulator engineering 
specialists from Hong Kong. 

PPG opens state-of-the-art liquid coat-
ings application development center at 
Oak Creek plant

PPG opened a US$3m state-of-the-art liquid 
coatings application development center at its 
Oak Creek, Wisconsin, plant. The new center 
includes advanced equipment that helps simu-
late industrial coatings customers’ manufactur-
ing environments to ensure PPG coatings will be 
properly and consistently applied during their 
production processes. The new coatings applica-
tion development center houses multiple cur-

ing ovens, robotic paint applicators, and spray 
booths with temperature and humidity controls 
to mimic a wide range of liquid coatings applica-
tion conditions. These capabilities will further 
enhance the product launch process and appli-
cation validation capabilities of PPG’s industrial 
coatings business. PPG offers a comprehensive 
array of powder, electrocoat, pretreatment and 
liquid products for metal finishing to manufactur-
ers in numerous industries.

TAM and Jet Midwest to offer FAA and 
EASA-approved Saab 340A/B cargo con-
version

Täby Air Maintenance, TAM, has been approved 
by the US Federal Aviation Administration, FAA, 
as well as the European Aviation Safety Author-
ity, EASA, to perform a full cargo conversion of 
the Saab 340A and Saab 340B. “I am very glad 
that we, as the only company globally, have a 
dual EASA-FAA approval for our high-end Saab 
340A and Saab 340B cargo conversion program, 
said Pär Gulle, TAM Managing Director. We are 
now able to offer any US or European opera-
tor a first class conversion program, providing 
a highly cost-effective way to convert this well-
renowned, fuel efficient passenger aircraft into 
a profitable freighter capable of carrying 36 
m3 (1,280cu ft) of cargo.” With dozens of Saab 
340As and 340Bs already converted, the suc-
cessful conversion package is now being offered 
for the US market in a joint venture with Kansas 
City-based Jet Midwest Group. Conversion re-
build of the first US-destined aircraft is well un-
der way at the TAM workshops in Örebro, with 
delivery scheduled for 2016. 

AAR expands PBH footprint in Europe

AAR has expanded its power-by-the-hour (PBH) 
component inventory management and repair 
program in Europe. AAR signed a long-term 
contract with Spanish low-cost airline Volotea, 
headquartered in Barcelona, to support its new 
fleet of A319s. AAR will manage the aircraft sup-
ply chain through its global warehouse network 
with a primary parts pool in Brussels, as well as a 
home-base kit with the customer. The agreement 
includes management of the complete compo-
nent repair cycle. Volotea will also have access 
to the entire AAR pool of inventory through ex-
changes and procurement. The full PBH program 
will grow to a fleet of more than 50 A319 aircraft. 
Volotea serves 70-plus cities and is focused on 
connecting small and midsize European cities 
with non-stop direct flights.

Vallair orders four 11-Pallet position 
B737-400SF freighter conversions

Aeronautical Engineers has signed a contract with 
Vallair to provide the company with four 11-pallet 
position B737-400SF freighter conversions. All of 
the conversions will be modified by Commercial 
Jet’s Dothan, Alabama facility with the first one 
commencing in May 2016, followed by the re-
maining three modifications in June, July and Sep-
tember of this year. The AEI B737-400SF is the only 
passenger to freighter conversion product that of-
fers operators ten full height 88” x 125” container 
positions. This unique capability is achievable due 
to AEI’s Main Deck Cargo Door location which is 
approximately 40” further back than the compe-
tition. The additional container position increases 
AEI’s volumetric carrying capability by 10% which 
places the freighter in a class by itself. 

World Aero achieves FAA Part-145 Re-
pair Station certification

Aircraft wheel and brake MRO World Aero has 
achieved FAA certification as a Part-145 Repair 
Station for their UK-based facility, close to Lon-
don’s Gatwick, Heathrow and City Airports. The 
wheel and brake repair facility is now EASA/FAA 
dual release certified. FAA certification allows 
World Aero to carry out maintenance on wheel 
and brake components for aircraft registered in 
the United States in accordance with 14 CFR Part-
145. Certification means that World Aero will be 
held to the FAA’s rigorous high standards, ensur-
ing that the repair station’s programs, systems, 
and methods of compliance are continuously re-
viewed, evaluated and tested.

Door Trainers for Cathay Pacific Airways pass Factory Acceptance Tests Photo: EDM
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Ameco completes Sharklet retrofit on 
A321 aircraft

Ameco has completed a Sharklet retrofit on an 
Airbus A321 aircraft in its Chengdu facility. It is 
the first time for Ameco to perform the Sharklets 
program on an A320 family aircraft. The retrofit 
was to replace triangular-shaped wingtip devices 
with Sharklet wingtip devices, and which was 
carried out during a scheduled check of the air-
craft to shorten the turnaround time. The Ameco 
Chengdu Branch launched the retrofit prepara-
tion in 2015 and now it holds CAAC approval on 
A320 family aircraft Sharklet retrofit. Operators 
of Sharklet retrofitted aircraft will benefit from a 
reduction in fuel costs by up to 4% and increased 
mission range by up to 100 nautical miles. Mean-
while, similar work on winglet modifications 
on Boeing-manufactured aircraft is going on at 
Ameco’s Beijing Base. Starting in March of 2016, 
Beijing Base now performs winglet modifications 
for an undisclosed carrier’s three Boeing aircraft 
and has already completed winglet installation 
on one aircraft. 

Avtrade & AFI KLM E&M expand Inven-
tory Consignment agreement

Avtrade, a specialist in aircraft spare parts solu-
tions, has reported the expansion of its longstand-
ing relationship and partnership with AFI KLM 
E&M. This alliance, which dates back to 2011 and 
includes joint venture company AAF Spares, offers 
fleet operators a range of innovative cost-effec-
tive global aircraft component services solutions. 

Within the framework of this existing partnership, 
Avtrade and AFI KLM E&M extend their coop-
eration by expanding the Inventory Consignment 
agreement for parts provisioning/sale/exchange 
and lease for A320 Family, A340, Boeing 737, 747, 
777, CRJ and Embraer fleets. Avtrade will store 
and trade over 7500 AFI KLM E&M-owned service-
able components and consumables at its Global 
Headquarters, strategically positioned in the UK 
for all major routes by road, air and sea.

