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a word  from editor-in-chief

a major event in the recent past of significance to  
the global aerospace industry, was the Dubai Airshow, a bien-
nial feature that was held this year from November 17 to 21. 
This event helps in connecting professionals from both the mili-
tary and civil segments of the aerospace industry to facilitate 
successful global trade. This year, over one hundred new firms 
had made their debut at the Dubai Airshow which featured 
pavilions from a large number of countries from across the 
world. Standing true to its motto of connecting the aerospace 
industry, the Dubai Airshow 2019 ended on a high note, final-
ising a number major deals covering every possible aspect of 
the global aerospace industry. For the first time, India too had 
set up its own country pavilion, displaying indigenous products 
from the Indian Defence Public Sector Undertakings. This issue 
of SP’s Aviation carries a comprehensive report on the Dubai 
Airshow by Ayushee Chaudhary of SP Guide Publications.

Speaking to the Indian media during the Dubai Airshow 
2019, Dennis Swanson, Vice President, BDS/BGS International 
Sales, Boeing stated that India is one of the largest defence mar-
kets for Boeing and as one of the fastest growing economies in 
the world, India offers immense growth and productivity oppor-
tunities for Boeing. A summary of briefing to the Indian media by 
Dennis Swanson has been included in this issue of the magazine.

The modern-day travellers expect airline experiences to be 
innovative with their products and services like in any other 
industry and to cater to that, airlines and airports have to con-
stantly work towards designing customer experiences from a 
comprehensive outlook. In this issue, Ayushee Chaudhary and 
Vishal Thapar look at these new offerings by the aviation sector 
for enhanced passenger experiences.

One segment of the Indian civil aviation industry is that of 
maintenance, repair and overhaul (MRO) that is languishing 
and certainly needs urgent attention of the government. During 
the Aero MRO India 2019 Conference organised by the MRO 

Association of India in New Delhi in the first week of December 
this year, there was a clear message for the government that 
this crucial segment of the aviation industry needed immediate 
intervention by the policy makers to save it from certain death. 
Vishal Thapar of SP Guide Publications has a report in this 
issue of the magazine on this malady that continues to afflict 
the Indian MRO industry and the way forward.

In the civil aviation domain, a major problem that owners 
and operators of business aviation aircraft in India are con-
fronted with is that of obtaining the requisite finances for the 
acquisition of Business Aviation aircraft that entails not only 
heavy capital expenditure in the initial procurement of the plat-
form, but also in its routine operations. In an article in this issue 
of the magazine that deals with the subject of financing Busi-
ness Aviation aircraft, Isha and Zorawar Jaiswal have focused 
on comprehensive and pragmatic understanding of all of the 
factors that will help an organisation or an individual to obtain 
finance for the acquisition of Business Aviation assets by ensur-
ing a minimum financial outgo and also retain its profitability.

All this and more in this issue of SP’s Aviation. Welcome 
aboard and we wish you many happy landings!

Jai Hind!

Jayant Baranwal 

Publisher & editor-in-Chief

Follow us onOwned, published and printed by Jayant Baranwal, printed at Kala Jyothi Process Pvt Ltd and published at 
A-133, Arjun Nagar (Opposite Defence Colony), New Delhi 110003, India. All rights reserved. No part of this 
publication may be reproduced, stored in a retrieval system, or transmitted in any form or by any means, 
photocopying, recording, electronic, or otherwise without prior written permission of the Publishers. @SPsAviation SPPublications

India’s national security has suffered 
heavily due to scams. Pilatus deal is yet 

another. As a result, Indian Air Force 
has not been able to meet its optimal 
requirement of trainers. Importantly, 
the trainer had received praises from 
the IAF leadership. Paramount is to 

understand, who gains and “who loses”. 
Nobody knows who gains. But it is a 

well known fact that our Forces suffer. 
Consequently compromising India’s 
security. This grave issue calls for a 

serious introspection.
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news with views

On November 22 this year, the newly-constructed airport at Kalaburagi in 
North Karnataka was inaugurated by B.S. Yediyurappa, Chief Minister of Kar-
nataka. This airport will connect Bengaluru with the Hyderabad-region. The 
3.25 km runway of the Kalaburagi Airport is the second-longest in Karnataka 
after Bengaluru Airport. With Kalaburagi airport commencing operations, 
North East Karnataka region is set to have air connectivity to Bengaluru 
and the rest of India under the Ude Desh ka Aam Naagrik (UDAN) Regional 
Connectivity Scheme (RCS). Speaking to the media, the Chief Minister said, 
“The people of the Kalaburagi were waiting for this day for many years. Now, 
under the UDAN scheme, the airport has become reality. We hope the indus-
trialisation in this region will have good growth because of the airport.”

Kalaburagi is one of the 30 districts of the state of 
Karnataka and Kalaburagi city is its administrative headquar-
ters. Kalaburagi is the new name of the erstwhile Gulbarga. 
Located in the Northern part of the state, the Kalaburgi district 
has common borders with districts in the states of Maharashtra 
and Telengana. In 2006, the then Gulbarga was classified as 
one of the 250 most backward districts out of a total of 640 in 
the country. Commissioning of a new regional airport is thus of 
immense significance not only for Kalaburagi district but for the 
state of Karnataka as well as it would provide the much needed 
boost to the economy of the region.

Development of a Greenfield airport in Kalaburagi which is 
located five km East of the city and was viewed as a new addition 
to India’s aviation map, has had a troubled history. The Govern-
ment of Karnataka cleared the Gulbarga Greenfield airport proj-
ect in March 2007 and on November 15, 2007, it awarded the 
contract to Gulbarga Airport Development Ltd, a consortium con-
sisting of IL&FS Engineering and Construction Company Limited, 
NCC Infrastructure Holdings Ltd and VIE India Project Develop-
ment and Holding. The contract was on a Build Operate Transfer 
basis. The agreement was finally signed on April 2, 2008 and the 
foundation stone was laid by B.S. Yediyurappa, the then Chief Min-
ister of Karnataka on June 14, 2008.

The Gulbarga airport was to start operations by 2012, but 
was delayed due to financial mismanagement and dispute 
between the shareholders of the company. In January 2015, 
after an expenditure of `25 crore, the contract was finally ter-
minated by the State Government. Thereafter, the responsibility 
of completing the airport project was assigned to the Karnataka 
State Public Works Department with technical assistance from 
RITES Limited. The airport was made ready for operations by 
August 2019 at a cost of `181 crore which was largely funded 
by the central government. This figure did not include the cost 
of 742 acres of land on which the airport is located. The run-
way at the Kalaburagi airport is around 3.25 km which is the 
second longest runway in Karnataka after the one at the Benga-
luru International Airport. It is long enough for operating larger 
aircraft such as the Airbus A320. The 742 acres of land at the 

airport will allow for expansion of the airport infrastructure in 
the future. In August 2018, a trial landing was successfully car-
ried out on the new runway at Kalaburagi airport.

The airport was formally handed over to the AAI on August 
24, 2019. On behalf of the Government of Karnataka, the Kar-
nataka Industrial Infrastructure Development Corporation 
(KSIIDC), signed a Memorandum of Understanding with AAI to 
undertake further development, operations and maintenance of 
the airport. It took 11 years to get Kalaburagi regional airport 
operational while it took just three years in the case of Kem-
pegowda International Airport at Bengaluru! The Kalaburagi 
airport began to operate commercial flights the day it was 
inaugurated. Currently, private carrier Star Air operates flights 
on UDAN routes on three days in a week with the twin-engine 
Embraer ERJ 145 regional jet capable of seating 50 passengers 
and provides services to seven Indian cities including Delhi, Hin-
dan, Mumbai, Bengaluru, Ahmedabad, Tirupati, Hubballi and 
Belagavi. There are plans to operate chartered flights as well. 

In August this year, after the Government of Karnataka 
approved the proposal for developing a Greenfield airport at 
Shivamogga, hometown of Chief Minister B.S. Yediyurappa, 
at a cost of `38 crore, it made public its plans to substantially 
enhance regional air connectivity by building at least another 15 
small airports across the state. Dialogue in this regard between 
the Government of Karnataka and AAI is in progress. The inten-
tion is to launch the project in the beginning of 2020. Hopefully, 
the Government of Karnataka has learnt its lessons from the 
Kalaburagi project and this new and rather ambitious project 
will not take as long as the Kalaburagi airport project did.

As part of the RCS, the Ministry of Civil Aviation has plans 
to commission 100 airports in the next 15 years at a cost of `4 
lakh crore. Among these, 70 airports will be at new locations 
while the rest will be upgrade of existing airfields to handle 
commercial flights. These new airports will not only boost air 
connectivity between cities, but will also help reduce congestion 
at the existing major airports. SP

—By Air MArshAl B.K. PAndey (retd)
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Civil  Passenger exPerience

With the growing air commute scenario, the more convenient, innovative, and qualitative an 
experience can be provided to the aviation passenger, the more are the chances for the airline to 

last long as well as to make the highest mark

Passengers’ delight: 
airlines’  
success  

By Ayushee ChAudhAry

With the progressing time, the aviation passengers’ expectations have enhanced With respect to the services that they are provided, 
onboard. lufthansa airlines has been renoWned for their special focus toWards inflight services and comfort
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We no longer live in the times when an airline can just 
gather the basic requisites and become one of the best in the 
business. We are in a period when it’s no more about selling a 
ticket to reach a certain destination rather to sell a travel experi-
ence which starts with the airline. It cannot be stressed enough to 
make its mark in the industry nowadays, an airline has to ensure 
a remarkable and memorable experience for its passenger.

Be it any industry today, companies are under a constant 
scrutiny with the large spectrum of choice that the business 
and consumers have when it comes to products and services. 
So while each industry has to keep up with the competition to 
hold on to their customers, the aviation industry more than any 
other industry has to be on its toes. This is so because good 
customer experiences hold a great significance in the aviation 
industry as the airlines are directly dependent on their custom-
ers. Hence it becomes crucial for the airlines to be aware of 
their customers’ needs and understand what they want in order 
to give them unique experiences.

Spoilt for ChoiCe
The past decade has enhanced the aviation industry vastly and 
has also dramatically changed the expectations of the customers 
in the process. The competition for air-
lines is not just with other airlines any 
more but with any brand that offers a 
good consumer experience. With the pro-
gressing time, the aviation passengers’ 
expectations have enhanced with respect 
to the services that they are provided. 
More than that the customers are well 
aware of the abounding options that they 
have at their disposal depending on com-
fort, prices, routes, and other services. To 
keep up with this increasing competition, 
the airfares have seen a decrease but the 
high fuel and labor costs have not really 
shown any mercy, which has taken a toll 
on the air carriers and deteriorated the 
levels of service to a certain extent.

Data availability
Another change that the recent times 
have witnessed is the universal availabil-
ity of data which is quite overwhelming. The presence of so much 
data and connected devices has been an opportunity for the airline 
industry that has brought with it benefits and convenience, but at 
the price of many additional challenges. However, if this data can 
be made use of, airlines can benefit pretty well in providing a qual-
ity experience to its customers through the available data.

Emirates, for instance, has the ‘Knowledge-driven Inflight 
Service’, that allows the airline crew to review previous trips 
customers have taken with the airline and know about the cus-
tomer’s preferences and issues that might have occurred during 
their previous travels based on which a personalised service 
can be provided.

airlineS & airportS
What many airlines often miss is that passenger experience is not 
solely dependent on the flight but it starts right from when a ticket 
is booked and what the passenger experiences at the airport as 
well. If thoughtful customer-centric solutions are planned by the 
airlines in cooperation with the airports, passenger experiences 
can be significantly improved in all phases of air travel. This in 
turn can help the carrier in meeting their core business objec-

tives, improve revenue generation, customer loyalty, and could 
even aid in eventually driving down costs which means more 
customers. Delivering the basics is no longer sufficient. With new 
investment and technological advancements in place, airports 
and airlines need to exceed through innovative customer-centric 
solutions. For instance, the New Experience Travel Technologies 
(NEXTT) programme consists of all the elements of the air trans-
port industry from check-in until the plane is boarded. Airports 
and airlines should understand that they need to examine travel 
experience now through the same customer-lens and work col-
laborate to design and implement necessary creative solutions. 
This will also help them in reaping better financial benefits which 
is the highest incentive anyone is looking for.

flying in 21St Century
From comfortable seats to chef-designed meals, to providing 
required products and services in the air, airlines have evolved in 
their attempts to improve passenger experience understanding 
that the power lies with the customer. But complaints still hover 
nudging for better attempts and more solutions. It’s not just about 
the price paid for the ticket anymore but also the cost of negative 
travel experiences on employee productivity and mindset.

The modern-day travelers expect 
airline experiences to be innovative 
with their products and services like in 
any other industry and to cater to that, 
airlines and airports have to constantly 
work towards designing customer expe-
riences from a comprehensive outlook, 
merging the online as well as the offline 
channels.

Thanks to the technical advance-
ment, today’s digitally-savvy customers 
look for personalised, on-time solutions. 
Just the addition of digital assets is not an 
enough solution, a seamless and delight-
ful experience is what the new-age flyer 
expects. Thus today more than ever, air-
lines are under consistent pressure to 
work towards building on-demand, real-
time, end-to-end solutions for custom-
ers. Once the balance is achieved, flying 
will revolutionise to enhance passenger 

experience and increase airline revenues. A distinctive and well-
implemented service certainly drives customer loyalty which in-
turn facilitates the finances as well.

Some of the aspects that the airlines can work on to magnify 
the passenger experience include:

offerS
Festive offers, drop in the fares, flight upgrades and club mem-
berships do appeal as a good service to attract customers but 
airlines must ensure that what their poster reads is actually 
implemented and not used just as bait for customers to click. 
For instance, KLM’s Flying Blue offers allows the customers to 
earn miles and reap the benefits each time they take a flight 
with KLM or even with its other partners as Air France. Some 
other airlines also give some special offers to their business and 
first-class customers like a complimentary drive to the airport 
and/or to the final destination.

Staff
Staff training cannot be stressed enough for an airline to ensure 
a good passenger experience. It must be noted that the staff does 

From comfortable 
seats to chef-

designed meals, to 
providing required 

products and 
services in the air, 

airlines have evolved 
in their attempts to 
improve passenger 

experience
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not only include the cabin crew and the pilots but right from the 
issuing of boarding pass and the rest of the ground staff. A proper 
staff training is a necessity ensuring proper knowledge, skills, 
and abilities. How the customer is greeted, guided and given ser-
vice to, all add on significant value to the passenger experience.

