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LCCs will continue to influence MRO strategies Photo: Southwest Airlines

Editor‘s Page

It’s with great pleasure to take on the role of new 
editor at AviTrader MRO in addition to my usual 
role as chief correspondent. Over the past year I 
have had the privilege of speaking to many of our 
readers and partners and I believe it’s going to be 
an exciting journey moving forward.

On behalf of the entire team at AviTrader, I would 
like to thank and wish our previous editor David 
Nicholson all the very best in his new endeavours, 
it was an absolute pleasure working with him. 

In the next couple of months you will notice some 
gradual additions and changes to the publication, 
all aimed at reinforcing our position as a premier 
MRO publication – very exciting stuff! We are also 
working on ways to better engage with our read-
ers and partners. 

This month we have launched a new Q&A inter-
view segment where we get up close and personal 
with industry movers and shakers. In the Septem-
ber edition we speak to Jonas Butautis, the CEO at 
FL Technics who openly speaks about his concerns 
for the industry and what sets FL Technics apart.

Airlines often face a tough dilemma when it comes 
to maintenance strategy. Our cover story and IBA 
analysis takes a closer look at maintenance strate-
gies for low cost carriers (LCCs). A growing number 
of MRO organisations are targeting contracts with 
LCCs to fill the void left by failed network carriers 
- “The structure of the market is changing,” in the 
words of Lufthansa Technik’s chief. So clearly, as 
LCCs continue to blossom globally we expect to 
see MROs compete vigorously for their business.

No doubt many of you will converge on London 
in late September for the MRO Europe event. I 
hope to meet many of you there – some for the 
first time.

Finally, big thanks to all our editorial partners and 
advertisers for contributing to what has become 
a respected and internationally recognised pub-
lication in the MRO market. Feel free to contact 
me and my team anytime, we are always open to 
feedback.

Happy reading!

Keith Mwanalushi

Editor



Iberia Maintenance. Commercial and Business Development Direction
Madrid-Barajas Airport. Z.I. La Muñoza. Motores Building, 28042 Madrid.
Spain tel: + 34 91 587 51 32/ Fax: +34 587 58 84
maintenance@iberia.es / www.iberiamaintenance.com
British Airways Maintenance: baeng@ba.com / www.ba-mro.com Members of

OUR EXPERIENCE DRIVES YOUR EXCELLENCE.

When what matters is fi nely tuned, everything works.
Iberia’s merger with British Airways has made us stronger. Our technicians 
have more than 85 years of experience and are experts in their fi eld. With 
our extended product range and joint resources we can offer you the high 
quality service that you demand.

STRONGER TOGETHER.

http://www.ba-mro.com
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Fokker services signs Manufacturing 
License agreement with triumph aero 
structures

Fokker Services and Triumph Aerostructures – 
Vought Aircraft Division, a subsidiary of Triumph 
Group, signed a Manufacturing License Agree-
ment for the manufacturing of Fokker type of 
parts for the thrust reverser. With this Manufac-
turing License Agreement, Fokker Services is de-
termined to continue guaranteeing future parts 
availability and a stable supply chain for the op-
erators. At the same time it is a signal that the 
operators of Fokker 100 and Fokker 70 aircraft 
can count on an active fleet support from Fokker 
Services, reinforced by the engineering knowl-
edge of Triumph Aerostructures. Fokker Services 
and Triumph Aerostructures partnered in a three 
party agreement together with Gulfstream in 
1984 and have been collaborating since, in the 
continuous improvement of the development 
and production of the Thrust Reverser for the 
Fokker 100 and Fokker70 and the Gulfstream-IV. 

Rolls-Royce receives easa approval for 
higher efficiency and thrust Trent 1000 
engines

Rolls-Royce has been awarded certification for 
its higher efficiency and thrust “package C” vari-
ant of the Trent 1000 engine that will power the 
Boeing 787-9 Dreamliner aircraft. The type cer-
tification, from the European Aviation Safety 
Agency (EASA), comes as Rolls-Royce prepares 
to power the first test flight of the Boeing 787-9. 
The engine, certified to 74,000lb take-off thrust, 

will power the first Boeing 787-9 to enter service 
with Air New Zealand in 2014 and will also power 
the 787-8. A further upgrade to the engine, the 
Trent 1000-TEN (Thrust, Efficiency and New tech-
nology) will enter service in 2016. The engine will 
be certified to 78,000lb thrust and capable of 
powering all variants of the Boeing 787, includ-
ing the recently launched 787-10.

GE signs IHI and Techspace Aero as part-
ners on passport program

GE Aviation has reached agreement with IHI of 
Japan and Techspace Aero (Safran) of Belgium 
to become partners of a joint venture on GE’s 
new Passport engine for business aviation. IHI 
and Techspace Aero will be responsible for more 
than 37% of the Passport engine, which will pow-
er the Bombardier Global 7000 and Global 8000 
aircraft. Headquartered in Tokyo, Japan, IHI will 
be responsible for the low-pressure turbine mod-
ule, aerodrive systems, fan hub frame and aft fan 
case. Techspace Aero, located in Liège, Belgium, 
will be responsible for the booster module, lube 
tank and pump and the heat exchangers. The en-
gine certification program will include eight en-
gines and one core. Flight testing on GE’s flying 
testbed is scheduled for next year. Engine certifi-
cation is expected in 2015. GE’s Passport engine 
will produce 16,500 pounds of thrust and will 
incorporate advanced technologies and materi-
als to provide: 8% lower specific fuel consump-
tion than engines in its class; margin to CAEP/6 
emissions and to Stage 4 noise regulations; and 
world-class reliability and support.

China Postal EMS fleet growing to 15 
peMco freighters

PEMCO World Air Services (PEMCO), a leading 
global MRO and aircraft conversion provider, has 
announced an additional five-aircraft 737 PTF 
program with China’s postal service commenc-
ing September 2013. This deal follows the recent 
redelivery of its tenth freighter, an 11-position 
High Yield 737-400F, for Beijing-based China 
Postal Airlines (CPA). By this time next year, Chi-
na Postal’s fleet will include 15 PEMCO-modified 
737-300F & 737-400F aircraft, reaffirming their 
commitment to the highly successful partner-
ship with PEMCO. The first two 737-300 aircraft 
are scheduled for induction this month, with the 
remaining three being converted in 2014. The 
conversions will be performed at STAECO’s Jinan 
Shandong facility, PEMCO’s partner on over 40 
Boeing 737-300 & -400 freighter modification 
projects.

CFM launches new era as first LEAP en-
gine begins ground testing

CFM International has initiated testing of the first 
full LEAP engine, launching an extensive ground 
and flight test certification program that will en-
compass 60 engine builds over the next three 
years. The program will culminate in engine 
certification in 2015 and first entry into com-
mercial service on the Airbus A320neo in 2016. 
The LEAP-1A engine, which is the powerplant for 
the Airbus A320neo, fired for the first time on 
September 4th, two days ahead of the schedule. 
After a series of break-in runs, the engine was 
operating smoothly and has reached full take-off 
thrust. 

MRO and Production News

Fokker Services signs Manufacturing License Agreement with Triumph Aero structures    Photo: Fokker Services 

First LEAP-1A engine begins ground testing 
                 Photo: CFM International



Unmatched Experience  |  World-Class Support  |  Exceptional Value  CFM56

Whichever way you cut it, the many facets of the TRUEngine™ program add 
more sparkle to your CFM56 investment. World-class support, unmatched 
product knowledge, and the peace of mind knowing your engine has been 
maintained to CFM’s precise standards. But the real gem is retaining as 
much as 50% higher residual value*. Brilliant.

Go to cfmaeroengines.com/services

CFM International is a 50/50 joint company between Snecma (Safran) and GE.

*Based on CFM, GE and independent third-party research.

Stay true

http://www.cfmaeroengines.com/services
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FL technics launches cF34-3 mainte-
nance services

FL Technics, a global provider of integrated air-
craft maintenance, repair and overhaul services, 
is further extending the list of its engine man-
agement services and has recently introduced a 
brand new CF34-3 engine support package. The 
company has already agreed upon cooperation 
with a CIS-based carrier according to which it will 
provide comprehensive MRO support for the car-
rier‘s CF34-3 engines powering its Bombardier 
CRJ200 fleet. The first set of engines has already 
reached FL Technics for the scheduled mainte-
nance and repair works. Amongst other services, 
FL Technics specialists will conduct fan blade 
repair and replacement, foreign object damage 
(FOD) compressor repair, NDT testing, HPT mod-
ules replacement, as well as other maintenance 
works. The CF34-3 engine support services are to 
be provided both on-wing and during Shop Visits. FL Technics launches CF34-3 maintenance services Photo: FL Technics 

AgustaWestland and UTair Sign Service 
Centre Agreement at MAKS 2013

AgustaWestland, a Finmeccanica company, an-
nounced the signing of a Service Centre Agree-
ment with UTair Aviation of Russia during an 
official ceremony held at MAKS 2013. Under 
the agreement UTair will act as an authorized 
service station, providing a comprehensive 
range of support and maintenance services as 
well as an extensive spare parts inventory for 
AW139 twin engine helicopters in Russia. UTair 

is already a certified AW139 helicopter opera-
tor with ten aircraft currently in service to per-
form passenger, corporate and VVIP transport 
missions in Russia. Aircraft are deployed and 
operated from bases in Moscow, Saint Peters-
burg, Sochi and from additional bases in Sibe-
ria. The programme foresees qualification of 
approximately 60 pilots and 40 technicians to 
fly and maintain the AW139. 

AgustaWestland to expand facilities in 
Brazil

AgustaWestland released that its Brazilian sub-
sidiary, AgustaWestland Do Brasil, is to undergo a 
major expansion with the building of a new facil-
ity in Sao Paulo, which will include maintenance 
hangars with space that could accommodate a 
helicopter final assembly line, training centre, 
bonded warehouse, workshops and other sup-
porting services including a dedicated heliport. 
Construction of the new facility is scheduled to 
be completed by the end of 2014. Daniele Ro-

miti, CEO, AgustaWestland, announcing the 
plan at LABACE in Sao Paulo said “Brazil is a very 
important and growing market for AgustaWest-
land, so it gives me great pleasure to be able to 
announce this plan as we continue to grow our 
business not only in Brazil but throughout Latin 
America. This new larger facility will enable us to 
grow our industrial presence and to potentially 
assemble helicopters in Brazil, demonstrating 
our long term commitment to the region and 
our customers.” AgustaWestland and UTair Sign Service Centre Agreement at 

MAKS 2013                     Photo: AgustaWestland  

AgustaWestland Do Brasil is to undergo a major expansion 
with the building of a new facility in Sao Paulo.     

                 Photo: AgustaWestland  

GA Telesis expands support capabilities 
by adding Bombardier Q400 component 
and spare engine support capabilities

GA Telesis has acquired a significant Bombar-
dier Q400 inventory of new, overhauled, ser-
viceable rotable and expendable material with 
a value of $15m. The material is available for 
immediate purchase and the sales & marketing 
efforts will be led by the GA Telesis supply chain 
and global sales teams respectively. All of the 
components have been warehoused at the GAT 

Fort Lauderdale, Florida, USA distribution cent-
er. GA Telesis is now also capable of supporting 
spare engine needs of Q400 operators.