SmartLynx selects Eirtech Aviation’s pas-
senger USB power system on its A320

SmartLynx Airlines Estonia has selected Eirtech Avi-
ation, an Ireland- based engineering and technical 
services company, to supply its newly-developed 
passenger USB power solution for its Airbus A320 
aircraft. Eirtech’s USB charging system has been 
developed in response to the needs of passengers 
to stay connected at all times; the device will allow 
passengers to charge their personal electronic de-
vices during the flight. Eirtech Aviation is a specialist 
aviation services company and developed the pow-
er solution for retrofit, meaning it can be easily and 
quickly installed onto existing aircraft seats.

MTU Maintenance renews contract with 
major customer Statoil

MTU Maintenance, one of the world’s leading 
providers of maintenance services for commer-
cial engines and industrial gas turbines (IGTs), 
has extended its contract with Norwegian oil 
and gas company Statoil for its General Electric 
LM industrial gas turbines. The seven-year agree-

ment is valued at more than US$200m. Under 
the deal, MTU Maintenance will be responsible 
for the maintenance, repair and overhaul (MRO) 
for parts of the largest commercial LM IGT fleet 
in the world, which is operated offshore on Sta-
toil’s oil platforms. Statoil has been entrusting 
MTU Maintenance with its LM series industrial 
gas turbines for many years, MTU having been 
responsible for the MRO of its LM2500, LM2500+ 
and LM6000 series IGTs since 2006. Alongside 
the provision of conventional MRO services in 
Ludwigsfelde near Berlin, the package also cov-
ers on-site services and the supply of spare parts.

Liebherr-Aerospace opens new facility in 
Saline, Michigan (USA)

Liebherr-Aerospace Saline, Inc. inaugurated its 
new facility on its site in Saline, Michigan (USA). 
Local officials as well as representatives of the 
Liebherr-Aerospace & Transportation SAS Man-
agement attended the celebrations. The building 
was constructed adjacent to the existing 140,000 
ft² facility of Liebherr- Aerospace Saline, Inc. It is 
the first industrial utilization of the 54 ac. parcel of 
land Liebherr acquired in 2008 in addition to the 
initial 14 ac. lot. With this new 35,000 ft² facility, 
Liebherr-Aerospace Saline, Inc. will expand its ac-
tivities in the light-manufacturing sector and build 
abilities to repair heat exchangers. Charles Thoyer-
Rozat, Executive Vice President Customer Support 
& Services Aerospace of Liebherr-Aerospace & 
Transportation SAS, said: “Our ability to re-core 
heat exchangers is a substantial addition to our re-
pair capabilities in the United States. Linked with 
a pool of serviceable exchange units, it comple-
ments very effectively our worldwide service net-
work for the benefit of our customers.” 

Installation of the Sharklets                                Photo: Ameco

The new facility of Liebherr-Aerospace Saline, Inc., Saline, Michigan (USA) Photo: Liebherr-Aerospace
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Finance News

DVB Bank posts reasonable consolidated net income before 
taxes for first quarter of 2016

During the first three months of 2016, DVB Bank generated consoli-
dated net income before taxes of €25.9m compared to €84.3m in the 
first quarter 2015. DVB originated 27 new transactions in its core Trans-
port Finance business, with an aggregate volume of €1.2bn (Q1 2015: 
51 new transactions with a total volume of €1.7bn). Whilst the Bank 
adopted a cautious lending policy in the persistently difficult segments 
of the shipping industry, it very successfully originated new business in 
Aviation Finance with aircraft financings, and in Land Transport Finance, 
where it finances rail rolling stock and rail-related vehicles. DVB Bank 
was also successful in the advisory business where net fee and com-
mission income rose by 3.1%, to €27.0m. (€1.00 = US$1.14 at time of 
publication.)

Embraer releases first quarter 2016 results

In the first quarter of 2016, Embraer delivered 21 commercial and 23 
executive (12 light and 11 large) jets, representing an increase of 38% in 
total deliveries compared to the first quarter 2015. The company’s firm 
order backlog ended the quarter at US$21.9bn, compared to US$20.4bn 
at the end of the first quarter 2015 and US$22.5bn in backlog at the end 
of 2015. As a result of higher aircraft deliveries in both the Commercial 
Aviation and Executive Jets segments, the first quarter 2016 revenues 
were US$1,309.0m, an increase of 24% compared to the first quarter 
2015. EBIT and EBITDA margins were 6.5% and 12.8%, respectively, in the 
first quarter 2016 compared to 7.5% and 14.1% the first quarter 2015), 
and EBIT and EBITDA for the quarter were US$85.7m and US$167.6m, 
respectively (versus US$79.6m and US$149.1m in first quarter 2015). 
First quarter 2016 net income attributable to Embraer Shareholders and 
Earnings per basic ADS totaled US$103.9m and US$0.5690, respectively. 
Adjusted net loss, which excludes non-cash deferred income taxes and 
social contribution largely related to the impact of foreign exchange vari-
ation on non-monetary assets, was a loss of US$(1.7)m in the first quar-
ter 2016. Embraer ended the first quarter with a total cash position of 
US$3,443.3m and total debt of US$3,663.2m, yielding a net debt position 
of US$219.9m in the quarter.

Spirit AeroSystems posts lower net income for first quarter

Spirit AeroSystems reported first quarter 2016 financial results driven by 
strong operating performance of mature programs. Spirit’s first quarter 
2016 revenues were US$1.7bn, down 3% compared to the same period 
of 2015. Operating income for the first quarter of 2016 was $267 million, 
compared to US$235m in the first quarter of 2015. Net income for the 
quarter was US$172m compared to net income of US$182m in the same 
period of 2015. Spirit’s backlog at the end of the first quarter of 2016 was 
approximately US$46bn. Free cash flow from operations was a US$43m 
source of cash for the first quarter of 2016, compared to a US$383m 
source of cash in the first quarter of 2015, with the decrease primarily 
due to tax refunds in 2015 associated with the Gulfstream divestiture.