DigitaliSation
We live in the times when everything is just a finger touch away 
from us and the airline industry is no exception. This has cer-
tainly made the customers get used to the convenience of get-
ting the work done by just sitting at their homes. But even when 
everything is digitalised through websites, apps, and social 
media platforms these days, the passenger looks for the sim-
plest, easiest and fastest mediums. Nobody wants to go through 
a congested and complicated website that involves a long, cum-
bersome process of searching, selecting and entering informa-
tion. Having an error on the booking page after all the hard 
work is done is the most annoying thing that puts the customer 
off and must be ensured to not happen.

Some airlines are timely evolving and adapting the changes. 
For instance, too much information altogether can look chaotic. 
Minimalist page design with a clear dis-
play of options to choose from without any 
overwhelming presence is what will make 
your passenger come back to the airline. 
In the ever-growing digital marketplace, it 
has become essential to overcome the tra-
ditional ticket-seller mindset and generate 
the optimal experiential offer.

As an example, AirAsia has done 
heavy investments in digital services. 
It also acquired a 50 per cent stake in 
online travel planning platform, Vidi 
(formerly Touristly), in order to expand 
its ancillary portfolio.

Along with the websites, the airlines 
should also focus on having easy mobile 
apps that will play a significant role 
when it comes to booking management 
in the present time.

perSonaliSation
There is no surprise in guessing that no 
one minds some personalised care and 
services done to comply with the personal needs of the passen-
gers be in the form of an offer, a favorite food item, some com-
forter, etc. Traditional services and products including airport ser-
vices like lounge access, fast track security, priority boarding, and 
onboard additions consisting of extra legroom seats, enhanced 
meal options, and Wi-Fi are still a hit with the customers, irre-
spective of the fact that the customer is a frequent flyer or an 
occasional one. For example, special services such as entertain-
ment for children during the inflight and the provision of compli-
mentary strollers at certain airports are also provided by some 
airlines. With the current scenario, there is a lot that an airline 
can experiment with to personalise the passenger’s experience 
through the arrangement of cab or hotel assistance, specialist pet 
care, a home-to-home baggage service or anything that an airline 
believes might bring value to the travel experience of the passen-
ger. These might come across as investments initially but once the 
loyal customers are gained, these could be real revenue turners.

innovation
Thanks to the exposure the internet has provided, no industry can 

anymore run without being innovative and creative to catch the 
attention of their target customers. Even the airlines who might 
have once thought it was sufficient to follow the steps and help the 
passenger reach from one place to another can no longer escape 
the dire need to be innovative with their services. In the times 
to come, innovation as well as automation will play even a more 
significant role in enhancing the passenger experience and fur-
ther let the adhering airline rise higher than the rest. This year 
itself, successive editions of the annual International Air Trans-
port Association (IATA) Global Passenger Survey (GPS) revealed 
that people traveling by air prefer an automated service at the 
airport even if partially along with a quicker, less intrusive service. 

A good example of convenience, innovation as well as per-
sonalisation is Emirates’ responsive calendar. It contains an 
‘Inspire Me’ function which lets the user input selected informa-
tion about their ideal trip, and then offers them many different 
options of destinations as well as prices.

Comfort
When a passenger is putting their money and time into some-
thing, there is no denying that they look for the maximum con-

venient option. Convenience has another 
important angle to it when it comes to 
specially-abled people or elderly passen-
gers who might need a bit of extra atten-
tion to have a comfortable journey write 
from when they are making the booking, 
to the airport as well as in the flight and 
thereafter. Almost all the airlines now 
hold a commitment to provide clear 
guidance to passengers with disabilities 
on their requirements for the carriage of 
mobility devices and medical equipment. 
Efficient staff aware of the passenger’s 
need is also important to be there with 
such passengers all through the time for 
assistance.

fooD
We all know it is no cakewalk to have 
the best of meals up in the air but it’s 
no rocket science either nowadays. 
Airlines must keep a good variety of 
healthy, tasty and quality food items for 

their passengers to have them coming back for more in a rea-
sonable price.

a WholeSome experienCe
Airlines have to target a dynamic environment as technologi-
cal changes, regulatory revisions, and market developments all 
affect decision making.

In 2019, according to a ranking released by AirHelp, an online 
legal service for passengers’ rights, Qatar Airways has been named 
the world’s best airline. This has been possible not because of their 
perfection in any one phase of air travel but in fact due to an over-
all experience. The ranking measures airlines that provide the best 
service, fly on time and treat passengers fairly if problems occur, 
highlighting passenger experience on its list.

Hence, it is high time for airlines to make a note that it is 
no longer just about the products or the services that the airline 
offers but about an overall experience which is what makes the 
difference with the passengers and passenger experience is key 
for an airline to embark on the path of success both financially as 
well as for a long-standing lifeline in this competitive scenario. SP

Almost all the 
airlines now hold 

a commitment 
to provide clear 

guidance to 
passengers with 

disabilities on their 
requirements for the 
carriage of mobility 
devices and medical 

equipment
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Civil  Passenger exPerience

In concept and design, it is meant to punch above its weight and give passengers the feeling 
that they’re flying in a bigger aircraft. Aiming for a wide body feel, Embraer puts the focus on 

passenger space for economy passengers like no other jet does.

No Middle SeatS: 
a Step towardS 

paSSeNgerS’ delight  
by eMbraer

By Vishal ThaparPh
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Civil  Passenger exPerience

No middle seats. From a passenger point of view, that’s 
the biggest pull, the most compelling calling card for Embraer’s 
E2 family of regional jets, which sit between turbo props and 
the narrow body segments to create more options for profitable 
operations for civil airliners. Since early 2018, Embraer’s sales 
focus has been on the newly-introduced E190-E2, conceived 
and packaged to take on the Airbus A220.

Not even the stingiest airline can push middle seats into these 
single aisle, 2-2 configuration aircraft, with passengers getting 
wither a window or an aisle seat, and 
eliminating the shoulder-to-shoulder 
squeeze. In concept and design, it is 
meant to punch above its weight and give 
passengers the feeling that they’re flying 
in a bigger aircraft. Aiming for a wide 
body feel, it puts the focus on passenger 
space for economy passengers like no 
other jet does.

While legroom is determined by 
multiple seating configurations, some 
benefits are assured for passengers. 
There are no under-seat support rails 
blocking leg space, 40 per cent larger 
overhead bins can accommodate bigger 
carry-on baggage and larger windows 

make the cabin brighter. There’s also an option of a premium 
cabin with staggered seating for greater comfort and privacy. In 
different configurations, this regional jet can have 104 or 114 
seats. The aircraft is noticeably quieter than most jets. While its 
designed to be a passenger pleaser, is agenda is on being “the 
world’s quietest, cleanest and most efficient new generation, 
single-aisle aircraft”. And it’s pitched as the Profit Hunter. 
Here’s why:

It’s business proposition is meant to be just as compelling 
as passenger appeal. The business case is built around a break 
even at 50 seats, as compared to 120 for narrow bodies like the 
A320 and Boeing 737.

Embraer claims operating costs for the E190-E2 are 20-to-
25 per cent lower per trip as compared to an Airbus 320, and a 
5 -to-10 per cent lower cost per seat.

“At 60 per cent of the cost of a narrow-body aircraft, it is 
significantly cheaper, which will reflect in reduced costs or lease 
money. Its 17.3 per cent fuel burn reduction means lower fuel 
costs. And it’s lighter weight means lower airport charges,” said 
Embraer’s Vice-President Asia-Pacific Cesar Pereira. “It’s a reli-
able aircraft which can be flown 7-to-8 times a day, with mainte-
nance turnaround needed after 10,000 hours,” he added. Lower 
fuel burn is enabled by the all new high aspect ratio wing design.

Pereira also reasoned that the Profit Hunter fits in on routes 
where narrow bodies are unviable. Aping the IndiGo model 
based on narrow body jets is tripping rival airlines, he argued. 
“IndiGo has a unique business model which has efficiencies 
built into it. Its cost base cannot be matched by others. Competi-
tors are losing money trying to do the same thing. In the pro-
cess, they’re reducing the quality of revenue. If there are lesser 
seats to be sold than in narrow body jets, airlines wouldn’t need 
to reduce costs. Copying the IndiGo model has reduced the per 
seat margins of Indian carriers to less than what Starbucks 
makes by selling one coffee,” he said, making a strong case for 
a reasoned fleet selection.

He also pitched the E2 jets as route openers for low cost car-
riers to smaller centres, in furtherance of the agenda for India’s 
Udan regional connectivity scheme.

The Brazilian company is a global leader in sales of aircraft 
in the 70-to-150 seat capacity with its E2 family of regional jets 
comprising the E175-E2, E190-E2 and E195-E2. It’s share of 
the market is 29 per cent. Over 1,700 of its jets are in operation 
with 111 airlines across 60 countries.

The first E190-E2 was delivered in April to Scandinavian 
Airlines’ regional subsidiary, Widerøe, and the airline is now 
flying three of the type around Norway.

The largest E2 customer is SkyWest, a regional airline affili-
ate flying for the likes of American Airlines, Delta, United and 

Alaska Airlines.
Alaska Airlines, Spirit and United 

have also been mentioned as likely cus-
tomers. 

AerCap, an independent aircraft-
leasing company with airline customers 
around the world, signed the second-
largest E2 order, for more than 20 each 
of the larger E190-E2 and E195-E2 vari-
ants, and has confirmed Kazakhstan’s 
Air Astana as the first placement when 
their deliveries commence in 2019. 
Brazil’s Azul, Switzerland’s Helvetic, 
Kuwait’s Wataniya and China’s Tianjin 
Airlines have also ordered variants from 
the E2 family. SP

Big AircrAft feel  
At low cost:  
thE EmbraEr E195-E2 
is a good fit for 
india’s Udan rEgional 
ConnECtivity sChEmE

There’s also an 
option of a premium 
cabin with staggered 

seating for greater 
comfort and privacy. 

The aircraft is 
noticeably quieter 

than most jets.
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Military  special Viewpoint

as per reports in the media, efforts by the indian air 
Force (IAF) to augment its existing fleet of 75 Pilatus PC-7 Mk II 
turboprop trainer aircraft through procurement of the second 
lot of 38 of these platforms from the Swiss aerospace firm Pila-
tus, appears to have hit a roadblock, leaving the IAF with no 
choice but to abandon plans in this regard.

TRAINER AIRCRAFT FOR THE IAF
The IAF has been encountering serious difficulties with its 
trainer fleet for more than a decade. The HT-2 was the first 
piston-engine trainer aircraft developed by the Indian aero-
space major Hindustan Aeronautics Limited (HAL) in the late 
1940s. The HT-2 entered service with the IAF in 1953 and 
remained effective for over four decades. The HPT-32 Deepak, 
a single piston-engine aircraft was developed by HAL in the 
late 1970s to replace the fleet of HT-2. Deliveries of the HPT-32 
Deepak commenced in 1984. Unfortunately, the HPT-32 fleet 
was plagued with a number of technical problems that led to 
as many as 17 crashes in which 19 pilots perished. Following a 
fatal accident on July 31, 2009 involv-
ing and HPT-32, Air Headquarters 
decided to withdraw the fleet from 
service prematurely. As HAL was not 
in a position to provide a replacement 
for the HPT-32 fleet within a reason-
able time frame, the IAF went in for 
the procurement of the first batch of 
75 Pilatus PC-7 Mk II basic turboprop 
trainer aircraft from Switzerland.

The total requirement of basic 
trainer aircraft for the IAF has been 
assessed as 181. Even after the move 
by the IAF for the emergency procure-
ment of 75 Pilatus PC-7 Mk II from 
Switzerland, the residual number of 
106 trainer aircraft required for the IAF 
was large enough for HAL to embark on 
a project to develop a turboprop trainer 
aircraft which was designated as the 
HTT-40. Although the HTT-40 under-
took its maiden flight on May 31, 2016, 
the time frame for its availability to the 

IAF continues to remain shrouded in uncertainty. Meanwhile, 
with the fleet of Kiran jet trainers approaching the end of its total 
technical life and the availability of the HAL developed Interme-
diate Jet Trainer not in sight, the IAF adopted a “Two Aircraft, 
Three-Stage Training” pattern in which the Pilatus is employed 
for both Stage I and II training. This necessitated the procurement 
on an urgent basis of an additional 38 Pilatus PC-7 Mk II aircraft 
for which the IAF initiated a case with the original equipment 
manufacturer (OEM) Pilatus of Switzerland through the Ministry 
of Defence (MoD). The first deal for the procurement of 75 Pilatus 
trainers contained a clause for a follow-on purchase of 38 more 
planes. However, this new order for 38 aircraft effectively reduced 
the quota for HAL from 106 to mere 68 basic trainer aircraft for 
which the development of the HTT-40 was already underway. 
However, despite the reduction in orders, HAL has continued with 
the development of the HTT-40.

TROUBLE FOR THE PILATUS DEAL
Unfortunately for the IAF, there is trouble brewing for the pro-

posal to procure an additional 38 Pila-
tus PC-7 Mk II aircraft from Switzer-
land. Apparently, the Central Bureau 
of Investigation (CBI) has come across 
some evidence of wrong-doing in the 
deal for 75 Pilatus PC-7 Mk II air-
craft. Reports indicate that some arms 
dealer in India as also officers in the 
MOD and the IAF are suspected to 
be involved in influencing the deal. 
Probe by the CBI into the unauthor-
ised involvement of agencies and indi-
viduals in the deal and in the allega-
tions of corruption and irregularities, 
is currently in progress. As such, the 
government has conveyed to the IAF 
that in view of the probe by the CBI 
in the alleged wrong-doing in the deal, 
the IAF is not to pursue the follow-on 
option. The government has further 
stated that if the IAF needs additional 
trainer aircraft urgently, it can explore 
other options in the world market for 

•  Who are the Gainers?
•  Who are the Losers?
•   Do we need Crisis to understand the utility of Platforms in 
Contentions?

•   Do we understand how the scams may affect the National Security 
by affecting preparedness of our forces?

By Air MArshAl B.K. PAndey (retd)

Who gains? Who Loses?

