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This is expected to be another solid year for the airline 
industry. Demand for passenger and cargo aircraft 

continues to rise and revenues are expected to reach $743 
billion, against a previous forecast of $736 billion. 

Global airlines are expected to make $31.4 billion in 
profits in 2017, according to the International Air Transport 
Association (IATA). This is a revised profit forecast from 
$29.8 billion.

The past few years have seen an improved financial 
outlook for airlines. IATA expects 2017 to be the eighth year 
in a row of aggregate airline profitability.

The organisation adds that 2017 will be the third 
consecutive year in the industry’s history in which airlines 
will make a return on invested capital (7.9%) that is above 
the weighted average cost of capital (6.9%).

The drivers of the airline’s industry growth remain there.

•	 Gross domestic product (GDP) growth in 2017 stands at 
2.9%, reflecting a demand environment has been much 
stronger than anticipated;

•	 Passenger demand is expected to grow by 7.4% this 
year, the same growth rate as 2016 and 2.3% higher than 
previously forecast. Stronger demand translates into an 
additional 275 million passengers (over 2016), which will 
bring the total number of passengers expected to fly this 
year to 4.1 billion; and 

•	 Cargo demand is expected to grow by 7.5% in 2017. That 
is more than double the 3.6% growth realised in 2016 and 
four percentage points above the previous forecast for 
this year. Total cargo carried is expected to reach 58.2 
million tonnes.

But while revenues are increasing, earnings are being 
squeezed by rising fuel, labour and maintenance expenses.

IATA expects airlines to retain a net profit of $7.69 per 
passenger this year. That is down from $9.13 in 2016 and 
$10.08 in 2015. 

Yields are eroding – especially in the traditionally strong 
transatlantic market.

The entrance of long-haul low-cost carriers is the novelty 
in this market (see page 69). 

Norwegian started long-haul low-cost operations in 2016 
from London Gatwick and has been expanding rapidly since. 
But its costs are also going up as a result of its aggressive 
plans (see page 68).

Other European airlines are following that trend. IAG’s 
Level started operations in June 2017 while Air France-KLM 
will introduce Joon in autumn.

Joon will start with used Airbus A320-family aircraft 
before adding to long-haul flights with A350s. Norwegian 

and Level also use new aircraft: Boeing 787-9s and A330-
200s.

Another major development in the industry is the rise of 
ultra-low-cost carriers in South America, and specifically in 
Argentina and Chile. Traditionally, legacy carriers in those 
countries have had a monopoly but Jetsmart and Flybondi 
will disrupt the market in 2017 (see page 64).

 A good indicator for aircraft demand is the air show 
orders. 

Airfinance Journal estimates that 1,395 orders and 
commitments were announced at the Paris air show in June. 

Of these, 561 (or 40%) were firm orders while 60% 
were commitments, letters of intent or memorandum of 
understanding announcements.

Airlines grabbed the lion’s share with about 59% of the 
announcements, while lessors accounted for 41%.

The diversity of airline and lessor announcements showed 
that the industry remains a global business. 

North America led the way in firm orders with 262 aircraft, 
or 48% of the total firm orders. Another 12 aircraft were 
committed.

Europe came second for firm orders with 113 
announcements, or 20.6% market share.

Overall, Asia was the focus as a total of 468 aircraft 
orders and commitments were announced. Asia 
represented 111 firm orders, or 20.3% market share. Another 
357 aircraft were committed, representing 43% of the total 
commitments.

Africa and the Middle East represented 26 firm orders 
along with 95 commitments.

Airbus ended the show with 144 firm orders and MoUs for 
182 aircraft, mostly for its A320-family aircraft.

In the widebody segment, Airbus recorded 12 firm orders, 
comprising of two A330-200s and 10 A350-900s, as well as 
a memorandum of understanding for eight A330neo aircraft.

Boeing’s widebody tally reached 44 units, of which two 
firm orders were for the 777 freighter model along with two 
787-8s and 31 787-9s. The Seattle-based manufacturer also 
reported commitments for four 787-8s and five 787-9s.

But the star of the Paris air show was the 737 Max 
family. The 361 orders for the Max family and commitments 
included 100 aircraft from lessors and 261 from airlines 
– more orders than all of Airbus’s commercial aircraft 
combined. However, Airfinance Journal estimates that 238 
announcements for the Max 10 model were conversions 
from previous Max orders.

As DVB’s Bert van Leeuwen writes on his review (page 6), 
while order volumes for new aircraft reached a peak in 2013-
14, today, the industry’s backlog is still equivalent to more 
than eight years’ production at 2016 levels. 
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At the risk of later being filed under 
“famous last words”, it now starts 

to look like the commercial aviation 
industry is going through a kind of 
supercycle. Traffic volumes in revenue 
passenger kilometres (RPKs) have 
been growing in excess of 5% a year 
each year since 2010 and, halfway 
through 2017, it seems like this year 
traffic will again grow at more than 
7%. In addition, airlines are continuing 
to enjoy ever-increasing load factors 
with the projected level for 2017 now 
at 80.7%. 

While a number of airlines are 
struggling, on a global basis the 
bottom-line results of the air transport 
providers looks healthy, with positive 
net operating results every year since 
2010 and for the past four years even 
decent returns on invested capital. 

While order volumes for new aircraft 
reached a peak in 2013-14, today, the 
industry backlog is still equivalent to 
more than eight years’ production at 
2016 levels. 

Clearly, not all airlines are 
profitable and not all manufacturers 
have reasons to celebrate. Sales 
volumes for the Airbus A320 family 
and the Boeing 737 have reached 
unprecedented levels, but twin-aisle 
sales are definitely not as strong. In 
the regional jet market, a relatively 
large group of manufacturers is 
competing for a relatively limited 
number of new aircraft orders.

Lessors and investors seem to 
have little to complain about. There 
is plenty of new equity available for 
investment, trading volume is high 
and airlines are generally willing to 
extend leases, even for slightly older 
technology aircraft. For investors 
eager to expand their portfolios, the 
consequence of the above is that 
purchase prices of aircraft on lease 
are very high and investment can only 
be justified under optimistic residual 
value assumptions. For some of the 

investors, the cloud on the horizon 
may be the downward trend in used 
twin-aisle values. 

So, are there no concerns? Certainly 
not. There is still a number of airlines 
in deep trouble. Alitalia and Air Berlin 
are prominent examples and while 
not in the danger zone in any form, 
even the mighty Middle East carriers 
are not shining as brightly as they 
once were. While the manufacturers 
cannot produce enough A320s and 
737s it seems, the A380 and 747 are 
struggling and the current-generation 
A330 and 777 aircraft do not fly off 
the shelves. Investors with significant 
positions in large twin aisles, such as 
the A380 or even 777s, probably look 
at future lease terminations with some 
concern. 

The title of the most recent (July 
2017) update of the International 
Monetary Fund’s (IMF) World 
Economic Outlook nicely summarises 
the current macro-economic situation: 
“A Firming Recovery”. 

The IMF confirms that the pickup of 
the global economic growth remains 
on track and projects a growth 
in global output of 3.5% for 2017, 
increasing to 3.6% in 2018. Projected 
oil price increases have been adjusted 
downwards for 2017. The average oil 
price was $42.8 per barrel in 2016 
and the IMF now projects an average 
of $51.9/bbl (adjusted from $55.2) 
for 2017 and $52/bbl (adjusted from 
$55.06) for 2018. Growth in global 
trade and industrial production as well 
as receding oil prices are obviously 
good news for commercial aviation, 
so from that perspective the industry’s 
supercycle should not be at risk. 

While on aggregate level growth 
projections remain stable, the IMF’s 
outlook for individual economic 
regions has changed over the past 
year. Interesting enough, despite 
Brexit, the IMF states that, in Europe, 
the political risk has diminished and 

concludes that the cyclical rebound 
in Europe – except the UK – could be 
stronger and more sustained. 

The growth forecast for the US 
has been revised down to 2.1% from 
2.3% in 2017 and to 2.1% from 2.5% for 
2018. The revision reflects the weaker 
growth during the first quarter of 2017 
but more so the less-than-assumed 
expansionary fiscal policy changes. 
Market expectations of fiscal stimulus 
have also receded.  

Growth in China is expected to 
remain at the same level in 2017 as it 
was in 2016, 6.7% with a slightly lower 
6.4% projected for 2018. China is 
now expected to maintain high public 
investment, which comes at the cost 
of further large increases in debt (with 
additional downside risk).

Emerging and developing countries 
are also expected to see a sustained 
pickup in activity, with growth rising 
to 4.6% in 2017 and 4.8% in 2018. 
The IMF expects gradually improving 
conditions for commodity exporting 
countries, which suffered during the 
recession of 2015-16.

On the risk side, the IMF signals 
a more protracted period of policy 
uncertainty, citing difficult-to-predict 
US regulatory and fiscal policies. 
For China, financial sector risks and 
excessive credit growth could result 
in an abrupt slowdown. For some 
European countries, concerns remain 
about weak bank balance sheets 
and financial stability. On a global 
basis, the risk of more inward-looking 
policies could fuel protectionism, 
while, as always, geopolitical tensions 
can result in a slowdown of growth.

The global aviation industry has 
proven remarkably too resilient 
to many geopolitical and other 
noneconomic shocks. According to 
UNWTO – World Tourism Barometer, 
global travel and tourism remains 
relatively strong. Over the full year 
2016, international tourist arrivals 

Industry review and outlook
Bert van Leeuwen, managing director, aviation research, DVB, says that 
although aviation is going through a ‘supercycle’, some airlines and 
manufacturers are not having such a good time.
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increased 3.9%, but also there were 
big differences among the various 
regions. Sub-Saharan Africa and 
Asia-Pacific grew by 10.7% and 8.6%, 
respectively. The Americas saw 3.9% 
more tourist arrivals, while for Europe 
growth was limited to 2.1%. 

Within Europe the performance 
varied by country, with Belgium, 
France and Montenegro in the red 
and Cyprus, Finland, Iceland, Malta 
and Portugal among the winners. 
The Middle East showed the worst 
performance as a region with a 4.1% 
decline, and Turkey and Egypt deep 
in the red. 

For 2017, not too many statistics 
have been published, but UNWTO 
indicates that international tourist 
arrivals over the period of January-
April increased by 6%. Even some 
areas that were under pressure 
during 2016 seem to be recovering. 
The Middle East numbers increased 
by 10%, Africa by 8%, Europe as 
well as Asia-Pacific by 6% and the 
Americas by 4%. UNWTO concludes: 
“Destinations affected by negative 
events during 2016 are showing 
clear signs of recovery in a very short 
period of time …”

Over the first half of 2017, global 
revenue passenger kilometres 
increased by no less than 7.9%. 
According to  the International Air 
Transport Association (IATA), the 
global airline trade association, the 
brighter economic circumstances 
in combination with generally lower 
airfares were the main causes for this 
acceleration versus the 7.4% growth 
achieved in 2016.

The average return fare (before 

surcharges and taxes) in constant 
(2016) US dollars dropped from $417 
in 2015, to $366 in 2016, and is 
anticipated to drop further to $353 in 
2017. While average fares have been 
falling for decades, it has been the 
lower fuel price that enabled airlines 
to lower ticket prices. Fuel cost for the 
global airlines dropped dramatically, 
especially between 2015 and 2014, 
by 22.1%. Another significant drop of 
24.1% could be noted between 2015 
and 2016. For 2017, the fuel bill will 
decrease only by a modest 2.6%. The 
average annual fuel price in $/bbl 
dropped by 41.9% in 2015, 21.9% in 
2016 but will increase again in 2017 by 
an anticipated 22.8%. Between 2015 
and 2017, fuel cost as a percentage 
of total operating cost decreased to 
18.8% from 26.5%. 

The projected total spend on air 
transport in 2017 is anticipated to 
be about $775 billion, 5.3% higher 
compared with the $737 billion from 
2016. In real volume terms, both 
the RPKs, as well as the number of 
passenger departures, are projected 
to increase. The RPKs volume will 
rise from 7.164 billion in 2016 to an 
estimated 7.694 this year, a 6.4% 
increase. The number of passenger 
departures will increase by about 7.2% 
to 4.085 million. 

The airline industry is offering its 
customers an increasing range of 
direct connections. Over the past 
20 years, connectivity has doubled 
and today the world’s airlines offer 
connections between almost 20,000 
unique city-pairs.

From a financial perspective, the 
airlines seem to have entered a whole 

new era after 2014. Before that year, 
global airline operating profit margins 
would be about 3% to 4% at best and 
generally any profitable year would 
quickly be followed by one or more 
years with break even or negative 
results. 

In 2015, the profit margin suddenly 
skyrocketed to 8.5% and preliminary 
figures for 2016 indicate an even 
higher level of 8.8%. For 2017, the 
expectations are a little more modest, 
with a forecast for 7.5%. It should 
be noted that the main source of 
profitability in 2015, 2016 and in 
2017 was and is the North American 
market. It is interesting to compare the 
absolute post-tax profit per region, as 
well as the profit per passenger. By 
both criteria, North America stands 
out. 

Comparing net profit figures, the 
system-wide global commercial airline 
profit reached $34.8 billion in 2016. 
Just over 47% of this, or $16.5 billion, 
was generated by North American 
airlines. Some 25% came from their 
European colleagues, with another 
23% from the Asia-Pacific operators 
and 3% from the Middle East-based 
players. For 2017, this is not likely 
to change a lot. North America is 
projected to account for 49% of the 
anticipated $31.4 billion net profit, 
Europe and Asia-Pacific 24% each 
and Latin America for just under 3%. 
Profitability of the Middle East carriers 
is expected to come under pressure, 
resulting in a contribution of just 1% to 
global net profit. 

Comparing the profitability per 
passenger eliminates the impact 
of the relative size of each region. 
Asia-Pacific as an example has a 
share of 32.8% of global traffic, versus 
only 2.2% for Africa. Profitability 
per passenger as such reflects the 
performance of each region more 
fairly. For 2017, each North American 
airline’s passenger is projected to 
generate $16.32 net profit. In Europe, 
this is $6.94, in Asia-Pacific $4.96, 
in Latin America $2.87 and in the 
Middle East a meagre $1.78. African 
carriers subsidise each passenger 
as they generate a negative $1.5 per 
passenger.

Apart from the benefit of lower fuel 
cost, the North American result can be 
explained by the increased (domestic) 
market power of the major airlines 
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after a wave of consolidation. This has 
enabled improved pricing power, as 
well as higher load factors and more 
income from ancillary services. 

Traditionally, when airline 
profitability goes up, also the new 
order volume for commercial aircraft 
increases. In recent years, this relation 
has been broken. While the industry 
profit doubled between 2014 and 
2015 and stayed at near a record 
high level in 2016, the number of new 
aircraft orders dropped from about 
3,500 in 2014 to about 2,350 in 2015 
to about 2,100 in 2016 (new orders 
for western-built jets, all commercial 
operations including type-swaps). 

Over the first eight months of 
2017, the trend in new ordering has 
continued with about 800 orders 
versus just over 1,000 over the same 
period in 2016. Both the Boeing 737 
and the Airbus A320 continue to 
be the most popular types by far. 
Airbus sold about 180 new engine 
options (Neo) and 90 current engine 
option (Ceo) aircraft but there was 
a significant number of type swaps 
included in this number. Boeing sold 
about 250 Max aircraft and about 
60 next generation (NG) aircraft but 
booked additional commitments for 
the new Max 10 during the Paris air 
show, that later during the year may be 
converted to official orders. 

Embraer has seen a limited order 
volume during 2017, fairly evenly split 
between the current E-Jets and the 
new E2. After a successful 2016, order 
volumes for the Bombardier CSeries 
collapsed again and Mitsubishi’s 
MRJ has not had much sales success 

either. Widebody aircraft sales were 
particularly hit in 2017, with only about 
160 orders over the first eight months, 
of which half were Boeing 787s. 

Despite some fuel price increases 
during the recent months, fuel remains 
relatively cheap and airlines seem 
to be comfortable with extending 
leases on existing old- and current-
technology aircraft, rather than a 
massive switch to new-technology 
equipment. By doing so, airlines can 
benefit from the highly competitive 
situation among aircraft lessors and 
operate low capital cost (or lease rate) 
aircraft without paying a huge penalty 
in the form of a massively higher fuel 
bill. 

As airlines generally expect 
a gradual increase in fuel cost, 
the market has not seen massive 
cancellations of the new-generation 
aircraft; however, reportedly, aircraft 
lessors are not able to generate 
significant lease-rate premiums for 
the new-technology aircraft compared 
with the older aircraft.