Aircastle posts first quarter 2016 total revenues of US$183.7m

Aircastle reported first quarter 2016 results with total revenues of 
US$183.7m, a decrease of US$10.6m, or 5% from the previous year, 
driven by a US$16.8m decrease in maintenance revenues. During the 
first quarter of 2015, Aircastel recorded US$18.1m of maintenance rev-
enue, primarily from two scheduled lease expirations with significant re-
turn compensation payments. Adjusted EBITDA for the first quarter was 
US$183.9m, down US$6.3m, or 3% from the first quarter of 2015, due 
primarily to lower maintenance revenues of US$16.8m, partially offset by 
higher gains from aircraft sales of US$6.6m and higher lease rental and 
finance lease revenues of US$4.3m. Adjusted net income for the quarter 
was US$44.1m, down US$6.4m year over year. The decrease was due 
primarily to lower total revenues of US$10.6m, partially offset by higher 
gains from aircraft sales of US$6.6m.

Airbus Group core earnings down in first quarter 2016

Airbus Group revenues were stable at €12.2bn (Q1 2015: €12.1bn). De-
spite lower deliveries of 125 aircraft (Q1 2015: 134 aircraft), revenues 
were stable at Commercial Aircraft supported by the strengthening 
average U.S. dollar rate. Helicopters’ revenues declined 10%, reflect-
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ing lower deliveries of 56 units (Q1 2015: 62 units) and an unfavorable 
mix. Group EBIT before one-off – an indicator capturing the underlying 
business margin by excluding material non-recurring charges or profits 
caused by movements in provisions related to programs and restructur-
ings or foreign exchange impacts – was €501m (Q1 2015: €651m). Com-
mercial Aircraft’s EBIT before one-off totaled €407m (Q1 2015: €569m), 
driven mainly by the back-loaded profile of deliveries and A330 rate 
adjustment, but partly compensated by lower research and develop-
ment (R&D) costs. Helicopters’ EBIT before one-off declined to €33m 
(Q1 2015: €52m), mainly reflecting lower volumes and an unfavorable 
mix. Defence and Space’s EBIT before one-off increased 21% to €109m 
(Q1 2015: €90m), supported by program execution, portfolio focusing 
and efficiency measures. (€1.00 = US$1.14 at time of publication.)

MTU Aero Engines’ revenues in commercial engine business 
dipped in first quarter of 2016

In the first quarter of 2016, MTU Aero Engines AG generated revenues 
of €1,097.9m (1-3/15: €1,099.5m). The group’s operating profit was up 
34% to €131.3 million (1-3/15: €97.7m). The EBIT margin was 12.0%, 
or 3.1 percentage points higher than for the same period in the pre-
vious year. Earnings after tax increased in line with operating profit 
by 34% to €91.5m (1-3/15: €68.2m). In the commercial maintenance 
business, revenues increased by 12% to €428.8m (1-3/15: €383.9m). 
The key driver of these revenues was the V2500 engine that powers 
the Airbus A320 family. In the military engine business, revenues grew 
by 37% to €124.5 million (1-3/15: €91.2m). The EJ200 Eurofighter en-
gine was the main contributor to these revenues. Revenues in the 
commercial engine business decreased by 13% to €556.0m (1-3/15: 
€635.5m). Apart from currency translation effects on the valuation 
of receivables, which were opposing in the respective quarters, these 
figures also reflect the postponement of PW1100G-JM deliveries 
for the A320neo. The V2500 for the Airbus A320 family, the GP7000 
engine for the A380 and the GEnx for the Boeing 787 and 747-8 ac-
counted for the greater part of the revenues in the commercial engine 
business. At the end of March 2016, MTU’s order backlog stood at 
€11,879.8m (1-3/15: €12,493.7m). The majority of these orders are 
for the V2500 and the geared turbofan programs of the PW1000G 
family, especially the PW1100G-JM for the Airbus A320neo. (€1.00 = 
US$1.14 at time of publication.)

US$22.6bn Boeing Q1 results reveal 2% increase in income, 
but 9% drop in net profit

Compared to first quarter results in 2015, Boeing’s turnover for the first 
quarter 2016 rose to US$22.6bn, an increase of 2%. Non-GAAP core earn-
ings per share at US$1.74 reflected a solid core operating performance 
which offset an after-tax charge of US$156 million (US$0.24/share) on 
the KC-46 tanker program in order to maintain schedule with concur-
rency between late-stage testing and transitioning to initial production. 
GAAP earnings stood at US$1.83/share.
According to Boeing’s chairman, president and CEO Dennis Muilenburg, 
“Higher year-over-year deliveries of military aircraft and continued solid 
operating performance on core production programs drove revenue 
growth and strong cash flow for Boeing in the first quarter. This perfor-
mance enabled our ongoing investments in new product innovation and 

in our people, and the return of significant cash to shareholders through 
stock repurchases and dividends.
“Overall, we are pleased with our performance trends and our outlook 
for the year remains positive. On the tanker program, we are making the 
investments necessary to meet our customer commitments, deliver the 
initial production aircraft on schedule, and transition the program into 
full production.
“Our teams are focused intensely on delivering on our existing commit-
ments including the production ramp-up associated with our large and 
diverse backlog, accelerating progress on quality, safety and productivity 
improvements company wide, returning greater value to shareholders 
through profitable growth, and investing in the future as we enter our 
second century in business.”
The quarter’s operating cash flow was US$1.2bn which reflected produc-
tion rates of commercial aircraft, a solid core operating performance and 
receipts and expenditures timing. 28.6 million shares were repurchased 
during the quarter for US$2.5bn with US$10.5bn left under the current 
repurchase authorization which is anticipated to be completed within 
the next two years. An approximate 20% increase in share dividend com-
pared to Q1 2015 resulted in a payment of US$0.7bn.
At the beginning of the quarter cash and investments in marketable secu-
rities stood at US$12.1bn, but this was reduced to US$8.4bn by the end 
of the quarter, while debt remained unchanged throughout the quarter 
at US$10.0bn. Including net orders of US$13bn for the quarter, the com-
pany backlog dropped from US$489.0bn to US$480.0bn.

Safran Q1 revenue rises 7.8% to €4.24bn

On Tuesday, France’s Safran S.A. posted a slightly higher-than-expected 
7.8% increase in first-quarter revenue to €4.24bn (US$4.77bn), led by 
double-digit aero engine and security gains, and reaffirmed full-year 
targets. Revenue grew 6.7% on a like-for-like basis, while civil after-
market revenue rose 8.6% in dollar terms, in line with its goals for the 
year. Safran, which partners General Electric in building engines for 
Airbus and Boeing medium-haul airliners through their CFM Interna-
tional joint-venture, said its new LEAP engine remained “on track and 
on time”.