If we are serious to 
rectify the scam, we 
should by all means 

penalise the company 
and convict the 

middleman. But we 
cannot undermine 
the “utility” of the 
platform procured 
with a due process 
nor the persisting 

requirements of the 
concerned force.
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direct purchase of the required num-
ber of aircraft from the selected vendor. 
Given the complexities of the Defence 
Procurement Procedure, it will not be 
easy for the IAF to turn the proposal to 
procure additional 38 aircraft into real-
ity in a respectable time frame. Besides, 
as it is unlikely, if not impossible, for 
the IAF to find 38 Pilatus PC-7 Mk II 
trainer aircraft outside Switzerland, the 
IAF will have to look for another similar 
type with performance and capabilities 
matching that of the Pilatus PC-7 Mk II. 
This however, would not be a practical 
option for the IAF as the number being 
restricted to 38, would be too small 
an order and would entail a separate 
logistics management and maintenance 
set up for the IAF. Perhaps it would be 
an easier option for the IAF to wait for 
the HTT-40 even though it is a distant 
dream at this point in time. 

But the issue which is more relevant 
and pertinent is the action that the gov-
ernment has been taking so far in the 
event of a suspected or proven case 
of wrong-doing that come to light in 
deals related to procurement of defence 
equipment. The government invari-
ably resorts to cancellation of the deal, 
blocking of further procurements and 
even blacklisting the OEM involved. This 
has been the practice adopted by the 
government since the alleged scam in 
the procurement of artillery guns from 
Bofors of Sweden in the 1980s. The 
guns were procured during the tenure of 
Rajiv Gandhi as the Prime Minister, but 
the scam was unearthed during Prime 
Minister VP Singh’s tenure. The Swedish 
Company was blacklisted and thereafter, 
the Indian Army was unable to procure 
artillery guns as part of its modernisa-
tion plans for several decades.

IMPLICATIONS FOR NATIONAL 
SECURITY
There have been a number of alleged 
irregularities since the Bofors scam, a 
recent one being the procurement of 
helicopters for use by VVIPs in which 
the contract was cancelled after three 
of the 12 helicopters contracted for, 
were delivered. The IAF is now left 
holding the baby! However, despite 
prolonged investigations in the cases of 
alleged scams over the last few decades, 
there has not been a single case where 
investigations have been successful in 
reaching finality and taking individuals 
responsible for wrong-doing, to task.

Who Are the Losers? In all this, it 
is the Indian armed forces that suffer as 
this practice impinges seriously on and 

even neutralises their effort at timely 
modernisation of their weapon systems, 
placing them at serious disadvantage vis-
a-vis the adversaries. In the final analy-
sis, the way the governments have been 
handling cases of suspected or proven 
scam, ultimately leads to the undermin-
ing of national security. The right course 
of action would be to take to task indi-
viduals responsible for wrong-doing, 
avoid blacklisting of the company and 
continue with the process of procure-
ment of defence equipment to prevent 
any compromise to national security. 
It is important to understand that with 
the practice followed currently by the 
government to deal with allegations of 
scam in procurement of defence equip-
ment, it is the nation that stands to lose. 
The undebatable fact is that the National 
Security is the paramount for anybody 
and everybody belonging to the country.

Who Are the Gainers? Despite pro-
longed and intensive investigation by 
the concerned agencies of the govern-
ment into allegations of scam in deals 
related to procurement of defence 
equipment that is meant entirely for the 
benefit of the nation, the gainer unfor-
tunately, is not the nation, but perhaps 
only the media that scores brownie 
points through extensive coverage in 
the pursuit of TRP. While the govern-
ment may not care for the Indian armed 
forces, it is of vital importance that the 
interests of nation must not be compro-
mised in any way which unfortunately 
is happening now.

Opportunity to Establish Credibil-
ity. Despite the controversy, the Bofors 
guns proved their worth as an excel-
lent weapon system during the war in 
Kargil in 1999. The embargo on trans-
actions with Bofors was reviewed and 
lifted thereafter. But it is important to 
understand that the selection of a potent 
weapon systems is carried out through 
elaborate and competent professional 
evaluation. An important aspect is 
that the weapon system selected and 
acquired is of such repute and cred-
ibility that it would serve as an effec-
tive deterrent. This is important as the 
Indian armed forces may not always get 
the opportunity to prove the capability 
of a weapon system through a situa-
tion of war or military conflict as was 
the case with the Bofors guns. Ques-
tions remain, do we need the crisis to 
prove and to understand the usability of 
weapon systems or trainers and alike. 
Is it really difficult to value the usability 
and necessity of these platforms with-
out the crisis? SP

“We are already 
working on a three 
stages, two aircraft 

training system 
in our training 
command. The 

pilatus PC-7 Mk II 
Basic trainer is a 
reasonably good 

aircraft with a 
reasonable flight 

envelop to substitute 
the training that 
was planned on 

the Intermediate 
jet Trainer. PC-7 

is going to take on 
not only stage 1 

for fighter flying 
and other streams 
like transport and 

helicopters but 
stage 2 on fighter 
will also be done 
and is being done 
as on today on the 

PC-7. The feedback 
is extremely 

encouraging.”

—Air Chief Marshal 
Arup Raha in 
September 2015
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MRO  event RepoRt

A skewed taxation structure threatens the survival of India’s Aero MRO Industry

RATIONALISE TAXATION

By Vishal Thapar

For the world’s 3rd largest and fastest growing 
 aviation market, here’s a glaring contradiction. India’s share of 
the $81.9 billion Aero MRO business is just 1 per cent.

This means that even as it’s preparing for the next wave 
of growth, with its aircraft fleet expected to almost double to 
over 1,000 aircraft by 2024, India’s civil aviation sector is over-
whelmingly dependent on foreign MRO service providers, leav-
ing it highly vulnerable in a critical sector.

A host of factors collectively conspiring to throttle India’s 
domestic MRO Industry were brought out at the Aero MRO India 
2019 Conference organised in New Delhi on December 4 and 5 
by the MRO Association of India, which is seeking the attention 
of policy makers for immediate intervention to save the Indus-
try and thereby, a strategic national capability. 

Top of the list of factors which are suppressing Indian MRO 

providers is a crippling tax structure, which ends up incentivis-
ing Indian airline operators and aircraft owners to seek manda-
tory maintenance abroad. MRO services in India are taxed at 18 
per cent (GST). In comparison, tax in Sri Lanka is Zero, while it 
stands at 7 per cent in Singapore and Malaysia.

What makes availing foreign MRO facilities more viable 
for Indian airline operators is that the import of this service 
attracts an IGST of only 5 per cent, as against 18 per cent GST 
levied on work done in India.

For an Industry with operating margins of about 6-7 per 
cent, airport royalties between 15 and 30 per cent serve up a 
double whammy. Airport operators impose royalty on the MRO 
invoice in addition to charging rentals for maintenance hangers. 
The National Civil Aviation Policy 2016 did away with this roy-
alty, but the measure has not been implemented so far. There’s 

BATTLING FOR A LEVEL PLAYING FIELD: Amber Dubey, Joint SecretAry miniStry of civil AviAtion, AnD r.K. tyAgi, former cmD HinDuStAn 
AeronAuticS limiteD cutting tHe ribbon to inAugurAte An exHibition on tHe SiDelineS of tHe Aero mro inDiA 2019 conference in new DelHi, 

witH bHArAt mAlKAni, PreSiDent mro ASSociAtion of inDiA (extreme rigHt) looKing on

PH
o

to
g

r
A

PH
S:

 m
r

o
 A

SS
o

c
iA

ti
o

n
 o

f 
in

D
iA

Pratt & Whitney Canada

Learn from industry-leading expert 

instructors on the full range of P&WC 

engines – including turboprop, turbofan 

and turboshaft. 

Honeywell Aerospace

Combine the best classroom and 

hands-on practical instruction on 

Honeywell’s aircraft engines, avionics, 

auxiliary power units and more.

Airframes, Engines & Avionics

Benefit from specialized instruction for 

your specific airframe, engines and 

avionics suites developed in collaboration 

with the manufacturers.

Training Technicians
Throughout the World

F L I G H T S A F E T Y
I S  H E R E  F O R

YOU

flightsafety.com  •   800.291.0679  •   A Berkshire Hathaway company

Highly qualified instructors teach courses at FlightSafety locations around the world or at your facility.

FLIGHTSAFETY PW&C/HONEYWELL MAINTENANCE AD - SP’s AVIATION YEARBOOK - Trim: 210 x 267 mm    Bleed: 220 x 277 mm    Live: 180 x 226 mm



Pratt & Whitney Canada

Learn from industry-leading expert 

instructors on the full range of P&WC 

engines – including turboprop, turbofan 

and turboshaft. 

Honeywell Aerospace

Combine the best classroom and 

hands-on practical instruction on 

Honeywell’s aircraft engines, avionics, 

auxiliary power units and more.

Airframes, Engines & Avionics

Benefit from specialized instruction for 

your specific airframe, engines and 

avionics suites developed in collaboration 

with the manufacturers.

Training Technicians
Throughout the World

F L I G H T S A F E T Y
I S  H E R E  F O R

YOU

flightsafety.com  •   800.291.0679  •   A Berkshire Hathaway company

Highly qualified instructors teach courses at FlightSafety locations around the world or at your facility.

FLIGHTSAFETY PW&C/HONEYWELL MAINTENANCE AD - SP’s AVIATION YEARBOOK - Trim: 210 x 267 mm    Bleed: 220 x 277 mm    Live: 180 x 226 mm



MRO  event RepoRt

14 ISSUE 12 • 2019  www.sps-aviation.com

no letting go, despite MRO royalty accounting for only about 1 
per cent of the total revenues of the Airports Authority of India.

Excessive regulation in Directorate-General of Civil Aviation 
(DGCA) certification for labour skills and employment norms, 
despite them being certified by OEMs and meeting interna-
tional norms, is forcing work force migration to overseas mar-

kets, and India losing valuable trained resources. The result of 
over-regulation is that India is now short of trained manpower, 
Industry contends.

“Thirty per cent of Indian MROs have already shut down. If 
there’s no policy relief, the Industry will shut down in another 
two years,” warned Bharat Malkani, president of the MRO Asso-
ciation of India. “We want tax equality and a level playing field,” 
he pleaded, seeking a reversal of the incentive for import of this 
service. The tax regime must focus on keeping this business 
within India, urged Malkani.

Industry representatives and airline operators pointed out 
prevalence of double taxation which is further damaging the 
business environment. Work sub-contracted by foreign MROs 
engaged by airline operators to Indian companies is subjected 
to a second round of 18 per cent taxation after the entire charge 
for the import of service has been subjected to IGST.

Illustrating another example of anamalous taxation, GMR 
Aero Technic CEO Ashok Gopinath said C-checks carried out 
by his company in an SEZ for a foreign airline are also attract-
ing 18 per cent GST levies, whereas this transaction should be 
treated as an export.

Representing the GST Council Secretariat, its Joint Secretary 
S. Khader Rahman, while being receptive of the taxation prob-
lems, indicated that relief from the 18 per cent GST slab for MRO 
was unlikely. “It is very unlikely that the Government will reduce 
GST on MRO. A nation is made when taxes are paid,” he shrugged.

But Rahman offered suggestions for relief to the airline 
Industry. He said airline operators could benefit from claiming 
input credit (ITC) for GST on economy class seats if the taxation 
was brought to the bracket which enables credit and refund. At 
the moment, economy class seats are taxed at 5 per cent, which 
does not enable credit. “Allow me to charge 12 per cent and you 
can claim credit. 12 per cent with ITC will be more beneficial,” 
he suggested. 

This suggestion did not find support among representa-
tive of airlines. Vistara Tata SIA Airlines Senior Vice President 
S.K. Dash pointed out that margins were too thin, and the time 
lag for refund of credits on a 12 per cent rate did not suit the 
Industry.

Another suggestion from Rehman for leveling the playing 
field by increasing the IGST on MRO service obtained abroad 
from 5 per cent to 18 per cent also did not elicit enthusiasm.

But there was some cheer for the beleaguered MRO Indus-
try, with the Government agreeing that double taxation will 
be ended. Another Government representative, Joint Secretary 
Civil Aviation Amber Dubey assured the Conference that no 
stone would be left unturned to make India an aviation hub. He 
listed MRO among the top issues the Ministry of Civil Aviation is 
currently addressing along with the disinvestment of Air India, 
creation of an aircraft leasing infrastructure, and bringing ATF 
within the ambit of GST.

Acknowledging the reluctance of OEMs to support MROs 
in India, Dubey asserted that India would leverage its market 
power to compel the OEMs to cooperate. OEM representatives 
at the Conference acknowledged that regulatory and taxation 
issues discouraged FDI in this sector.

Perhaps the exception to the reluctance of OEMs was 
brought out by H.R. Jagannath, CEO of the India’s biggest MRO 
and Air India subsidiary AIESL, who illustrated the capability 
of the $100 Million world class maintenance facility set up at 
Nagpur with the help of Boeing. This includes two wide-body 
hangers and the overhaul facility for GE90 and GEnx engines. 

Also bucking the unfavourable Industry trend were SpiceJet 
Technic (see box), which is attempting to emerge as a major 

INDIA’s MRO MARKET
 India’s current MRO market size is pegged at $1.2 billion
 Major portion of this is for A320 family followed by B737, 

787, 777, Q400 and ATR72
 Market set to almost double by 2024, when India’s civil 

aviation fleet will grow to 1,000 aircraft

CHALLENGES THROTTLING INDIAN MROs
Crippling Taxation

18% tax on MRO in India – against 0% in Lanka and 7% in 
Singapore, Malaysia – incentivising servicing abroad

Airport Royalties 
Royalties on invoice value in addition to space rentals for 

hangars

Labour Migration
Excessive regulation on workforce certification driving skilled 

labour to move to overseas markets
Closure of Business

30 per cent MROs have shut down, Industry is bleeding

Declining share in Global MRO Business:
World’s third largest aviation market commands only 1% of 

$81.9 billion global MRO business 

WHAT INDUSTRY SEEKS
GST Rationalisation

Waiver or sharp reduction in GST in line with taxation in the region

Customs duty on imported services
Incentivisation for availing domestic MRO services in line with 

Malaysia replacing EASA 145 by DCAM

Removal of Airport Royalties
Implementation of provisions of NCAP 2016

Harmonisation of certification rules with FAA/EASA 
No additional DGCA certification for 85 per cent services for 

which workforce already certified by OEMs
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MRO provider. There are also reports of Adani Aerospace & 
Defence seeking a big role.