After having fluctuated between 
about $2.8 and $3 in 2013-14, jet 
fuel (US Gulf Coast, FOB) reached a 
low in January 2016 at just over $0.8 
per gallon. Subsequently, the price 
showed a generally upward tend to 
fluctuate between about $1.5 and 
$1.55 in August 2017. 

Apart from the price of jet fuel, it 
seems the new order volume is held 
back by the record backlog already 
on order and the resulting significant 
lead times for the delivery of the 
more popular jet types. Overall, the 
backlog for western-built commercial 

jets (all civil operations) is equal to 
about eight-and-a-half times the 
number of jet deliveries made in 2016. 
As production is set to increase in 
the coming years (bar any supplier 
constraints, such as engines and 
interior parts), burning off the backlog 
in reality may not take as long though.  

The launch of a new aircraft type 
can have a stimulating effect on 
order volumes. Compared with the 
boom years in the first half of the 
decade, major new product launches 
were almost absent during the years 
2015-16. The importance for aircraft 
orders of the launch of a new aircraft 
type was vividly illustrated during the 
Paris air show in June this year, when 
Boeing launched a new stretched 
version of the Boeing 737 family, 
dubbed the Max 10. 

Shortly after the launch of this new 
version, Boeing could book over 360 
commitments, 260 orders plus more 
than 100 letters of intent (LoI) and 
options. It must be noted that the 
majority of these orders were changes 
in variant. As an example, United 
Airlines swapped an order for 100 Max 
9 aircraft originally placed in 2012 to a 
similar number of Max 10 aircraft. 

For the near future, it seems unlikely 
that we will see major new product 
launches, albeit Airbus and Boeing 
are rumoured to be contemplating 
new aircraft versions, such as an 
A350-2000, a 777-10X, an all-new 
middle-of-the-market aircraft, the 
797 and a stretched and re-winged 
A322. Effectively, none of these have 
been confirmed. Most developments 
that were announced focused on 
range increases and high-density 
interiors, by applying slimline seats, 
more compact galleys and lavatories 
and reconfigured emergency exits. 
Examples of this trend include the 737 
Max 8-200 and the A321-200NX. 

One thing is clear: any airline or 
leasing company looking to finance 
its fleet purchases today has ample 
choice from a range of funding 
sources. Both debt funding, as well 
as equity, is abundantly available at 
historically low cost and offered by a 
broad range of lenders and investors 
from around the world. The only 
traditional sources of funding that 
have not been available for almost 
two years has been export finance for 
Airbus and Boeing products. 
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Both the Export-Import Bank of 
the US (Ex-Im) and the European 
export credit agencies (ECAs) had 
their problems. While Ex-Im’s charter 
was reauthorised for five years at the 
end of 2015, the US Senate did not 
nominate three new board members 
for Ex-Im, essentially taking away the 
bank’s ability to approve big ticket $10 
million-plus transactions. US President 
Trump in August 2017 nominated 
former Congressman Scott Garrett 
to lead the bank, but some fear that 
– as one of Ex-Im’s fiercest critics 
– the appointment of Garrett is an 
intentional act of sabotage. The issue 
could come to a head this autumn if 
Senate Republicans move forward 
with a hearing and confirmation votes 
for Garrett. Some of the leading 
groups opposed to Ex-Im are warning 
the Senate Banking Committee 
about the consequences of failing to 
advance the nomination. Reportedly, 
at least three Senate Republicans – 
the number it would take to block his 
confirmation if Democrats uniformly 
were to oppose him – have indicated 
they are on the fence.

In Europe, the problems are of 
an entirely different nature. In April 
2016, the export credit agency of 
the United Kingdom (UKEF), France 
(Coface) and Germany (Euler Hermes) 
halted all guarantees and export 
support for Airbus aircraft. Reportedly 
inaccuracies in applications for export 
credit financing relating to information 
provided in respect to consultants and 
other third parties were the reason for 
this suspension of support. In June 
2017, the chief executive of Airbus, 
Tom Enders, was reported to be 
expecting prolonged investigations 
by government antifraud authorities 
before various probes are completed. 
Enders expected these investigations 
“...to last for some time, probably 
years…” He said Airbus was facing 
“serious compliance issues” but, in the 
meantime, the company reportedly 
has stepped up efforts to enhance 
compliance procedures. 

Probably the timing of these two 
incidents could not have been better. 
Boeing reported that the percentage 
of deliveries supported by Ex-Im 
reached 30% during the global 
financial crisis between 2009 and 
2012. In the period 2012 to 2016, 
this percentage had steadily come 

down to a low of 7% last year. This 
is probably partly a result of the 
2011 Aircraft Sector Understanding 
that increased the cost of export 
financing for most borrowers and 
made commercial funding more 
attractive. Given the political situation 
in the US, it is unlikely that Boeing’s 
2017 forecast – assuming that US 
and European ECAs will come back 
online – of a 10% share for the export 
credit agencies will be achievable. 
As an alternative to export credit, 
Boeing, together with Marsh & 
McLennan and Aircraft Finance 
Consortium (AFIC), developed the 
Aircraft Finance Insurance Product. 
AFIC is a syndicate of insurance 
companies providing a default or 
non-payment insurance for banks 
and capital market investors that are 
funding new aircraft purchases from 
Boeing. The premiums as well as the 
advance rates are inspired by the 
terms set forth in the 2011 Aircraft 
Sector Understanding. The structure 
has already been used to refinance a 
new 747-8. 

While AFIC reportedly has no 
immediate plans to support Airbus 
aircraft, there seems to be no 
specific reason why the European 
manufacturer could pursue a similar 
solution.

As another export credit innovation, 
LOT Polish Airlines has taken two 787s 
on finance leases with guarantees 
from UK Export Finance. These aircraft 
are the first 787s to be guaranteed by 
UKEF under a programme in which the 
agency offers support for (Rolls-Royce-
powered) aircraft with a significant UK 
content.

Air transport market – first half 
of 2017
The good times for the global air 
transport market continued during the 
first half of 2017, maintaining a very 
similar growth rate to 2016 despite 
political uncertainties in some of the 
biggest markets. According to IATA, 
total RPKs increased by 7.4% year on 
year for the full-year 2016, practically 
matching the 7.5% increase in capacity 
(available seat kilometres, or ASKs) 
and, in the first months of 2017, 
passenger growth has accelerated to 
7.9% year on year, the fastest growth 
in the first half of a year since 2005. 
This is even more positive when 
taking into account ASKs growth was 
6.1%, meaning demand growth has 
outstripped capacity growth, leading 
to record load factor levels at 80.7% 
for the first half of 2017. 

International traffic – representing 
63.7% of total traffic – grew by a 
remarkable 8.1% (2016: 6.2%), while 
domestic traffic – representing 36.3% 
of total traffic – grew 7.4% (2016: 
5.6%). The 2017 numbers are above 
the 10-year average rates (5.5%), and 
are sustained by a positive global 
economic development and also by 
lower fares. Having said that, there 
is a slowing trend in RPKs growth, 
driven mainly by two factors: business 
confidence is now keeping stable 
after several months growing, and 
average fares seem to have bottomed 
out and, in fact, some data show that 
yields have started a modest growth, 
reversing the downwards dominating 
trend since 2013-14. 

Unlike in previous years when the 
Middle East carriers were leading 
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traffic growth, most of this growth in 
2017 comes from airlines in Asia-
Pacific and Europe (representing 
32.8% and 26.5%, respectively, of 
world RPKs in 2016), with a 10.6% and 
8.8% each of RPKs increase. This is 
against an ASKs growth of only 7.9% 
in Asia-Pacific and 6.3% in Europe, 
which, therefore, resulted in slightly 
higher load factors in both areas (plus 
two percentage points in Asia-Pacific 
and plus 1.9 percentage points in 
Europe). 

The other side of the coin is the 
Middle East, which at a 7.5% increase 
in ASKs has grown at a slower pace 
than… therefore dropping load factors 
to 73.4% (-0.4 percentage points 
compared with the previous year). 
Despite the political turmoil in the 
region and the shift in strategy at 
Etihad, the big three still took delivery 
of 19 passenger widebodies in the 
first half of 2017 (including six 777s, six 
A380s, four 787s and two A350s).

In the first half of 2017, the region 
showing the highest growth rates in 
international traffic is Latin America, 
with 9.4% (compared with 7.7% in the 
first half of 2016). With a share of 5.2% 
of world RPKs, it is still behind the 
Middle East (9.6%), but it is showing an 
overall growth of 6.6% on RPKs versus 
a 4.2% growth on ASKs, delivering the 
third-highest load factor at 81.4%. 

Interestingly, international RPKs 
within South America has grown 
by almost 13%, which shows a 
slight improvement in some of the 
economies in the region (Argentina 
and Brazil) and despite the very 
negative development of Venezuela. 
It is also worth noting the incoming 
low-cost carrier (LCC) presence in 
one of the last countries to adapt the 
model, Argentina, which will possibly 
stimulate further traffic growth by 
adding capacity and also lower fares.

As in 2016, Africa had very high 
rates in terms of international traffic 
growth, with 8.2% growth in RPKs, but 
admittedly from a low base because 
Africa represented only a 2.2% share 
in world RPKs in 2016 and there are 
strong differences within the region – 
with Nigeria seeing improvements in 
business confidence on the positive 
side, and South Africa’s economy 
entering into recession in early 
2017. If we take into account both 
international and domestic routes, 

in first half of 2017, African carriers 
saw their traffic increase by 8.1%, 
outperforming a 4.2% increase in 
ASKs capacity. Nevertheless, African 
carriers still show the lowest figures 
of all regions in terms of load factor, 
with a mere 68.6% (although an 
increase of 2.5 percentage points 
compared with earlier in the year). 
The third highest international RPKs 
growth percentage was recorded 
by airlines in the large Asia-Pacific 
region, which is responsible for 32.8% 
of world traffic. Asia-Pacific carriers’ 
international traffic grew by 9.1% and 
overall by 10.6%, as mentioned earlier. 
ASKs production increased modestly 
with 7.9%.  

European international traffic 
increased by 8.8% (RPKs) and ASKs 
production by 6%. European carriers 
achieved the second-highest load 
factor, 82.4%. This is despite of the 
negative impact of terrorist events 
in Europe, which, according to Iata, 
represented a loss of traffic equivalent 
to 1.6% of international traffic or 
about $2.5 billion in revenues in 
2016. Nevertheless, traffic levels 
rebounded, showing once more how 
air passenger demand is resilient 
to shock events such as terrorism, 
the Sars pandemic, or the Icelandic 
volcanic ash cloud.

North American carriers – 
representing 23.7% of world traffic 
– continue maintaining a profitability 
focus, and the region has been once 
again the most profitable, while being 
the one with the lowest growth rates 
in both RPKs (plus 3.8%) and ASKs 
(plus 3.4%), delivering once again 

record load factor levels at 83.1% in 
the first half of 2017.

While much smaller overall, 
compared with the international traffic 
flows, domestic markets often reveal 
interesting developments and, during 
the first half of 2017, showed certainly 
more extremes. Except the domestic 
US market (15% of world traffic) and 
China (8.7%), the other domestic 
markets for which Iata releases 
monthly figures (Australia, Brazil, India, 
Japan and Russia) represent between 
1% and 2% of world traffic each. India 
surged to the top of the domestic 
markets in 2015 and 2016, and while 
growth slowed a bit compared with 
previous year, this growth continued 
in 2017 with a very significant RPKs 
volume growth of 18.6%, ahead of a 
15.5% production increase. The load 
factor in the Indian domestic market 
beat the previous year’s record of 
84.4%, reaching an impressive 85.9% 
in the first half of 2017, which (at least 
for now) continues to support the 
huge fleet purchases of Indian carriers 
in recent years. 

The recent developments in 
government economic policy in 
China did not hinder the domestic air 
transport market, where demand grew 
also above production, 15.2% and 
12.5%, respectively, delivering very 
high load factors at 84.4%. Russia also 
saw a significant surge in domestic 
demand, with a 13.4% RPKs growth, 
based on a 13.8% increase in ASKs. 
Despite this growth, Russia had the 
second-lowest load factors of all 
domestic markets measured, reaching 
77.2%. Whether this is the underlying 
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impact of Abenomics or the 
increased presence of LCCs, Japan’s 
domestic market grew way above its 
production, reaching a 6.5% RPKs 
increase on only 1.6% ASKs growth, 
although with a meagre 68.9% load 

factor, the lowest of all measured 
domestic markets. 

The big US domestic market 
showed a reasonable traffic increase 
of 3.4%, very much in line with the 
3.3% ASKs expansion. As it has been 

the case over the past few years, load 
factors in the domestic US market 
have maintained its mark, reaching 
the 84.5% this year. The relatively 
small Australian domestic market 
went almost down under with a 0.3% 
RPKs growth on a 2.3% decrease in 
production In Brazil, the political crisis 
seems to affect the slight economic 
recovery, but RPKs grew by 1% on 
a slight decrease in ASKs of -0.1%, 
meaning load factors improved to 
80.2%. 

Moving on from the passenger 
market to the air freight market (air 
cargo officially includes airfreight 
and expresss/mail, but we use 
the terms interchangeably), it is 
important to realise the global 
fleet of maindeck commercial jet 
freighters (including combis and 
convertibles) is about one-eighth 
of the size of the passenger fleet. 
Over the past couple of years, the 
airfreight market has experienced 
some rough turbulences and it did 
not experience the good times of the 
passenger market. Nevertheless, in 
the second half of 2016, global air 
cargo volumes, expressed in freight 
tonne-kilometres (FTKs) started to 
show some improvement. This trend 
has accelerated in the first half of 
2017, when FTKs grew by 10.4% 
in annual terms, on a production 
increase of only 3.6%. In 2017, 
the airfreight operators benefited 
from a stronger global economic 
situation, which generated higher 
trade demand despite some political 
issues pointing at an increase in 
protectionism. 

Continuing with the positive 
tone, freight demand improved 
in all regions (unlike in previous 
years), and it was mainly driven by 
Asia-Pacific and Europe, with solid 
development also in North America 
and the Middle East. Overall, load 
factors have improved by about four 
percentage points compared with 
2016, being close to the highest level 
in the past two-and-a-half years.

Airfreight has outperformed 
wider world trade ratios, which is 
probably a result of both a decline 
in inventory-to-sales ratio and also a 
higher market confidence. In fact, the 
new export orders component of the 
global purchasing managers’ index 
(PMI) is at an almost six-year high and 
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although in the past few months has 
remained stable, it suggests that FTKs 
growth in the third quarter 2017 will 
continue to be robust and growth will 
ease a bit towards the end of the year, 
and IATA forecasts that overall FTKs 
will grow at 7.5% or more for the whole 
of 2017.

The turnaround of air cargo is 
remarkable. About a year ago, it 
looked like the world had just entered 
a phase of deglobalisation. Air 
cargo operators were not the only 
ones suffering. Maritime container 
carriers are confronted with the 
same problem. Danish shipping 
conglomerate AP Møller Mærsk at 
the time voiced concerns over how a 
potential shift in global policy in favour 
of more protectionism threatened to 
reduce global trade. Tariff barriers, 
Brexit and the potential political shift 
in the US were examples of this. Early 
2016, growth of global production for 
a while exceeded growth of global 
trade – in other words, deglobalisation 
was happening. In the meantime, 
fortunately, things returned to normal 
and in recent months global trade 
has outpaced production again, as is 
clearly shown in the chart based on 
World Trade Monitor data provided by 
the Dutch Central Bureau of Statistics. 

During the first half of 2017, 10 new 
widebody freighters were delivered 
(five 767-300ERFs to FedEx, two 
747-8Fs, two A330-200Fs and one 
777-200 LRF), plus 21 passenger-
to-freighter cargo conversions (11 
767-300ERs mainly for Amazon’s 
Prime Air, nine 757-200s and one 
747-400). During the same period 
only 16 widebody freighters were 
retired (mainly 757-200SFs but also 
four 747s, two MD11Fs and one A300). 
The 20 converted narrowbody jet 
freighters are mainly 737-400s and 
737-300s, but also one 737-700, and 
three MD80s.

In volume terms, Europe and Asia-
Pacific carriers lead the way in the air 
cargo market with double-digit growth, 
13.6% and 10.1% FTKs, respectively, 
on a capacity growth of 5.4% and 
4.8%, thus improving load factors by 
3.4 and 2.5 percentage points. North 
American carriers came close with 
9.3% growth in demand, achieved with 
a tiny 1.5% increase in production. The 
Middle East grew at a slightly lower 
pace but still relevant 7.6% on a small 

capacity growth of 1.5%. 
Africa and Latin America, by far the 

smallest markets in terms of share 
(both below 3% of world share), 
experienced quite different evolutions. 
Africa grew an impressive 25.9% 
FTKs on an 11.2% capacity growth. 
Nevertheless, it is still the region with 
the lowest load factors by far, having 
achieved a 25.1% load factor after 
this significant growth. On the other 
hand, Latin America remained more or 
less stable in terms of FTKs with 0.3% 
growth, although capacity decreased 
by -0.6% compared with last year. At 
the global level, load factor improved 
by 2.7 percentage points to 44.8%. 