B/E Aerospace posts first quarter results

B/E Aerospace announced its first quarter 2016 financial results and 
raised its full year guidance. First quarter 2016 revenues of US$716.7m 
and operating earnings of US$129.4m increased 4% and 3%, respectively, 
as compared with the prior year period. Operating margin was 18.1%. 
Net earnings and net earnings per diluted share were US$82.6m repre-
senting increases of 6.4% and 9.5%, respectively, as compared with the 
prior year period.
First quarter 2016 commercial aircraft segment (CAS) revenues of 
US$557.0m increased 5.9%. The revenue increase was driven primarily 
by higher volumes of seating products, food and beverage preparation 
and storage equipment, A350 galleys and B737 lavatories. Operating 
earnings of US$104.7m increased 6.4% and operating margin of 18.8% 
increased 10 basis points as compared with the prior year period. First 
quarter 2016 business jet segment (BJS) revenues of US$159.7m in-
creased at a double-digit rate on a sequential quarterly basis but de-
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creased 2.6% as compared with the same period of the prior year. The 
year-over-year revenue decline reflects the broad-based downturn in 
the new business jet and helicopter markets, as well as lower volumes 
of super first class seating products. Operating earnings were US$24.7m 

and operating margin of 15.5% decreased 120 basis points as a result of 
lower revenues and an unfavorable mix of products as compared with 
the prior year period. 

Lufthansa Technik Logistik Services (LTLS) has completely restructured 
its transport network for air freight. By reducing the number of transport 
service providers and by standardizing processes, transport times can be 
reduced, flexibility increased and costs lowered. In this context, LTLS has 
re-tendered its entire air freight business with an annual transport vol-
ume valued at €28m (US$32m). LTLS will cooperate with a small number 
of external transport providers in the future: DHL Global Forwarding and 
Lufthansa Technik Component Services (Business Unit Logistics) will take 
over the transatlantic transport services for spare parts and tools. Imports 
from Asia and Europe are being awarded to four service providers, who will 
share some 1,000 routes and approx. 30,000 consignments. Expeditors, 
DLH Global Forwarding, Beijing AOG and Global Airfreight will transport to 
20 different countries in the future. The optimized transport network of-
fers a significant reduction in transit times, since monitoring is performed 
on an ongoing basis. Collection and distribution are bundled optimally and 
the communication processes reduced owing to fewer transport providers. 

ARGUS International has reported the acquisition of the Unmanned 
Safety Institute (USI) of Orlando, Florida, a privately held business that 
has carved out a recognized and respected position in the safety training, 
certification and management of unmanned aerial vehicles. The acquisi-
tion augments ARGUS’ global aviation safety presence in the airline, busi-
ness aviation and rotary wing industry segments. The terms of the acquisi-
tion were not disclosed and the transaction was officially closed on April 
22, 2016. Founded in 2014, the Unmanned Safety Institute is a professional 
flight safety organization for operators, enterprises and organizations fo-
cused on integrating and operating UAS safely for civil or commercial pur-
poses. The Unmanned Safety Institute provides UAS flight safety standards 
and training through the adoption and modification of time-honored avia-
tion safety and training practices. USI certifications are recognized by many 
leading aviation insurance providers to include Global Aerospace, which 
selected USI as its official and exclusive UAS training provider under its 

SM4 Safety Initiative.

Gogo, a global leader in providing broadband connectivity solutions and 
wireless entertainment to the aviation industry, will partner with Interna-
tional Airlines Group (IAG) to bring Gogo’s 2Ku technology to 118 British 
Airways, four Aer Lingus Boeing 757 and up to 15 Iberia long-haul aircraft. 
IAG is the first European airline group to commit to Gogo’s 2Ku technology. 
The fleet of Gogo-installed aircraft will include numerous long-haul aircraft 
types, including the Boeing 787 and Airbus A380. The first British Airways 
aircraft is expected to be in service early next year. The bulk of the installa-
tions are expected to be completed by 2019.

TracWare have set up TracWare Pty Ltd an Australian registered company 
and a wholly owned subsidiary of TracWare Ltd. The company will be based 
in Adelaide and share office space with their strategic partner, Avintet 
the authors and distributors of Air-Maestro. Initially the company will be 
represented by Kim Silk, one of the TracWare Support Engineers, who has 
relocated to Australia permanently to take up employment with the new 
company in support of this venture, and it is hoped that within a relatively 
short space of time, the company will increase its full time representation. 
TracWare Pty Ltd will begin trading formally on May 1st, 2016.

Spectralux Avionics and Eirtech Aviation Services have signed a Memo-
randum of Understanding (MoU) to collaborate on the certification of a 
dual stack FANS 1/A and ATN CPDLC Data Link Solution on commercial 
air transport aircraft. The all-in-one data link solution, named Envoy, was 
previously announced at the AEEC Airline Maintenance Conference. Spec-
tralux’s Envoy Data link unit provides flight crews with the capability to 
send and receive Controller Pilot Data Link Communications (CPDLC) and 
Aircraft Communications Addressing and Reporting Systems (ACARS) mes-
sages over Very-High Frequency Digital Link (VDL) Mode A/2 and SATCOM 
networks. Commonly referred to as ‘Dual Stack’, Envoy provides CPDLC 
compliance with both ATN and FANS networks. It also provides a flexible 
ACARS solution to satisfy the most demanding requirements of an airline’s 
flight operations and maintenance departments. The solution will enable 
airline customers, aircraft leasing companies, and operators to meet all 
known FANS 1/A CPDLC mandates with an all-in-one solution. Spectralux, 
the preferred supplier of Eirtech for Data Link units, will provide hardware, 
software, technical data, and engineering support services. Eirtech will 
develop European Aviation Safety Agency (EASA) and Federal Aviation Ad-
ministration (FAA) Supplemental Type Certificates (STC), and will provide 
the specific aircraft engineering and manufacture and supply installation 
kits. Spectralux and Eirtech will collaboratively pursue retrofit applications 
for various single- and twin-aisle air transport category aircraft. The solu-
tion, which includes Envoy, STC’s, and Installation kits, will be available 
through direct and indirect sales channels. Eirtech will provide both FAA- 
and EASA-approved engineering documentation and certification needed 
for aircraft installation and certification, including STCs.