The Conference also discussed possibilities of the Defence 
forces using commercial MRO facilities and co-opting Civil Avia-
tion infrastructure, and also the offsets potentials for civil aviation 
against Defence procurements. Air Vice Marshal V.C. Wankhade 
represented the IAF while Rear Admiral V.M. Doss was there on 
behalf of the Indian Navy. They talked of requirements of the 
armed forces and spinoffs for the MRO Industry.

Turnaround solutions were suggested by the Industry body. 
It was argued that waiver of reduction in GST would not lead 
to loss of revenue if the big picture was considered. It would 
not be out of place as MRO is a B2B business. A thriving sector 
would generate add to the GDP, create employment and bolster 
tax revenues.

Concurrently, it sought Customs duty on MRO services 
obtained by Indian airline operators abroad in order to reverse 
the business and forex outflow. The example of Malaysia was 
cited in replacing the EASA by DCAM to promote local MRO. At 
the moment, there’s a Customs waiver, and only 5 per cent IGST 
is charged on procuring foreign MRO service.

The MRO Association also strongly demanded removal of 
Airport royalties in line with the National Civil Aviation Policy 
of 2016.

It also made a strong case for harmonisation of business 
rules with FAA/EASA to prevent over-regulation in certification 
for labour skills already approved by the OEM in line with FAA/
EASA standards.

It was argued that if India aims at meeting 90 per cent of its 
MRO requirements domestically with policy enablers, it would 
generate far more tax revenues than what would be sacrificed 
in the short run. India would become a net exporter. This would 
promote investment, both domestic and foreign, and create up 
to 200,000 jobs in the long-term. SP

(left to rigHt) PulAK Sen, SecretAry-generAl mro ASSociAtion of inDiA, Dr S. vASuDevAn, HeAD AviAtion AnD globAl leAD of AirPortS KPmg, 
bHArAt mAlKAni, PreSiDent mro ASSociAtion of inDiA, Air vice mArSHAl v.c. wAnKHADe, Dy SmSo iAf mAintenAnce commAnD, r.K. tyAgi, former 

cmD HAl, S. KHADer rAHmAn, Joint SecretAry gSt council SecretAriAt, Amber Dubey, Joint SecretAry miniStry of civil AviAtion, H.r. JAgAnnAtH, 
ceo AieSl releASing tHe bAcKgrounD note AnD event comPenDium At tHe Aero mro inDiA 2019 conference in new DelHi 

Leading airline operator SpiceJet is seeking to make a big 
foray into India’s $1.5 billion MRO market, in which the 
biggest local player so far is Air India Engineering Services 

Limited (AIESL). 
The airline’s subsidiary, SpiceJet Technic is driving the group’s 

MRO business, registering significant headway already. It has set 
up a maintenance facility at Chennai for carrying out C-checks 
for commercial airliners, a Component and Maintenance Shop 
at Manesar (Haryana) and a Structure-Composites, Avionics and 
Seat Shop at Gurgaon on the outskirts of the Capital. 

The Gurgaon facility also has a computer-aided design and 
analysis facility for cabin and baggage hold accessories. The 
company will also start manufacturing maintenance tools and 
fixtures. SpiceJet’s initial priority is to provide an in-house MRO 
facility for the 114-strong SpiceJet fleet. It claims that 50 per 
cent of SpiceJet’s MRO requirements are to be met with in-house 
facilities. “Now, we seek to expand our services to other domestic 
and foreign airlines. We’re offering C checks to others,” SpiceJet 
Technic’s Vaibhav Sonkhala said at an exhibition held parallel to 
the Aero MRO seminar. Biman Bangladesh Airlines is SpiceJet 
Technic’s first international customer. 

“In five years’ time, we aim to provide competition to the big 
MROs,” Sonkhala disclosed. The company wants to be poised in 
a growing MRO market, with the number of civil aviation aircraft 
slated to increase from the present level of 560 to 1,000 by the 
year 2024. SpiceJet Technic also aims at tapping the Defence 
market, and a dialogue is opened up with the armed forces 
through Industry bodies. SP

— By Vishal Thapar

SpIcEJEt MAkES bIg FORAy  
INtO MRO SEctOR
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OEM  Boeing

Aerospace is a global industry and Boeing continues  
to tap into talent in the US, India, and around the world to ensure 
that our products and services deliver the high performance and 
affordability our customers expect. As one of the fastest growing 
economies in the world, India offers growth and productivity 
opportunities for Boeing. Boeing has made calculated invest-
ments to grow the installed defense base and increase the man-
ufacturing, skill development and engineering scale in-country.

India is one of the largest defense markets for Boeing. When 
I talk about Boeing and India, I like to talk about firsts. India was 
the first International customer for P-8I aircraft to the Indian 
Navy. India is the largest International operator of C-17s outside 
the US, and The Harpoon missile was the first weapon system 
integrated on an Indian designed and built fighter (Jaguar).

Today, backed by increasing cooperation between the US and 
Indian governments these products and services – and the AH-64 
Apaches and H-47 Chinooks that have been inducted in India – 
are significantly contributing to a closer security partnership and 
increased defense trade. Of the more than $16 billion defense 
trade between the two countries, 
Boeing’s defense business constitutes 
75 per cent of that share in India.

Over the last 10 years, we have 
seen great positive energy and 
strong participation across our gov-
ernments. An expanded partnership 
between the United States and India 
allows us to create greater prosper-
ity for both our nations and stand 
as mutually reinforcing engines of 
growth and innovation.

The defense cooperation environ-
ment between the two governments 
has changed considerably in the last 
few years. You see more cooperation 
in areas such as joint military exer-
cises, technology transfer, collabora-
tion through co-production, Defense 

Technology and Trade Initiative (DTTI) and the renewal of the 
defense agreement for another 10 years by Congress.

Maritime security in the context of the military-to-military 
relationship has significant potential and is the surest foothold 
to advance the broader security agenda and realize the value 
of being Major Defense Partner in the near-term. The Malabar 
military exercises and the revival of the Quadrilateral Security 
Dialogue, the Quad, are a natural fit for collaboration. The utili-
zation of the P-8 fleet for missions in the Indian Ocean region is 
another way. Collaboration and engagement via the DTTI Car-
rier Working Group will facilitate the exchange of ideas related 
to carrier operations and the potential for consulting on future 
design. There is strong potential for Boeing’s F/A-18 Super Hor-
net to be an anchor of maritime cooperation between the two 
navies and transition away from Russian fighters.

Going forward, we anticipate significant international oppor-
tunities and campaigns in India, the Asia Pacific and Middle East 
regions and around the globe for fighters, vertical lift helicop-
ters, attack helicopters, tanker refuelers and maritime recon-

naissance capabilities with our P-8 
and autonomous offerings. Not to 
mention the growth of our services 
business and the value Boeing is 
able to provide through the lifecycle 
of its products.

And like I mentioned, India is 
front and center of those opportuni-
ties with the armed services having 
invested in advanced capabilities 
for now and the future. We look for-
ward to continue engaging with the 
Prime Minister Modi and his gov-
ernment, with our armed services 
customers on their future require-
ments and with our Indian partners 
and suppliers – who are absolutely 
critical to helping us build India’s 
future aerospace ecosystem. SP

As one of the fastest growing economies in the world, India offers growth and productivity 
opportunities for Boeing. We look forward to continue engaging with the Prime Minister Modi 

and his government, with our armed services customers on their future requirements and 
with our Indian partners and suppliers.

By Dennis D. swanson
vice president, international sales
defense, space & security
Boeing

IndIa CrItICal to BoeIng’s 
InternatIonal  
growth

Boeing supplies such as ah-64 apache of 
the indian air force are significantly 

contriButing to a closer security 
partnership Between the two countriesph
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 \Or, you could let us.

You could tie your capital up building an aircraft 
that won’t be delivered until next year  –

The fact of the matter is that financing a new business aircraft can start years before you take delivery. The question is whether the capital 
you’re putting toward those progress payments can be put to better use. With Global Jet Capital as your financing partner, you have the flexibility to fold 
progress payments into your permanent financing structure—and put your capital to work elsewhere. It’s just another benefit of our singular focus on 
aircraft financing.

And with more than $2.6 billion in assets, world-class financial backing, hundreds of years of collective experience, and thousands of business aircraft 
transactions behind us, Global Jet Capital is uniquely positioned to craft customized financial solutions. 
  
 

844.436.8200  \  info@globaljetcapital.com  \  globaljetcapital.com 

Miami  \  Hong Kong  \  Zurich  \  New York
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Business AviAtion  Financing

An understanding of factors related to Business Aircraft Financing will help an 
organisation to obtain finance for the acquisition of Business Aviation assets with 

minimum financial outgo in chosen timelines and to retain profitability

Business AircrAft 
finAncing

By Isha JaIswal and Zorawar sIngh JaIswal
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Business aircraft are defined as those flying machines 
which are neither utilised by the air forces of a country nor 
are they deployed as scheduled operators which are approved 
by the aviation regulatory authority of a country. They can be 
bought by individuals for their exclusive use or by organisations 
for exploitation by their own employees or can be hired out to 
other willing flying customers.

NEED FOR FINANCING
All business aircraft are expensive and hence, require a substan-
tial amount of money to be paid upfront for their acquisition. Most 
of these aircraft are built in Europe or in the United States of 
America. As a result, they have to be flown into India, but prior to 
that, apart from the basic cost of the aircraft, the supporting infra-
structure along with the technicians and pilots needed to operate 
the aircraft have to be acquired or employed. This is an expen-
sive proposition which attracts heavy maintenance and operating 
expenses. The former is a heavy outgo of funds and is a capital-
investment whereas, the latter is a revenue expenditure which is 
comparatively less, but nonetheless, it requires to be incurred on a 
regular basis. Business jet buyers prefer to obtain low cost finance 
for their capital acquisition. They prefer to use their own liquidity 
to meet the revenue expenditures incurred on staff, maintenance 
and aircraft operations as the outgo of funds is not spaced out. 
Consequently, most business jet acquir-
ers prefer to seek a loan to finance the 
initial heavy capital expenditure.

FACTORS AFFECTING THE FINANCING 
OPTIONS
Today, a plethora of aircraft financing 
options is available. They all come with 
their own advantages and disadvan-
tages. Hence, it becomes very important 
for the prospective aircraft acquirer to 
understand the purpose for which the 
aircraft was being bought and the avia-
tion environment in which it will oper-
ate. The latter includes the accounting 
system, depreciation, interest outgo, 
operating costs, taxation, the required profitability, the residual 
value including the salvage worth of the aircraft, the credit-
worthiness of the borrowing agency or individual, credit rating 
awarded to the buyer, the time duration for which the aircraft 
will be used and the loan tenor, influence the choice of financ-
ing options. Political situation over the geographical area where 
the aircraft will be operating is also an important consideration.

POLITICAL SITUATION AND FACTORS
Political stability including the political administration model 
prevailing over the geographical footprint of the area where 
the financed business aircraft will be operating is of particu-
lar importance in selecting the mode of finance being preferred. 
Various political factors that need consideration before finance 
mix finalisation include whether the nations are investor friendly 
with respect to aviation; whether this allows repatriation of 
profits; tax largess; interest payments and regulations by the 
nation’s civil aviation authority. This is a very significant aspect, 
because once a Business Aviation aircraft is acquired and regis-
tered in a country, it is difficult for it to be relocated to another 
nation without incurring losses and deviations from the main 
purpose for which the aircraft was bought. Based on all these 
factors, the various financial models available are enumerated 
in the subsequent paragraphs.

BUSINESS AVIATION FINANCING MODELS
Outright Cash Down based purchase is the easiest way of 
acquiring an aircraft. It provides flexibility of choices; involves 
the minimum time as cash is the darling of every seller. How-
ever, since the quantum of initial capital investment is gigantic, 
organisations are seldom able to take out this volume of cash to 
acquire Business Aircraft without jeopardising their own opera-
tions. Hence, this is an unpopular model.

Sale and Leaseback is one of the most popular methods of 
aircraft acquisition. The buyer procures the aircraft of choice 
and through a pre-decided agreement, it resells it to a financier 
only to lease it back from the latter. As per the report published 
by Boeing, there were only about a hundred leasing companies 
in 2002. This number has now grown to about 150 in 2018. It 
further states that approximately 50 per cent of its sales in 2018 
were on a sale and leaseback system. The rest of them were 
through direct lease of aircraft.

Direct Lease involves leasing companies that predict the 
demand for popular aircraft and procure these to lease them 
to the direct users. Leasing usually involves making about 
10 to 30 percent down payment. The rest of the money is 
paid over a period of ten to fifteen years depending upon the 
requirement.

Financing through an Operating Lease involves the acqui-
sition of an aircraft on lease for a 
period of usually less than ten years. 
Such short duration leases could be 
to cater to a specific surge in demand, 
for example, for Haj pilgrimages, or 
for patrons moving to attend a certain 
international sporting event. This lease 
could also be utilised by Business Avia-
tion owners who see a small window of 
opportunity that can be exploited with-
out actually having to be saddled with 
an undesirable inventory of aircraft.

Aircraft Sub Assembly Specific 
Finance involves the funding by a com-
mercial lender for a specific heavy 
investment assembly of an aircraft. An 

example is choice between Pratt and Whitney or GE engine for 
a particular aircraft being acquired as a business asset. Since, 
only specific, costly assemblies are financed, the amount of loan 
is comparatively lesser.

Fractional Ownership of business aircraft is a popular 
method of financing aircraft purchases in the USA. Under this 
system, the multiple stakeholders with common interest, pool 
in their financial resources to buy the aircraft. The investors 
in return, obtain a fractional share of the aircraft in terms 
of ownership, operating costs as per usage, division of fixed 
maintenance and other expenditures based on their frac-
tional shares. The fractional shareholding offers its investors 
preferential aircraft usage flight entitlement. The profits, too, 
are divided on the basis of the fractional shares amongst the 
fractional owners. This system is unpopular in India because 
depreciation cannot be appropriately availed by all the frac-
tional owners.

Private Equity can also be utilised for capacity enhancement 
or for procurement of Business Aviation assets. This is a flexible 
method of acquiring finance so long as the terms are mutually 
agreeable to the private equity provider and the acquirer of the 
business aircraft.

Asset-Based Financing is used by established companies to 
raise capital as loans from financial institutions on the basis 

Direct Lease involves 
leasing companies 

that predict the 
demand for popular 
aircraft and procure 

these to lease them to 
the direct users
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of their inventory, plant and machinery or other assets being 
pledged as collaterals to finance aircraft upgrade or procure 
business aircraft. This method is also used to either upgrade the 
aircraft or to tide over a particular period of financial liquidity 
challenge in Business Aviation cycles.