Returning to the passenger market 
and looking at the relationship 
between traffic growth and capacity 
expansion, the orderbook stands at 
54% of current fleet. Nevertheless, 
there is some concentration in the 
Middle East airlines (as of September 

2017, the Middle East orderbook for 
passenger jets stands at 87% of its 
current fleet size), and especially on 
widebodies, despite the decreasing 
demand trends and the political 
tensions arising in the region. 

Airlines can attract more passengers 
by offering more capacity in the form 
of more (direct) connections, as well 
as increasing frequency of service. 
The number of unique city-pair 
connections is expected to reach 
more than 19,000 this year, almost 
double the connectivity by air 20 
years ago, enabling the big increase 
in passenger numbers that we have 
consistently seen in these years. 
Likewise, another way of stimulating 
traffic is by lowering ticket prices. 
Since 2013, this has happened on a 
global scale and, in 2016, fuel price 
reached levels not seen in more than 
10 years, resulting in a lower fuel 
bill that allowed airlines to lower the 
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prices significantly, resulting in an 
8.8% lower passenger yield. However, 
with fuel prices showing upward 
tendencies around mid-2017, together 
with rising labour costs, might mean 
that traffic stimulation by lower ticket 
prices may not be a viable option for 
much longer. As it is to be expected, 
airlines are not able to translate fuel 
cost increases in higher average fares 
immediately, so airline profitability 
in 2017, while still positive, is slightly 
below that in 2016. 

On the air cargo markets, demand is 
performing solidly, with growth since 
the second half of 2016. This uptick 
in demand is also helping increase 
yields in the first part of 2017, which 
therefore help to improve profit 
margins for cargo operators.

Even if we are only halfway through 
the year, it is reasonable to assume 
that the final financial results for 
the global airlines in 2017 will be 

below those of 2016 as it has been 
shown in both the first and second 
quarters. Yields have started to show 
a modest upward trend, but unit costs 
are growing more because of both 
internal (labour) and external factors 

(fuel price). Nevertheless, 2017 results 
will still be positive and above cost of 
capital (WACC), with Iata forecasting 
$31.4 billion net profit for the year. 
Over 2016, commercial airlines 
booked (again) a record profit, with an 
operating margin of 8.8% and a net 
profit of $34.8 billion (compared with 
$35.3 billion and 8.5% operating profit 
in 2015). As in 2015, the net result by 
far exceeded anything that the industry 
had seen before. This means that 2016 
delivered a 9.9% return on invested 
capital, delivering for the second time 
in aviation history a percentage that 
exceeds the weighted cost of capital 
(this happened also in 2015). Clearly, 
the unexpected fall in fuel cost was the 
main reason for this profit boom but, 
in addition, a robust growth in demand 
for air transport, a more bottom-line 
focused airline policy in general and 
certainly the consolidation of the 
North American airlines were other 
contributing factors. 

Speaking of consolidation, it seems 
that 2017 might be the year when 
consolidation in Europe might help the 
airlines in the region boost their profit 
margins closer to those of their North 
American counterparts. With both 
Alitalia and Air Berlin in the process 
of being acquired, together with the 
shareholder tie-up among some other 
carriers (Virgin Atlantic with Delta, Air 
France-KLM and China Southern), but 
also a continuing trend of consolidation 
among smaller, regional carriers, it 
is safe to expect a quite different 
outlook in the mid-term where less-
efficient airlines either disappear or are 
acquired and start generating better 
returns to their investors.
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737 MAX-9 8 
737 MAX 7 5 
737 MAX BBJ 2 
738 MAX TBD 135 
737-800 47 
737-900ER 10 
737 BBJ 2 
A319CEO 7 
A320CEO 31 5 
A321CEO 47 1 
A320NEO 111 15 
A321NEO 14 39 

524 60 

Western twin aisles New 
747-8F 2 
747-8I 1 
777-200LRF 1 
777-300ER 16 
777 8X/9X 20 
787-8 7 
787-9 56 
787-10 19 
A330-200 6 
A350-900XWB 33 
A350-1000XWB 1 

162 

Western regional jets New 
E175-E1 13 
E190-E1 5 
E190-E2 3 
E195-E1 1 
E195-E2 12 
ERJ135 Legacy 3 
CRJ900NG 10 

47 

Western turboprops New 
ATR72-600 34 
Dash 8 - Q400 14 
Lockheed LM-100J 5 
DHC-6 Twin Otter 3 
CASA C-295 12 

68 

Eastern aircraft New 
Superjet 100 10 
L-410 Turbolet 3 

13 

Grand total all 874 

Orders placed all civil operators (1 Jan–1 Sep 2017) 
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Nonetheless, in 2017 we have seen 
also other rumbling factors – ie, a 
growing number of unions requesting 
better conditions (some of which 
were waived by employees in the 
restructuring years some time ago, 
so now the airlines are delivering 
consistent profits they are claiming 
those back) and disrupting the airlines’ 
revenue generation by a series of 
strikes, particularly at flight crew level.

In North America, airlines have 
had to agree to significant pay rises, 
partly responding to pilot union aims 
to restore salaries to pre-Chapter 11 
levels. In Europe, several of the larger 
airlines have been or still are in the 
process of negotiating agreements. 
This may cause a significant increase 
in the airlines’ cost but with the market 
consolidation we have seen and its 
effects on the revenue side, it is still 
early to assume these cost increases 
will translate into negative results. 

As in the previous year, the global 
results over 2016 could mainly be 
contributed to the North American 
airlines. IATA estimates that $16.5 
billion or 47% of the net airline profit 
was generated by airlines from this 
continent. Europe generated about 
24% of the global result and Asia-
Pacific a similar level at 23% with $8.6 
billion and $8.1 billion, respectively. 
The (still) expanding Middle East 
carriers generated $1.1 billion, while 
Latin American carriers scored an 
improved $600 million net profit and 
Africa one more time ended in the 
red with a consolidated loss of $100 

million. On a per passenger basis, the 
result of North America is even more 
spectacular. With a realised net profit of 
$16.32, this continent is more than two 
times as profitable as the joint runner-
up, Europe, with $6.94 per passenger.

Based on a sample of 24 airlines, 
Iata has published some very early 
results for 2017. While first-quarter 
overall profitability was down from 
9.6% to 4.8%, the second-quarter 
trend was inverted and second 
quarter 2017 delivered a 13.2% 
net margin versus 12.7% for the 
same period in 2016, Overall, Iata 
forecasts 2017 net margin to be at 
4.2% (compared with 4.9% in 2016). 
Of course, the sample is too small to 
draw any conclusions, but it looks like 
airline profitability this year will be 
lower than both 2015 and 2016.

Equipment market
After several years of increasing 
sales volumes, a commercial jet 
order slow down started in 2015. This 
downward trend continued into 2016, 
as well as over the first half of 2017. 
According to the latest Flightglobal 
figures, western-built jet sales (all civil 
operations, including type swaps) 
collapsed by about 17% between 2015 
and 2016. At the time of writing, early 
September 2017 sales had dropped 
another 32% compared with the first 
eight months of 2016. 
A simple mechanical extrapolation 
of the sales total (as reflected in our 
database) of 793 as of 1 September 
to a full-year level would roughly 
result in less than a 1,500 sales total 
over the full-year 2017. Obviously, 
a few mega-orders can change this 
number dramatically and, in some 
cases, reported orders – such as the 
many swaps of 737 Max 9s to Max 
10s (United Airlines, Spicejet, Copa 
Airlines, TUI, etc) – are registered 
as “variant changes” and are not 
included as new orders in the graph. 
In addition, an letter of intent (LoI) 
by Lion Air for 50 Max 10s was not 
officially registered as a confirmed 
order yet.

According to Flightglobal data as 
of early September, over the first 
eight months of 2017, a total of 874 
commercial aircraft were sold, of 
which 13 were for eastern aircraft 
(including 10 Sukhoi Superjet 100s) 
and 68 were for western turboprops. 
The remaining 793 aircraft are 
western-built jets. This number 
included 60 so-called type swaps, 

Sources: Ascend
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Family  Versions/variants Total 
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Grand total all 13,337 
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(western built, all civil operators) 
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changes in the versions that were 
ordered within the A320 family. Also, 
within the 737 family, version changes 
took place, especially in favour of the 
newly launched Max 10, but here not 
all changes are reported. Out of the 
remaining 793 new orders, western 
regional jets took 47, single aisles 584 
and twin aisles 162. Per aircraft type, 
the split-up is reflected in the table. 

While the already full orderbook, 
as well as the low fuel price, can be 
used to explain the softening of the 
new equipment market, the fact that 
no really new aircraft types were 
announced during 2016 and 2017 
to date, does not help to stimulate 
the market either. Generally, new 
aircraft introductions significantly 
stimulate sales volumes. In a way, 
this is illustrated by the impact of 
the launch of the new 737 Max 10 at 
the 2017 Paris air show. The Max 10 
achieved a respectable volume of 
267 orders plus 112 LoI/options shortly 
after launch. In this case, the majority 
of orders so far were mainly the result 
of airlines swapping their existing Max 
9s into Max 10 orders, but the market 
– both airlines and lessors – were 
clearly interested in the new version. 
Airbus did not launch a new version 
of the A320 family but announced 
the new nomenclature to identify 
the Neo version of the A320 family. 
The A320neo will be called A320N, 
the A321neo will become the A321-
200N and the A321-200NX will be 
the new designation for an A321neo 
with the Airbus Cabin Flex (ACF) door 
configuration. Under ACF, doors one 

and four will get wider escape slides, 
door two will be deleted and door 
three will be moved aft by four frames 
and as an option can be plugged. 
Over-wing exit one will be deactivated 
but as an option can be activated, 
and the reverse is applicable to 
over-wing exit two. All these options 
are intended to optimise the door 
configuration for different cabin 
layouts. As extremes in a generic 164-
seat interior, doors one and four plus 
over-wing exit one are activated. In a 
high-density 240-seat configuration, 
all doors and exits are activated.

Two new aircraft versions entered 
into service in 2017. The first A321-
200N went to Virgin America in April 
and the first 737 Max 8 to Batik Air 
Malaysia in May. Rumours about new 
versions of existing aircraft types 
persist, but neither a stretched A350-

1200XWB, nor an A322, a redesigned 
winglet equipped A380 Plus, a 777-
10X or a CS500 were launched. 

The much-debated Boeing 797 or 
middle-of-the-market jet also remains 
a longer-term project. The dilemma 
seems to be that, on the one hand, 
this aircraft should be Boeing’s 
successor to the 757 and an answer 
to the success of the A321neo; on 
the other hand, an aircraft positioned 
in the market niche below the 787-
8, where once the not extremely 
successful 767-200 and A310 could 
be found. At the Paris air show, a 797 
impression was shown to the press. 
Reportedly, the small twin-aisle jet 
will be suitable to serve between 
congested airports on US trans-
continental routes, but should also 
be able to operate on transatlantic 
routes of up to 5,200 nautical miles, 
or just over 10 hours. Capacity will be 
between 220 and 270 seats.

In terms of sales successes, while 
last year the Bombardier CSeries 
still booked a decent number of new 
orders, during 2017 to date significant 
order volumes could only be added to 
the A320neo and A320ceo and 737 
Max backlogs.

Commercial jet orders during the 
first eight months of 2017 were 35% 
from operating lessors and 63% from 
the airlines. The biggest confirmed 
order this year (as of 1 September) 
was placed by GECAS for 103 
A320/321neo aircraft. Second came 
China Aircraft Leasing, which ordered 
50 737 Max aircraft. 

The biggest airline order – pending 
the confirmation of a Lion Air order 
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for 50 737 Max aircraft – came from 
Delta Air Lines, placing an order for 
40 A321s. The order for 100 737 Max 
10s was not a new order but just 
a variant change. Maybe the most 
remarkable order came from lessor 
AerCap, ordering no less than 30 
787 Dreamliners next to a handful 
of A320s and two E-Jets. Easyjet 
ordered 30 A321-200Ns. 

Aviation Capital Group added 20 
737 Max aircraft to its orderbook, 
next to three A321s. Air Lease (ALC)
Corp spread its risk by ordering both 
12 Max aircraft and 13 Neos, plus two 
787-9s. Another rare order for big 
twin aisles came from China Southern 
Airlines, which committed to buy 20 
A350-900s. Ethiopian committed to 
10 aircraft of the same type, while 
Canadian Westjet ordered 10 787s. 
BOC Aviation, JP Lease Products & 
Services and Ryanair ordered 10 737 
Max aircraft each. Apart from these, 
the remaining orders were all in 
single-digit volumes. 

Overall, it is a good year so far for 
the 737 Max and A320neo families 
and, in the context of the relatively 
soft twin-aisle market, for the 787-9. 

Looking beyond the most recent 
(lack of) sales successes, how are the 
various programmes progressing? The 
table, which includes a few corporate 
jet versions as well, shows the current 
backlog by aircraft family and main 
versions or variants. With 5,019 
orders outstanding, the A320neo 
family clearly remains the top seller 
in the market. Within this family, the 
A320neo is the most popular version, 
followed by the A321neo. The CFM 
LEAP-powered A320/A321neos are in 
the lead over the Pratt & Whitney GTF 
version, but a large number of orders 
has an undecided engine selection. 

Obviously, the A320neo engines 
have been a hot topic in the past 
few months. Production volumes 
of, in particular, the Pratt & Whitney 
PW1100G geared turbofan is falling 
behind plan and the entry into service 
has been plagued by a number of 
technical problems. While Airbus is 
planning to ramp up production to 60 
a month in two years, reportedly over 
the first seven months of 2017, only 68 
A320neos were delivered (of which 
48 were LEAP-powered). 

Apart from the slower production 
of the Pratt engine, demand for spare 

engines is high because of technical 
problems plaguing in-service aircraft, 
such as rotor bow, prematurely 
deteriorating combustor liners and 
carbon seals and, in some cases, 
in-flight shut downs. Pratt indicated 
that later in 2017, new – redesigned 
– parts would be introduced to solve 
some of these issues.

Interestingly, some airlines 
announced that because of the 
issues around the new engines, 
demand for the current-generation 
737NG and A320ceo seems to have 
received a positive impulse. Wizz 
Air, as an example, announced it 
had decided to add more A321ceos 
to its fleet instead of Neos, awaiting 
the PW1100G to reach operational 
maturity. The backlog for the NG is still 
a significant 597 and, for the Ceo, still 
491, indicating the Airbus product is a 
little further in the generation change 
process. 

The share of the 737 Max family in 
the single-aisle backlog seems to be 
falling behind the A320neo, although 
admittedly the 737 Max was launched 
some months after its European 
competitor. Splitting the combined 
A320neo/737 Max backlog gives the 
Airbus family a 57% share, versus 43% 
for the Boeing range.

Within the Boeing 737 Max family, 
the Max 8 is clearly the most popular 
version. Its backlog of 2,071 (2,281 
including the Max 8-200) dwarfs the 
backlogs of the Max 7, the Max 9, as 
well as the new Max 10. Effectively, 
the launch of the Max 10 has diluted 
the position of the Max 9 because a 

significant number of version swaps 
was reported. Unfortunately, there is 
no clarity about 1,093 737 Max orders 
for which the exact version remains 
undecided or unannounced. 

With a rather unimpressive backlog 
for the regional jets, the A350 and 
787 twin-aisle families take third 
and fourth position in the current 
backlog chart, despite a softening 
of the twin-aisle market. The A350-
900XWB features an orderbook of 
521 aircraft, supplemented by 212 
orders for the stretched -1000XWB 
and – on paper – eight orders for the 
A350-800XWB. The latter is unlikely 
to be produced and it seems the 
type will be cancelled as soon as an 
agreement between Airbus and its 
sole remaining customer, Asiana, has 
been reached. 

Within the Dreamliner family, the 
-9 is clearly the most popular version 
and with a very limited order inflow 
over the past few years for the 
shorter -8, the -9 is likely to become 
the standard version going forward, 
similar to the -300ER as standard 
version of the old 767 family. The 
double-stretched 787-10 is likely 
to become a bigger sales success 
compared with its equivalent in the 
767 family, the 767-400ER, but with a 
sales volume of only 168, there is still 
some ground to cover. 