Other News

Lufthansa Technik Logistik Services optimizes worldwide transport network   Photo: LTLS
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PMA parts and DER-repairs: Alternatives for the aftermarket
PMA components and DER repairs are now common place but these practices have often been marred in 
controversy. Keith Mwanalushi looks at the present situation.  

The industry has always depended on the 
OEMs, who design and sell aircraft, en-
gines and components, to support their 

products in service during their lifetimes that 
may span 30 years or more. During the past 10 
years, the OEMs have increasingly seen the af-
termarket as a source of revenue and potential 
profit..

However, not only original manufacturers can 
produce aircraft parts and components. The de-
velopment of the alternative parts’ market be-
gan in 1950s in the USA. The PMA market (parts 
manufactured under an FAA-PMA approval con-
sists of alternative manufacturers, which obtain 
the Parts Manufacturer Approval (PMA) and are 
not affiliated with any OEMs. New technologies, 
processes and materials allow PMA manufac-
turers to offer often even better alternatives 
which are identical in design yet substantially 
cheaper. The price difference between the OEM 
and PMA parts may be as high as 40%.

DER-repairs are individual repair practices 
which restore a broken part or component back 
to the initial design requirements. All alterna-
tive repair practices are approved by a Desig-
nated Engineering Representative (DER) of the 
civil aviation authority.

Aircraft and engine lessors have often opposed 
the use of PMA parts arguing that non-OEM 
parts largely undermine the value of the as-
set. Patrick Markham, VP for Technical Services 
at HEICO tells AviTrader MRO that PMA parts 
are by definition, FAA regulation and oversight 
equal or better than OEM parts, hence there is 
no commercial argument that would affect the 
negatively value of the asset.

“On the contrary the ability to be able to use 
alternate parts (PMA’s which are traditionally 
cheaper than the OEM parts) should make the 
use of that asset that much more profitable 
hence increasing its value.

“Unfortunately, some OEM’s have worked hard 
at limiting the options for carriers by encourag-
ing single sourcing of parts through limitations 
in leasing agreements or misinformation on the 
value and quality of their competition,” says 
Markham.

He warns that these strategies end up increas-
ing the cost of parts and repairs for the airlines. 

“Many lessors understand this and provide the 
necessary flexibility to the users to use the parts 
that are more cost efficient for them,” Markham 
adds. 

There is a delicate balance when it comes to the 
use of PMA parts. First, most airlines want to 
approve the use of each individual PMA part 
intended for use on their aircraft. Once this ap-
proval is granted, the repair station is free to 
install the part.

“However, not all aircraft are created equal on 
the airline system as they may come from dif-
ferent lessors whose agreements are different 
when it comes to PMA usage. Hence, the repair 
station must be really careful when installing 
PMA parts to avoid damaging the relationship 
with their customers, the air carrier,” notes Pas-
tor Lopez, CEO at PEMCO World Air Services. 

Zilvinas Lapinskas, CEO at FL Technics feels the 
effect of PMA on asset value depreciation is 
more a “physiological” issue, rather than a tech-
nical one. “After all, the FAA PMA process offers 

Lessors have often opposed the use of PMA parts.   Photo: mba

Markham - The industry needs to continue to remove the 
anticompetitive barriers imposed by some of OEM’s
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a part that is as good as or better than the OEM 
part in both quality and reliability. Moreover, 
PMAs are on the market for decades already, 
and their reliability record should be a strong 
argument against the critics.”

Lapinskas observes that industry’s general 
awareness on PMA and DER is growing. Lease 
contracts become more flexible when it comes 
to the wording on the usage of alternative parts 
and DER repairs.

“With regards to our own experience, as an 
MRO, we always aim to present our customers 
with several different repair options – both with 
and without PMA/DER – accompanied with cost 
analysis and justifications on the benefits. It is 
then up to the customer – lessor and airlines – 
which one to choose.”

Lapinskas, argues that the PMA issue doesn’t 
have a substantial impact on the MRO-lessor 
relationship, since it’s always the asset owner 
who makes the decision.

Meantime, for the company’s own assets (en-
gine lease portfolio, LG/APU exchange pools), 
FL Technics accepts the usage of PMA consuma-
bles, certain PMA airfoils 
and DER repairs. Since the 
company mostly concen-
trates on mature assets 
(CFM56-3, CF34-3, CF6-
80C2, GTCP85-129, Boeing 
737CL LG), a lot of them have already passed via 
PMA and DER repair programmes. “Moreover, 
in this market, residual values are not that high 
and critical,” Lapinskas says.

Aviation Management’s VP of Operations Paul 
Rehder states the opposition to PMA was driven 
largely by the OEM’s. “All of us in the aircraft en-
gine market know that the OEM’s make a large 
percentage of their profits on spare parts sales 
and the OEM’s came up with a great strategy to 
protect these sales,” he stresses. 

A recent industry report states that the aircraft 
PMA market will grow significantly over the 
next few years. Therefore strategies to grow the 
sector clearly need to be in place. 

“The industry needs to continue to remove the 
anticompetitive barriers imposed by some of 
the OEM’s that only serve to increase cost for 
the airlines and thwart efficiency and innova-
tion,” comments Markham from HEICO. 

He adds that aircraft operators should have the 
ability to use the best and most economically 
efficient parts in their aircraft to benefit them-
selves, their shareholders and travelling public.

Lopez says the acceptance of PMA parts beyond 
the U.S. borders is critical to the PMA providers. 
“The OEM’s recent shift to controlling more of 
the maintenance on their equipment will nega-

tively impact the airlines cost as this will reduce 
competition. Moreover, OEM’s are not thrilled 
with the use of PMA parts as they reduce future 
revenue stream from their aftermarket sales.”

Lapinskas emphasises the importance of keep-
ing the industry educated: airlines, MROs and 
leasing companies. “PMA market players should 
promote the industry’s awareness on how 

PMA works, its quality, 
reliability and cost saving. 
For instance, few know 
that a PMA-holder HEICO 
has shipped over 63 mil-
lion parts and has never 

had an in-flight shut down, SB or AD. Not too 
many manufacturers boast such an impressive 
record,” he states. 