Insurance Companies and Provident Funds in certain 
Western economies are also keen to 
finance business aircraft procure-
ments for creditworthy organisations 
that have good and sure cash flow 
plans. This way, the former are able 
to provide a better financial return to 
their investors.

Corporate Trust-Based Lease is a 
popular system prevalent in the US 
wherein companies create a trust that 
holds aircraft for offshore investors 
based on certain conditions. The latter 
enjoy taxation and other operational 
benefits by being based in the US but 
while being owned by organisations 
that are offshore. Similarly, aircraft, 
when financed through Japan Lev-
eraged Lease or Hong Kong Lever-
aged Lease, are also entitled to fiscal 
benefits on Business Aviation assets 
offered by these nations.

Sometimes, the aircraft manufac-
turers, too, have overflowing order 
books and become cash rich. Such 
business aircraft manufactures then 

exploit this situation. They themselves offer financing facilities or 
options to their credible buyers through separate subsidiaries at 
unique financial terms.

CONCLUSION
Financing a Business Aviation asset or business aircraft is 

not just limited to only one of these 
above mentioned sources of finance. 
Finance can be sourced from multiple 
agencies and in different proportions 
so that there is a minimum financial 
outflow of cash for loan liquidation. 
The financing mix customisation will 
ensure a regulated fund outflow dur-
ing the tenor of the loan. This will 
ensure that cash remains positive in 
all the timelines of an aviation busi-
ness. The aircraft acquisition finance 
mix also depends upon the useful life 
of the aircraft, the time-period for 
which the aircraft will be retained 
and the political stability predicted 
in the foreseeable future for own 
operations. A comprehensive and 
pragmatic understanding of all of the 
above-mentioned factors will help an 
organisation to obtain finance for its 
Business Aviation assets by ensuring 
a minimum financial outgo and that 
too, as per its own chosen timelines 
and also to retain its profitability. SP

The fractional 
shareholding offers its 
investors preferential 
aircraft usage flight 

entitlement. The 
profits, too, are divided 

on the basis of the 
fractional shares 

amongst the fractional 
owners. This system 
is unpopular in India 
because depreciation 

cannot be appropriately 
availed by all the 

fractional owners.

the aircraft acquisition finance mix depends upon the useful life of the aircraft, the time-period for which the aircraft  
will be retained and the political stability predicted in the foreseeable future for own operations.
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in the general period 2014 to 2016, DiAL actively floated 
and pursued international tenders for establishing world-stan-
dard MRO facilities at IGI Airport. The older self-established MRO 
facilities of the small charter operators were to be shut down to 
make space for the new entities. Each of these new entities were 
to consist of at least one Indian MRO and one similar interna-
tional player to jointly constitute one such ‘Concessionnaire’. For 
fair competition, minimum three such concessionaires were to be 
so planted at the airport. The projected intention, as given out in 
various DIAL presentations, was to bring in expertise and estab-
lish international standard MRO facilities for charter aircraft at 
Delhi Airport, by infusing substantial infrastructural funds and 
by upgradation of skill levels of local aviation technicians to be in 
tune with international norms.

The small charter operators doing self-maintenance and han-
dling found it well outside their financial capacity to tie-up with 
international players and make a bid. Finally, only two entities 
viz ‘Bird-Execujet’ and ‘Indamer-M.Jets’ were declared successful 
bidders and bestowed the status of the ‘Concessionaires’ permit-
ted to carry out MRO, handling and miscellaneous associated busi-
ness at the airport. Any small entity, with its own DGCA-approved 
CAR-145 approval, that tried to enforce it’s right as earlier to 
carry out MRO and self-handling on its small charter aircraft, 
was somewhat arm-twisted indirectly by unusual steps such as, 
illustratively, denial of renewal of entry passes for its vehicles, 
of driving permits for its drivers and by default alloting aircraft 
parking spaces farthest from their allotted hangar space, making 
maintenance and handling operations on such aircraft most diffi-
cult! The non-plussed small operators saw the writing on the wall. 
Some, left with no choice, fell squarely into the lap of these con-
cessionaires, while others as refugees quit Delhi as their age-old 
maintenance base to go to other nearby airports such as Jaipur, 
Hissar, Aligarh, Bhiwani and some other feasible locations. While 
continuing to operate from Delhi as the natural passenger and 
business hub, this, for all charter operators, did result in increased 
costs, mainly on account of aircraft ferries to and fro, associated 
pilot and technical personnel boarding/lodging/travel costs, and at 
times, with ‘no-go’ situations, such as when aircraft could not be 
ferried out due to indicated defects requiring rectification before 
next flight, being haplessly forced into the lap of the same very 

two Delhi-based concessionaires, who are now the only ones with 
access to MRO hangar space at the airport, with ad hoc terms and 
conditions for utilisation of public hangar spaces and associated 
facilities by others.

Even thereafter, further tightening of the noose started. Both the 
monthly MRO charges as well as the aircraft handling charges were 
progressively increased in an ad hoc manner through one-sided 
contracts in which the smaller sides, hapless as before, have had 
no say or choice except to submit and sign on the dotted line. As 
was highlighted in an earlier BizAvIndia issue, the handling charges 
were increased this FY (April onwards!) by, illustratively, an aston-
ishing 77 per cent for a small 8-seater turboprop aircraft and by 56 
per cent for a 6-seater business jet. The sense of proportions has 
been apparently lost sight of, with no quick-fix remedial measures 
or relief available to the small operators saddled with increasing 
costs and progressively tighter, shoestring operating budgets.

The icing on the soured cake has been that the international 
partners have apparently taken no steps to bring up the techni-
cal skills of the local technicians to international standards as 
was the original intention on which the foundation of the con-
cessionaires was laid. Also, planting of only two concessionaires, 
instead of minimum three for a fair competition, was totally lost 
sight of! Handling charges have to be ‘input costs plus reasonable 
profit based’, however, surprisingly as on date these abnormally 
increased rates of handling being charged by both the conces-
sionaires are the same, leading to a strong suspicion amongst the 
charter operators that ‘Cartelisation’ has taken place between 
the two concessionaires, as with their widely different infrastruc-
tures, the input costs for both can never be the same.

This, in essence, is the untold and unsavoury little story of 
the establishment of the two ‘Concessionaires’ imposed in the 
recent past on the small, hapless charter operators at the IGI 
(Delhi) Airport.

Are our airports, working on the Public-Private-Partnership 
(PPP) model, really still PUBLIC (to a lesser or greater extent), 
or are these gradually and unnoticeably slipping into a Private-
Private-Partnership (still a PPP!) model?

The Little Untold Story is by now fast developing at some 
other national airports as well on similar lines! 

Is Any Body Listening? SP

Are our airports, working on the Public-Private-Partnership (PPP) model, really still PUBLIC 
(to a lesser or greater extent), or are these gradually and unnoticeably slipping into a Private-

Private-Partnership (still a PPP!) model?

The LiTTLe UnToLd STory  
of The ConCeSSionaireS  
aT iGi airporT
By Air Vice MArshAl s.s. chAuhAn (retd)
President, Business AircrAft oPerAtors AssociAtion (BAoA)



22 ISSUE 12 • 2019  www.sps-aviation.com

Show report  Dubai airShow 2019

Standing true to its motto of “connecting the aerospace industry”, the  
Middle-Eastern airshow ended on a high note, cracking many a major deals  

and covering every possible aspect of the industry

the Airshow displAys  
A grAndeur gAlA of  

the AerospAce world

By Ayushee ChAudhAry

An EmirAtEs Airbus A380 with Al FursAn AErobAtics dEmonstrAtion tEAm oF uAE Air ForcE soArs through thE skiEs As pArt oF FlypAst 
procEssion, kicking oFF thE 2019 Edition oF thE dubAi Air show
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the 16th edition of the Dubai Airshow came to an end 
on November 21, winding up four days of aviation enthusi-
asm, and mapping the present and future of the industry with 
a spectacular display, significant deals, and essential confer-
ences. Inaugurated officially by His Highness Sheikh Moham-
med bin Rashid Al Maktoum, Vice-President and Prime Minister 
of United Arab Emirates (UAE) and Ruler of Dubai, along with 
His Highness Sheikh Mohammed bin Zayed Al Nahyan, Crown 
Prince of Abu Dhabi and Deputy Supreme Commander of UAE 
Armed Forces, 2019 edition of the Dubai Airshow (DAS) turned 
out to be one of the busiest till date with a packed schedule, 
witnessed by the footfall of over 84,000 trade attendees. 

With over 161 aircraft on static display and more than 1,288 
exhibitors, the airshow attested booming sales with the order 
book on site reaching $54.5 billion by close of business.

The DAS 2019 was not just about the biggest of the players 
but also the first-timers. As many as 100 new exhibitors partici-
pated in the show. Among them was Saudi Arabia’s The Helicop-
ter Company, which was also a key event sponsor. EDGE, a group 
comprising 25 local entities working in five aerospace capability 
clusters, launched shortly before the show, also made its debut. 

CRUCIAL COLLOQUIUM
An array of prominent conferences offered industry-specific 
keynotes, Q&A sessions and networking 
opportunities, attracting huge crowds 
of professionals. The Global Air Traf-
fic Management (GATM) conference, a 
unique convention set across two days 
peaked closely into the future of traffic 
control, with virtual towers proving to 
be a particularly hot topic.

With on the air freight industry, 
Cargo Connect (a show within the show) 
allowed the cargo industry to discuss 
global trends, regional challenges and 
the future of the industry with a key 
focus on data sharing across both geo-
graphical as well as business boundaries. 
Some of the key points in the limelight 
at this year’s Cargo Connect conference 
included the effect of automation, artifi-
cial intelligence and digitalisation.

For the first time in 2019, a growing 
focus on space exploration regionally was 
recognised in DAS with its own conference program, opening with 
Women in Space, hosted by the UAE Space Agency and featuring 
speakers from the UN and other established organisations. The 
Space Tech Talks schedule looked in-depth at the technological 
advancements needed for the next generation of space explora-
tion, and the impact they are expected to have on the wider world.

SPLENDID SHOWCASE
The sky above DAS 2019 was painted beautifully with the 
flying display that included Boeing’s 787-9 Dreamliner, Air-
bus A330neo, several helicopters including a Motor Sich Mi-
2MSB-1, a Mi-38 and an ANSAT from Russian Helicopters, an 
eye-catching formation of three Chinook, three Black Hawk, 
and three Apache helicopters, opening the way for the Emirates 
A380, soon followed by the UAE’s air display team, Al Fursan, 
positioned in an arrow formation. UK-based aerobatic team, 
The Blades and Dassault’s Rafale Fighter also served a visual 
treat for the aviation enthusiasts along with the Patrouille de 
France, flying Alpha Jets built by Dassault Aviation.

On static display were aircraft including a YAK-130 fighter jet, 
UAE Air Force jet, VRT500, Lockheed Martin’s F-22A Raptor, Rus-
sian-made Mi-38 helicopter, a second-generation Hercules repre-
sented by a C-130J-30 from the US Air Force’s 317th Airlift Wing. 
The Embraer KC-390, the Super Tucano, the Praetor 500, the Phe-
nom 300E, and the E195-E2 were also a part of the static display 
as were Dassault’s Falcon 8X, Falcon 900LX. The UAE Ministry of 
Defence displays throughout included a Mirage 2000 and an F-16.

Riyadh-based Intra Defense Technologies showcased the 
fixed-wing Karayel UCAV Airshow in an effort to further pro-
mote the solution to the Middle East market and international 
customers and China’s CATIC/AVIC showed a full-scale mock-up 
of the U8EW rotary-wing unmanned air system (RWUAS). 

German technology supplier Rohde & Schwarz presented a 
variety of aerospace and defense solutions that deliver safety 
and efficiency in several domains. 

In recent years, Dubai has been the hub where most of the 
biggest deals have been done be it across the defence sector, the 
commercial or the business aviation wing.

DEFENCE DEALS
Dubai has proved to be a key venue for arms deals. Given the 
scale of Middle East defence budgets, few arms manufactur-
ers can afford not to have a presence in Dubai. All the major 

names including Britain’s BAE Systems, 
France’s Dassault and America’s Lock-
heed Martin marked their presence at 
DAS 2019.
•	 The	UAE	Ministry	of	Defence	(MOD)	
unveiled some major contracts at the 
show. 
 The UAE’s Global Aerospace Logis-

tics (GAL), a regional a provider of pro-
fessional aerospace services, has signed 
a contract with Chinese state-backed 
defence contractor China National Aero-
Technology Import & Export Corpora-
tion (CATIC) to set up a bonded ware-
house in Abu Dhabi, GAL.
 The largest deal announced by the 

UAE defense ministry was an AED 3.5 
billion ($950 million) award to GAL, 
also part of EDGE, for helicopter main-
tenance. Halcon, which is now operat-
ing under the EDGE umbrella, secured 

a purchase deal for various ammunitions worth $980 mil-
lion. Lockheed Martin too received a UAE MoD contract to 
provide F-16 equipment, worth $20.6 million. Lockheed 
Martin was additionally awarded a contract for F-16 simu-
lator systems valued at AED 533.3 million.

 The UAE also announced a contract to upgrade some of its 
Dassault Mirage 2000-9s in a deal with Dassault Aviation that 
is valued at around AED 1.8 billion ($490 million). No details 
regarding the nature of the Mirage upgrade were revealed.

 The UAE General Headquarters (GHQ) announced its inten-
tions to double the A330 MRTT tanker-transport fleet and 
to add two further Saab GlobalEye multi-role airborne 
early warning/reconnaissance aircraft. In both cases, the 
announcements only spelled out intentions to procure, and 
final negotiations are yet to be concluded.

 The UAE announced its intention to buy 24 B-250 light attack 
aircraft from aerospace company Calidus at the Dubai Air-
show. Major-General Ishaq Saleh Al Beloushi, deputy execu-
tive director of the Military Committee of Dubai Airshow 2019, 

With over 161 aircraft 
on static display 
and more than 

1,288 exhibitors, the 
airshow attested 

booming sales with 
the order book on 
site reaching $54.5 
billion by close of 

business



Show report  Dubai airShow 2019

24 ISSUE 12 • 2019  www.sps-aviation.com

said the contract is worth Dh2.27 billion. This brings the total 
value of deals by the UAE’s Ministry of Defence over the past 
four days to over $4 billion.