GA Telesis increases new generation 
material portfolio with acquisition of 
Boeing 737NG for dismantle

GA Telesis has purchased a Boeing 737-700 
(CFM56-7B) (ex Gol Airlines) MSN 30273 air-
craft for dismantle. The aircraft has entered 

the GA Telesis disassembly production line in 
the USA, and the aircraft component sales ef-
forts will be led by the GA Telesis supply chain 
and global sales teams respectively. GA Telesis 
continues to analyze global material demand 
and realizes the opportunities within the after-
market for new generation material. “Having 
737NG material available for sale not only gives 
us a competitive advantage, but also provides 
further support to our existing customer base 
with varying fleets” said Paul Lochab, Senior 
Vice President of Global Sales & Operations.



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
E-mail: marketing.sales@lht.dlh.de
www.lufthansa-technik.com/leasing
Call us: +49-40-5070-5553

The shortest distance 
between two owners? 
Ask us.

More mobility for the world

157_216x279ssp_LeasingLack+QR_RGB_RZ01.indd   1 21.09.12   17:01

http://www.lufthansa-technik.com/
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Aviation Technical Services signs service 
agreement with JetBlue airways

Aviation Technical Services (ATS) announced the 
signing of a longterm service agreement with 
JetBlue Airways, based in Long Island City, New 
York. The agreement includes provisions for ATS 
to supply maintenance and modification services 
to JetBlue over a three-year period.

Pratt & Whitney signs exclusive mainte-
nance agreement with transaero airlines

Pratt & Whitney has signed an exclusive eight-
year maintenance services agreement with 
Transaero Airlines to provide engine overhaul 
services on the airline’s fleet of PW4000-112″ 
engines. The agreement is expected to be worth 
approximately $55m over its life. Under the 
terms of the agreement, Pratt & Whitney will 
provide engine overhaul services for 11 Transae-
ro PW4000-112″ engines, which will help the 
airline reduce engine overhaul costs and turna-
round time thanks to the Pratt & Whitney net-

work’s extensive capabilities and value-focused, 
customer-tailored solutions. Engine overhauls 
will be performed at Eagle Services Asia, Pratt 
& Whitney’s Singapore-based engine overhaul 
facility, which is the company’s center of excel-
lence for PW4000 engine overhaul.

Sikorsky and Changhe sign agreement 
For S-76D cabin production in China

Sikorsky Aircraft and Changhe Aircraft Industries 
Corp. signed an agreement for Changhe to pro-
duce S-76D commercial helicopter cabins for 
Sikorsky. The agreement was signed during the 
China Helicopter Exposition, with Chairman Yu 
Feng, Changhe Aircraft Industry Group and Senior 
Vice President, Operations, Shane Eddy repre-
senting Sikorsky Aircraft. The S-76D helicopter is 
Sikorsky’s newest aircraft. Changhe had previously 
provided cabins for the predecessor S-76C++ heli-
copter, under an agreement signed by the two 
companies in 2007. Changhe will now serve as a 
second source for S-76D cabins, with deliveries 
scheduled to begin in 2016 and production vol-

ume based on market demand. Aerodochody in 
the Czech Republic also supplies the cabins.

Dynamic Precision Group acquires eight 
manufacturing facilities from Unison En-
gine components

Global alternative asset manager The Carlyle 
Group reported that its portfolio company Dy-
namic Precision Group has signed an agreement 
to acquire eight aerospace component fabrica-
tion and machining facilities located on three 
sites in the U.S., Canada and the UK, which de-
sign, manufacture and integrate components 
and systems for aircraft engines and airframes 
from Unison Engine Components, a subsidiary of 
GE Aviation. The transaction is expected to close 
by year end and terms were not disclosed. The 
acquired facilities provide precision manufactur-
ing capabilities for commercial, military and gas 
turbine engine components to a blue-chip cus-
tomer base worldwide. The sites, which employ 
825 people, are located in Manchester, CT; Burn-
ley, Lancashire, UK; and Orillia, Ontario, Canada.

MRO and Production News

aaR inks major MRo agreements

AAR have recently entered into a string of agree-
ments across various MRO sectors. AAR has 
entered into a general terms agreement with 
Liebherr-Aerospace to provide landing gear 
maintenance, repair and overhaul (MRO) ser-
vices for the Embraer 170/175/190/195 family 
of aircraft, a deal that provides enhanced capa-
bilities for AAR Landing Gear Services. The agree-
ment with the original equipment manufacturer 
(OEM) Liebherr-Aerospace, who has developed 
and integrated the landing gear system installed 
on the E-Jet 170/175/190/195 series, allows AAR 
to acquire and maintain updated technical docu-
mentation on the aircraft. With that access and 

the ability to purchase related spare parts for E-
Jet E1 series aircraft, AAR’s landing gear facility 
in Miami will be able to service other operators 
that fly the aircraft.

Seperatly, AAR also signed a long-term general 
terms agreement with Liebherr-Aerospace. Under 
terms of the deal, Liebherr-Aerospace will provide 
full support of AAR’s nose-to-tail comprehensive 
solution on the Airbus fleet. In addition, Liebherr-
Aerospace will grant access to technical documen-
tation, spare parts, and technical support to AAR 
maintenance, repair and overhaul (MRO) repair 
centers in Garden City, New York, and Amsterdam, 
which will also be performing certain repairs on 
Liebherr equipment

Chennault International Airport Authority also 
signed an agreement with AAR to open a new 
aircraft maintenance facility in Lake Charles, Lou-
isiana.  AAR will occupy approximately 520,000 
ft² of MRO service and administrative space at 
the facility, capable of supporting maintenance 
operations for all wide-body aircraft, with expan-
sion under way that will accommodate aircraft as 
large as the Airbus A380. AAR initially will em-
ploy approximately 250 people and anticipates 
hiring an additional 500 at the facility by 2017. 
The new operation significantly expands AAR’s 
capabilities, enabling the Company to accom-
modate a greater variety of aircraft and grow its 
aviation services business.

SR Technics extends line maintenance 
network in Switzerland

SR Technics has signed two contracts with easyJet 
to provide line maintenance services on the air-
line’s entire Airbus A319 and A320 Swiss regis-
tered fleet. With a three-year contract extension 
for Geneva and a new three-year contract for Ba-
sel, SR Technics will support a total of 22 aircraft 
in Switzerland. SR Technics’ Swiss line mainte-
nance organization has more than 140 employ-
ees, 18 of which are based in Basel. Services of-
fered include standard line maintenance, routine 
inspections, trouble shooting, defect rectification 

and out of phase work packages as required.

SR Technics and ADAT strengthen Boe-
ing 787 ICS offering through Moog 
agreement

SR Technics and ADAT, members of the Mubada-
la Aerospace MRO network, have signed a long 
term General Terms Agreement (GTA) with 
Moog, a worldwide designer, manufacturer and 
integrator of precision control components and 
systems. Under the deal SR Technics and ADAT 
will receive world class support from Moog for 
Boeing’s 787 MRO work and have the option 

to establish one of four authorized component 
repair facilities for Moog’s Boeing 787 spares 
worldwide, the location of which is still under 
review. The agreement is in line with the net-
work’s strategy to build close OEM partnerships 
in order to enhance its customer offering. It fur-
ther expands the MROs’ ability to support Boe-
ing 787 operators through an enhanced Inte-
grated Component Services (ICS) offering. The 
companies have also secured a 15-year main-
tenance and repair contract for Moog’s legacy 
platform components on Airbus and Boeing 
spares. In addition, Moog will provide access to 
spares for SR Technics’ ICS customers out of its 
seven global Boeing 787 component pools.
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alrosa airlines signs 737 component ser-
vices contract with Lht

At the MAKS fair in Moscow, Eastern Siberian 
carrier Alrosa Airlines has contracted Lufthan-
sa Technik to provide component support for 
its new fleet of Boeing 737NG (Next Genera-
tion) aircraft. Alrosa, which is headquartered 
in Mirny and is part of the Alrosa Mining 
Group, signed a Total Component Support 
TCS agreement for four new 737NGs. The car-
rier is currently replacing its fleet of Tupolev 
154s with modern Boeing aircraft. Effective 
immediately, Lufthansa Technik will take 
on the complete component supply for the 
new fleet, including all necessary repairs and 
the provision of spare parts for this aircraft 
type. Among the destinations Alrosa Airlines 
serves are Moscow, Saint Petersburg, Irkutsk, 
Krasnoyarsk, Krasnodar, Anapa, Gelendzhik, 
Tomsk and Novosibirsk. The company is cur-
rently making substantial investments in its 
future. Its short-term plans call for the entry 
into service of the Bombardier Q400 in addi-
tion to the Boeing jets.

Ural Works of Civil Aviation to become 
a Repair and Overhaul facility for Tur-
bomeca engines

Turbomeca (Safran) announced the signature of 
a MRO Licence Agreement with Ural Works of 
Civil Aviation (UWCA), paving the way for UWCA 
to become a Repair and Overhaul Facility in Rus-
sia for Turbomeca Arrius 2G1 and Ardiden 3G en-
gines, powering Ka-226T and Ka-62 Helicopters 
respectively. Ural Works of Civil Aviation will be 
approved for performing the Repair & Overhaul 
and test of engines and accessories. Turbomeca 
will supply tools and spares, provide training, 
technical assistance and technical publications to 
UWCA. The authorization of Ural Works of Civil 
Aviation for MRO of Arrius2G1 is expected dur-
ing the second half of 2015 with approval for Ar-
diden 3G MRO to come later on.

Airbus and S7 Engineering to develop 
strategic A320 maintenance training 
partnership in Russia

During the International Aviation and Space 

Salon MAKS-2013, Airbus and S7 Engineer-
ing, part of Engineering Holding, signed an 
agreement to develop long term maintenance 
partnership in the region. As part of this, S7 
Engineering, a leading maintenance and repair 
facility in Russia, will acquire Airbus training 
skills and standards to provide OEM-backed 
maintenance training capabilities for its per-
sonnel and for A320 Family operators in the 
region. Additionally, this partnership will lev-
erage Airbus’ latest technology training media 
and tailor the syllabus for the Russian envi-
ronment and local language. The scope of the 
agreement covers the following:
- Complete standardization of S7 Engineering’s 
instructors and quality processes to enable their 
integration into Airbus’ maintenance training or-
ganisation exposure;
- Deployment of Airbus Competence Training 
equipped with innovative digital tools, ensuring 
active learning in virtual aircraft environment;
- Delivery of Airbus type rating and specialized 
courses;
- Applying Airbus’ optimized standards of course-
ware, curriculum and examinations

MRO and Production News
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UTC Aerospace Systems to provide Sun-
wing airlines with service on major na-
celle components

UTC Aerospace Systems’ Aerostructures busi-
ness has been chosen by Sunwing Airlines to 
service nacelle components for its fleet of Boe-
ing 737 aircraft. Under the five-year agreement, 
UTC Aerospace Systems’ Alabama Service 
Center in Foley, Ala. will perform maintenance, 
repair and overhaul of the inlets, fan cowls and 
small components for the CFM56-7 engines 
that power Sunwing’s fleet of 24 Boeing 737-
800 aircraft. The agreement also provides the 
airline with access to UTC Aerospace Systems’ 

pool of rotable nacelle components, which will 
help ensure operational reliability for the air-
line. The Alabama Service Center is part of UTC 
Aerospace Systems’ Aerostructures business 
headquartered in Chula Vista, California. 