Also thanks to lower fuel prices, operators and 
lessors are un-parking their old aircraft or in-
vesting into cargo conversions (Boeing 737CL 
/ NG, Boeing 757 / 767, Airbus A300/A310, 
CF6-80, PW2000, P4000, GTCP85, GTCP131, 
etc.). These assets already have a lot of non-
consumable alternative solutions (airfoils/ QEC/
LRU PMA parts and DER repairs), and those 
operators returning older aircraft to the active 
fleet – they can save money on maintenance by 
applying PMA/DER solutions.

Lapinskas also underlines the need for closer co-
operation with independent MROs (particularly, 
engine and APU shops). “It is equally important 
do develop quality parts and have a wide net-
work of shops that can install or maintain your 
parts. PMA-holders need MRO provides that 
can ensure services on engine or APU perfor-
mance, time-on-wing, downstream damage 
warranties equal or similar to OEM long-term 
PBH programmes.”

Cover story: PMA parts and DER-repairs

“PMA market players should promote the industry’s awareness 
on how PMA works, its quality, reliability and cost saving.” 
Zilvinas Lapinskas, CEO at FL Technics 

Some lessors  restrict the use of DER repairs on the A320 Photo: Airbus  

Zilvinas Lapinskas, CEO of FL Technics 
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He says it would be also useful to have alter-
native PMA-PBH solutions for engine and APU 
fleets to indicate potential cost savings for big, 
brand new fleets. “However, it will naturally 
require significant engineering developments, 
financial investments as well as thorough risk 
assessment and risk sharing between the MRO 
and PMA holder,” Lapinskas tells. 

So, the question now, in comparison to OEM 
long service contracts how can PMA parts 
providers compete effectively for long term 
relationships with airlines that are looking for 
maintenance and parts savings?

“This is a great question,” responds Rehder 
from Aviation Management. “My personal 
belief is that they are looking for steady con-
sistent maintenance costs, hence willing to 
‘over pay’ so to speak the OEM’s for this PBH 
concept.”

To combat this Rehder advises that airlines and 
leasing companies would need to team with 
MRO’s that are willing to work with them as 
a partner to cut their maintenance costs over 
time. For example, he says an independent 
MRO such as MTU could work with PMA pro-

viders to come up with flat rates for engine 
OH maintenance for a given fleet over a ten 
year period. “This could demonstrate the cost 
reductions necessary to interest the engine 
owners into taking slightly more risk than a 
PBH hour contract for the reward of more cost 
savings. This savings maybe enough to lower 
the operating cost of the lease and make that 

particular lessor more competitive than oth-
ers. Or if it is in an airlines case - that much 
more profitable.”

“Many carriers are realising that these very 
long term contracts, with clauses that limit 
access to alternate parts, end up creating 
a monopoly in the aftermarket,” observes 
Markham. “This monopoly not only increases 
the overall maintenance costs but decreases 
the end of life value of the asset, as the after-
market would be controlled by the OEM. One 
great example of this is the Boeing 777 with 
RR engines has significant less value than its 
counterpart, due to the lack of aftermarket 
competition,” he continues. 

DER repairs are particularly efficient in cases 
of newly introduced products where the af-
termarket is not yet fully developed. Rehder 
points out that these repairs are critical as they 
allow operators to continue operating for mi-
nor repairs and buy offs that would ground an 
aircraft or an engine if they were not available.

Rehder explains: “The DER repair is critical in 
the newer engine types as well where repairs 
may not be fully developed by the engine or 
aircraft manufacturer. Sometimes the pres-
ence of DER repairs by an independent DER re-
pair source not only gives the OEM focus that a 
repair needs to be developed and approved by 
them in this area in the future... it sometimes 
will motivate the OEM’s to introduce their re-
pair sooner rather than later. So the process of 
the DER repair is good for everyone involved, 
even the OEM’s, as it provides solutions for 
their customers globally.”

Lopez from PEMCO feels that as most lessors 
do not allow DER repairs, the activity is becom-
ing increasingly less on newer aircraft. “For in-
stance, PEMCO generates a large number of 
DER repairs on the 737 Classic and nearly zero 
on the A320. This is mostly due to the fact that 
lessors on the A320 restrict the use of DER re-
pairs on their aircraft,” he says. 

Although DER repairs still represent a small 
percentage of all repairs, Markham states they 
provide a very valuable and cost effective al-
ternative in the market place. He notes that 
DER repairs allow carriers to decrease their 
operating cost, decrease their downtime, and 
maintain their safety and reliability. 

Some analysts stress that until lessors are able 
to accept DER components, the majority of 
airlines are deprived from a number of cost 
benefits. Lapinskas thinks it’s always a matter 
of negotiations between an airline and lessor – 

“Usually, those airlines which are open to more 
progressive cost reduction solutions – they are 
also open to discuss and negotiate DER with 
their lessors.”

With regards to the mature engine fleet, FL 
Technics has significant statistics on the reli-
ability of different types of parts repaired by 
DER. “Of course, DER repairs is not a universal 
cost saving solution to any situation – it always 
depends on the type of the component, build 
standard, availability of OEM solutions, and so 
on. With this in mind, we aim to find an opti-
mal combination of DER PMA and OEM solu-
tions that would ensure suitable time-on-wing 
while allowing cost savings and ensuring qual-
ity and reliability,” Lapinskas ends. 

Lopez says there is a delicate balance when it comes to the 
use of PMA parts.

The DER repair is critical in the newer engine types. 
Photo: Airbus
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TrueAero has positioned itself as an indus-
try leader for mid to end of life asset man-
agement, teardown and redistribution.

TrueAero, LLC is a privately held corporation 
formed in January 2014 whose primary busi-
ness is the selling of commercial airframe and 
engine parts, in addition to whole asset trad-
ing and leasing. The company’s commitment 
is to provide the highest level of quality, integ-
rity, personal service and value while meeting 
the critical needs of customers. The focus is on 
the sourcing and supply of large commercial 
airframe and engine material and providing 
whole aircraft end-of-life solutions in support 
of airlines, MROs, leasing companies and fi-
nancial institutions all over the world.  

In a marketplace where the average shelf life 
of an aircraft or engine has shrunk from 25 
years to just 17, TrueAero is poised to be-
come the worldwide leader in end of life so-
lutions for retiring aircraft and engines. 

“We started TrueAero to leverage the assets, 
contacts and knowledge I have built over 
the last 30 plus years working in aviation,” 
said company CEO Karl Drusch. “Now we are 
broadening the scope of our business to as-
set management for the full life cycle of com-
mercial aircraft and engines.”