In the regional jet market, 
Bombardier could not maintain the 
sales volume of 2016. With orders 
from Air Canada and Delta Air Lines, it 
looked like 2016 was the breakthrough 
year for the Canadian product. So far, 
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there have not been any new orders 
announced during 2017. However, 
compared with other regional jets, 
the CSeries is not lagging behind 
and, in terms of order volume, is in 
the lead with a backlog of 342 aircraft 
and some very “interesting” sales 
campaigns, reportedly including Air 
Asia.

The competing – equally PW1000-
G-geared turbofan powered – 
Embraer E-Jet E2 family was launched 
years after the CSeries and seems to 
accumulate orders at a slightly faster 
pace. The total backlog of 288 aircraft 
is fairly evenly spread over the three 
versions – E175-E2, E190-E2 and 
E195-E2. The E2’s predecessors, the 
original GE CF34-powered E-Jets E1, 
still enjoy a backlog of 119 aircraft. The 
E175-E1 has proven especially to be 
very popular among the US regional 
airlines. 

Unfortunately for Embraer, the 
E175-E2 is not scope compliant. 
Under current scope clauses, the E2’s 
maximum take-off weight (MTOW) is 
slightly too high. Scope clauses limit 
the number and capacity as well as 
the MTOW of aircraft that are allowed 
to be operated by commuter airlines 
on contracts with the US major 
operators. These scope clauses are 
negotiated between the US major 
airlines and the pilot unions. Embraer 
hopes that during the next contract 
negotiations, scope clauses will be 
more liberal, but initial responses 
from the unions indicate this may be 
a tough fight. United will be the next 
US major to negotiate pilot contracts 
in early 2019. The scope clause in 

United’s contract with the Air Line 
Pilots Association (Alpa) limits it to 
255 large regional aircraft (up to 76 
seats and MTOW of 86.000lb). Delta 
Air Lines will follow in December 2019 
and American Airlines at the end of 
2020.

The same issue is causing 
Mitsubishi Aircraft Corp headaches, 
because its MRJ90 is in the same 
situation. The MRJ90 can be 
configured with up to 90 seats, 
although in a two-class configuration 
to meet the 76-seat scope clause 
restriction. It will be more difficult 
to meet the MTOW restriction. 
The MRJ90’s MTOW ranges from 
87,300lbs for the MRJ90STD to 
90,300lbs for the MRJ90ER and just 
over 94,000lbs for the MRJ90LR. 
Restricting the MTOW to 86,000lbs 
would result in a clear range shortfall 
with passengers on board.

The MRJ90’s backlog has been 
stuck at 233 since last year, because 
no new orders have been announced 
in recent months. Taking into account 
the time since the launch of the 
programme, the MRJ is losing ground 
against the CSeries as well as the 
E-Jet E2. The first MRJ delivery to 
All Nippon Airways is still scheduled 
for mid-2020, but a recent flameout 
of the PW1200G engine during flight 
testing near Moses Lake in the US was 
another unexpected set back for the 
programme, but so far this seems to 
have no consequences for the entry-
into-service date.

In July, Russian airline Aeroflot 
ordered 10 more of the Russian/Italian 
UAC Sukhoi Superjet SSJ100. The first 

order for this aircraft type was placed 
12 years ago and sales volume has 
reached about only 170 aircraft during 
that entire period. Within the Russian 
civil aircraft-manufacturing world, a 
major reorganisation is taking place 
and United Aircraft is to combine MS-
21 airframe builder Irkut with Sukhoi 
Civil Aircraft, the producer of the 
Superjet.  

Italian aerospace firm Leonardo 
disclosed earlier this year that it 
had sold its share in Sukhoi Civil 
Aircraft and SuperJet International to 
United Aircraft. Under a new Russian 
government proposal, Russian airlines 
will need to have a proportion of 
domestically produced aircraft in their 
fleet in order to obtain an operating 
certificate, which may be positive 
news for both the MS-21 and the 
Superjet. This change to the federal 
aviation regulation is intended to 
stimulate the use of new Russian-built 
aircraft.

In more hardware-related news, 
Sukhoi completed tests of a new wing 
structure capable of taking winglets. 
Sukhoi says installation of what it 
calls the “saber winglet” will boost 
the Superjet’s fuel efficiency and 
increase its range “not less than 3%”. 
Take-off and landing performance will 
also be improved. The winglets will 
be optional on new aircraft and not a 
retrofit solution. 

Moving back to the larger twin-aisle 
aircraft, the A330ceo’s backlog is 
still about 100 aircraft. About 75% of 
this is for the A330-300 high gross 
weight (HGW) version, but Iberia 
and ACMI operator HiFly ordered 
a few more -200s as well this year. 
Despite about 50 aircraft in storage 
and about 37 retirements (mainly 
non-HGW -300s), the A330ceo still 
is a workhorse for many operators. 
Some airlines expressed the desire 
to acquire additional used A330ceos 
to supplement their fleet. Looking at 
prevailing market values and the low 
fuel cost, the A330ceo is an excellent 
entry-level twin aisle, with the -200 
and -300HGW variants showing 
decent long-range performance. 

Airbus launched the A330neo 
to plug the gap left behind by the 
cancelled A350-800XWB. At that 
time, fuel costs were still relatively 
high and the fuel cost savings offered 
by the A330neo looked interesting, 
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especially in combination with 
relatively low capital cost, compared 
with modern hi-tech long-range 
aircraft such as the 787 and A350. 
The launch success of the A330neo 
was impressive, with 116 orders in the 
second half of 2014. However, in 2015, 
the new order intake dropped to 52. In 
2016, Airbus sold only 42 A330neos, 
of which 28 of the Rolls-powered 
aircraft are destined for Iran Air. No 
Neos have been sold in 2017 to date, 
although Iranian Zagros Air signed an 
LoI for eight aircraft. 

Similar to the A350-800, the shorter 
A330-800 does not seem to be too 
popular, with only one order (six plus 
six) from Hawaiian Airlines. Does it 
really make sense to build an aircraft 
for effectively one customer? The 
A330-900 enjoys a certain popularity 
with the lessor community, as ALC and 
Avolon (including CIT) committed to 
the type. Air Asia X (66) and Delta Air 
Lines (25) are the largest A330neo 
customers next to Iran Air (28).

Like the move from Neo to Ceo in 
the A330 product range, Boeing is 
facing a similar transition for its large 
twin-aisle 777 family. Since January 
2016, Boeing has booked about 37 
orders for the passenger version of 
the current 777. Qatar ordered 10 last 
year, United two times four and Air 
China six. A remarkable 12 orders 
placed in 2017 remain unannounced. 
Reportedly, the pricing of these 
“last-of the-line” 777-300ERs is very 
attractive, which could have been a 
factor in United’s decision to convert 
10 787 orders to 777s in 2015. Apart 
from the -300ER, there are still 31 
777-200LRF freighters in backlog. 

This very popular long-haul freighter 
has found its way into the FedEx fleet 
and this integrator has been a repeat 
customer for the type in 2016 and 
2017. FedEx still has 10 freighters on 
order, Hong Kong Airlines six, Eva Air 
five and Qatar Airways four. As long 
as no freighter versions of the new 
technology twin aisles are announced, 
the 777-200LRF will be the preferred 
long-haul heavy freighter of many 
airlines. 

It remains unclear if Boeing or 
Bedek IAI will eventually launch a 
passenger-to-freighter conversion 
programme for the 777-200LR. 
If launched, the payload/range 
performance of this converted 
freighter is expected to closely 
match that of the factory freighter. 
Unfortunately, the potential feedstock 
fleet for such a conversion programme 
remains limited.

The new-generation 777X has 
already clocked up an impressive 
number of orders for such a large 
aircraft. However, out of the total 
of 326 orders, the vast majority of 
235 is coming from the three big 
Middle East carriers, with Emirates 
airline having signed up for no less 
than 150 of the type. Cathay (21), 
ANA (20) and Lufthansa (20) are the 
main non-Middle East customers 
along with 30 for unannounced 
commercial operators. Singapore 
Airlines preferred the 777-9X over the 
A350-1200XWB in a recent campaign 
and has an LoI for 20 aircraft from the 
Seattle-based manufacturer.

Should the big quads, the 747 and 
A380, follow the other quads and 
tri-jets into the aviation history books, 
Boeing again dominates the top 
end of the market with the 777-9X, 
unless Airbus decides to launch the 
stretched A350-1200XWB. Such an 
aircraft would probably be another 
nail in the coffin of the current A380, 
which makes this a tough decision for 
Toulouse.

In the top segment of very large 
aircraft, Boeing has the 747-8 
passenger aircraft as a contender 
next to the future 777-9X. Airbus has 
put the mighty A380 against this duo. 
Both the 747-8 passenger jet and 
the A380 are struggling to find new 
orders. 

The Boeing product survives for 
the time being on a few orders for 
the -8F freighter version, but the US 
manufacturer announced that the 747 
production will be reduced to half an 
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aircraft per month, which with the 
18 aircraft-strong backlog (of which 
14 freighters go to UPS) implies 
production ending about 2019. 
Boeing even admitted it could end 
production of the 747.

Airbus announced it would reduce 
A380 deliveries from 27 last year 
to 12 in 2018 and eight in 2019. The 
backlog counts 102 aircraft, of which 
45 are destined for Emirates. Amedeo 
has committed to 20 aircraft, Qantas 
to eight more and Virgin Atlantic to 10 
more. Realistically, it is difficult to see 
Amedeo taking all of these aircraft 
unless playing a role as a finance 
vehicle for Qatar or another airline. 
Given the current discussion around 
residual values, it seems unlikely that 
investors would be eager to take 
asset risk on this aircraft type. 

Qantas and Virgin Atlantic 
reportedly expressed that they do not 

intend to take delivery of the aircraft, 
so overall a realistic backlog may 
be 70 to 80 aircraft. A new version 
– dubbed the A380plus – was 
proposed during the Paris air show. 

The A380plus features a modified 
wing, bigger winglets, a lighter and 
improved waste system, new fuel 
pumps, new interior options, new 
belly fairings, etc, plus a three-tonne 
increase in MTOW. It remains to be 
seen if this “plus”-package will be 
enough to revive the market interest 
in the A380.

Despite the disappointing sales 
volumes in the first months of 2017, 
the manufacturers do not have to 
worry too much because the global 
fleet is still growing fast. 

Looking at the big picture, the 
rise of Airbus has been spectacular 
and one wonders if 25 years from 
now a major Russian or – more 
likely – Chinese original equipment 
manufacturer (OEM) will feature in a 
similar chart. 

Shorter term, Airbus, Boeing, 
Embraer, Bombardier and the other 
OEMs can enjoy a backlog, equal to 
8.4 years of deliveries at 2016 levels. 
This figure, however, is down from the 
nine years record level achieved in 
2015 and 2016. In reality, the backlog 
can be delivered over a shorter 
time period because the OEMs will 
increase their annual production 
levels as soon as they regain control 
over their suppliers. 

As previously mentioned, the 
limits in production capacity is 
one of the major elements that 
protects commercial aviation from 
the Armageddon in the shipping 
markets. As of September 2017, 
the commercial jet backlog stood 
at 54.4% of the in-service fleet, 
significantly lower than the peak 
level of about 60% from end-2014, 

Number  % 

Source: Ascend 

557% 

390% 
344% 

338% 

360% 

419% 

500% 
455% 

393% 
338% 

414% 
358% 

353% 

363% 

344% 

482% 
542% 

672% 

721% 

624% 

673% 
746% 

738% 

820% 
881% 887% 

851% 

0% 

100% 

200% 

300% 

400% 

500% 

600% 

700% 

800% 

900% 

1000% 

0 

2000 

4000 

6000 

8000 

10000 

12000 

14000 

16000 

1990 1991 1992 1993 1994 1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 

End of year order backlog Deliveries during the year Backlog as multiple of deliveries during the year 

Commercial jet backlog development

Number   

0 

200 

400 

600 

800 

1000 

1200 

1400 

1600 

1800 

Passenger Freight / Cargo Others All Source: Ascend 

Annual deliveries – western-built commercial jets all civil 
operators

Number   

Source: Ascend  

0 

100 

200 

300 

400 

500 

600 

700 

Asia  Pacific Europe North America Latin America Africa International Middle East Deferrals 

Cancellations & deferrals – western-built commercial jets all 
civil operators



23www.airfinancejournal.com 

Industry review and outlook:   dvb

early-2015. Whatever the cause, 
huge backlogs, low fuel prices, over-
ordering or economic headwinds, 
there are now strong indications that 
the new equipment market is past its 
peak. This is not dramatic and had to 
happen one day. For the first eight 
months of 2017, Flightglobal recorded 
984 deliveries, slightly down on the 
991 over the same period last year. 
Much of this seems to be because of 
delays in A320 and A350 deliveries, 
caused by engine respiratory interior 
suppliers issues. Recent reports 
indicate that despite all efforts, 
A320neo delivery levels are far away 
from their target levels.

With respect to order deferrals and 
cancellations, the first months of 2017 
also show a picture that seems to 
indicate fundamentally the equipment 
market is still healthy. 

There is no complete transparency 
regarding order deferrals and 
cancellations, and it is unlikely all 
agreements to cancel or defer are 
included in the published industry 
statistics. In the past, orders from 
defaulted carriers such as Kingfisher, 
for instance, stayed on the orderbooks 
for a long time, probably for legal 
reasons. Based on available data, the 
number of cancellations for the first 
eight months of 2017 came down to 
104, versus 116 during the same period 
in 2016. Defaulted Transasia’s order 
for six A321s was cancelled and so 
was 9 Air’s order for six 737-800s. Sun 
Express cancelled seven -800s as 
well. Air Europa cancelled four 787-9s. 
The remaining cancellations were 
generally “onesies” and “twosies”. 
Frequently, cancellations of orders 
for a NG or Ceo, for instance, were 
compensated by an order for a Max 
or Neo. 

The number of cancellation was 
relatively low and, equally, the number 
of reported deferrals decreased to 
52 from 117 for the first eight months 
compared with 2016. 

Delta, American and United 
deferred a total of 22 A350-900s. 
Virgin Australia deferred nine Max 
8s and Horizon six E175s. Jetblue 
deferred 10 A320/A321neos. 

For mid-life and ageing aircraft, 
the number of retirements increased 
from the extremely low 239 recorded 
during the first eight months of 2016 
to 302 in the same period of 2017. 

It should be taken into account that 
sometimes retirements occur because, 
for an aircraft lessor, the sum of the 
return compensation (for aircraft that 
do not meet the agreed maintenance 
condition) plus the proceeds from 
a part-out are more attractive than 
re-leasing the aircraft to a second-tier 
lessee. This is especially the case if 
the new lease would require a cash-
out to pay for a new or refurbished 
interior. Over the past 12 months, 
60 757s were retired, 49 MD80s, 
37 A320s, 33 CRJs, 30 747s, 29 
737 Classics, 27 767s and 17 A340s. 
More modern types were also cut 
up, including 24 737NGs, 15 777s 
and 12 A330s. The number of aircraft 
in storage stayed relatively stable 
at 2,303, slightly up against a year 
ago (2,282) but not if expressed as a 
percentage of the in-service fleet (now 
9.2%). Aircraft leaving storage can be 
good news – if redeployed – or bad 
news – if broken up – so, as such no 

conclusions can be drawn from small 
changes in the storage numbers.

Used equipment market
For investors and financiers, it 
is important to analyse what the 
impact of the ongoing generation 
change is – or will be – on the used 
equipment market and, in particular, 
on aircraft values. If a new aircraft 
design offers better fuel burn and/
or maintenance cost levels, the only 
way the older technology aircraft can 
remain competitive is by lower capital 
costs, such as lower purchase prices 
or lower lease rates. Obviously, in the 
current situation with relatively low 
fuel prices, the monetary savings in 
terms of operating cost offered by 
a modern – fuel-efficient – aircraft 
are relatively modest. Ignoring other 
benefits of the new-generation aircraft 
(range, maintenance cost, passenger 
appeal, environmental impact, etc), 
the premium of the new-generation 

Number   

Source: Ascend 

0 

500 

1000 

1500 

2000 

2500 

3000 

2008 
2009 2010 

2011 
2012 

2013 2014 
2015 

2016 

2015 1/1 - 1/9 (per 1/9) 

2016 1/1 - 1/9 (per 1/9) 

2017 1/1 - 1/9 (per 1/9) 

In storage Retirements 

Storage and retirements – western built commercial jets all 
civil operators

%   

Source: Ascend  

0% 0% 0% 
2% 

-4% 

5% 

-15% 

-2% 

-35% 

-30% 

-25% 

-20% 

-15% 

-10% 

-5% 

0% 

5% 

10% 

15% 

A319-100 - 10yr A320-200 - 0yr A320-200 - 10yr A321-200 - 10yr B737-300 - 15yr B737-800 - 10yr B757-200 - 15yr CRJ200 -   15yr Embraer 170 - 5yr 

2013 2014 2015 2016 2017 

N.A. 