UTC Aerospace Systems selected by 
Aeroflot to provide wheels and carbon 
brakes on 737NG fleet

UTC Aerospace Systems has been selected by 
Aeroflot, Russia’s flagship airline, to supply the 
wheels and carbon brakes for its new fleet of 50 
Boeing 737-800 Next Generation aircraft. UTC 

Aerospace Systems will provide the equipment 
through its Wheels & Brakes business in Troy, 
Ohio. The first aircraft is scheduled for delivery 
in September, 2013.

Sunwing Airlines  Photo: AirTeamImages

http://www.werneraero.com
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We took the direct approach to finding out what you want in Pratt & Whitney service. We asked. 
And here’s what you said: Drive down costs without compromising time on wing. Provide 
innovative repairs when they’re the best alternative to replacement. Offer a broad portfolio of 
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Bombardier and Russia’s Rostekhnologii 
sign MoU to set up Q400 NextGen final 
assembly line

Bombardier and Rostekhnologii (“Rostec”), a 
state corporation controlled by the Russian Fed-
eration, signed a series of preliminary agree-
ments that include a letter of intent (LOI) for the 
sale of 50 Q400 NextGen aircraft; and a Market 
Development Agreement reached with Rostec 
and its aircraft leasing subsidiary, Avia Capital 
Services, that will provide an opportunity to 
place at least 50 additional Q400 NextGen air-
craft in the region. The parties also concluded a 
memorandum of understanding (MOU) to vali-
date the opportunity to set up a Q400 NextGen 
final assembly line in Russia. The LOI, Market 
Development Agreement and MOU were signed 
at the 2013 International Aviation and Space Sa-
lon, known as the MAKS 2013 Air Show, held at 
Moscow’s Zhukovsky Airport. Should definitive 
agreements be reached, based on the list price 
of the Q400 NextGen airliner, a firm-order con-

tract for 100 Q400 NextGen aircraft would be 
valued at approximately $3.39bn.

The establishment of a Q400 NextGen aircraft 
final assembly line in the Russian Federation, 
as outlined in the MOU, is a key commercial 
requirement of both the LOI and the Market 
Development Agreement. Under the MOU, 
Bombardier and Rostec will validate the op-
portunity to set up a Q400 NextGen final as-
sembly line in Russia that would be managed 
by a joint venture between the two parties. 
Should definitive agreements be reached, 
a Q400 NextGen aircraft final assembly line 
in Russia would produce aircraft for Rus-
sian customers and would be incremental to 
Bombardier’s current Q400 NextGen aircraft 
production operations in Toronto, Canada. 
Bombardier and Rostec are working towards 
definitive agreements to be concluded in 
2014, subject to obtaining the required inter-
nal, governmental and third-party approvals, 
as well as other usual conditions. 

Lufthansa Bombardier Aviation Services 
opens another hangar

Lufthansa Bombardier Aviation Services GmbH 
(LBAS) has opened an additional hangar at its home 
base in Berlin-Schoenefeld. With this step LBAS, a 
leading specialist in the maintenance, repair and 
overhaul of Bombardier business jets is creating 
the basis for successful further development of the 
company. At the same time that the hangar capacity 
is being increased, the size of the workforce is also 
growing. Thus twelve new jobs have been created 
since the start of the year, ten of them mechanics. 
This brings the number of staff currently employed 
at LBAS up to 183. Following the renovation and 
comprehensive modernization of the hangar, taken 
over from Lufthansa Technik, the additional capac-
ity now available means that the MRO provider can 
handle one aircraft in the Bombardier Global series 
and four aircraft up to the size of a Challenger 850. 
The hangar has been expanded to include a battery 
shop and a wheel reconditioning workshop along 
with offices and recreation rooms.

MRO and Production News

Acro Aircraft Seating to equip KLM City-
hopper’s entire Fokker 70 fleet

UK-based passenger aircraft seat manufacturer 
Acro Aircraft Seating has announced that KLM 
Cityhopper (KLC) and Fokker Services have 
signed a contract to replace the seats on the 
airline’s entire Fokker 70 fleet with its new Acro 
Ultra seats. Distinguished by its light weight and 
slim design of the seatback, this is the first time 
that KLC has ordered this particular model. The 
order marks an important win for Acro which 
includes 26 shipsets and seating for a total of 
2080 passengers. Installation is already com-
pleted for the first four shipsets and completion 
of the order is anticipated in October, ahead 
of the 2013 winter schedule. KLC selected the 
Acro seats in order to introduce a new Economy 
Comfort-zone Class on its Fokker 70 fleet, simi-
lar to its Boeing fleet in Europe. By installing 
the new seats, a reconfiguration of the front 
section of the aircraft has been made possible. 
Consequently, KLC passengers can then (winter 
2013/2014) enjoy an extra four centimetres of 
legroom compared with Economy Class, whilst 
European Business Class passengers enjoy an 

extra eight centimetres in pitch.

Acro Aircraft Seating to equip Mango 
Airlines of South Africa entire Boeing 
737-800 fleet

UK-based passenger aircraft seat manufactur-
er Acro Aircraft Seating has secured a contract 
to manufacture and install its Ultra R seats 
aboard Mango Airlines entire fleet of Boeing 
737-800 aircraft. The deal which includes six 
shipsets and equates to 1116 economy class 
seats, marks the first major African client for 
the Redhill, Surrey-based manufacturer. Dis-
tinguished by an ultra-light weight and slim 
seatback design, the UItra R seats on the first 
newly re-fitted Boeing 737-800 entered ser-
vice mid-August with the second aircraft to 
follow on August 31st. Acro Aircraft Seating is 
currently in negotiations with Mango Airlines 
for an additional two shipsets due for com-
pletion in 2014. According to Mango Airlines, 
South Africa’s state-run, low cost airline, based 
in Johannesburg, it selected Acro’s Ultra R seat 
as it offered the most passenger space, com-
fort and weight savings of all those it tested. 

Crucially, the weight savings of approximately 
800kg per aircraft will help the airline improve 
fuel efficiency, reduce CO2 emissions and real-
ise significant cost savings. 

Acro Aircraft Seating to install its Ultra R seats aboard 
Mango Airlines entire fleet    Photo: Acro Aircraft Seating 

Turbomeca and Zodiac Hydraulics sign 
15-year contract

Turbomeca (Safran) and Zodiac Hydraulics signed 
a contract worth €75m for a period of 15 years. 
This contract concerns the supply of hydro-me-
chanical equipment dedicated to the control sys-
tems of Turbomeca turboshaft engines.

Turbomeca enhances proximity sup-
port in china, with new technical sup-
port center

Turbomeca opened the new Turbomeca Techni-
cal Center in Tianjin. This new Center is dedicat-
ed to Arrius, Arriel and Makila engines operated 
in the area. In this Center, the qualified Tur-

bomeca team will provide support of technical 
intervention to all operators in China. It will also 
perform maintenance for Arrius 2, Arriel 2 and 
Makila 1&2 engines, operated by Governmen-
tal and police operators, which represented the 
third of Turbomeca engines fleet in China.
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Aviation Technical Services and AJW Group 
form strategic alliance

Aviation Technical Services (ATS) and AJW Group 
have signed a Memorandum of Understanding 
(MOU) to create a range of flexible integrated 
solutions for the aviation market worldwide. To-
gether, ATS and AJW will provide operators with a 
much broader scope of capabilities through their 
combined strengths that address an increasing 
demand for comprehensive services and sup-
ply chain value propositions. Airlines looking to 
streamline costs in maintenance infrastructure 
and avoid investments in inventory will benefit 
from this alliance. Through the deal, ATS will gain 
valuable access to AJW’s extensive Boeing and Air-
bus component inventories, as well as an expand-
ed scope of repair capabilities provided by AJW 
Technique. AJW will offer customers expanded 
PBH solutions benefiting from the range of ser-
vices offered by ATS Components. Over the course 
of the next few weeks, AJW and ATS will define 
the joint market solutions with a view to launching 
formally in September at MRO Europe, London. 

First flight of Mitsubishi Regional Jet now 
slated for second quarter of 2015

Mitsubishi Aircraft Corporation announced a 
revamped schedule of the Mitsubishi Regional 
Jet (MRJ) program. First flight is slated for 2Q 
CY2015, with first delivery in 2Q CY2017. Prior 
to this adjustment, first flight was scheduled for 
4Q CY2013, and first delivery between summer 
CY2015 and 1Q CY2016. In the course of develop-
ing the MRJ with a focus on safety, unprecedent-
ed fuel efficiency, and passenger comfort, MITAC 
has simultaneously addressed processes in which 
design and development of aircraft system and 
component specifications are aligned with safety 
certification. Design and respective certification, 
however, have taken greater resources than an-

ticipated which, in turn, impacted 
component deliveries and aircraft 
fabrication. In step with program 
partners, MITAC has established 
this new schedule to take into ac-
count the fulfillment of respective 
safety certification standards. As-
sembly of the first test airframes 
is under way in preparation for 
respective ground and flight tests. 
Customer support’s portfolio of 
services and providers are also tak-
ing shape, as is the preparation of 
facilities for realizing serial produc-
tion at the earliest.

Rockwell Collins signs service and supply 
agreement with the Mubadala Aerospace 
MRo network

SR Technics and ADAT, both members of the 
Mubadala Aerospace MRO network, have signed 
an agreement with Rockwell Collins to support 
Boeing 787 Dreamliner operators. Under this 
agreement, Rockwell Collins will grant the MRO 
network access to its spares, services and support 
around the world. Rockwell Collins provides the 
787 Dreamliner’s flight deck displays, crew alerting 
system, pilot controls, communication and surveil-
lance systems, and common data network. The 
company will guarantee a seamless global availabil-
ity of spares through the supply and maintenance 
of these systems to SR Technics and ADAT.

Turkish Technic approved by Director Gen-
eral of Civil Aviation of India

Turkish Technic continues to expand its service area 
with the recently held approval of DGCA of India. 
The approval certificate covers base and line main-
tenance services of Boeing 777, Boeing 737, Airbus 
320 and Airbus 330 aircraft. The approval also cov-
ers Hamilton Sundstrand APS 2000 and APS 3200, 
Honeywell GTCP-85-129H and GTCP-131-9B types 
APU’s and Landing Gears of aircraft types men-
tioned above.

KLM UK Engineering wins Luxair mainte-
nance checks

KLM UK Engineering Limited has been awarded a 
contract to carry out heavy maintenance checks 
to two 737 NG aircraft owned by Luxair. Luxair is 
the National carrier of Luxembourg and operates a 
fleet comprising of ERJ145, Bombardier DHC-8 and 
737NGs aircraft.