Drusch and his staff of 26 employees bring a 
combined 300 plus years of aviation experi-
ence to TrueAero. Working out of a 50,000 
sq. ft. state-of-the-art facility, the company 
offers a large inventory of commercial air-
frame parts for A320, A330, A340 and 737-
500, as well as an extensive engine inventory 
including parts for CFM56-3 / 5A / 5B / 5C / 
7B and CF6-80C2. 

According to the company, unlike other com-
petitors, TrueAero boasts a commitment to 
providing the highest level of quality, integ-
rity, personal service and value while meet-
ing the critical needs of its customers. Within 
the first 17 months of business, TrueAero has 
acquired 34 engines, 21 of which are already 
completed or scheduled for part-out. 

“We want to build on our reputation in the 
market for being easy to work with, efficient 
during the closing process and continue to be 
the first company called when assets become 
available,” said TrueAero president Stratton 
Borchers. “We are dedicated to treating people 
the right way and that pays off in the long run.” 

Company profile
• Formed January 2014
• Staff of 26 with combined 300 + years of 

aviation experience (airline, OEM, MRO)
• Provide an end of life solution for retiring 
aircraft and engines through lease manage-
ment, teardown and redistribution 
• Re-marketer of aircraft and engine assets
• Engine leasing and lease management

What we do
• Asset acquisitions with strong capital part-
ners
• Sale/lease of aircraft and engines
• Manage teardown and redistribution of en-
gine and airframe parts

Where we are
• Located in Sebastian, Florida with a 50,000 
sq. ft. state-of-the-art facility
• Additional staff in Dallas/Ft. Worth area
• Climate controlled storage area for parts

Owner
• Karl Drusch, CEO
• Aviation industry veteran of 37 years

End of life specialist 

TRUEAERO provides parts inventory for commercial airframes including the A320. Photo: Titan Airways
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Company Profile: Bombardier 

Progress mostly happens in inches, in tweaks, 
and in increments. But sometimes there’s a 
shift that changes everything. Those leaps 

require vision, intelligence, and effort. They re-
quire the kind of courage that made flight possi-
ble in the first place. It’s this boldness that drives 
Bombardier Commercial Aircraft’s relentless 
pursuit of excellence, and has seen it create the 
cleanest, quietest and most profitable aircraft in 
the skies.

Bombardier is evolving mobility worldwide by 
answering the call for more efficient, sustainable 
and enjoyable transportation everywhere. It is 
the only manufacturer that offers three distinct 
families of commercial turboprop and jet aircraft, 
and each family is optimized for the market seg-
ment it is designed to serve. 

Designed as a modern, 21st-century turboprop, 
the Q400 aircraft is the most recent development 
in the      Q Series family of aircraft. In addition 
to the standard single-class configuration, Q400 
aircraft are available with an optional dual-class 
interior for enhanced passenger comfort; in an 
optional extra-capacity configuration offering up 
to 90 seats for higher-density markets; and in a 
combi configuration.  Thanks to its combination 
of turboprop attributes, jet-like features, indus-
try-leading passenger experience and environ-
mental footprint, the Q400 aircraft is exception-
ally versatile and can be adapted to a variety of 
business models. 

Every 10 seconds a CRJ Series regional jet takes 
off somewhere in the world. The CRJ Series fam-

ily of aircraft has trans¬ported more than 1.6 
billion passengers to become the world’s most 
successful regional jet program -- linking people 
and communities like no other. The CRJ Series 
regional jets have revolutionized aviation with 
their proven efficiency, reliability and profit-
ability. The jets share commonality benefits that 
provide flexibility to operators and allow them 
to optimize their fleets to meet specific market 
demands. No other regional aircraft deliver this 
capability. Optimized for medium-haul regional 
routes, these aircraft can provide up to 10% cash 
operating cost advantage over competing jets. 

By focusing on the 100- to 150-seat market seg-
ment, Bombardier has designed the all-new C 
Series aircraft to deliver unparalleled economic 
advantage to operators and to open up new op-
portunities for single-aisle aircraft operations. By 
employing advanced materials, state-of-the-art 
technologies and advanced aerodynamics, com-
bined with the groundbreaking Pratt & Whitney 
PurePower® PW1500G engine, the       C Series 
aircraft is delivering a greater-than 10% unit cost 
advantage compared to similarly-sized,              re-
engined aircraft. In addition to delivering best-
in-class economics with the C Series aircraft, 
Bombardier has placed considerable emphasis 
on cabin design to ensure a superior passenger 
experience. The game-changing C Series aircraft, 
which is scheduled to enter service in 2016, also 
offers the best-in-class environmental scorecard.  

Bombardier offers the industry’s widest portfolio 
of commercial and business aircraft platforms for 
use as specialized aircraft. As a prime contractor, 

or in collaboration with leading mission integra-
tors, Bombardier’s Specialized Aircraft team has 
developed a vast catalogue of mission enabler 
modifications that, combined with the compa-
ny’s reliable and proven aircraft platforms, can 
address every need and mission. Special mission 
aircraft built on the high-performance platforms 
of Bombardier aircraft are in service around the 
world with several military, government, security 
and corporate agencies. The addition of the all-
new C Series aircraft to Bombardier’s portfolio 
will increase the number of platforms and deriva-
tives available for special mission applications to 
six and 14 respectively.

Today, more than 3,000 Bombardier Q Series tur-
boprops and CRJ Series regional jets are in service 
with approximately 250 operators in 90 coun-
tries. This is a testament to the aircraft’s best-in-
class efficiency and Bombardier’s commitment 
to provide the highest level of customer service. 

Bombardier Commercial Aircraft’s worldwide 
Customer Services network includes Customer 
Response Centers located in Montréal and To-
ronto, Canada, as well as 22 Regional Support 
Offices and Parts Facilities. Three Bombardier-
owned and operated Service Centers in the U.S. 
provide heavy maintenance, drop-in mainte-
nance, as well as structural repair and overhaul of 
airframes and components. Strategically located 
Authorized Service Facilities and Training Facili-
ties provide valued support to keep customers 
flying competitively. The network is augmented 
by regionally-based mobile teams.

The evolution of mobility

More than 3,000 Bombardier aircraft are in service today. Photo: Bombardier
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Industry Interview

In the hot seat..... 
Keith Mwanalushi talks with Brian Neff, Chief Executive Officer at CTS Engines.