•	 French	aerospace	company,	Thales	was	also	awarded	a	con-
tract for maintenance and life-extension services on pods 
carried by the country’s Mirage 2000-9EAD fleet, valued at 
AED 232.6 million.

•	 Boeing	and	Embraer	announced	their	joint	venture	to	pro-
mote and develop new markets for the C-390 Millennium 
multi-mission airlift and air mobility aircraft will be called 
Boeing Embraer – Defense. The organisation will only be 
operational after the companies’ joint venture receives reg-
ulatory approvals and meets closing conditions.

•	 Embraer	also	announced	 the	name	and	designation	of	 its	
multi-mission medium aircraft, the Embraer C-390 Millen-
nium. The new designation reflects increased flexibility and 
value for operators that look for a transport/cargo aircraft 
to perform airlift and air mobility missions, among others.
At the same time, the aircraft—hitherto known as the 

KC-390— has been re-designated as the C-390 to better reflect 
its mission flexibility, and it has also been given the name “Mil-
lennium.” The tanker role that it represents is still a key capabil-
ity of the aircraft. Embraer has received orders for 33 C-390s so 
far: 28 for Brazil and five for Portugal with the second Brazilian 
aircraft due for delivery in December.
•	 Lufthansa	Technik	announced	the	impending	first	head-of-

state cabin conversion of an Airbus A350, ordered by the 
German federal government’s Special Air Mission Wing. 
Slated to begin in April, preparations for the conversion 
have already commenced at the company’s VIP workshops 
in Hamburg, Germany.

•	 Bollore	Logistics	India	signed	a	contract	for	aircraft	engine	
transportation, including customs clearance documentation, 
with CFM Aircraft Engine Support South Asia. Karthigeyan 
Ramaswamy, Managing Director, CFM Aircraft Engine Sup-
port South Asia, and Phillippe Lortal, CEO Middle East and 
South Asia, Bollore Logistics signed the agreement. “The 
contract is for importation into India, including, but not lim-
ited to, customs clearance at Delhi Airport,” Lortal said. 

•	 Spain,	the	Netherlands,	the	United	Kingdom,	and	the	United	
Arab Emirates have all ordered AN/AAR-57 Common Mis-
sile Warning Systems (CMWS) from BAE Systems. The com-
bined orders, all made through US foreign military sales, 
total $71 million in new business for the company.

•	 Airbus	has	selected	Collins	Aerospace	to	provide	its	Pro	Line	
Fusion touchscreen flight deck for the C295. The first appli-
cation is the variant of the versatile airlifter being supplied 
to the Royal Canadian Air Force to answer its Fixed-Wing 
Search and Rescue (FWSAR) requirement. 

•	 VR-Technologies,	 a	 division	 of	 Russian	 Helicopters	 Holding	
Company (RHHC), and Pratt & Whitney signed a contract for 
outfitting the in-development VRT500 light helicopter with 
PW207V gas-turbine engines. The same day, RHHC announced 
the impending purchase of half of the subsidiary by the UAE’s 
Emirati Tawazun Holding Company. VR-Technologies signed a 
corresponding dealership agreement with Sweden’s Rotorcraft 
Nordic AB, under which Nordic intends to acquire ten VRT500 
helicopters in a basic configuration prior to 2023.

•	 An	agreement	was	also	signed	by	Saudi	National	Center	of	
Aviation (SNCA) with Boeing for its Jeppesen Dispatcher 
Training. This agreement provides Jeppesen training con-
tent, including electronic training materials, and instructors 
to train SNCA students throughout the Middle East as part 
of its dispatch curriculum.
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•	 Norwegian	Air	Shuttle	has	reached	a	multiyear	agreement	
for Jeppesen FliteDeck Pro electronic flight bag (EFB) solu-
tion, including NavData digital navigation services, airport 
data, and required navigation performance (RNP) services.

•	 Kuwait	 finalised	an	agreement	 for	Integrated	Logistics	Sup-
port (ILS), which provides F/A-18 support equipment, aircrew 
courseware, and training devices, and technical publications.

•	 Korea	signed	a	multiyear	F-15K	F110	engines	spares	agree-
ment that will provide spares for the Republic of Korea’s 
fleet of F-15 aircraft.

•	 India	reached	a	three-year	training	renewal	agreement	for	
C-17 training services for the Indian Air Force.

•	 Japan	 signed	 a	 Foreign	Military	 Sale	 agreement	 for	 Inte-
grated Logistics Support (ILS) for the country’s V-22 fleet.

CIVIL CONTRACTS
Some of the major trade highlights witnessed among civil avia-
tion players included:
•	 Emirates	 chairman	Sheikh	Ahmed	bin	Saeed	al	Maktoum	

made an order to Airbus of 50 A350-900s worth $16 billion 
at list prices. Emirates also signed a purchase agreement 
$8.8 billion for 30 Boeing 787-9 Dreamliners.

•	 A	 deal	 worth	 $14	 billion	 was	 signed	 by	Air	Arabia	 with	
Airbus for a purchase of 120 new aircraft, consisting of 
A320neos, A321neos and A321XLRs. 

•	 Airbus’	A220	enthralled	new	African	customer	as	it	signed	a	
letter of intent covering eight of the A220-300 variant from 
Air Senegal. A220 has a list price of $81 million apiece.

•	 Saudi	Arabia’s	 Flynas	 signed	 a	 firm	 order	 for	 ten	Airbus	
A321XLRs, raising its total order count for A320-family jets 
to 90. 

•	 EasyJet,	 Europe’s	 second-biggest	 budget	 airline	 used	 its	
purchase rights to enhance its fleet of Airbus A320neos with 
12 new aircraft, taking its total order count for the A320neo 
family to 159 aircraft and its overall orders for A320-family 
jets to 480. 

•	 Boeing	and	the	Republic	of	Ghana	signed	an	MoU	for	three	
airplanes with a list price value of $877.5 million as the 
country intends to re-launch an airline starting with the 
Boeing 787-9 Dreamliner. 

•	 Boeing	also	announced,	orders	and	agreements	with	lead-
ing airlines and governments including Egypt Apache, TAAG 
Angola Airlines and FlySAFAIR. The manufacturer also sold 
off a pair of Boeing 787-9s worth $585 million at list price 
to Biman Bangladesh Airlines.

•	 LATAM	Airlines	Group,	one	of	Latin	America’s	leading	pas-
senger and cargo airlines announced multiyear agreements 
that will provide LATAM access to Boeing’s global supply 
chain for 787 and 777 Landing Gear Exchange services.

•	 Air	Astana’s	intent	to	order	30	Boeing	737	MAX	8	airplanes	
for its new low-cost airline FlyArystan was also announced 
during the show.

•	 Egyptian	 flag	 carrier,	 EGYPTAIR	 also	 announced	 to	 lease	
two more Boeing 787-9 jets from leading lessor AerCap.

•	 Honeywell	Aerospace	signed	a	deal	with	Lebanon’s	Middle	
East Airlines (MEA) to provide flight deck avionics suites for 
19 aircraft MEA has ordered from Airbus including eleven 
A321neos, four A330neos, and four A321XLRs.

•	 Saudi	Arabian	Airlines,	Saudia	also	extended	its	partnership	
with Honeywell to include maintenance services for auxil-
iary power units (APUs) installed on the airline’s Airbus 
A330s and Boeing 777s. 

•	 Sales	 of	 three	 Dash	 8-400	 turboprops	 from	De	Havilland	
Canada were also announced to Elin Group of Nigeria in 
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a deal worth $99 million. While Palma Holding, a Dubai-
based property leasing company signed a letter of intent to 
purchase 20 of the De Havilland Dash 8-400s. 

•	 Nigeria’s	Air	Peace	topped	up	its	fleet	with	the	purchase	of	
three Embraer 195-E2s, while Egyptian lessor CIAF pur-
chased three E190s and Omani low-cost carrier SalamAir 
agreed on the lease of two Airbus A321Neos from GECAS.

•	 Collins	Aerospace	received	a	contract	by	the	Indian	start-up	
carrier, FlyBig to provide its Arinc PaxLink system covering 
reservations and inventory management, distribution and 
departure control with “one integrated cloud-based system.” 
Collins also signed a 10-year support agreement with Etihad 

Airways covering the airline’s fleet of Boeing 787-9s, which will be 
included in Collins’s Dispatch flight-hour maintenance programme.
•	 Another	 agreement	 was	 announced	 between	 GE	Aviation	

and Sanad Aerotech for the Abu Dhabi-based MRO to pro-
vide maintenance services for GE’s GEnx-1B engines as well 
as continued time (quick turn) overhauls on CFM Interna-
tional’s LEAP engines, both of which power next-generation 
narrow- and wide-body airliners.

•	 Dubai-based	Empire	Aviation	Group	(EAG)	launched	a	fresh	
aircraft management arm in Egypt and has also received 
approval to provide continuing airworthiness management 
organisation (CAMO) services for 
third party operators, the company 
announced at the Dubai Airshow.

BIZAV BUZZ
Amidst the expected boom that the Mid-
dle East is witnessing in the business 
aviation sector, growth was noticed in 
the business aviation exhibitors too at 
this year’s DAS.
•	 Embraer	 announced	 that	 Falcon	

Aviation’s latest facility located at 
Al Maktoum International Airport 
(DWC), Dubai’s new airport has been 
approved as an Embraer Authorized 
Service Center (EASC) to expand their 
support for Legacy 600/650 and Lin-
eage customers in the region.
A firm order for three E190 aircraft was also signed between 

Embraer and Cairo-based CIAF Leasing. The deal has a value of 
$161.4 million at current list prices.

Embraer also announced that Air Peace, Nigeria, and West 
Africa’s largest airline has signed a contract for three additional 
E195-E2s. These new E195-E2s have a value of $212.6 million.
•	 Gulfstream	 exhibited	 three	 business	 jets	 at	 the	 airshow’s	

static display: the Gulfstream G650ER, the newly-in-service 
Gulfstream G600, and the high-tech Gulfstream G500. “Gulf-
stream continues to expand its support of the growing Mid-
dle-Eastern market — now more than ever with the reveal 
of our new ultra-long-range flagship, the Gulfstream G700,” 
said Mark Burns, President, Gulfstream.

•	 Dassault	Falcon	too	had	a	strong	presence	at	 the	airshow	
with the display including the ultra-long-range large-cabin 
Falcon 8X flagship, versatile 900LX and the full-scale mockup 
of the Falcon 6X cabin – the tallest and the widest in business 
aviation. The Falcon 6X is currently in development.

•				Honda	Aircraft	arrived	at	DAS	2019	amidst	growing	global	
acceptance of its HondaJet Elite. “My goal is to expand busi-
ness aviation in international markets by introducing light 
jets with the HondaJet,” said Fujino, President and CEO of 
the Honda Aircraft Company.

On static display at Al Maktoum International Airport, the 
HondaJet Elite exhibited innovations including the over-the-wing 
engine mount configuration, natural laminar flow nose and wing, 
and composite fuselage. Certified for the single-pilot operation, 
Honda Aircraft claims the Elite is also more fuel-efficient and 
emits fewer greenhouse gases than any similarly sized twin-jet.
•	 One	of	 the	 leading	providers	of	 technical	aircraft	services,	

Lufthansa Technik’s VIP & Special Mission Aircraft division 
showcased:

 VIP Cabin concept SkyRetreat envisioned for the Airbus 
A220: The design study for this cabin envisions a minimalis-
tic approach based on natural materials and offers an open, 
versatile place. The centerpiece of the concept is the Obser-
vation Deck that for the first time in VIP aviation extends 
the passenger cabin seamlessly into the aircraft’s flight deck 
– allowing all occupants to enjoy unprecedented and totally 
immersive views of new horizons.

 VIP Cabin concepts for the Airbus A350: The multi-func-
tional and flexible cabin’s open-plan architecture and ame-
nities create a setting that invites the customer to indulge 
in fresh cooking, a family dinner served at a generous table, 
great conversations, kids playing and media entertainment 
of any kind on an extra-wide screen.

A letter of intent expressing coopera-
tion in further exploring and promoting 
a new “Human-centric Lighting” tech-
nology and bringing it to the market 
was signed during DAS 2019 between 
SCHOTT, JetLite, Etihad Engineering and 
Lufthansa Technik.
•	 Basel-based	business	Aviation	Com-
pany, Jet Aviation Dubai and the Uni-
versity of South Wales (USW) Dubai 
announced their cooperation to aid 
the development of aspiring aviation 
professionals. Jet Aviation will provide 
the required on-the-job training oppor-
tunities to students in Dubai enrolled 
at USW Dubai, while USW will sup-
port tuition for qualified Jet Aviation 
employees.

•	 SunExpress	too	exercised	its	options	for	10	additional	Boe-
ing 737 MAX 8 airplanes to continue renewing its fleet and 
growing its position in the leisure travel industry.

FUTURE FIELD
All over the world, unmanned aerial vehicles are being deployed 
by an ever-increasing number of armed forces – including in the 
Middle East, where China has emerged as the preferred sup-
plier. Regardless of the doctrine governing its employment, the 
armed unmanned aerial vehicles (UAV) has become an indis-
pensable asset for many armed forces around the world, includ-
ing those in the Middle Eastern countries. The drones were an 
essential part of the DAS.
•	 At	 DAS,	 Belarusian	 defence	 industry	 showcased	 its	 lat-

est developments in the areas of UAVs and counter-UAV 
(C-UAV) systems, according to Belarus’ State Committee for 
Military Industry (Goskomvoenprom, GKVP).

•	 Russian	 arms	 exporting	 agency,	 Rosoboronexport	 demon-
strated Russian systems designed for the counteraction to 
UAVs of all types, at the international aviation and space 
exhibition DAS 2019.

•	 A	 lot	 of	 attention	was	 attracted	 at	 DAS	 2019	 by	 Boeing’s	
NeXt division through its three electric aircraft projects—

The Space Tech 
Talks looked  at 

the technological 
advancements 

needed for the next 
generation of space 
exploration and its  

impact
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the Passenger Air Vehicle (PAV), Cargo Air Vehicle (CAV), and 
Odysseus ultra-long-endurance UAV.

•	 Inspired	 by	 biomimicry,	 Airbus	 revealed	 Fello’fly	 at	 DAS	
2019, a project aimed at demonstrating the technical, oper-
ational, and commercial benefits of having two or more air-
craft flying together in order to reduce fuel consumption, 
much as birds do.