BAE Systems Regional Aircraft renews 
spares support contract with Sky Express 
of greece

BAE Systems Regional Aircraft has won a three-
year extension to its existing MACRO rate-per-
flying-hour spares support contract with Greek 
regional airline Sky Express. Sky Express first en-
rolled on to the MACRO (Material and Compo-
nents Repair and Overhaul) programme in June 
2008 and this new extension will see the airline 
enjoy the benefits of this service until mid -2016. 
The contract covers the airline’s fleet of BAE 
Systems-built 30-seat Jetstream 41 regional tur-
boprop airliners and covers 189 separate aircraft 
parts. An additional consignment of on-site stock 
of critical parts has been placed with the airline 
to prevent AOG (Aircraft On Ground) situations 
arising. Under this MACRO contract BAE Systems 
will be responsible for managing the spares inven-
tory, logistics and repairs. This allows Sky Express 
to focus its attention on running its regional inter-
island operations while BAE Systems provides a 
first-class support service.

atlasjet chooses turkish technic pool 
services

Atlasjet, one of the fastest growing airlines of the 
region, and Turkish Technic have signed a contract 
for comprehensive component support for the 
airline’s A320 family fleet for a term of five years 
extendable to ten years. With the addition of At-
lasjet, Turkish Technic now supports 15 Airlines 
and more than five hundred aircraft all around the 
region. The contract comprises component sup-
ply and repair on ATA Chapter basis. Components 
will be supplied from the Istanbul hub. Repair and 
overhaul work of the components will be execut-
ed at the Turkish Technic facilities Istanbul, Turkey.

precision conversions wins contract from 
air china cargo

Precision Conversions announced that the compa-
ny has won a contract to provide Air China Cargo, (a 
Joint Venture between Air China and Cathay Pacific 
Airways), a total of four full 15-cargo position 757-
200PCFs. The first aircraft was inducted for modi-
fication at the Taikoo Aircraft Engineering mainte-
nance facility in Xiamen on July 31st. The second 
aircraft will commence modification in November. 
The remaining two aircraft are being placed in pro-
duction slots for early 2014. All four aircraft will be 
used for express package transportation in China. 
Air China Cargo, is based in Beijing, China and oper-
ates to 36 cities in 27 countries.

MRO and Production News

AJW Group President Christopher Whiteside, left, and 
ATS President and CEO  Matt Yerbic    Photo: AJW  



YOU MAINTAIN YOUR BUDGET. 
WE MAINTAIN YOUR FLEET.

The demands of today’s marketplace mean you have to focus on what you do best.  
So when your core competency is flying, it pays to trust your maintenance to Delta 
TechOps’ Complete Fleet™ Services. As the MRO powering the world’s largest fleet, Delta 
TechOps delivers operational efficiencies, economies of scale and unparalleled global 
reach to help you make the most of your maintenance. Let us customize a Complete Fleet™ 
solution including engine, airframe, component and line maintenance — all the services 
you need to keep your fleet in the air, and your numbers in the black.

Visit DTOMROSolutions.com,  
call +1-404-773-5192 or  
just snap the code with your  
mobile device to contact us.

http://DTOMROSolutions.com
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Aerosource signs five year contract for 
component repairs with Bombardier Aero-
space

Aerosource has signed a five year contract with Bom-
bardier Aerospace’s Component Repair and Over-
haul (CR&O) team based in Wichita, KS, covering 
aftermarket repair and overhaul of Air Driven Gener-
ators, Integrated Drive Generators and APU Genera-
tors for Bombardier CRJ and Challenger aircraft. The 
contract, which was signed at Aerosource’s facilities 
in New Jersey, has been structured to allow for fu-
ture growth, allowing for additional components to 
be added as capabilities are developed.

Japan Airlines signs GTA with AJW Aviation 
to provide component support

Japan Airlines (JAL) has signed a General Terms 
Agreement (GTA) with AJW Aviation, a leading in-
dependent integrated aircraft support specialist, to 

provide spares support across its fleet and subsidi-
ary airlines. AJW will support Japan Airlines’ fleet 
of Boeing aircraft from its Singapore-based facility 
which offers extensive service-ready Boeing com-
ponent inventories to help minimise AOG delays in 
returning aircraft to service.

Avcorp signs production contract with 
Boeing

Avcorp Industries has received a purchase contract 
from Boeing for the production and supply of Tun-
nel Cover Assemblies for the CH-47 Chinook Heli-
copters. Each shipset of Tunnel Covers consists of 
several large and complex metal bonded aerostruc-
tures. These Tunnel Covers act as access covers to 
the driveshaft, which runs between the two main 
rotors of the aircraft. Avcorp has manufactured and 
supplied Boeing with various aircraft components, 
including Wheel Well Fairings and Wing tip Panels 
for the Next-Generation 737, and CH-47 Chinook 

Helicopter Cockpit Nose Enclosure assemblies, for 
more than 20 years.

chromalloy signs new agreements with 
honeywell

Chromalloy announced a Repair License Agree-
ment as well as a Supplier Agreement with Honey-
well. The 10-year agreements cover aircraft engine 
components and engineering services for parts, 
and special coating processes. The Supplier Agree-
ment and Repair License Agreement commenced 
on August 12th, 2013 and cover a full range of 
Honeywell systems that power commercial, cargo, 
military and business aircraft, as well as auxiliary 
power units. Chromalloy’s Palm Beach Gardens, 
Florida, Engineering Center of Excellence also will 
provide metallurgical laboratory services, advanced 
component repair applications and manufacturing 
as well as material design and advanced coating re-
pair application.

avianca, a leading airline in Latin America, has selected Panasonic Avionics’ 
eX1 IFE system for its new fleet of Airbus A320 family aircraft. eX1, the most 
advanced IFE system for single-aisle aircraft, will be installed on 28 of Avianca’s 
new narrowbody fleet. It will feature Hi-Definition (HD) screens throughout 
each aircraft, with 11 inch energy-efficient, lightweight Eco monitors in Busi-
ness Class with touch-screen handsets, and 9 inch Eco monitors in Economy 
Class. Power outlets will also be installed at every Business Class seat and in 
every Economy Class row.

JetBlue airways has signed a contract with Aviation Technical Services (ATS) 
for the Washington state-based company to install super-fast next-generation 
Ka-band satellite Wi-Fi technology on JetBlue’s fleet of Airbus A320 aircraft. The 
agreement covers up to 130 A320 aircraft at ATS’s maintenance facility in Ever-
ett, Wash. Additional Ka-band installations will be accomplished at JetBlue’s 
LiveTV subsidiary in Orlando. The technology was designed by LiveTV, which 
will be conducting training and technical support to ATS to ensure a quality 
installation. All Airbus A320 installations are expected to be completed by the 
end of 2014.

In-flight entertainment provider, iFe services, has signed a partnership agree-
ment with Betria Interactive to bring its new FlightPath3D Moving Map and Des-
tination ‘geotainment’ service to the global airline industry. The FlightPath3D so-
lution is a fully integrated in-flight moving mapping service for airline passengers 
to enjoy in-flight. The service includes a flight preview ‘auto-play’ script broadcast 
during aircraft boarding, an in-seat interactive 3D map application with detailed 
satellite imagery and integrated street maps. This next generation product suite is 
enhanced by a new destination guide information service that updates relevant 
point-of-interest information periodically for an airline’s destination cities. In 
August this year, Betria Interactive announced Norwegian as their launch Flight-
Path3D customer.

aerData, the provider of software and services for the aviation industry, an-

nounces that emirates is the latest airline to acquire STREAM records manage-
ment solution. The contract term is for five years. STREAM (Secure Technical 
Records for Electronic Asset Management) is the industry’s foremost web-based 
solution used by some of the world’s largest airlines, lessors and MROs to man-
age scanned aircraft and engine records.

ARINC Incorporated released that long term customer Lot polish airlines has 
chosen ARINC’s GLOBALink ACARS data link programme to provide the airline 
with the timely, accurate information that it depends on every day for its new 
Boeing 787 Dreamliner aircraft. The airline currently uses ARINC’s ACARS data 
link services for faster, more comprehensive and more reliable operational mes-
saging. Under the new agreement, ARINC will integrate the 787 data link pro-
gramme into ARINC’s data link Management System – OpCenter, allowing seam-
less operation with LOT’s existing fleet. GLOBALink ACARS will enable LOT to 
operate its aircraft more efficiently and give it more visibility into how its aircraft 
are performing by maintaining critical, automated, real-time messaging between 
the flight crew and its maintenance organization. 

Information Technology

LOT chooses ARINC’s GLOBALink ACARS data link programme  
Photo: LOT Polish Airlines
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The aircraft cabin is one of the first things your passengers see, creating an important brand impression of the services 
ahead. A LED cabin lighting system greatly improves the passenger appeal of your cabin with a bright and uniform light 
output without discoloration or failed lights and smaller black spots. Designed specifically for the latest Boeing 737NG  
interior range and compliant with all regulations, Fokker Services offers a complete LED-lighting package that replaces the 
traditional, tube luminescent (TL) passenger cabin lighting system. The LED lighting system has a high reliability and  
eliminates frequent replacement of tubes and expensive armatures leading to lower maintenance costs. It reduces the 
weight of the aircraft and the electrical power consumption both resulting in lower fuel burn and CO2 emissions. So if you 
want to shine a LED on your B737NG-lighting system, please contact us for more information: +31 88 628 00 00. Or send 
us an email: info.fokkerservices@fokker.com. For Continued Competitive Operation.

This LED system is also available for Dash8, A320, Fokker 50, and Fokker 70/100. 

B737NG. Shine a LED on me

http://www.fokker.com
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Low cost, high expectations  by Keith Mwanalushi

The closure of several network airlines globally is forcing MROs to look elsewhere for business, 
forcing maintenance providers to create solutions specifically for the booming low cost airline 
market, where even the budget operators have high expectations.
IT’S NO WONDER Lufthansa’s 
maintenance division recently indi-
cated that it’s increasingly target-
ing contracts with low-cost carriers 
(LCCs) as collapses and consolida-
tion erode its traditional customer 
base. Lufthansa Technik is “very 
eager” to increase its LCC portfolio 
to add to Budapest-based Wizz Air, 
Norwegian Air Shuttle and Ryanair.

“The structure of the market is 
changing,” said Lufthansa Technik’s 
CEO August Wilhelm Henningsen at 
a press briefing in Hamburg recent-
ly. “In the past we made a living on 
many small and medium-sized air-
lines, but the Malev’s and Spanair’s 
are vanishing.” Europe’s troubled 
economies have stalled a number 
of network airlines, with casualties 
including Lufthansa Technik clients 
Spanair of Barcelona and Malev the 
Hungarian flag carrier, which col-
lapsed last year. LOT Polish Airlines 
is currently for sale, while Scandina-
vian governments may seek bids for 
tri-national SAS.

But the one sector growing at a phenomenal 
rate worldwide is the LCC market. LCCs have 
intentionally designed their business mod-
els to not include maintenance as a core ac-
tivity, however, more recently, some of the 
larger LCCs like Ryanair [except at a few loca-
tions] have taken on considerable 
amount of maintenance work in-
house. Interestingly, as the LCC 
revolution continues globally, 
LCCs are taking another look at 
the opportunities available as 
MROs compete vigorously for 
their business.