Market value dynamics – single aisles aircraft of hypothetical 
constant age, changes in mid year CMV’s



Airfinance Annual • 2017/201824

Industry review and outlook:   dvb

jets over the older products should be 
more modest, compared with the high 
fuel environment of a few years ago.

With respect to new aircraft pricing, 
there are no public domain data with 
respect to average net transaction 
price levels, for instance. As a proxy, 
we use independent appraiser data 
for zero-year-old aircraft – in this case, 
data from Ascend. We have reflected 
the difference between estimated 
mid-year market values. In the used 
equipment market, it seems an 
increasing gap is developing between 
aircraft with leases attached and 
naked aircraft. 

With significant appetite among 
financial investors for commercial 
aircraft, those with a solid longer-
term lease currently command a 
premium. The potential buyers group 
for these income-generating assets 
is significantly larger compared with 
the number of potential buyers for off-
lease aircraft. Off-lease aircraft sales 

may be targeted at airlines, which are 
looking for short-term fleet expansion 
or sophisticated lessors/traders that 
have the capability to arrange a new 
lease for the aircraft. 

To analyse used equipment 
prices, we have compared Ascend’s 
published current market value 
estimates for the mid-year points 
in 2013, 2014, 2015, 2016 and 
2017. In the graphs, we have used 
constant age values for hypothetical 
aircraft of an age that can be seen 
as representative for the type. 
Consequently, the value dynamics do 
not take value effect of the physical 
ageing of an aircraft into account. 

As airline-to-airline transactions 
with naked aircraft seem to have 
become a minority of the transactions 
involving commercial jets, a debate 
has started about the relevance of 
appraised values that do not reflect 
the value of the attached lease. It 
seems that especially aircraft lessors, 

investors and traders are eager to 
see appraised values, including 
the value of the lease and even the 
contractual return conditions. As the 
market has become more competitive, 
it is important to recognise every 
dollar of value in a transaction. It is, 
however, challenging to appraise an 
aircraft with lease attached, without 
including all relevant details of the 
contract and applying an adjustment 
factor for the potential risk an airline/
lessee is not willing or able to meet 
all its contractual obligations. As an 
example, a 10-year lease contract 
with Lufthansa clearly has more value 
compared with a similar contract with 
a carrier on the verge of bankruptcy. 

Given the various forms of 
transactions, it is difficult to quantify 
the size of the used equipment 
market. It seems simple airline-to-
airline “metal” transactions are a 
minority now. In the lessor/investor 
market, individual aircraft with lease 
attached are traded, but also control 
over the asset-owning entity (such as 
a special purpose company) can be 
transferred, leaving the legal owner 
unchanged. Next to individual aircraft, 
portfolios consisting of multiple 
aircraft are traded among lessors and 
investors and, finally, entire leasing 
companies are traded. 

Just focusing on the simple metal 
market, it seems that over the past 
months, the market for modern single 
aisles has been strong. 

Current technology aircraft such as 
the 737-800 and A320ceo can remain 
competitive versus the 737 Max 
and A320neo longer than originally 
anticipated because of the lower fuel 
cost. 

While again difficult to quantify, the 
impression is that lease contracts for 
NGs and Ceos are more frequently 
extended, giving the airlines the 
combined benefit of lower lease rates/
capital cost and modest fuel cost. 
The flip side of this is that operators 
which did not commit to Neos or Max 
aircraft in the years of high fuel prices 
can now probably negotiate a much 
lower lease-rate premium for the new-
technology aircraft. In terms of storage 
numbers, it is interesting to note that, 
over the past two years, we have not 
seen a dramatic increase in stored (in-
production) single aisles. Obviously, 
the number of stored aircraft can 
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diminish because aircraft are broken 
up as well as returned to service. 
The only single aisle that has seen a 
significant increase in stored fleets 
between 1 September 2016 and 2017 
is the 737-300 model. This may be the 
result of Southwest parking a large 
number of these Classics. This may 
be caused partially by the introduction 
of the 737 Max and the complexity 
of combining pilot type-ratings for 
Classics, NGs and Max aircraft. Most 
of the other major commercial jet 
types have seen storage numbers 
come down, either by scrapping or 
redeployment.

During the past 12 months, the twin-
aisle market seems to be much more 
challenging with potentially significant 
changes in the perception of some so 
far popular types. A few years ago, it 
was obvious that aircraft such as the 
747-400 and A340 were falling out 
of favour. Despite some transactions 
seeing the A340-600 find new homes 
in Iran, values went down or rather 
it became more widely recognised 
at what extremely low levels these 
aircraft were trading. Passenger 
747-400s are rapidly disappearing 
from the skies but even the freighter 
version is in surplus. The 747-400SF 
as a converted freighter does not offer 
the benefits of the nose-cargo door 
that a factory-built freighter brings, 
and both the Boeing-converted BCFs 
as well as the IAI-converted BDSFs 
were parked in large numbers as a 
result of the crisis in the air cargo 
market. A recovery for this type seems 
unlikely. 

For younger 747-400(ER)Fs, the 
longer-term outlook may be more 
positive. Should Boeing decide to 
discontinue 747 production, -400(ER)
Fs and 8Fs are the only remaining 
western-built nose-loaders. Demand 
for this feature in the outsized cargo 
market is likely to continue for many 
years. The most interesting – and 
relevant – twin-aisle families for 
the financial community are A330s 
and 777s. Both types have enjoyed 
significant popularity with lessors, 
investors and bankers. The share of 
operating lessors in the A330 fleet is, 
at 42%, almost at single-aisle level. 
The 777-300ER comes close with a 
lessor share of 36%, while the 777-
200ER fleet is predominantly owned 
by the airlines because the lessor-

managed percentage is just about 
20%. 

Within the A330 family, both older 
and newer vintages still underwent a 
downward value correction. 

According to Ascend, younger 
A330-200s lost about 3% and older 
about 14%. Older A330-300s lost 
about 11% against only 6% for the 
younger HGW version. It remains to 
be seen how values for these two 
twin-aisle families will develop in 
the coming years with a significant 
number of lease returns scheduled till 
the end of the decade. 

Larger twin-aisle jets have proven 
to be challenging in terms of 
remarketing potential, partly because 
top-tier airlines generally prefer new 
equipment and partly because of 
the high transition cost. New interior 
parts are expensive and with interior 
manufacturers not even capable of 
delivering interior parts for new aircraft 
in time, reconfiguring a used twin aisle 
may be very time consuming. For the 
A330-300, cargo conversion may be 
a realistic option, although history 
has shown that cargo-conversion 
programmes do not really help 
residual values of feedstock aircraft.

Over the past year or so, the 777-
200ER was probably the aircraft that 
was hit hardest. Also over the past 12 
months, values dropped another 11%. 
The 747-400SF outperformed all other 
twin aisles with a value drop of 26%. 
777-300ERs stayed relatively stable 
with a drop of only 2%. Most positive, 
probably thanks to demand from the 
passenger-to-freighter market, was 
the 767-300ER (up 4%). In the single-
aisle markets, not many unexpected 

or spectacular value movements were 
noted. CRJ dropped further but 757s 
enjoyed a slight improvement. Most 
other changes were minor corrections.

In line with this perception, lease 
rates have come down as well. Older 
A330-200s and -300s and the 777-
200ER came down by an estimated 
6%, 11% and 15%, respectively. The 
777-300ER did not suffer as much, 
yet, but this is also a type that needs 
to be watched in coming years. Single 
aisles generally saw a positive move 
in lease rates, except minor negative 
corrections for older A320s and A321s 
and another big drop for CRJ200s.

Finance environment
It is always a challenge to form a 
picture of the current aircraft finance 
market environment. Probably the 
major OEMs are best positioned 
because they are the only ones that 
know all the details of the majority of 
transactions. Boeing Capital (BCC) 
annually publishes some data about 
the finance environment. At their 
conferences in Tokyo, London and 
New York, the company also conducts 
surveys among the attendees.

During the BCC conferences, the 
majority of voters believe there is 
too much capital available for aircraft 
financing. Some 61% of voters agreed 
with this in Tokyo, 62% in New 
York and a massive 73% in London. 
These numbers are up significantly 
compared with the 2016 survey. Only 
1% to 3% of voters believed there 
was a shortage of capital. This strong 
– some would say “overheated” – 
aircraft finance market ensures that 
aircraft with decent leases attached 
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continued trading at very high 
levels. As mentioned before, this is a 
completely different market from the 
metal market, where naked aircraft are 
bought and sold. Referring to Boeing’s 
benchmark traffic-light chart for the 
aircraft finance market, it seems that 
the good times are continuing, except 
for export credit. The problems in this 
segment have been described in this 
article already. Airframe and engine 
manufacturers are also “yellow”, 
which probably indicates that there 
is no real desire from the side of the 
manufacturers to step in. In several 
cases, however, the OEMs were 
forced to help carriers where ECA/
Exim finance was not forthcoming 
or delayed. For the commercial 
banks, these situations also offered 
opportunities for bridge facilities, 
awaiting the reopening of Exim/ECA. 
The uncertainty about ECA/Exim take-
out financing also has an impact on 
predelivery payment (PDP) financing. 
The attractiveness of this type of 
facility for the financier generally is 
based on the fact that the asset will 
be in a relatively safe jurisdiction prior 
to delivery (France, Germany, the US, 
etc) and that, in most cases, there is 
a reasonable probability that there 
will be take-out financing at the time 
of delivery. Apart from several legal 
issues, the main risks materialise if 
the original customer defaults before 
the delivery date. The OEMs tend to 

set the assignable purchase price 
(the purchase price for which the 
PDP financier can take over the asset 
in case of a default by the original 
customer) often at absurdly high 
levels, compared with the agreed 
real purchase price. While this policy 
stems from a concern that financiers 
should not benefit from a default of 
the original customer, it means that, 
in many cases, the airline customer 
has to inject significant amounts of 
equity into the deal. While for strategic 
aircraft types, the OEMs are likely 
to help out the PDP financier, this 
may not always be the case. Under 
such a scenario, the reconfiguration 
cost could be an unexpected and 
unwelcome additional cost element.

Overall, however, there certainly is 
no more funding gap in the industry. In 
the Boeing chart, effectively “leasing 
companies”, capital markets”, “private 
equity/hedge funds” and “commercial 
banks” could be printed in the 
brightest green available. The Boeing 
survey indicated that industry insiders 
expect that over three years, the 
operating lessors will be the largest 
source of aircraft financing. The 
percentage mentioned in the three 
cities fluctuated between 56% and 
57%. Currently, lessors manage 36% of 
the commercial jet fleet (western built, 
all civil operations) in service, 32% of 
the aircraft in storage and “only” 20% 
of the jets on order. Based on the 
survey, there apparently still is room 
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for growth in aircraft leasing.
In all three financial centres there 

seems to be an agreement that next 
to leasing, the capital markets will 
fulfill 20% to 30% of the finance need, 
with the remaining difference largely 
made up by commercial bank debt. 
It should be taken into account that 
lessors rely largely on capital markets 
(37%), bank debt (36%) and internally 
generated cash (25%). For the survey 
period, export credit is seen at an 
insignificant 1% to 2% of total market 
funding (airlines and lessors). The 
latter implicitly reflects the optimism 
in the industry. Export credit agencies 
had to come to the rescue during 
the 2008-10 crisis to prevent airlines 
falling into the funding gap. A repeat 
of this scenario is apparently not 
expected.

Again, according to the benchmark 
Boeing figures, the industry will need 
an estimated $126 billion to pay for 
the 2017 commercial jet deliveries. 
While this is a staggering amount as 
such, it now looks like this will not be 
a problem at all. Asian investors, in 
particular from China, have indicated 
they are eager to each invest billions 
of dollars into commercial aircraft 
financing. Bohai Leasing, part of the 
HNA Group, does not shy away from 
investing a few billion in commercial 
aircraft either. After having set up 
Hong Kong Aviation Capital, the 
Chinese travel, tourism and logistics 

company acquired Avolon for about 
$2.5 billion. And subsequently Avolon 
took over the aircraft-leasing arm 
of CIT Group for an estimated $10.4 
billion. This moved the combined 
HKAC/Avolon/CIT fleet to third spot 
in the lessors’ ranking right behind 
mega-lessors GECAS and AerCap. In 
terms of fleet size, GECAS still takes 
top spot, AerCap a close number two 
and Avolon a more distant number 
three. It is interesting to note that 
during the past months, more and 
more observers have started to 
express concerns about the rapid 
expansion of the HNA Group. Very few 
have a good insight into the financial 
structure of the company. In recent 
press reports, Avolon has insisted it 
remains unaffected by the growing 
scrutiny of its parent, HNA. 

A number of recent reports 
indicated China’s government was 
clamping down on some of its biggest 
global deal-makers amid concerns 
about their debt-fuelled buying binge. 
It seems there are hardly any limits to 
the appetite of the Chinese investors 
to acquire commercial jets. Apart from 
the fact that commercial jets, as one 
of the few asset classes, were not 
significantly affected by the recent 
economic crisis, Chinese investors 
are eager to invest outside of the 
country and into dollar-denominated 
and dollar-earning assets. Aircraft 
are expected to offer protection 

against currency movements and are 
expected to offer acceptable yields in 
a world where interest rates have hit 
rock bottom and, in some cases, even 
turned negative. 

Will this new gold rush come to 
a happy end? Experienced aircraft 
traders complain that aircraft 
transactions now take place at 
unrealistically high price levels. 
Airlines indicate they get extremely 
competitive offers for sale and 
leaseback transactions from less-
experienced entities that apparently 
have huge risk appetite and/or are 
counting on bullish residual value 
assumptions. As indicated, probably 
the fundamental economics of these 
transactions are less important than 
the protection they offer against 
exchange rate risks and other 
monetary risks. 

Apart from Chinese investors, 
Dubai Aerospace Enterprise (DAE) 
completed the acquisition of the 
AWAS group of companies and this 
moves the Middle East company into 
the top tier of global aircraft lessors. 

Other significant investments in 
aircraft portfolios are frequently 
made by Japanese investors, North 
American private equity firms and 
pension funds. These latter categories 
in many cases transfer the risk to 
others, including private investors 
and employees that expect to 
benefit from pension schemes. For 
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the fund managers, it is very difficult 
to find any meaningful investments 
that generate acceptable yields to 
fulfill pension obligations or offer 
competitive investment returns. 
Hopefully, investors in aircraft have 
taken into account that, contrary to 
stocks and bonds, aircraft are subject 
to technological risks. Low fuel costs 
are extending the lives of midlife and 
older generation aircraft, but should 
fuel return to previous levels, the 
old-generation aircraft will be rapidly 
replaced by more efficient new-
technology equipment. The fact that 
lessors and financial investors own a 
significant share of the world fleet may 
facilitate a relatively quick transition, 
because airlines will not have to deal 
with book losses on these leased 
aircraft. 

While much of the investment funds 
are aimed at (near) new equipment, 
significant investments are now also 
aimed at what once was a niche 
market: mid-life and end-of-life aircraft. 
Anticipating bonus income from 
lease-extensions, monetary return 
compensation for below-agreed 
aircraft condition and anticipated 
proceeds from aircraft and engine 
part-out, should result in above-
average returns. With reported asset-
backed securities transactions for 
anything ranging from nearly new via 
mid-life to older aircraft from DAE ($411 
million), Elx Aviation ($410 million), 
Apollo ($510 million and $640 million), 
Aergen ($325 million), Castlelake 
($916 million), Blackbird ($800 million) 
and GECAS ($709 million) this can no 
longer be called a niche market.

The volume of EETC transactions 
reported in 2016 came down from 
2015 and reached the level of $5.3 
billion, down from $6.7 billion. The 
majority of paper came from US 
majors American ($3 billion) and 
United ($2 billion). As an outsider, 
Norwegian tapped the market for 
$300,000,000.

So, commercial banks have to 
compete against a wider and deeper 
group of alternative funding sources, 
with the emphasis on Asia. Within 
the commercial banking world things 
are changing as well. Decades ago, 
when aircraft financing was still in its 
infancy, the big US banks dominated 
the market. Later, the centre of gravity 
moved to Europe, followed by Japan. 

According to BCC, China will be 
the major source of bank debt for 
commercial aircraft deliveries with 
31% of the market in 2017. Japan will 
still be a respectable second (15%), 
followed by Germany (12%), France 
(8%), Australia (7%), the Middle East 
(6%) and the US (5%).