•	 Roxo,	 an	 autonomous	 delivery	 device	 was	 displayed	 by	
headline sponsors FedEx Express, as it delighted delegates 
gliding up on to the stage to bring notes to conference MC 
and obeying voice commands.

GREEN GATEWAY
To answer environmental concerns in the aerospace industry, 
creative solutions and attempts were exhibited at the airshow 
to sustain a more eco-friendly aviation.
•	 Electric	 buggies	 and	 segways	were	 used	 to	move	 visitors	

around the show.
•	 Etihad	Airways	and	Boeing	led	the	industry’s	move	to	reduce	

emissions through a first-of-its-kind ‘eco partnership’ with 
their green liner, a specially-themed Boeing 787 Dreamliner 
which will be used as a flying laboratory to test products, 
procedures and initiatives designed to reduce aircraft car-
bon emissions.

•	 The	world’s	first	eco-friendly	air	race	–	Air	Race	E,	the	Air-
bus-backed electric racing series, unveiled the first electric 
race plane, ‘White Lightning’. Announced and unveiled at 
DAS 2019 by Air Race E race promoter Jeff Zaltman, it is 
the first-ever example of an electric race plane by Yorkshire-
based Team Condor and will compete in the inaugural Air 
Race E event in 2020.

•	 The	first	afternoon	of	Dubai	Airshow	2019	flying	the	display	
was opened by Emirates Airbus A380 through a special fly-

past. To make a special nod to Expo 2020 theme, sustain-
ability, the Airbus A380 was in green livery. 

•	 Aerospace	company,	Leonardo	and	Falcon	Aviation	Services	
demonstrated a rotorcraft-dedicated terminal concept to 
meet the growing demands for sustainable and vertical lift 
mobility and greater access to urban areas. This new rotor-
craft terminal combines a helipad, a showroom and lounge 
areas in a single city-based heliport in a unique manner, 
ideally supporting the development of a network of point-
to-point connections for both urban transfers as well as 
connections between cities. The rotorcraft terminal features 
strong environmentally friendly design and modularity using 
recyclable materials and, if required, it can be transported.

INDIA PAVILION AT DUBAI AIRSHOW
The Dubai Airshow featured a number of country pavilions. 
Exhibiting within a pavilion increased the company’s impact on 
the show as the pavilions command premium positions. For the 
first time, India had its own country pavilion, displaying indige-
nous products from the country’s defence public sector undertak-
ings. The Indian delegation to the airshow was led by Vice Chief 
of the Air Staff, Air Marshal H.S. Arora. 

P. Radha Krishna, Director (Production) of first-time exhibi-
tors Bharat Dynamics, an Indian Government enterprise, said 
Dubai Airshow was well organised. “The show is in one of the 
best places available, as it is centrally located in the world,” he 
said. “Another advantage is that it is a popular tourist destina-
tion so that people want to come here.”

Other companies present at the India Pavilion included 
BAE Systems India, BrahMos Aerospace, Cadence Design Sys-
tems India, Defence Research and Development Organisation 
(DRDO), Empire Aviation Group, Hindustan Aeronautics Lim-
ited (HAL), etc. SP
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alfred haynes would have been a commercial pilot 
like any other, logging  thousands of routine flight hours and 
then slipping into peaceful retirement. But a sudden failure of 
the fan disk of one engine of his Douglas DC-10 jet airliner trig-
gered a chain of events that made him a legend in the aviation 
community. The occurrence transformed his life and helped 
him make a lasting contribution to safe commercial flying.

Alfred “Al” Haynes was born on August 31, 1931, in Paris, 
Texas and grew up in Dallas. He entered Naval Aviation train-
ing in 1952, joined the US Marine Corps on commissioning 
and later became a flight instructor.  When he left military 
service in 1956, his flying career continued with United Air-
lines. By the time of the fateful flight on July 19, 1989, he had 
accumulated 29,967 hours of flight time with United, of which 
7,190 were on the DC-10. 

United Airlines Flight 232, captained by Al Haynes, was a 
scheduled flight from Denver to Chicago. Airborne just over 
an hour, when the DC-10 was at 37,000 feet, the fan disk of 
the tail-mounted General Electric CF6-6D engine explosively 
disintegrated. Such an occurrence on a three-engine airliner 
in cruise flight is not catastrophic, because the remaining 
engines are adequate to recover the aircraft safely. However, 
debris damaged the plane’s tail section at many places, punc-
turing the lines of all three standalone hydraulic systems. 

The crew were suddenly confronted with complete hydrau-
lic failure – a situation not contemplated by the flight manual 
because it was deemed virtually impossible.  The autopilot 
disengaged and, as the co-pilot fought to control the aircraft, 
Haynes shut down the malfunctioning engine. Seconds later, the 
pilots found that they had lost control of the stricken jet since 
even with the control column held fully left and back, the plane 
started banking to the right with the nose dipping. With great 
presence of mind, before the huge airliner rolled onto its back, 
they throttled the left wing-mounted engine to idling while 
simultaneously applying full power to the right. And they man-
aged to level the wings, thus regaining a semblance of control. 

On learning that Dennis Fitch,  an experienced United Air-
lines captain and DC-10 flight instructor  was among the pas-
sengers, Haynes asked him to come to the cockpit. For over 
40 minutes the two tried to control the plane by varying the 
speeds of the two wing engines and steer it to the nearest air-
port, in Sioux City, Iowa. They successfully lowered the land-

ing gear using the backup mechanical lowering system. With 
great skill and dexterity they managed to correctly align the 
airliner for landing on one of the runways. However, deprived 
of the hydraulically operated flaps and slats they were unable 
to bring their flight parameters anywhere close to the recom-
mended values. Later estimates placed their actual landing 
speed at 220 knots with sink rate of 1,850 feet per minute 
against the required 140 knots and 300 feet per minute. The 
airliner’s right wingtip hit the runway first and leaked copi-
ous fuel which caught fire immediately. The aircraft broke into 
several parts, finally rolling onto its back. Of the 296 passen-
gers and crew aboard, 111 died, but 185 survived. The quick 
reaction of the safety services and the fact that the accident 
happened in broad daylight, probably saved many lives.

The accident investigators tried to reproduce the emer-
gency situation in a simulator, but found that even expert 
pilots were unable to execute a similar survivable landing. 
While Haynes was hailed as a hero because of his calm and 
quick thinking under extreme stress, he was far too modest 
to accept accolades. Instead, whenever he spoke about the 
crash in numerous speaking assignments across the coun-
try, he regretted the lives lost. He also gave credit to the crew 
members, the flight attendants and even the passengers for 
remaining calm, even after he explained the gravity of the sit-
uation to them. Haynes declared, “I will stand in awe of them 
for the rest of my life.”  He also said, “We were too busy to be 
scared. You must maintain your composure in the airplane or 
you will die. You learn that from your first day flying.”

Haynes’ attitude of sharing responsibility and credit dif-
fered from the prevailing norm that the captain was everything  
and  all crew members had to obey him unquestioningly. His 
performance onboard  Flight 232 proved that Crew Resource 
Management (CRM) training which United had been the first 
to introduce in 1981, is invaluable in a crisis.  After this crash, 
CRM became the global standard for commercial aviation.

For years afterwards, Alfred Haynes kept meeting and try-
ing to help the survivors and the families of victims  as also  
those afflicted by post-traumatic stress disorder. He retired 
from United Airlines in 1991 and died on August 25, 2019, in 
Seattle following a brief illness. SP

— Joseph NoroNha

Alfred HAynes 
(1931-2019)

The crew of United Airlines Flight 232 were suddenly confronted with 
complete hydraulic failure – a situation not contemplated by the flight 
manual because it was deemed virtually impossible
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MILITARY
ASIA PACIFIC

INDO-RUSSIAN COLLABORATION IN DEFENCE 
INDUSTRY

The Minister of Defence Rajnath Singh 
jointly inaugurated the ‘India-Russia 
Defence Industry Cooperation Confer-
ence’ with Russian Minister of Industry 
and Trade Denis Manturov in Moscow. 
While addressing the CEOs of Original 
Equipment Manufacturers (OEMs) from 
Russian Defence Industry after the 
inauguration of the conference, Rajnath 
Singh called upon the Russian Defence 
Industry to jointly manufacture defence 
platforms and equipment with India that 
will give a massive boost to the nations’ 
exports to third countries. Government 
of India is encouraging OEMs to part-
ner with Indian entities making use of 
the ‘Make in India’ initiative. He urged 
the Industry leaders to make use of the 
significant economic reforms under-
taken by the Government to improve 
ease of doing business and opening up 
the defence manufacturing sector for 
foreign participation. He added that “We 
have set up defence industry corridors in 
Uttar Pradesh and Tamil Nadu and offer 
attractive terms for investment. India is 
ready to explore opportunities and co-
production of high-end defence equip-
ment with Russia”.

AGREEMENT ON MANUFACTURING OF LCA
Raksha Rajya Mantri Shripad Naik in 
a written reply in the Lok Sabha on 
November 20 said that the Government 
of India has not signed any MoU with 
Hindustan Aeronautics Limited (HAL) for 
manufacturing of either LCA or Su-30 
MKI Aircraft. However, for procurement 
of total 40 LCA [20 in Initial Operational 
Clearance (IOC) and 20 in Final Opera-
tional Clearance (FOC) configuration], 
two contracts have been signed between 
Government of India and HAL. For pro-
curement of total 222 Su-30 MKI Aircraft 
under licensed production for the IAF, 
six contracts have been signed by the 
Government of India with HAL based on 

the Inter-Governmental Agreement (IGA) 
inked between India and Russia.

DEFENCE MINISTER INAUGURATES AIR FORCE 
COMMANDERS’ CONFERENCE

The second bi-annual Indian Air Force 
(IAF) Commanders’ Conference was 
inaugurated by the Defence Minister on 
November 25, 2019. Chief of the Air Staff 
(CAS), Air Chief Marshal R.K.S. Bhad-
auria welcomed the Defence Minister, 

Minister of State for Defence Shripad 
Yesso Naik, Defence Secretary Dr Ajay 
Kumar and Secretary Defence Production 
Subhash Chandra. The Defence Minister 
addressed the Commanders and said, 
“The Nation is proud of the IAF. I praise 
the IAF for its professionalism and laud 
all air warriors and their families for 
giving us a most competent and combat 
worthy force. It has earned the respect 
of foreign Air Forces who are eager to 
cooperate as well as exercise with us. We 
are strengthening our defence capability 
through increased domestic production 
and reduced dependence on import of 
military hardware. The IAF is growing 
steadily towards becoming a truly stra-
tegic aerospace power”. The CAS briefed 
the Defence Minister on the current 
status of the IAF.

Pratt & Whitney President 
Bob Leduc has been 
honoured with Aviation 

Week’s “Lifetime Achievement” 
award. Aviation Week writes, 
“Leduc came out of retirement 
and used his leadership skills 
to shake up the corporate 
team and guide the PW1000G 
geared turbofan program 
through its challenging service 
introduction and production 
ramp-up and onto the road to success.”

This is a significant honor, a capstone to 
Bob’s 40+-year career in aviation and most 
recently, as the leader who spearheaded 
P&W’s production and oversight of our 

most successful programs, 
the GTF, F135, PW800, and 
of course, the PT6-E.

Speaking of the PT6-
E, the latest program from 
Canada was also honored 
with a Laureate this year, 
in the general aviation cat-
egory. This new PT6 vari-
ant offers single lever con-
trol, maximum efficiency, 
quicker climb and greater 

speed. This is the second consecutive 
Laureate for the Canada team, having been 
selected last year for the PW800 program, 
for which they also won the Grand Laureate 
prize earlier this year. SP

PRATT & whITNeY hoNoURed wITh Two 
MAjoR AvIATIoN week AwARds

RobeRt F. Leduc

APPoIntmentS

ATR
With effect from November 1, 2019, 
Eric Segura, 55, has been nominated 
Senior Vice President, Procurement and 
Supply Chain of ATR, the world number 
one regional aircraft manufacturer.

BOEING
On November 12, 2019, Boeing an-
nounced the appointment of Conrad 
Chun as Vice President of Communica-
tions for Boeing Commercial Air-
planes, effective immediately.

LOCKHEED MARTIN
On November 7, 2019, Lockheed 

Martin announced the appointment of 
Andrew (Andy) Adams to oversee all 
strategic and operational aspects of 
its efforts to support Future Vertical 
Lift programme which will shape the 
military helicopter fleet of the United 
States in the future.

SAFRAN
The Board of Directors of Safran has 
selected Olivier Andries as successor 
to Philippe Petitcolin in the position 
of Chief Executive Officer with effect 
on January 1, 2021, after a transition 
period of one year starting on January 
1, 2020.
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OFFSET CONTRACTS FROM DEFENCE SECTOR
Raksha Rajya Mantri Shripad Naik in 
a written reply in the Lok Sabha said 
on November 20, 2019 that 21 defence 
offset contracts with cumulative value of 
$5.67 billion approximately have been 
signed by the Ministry of Defence (MoD) 
in the last three years. A study on impact 
of offsets on Defence Industrial Base 
has been conducted by the Department 
of Defence Production through Institute 
for Defence Studies and Analysis (IDSA). 
According to the study conducted, till 
March 2019, MoD has signed 52 Offset 
contracts valued at $11.79 billion to be 
discharged through Indian Offset Part-
ners. Since the opening of private sector 
participation in defence production 
in 2001, 452 Industrial Licenses (ILs) 
have been issued till October 2019 for 
manufacture of a wide range of defence 
items. Further, so far, FDI amounting to 

`1,812 crore has been committed by the 
companies in the Defence and Aerospace 
Sector since April 2014.

RAFALE JETS FOR INDIA

Raksha Rajya Mantri Shripad Naik in a 
written reply in the Lok Sabha on No-
vember 20, 2019 said that three Rafale 
fighter aircraft have been handed over 
to the IAF till date which are being used 
for training of IAF pilots and technicians 
in France. The Performance Audit Report 
of CAG on Capital Acquisition by the IAF 

A high level Canadian delegation led 
by Nadir Patel, Ambassador of Can-
ada in India visited Airports Authority 

of India Corporate Headquarters along with 
Andrew Smith, Minister (Commercial), Viney 
Gupta, Trade Commissioner, High Commis-
sion of Canada and Senior officials from 
Bennett Jones LLP and met with the team 
of senior officials of AAI led by Anil Gupta, 
Executive Director (Business Development 
& Land Management) to discuss coopera-
tion in field of Aviation Infrastructure, Airport 
Development of Indian Airports.