“For LCCs with large narrow body & single 
fleet types and configurationand operating 
at lower cost bases and with skill sets locally 
available, they will be inclined to keep some 
of the activities at their main bases in Asia, 
for example core line maintenance activities, 
CAMO, (Continuing Airworthiness Manage-
ment Organisation) basic shops for fast mov-
ing items such as wheels and brakes, safety 
equipment, cabin inserts and seats, and so 

on,” observes a spokesperson at SIA Engineer-
ing Company (SIAEC).

Alexandra Guillot, CEO of Hifly and market-
ing manager for ADSoftware says the option 
for LCCs to perform their own maintenance is 
dependent on the country. “In some countries 

where the labour cost are high and, more im-
portantly, where there are legal obstacles to 
hiring and firing individuals, it is a viable op-
tion for LCCs to outsource the maintenance 
activities to a dedicated independent facility,” 
Guillot stresses.

However, she notes that where labour restric-
tions are fewer and possibly well-qualified 
and certified maintenance technicians are 

available at  a market-acceptable price for the 
LCC, then shorter (in-house) turnaround time 
(TAT) for certain A and B checks (even possi-
bly C checks) and unscheduled maintenance 
activities could possibly be of benefit to the 
to the LCC, as those maintenance activities as 
determined by the LCC are prioritised accord-

ingly, and can be managed  to fit 
in best with the LCCs own flight 
schedules and business plans.

She adds that at the centre of an 
LCCs ability to do in-house main-
tenance is the choice of cost-ef-
fective aviation dedicated main-
tenance software. It would have 

to meet the needs of the LCC in terms of their 
specific functional activities and will have to 
meet the requisite international maintenance 
standards.

“There are a few aviation maintenance soft-
ware providers who have a cost-effective and 
comprehensive solution, with a quick imple-
mentation time and provide quality support 
and on-site training,” says Guillot. ADSoftware 

“The structure of the market is changing. In the past 
we made a living on many small and medium-sized 
airlines, but the Malev‘s and Spanair‘s are vanishing.” 
August Wilhelm Henningsen, Lufthansa Technik’s CEO 

Cost and competitiveness remains a major driver for LCC maintenance.    Photo: AMG
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is a French corporation specialising in avia-
tion software. The company has developed 
various solutions over the years such as AIR-
PACK and DAILYPACK. “We have 50 customers 
worldwide, including MRO facilities, CAMO, 
helicopter, operators and airlines. We believe 
we are a viable option for LCCs to handle their 
maintenance and we are currently in discus-
sion with two LCCs,” she says.

The bigger carriers will choose to perform 
in-house work if it’s 
cheaper than the mar-
ket can perform and 
they will outsource 
what they can’t pro-
vide in-house. Ulti-
mately it boils down 
to cost and finding 
the right MRO solu-
tion. Airlines that out-
source will inevitably 
focus on their core businesses and can reduce 
their fixed costs related to facilities, training 
and manpower.

Fabrice Defrance, senior vice president com-
mercial at AFI KLM E&M believes that irre-
spective of the kind of airline, the cost is a 
major driver and the competitiveness of the 
offers are key. “Relying on the competitive-
ness of our services, in the engine or com-
ponent fields for example, and on our abil-

ity to adapt to the airline’s needs, notably in 
terms of TATs, we are delivering our services 
to several LCCs,” Defrance states. The list of 
LCCs serviced by AFI KLM E&M includes IndiGo 
(A320 component), Air Asia X (A330 compo-
nents) and Jet Airways (737NG components).

Speaking of component maintenance, Aero 
Maintenance Group subsidiary, AMG Flite 
Components LLC (part of the AFI KLM E&M 
network) recently entered into a radome sup-

port and repair 
partnership with 
Spirit Airlines, 
Americas’ ultra-low 
cost carrier in sup-
port of their 50+ 
and growing fleet 
of A320-family air-
craft. The multi-
year partnership 
places spare ra-

domes at Spirit’s key maintenance locations 
and provides minor repair to full overhaul ser-
vices for all Spirit radomes. Spirit Airlines and 
AMG Flite teamed together partly because of 
Flite’s abilities to perform maintenance and 
testing on quartz radomes economically with 
rapid response times, thus providing high po-
tential savings to the American ultra-LCC.

SIAEC continues to have its focus both on 
full service airlines as well as full service air-

line LCC, which will continue to be the main 
contributor to the company’s revenue stream 
SIAEC has successfully engaged the LCC mar-
ket for the past 15 years, providing total fleet 
management solutions. “The positive outlook 
for air traffic demand especially in the Asia Pa-
cific region, where LCC market will continue to 
grow and fuel the traffic growth, and its buoy-
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Aviation dedicated maintenance software is crucial
says Alexandra Guillot  Photo:  ADSoftware

“Safety is in no way something that 
we compromise on. An attractive 
aspect for LCCs is the possibility to 
rent out the package, scale it, and 
minimise cost.” 
Alexandra Guillot, CEO of Hifly 

Where skill sets are locally available, LCCs are inclined to keep some work in-house.    Photo: AMG
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ant fleet renewal market, has the attention of 
most MROs in the region, including SIAEC,” ac-
cording to the company.

“SIAEC strives to provide total support so-
lutions through its fleet management pro-
grammes as well as competitive turnaround 
times, organically or through our extensive 
network of 25 joint ventures  in nine coun-
tries, to offer better cost efficiencies to the 
LCC airlines,” the company further states. 

From a software perspective, Alexandra Guil-
lot says for an LCC that chooses to do in-house 
maintenance, the choice of cost-effective avi-
ation-dedicated maintenance software that 
will manage all aspects of the maintenance 
process is paramount. She adds that ADSoft-
ware has a cost-effective and comprehensive 
solution, with a quick implementation time 
and provides “quality” support and on-site 
training. 

It’s not unusual for LCCs to perform line main-
tenance up to and including A-checks, but 
outsource most other work. Aircraft compo-
nents are usually sent back to the OEM for 
repairs. The cost to the airline to do anything 
other than the work described could be enor-
mous. Engine maintenance for instance is an 
enormous cost where most LCCs can’t find the 
business case and doesn’t have the critical 
mass to undertake the work internally. 

LCCs operate within some very stringent pa-
rameters including very tight TATs requiring 
procedures and systems for component/rota-
ble support and repair to accommodate the 
very short turnarounds. 

Guillot is convinced that ADSoftware is 
equipped with the relevant tools for an LCC to 
handle very tight turnarounds. She mentions 
the Kardex Component Operating Storage Lim-
its feature that helps track rotables and equip-
ment and minimise turnarounds. “Our inven-
tory control and logistic system ‘AirStock’ 
covers the entire logistics chain as well as all 
of the MRO activities that are integral to the 
functioning of a repair shop and this allows 
the LCC to build procedures and implement 
them at every stage of the chain.”

LCCs strive to ensure they keep their main-
tenance costs as low as possible, so how are 
MRO providers able to provide adequate MRO 
services comparable to network airlines with-
out compromising safety?

SIAEC for instance have developed strategic 
targets on how best to remain competitive, 
both to full service airlines as well as LCCs. 
The company says its on-going continuous 
improvement plan drives productivity inter-
nally throughout its value chain and also at 
the same time ensure it manages suppliers ef-
fectively with regards to TAT, quality and cost. 

“SIAEC also has a wide network globally that 
allows us to provide a more complete solu-
tion including the customer’s line stations and 
have built up strong and responsive AOG (Air-
craft On Ground) support teams to ensure any 
costly overseas technical delays are kept to a 
minimum. Regular meetings are also held with 
the customers to ensure we constantly review 
service performance and enhancements,” SI-
AEC states. 

Over at ADsoftware, Guillot clarifies that their 
solution can be used by LCCs, MRO, and net-
work airlines as it provides the same level of 
service to all of them. “Safety is in no way 
something that we compromise on. An attrac-
tive aspect for LCCs is the possibility to rent 
out the package, scale it, and minimise cost.”

A continuous issue often raised in airline board 
rooms is that of fleet renewal. The question of 
whether to renew a fleet or pay higher MRO 
costs as the fleet ages. While some carriers 
consistently replace their fleet as they get 
older others make a strategic decision not to 
buy new aircraft but invest in revitalising the 
cabin of their current fleet. LCCs now have a 
powerful voice as they make up a considerable 
chunk of new aircraft orders and ultimately 
they are in strong position to influence future 
maintenance strategies.
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Spirit has entered a support and repair partnership with AMG Flite.    Photo: Airbus
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Finance News

Rolls-Royce and Safran complete sale of RTM322 helicopter en-
gine programme to turbomeca

Rolls-Royce has completed the sale of its 50% shareholding and interest in 
the RTM322 helicopter engine programme to Turbomeca (a Safran compa-
ny), for which it has received a cash consideration of €293m. Turbomeca now 
assumes full responsibility for managing the design, production and support 
of the RTM322 engine, which powers the Apache, EH101 Merlin and NH90 
helicopters. Rolls-Royce will progressively transfer its operational responsibili-
ties in the engine programme to Turbomeca over a multi-year period. During 
this transfer period Rolls-Royce will provide full assistance to Turbomeca to 
ensure all RTM322 customers continue to receive effective support.

BOC Aviation reports first-half net profit of US$163m

BOC Aviation’s unaudited net profit after tax for the first six months to June 
30th, 2013 was US$163m, 57% higher than the same period last year. During 
the first half, the company – which has been consistently profitable since it 
was founded in November 1993 – also exceeded US$1bn in cumulative net 
profit after tax since Bank of China (BOC) acquired the Company in Decem-
ber 2006. As of June 30th, 2013, BOC Aviation’s total assets had increased to 
US$9.9bn after paying a dividend of US$113m for the first time to the Bank 
of China Group. Cash stood at US$680m, and debt-to-equity was 4:1. As of 
June 30th, 2013, BOC Aviation had a fleet of 223 modern aircraft flying with 
more than 50 airlines worldwide, comprising 198 owned and 25 managed 
aircraft, as well as 16 aircraft on committed purchase and leaseback with air-
lines. There were 30 new deliveries during the first half, including 10 aircraft 
on purchase and leaseback agreements, a record for a six-month period.

RUAG grows in civil business and increases profitability

In the first half of 2013, international technology group RUAG increased net 
sales by 3.4% year-on-year to CHF845m (previous year: CHF817m). Earnings 
before interest and taxes (EBIT) rose 13% to CHF44m (CHF 39m). Civil busi-
ness is gaining further in relation to military business: 56% of sales was gener-
ated by civil applications. The fastest growth was seen in RUAG’s international 
sales in North America and the Asia-Pacific region. Both the increase in civil 
business and international expansion had a positive impact on profitability. 
Four out of five divisions reported growth in the first half of the year. Only 
in the Defence division – the strategic technology partner for land forces – 
did sales decline compared with the year-back period. Growth in civil busi-
ness and international expansion are responsible for the 13% rise in EBIT and 
have thus both proved to be profitability drivers. RUAG generated 56% (53%) 
of net sales with civil and 44% (47%) with military applications. In the civil 
sector, particular gains were seen in aerostructures, aerospace and business 
aviation. Sales to the DDPS (Swiss Federal Department of Defence, Civil Pro-
tection and Sport), still the most important single customer, again declined 
slightly from 34% to 33%.