Outlook
So, with all of the above in mind, 
can we answer this simple question: 
“where are we in the cycle?” Like last 
year, this is still difficult. In general, it 
seems the industry is on a relatively 
high plateau. A complicating factor 
is that in our industry there are many 
cycles. To start with the simplest 
cycle, the technology cycle. It seems 
we are right in the middle of a fleet-
wide generation change. Arbitrarily 
allocating new-technology aircraft 
types, in the regional jet market, 
the Superjet is now a small but 
established aircraft. The CSeries also 
has entered into service but is still 
in an early stage. The Embraer E2 
and Mitsubishi MRJ are still to enter 
service.

In the single-aisle market, the 
A320neo has entered service and so 
has the 737 Max. Looking East, the 
Russian MS21 and Chinese C919 will 
also take a few years before service 
entry but, in May 2017, both types 
made their first flights. In the twin-aisle 
market, the 787 and A350XWB are 
in service and can be spotted at an 
increasing number of airports. The 

A330neo and 777X are still in the pre-
prototype phase. In the super heavy 
category, it seems the relatively young 
747-8 and A380 are already past their 
prime and both face an uncertain 
future. 

Overall, it can be concluded that 
we are about halfway through the 
generation change, or, halfway 
through the technology cycle. 
The flipside of all the new aircraft 
introductions, obviously, is the fact 
that older generation aircraft will reach 
the last-of-the-line stage soon. Based 
on historical experience, this group 
of late-production aircraft generally 
loses value much faster compared 
with early- and mid-production aircraft 
of the same type. Anybody investing 
in these last-of-the-line aircraft should 
take this risk into consideration. 

There are three elements that may 
favour this group. First of all, demand 
for air travel is still growing at a solid 
pace. Second, low fuel prices extend 
the viability of these – relatively less-
efficient – aircraft for the time being. 
Third, low inflation should result in 
modest delivery price increases as 
the result of contractual escalation 
clauses. Although the cost index for 
the labour element is still increasing, 
material costs show negative index 
developments. Logically, delivery 
prices for last-of-the-line aircraft 
should not increase as fast as 
originally feared.

Staying with the metal, it is obvious 
that we are already in a downward 

12%  Other 31%  China 

12%  Germany 15%  Japan 

8%    France 

5%    USA 

6%    Middle East 

7%   Australia 

Source: Boeing Capital Corp. 

Global aircraft bank debt markets for airplane deliveries 
(2017 forecast)
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phase with respect to sales volumes, 
whatever the explanation for this. 
Given the huge backlog, one can 
agree with statements from Airbus 
(and implicitly Boeing) that “aircraft 
manufacturing is no longer a cyclical 
business”. Even in case of a mild 
downturn, the OEMs seems to have 
enough of a backlog to keep the 
factories going for a few years, 
under the conditions that (i) there 
will still be funding available to pay 
for the delivery of all these shiny 
new aircraft, and (ii) the market share 
battle will not result in further short-
term increases in production rates. 
After all, production discipline in 
commercial aviation is the only thing 
standing between us and chaos (read 
a shipping-type crisis).

Moving away from the metal, it 
seems airline profitability is now close 
to peak levels. Fuel cost savings 
are slowly distributed to other 
stakeholders, including the travelling 
public and employees. The fuel price 
remains unpredictable, but assuming 
another fuel spike, it seems very 
likely that the world’s airlines could 
dive into the red again. Let’s face it, 
if you cannot make money today as 
an airline (and several airlines still 
cannot), when will you? Airlines losing 
money in 2017 will have difficulty 

surviving when the going gets really 
tough.

Finally, aircraft values and the used 
equipment market. While the decisions 
justifying the flow of billions from North 
American pension funds and private 
equity firms as well as Asian investors 
are taken by smart people, somehow 
this gives many observers an uneasy 
feeling. Historic examples that spring 
to mind include Tulip Mania in the 
mid-1600s, the dotcom bubble in the 
late 1990s, the sub-prime mortgage 
crisis of 2007 and the still ongoing 
crisis in the shipping business after 
a “synchronised boom” that ended 
in 2008. While near term, there are 
very few signs of an aviation crisis, the 
old adage “the higher they climb the 
harder they fall” has to be kept in mind. 

Already we see clear signs of 
weakness in the twin-aisle market 
where the technology change is 
taking place. Airlines and investors are 
confronted with disappointing residual 
values for their expensive twin-aisle 
aircraft. So, for twin aisles, we already 
seem to be on the way down. Single 
aisles still have some time to go, but 
already we see some of the smart 
money trading out of their older asset. 

Geopolitical, macro-economic 
and energy-political factors will 
drive the major changes but, 

unfortunately, timing for these remains 
unpredictable. To end on a more 
positive note, liquid, new-generation 
aircraft, such as the 787-9, A350-900, 
A320neo and 737 Max appear to be 
great investments for many years to 
come and will almost certainly survive 
the next downcycle(s).  

In summary, the industry seems to 
be hovering at great heights and there 
are hardly any real indicators of an 
imminent crash. Traffic growth is very 
robust, fuel remains low, financing is 
plentiful and cheap and most airlines 
are profitable. Sadly, another positive 
factor is the fact the travelling public 
is getting used to terrorist acts and 
the impact of these atrocities today 
is mainly on a local level and for a 
relatively short period.

So, where are the potential dark 
clouds? A black swan event seems 
the most likely cause of the next 
downturn. These are by definition 
difficult to predict. Clearly, the 
situation around North Korea is 
worrying. Another trigger could be a 
potential major default of, for instance, 
a Chinese leasing company. As such, 
it already says a lot that we need 
to look for events like this to find a 
potential cause for a downturn. Could 
our industry after all really be in a 
supercycle? 
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INACCURATE OR 
MISSING DATA

===
COSTLY LOSSES
Remarketing aircraft with the 
wrong MTOW can cost the 
lessor millions to upgrade

Capturing incorrect data points on 
a delivery estoppel can result in 
paying out more than required

Inadequately capturing lease 
provisions can result in the loss of 
millions of dollars for a lessor

Missing or unusable records 
can mean necessary additional 
major maintenance which can 
be as much as $20-30M on a 
Boeing 777
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Avoid Costly Losses By Ensuring  
Accuracy of Your Vital Data
Zeevo Group explores the ever-expanding data requirements within the 
aviation industry, and how to ensure the accuracy, efficiency, and efficacy 
of your leasing company’s vital data to prevent any outsize impact on your 
financials.

Records 
Management

where it all starts

THE DATA  
LiFE CyCLE

Data Entry
task of 

translating & 
inputting the 

data

Database 
Management

where and how  
all the data  
are stored 

Analytics
data used for 
maintenance 
forecasting & 

technical  
analysis 

Sweeping regulatory mandates such as Sarbanes-Oxley 
(SOX), higher levels of scrutiny and rapidly evolving 

markets, are making capturing and processing data for 
aircraft lessors more crucial to success than ever. 

Inaccurate or missing data can have an outsized 
impact on an aviation leasing company’s financials. A few 
common and costly examples include:
•	 Remarketing aircraft with the wrong maximum take off 

weight (MTOW) can cost millions to upgrade; 
•	 Capturing incorrect data points on a delivery estoppel 

can cause miscalculations on a component’s maximum 
top-up exposure, resulting in paying out more than 
what is required;

•	 Missing or unusable records can mean having to re-
perform major maintenance on aircraft to remarket it. 
This can be as much as $20-30 million on a Boeing 
777; and 

•	 Inadequately capturing lease provisions, such as end of 
life (EOL) compensation mechanisms, can result in the 
loss of millions of dollars for a lessor.

Zeevo Group Principal John McCartney puts it succinctly: 
“Better data means better results.” This is certainly true, 
but leveraging the full power of your data is difficult when 
you’re inundated with it. “It sometimes seems that there 
is an infinite volume of data required to keep up-to-date 
information on a single aircraft’s technical specifications—
let alone a whole fleet of aircraft. Yet employee time is a 
finite resource,” claims McCartney. 

The value of accurate data is beyond question, but the 
extraction, entry, management, and integration of data is 
both time consuming and fraught with risk. The difficult 
question for any leasing company is: 

     How can we efficiently capture all of this 
information while maintaining impeccable 
accuracy, efficiency, and efficacy?

When it comes to data management, efficiency entails 
the useful energy, time and money spent entering and 
storing data, while efficacy entails the ability of using it 
to produce the best results. And then there is accuracy. 
A company can be efficient at data entry, but if the 
information is erroneous or inaccessible, how much value 
does it really have?

It is a difficult balancing act to process data with 
alacrity while ensuring both precision and worth. Plenty 
of obstacles may impede your company, but given the 
right tools and procedures, you can overcome these 
data bulwarks to achieve the intended outcome without 
integrity or speed loss.

The Data Life Cycle
In capturing the current technical status, projected 
maintenance cash-flows and asset appraisals for a fleet, 
there are four principal stages in the data life cycle:

Zeevo Group is well equipped to meet the challenges 
presented in each of these stages, applying leading-edge 
processes across multiple systems and platforms. The 
Zeevo team has faced the difficulties that this involves, 
and has members with the specific skill sets to ease the 
burden of data management, so your employees’ time is 
spent fulfilling their primary responsibilities.

Records Management
To best understand the optimal use of data for an aircraft 
leasing company, one needs to start at the source: the 
documents.

On any given day, an aircraft lessor can receive or 
produce countless quantities of vital documents. These 
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include utilization reports, technical specifications, 
Life Limited Part (LLP) disk sheets, contracts, delivery 
estoppels, original equipment manufacturer (OEM) 
manuals and original certificates—the list goes on. Drill 
down on any of these, and there are more subcategories. 

For instance, CofAs and critical maintenance records 
include maintenance reserve claims with invoices, work 
scopes, certificate of release (CRS), task cards, etc. With so 
many records, even the most unflappable data manager 
can feel inundated and overwhelmed. 

And, as anyone who has worked in technical knows, 
documents can come in a wide array of formats and 
structures—often with minimal consistency across an 
entire fleet. Even the file types—PDF, Word or Excel—can 
vary depending on the source. It is not unusual to have 
inconsistent formats coming from the same source. As for 
scanned documents, how many times have you opened 
a scanned file only to discover that the most crucial 
information was illegible?

Given the quantity and variety of documents, tracking 
and storing them can be a headache, but it remains 
an essential task for an aviation leasing company. The 
process by which a company does this task is not only 
important to the people responsible for data entry, but 
also for mitigating risk and minimizing control deficiencies 
when auditors come to town. (SOX controls, anyone?) 

     By having a defined records management 
procedure in place, important stakeholders for 
a given document will enjoy increased visibility 
of when it was received, and can more easily 
retrieve it when requested by other parties.

With regard to improving efficiency, a well-defined 
records management procedure involves several key 
steps and functions:

Specifying your Methodology
The first thing to consider is whether an all-encompassing, 
uniformed set of guidelines and procedures should be 
applied to all fashions of records received. Does it really 
make sense to apply the same methodology for technical 
records as with legal or contractual ones? 

It makes more sense to define distinct approaches 
that are dependent on the type and purpose of the 
record. In doing so, a company can be more agile when 
accommodating the disparate requirements for varying 
records.

Of equal importance is the selection of an optimal 
records management system for a company’s needs. 
These management systems are two-fold. One is a 
document management system for internal storage of 
records. The other is a maintenance records system to 
upload records from external sources. 

When selecting a records management system, some 
key points include:
•	 Document control and versioning;
•	 Ability and ease of managing access. Can it control 

access rights for folders by department team members? 
What about permissions for external parties such as 
auditors or potential follow-on lessees?

•	 Security;
•	 Storage size—how much digital storage space is 

needed? Keep in mind that a ten-year-old aircraft 
may have over thirty cardboard banker size boxes of 
records;

•	 For maintenance records, is the system stable 
enough to support the FAR Part 121, Section 121.380 
maintenance recording requirements?

•	 Indexing and use of meta-data that enables ease of 
filtering and searching for documents; and

•	 Ability to be integrated with a company’s other systems, 
and initiate workflows when documents are uploaded.

Formulate procedures and process maps
for all methods of receiving records  

(e.g., claims vs. audits)

Select a records management system 
to store records that allows for searchable 
(OCR) records and delegation of access

Maintain a defined and consistent  
folder structure 

Automate receipt of records  
uploaded in the field with internal 

acceptance procedures


Employ best practices for scanning
documents, including OCR’ing documents & 
breaking up packets of records appropriately

Use consistent naming conventions  
and guidelines for indexing records

Put in place alerts and/or workflows   
triggered by uploading certain documents

Consider user-friendly technology 
with proper training and gain team’s “buy-in”  

to avoid GIGO—garbage in, garbage out
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File Organization
For routinely received records, such as utilization reports, 
having a portal that allows lessees to directly enter 
consistently formatted data into a system—where it can 
be accepted or rejected (i.e. returned for corrections)—
grants visibility to multiple stakeholders while keeping a 
consolidated track record of the information received.  

Furthermore, upon acceptance, the data can then feed 
into an asset management system for billing and asset 
status updates. This may also cover a company’s internal 
controls as the data comes directly from the lessee and is 
never re-typed.

Efficient scanning of documents starts with the 
selection of hardware and software. Choosing those that 
produce clean images and automatically OCR documents 
saves time down the road. Assembly line tactics, where 
one scans multiple documents at once, separated by 
identifiable header pages that can then be broken out 
once in PDF form, are a helpful practice for efficiently 
capturing large packets of records.

Consistent naming conventions for files and pre-
defined folder structures enable relevant stakeholders to 
easily locate and retrieve documents. A strong naming/
categorization convention for a file should contain: 
•	 the date of the document;
•	 the MSN;
•	 component serial number, and/or operator it is 

associated with; and 
•	 the type name of the document (e.g., disk sheet). 

These type names are best when pre-defined, including 
any caveats regarding the variations of the type (e.g., pre-
shop visit disk sheet vs. post-shop visit disk sheet). 

Consistent folder structures across aircraft or operators 
ensure that regardless of the MSN, the same document 
types reside in the same sub-folders.

When defining record management procedures and 
implementing record management technologies, a 
company should always account for how user-friendly 
these are. To reap the benefits of these procedures and 
technologies, employees must be properly trained in how 
to use the technologies, and procedures must not be too 
arduous for employees to reliably follow. Systems and 
procedures that are too laborious become a disincentive 
for employees to adapt to them. Finding the right 
equilibrium can optimize the organization of a company’s 
documents.

Data Entry
Having a well-defined Records Management procedure 
is essential, but all that information has limited use until 
all the relevant data is extracted and entered into a 
repository (e.g., an asset management system). After 
all, who has the time to continuously reference source 
documentation every time he or she wants to know a 
handful of data points? While data entry is certainly not the 
most glamorous aspect of a company, it is one of the most 
vital cogs for supporting those gears that drive analysis 
and management decision. 

 

Whether for large scale projects or routine tasks, 
data entry is a time consuming and often mundane 
responsibility. Many people have gotten their start within 
the aviation industry through data entry positions, so it’s 
not hard to find “war stories” of people punching keys 
and taking names. As these unsung heroes can likely 
attest, one can get into a groove when keying in data. 
Nothing can upset that groove more than constantly 
having to eyeball validation checks and draft related 
correspondence. Most data entry roles can be summed up 
by, “How can I do this faster and better?”

When it comes to entering utilization reports or 
technical specifications, the speed at which the data 
is entered only matters if it is accurate. Incorrect data 
entry adversely affects proper invoicing, re-marketing 
of assets, cash-flow projections, and asset valuation, as 
well as numerous other areas that impact a company’s 
bottom line. The question is, “how can data be entered 
or collected in a timely fashion, while ensuring accuracy 
and keeping the relevant stakeholder apprised of any 
pertinent information?”

With the use of automated alerts, detective controls, 
integrity checks, and portals for direct entry, data 
capturing tasks can be compartmentalized to focus more 
energy on the actual inputting and collection of data.  
Such features can free up more time for valued employees 
to spend on other responsibilities.

Data entry takes on many forms, but to illustrate the use 
of these features the focus here is on utilization reports 
and LLP disk sheets.

Utilization Reports
Entering utilization reports is a monthly activity for an 
aircraft leasing company. These reports are used for 
maintenance reserve invoicing and maintaining an up-
to-date status on an aircraft. They are pertinent to the 
Technical department, which uses them to track the status 
of an aircraft. The Accounting department, uses them to 

Exploring ways to automate data entry 

process using data mining from records, 

lessee portals with direct feeds, and record 

repositories that may auto-detect record 

types and appropriate naming conventions, 

can reduce time and money spent on data 

entry. The future is now, and technologies 

are evolving to manage this.
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monitor cash-flows and the Marketing department needs 
them to have the latest and greatest information when 
pitching an aircraft or engine to prospective lessees.