During the meeting, Ambassador of 
Canada in India complimented AAI for its 
professionalism in development and mod-
ernisation of aviation infrastructure in India. 
AAI also presented to Nadir Patel, Ambas-
sador of Canada in India E-Book on Sky-
Fit – Stress Management through simple 
breathing techniques, which was very 
recently launched by Minister of Civil Avia-
tion Hardeep Singh Puri during the 40th 
Triennial ICAO General Assembly in ICAO 
Headquarters Montreal in the presence of 
delegates from 193 countries. SP

AIRPoRTs AUThoRITY of INdIA

CANADIAN DELEGATION LED By NADIr PATEL, AMBASSADOr OF CANADA IN INDIA AND AIrPOrTS 
AuTHOrITy OF INDIA TEAM LED By ANIL GuPTA, ExECuTIVE DIrECTOr (BuSINESS DEVELOPMENT & 

LAND MANAGEMENT)

Indo-Canadian Cooperation in Aviation – Emerging 
Strategic Dynamics

QuickRoUNdUP

AIRbUs
easyJet has exercised purchase rights to increase its fleet of 
A320neos by 12 new aircraft. The agreement takes the car-
rier’s total order for the A320neo Family to 159 aircraft and 
its overall orders for Airbus single aisles to 480 A320 Family.

flynas, Saudi Arabia’s first low-cost airline, has signed 
a firm order for 10 A321XLRs at the 2019 Dubai Airshow. 
The agreement was signed by Bandar Almohanna, flynas 
Chief Executive Officer and Christian Scherer Airbus Chief 
Commercial Officer. In 2016, flynas signed an agreement 
for 80 A320neo family and currently operates a fleet of 27 
A320ceos and four A-320neos.

beLL boeINg
Bell Boeing Joint Project Office, Maryland, has been award-
ed a maximum $379,377,099 firm-fixed-price requirements 
contract for maintenance, repair and consumable material 
support for the V-22 platform. This is a five-year base 
contract with one five-year option period with a November 
20, 2024 as performance completion date.

boeINg
Boeing and the Republic of Ghana have announced that 
the country intends to re-launch an airline starting with 
the 787-9 Dreamliner. The parties signed a memorandum 
of understanding at the Dubai Airshow for three airplanes 
valued at $877.5 million according to list prices.

Emirates, the world’s largest international airline, has 
announced on November 20,2019 that it has signed a full 
purchase agreement for 30 Boeing 787-9 aircraft worth $ 
8.8 billion at list prices, at the Dubai Airshow 2019. Under 
its agreement with Boeing, Emirates has exercised its right 
to substitute the B777x with B787s.

Kazakh flag carrier and Boeing announced at the 
Dubai Airshow that Air Astana intends to order 30 Boeing 
737 MAX 8 airplanes to serve as the backbone of its new 
low-cost airline FlyArystan. The companies today signed a 
letter of intent for the 30 airplanes with a list price value 
of $3.6 billion.

CfMI
Qatar Airways has announced that it has ordered CFM 
International LEAP-1A engines to power its new fleet of 
50 Airbus A-321neo family aircraft, placing the largest 
A-321neo order ever in the Middle East. Qatar has also 
signed with CFM a Rate-Per-Flight-Hour (RPFH) support 
agreement to cover its entire fleet of LEAP-1A engines, 
including spares, for a combined total value of $4 billion 
at list price.

dsCA
The State Department has made a determination ap-
proving a possible FMS to Morocco of 36 AH-64E Apache 
attack helicopters and related equipment for an estimated 
cost of $4.25 billion. The Defence Security Cooperation 
Agency delivered the required certification notifying Con-
gress of this possible sale on November 19, 2019.
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presented in Parliament on February 
13, 2019, has brought out that the entire 
package price of the 36 Rafale procure-
ment is 2.86 per cent lower than the 
price of the deal for 126 Medium Multi-

Role Combat Aircraft (MMRCA). The CAG 
report has also brought out that Non-
Firm & Fixed (F&F) bid as done in the 36 
Rafale IGA may be more advantageous 
than Firm & Fixed offer. 

boeing marked a key milestone on 
November 22, as thousands of 
employees gathered for the debut 

of the first 737 MAx 10 at the company’s 
renton, Washington factory. During a cer-
emony, Boeing leaders highlighted the 
team’s accomplishments and recognised 
their efforts in completing production of the 
newest member of the 737 MAx family.

“Today is not just about a new airplane. 
It’s about the people who design, build and 
support it,” said Mark Jenks, vice presi-
dent and general manager of the 737 pro-
gramme. “This team’s relentless focus on 
safety and quality shows the commitment 
we have to our airline customers and every 

person who flies on a Boeing airplane.”
The 737 MAx 10, the largest variant of 

the MAx family, can seat up to 230 passen-
gers and offers the lowest seat-mile cost 
of any single-aisle airplane ever produced. 
The airplane will now undergo system 
checks and engine runs prior to first flight 
next year.

“I’m honored to take this airplane on 
its first flight and show the world what 
you’ve put your heart and soul into,” 737 
Chief Pilot Jennifer Henderson told the 
employee crowd. The 737 MAx 10 cur-
rently has more than 550 orders and com-
mitments from more than 20 customers 
around the globe. SP

boeINg 737 MAX 10 MAkes ITs debUT

QuickRoUNdUP

dAssAULT AvIATIoN
According to Dassault Aviation’s CEO, France and Germany 
have reached an agreement on their joint fighter program 
and are expected to award a contract to demonstrate 
the validity of the planned technology by January 2020. 
Talks about a separate contract for its engine could be 
concluded this year.

f-35
In a span of eight demanding months, four 62nd Fighter 
Squadron student pilots - two US and two Norwegian, 
will learn the ins-and-outs of the F-35A Lightning II as 
they train through the first-ever allied F-35 B-course. The 
62nd Fighter Squadron was activated in January 2015 as 
a joint international effort between Italy, Norway and the 
US for F-35 training.

geCAs
GE Capital Aviation Services (GECAS), the commercial 
aircraft leasing and financing arm of General Electric, has 
signed a firm order for 12 highly efficient wide-body Airbus 
A330neos and 20 long-range single-aisle A-321XLRs. The 
latest order takes the total number of A330 Family aircraft 
ordered by GECAS to 45 and all variants of the A320 
Family to 588.

L3hARRIs
L3Harris Technologies has been awarded a project 
agreement under the SOSSEC Consortium’s Air Force Open 
System Acquisition Initiative (OSAI) Other Transaction 
Agreement (OTA) for prototyping to demonstrate a new 
electronic warfare solution for the US Air Force F-16 multi-
role fighter - helping to protect the aircraft against threats.

As part of the Alpha Phase of the Air Force’s F-16 
Electronic Warfare (EW) Suite Programme Prototype Project, 
L3Harris will develop and test an integrated digital radar 
warning receiver electronic countermeasures solution. 
L3Harris’ solution is based on the company’s combat-
proven technologies.

LeoNARdo
Leonardo has delivered the first of the 22 latest-genera-
tion AW169M light intermediate twin-engine helicopters 
for Italy’s Guardia di Finanza. The initial delivery is linked 
to a contract worth Euros 280 million which was signed 
at the end of 2018. It also includes a complete support 
and training package that could be extended in the 
future for further services with an additional value of 
Euros 100 million.

NAsA
The US National Aeronautics and Space Administration 
(NASA) has purchased $3.9-billion worth of seats from 
Russia to transport its astronauts to and from the Inter-
national Space Station (ISS) since July 2011, says NASA 
Inspector General Paul Martin’s report published on NASA 
official website.

Show CAlendAr

10–12 December
Gulf Defence & AerospAce – 
KuwAit
Kuwait International Fair, Kuwait
http://gulfdefense.com

27–30 January, 2020
HAi Heli-eXpo
Anaheim Convention Centre, Anaheim, 
CA, USA
www.rotor.org/home/heli-expo

5–8 February, 2020
DefeXpo 2020
Vrindavan Yojna, Sector 15, Lucknow, 
Uttar Pradesh, India

https://defexpo.gov.in

6–7 February, 2020
Mro soutH AsiA suMMit
Taj Mahal Hotel, New Delhi, India
www.stattimes.com/mrosa2020

11–16 February, 2020
sinGApore AirsHow
Changi Exhibition Centre, Singapore
https://singaporeairshow.com

12–15 March, 2020 
winGs inDiA 2020
Begumpet Airport, Hyderabad, India
www.wings-india.in
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Acquisition of military hardware for the Armed Forces 
is controlled by the central government with managerial con-
trol by the bureaucracy. Experience over the years,especially 
in the recent past, has shown that the process is riddled with 
complexities which make the acquisition of even the urgently 
required weapon systems time consuming and altogether a 
frustrating experience for the Armed Forces.

 In the bipolar world gone by, on account of the then exist-
ing political disposition, the nation was largely dependant on the 
USSR for import of defence equipment. However, owing to lack of 
competition and only a single source available, the process was 
less complex as there was no multiplicity of vendors offering the 
weapon systems the Armed Forces wanted to induct quickly. As for 
quality of military hardware, the Armed Forces had no option but 
to accept whatever the USSR had to offer. However, with the emer-
gence of a uni-polar world in the wake of the collapse of the USSR, 
the situation underwent a change. In the new environment, the 
government decided to remodel the procedure for the acquisition 
of military hardware with the objective of providing the Armed 
Forces with a wider range of choice as also better value for money. 
Thus it was that under the new Defence Procurement Policy intro-
duced by the government, a fresh document called Defence Pro-
curement Procedure (DPP) was released for the first time in the 
year 2002. This was also done as part of a number of military 
reforms undertaken to address the several inadequacies observed 
and experienced during the conflict with Pakistan in Kargil in the 
year 1999. After the first edition promulgated in 2002, the DPP 
has been revised periodically and the latest edition being followed 
today is DPP 2016 duly updated as on April 30, 2019. 

As the newly emerged unipolar world was likely to provide 
multiple vendors in a competitive bidding process especially for 
large inductions through a process of global tendering, the DPP 
was drafted accordingly essentially to deal with this situation. 
However, to cater for urgently required aircraft or other equip-
ment in smaller numbers or quantities, the DPP also has a pro-
vision for direct government-to-government deal thus dispens-
ing with the need for a tendering process. However, the second 
would not be the preferred option and would be used rarely as 
has been the case so far. Unfortunately the first option of global 
tendering has not been very promising especially in the induc-
tion of combat aircraft. 

Soon after the promulgation of DPP 2002 by the MoD, the 
Indian Air Force (IAF) initiated a case for the procurement of 
126 medium multi-role combat aircraft (MMRCA) to replace the 
obsolescent fleet of MiG-21 combat platforms that were acquired 
beginning as early as in the mid 1960s. However, it was only in 
August 2007 that the Ministry for Defence (MoD) issued a global 
tender for the requirement of combat platforms by the IAF to 
which responses were received from six major global aerospace 
firms. After an elaborate evaluation procedure, in 2012, the IAF 
selected the Rafale jet from Dassault Aviation of France as the 
preferred platform. Unfortunately, after eight years of effort 
since the issue of global tender, the process encountered an 
insurmountable impediment created on account of the inflex-
ible character of the DPP and hence was cancelled. This NDA 
government led by Prime Minister Modi switched to the second 
option under the DPP and went in for emergency procurement 
of 36 Rafale jets as against the requirement of 126 platforms. 

A fresh move was then initiated by the IAF for 110 combat 
aircraft for which the MoD issued Request for Information (RFI) 
on April 6, 2018 to the major global aerospace and defence 
companies. Response from six firms that had participated in 
the global tender for 126 aircraft, was received on July 8, 2018. 
Fifteen months have passed since the receipt of response to 
the RFI; but for some strange reason, the Request for Proposal 
(RFP) or tender has not been issued by the MoD so far. 

It should be abundantly clear from the experience so far 
with the two global tenders described above for the procure-
ment of the urgently required combat platforms for the IAF that 
the procedural complexities of the DPP are indeed immense and 
are not easily surmountable. The fundamental issue is that the 
DPP is structured to ensure procedural and financial propriety 
with inadequate focus on the imperatives of national security. 
The net result is that the combat fleet of the IAF has dwindled 
to 30 as against the authorised level of 42 and will soon deplete 
further seriously undermining national security. The 36 Rafale 
jets will provide only partial relief and the IAF is in no posi-
tion to bet on the indigenous light combat aircraft Tejas. Unless 
and until the DPP is restructured with primary focus on the 
demands of national security, the Armed Forces will not be in 
a position to attain and sustain the required operational edge 
over the adversaries. SP

The combat fleet of the Indian Air Force has dwindled 
to 30 as against the authorised level of 42 and will soon 
deplete further seriously undermining national security

By air marshal b.K. PaNDEY (rEtD)

IL
LU

ST
R

AT
IO

N
: A

N
O

O
p 

K
A

m
AT

h

strengthen  
the teeth  
of IAf





F R O M  A  M E D I A  H O U S E  W I T H  A N  I M P E C C A B L E  R E C O R D  O V E R  5 5  Y E A R S

SINCE 
1965

N O W  A V A I L A B L E

Reserve Your Own Copies, Now!
order@spsmilitaryyearbook.com

www.spsmilitaryyearbook.com
Phone: +91 11 24644693, 24644763,

24620130, 24658322

SP’s 
Military 
Yearbook 2019

Book your advertisements for  
 2020 edition, Sooner  than later!
info@spsmilitaryyearbook.com

SP's MYB 2019 AD .indd   1 02/12/19   12:54 PM


	SP's Aviation Cover 12-2019.pdf
	Inside Frint Cover - SP's CAYB AD
	1_Contents
	2_Editorial
	3_Embraer Commercial AD
	4_News with Views
	5-7_Passenger Experience
	8-9_Embraer Hunter
	10-11_Viewpoint Pilatus b
	12-15_MRO India Report
	16_Boeing
	17_Global Jet Capital AD
	18-20_Business Aircraft Financing
	21_Viewpoint BAOA
	22-27_Dubai Airshow Report
	28_Hall of Fame
	29-31_NewsDigest
	32_Last Word
	Inside Back Cover Wings India 2020 Ad
	Back Cover SP's MYB New AD