Safran to sell Globe Motors to Allied Motion

Safran has reached a definitive agreement to sell Globe Motors, a US-based 
subsidiary of Safran, to Allied Motion on the basis of an expected enterprise 
value of $90m. The transaction is subject to customary closing conditions, 

including regulatory approvals and the successful arrangement of debt fi-
nancing by Allied Motion, and is expected close in the second half of 2013. 
Headquartered in Dayton, Ohio, Globe Motors designs, manufactures, and 
distributes standard and bespoke precision, subfractional horsepower mo-
tors and motorised devices internationally with applications in aeronautical 
(commercial and military), automotive and industrial markets. Globe Mo-
tors is part of Safran’s Aircraft Equipment activities and recorded revenue of 
$106m in 2012.

Marshall Aerospace and Defence Group acquires Beechcraft’s 
European MRO business, Hawker Beechcraft Ltd

Marshall Aerospace and Defence Group (Marshall ADG) announced the pur-
chase of Beechcraft’s flagship European MRO business, Hawker Beechcraft 
Limited. At its Broughton location in the UK, the site, also known as Hawker 
Beechcraft Services Chester, has provided a full range of maintenance, modi-
fication, paint and upgrade services to owners of Hawker and Beechcraft 
aircraft for over 50 years. The business will be known as ‘Marshall Aviation 
Services.’ Announcing the deal, which was signed on 30th August 2013, Steve 
Fitz-Gerald, CEO of Marshall ADG comments: “We are committed to a strat-
egy of building our civil aerospace business and I am delighted that Hawker 
Beechcraft Limited has become part of Marshall Aviation Services. This is our 
second business aviation acquisition this year and demonstrates our ambi-
tion to grow and become a major player in the business and commercial avia-
tion marketplace.” Marshall ADG will continue to provide a vital service and 
support role for Beechcraft throughout Europe, the Middle East and Africa 
and has been granted Authorised Service Centre status for Hawker and King 
Air aircraft. Marshall Aviation Services also plans to broaden the range of air-
craft types supported at Broughton and leverage its design and integration 
expertise to provide aircraft manufacturers, governments and specialist op-
erators with innovative engineering and support solutions to satisfy special 
mission requirements. 

Triumph Group signs agreement to acquire General Donlee 
Canada

Triumph Group announced the signing of a definitive agreement to acquire 
General Donlee Canada, a leading manufacturer of flight critical complex ma-
chined components. Triumph will pay a total of approximately $110.0m in cash 
to acquire General Donlee’s outstanding equity and retire its existing debt. The 

Beechcraft and Marshall ADG celebrate acquisition of European MRO business.  
Photo: Marshall Aerospace and Defence Group 
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transaction is subject to customary closing conditions, including the approval 
of the General Donlee shareholders, and is expected to be completed in the 
third quarter of fiscal year 2014. The acquired business will be included in the 
Aerospace Systems Group. The business is expected to add approximately 
$60.0m in annual revenue and to be immediately accretive to earnings. Based 
in Toronto, Canada, General Donlee is a leading manufacturer of precision ma-
chined products for the aerospace, nuclear and oil and gas industries. With 
approximately 200 employees, the company’s primary product lines include 
engine shafts, thrust links, rotorcraft masts and landing gear applications. Key 
customers include GE Aviation and Bell Helicopter.

haeco group reports half year results

The HAECO Group reported an attributable profit of HK$359m for the first six 
months of 2013. This compares with a profit of HK$455m for the equivalent 
period in 2012. Earnings per share decreased by 21.1% to HK$2.16. Turnover 
increased by 11.1% to HK$3,222m.

Spirit AeroSystems reports 2nd quarter results

Spirit AeroSystems Holdings, reported second quarter 2013 financial results 
reflecting continued strong demand for large commercial aircraft, strong 
mature program operating performance, and the impact of new program 

charges. Spirit’s second quarter 2013 revenues were $1.521bn, up 13% from 
$1.341bn for the same period of 2012, driven by higher production volumes 
and non-production revenues. Operating loss was $-239m, compared to op-
erating income of $83m for the same period in 2012, driven by new pro-
gram pre-tax charges of approximately $-448m, partially offset by a net pre-
tax $41m favorable cumulative catch-up adjustment, due to improvements 
in productivity and efficiency on mature programs. Net loss for the current 
quarter was $-209m, compared to net income of $35m in the same period 
of 2012. Spirit’s backlog at the end of the second quarter of 2013 was ap-
proximately $38bn.

Rockwell Collins to purchase ARINC for $1.39bn

Rockwell Collins has reached a definitive agreement to acquire ARINC In-
corporated, a portfolio company of The Carlyle Group, and a leader in com-
munications and information processing solutions for the commercial avia-
tion industry, for $1.39bn. The transaction will bring together two leading 
players in the growing field of aviation information management, combining 
ARINC’s trusted networks and services with the industry leading avionics and 
cabin technologies developed by Rockwell Collins. ARINC broadly touches 
the entire aviation eco-system, including pilots, operators, maintenance, 
passengers, controllers, regulators, security, and airport operations. In ad-
dition, ARINC provides communications and information processing for the 
rail, industrial security and public safety segments. Their 2013 revenues are 
expected to be in excess of $600m. When completed, the acquisition will shift 
the balance of Rockwell Collins’ business to approximately 54% commercial 
and 46% government.

Finance News
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As Canada’s leader in business aviation, Skyservice 
FBO brings an unwavering commitment to safety 
and security in the air and on the ground. With 
facilities in Montreal, Toronto, and Calgary, 
Skyservice is dedicated to the core business 
pillars of Charter Services, Fixed Base Operations, 
Maintenance, HondaJet Sales and Aircraft 
Management providing a full-service, world-class 
experience for its customers.

Executive Lounge in the Toronto FBO

Executive Lounge in the Calgary FBO

A Skyservice Hangar

Achieving seamless operations 
with information visibility
Skyservice selects Quantum Control MRO & Logistics Software and 
StockMarket.aero to manage its award winning FBO maintenance services.

The Skyservice Montreal FBO

www.skyserviceairlines.com

The Challenge
Skyservice offers corporate and commercial 
maintenance including inspections, repairs 
and aircraft modifications on any type of 
aircraft 24/7.  With over 450,000 combined 
square feet of hangar space, Skyservice’s 
challenge was to maintain its superior levels 
of customer service and safety while realizing 
a business strategy that included 5-year 
growth plans despite the current economic 
downturn.  A core goal was to achieve 
increased maintenance process efficiency 
and effectiveness improvement targets as 
the company managed current and new 
business at its FBO facilities across Canada.

To accomplish this, Skyservice focused 
on identifying key operations technology 
to seamlessly increase the volume of 
maintenance and repair services, while 
providing cohesive visibility into account 
financials, contracts, work packages, labor, 
parts, services, and aircraft tracking data. 

The Solution
Skyservice FBO selected Component 
Control’s Quantum MRO & Logistics 
software and StockMarket.aero to bring all 
of their FBO operations into one system.  As 
the aviation industry standard, Quantum 
enables systematic, repeatable and efficient 
processes for expertly managing aircraft 
services across a single or multiple facilities.  

In real-time, hangar, aircraft, shop floor 
details, and instructions are communicated, 
while labor, parts and services are being 
tracked to affect inventory and billing.

Related reporting assists management in 
making fact-based decisions that support 
customer service and strategic goals. 

In addition to new process automation, 
Quantum’s robust capabilities allow 
Skyservice to replicate core processes that 
had already proven relevant to their bottom 
line.

Critical to the selection of Quantum, is 
the systems out-of-the box integration 
capabilities for EDI, CAMP maintenance 
records, AVREF catalog files, and CMP.
net data.  This vital integration automates 
transaction processing and communications 
with partners, information providers, and 
the extended supply chain to safely improve 
turn times and keep customers loyal to 
Skyservice as a trusted business partner.   

Due to its exceptional FBO services, in 2012 
Skyservice was voted the top FBO in Western 
Canada and Ontario by WINGS magazine, 
and in the top 30 of North America FBO’s by 
Aviation International News.  

Comprehensive process management 
and partner connectivity highlight the 
importance of Quantum as a solid operations 
foundation for FBO operators.

Visit Component Control at MRO Europe 2013 · Booth #624-626 · London, UK
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Industry Interview

In the hot seat.....  Jonas Butautis CEO, FL Technics speaks to Keith Mwanalushi

AviTrader MRO: What attracted you to the MRO industry?

Butautis: Four years ago, in the midst of the global financial turmoil, I happened 
to join an investment company controlling a small MRO facility in Vilnius, Lithu-
ania. At that time the business was living through its market identity crisis and 
needed a quick turn-around. Our shareholders had no time to waste, I raised 
my hand for the job, and here we are, four years later. It has been a fascinating 
ride, from the turn-around of the company, to its development into a regional 
and then global MRO player. Every day at work reminds me of how lucky I am 
to be working in this industry, as its dynamism, global exposure and untapped 
opportunities offset any hardships one has to overcome in order to succeed. 
Not often does one get a chance to put a Lithuania-born company on a global 
map. We are on a mission to do that and the sense of pride, adventurousness 
and belief in a higher purpose drives our team ahead.

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

Butautis: As a typical CEO in any industry I have to juggle multiple competing 
priorities. Normally, I spend at least half of my time dealing with our customers 
and partners. They are the reason why FL Technics exists, thus personal atten-
tion from personnel at the CEO to CXO level is of utmost importance. I lead and 
co-ordinate a number of high-profile contracts and partnership agreements 
on a daily basis, supporting our teams in achieving the best results possible. 
A quarter of my time is spent whilst hiring, coaching and developing our sen-
ior management team along with the development of the respective business 
units that they lead. The remaining time is allocated to everything else: strate-
gic planning, budgeting, monthly board meetings, etc. It is a daily routine which 
steals every minute I may have. Oh, and I travel a lot, more than 100 days a 
year, thus technologies are essential in managing the workload. Unfortunately, 
sometimes my family has to compete for attention with my Blackberry  even 
at home, but it is the only way to get any quality time off work, as this job has 
simply turned into a 24/7 lifestyle.

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

Butautis: Lithuania does not have a ‘country brand’ which would automatically 
propel any local business on a global marketplace faster. So for a start, we are 
disadvantaged against any companies from Germany, the UK, the USA, or the 
UAE, just because of our country of origin. We need to work twice as hard and 
with double the energy to achieve the same results that companies from more 
politically established countries do. Let’s face it: in a majority of cases aviation 
is about egos and politics. FL Technics has challenged the existing market prac-
tices and established players, step by step gaining new customers and penetrat-
ing new markets. It would be much easier to succeed if we all were born in, let’s 
say, the UK or the UAE. I have lost count of how many times I had to show Lithu-
ania on a world’s map to customers from Asia, Africa, or even the Americas. 
But we consider it to be a positive challenge bringing us twice as much pleas-
ure, when we finally achieve our ambitious goals. We are Lithuanians, we are 
Eastern Europeans, with plenty of eagerness to change, in-born curiosity and a 
‘why not’ attitude to work. I believe that FL Technics will succeed on its mission, 
despite all the challenges ahead. We will certainly have twice more fun and 
excitement on the way, compared to our more established market colleagues!

AviTrader MRO: Which sector of the MRO industry do you believe is growing 
most rapidly and why?