A utilization data manager has assisted with data entry 
for a globally recognized aircraft lessor. For a batch of 50 
aircraft, she has estimated that it would take around eight 
continuous hours to just enter the data if no time were 
spent on validations, reviews, and correspondence. 

 

That means she is handling roughly 13 fewer aircraft 
per day than if she had focused more explicitly on entry. 
So, what exactly is slowing her down and how can it be 
remedied?

Starting at the beginning, as previously detailed, a 
lessee portal for the direct entry of requisite data points 
into a system with follow on workflow triggers limits 
the manual re-typing of monthly and total utilization by 
component for a lessor. The workflow increases visibility 
for when a utilization report has been received, allowing 
for quicker acceptance or rejection of the data into an 
asset management system. 

Alerts and Detective Controls
When reviewing a new utilization report, alerts and 
detective controls can inform the enterer or reviewer of 
any important details from the previous month’s utilization. 
This can go a long way in interpreting any anomalies on 
the current month’s report. For example, if the reviewer 
sees an alert that an engine had accrued zero utilization in 
the previous month, it would help explain why there was 
zero utilization reported for the current month, reducing 
the need to investigate further. 

On the flip side, if the reviewer received the same 
alert, but the current month’s report does show utilization 
on the engine, then the reviewer knows that the engine 
is no longer grounded, and the relevant parties can be 
informed.

Speaking of informing the relevant parties, with the use 
of alerts, a reviewer can note important status change 
information in the asset management system and have the 
relevant stakeholders immediately alerted to the change 
without having to draft a correspondence. For instance, if 
a utilization report notes that an engine has been inducted 
into the shop or shows zero utilization, then alerts can be 
used to automatically inform the applicable technical team 
member, which in turn gives that person a head start in 
determining the status of the engine.

Analogous features can also be used to notify the 
reviewer when monthly utilization accruals on non-

airframe components (e.g., engines, landing gear, APU) 
do not align with the airframe’s accrual for the month. 
Notifying the reviewer of discrepancies between a given 
component’s accrual compared to the airframe to which 
it is contractually associated can assist in determining 
the location of the component. These component accrual 
discrepancies can mean that the component has been 
removed for maintenance, but can also be indicative 
of when it is attached to a different airframe. Informing 
the reviewer and/or using alerts to notify the applicable 
Technical department stakeholders of these types of 
discrepancies enables them to get ahead of the game in 
determining the component’s status and location. If not 
already noted on the utilization report itself, the relevant 
stakeholders can use this information to reach out to the 
operator to see if the component has been removed for 
maintenance or if it was attached to a different airframe. 

Detective controls and integrity checks can also be 
used to identify abnormal utilization that can be difficult 
to catch by just eyeballing the report. Over time, historical 
trends of flight hour (FH) to flight cycle (FC) ratios can be 
leveraged to identify abnormalities in a utilization report. 
If the data entered has a statistically significant variance 
in the FH to FC ratio compared to historical trends, then 
detective controls can be used to alert the reviewer and/
or relevant stakeholders that there may be an error in the 
utilization report provided.

Comparable checks can be used to inform the reviewer 
of what a component’s Time Since New (TSN) and Cycles 
Since New (CSN) should be based on the accrual entered. 
This calculated TSN/CSN can then be compared to the 
TSN/CSN detailed in the utilization report. If the variance 
is beyond a material threshold the reviewer can then note 
this, immediately informing the relevant stakeholders of 
the discrepancy. 

None of these alerts, detective controls, and integrity 
checks can eliminate the need for an eyeball review and 
validation of the data. However, they can eliminate manual 
re-entry of data by multiple parties, assist in diagnosing 
the cause of incongruities, and in recognizing outstanding 
issues without having to spend time performing exhaustive 
and redundant checks each month. Having more context 
made easily available improves the efficiency of validation 
reviews; thereby freeing up time for employees to move 
on to the next task.

LLP Disk Sheets
Engine maintenance is expensive.  Spending $3 million on 
replacing an entire LLP stack too early just because there 
was not enough information available is not acceptable.  
Accurately tracking an engine status at the LLP level is 
essential to effectively managing a company’s assets. 

However, for her 
typical process 
she contends that 
only 75% of her 
time is spent on 
entry, with the 
other 25% spent 
on validations and 
correspondence. 

The materiality threshold should be 

defined by the Technical department, but a 

reasonable threshold can commonly be a 

margin of five FHs and two FCs.
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Inputting LLP disk sheet data represents one of the more 
intricate and involved data entry tasks that an aviation 
leasing company faces. An engine can have anywhere 
between 15 and 75 (depending on the inclusion of fan 
blades and/or annulus fillers) individual LLPs reported on 
a disk sheet. As listed below, each of these parts requires 
entry of several distinct data points on top of the high-level 
metadata for a disk sheet. These data points include:
•	 Disk sheet date;
•	 Disk sheet type or source (e.g., post shop, delivery);
•	 Engine TSN and CSN;
•	 LLP name (e.g., Booster Spool);
•	 Engine module (e.g., High Pressure Turbine (HPT);
•	 LLP part number (PN);
•	 LLP serial number (SN);
•	 LLP life limit;
•	 LLP FCs consumed; and
•	 LLP Cycles Remaining (CR).

Further complicating matters, given that certain engines 
can operate at different thrusts (which can also mean 
varying life limits per LLP), the last three data points may 
require entry for each applicable thrust level. All told, 
this can mean that over a hundred data points must be 
captured to enter a single disk sheet.

For instance, a CFM56-7B engine variant (which is 
the engine variant associated with globally popular 
Boeing 737 Next Generation aircraft) typically includes 18 
individual LLPs. If operated at only a single thrust, then 
there could be 126 data points to capture not including the 
disk sheet metadata. If operated at two separate thrusts, 
however, that number can balloon to 180 data points 
(54 additional data points to capture the life limits, FCs 
consumed and CR for each additional thrust rating).

Given that LLPs can be one of the costliest maintenance 
expenses—replacing the entire LLP stack on a CFM56-7B 
variant would be in the $3 million range—it is essential to 
ensure the accuracy of the data entry. 

Relying solely on one party to enter the data and 
perform eyeballed validations can be both inefficient and 
ineffective. So what can be done to mitigate the risk of 
false entry? 

Potential Solutions
One method is the use of a double entry mechanism, 
which for these purposes can qualify as a form of integrity 
check. 

A double entry mechanism is a process in which data 
for the same disk sheet must be entered twice and be 
consistent across both entries before being considered 
valid. With so many data points requiring input, it is easy 
for human error to occur during entry, but it is unlikely for 
the same error to occur by two different people.

Double entry mechanisms can identify any incongruities 
between the two entries, forcing both parties to come 
together to reconcile the cause of the mismatch and rectify 
the error before the disk sheet can be considered valid 
and finalized. While double entry can be time consuming, 
it represents one of the most fool-proof procedures for 
ensuring the accuracy of data entry and complying with a 
company’s documented controls.  

 

As with utilization reports, similar tools can be used 
to inform relevant stakeholders of major status changes 
and discrepancies resulting from the entry of a new disk 
sheet. One such tool, from a data entry perspective, is the 
use of calculated CR estimates derived from the engine’s 
CSN, which can be used to cross-reference against the 
CR reported in the disk sheet. If a previous disk sheet 
on an engine already exists, then, in theory, the CR for 
the current disk sheet should equate to the CR from the 
previous disk sheet minus the delta of the current disk 
sheet’s engine CSN and the historical ones.  Alternatively, 
if no previous disk sheet exists, in theory, the CR should 
equate to the life limit minus the engine’s CSN. By having 
calculated CR estimates available, the enterer can 
more easily identify potential discrepancies that require 
further investigation. These discrepancies can be an 
indication of an error in the actual disk sheet provided, 
the replacement of an LLP, a change in operating thrust, 
and/or an extension of an LLP’s life limit compared to the 
last recorded disk sheet. Without a CR estimate, it can be 
nearly impossible to identify irregularities in the latest disk 
sheet—like finding a needle in a haystack.

Additionally, detective controls that compare the last 
recorded disk sheet against the current one being entered 
can assist in uncovering possible engine shop visits 
that were previously unknown. This can be of particular 
use with non-reserve payers that are not as forthright 
regarding an engine’s status. This control would work 
by simply identifying LLPs that have a higher CR than 
previously recorded.  If this scenario were to arise, the 
relevant stakeholders could be automatically alerted to the 
status change, thereby giving them a heads up to reach 
out to the operator to confirm the engine’s status.

The alerts, detective controls, and integrity checks 
illustrated here (along with others not directly referenced) 
can come from several sources. Some may already be out-
of-the-box features in your company’s platform that only 
need to be enabled. Others may require the creation of 
workflow procedures and protocols. And others still may 
require the use of third party reporting tools (i.e., business 
intelligence). Whatever the case, the implementation 
of these tools can greatly reduce the energy spent on 
data entry and review, while maintaining a high degree 
of accuracy. It can also provide visibility of an important 
status change and any discrepancies in need of further 
investigation.
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Looking forward, instead of performing data entry, why 
not go straight to the source? Developing integration 
solutions between a lessor’s system and an airline or 
MROs maintenance planning system, may enable the 
requisite data to be shared instantaneously; thereby 
eliminating the need for duplicate entry.

Database Management
Data entry is needed to capture relevant information, but, 
no matter how efficiently and accurately it is entered, 
that data bears no fruit unless it is made accessible. Most 
aviation finance companies start out using spreadsheets to 
track their asset and contract information. As a company’s 
fleet size grows, so does the number of transactions that 
must be managed. The larger the fleet size, the more 
difficult it is to track the asset and lease information solely 
through spreadsheets.

Relying on spreadsheets can also increase the risk of 
operational errors. If the wrong version of a spreadsheet 
is distributed or there is an error in a cell formula, then a 
company may under bill for maintenance reserves. The 
more transactions a team needs to process, the more error 
prone the process becomes. Accordingly, most company’s 
eventually purchase a (transactional) asset management 
system that relies on an underlying relational database.   
Whatever the system, the data entered will be stored in 
one of these databases. How that database is managed 
and how the data within is extracted—either through the 
system’s out-of-the-box reports or data analytics tools—is 
key for delivering effective management reporting.

Making the decision to purchase or even develop a 
customized asset management system is just the first 
step. There are still many pitfalls that can inhibit the full 
realization of a company’s substantial investment in one 
of these systems. Well-defined business processes, and 
a clear understanding of where a new system fits in with 
those processes, is crucial to successful implementation. 

Another important decision is: “Should a company load 
all of its historic data?” Other targeted decisions, such as 
a defined, consistent approach in naming conventions 
and input processes, all contribute to the quality of data 
records—enabling the ability to re-use and integrate the 
data with other systems across an organization. 

It is essential that the chosen asset management 
platform can easily integrate with third party reporting 
and business intelligence (BI) tools. Given employees’ 
competing priorities (i.e. primary responsibilities vs. 
implementation and optimization tasks), a project such 
as this may appear too daunting for an aviation finance 
company to tackle without a dedicated team that includes 
employees supplemented by outside resources. 

An experienced implementation team can go a long 
way in avoiding the common pitfalls of this process and 
maximizing the technology investment. The effort involved 
in migrating data to an asset management technology 
should not dissuade a company from embarking on the 
journey. 

The benefits can greatly outweigh this effort and can 
immediately pay dividends, including the continuous time 
saving benefits.

Data Extraction
One of the most frustrating obstacles that aviation leasing 
companies encounter is the inability to extract their data 
from multiple sources in a meaningful way. Many systems 
used in the aviation leasing industry today have built-in 
reporting features, but often times the system-generated 
reports do not sufficiently cover the requirements of the 
relevant stakeholders. BI solutions can be leveraged to get 
the data out, extend the bare-bones reporting capabilities 
of enterprise applications, and apply visualization and 
analytic capabilities to the underlying data. A BI solution 
can sometimes be as simple as using Excel templates 
that take pre-exiting reports to slice and dice the data, 
presenting the information in a more meaningful way. 
Excel templates can also be used to derive additional 
information not explicitly included in pre-existing reports.

However, there are also several BI platforms available 
that far exceed the capabilities of Excel. These BI solutions 
can be highly customizable to meet any company’s 
requirements and are powerful tools in extracting data 
from a broad array of sources to consolidate it in a 
meaningful way, which can give a company a competitive 
edge.

BI solutions are ultimately dependent on the integrity 
of the raw data and data stores, but by maintaining clean 
data, the implementation of BI solutions can extract a 
company’s data for boundless applications. BI solutions 
can empower innovative new ways of understanding data 
to reduce costs and maximize revenue and efficiency. 

Looking Forward to “Big Data”
Despite seeming like there is an immeasurable quantity 
of data, currently, the relational databases used by most 
aviation leasing companies are modest in size.  All in, 
these databases may only consist of a few hundred 
gigabytes of data, but with the rise of “big data” sources, 
aviation companies may be looking at whole new 
magnitude of data (i.e. petabytes). 

      New technology aircraft can produce reams 
of data with applications that are filled with 
possibility. 

Business intelligence (Bi)
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According to Aviation Week & Space Technology, the 
opportunity associated with a connected aircraft could 
be one of the most significant advancements in aviation’s 
history. We are just beginning to understand all that can 
be done with ‘big data’ from aircraft. In fact, we are facing 
a plethora of possibilities for which the aircraft leasing 
community has not yet envisaged real-world applications. 

One of those possibilities may be live access to an 
engine’s LLP status, rendering that arduous and risky data 
entry task moot. The ultimate benefit may be live access to 
every component’s status, so no more utilization reports. 
Think of the time that could be saved.

The use of “big data” is still in its beginning stages—
within the aviation industry it is mostly limited to airlines 
and MROs. But as with any new technology, it is likely 
that leasing companies will one day have the capability to 
incorporate “big data” to maintain a competitive edge.

Analytics
There is inherent value in the optimization of the three 
steps in the data life cycle mentioned above, much of 
which should be self-evident. But ultimately some of 
the most significant benefits are how that data can be 
extrapolated and manipulated to perform advanced 
analytics. Whether for historical trend monitoring, 
maintenance projections and cash-flows, asset valuations 
and/or other analytics not contemplated here, any analysis 
is only as good as the underlying data and its accessibility. 
However, optimizing your data using the three steps 
above, unlocks a cornucopia of abilities in this all-
important fourth and final phase of the data “life cycle.”

Successfully capturing, inputting and storing this 
mountainous quantity of data enables your company 
to devise robust and nuanced analytical models. What 
follows are a few examples of how this data can be used, 
justifying the time and energy spent getting it to this point.

Historical Trend Monitoring
By continuously gathering and inputting high-quality 
data over time, this data can be used to derive historical 
trends, which can then be used for establishing baseline 
assumptions and predictive modeling. Reaching back to 
utilization reports, the information entered—in conjunction 

with the methods for managing databases—can 
subsequently be used to determine the average annual 
FH and FC utilization of an aircraft as well as the average 
FH to FC ratio.

Establishing a baseline assumption of the average FH 
and FC utilization for a specific aircraft or aircraft type is a 
quintessential component when performing maintenance 
forecasts and cash-flow projections. These vital data 
points are needed to estimate the time being burnt off a 
given component, to determine when the component will 
reach its limiting interval before requiring maintenance, 
and to project the monthly reserve accruals.

Without the use of historical trend monitoring, these 
utilization assumptions would rely solely on the insight 
and experience of the Technical department. While this 
insight is certainly valuable, it can also be difficult to 
validate as it may not be derived from a defined source 
that can be cited. Using trend monitoring to determine 
baseline utilization assumptions provides defined and 
repeatable procedures that can more easily be cited for 
any maintenance and cash-flow projections.

Historical utilization ratio trends can also be instrumental 
in refining appropriate reserve rates (particularly for 
engines) and determining LLP contractual build standards 
(CBS). Since engine reserve rates can be influenced 
by utilization ratios, it is useful to have utilization trend 
data by operator and/or aircraft type. This can enable 
both the Technical and Marketing departments to better 
understand the appropriate baseline rates to offer on an 
engine when negotiating with a prospective lessee. 

Historical utilization ratios for an operator and/or aircraft 
type can also assist in deriving an acceptable LLP CBS. 
Utilization ratios can be used to calculate how many 
cycles remaining LLPs must have to last a full mean time 
between repair (MTBR) run on an engine when receiving 
a performance restoration (PR). This is crucial in mitigating 
the risk of an operator short-building an engine during a 
PR, causing it to re-enter the shop earlier than expected 
due to an LLP being exhausted.  