AviTrader MRO: What attracted you to this business?

Neff: I’ve always said there are two things that are great about the avia-
tion industry: Firstly, it is truly a global industry where each country has 
its own presence one way or another, and secondly that it is governed 
by the laws of physics.  Everybody has to play by the same set of physical 
rules (although some people sometimes try not to!).

AviTrader MRO: What does a typical day’s work entail in your job?

Neff: I am involved on a daily basis with our customers, both those who 
have engines in the shop and those who are planning to send us en-
gines.  I want them to know that, no matter how many engines they 
have, their success is critical to our success. 

AviTrader MRO: What is the most challenging part of your job?

Neff: There’s a great phrase, “a man with three watches never knows 
what time it is.”  It is difficult sometimes to know when you have enough 
information to solve a problem or a challenge that may show up in the 
shop.

AviTrader MRO: What are your current capabilities at CTS Engines? 

Neff: We operate a full service engine overhaul facility with a 155,000 
engine test stand.  We offer full service engine and component over-
hauls on the engine platforms we support, namely the CF6 and PW2000.

AviTrader MRO: CTS has built a reputation around the CF6 engine plat-
form. Why is that? 

Neff: Our customers are largely cargo and military operators, where the 
CF6 engine is the engine of choice for wide-body lift.  We are committed 
to this engine, in all variants, for at least the next 25 years.

AviTrader MRO: Older aircraft types are staying in the air longer thanks 
to lower oil prices, how is this affecting the mature engine solutions 
business? 

Neff: Oddly, it often makes it more competitive, as the affiliated shops 
continue to service these engines longer.  The excess supply doesn’t re-
ally affect us, however, given CTS’s value proposition on the CF6, which 
is better than its competitors.

AviTrader MRO: How are you dealing with OEM’s that are aggressively 
penetrating the aftermarket? 

Neff: We work closely with the OEM on the older platforms—it is not 
in our best interests to compete with them.  I would argue that we are 
the most OEM-aligned of all the independent shops when it comes to 
support and services of these older engines.

AviTrader MRO: What’s next at CTS? 

Neff: We were Boeing’s “Supplier of the Year” in 2015 for the work we 
do on the USAF’s CF6-50 engines.  It will be tough to top that, but there 
are a couple very large campaigns coming up that we are excited about.

Brian Neff - We were Boeing’s supplier of the year in 2015

 Aircraft Parts Aftermarket Sales and Purchasing
Actively Seeking to Purchase Aircraft for Teardown

Aircraft Parts Consignment
 

Nose to Tail Support:  737, 747, 757, 767, A300,
A310, A320, QEC available for CFM56-7B & -5BTerry Hix | thix@relianceaircraft.com

 (512) 439-6988 | Austin, TX

http://www.relianceaircraft.com
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Avtrade has appointed 
Kenny Seow as Senior 
Sales Executive. An avia-
tion professional, based 
in Asia and in Avtrade’s 
Singapore office, Kenny 
will be responsible for 
key account management 
throughout the South 

Asia market. Supported by increased CAAC-
approved inventory and regional component 
repair services, his appointment is in response 
to Avtrade’s growing presence in Asia. In Ken-
ny’s new role, focus will be on the progression 
of business opportunities, strong sales growth 
and development of existing and new customer 
relationships and support. 

Bravia Capital, a global investment firm with 
offices or affiliate offices in Hong Kong, New 

York and Mumbai, has released that Ms. Helen 
Wong has been appointed as Chief Operating 
Officer of the firm. Ms. Wong brings to Bravia 
Capital over 25 years of finance and operational 
experience in the United States and Asia.

AJW Aviation has appointed David Lewis as 
Chief Technical Officer, continuing the organiza-
tion’s commitment to the recruitment of highly 
experienced professionals to take the growth 
and development of the business to greater 
heights worldwide . He will be responsible for: 
technical standards and best practices across 
all divisions of the business (specifically MRO, 
reliability, warranty and inventory management 
for customer’s technical spares support pro-
grammes, aircraft maintenance, engine man-
agement and asset health monitoring), guiding 
aircraft teardown and end-of-lease manage-
ment reconciliations, as well as service-level 

agreements with AJW’s approved repair ven-
dors. Lewis joins AJW from a seven-year career 
at flydubai, where he was most recently Head 
of Engineering, responsible for fleet airworthi-
ness, engine management, technical planning 
and records, and safety. 

True Aero has hired Dan Barton as Manager 
of Airframe & Engine Material. Dan will be re-
sponsible for Airframe & Engine end of life man-
agement including teardown, sales, and repair 
vendor management. Dan is a U.S. Navy veteran 
and Embry-Riddle Aeronautical University grad-
uate. He brings experience in sales, program 
management, airframe teardowns and prod-
uct management from his time at AeroTurbine 
where he served in several roles. 

People On The Move

Kenny Seow

Microsoft and Rolls-Royce have announced they are collaborating to bring 
new capabilities to Rolls-Royce customers. Rolls-Royce will integrate Micro-
soft Azure IoT Suite and Cortana Intelligence Suite into its service solutions 
to expand its digital capabilities to support the current and next generation 
of Rolls-Royce intelligent engines. Rolls-Royce engines power more than 
50,000 flights around the world each month, and the company constantly 
strives to improve aircraft efficiency, drive up aircraft availability, and re-
duce engine maintenance costs for customers. To do that, Rolls-Royce offers 
a broad range of service solutions, including its industry-leading TotalCare 
services, focused on keeping its customers’ engines generating maximum 
value for them. One key to delivering these services is observing trends 
and anomalies and using the right data to help airlines determine what ac-

tions to take to save money or improve operations. Rolls-Royce will tackle 
some of the greatest airline operational challenges by using Azure IoT Suite 
to collect and aggregate data from disparate, geographically distributed 
sources and Cortana Intelligence Suite to uncover data insights. Data sets 
such as engine health data, air traffic control information, route restrictions 
and fuel usage data will be collected to detect operational anomalies and 
trends, and then provide intelligent performance feedback on the findings. 
Using Azure Stream Analytics and Microsoft Power BI dashboards, the goal 
is to uncover data insights that will enable airlines to improve their opera-
tional performance and increase fuel efficiency. 

Information Technology
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