Butautis: It is well documented that the anticipated MRO industry growth will 
be mainly driven by the markets of components and engines. Geographically 

speaking, there is quite a difference in 
growth rates among different countries 
and regions, thus we are trying to align 
FL Technics product portfolio and regional 
exposure to the highest growth areas. We 
see the emerging markets as our immedi-
ate playground, as our company knows 
how to operate in these markets. Asia, 
Africa and the Middle East - we are care-
fully investigating opportunities in these 
markets, and making our targeted moves.
However, we generally consider ourselves 
lucky to be operating in a 55b USD Global 
MRO market. It does not really matter 
which parts of the pie are growing faster 
or slower, while you are below some 10-15% of the global market share. At our 
level, it is all about the energy and speed of execution, to gradually increase our 
share of the Global MRO pie.

AviTrader MRO: What concerns you the most about the industry?

Butautis: Generally, I do not subscribe to or take sides in the discussions about 
‘MROs versus OEMs’ or ‘future of the PMAs’, etc. These are, in a way, point-
less discussions, which should be left to consultants or market analysts. Here at 
FL Technics we simply face the brutal fact that the market is constantly evolv-
ing, and we try to position our company to address or eventually drive those 
changes where we can.
What still fascinates me, after four years in the industry, is the overall inefficiency 
that exists across different segments of the industry. I am talking about incum-
bent overstaffed in-house line maintenance operations, over-investments into 
components stock by most of airlines, in-house heavy maintenance hangars for 
fleets of less than 50 aircraft, overcapacity in hangars globally, overcapacity in 
engine shops, ‘safety and reliability’ argument abused to justify unnecessary 
high prices for MRO services, still tons of paper records versus electronic ver-
sions, etc. These are just a few examples, which keep me wondering - how long 
will it take before customers start asking for more efficient solutions? These 
inefficiencies, I believe, are the driving force behind FL Technics growth. We 
want to change things, one step at a time. So far our customers are voting for 
these changes, signing new contracts and fuelling FL Technics organic growth.

AviTrader MRO: What sets FL Technics apart from other MRO providers?

Butautis: The three main things which clearly distinguish our company from 
most of other MROs are firstly; our shareholders are actively involved in busi-
ness development, including customer interactions, partnership negotiations, 
etc. What you see is what you get. What is promised by the shareholder is 
delivered, as there are no middlemen in between. We have a lean and fast 
organisation. Customers appreciate it.
Secondly FL Technics does not have a base-loading airline, which we believe, has 
been a blessing for our business. We also do not have billion-dollar investment 
funds behind us, thus we are left with one key guarantor for success: a satisfied 
customer. Across the whole of our organisation everyone understands it.
And finally we are Eastern Europeans. Having lived in Australia for a few years, 
worked in the Scandinavian management culture and spent time travelling 
around the world, I truly believe that Eastern Europe has something in the DNA, 
which leads to the fast growth of the economies here. It is the sense of adven-
ture of being a challenger. Not much fear for change. Add a good strategy and 
some capital behind it, and you get a powerful mix, which has the potential to 
shake up the market, one step at a time.

Jonas Butautis, the CEO of FL Technics. 
Photo: FLT
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Company Profile: AJW Technique 

The aircraft component repair industry is 
clearly a growing marketplace. This was exem-
plified by the AJW Group’s strategic decision 
to establish AJW Technique as its centre for 
component repair and overhaul.

AJW Technique, located in Montreal, is situ-
ated at the former Aveos 
site (formerly Air Canada 
Technical Services), how-
ever, when discussing 
the factors that led to 
establishing AJW Tech-
nique, Christopher Whi-
teside, president of the 
AJW Group is quick to 
emphasise that the acquisition involved the 
Aveos assets only and not the company.

“They [Aveos] had over U$130 million worth 
of prime assets to sustain the capabilities of 
the new repairs centre which had recently 
moved from 1950s premises to a state-of-the-
art facility. So our primary attraction was the 

actual physical assets.”

Secondly, Whiteside says there was a desire to 
penetrate the Americas market, Canada, USA, 
Central and South America – as well as service 
AJW Aviation’s global customer base of around 
800 airlines. “Thirdly, it was the site’s 80% Air-

bus capability which 
identified it as the only 
independent Airbus 
component mainte-
nance facility in the 
Americas. This gave us 
the ideal opportunity 
to establish ourselves 
across the region in 

the Americas in the Airbus market, with the 
best equipment available,” says Whiteside. 

AJW Technique primarily provides a broad 
range of Airbus and Boeing commercial air-
craft repair and overhaul services, although 
the company will include helicopters, military, 
regional and business jets within the range of 

capabilities. “AJW Technique is not just a re-
pair management provider. As part of the AJW 
Group it works alongside AJW Aviation, AJW 
Capital Partners and AJW Leasing to deliver a 
comprehensive range of aircraft support servic-
es” explains Whiteside. “We work closely with 
the OEMs and other specialist repair shops on a 
global scale to support our power-by-the-hour, 
pooling, sales, exchanges and loans business.”

When asked why, in his opinion, Aveos failed to 
make the business a success; he cites a number 
of reasons. “They were heavily in debt, they 

were inadequately managed and they suffered 
from employee relations issues. They were 
also forced into a contractual relationship with 
Air Canada and Air Canada was forced into a 
contractual relationship with them as part of 
a quid pro quo. In my view forced marriages 
don’t really work. AJW had no debt, we had 
no contractual relationships at the time of 
course, now we do and we are a private com-
pany which gives us the flexibility needed to 
run an efficient and profitable MRO that will 
drive down direct maintenance costs for our 
customers in the 21 century,” he continues.

The introduction of AJW Technique to the AJW 
Group of companies represents another step in 
the development of the AJW service portfolio. 
The company knows that its state-of-the-art, 
160,000 sq. facility in Montréal houses one of 
the most comprehensive component repair 
and test capabilities in the world today. It also 
benefits from being located in one of the most 
highly regarded industry-specific engineering 
skills hubs in the world.

Open for business – AJW builds on component repair capability

New AJW facility in Montreal Photo: AJW Technique

Christopher Whiteside, President - AJW Group  
Photo: AJW-Group 

“AJW Technique is not 
just a repair manage-
ment provider.” 
Christopher Whiteside, president AJW Group 

MRO growth will be driven by component repair in the coming years.    Photo: AJW Technique
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With the increasing need to manage mainte-
nance costs and increase aircraft availability, 
the necessity to simplify the way maintenance 
is planned and executed has become a major 
issue in the aircraft industry. Aircraft manufac-
turers continue to develop aircraft with a low 
maintenance demand, while airlines strive to 
keep their maintenance costs as low as pos-
sible.

The new generation of aircraft such as 737NGs 
and A320s (post 1999), as well as the 777s and 
A330s were designed and built with the aim 
to reduce maintenance regimes. The future 
models (737 MAX, A320neo, 787 and A350) 
are built with the same idea, to prolong main-
tenance intervals and reduce the number of 
checks required, which should result in re-
duced downtime and increased availability. 

The design and structure of the aircraft and 
OEM’s recommended maintenance plan, both 
have a direct relationship with maintenance 
practices of an airline. Low cost airlines are 
predominantly made up of narrowbody, re-
gional jet and turboprop aircraft, while legacy 
carriers usually have mixed fleet, narrowbody, 
widebody, regional jet and turboprop. In ad-
dition legacy carriers will split their fleet be-
tween OEMs, which adds to the many chal-
lenges faced by the maintenance department. 
British Airways, Lufthansa, Air France, Emir-
ates and Cathay Pacific are few examples of 
many legacy carriers operating mixed fleet of 
Airbus and Boeing narrowbody/widebody air-
craft. The maintenance regime of a Boeing 777 
is different to that of an Airbus A330; similarly 
Boeing 737NG maintenance planning is differ-
ent to that of an A320 family. However, in the 

case of low cost airlines, we rarely  find mixed 
fleet. One type or one family fleet is the foun-
dation stone on which the whole concept of a 
low cost airline has been built. 

Low cost

When it comes to maintenance planning, the 
low cost airlines only have to plan for the 
aircraft type they operate. Recruitment and 
training of flight and cabin crew is less hectic 
as airlines hire or train for one family of air-
craft. This also applies to maintenance and 
engineering; airlines hire engineers and main-
tenance staff trained on one particular type of 
aircraft. This not only makes the recruitment 
process easier to manage, but also makes the 
on-going training less challenging. LCC airlines 
have a large pool of maintenance staff, which 
makes check planning easier. Spares and ma-
terial management can be streamlined, as 
LCC airlines only have to hold spares for one 
aircraft family. The pool may be larger, de-
pending on the size of the airline, but when 
it comes to inter changeability, parts from 
737-700 can be fitted to 737-900 and similarly 
parts from A319 can be fitted to A321.

Legacy carriers

Although legacy carriers have some degree of 
commonality within their fleet,  due to mix 
fleet, they do not have the same level of flexi-
bility as a low cost airline. Assuming that main-
tenance is carried out in-house, airlines need 
to make sure they have engineers with the 
correct certification for each type of aircraft 
they operate. The resource pool therefore will 
be smaller. Maintenance check planning can 

be very tricky as air-
lines have to manage 
the hangar space they 
have very efficiently, 
and widebody aircraft 
have maintenance 
intervals that are al-
together different to 
narrowbody aircraft. 
The downtime for 
maintenance on wide-
body aircraft is usually 
longer than the nar-
rowbody aircraft. The 
spares management 
becomes extremely 
challenging, airlines 
need to ensure that 

they have spares 
available for all types 
of aircraft in their 
fleet. 

Legacy vs. Low 
cost

In short, the mainte-
nance management 
of a legacy carrier 
is very different to 
a low cost airline; it 
is almost difficult to compare their practices. 
A very successful maintenance strategy for a 
legacy carrier may not be as successful when 
adopted by a low cost airline. There is no 
doubt there are many things that legacy car-
riers can learn from low cost airlines and be-
come more efficient and cost effective. How-
ever, in my view, the model of a legacy carrier 
is such that its best practices can only be com-
pared with another legacy carrier.

There are, of course, best practices which are 
common to both legacy and low cost airlines 
and if implemented successfully can result in 
significant improvements and cost savings. 

IBA has performed many maintenance op-
erations and costs audits, and we have an 
increased insight of the problems and issues 
faced by legacy carriers and low cost airlines. 
We have found that both legacy carriers and 
low cost airlines can sometimes lose track 
of labour man-hours. This is more common 
with legacy carriers. A more effective man-
hour tracking system will enable the airlines 
to have better visibility on costs and identify 
inefficiencies.

Airlines are also faced with the issue of in-
house vs PBH agreements. Recent experi-
ence shows that legacy carriers with in-house 
maintenance arrangements sometimes are 
slow to identify the inefficiencies. Due to the 
large nature of maintenance operations, it is 
sometimes impossible to wind down some 
of the maintenance functions and switch to 
PBH agreements with external organisations, 
which can be cheaper. Low cost carriers have 
benefited from PBH agreements as it allows 
them to concentrate on the operations and 
let someone else to worry about the mainte-
nance. The cost of setting up an in-house MRO 
is also a factor, and most LCCs prefer not to 
go down this route. We have also noticed that 

Maintenance cost best practices – legacy vs. low cost by Usman Ahmed

Usman Ahmed  
Senior Aviation Analyst IBA Group Ltd

IBA Analysis

Boeing 737-8AS                      Photo: AirTeamImages
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legacy carriers are less likely to switch sup-
pliers and sometimes have long term expen-
sive arrangements in place. LCCs on the other 
hand are very active and regularly review their 
contracts. It is therefore very important that 
airlines review their internal and external ar-
rangements on regular basis; this can result in 
significant savings in the long term.

We have also found that some airlines are 
more active in terms of using refurbished 
parts; the management is keen to save on ac-
quisition costs, as long as lessor/owner allows 
the use of refurbished OEM approved parts. 
This is more common with new LCC start-ups 
having smaller fleet of A320 classics or 737 
classics or early build 737NGs.

In one recent audit we discovered that engines 
were returned with reduced EGT margins after 
the performance restoration. This resulted in 
more frequent shop visits and loss in revenue 
due to downtime. This can be avoided by mak-
ing sure that airlines have skilled engineers to 
check when the engines are returned and also 
add minimum guarantees clause in the PBH 
agreements. We are also aware that larger 
LCCs have the ability to simply return a run-
out engine to OEMs and in return exchange 
it with a new one. This sort of arrangement 
with the OEMs is only possible if the airline 
has a large fleet of an engine model, and on 
PBH programme.

Airlines are switching to pool access agree-
ments rather than holding a large inventory of 
materials in-house. This frees up its resources 
to concentrate on other important engineer-
ing functions. Legacy carriers can benefit from 
this arrangement tremendously. It is also 
important to review the pool access list on 
regular basis, to reduce the rates down. Every 
airline operation is different and airlines can 
easily identify which parts have a high failure 
rate and should be added to the pool access 
agreement and which parts have a low failure 
rate and can be removed from the pool access 
agreement.

PMA Parts Risk and Reward Vis-
ibility

Most airlines restrict PMA parts usage 
to consumable and expendable parts. 
IBA’s experience indicates a number 
of problems encountered by opera-
tors who have used PMA for this part 
category in the past and airlines must 
ensure that they have full visibility on 
removal rates compared to OEM parts. 
A “cost benefit” analysis would be use-
ful in determining changes in MTBR’s 

versus the reduced cost of the parts.

Maintenance Package Optimisation

There is a developing trend among legacy 
carriers to carry out maintenance package 
optimisation studies, and given the unique 
utilisation patterns of some airlines, a review 
would ensure optimal utilisation rates across 
all types. The study will address factors such 
as; detailed overview of the MPD/AMS struc-
ture and task cards, ATA chapter groups review 
which will address the cost structure contri-
butions, reduction in man-hours, achieving 
greater efficiencies across the board and re-
ducing overheads. The optimisation process 
also assesses areas where OEM involvement 
can result in savings.

Assessment of Engine Upgrade Packages

Over the past ten years, there has been con-
siderable advancement in the development of 
engine upgrade packages to tackle reliability, 
fuel burn and overhaul costs. Some of these 
packages are good and worth the investment, 
where as some just don’t make any financial 
sense. Legacy carriers have a tendency of sign-
ing up to these upgrades without evaluating 
the cost benefit. 

Leased Aircraft Hand-back Procedures

Airlines should have greater visibility on rede-
livery procedures to minimise the impact of 
over-runs and resultant penalty clauses. LCCs 
that have grown too quickly are suffering from 
this problem in particular. We have found that 
some LCCs in Europe for example are spending 
millions at the time of redelivery, to comply 
with the return conditions. These costs could 
have been easily avoided by more effective 
and coordinated maintenance planning. Lega-
cy carriers are usually more efficient at man-
aging the hand-back process. Due to the size 
of the organisation, the carriers usually have 
the right people to manage this process and 

to minimise the cost at lease return. Some air-
lines are turning to specialist organisations to 
manage this process. IBA for example has as-
sisted many airlines in the last couple of years, 
helping with maintenance planning, detailed 
analysis of the lease period and likely condi-
tion at the time of lease termination and esti-
mated compensation amounts.

warranty Management

Last but not least, airlines in our experience, 
especially LCCs are not proactive when it 
comes to warranty management. We have 
seen airlines spending millions on parts re-
placement while those parts were covered by 
the OEM warranty. The airlines in these cases 
did not have enough resources to manage 
warranty claims and left it to internal mainte-
nance department or external MROs to deal 
with this issue. 

Final words

At the end of the day it is down to the people 
managing the maintenance operations to en-
sure best practices are adopted and bad prac-
tices are identified and addressed as soon as 
possible. Regular reviews of the organisational 
structure and staff productivity is very impor-
tant. Be willing to change the structure; LCC 
carriers show greater willingness to change 
compare to legacy carriers. The management 
should be proactive in sourcing new best 
practices and learn from other airlines, shop 
around for better quotes but at the same time 
do not compromise on quality.

IBA Analysis
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IBA data provision services

The combined experience of IBA’s in-house personnel along with the amounts of data and transactions analysed over 
the past 25 years, form an exceptionally strong and unique base for IBA’s data provision services.

JetData - the commercial aircraft database available from IBA

JetData provides 24/7 global access to accurate information on all modern jet and turboprop aircraft with a capacity 
greater than 20 seats.  Users can obtain detailed information providing insight into fl eet demographics, delivery 
trends, airline and lessor profi les, aircraft values and lease rates.

Client Testimonial

“Having been an early adopter of JetData has been great, we use the system daily to fi nd the right solutions for 
ourselves and our clients.  JetData allows Smart’s team to concentrate on winning business and adding value.”

Matthew Savage, Commercial Director, Smart Aviation Ltd.

IBA Data and information provision services currently offered

•  Aircraft Values Book

•  Engine Values Book

•  Lease Rate Digest

•  Jet Values 2 (online)

•  Jet Intel – Premium articles covering a range of subjects

For further imformation regarding IBA’s data provision services contact Ben.Jacques@ibagroup.com

Call: +44 (0) 1372 224488
sales@ibagroup.com

www.ibagroup.com

www.jetvalues2.com

www.jet-data.com
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Lumics GmbH & Co. KG is a new consultancy 
firm which has started operations in Hamburg, 
Germany. The company specializes in the provi-
sion of consultancy services for the optimization 
of complex production processes and their prac-
tical implementation. The joint venture between 
Lufthansa Technik AG and McKinsey & Company 
brings together the process experience of a 
leading provider of technical services in aviation 
and the consultancy expertise of one of the lead-
ing firms of management consultants. Outside 
the aviation industry Lumics also sees potential 
clients in industries such as chemicals, automo-
biles, energy and pharma that feature complex 
production operations coupled with high safety 
demands. “Lumics offers clients the best pos-
sible combination of analytical and practical 
knowledge. This is consistent with McKinsey’s 
perception of implementation as an indispen-
sable element of consulting,” said Detlef Kay-
ser, chairman of the Lumics advisory board and 
a director at McKinsey in Hamburg. “For many 
years Lufthansa Technik has been successful at 
optimizing its own processes. With the founda-
tion of Lumics we will be able to offer compe-
tent advice and highly practically oriented sup-
port for process optimization to customers both 
in the maintenance, repair and overhaul (MRO) 
sector and in other industries,” said Dr. Thomas 
Stueger, Chief Executive Products, Services & IT 
at Lufthansa Technik.

Russian airlines Aeroflot, UTair and aircraft 
leasing firm Aviation Capital Services (ACS) 
have ordered a total of 126 avionics suites from 

Honeywell Aerospace (HON) for installation on 
their latest fleets. Honeywell’s avionics suites 
feature the latest systems to maximize safety, 
increase passenger comfort and reduce pilot 
workload. Deliveries start in 2013 and include: 
16 avionics suites for Aeroflot’s latest Boeing 
777 fleet, 50 avionics suites for ACS’ latest Boe-
ing 737NG fleet. In 2012 Aeroflot signed a mem-
orandum of understanding with ACS to lease 50 
737NGs, extending Aeroflot’s Honeywell avion-
ics portfolio. UTair has selected 40 Honeywell 
avionics suites for its new Boeing 737NG fleet 
and a further 20 Honeywell avionics suites for 
its new Airbus A321 fleet.

Fifth Street Finance Corp. reported the forma-
tion of a new portfolio company in the aircraft 
leasing sector, First Star Aviation. Pradeep Hathi-
ramani, former Principal and Sector Head of 
Transportation at KKR Asset Management, will 
lead the operations of First Star as Managing 
Director. Mr. Hathiramani will help build an ex-
perienced team focused on acquiring and leasing 
a portfolio of commercial aircraft to operators 
around the world. Mr. Hathiramani has more 
than 15 years of lending and leasing experience 
in the transportation industry. Most recently, he 
was responsible for originating and managing a 
portfolio of leveraged loans, high yield and mez-
zanine investments at KKR. Prior to that, he spent 
seven years at GATX Financial Corporation as Di-
rector of the Aircraft Leasing Group. First Star 
recently closed its first investment in the aircraft 
industry, which consisted of three commercial 
aircraft on lease to a U.S. airline. In connection 

with this transaction, Fifth Street provided First 
Star with debt and equity capital to execute on 
the strategy.

safran engineering services (Safran) opened an 
engineering center in Mobile (Alabama), in order 
to strengthen its collaboration with Airbus. Before 
relocating to Alabama, SEngS was already putting 
its expertise at the disposal of the local Airbus 
teams. In 2011, the European airframer decided 
to transfer the design of the electrical system on 
the long-haul A330-A340 family from Hamburg to 
Mobile. Five SEngS engineers dispatched on-site 
coordinated this complex operation between the 
teams while providing their expertise in electrical 
design. When Airbus decided to build an A320 
assembly line in the United States in July 2012, 
SEngS in turn took the decision to open a local of-
fice. The team, comprised of fifteen people, works 
primarily for the airframer’s engineering office. 

People On The Move

United Technologies released that paul R. Adams, 
currently chief operating officer of Pratt & Whit-
ney, will succeed David P. Hess as president of 
Pratt & Whitney on Jan. 1, 2014, when Hess re-
tires. Adams will report to UTC Propulsion & Aero-
space Systems President & Chief Executive Officer 

Alain M. Bellemare. 

peter campbell was named Vice President for 
Investor Relations at Safran, effective September 
1st. He replaces Pascal Bantegnie, who will move 
to another position within Safran.

GE Capital Aviation Services (GECAS) announced 
the appointment of John carter as managing di-
rector of its AviaSolutions consulting business, 
which is expanding its services beyond airports 
to boost its work with airlines. John Carter joined 
AviaSolutions in 2008 and has more than 20 
years experience in the aviation industry. Previ-
ously, he worked for the British Airport Authority 
(BAA plc) in a variety of roles.

Linda P. Hudson, president and CEO of BAE 
Systems, since 2009, has announced her plan 
to retire from the company following a distin-
guished career in the defense industry. To en-
sure a seamless transition, Hudson has agreed 

to remain in post through the first quarter 2014. 
At that time, she will also step down from her 
positions as executive director of the BAE Sys-
tems plc Board and as a member of the Com-
pany’s Executive Committee. She will remain on 
the BAE Systems Board as an outside director 
through April 2015. 
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