Historical trend monitoring can assist in determining 
baseline interval and event cost assumptions, which 
can then be applied to maintenance forecasts and in 
determining baseline reserve rates. As with utilization 
trend monitoring, the tracking and monitoring of 
maintenance reserve claims, in conjunction with OEM 
supplied data, can be used to establish baseline intervals 
and event costs that can be traced back to a source. 
Having strong source data to back up intervals and event 
costs greatly improves the accuracy of any maintenance 
forecast and cash-flow projection.

In addition, whether by operator or aircraft type, the 
quotient of historical event costs divided by historical 
intervals supports baseline reserve rate estimates. Robust 
historical trends can help to make these rates reasonable 
to the customer while limiting any exposure risk from 
being under-reserved.

The applications of historical trend monitoring extend 
well beyond what is contemplated here. With well-
defined protocols and procedures for both capturing and 
extracting data, there can be boundless useful information 
and insight gleaned through trend monitoring. Other such 



Airfinance Annual • 2017/201838

Sponsored editorial:   ZEEVO

examples can include:
•	 Lag time between maintenance event dates and 

finalized claim reimbursement;
•	 Average shop visit downtime by component;
•	 Average transition costs by aircraft type;
•	 Tracking of operators that are continuously behind on 

payments;
•	 Average operating life of fleet before part-out;
•	 Changes to net book values (NBV) over time; and
•	 Spare engine pool trends and used (or sourced) LLP 

availability by engine type.

Maintenance Cash-Flow Forecasting
Maintenance cash-flow forecasting is one of the 
most nuanced uses of data, replete with innumerable 
considerations and caveats. Robust forecasting tools and 
procedures are also increasingly relied upon for financial 
reporting and obtaining a competitive edge.

A comprehensive and accurate maintenance forecast 
can empower a more strategic approach to portfolio 
management, provide an upper hand in contract 
negotiations, better determine maintenance liabilities, and 
ultimately result in higher revenue by optimizing end of 
life aircraft to avoid costly and unnecessary maintenance 
events. Yet, what goes into a forecast is often considered 
a black hole of data points and variables, making it a 
particularly difficult task to accomplish with a high degree 
of accuracy.

Setting aside the complex calculations and logic trees 
that comprise a maintenance forecast—a subject onto 
its own—understanding and extracting the requisite data 
points is the foundational step in producing a forecast. 
The baseline data inputs required in forecasting are often 
derived from multiple sources, spanning across several 
departments. These sources encompass:
•	 Current technical specifications and maintenance status 

including LLPs;
•	 Baseline assumptions or a knowledge base (e.g., event 

costs and intervals including LLPs, average utilization);
•	 Contractual terms such as:
•	 Lease terms;
•	 Reserve rates;
•	 Return conditions (RC);
•	 Rate escalations;
•	 Top-Up obligations;
•	 EOL compensation or Top-Up mechanisms;
•	 Unique lease provisions (e.g., reserve caps);
•	 Current reserve balances (as aligned to current 

technical status).

This can amount to well over 1,000 data points, coming 
from different locations that need to be extracted and 
parsed for relevancy. If a forecasting tool is not integrated 
with your company’s databases, then those responsible 
for running forecasts likely need to manually retrieve 
these data points from their respective sources. This 
becomes another time-consuming and redundant data 
entry task that must be done before even getting to the 
primary purpose of running a forecast. Furthermore, with 
the quantity of requisite inputs, manual data entry in 
forecasting creates a high risk of human error.

Even seemingly small discrepancies or issues with 
the requisite data inputs can result in large inaccuracies 
in a forecast. For example, if the return conditions were 
entered incorrectly, then a forecast may miss an engine 
shop visit that is expected to occur. On a narrowbody, this 
could mean that a forecast is off by over $3 million. On a 
widebody that number can be closer to $10 million.

Forecasting tools or modules that are integrated 
with your company’s databases (or asset management 
system) can reduce the need for redundant and risky 
manual data entry. By being integrated, the requisite 
data can be mapped directly from its respective source 
to the forecasting module—a substantially more efficient 
process. However, mapping the data comes with its own 
risks—especially if the underlying database for an asset 
management system is inconsistent in tying together the 
various sources. Poorly constructed relational databases 
can result in pertinent information being missed when 
being mapped to the forecasting module.

If the underlying relational database contains 
incongruities with its identification of a given component 
across the multiple sources, then important data related 
to that component will not be successfully mapped to the 
forecasting module. 

So if an engine component in a technical status module 
is not correctly tied to the same engine where the current 
reserve balances are recorded, then the engine may 
map to the forecasting module with no opening reserve 
balance assigned to it.

A forecast’s accuracy is also predicated on how current 
the technical status data is. If the most recent maintenance 
events on an aircraft were not successfully captured, then 
any forecast on the aircraft is inherently skewed. The 
missed events would likely become forecasted events 
occurring at a later date than in reality. This causes a 
trickle-down effect, skewing the rest of the forecast. 

Outdated or stale technical data can also increase the 
burden of a forecast. If the most recent spec data is over 
a year old, then, despite being a historical timeframe, 
that year must be forecasted as well. Adding years to 
a forecast, especially historical ones, increases the 
likelihood of inaccuracies that can then permeate through 
the rest of the forecast. 

     Keeping up to date on utilization report entry 
is the best protection against having outdated 
information. The data entry tools previously 
noted can also go a long way in staying ahead 
of the game on any maintenance activity, thereby 
strengthening the baseline position of a  
forecast.

 
The complexity of forecasting and the wide array of 

requisite variables puts a premium on having an integrated 
system with well-defined and constructed relational 
databases that contain the latest and most accurate data 
available. Such a system, combined with historical trend 
monitoring, allows those responsible for running forecasts 
to spend less time on data entry and validation of each 
baseline data point. Instead, forecasters can be more 
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confident in the results of their forecast without requiring 
extensive manual manipulation to the inputs. This allows 
for quicker turnaround, especially when running fleetwide 
forecasts that are used for budget projections. 

In addition, with less time spent entering and validating 
the baseline data, a forecaster can devote more time 
to “what if” scenarios.  Knowing that the baseline data 
is sound, the relevant stakeholders can explore and 
determine the best solutions during lease negotiations 
and/or end of life planning. This could be identifying 
ideal term lengths to avoid costly maintenance events, 
determining the impact from rate changes or from 
switching a reserve payer to an EOL payer, and/or 
understanding the impact of waiving return conditions. 
Confidence in the baseline data means confidence in the 
results of those “what if” scenarios, which can give your 
company a competitive edge.

It should also be noted that there is an increasing 
expectation to track and monitor engines down to the 
modular level, which can significantly refine projected 
maintenance liabilities. Meeting this rising expectation, 
could lead to an influx of data requirements for lessors 
to accommodate, especially as it relates to maintenance 
cash-flow forecasting. 

Capturing engine spec data down to the modular level 
may require a complete overhaul of a lessor’s current 
approach to recording engine data—meaning engines 
will require a whole new series of data points that must 
be recorded with the ability to map to any forecasting 
module. This can entail a large-scale data entry project to 
input the modular level data. It may also require changes 
to the underlying relational database to accommodate 
this new data, while still associating it to the engine as a 
whole.

Current Asset Valuations
Current, up-to-date asset valuations are needed to 
understand the monetary value of a company’s fleet and 
its maintenance liability. This is essential for an upcoming 
acquisition, large portfolio sale, change in accounting 
policies, and/or upcoming audits. Understanding 
the current asset value requires knowing the last 
major maintenance events and current spec status. 
Valuations are also predicated on event cost and interval 
assumptions. These, in conjunction with the spec status, 
are used to derive the monetary value consumed and 
remaining, as well as the green-time (time left before 

maintenance is needed) for each component.  
As with maintenance forecasting, this requires having 

accurate and up-to-date technical specifications as well 
as having a strong rationale behind any event cost and 
interval assumptions. These can be bolstered by providing 
evidence from historical trend monitoring. Fleetwide 
valuations can be a massive undertaking, but having 
thorough and defined data management procedures can 
greatly improve the efficiency of its production and the 
efficacy of its results.

Handling the Challenges and Opportunities of 
Data Requirements
Throughout each stage of the data life cycle there are 
many challenges to overcome. Each of these challenges, 
however, comes with the opportunity to refine your 
business practices to match the efficiency needed with the 
efficacy desired.

From start to finish, Zeevo Group is prepared to assist 
you in facing these challenges. Along the way, we can 
help you uncover new, innovative ways to make your data 
one of the most reliable tools in your company’s arsenal.  

At the turn of the century, in a chapter titled “A Law 
of Acceleration,” Henry Adams contemplates the 
consequences of a rapidly accelerating world. In essence, 
he posits that with each question answered, two new 
ones are raised.  Enhancing our use of data today and 
the eventual implementation of “big data” will certainly 
answer many questions. But, which new ones will arise? 
This remains beyond a horizon that we are ceaselessly 
accelerating towards. Are you ready? Is your company 
ready? 

 

in BRiEF:
•	 inaccurate data is costly: Missing or false data can 

result in millions of lost revenue and higher expenses.

•	 Define procedures: Well-defined (and documented) 
procedures improve the efficiency of capturing 
data and mitigates the risk of erroneous or missing 
information.

•	 new technologies are changing the game: Whether 
though records management functionality, web 
portals, automated checks, business intelligence 

products, or “big data” capabilities, modern 
technologies exist to capture and unleash the 
power of vast quantities of data.

•	 Advanced analytics give companies a 
competitive edge: Leveraging robust and 
quality data to create historical trends, produce 
accurate maintenance forecasts, and establish 
asset valuations can give a company a leg up 
in a competitive market.
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The world’s largest lessor by fleet size has been 
divesting about $4 billion-worth of assets each year 

during the past 36 months, while investing a similar 
amount. However, factor in depreciation, and the balance 
sheet has been gradually declining during this time but 
“only modestly by a few billion dollars”, GECAS chief 
executive officer Alec Burger tells Airfinance Journal in an 
interview.

Now, the lessor is changing its focus and preparing to 
ramp up its asset purchases. 

“This is the last year of selling more than originating. 
Over the next two to three years, the balance sheet is 
going to start growing after running at an elevated sales 
path where we were selling almost as much as were 
originating,” says Burger.

This shift will see GECAS return to a “more normalised 
rate” of sales of a “couple of billion dollars-worth of 
transactions each year”, he adds.

It plans on originating $5 billion to $6 billion in aircraft 
transactions, including sale-and-leaseback deals and 
aircraft from its order pipeline.

GECAS will also build its off-balance sheet portfolio 
through separate transactions, such as those through its 
newly announced $2 billion sidecar with Caisse de dépôt 
et placement du Québec, which was unveiled at the Paris 
air show.

Einn Volant Aircraft Leasing (EVAL) is subject to 
customary approvals and expected to close in the second 
part of the year. By 2020, Burger hopes EVAL will grow to 
$25 billion-worth of total assets.

He favours the “customer side” angle to the sidecar 
because it allows GECAS to ease its exposure limits.

“We have reached our concentration limits with many 
of our customers, so EVAL makes it possible to do a little 
more business with them,” he adds.

Powerplant sidestep
EVAL will also allow GECAS to diversify its asset mix and 
move beyond GE-powered aircraft, which makes up a 
large proportion of its fleet.

“We will do a bit more non-GE product as part of the 
sidecar, but we haven’t said how much that will be,” adds 
Burger.

EVAL will also allow GECAS to expand its customer 
scope because of its low cost of capital.

“The cheaper funding will enable us to finance some 
really good credits or typically the slightly lower returning 

stuff. So, I view this as completely additive to our 
business,” he says.

To return to net buyer status, GECAS must focus on 
winning deals in an increasingly competitive environment.

“You saw that at the air show, this is a very competitive 
space. You show up for new campaigns, and 10 people are 
at the table on a good day. The competition is very stiff,” 
says Burger.

However, that type of business is not the kind GECAS 
is looking to grow. “You won’t see us competing with sale 
and leasebacks in China. That is not somewhere where we 
need to be competing for deals.”

Instead, GECAS will continue to “gain traction” by 
working with GE on joint campaigns with GE Aviation. “We 
have a deep domain and a linkage to GE Aviation. That 
works for us, to use our in-house capability to look for and 
win new transactions.”

GE Aviation reported a 3% uptick in commercial engine 

GECAS targets expansion and 
ongoing filial status
GECAS is returning to net buyer status in 2018 after spending the past three 
years shedding more assets than it acquired.

Alec Burger, chief executive officer, GECAS

Airfinance Journal Analysis:   GECAS
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orders during the quarter because of LEAP and GEnx 
sales, partially offset by lower GE90 and CF6 orders. It 
reported $1.7 billion of new commercial engine orders, 
including $932 million for LEAP, $206 million for CF34, 
$138 million for GE90 and $166 million of GEnx orders. 
CFM orders were also up 13% to $186 million.

GECAS, meanwhile, reported a 3% dip in total assets for 
the three months to 30 June, compared with the year-
earlier period.

The Norwalk, Connecticut-based lessor had second-
quarter total assets of $39 billion.

Net earnings at the lessor improved 1% to $369 million 
compared with the second quarter of 2016.

General Electric, its parent company, has not broken 
down revenue figures for GECAS since it announced plans 
to leave the financial sector through the sale of certain GE 
Capital assets in 2015.

Burger insists the return to modest growth is “a really 
big deal”. He says: “As part of an employee-engagement 
perspective, being part of something that is shrinking is 
not energising, but now we are changing that. If you look 
at our expected activity on a depreciation run rate, we 
will be building the balance sheet to the tune of a billion 
a year over the next two to three years, and that is on-
balance sheet. 

At the same time, we are building the off-balance 
sheet, so that is a big sign of confidence from our parent 
regarding growing our business.”

This nod of encouragement from GE is a welcome sign 
during a period of change at the corporate level.

GE reported a 45% drop in earnings per share for the 
second quarter of the year, in its last set of results before 
Jeff Immelt, chief executive officer (CEO) for almost 16 
years, stepped down.

John Flannery, the former president and chief executive 
of GE Healthcare, replaced Immelt as CEO on 1 August.

Flannery is said to be considering a variety of options 
for GE, which has lagged behind its peers in share price 
and cashflow performance in recent years.

Though Flannery’s plans for GE are uncertain, Burger 
maintains that GECAS’ positioning within the GE family is 
sound.

“GECAS is a great GE business, not a great business, 
but a great GE business. We have had incredibly 
consistent returns, earnings, this ability to withstand cycles 
and then we have this industry that we all agree is growing 
and that is extremely global,” he says.

The potential loss of human capital, though, does 
concern him.

“There is no more economic capital than human capital, 
and this is not specific to aviation. I saw this in real estate; 
there is a continued fight for the right people. That is 
one of the things that worry me,” says Burger, who adds: 
“When it comes to people, it pays to be paranoid. I feel 
really proud that the turnover has been extremely low at 
GECAS, but I want to keep it that way.”

Airfinance Journal Analysis:   GECAS

Source: Boeing
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GECAS’ decision to unveil a $2 billion sidecar vehicle 
on the first day of the Paris air show was a curious 
move: Air shows are traditionally used by lessors to 
unveil equipment orders, not financial arrangements 
with Canadian pension fund managers.

But like the show’s order announcements, GECAS’ 
sidecar with Caisse de dépôt et placement du Québec 
(CDPQ) was a long time in the making.

Sources indicate its final shortlist included three 
parties: a sovereign wealth fund, an insurance company 
and CDPQ.

GECAS had originally sought $500 million in equity 
to supplement $1.5 billion of debt it would source in 
the marketplace. However, CDPQ won the tender by 
offering to fund 90% of the debt and equity of the $2 
billion transaction, thus removing any need for third-
party help.

No doubt the vehicle ticks several boxes for GECAS, 
making it more competitive in a space crowded with 
new investors.

First, it allows GECAS to diversify its funding sources 
with low-cost capital. The aircraft-leasing sector 
continues to attract investors on the hunt for yield in 
a low-interest-rate environment, and cheap capital is 
crucial to compete with these new entrants, which are 
backed by attractive funding costs.

As part of the deal, CDPQ will provide money over 
four years to create an aircraft leasing and financing 
platform, Einn Volant Aircraft Leasing, EVAL, alongside 
GECAS. The pension fund indicates the $2 billion in 
funding could increase over time.

Of course, GECAS can access cash via its parent 
company and GE Treasury, but the lessor is prudent 
to diversify its sources. Memories are still fresh of the 
falling out between American International Group 
and International Lease Finance (ILF) during the 2008 
financial crisis. Relationships with parent companies 
can change and additional pockets of cash could help 
mitigate any funding shifts.

Also, with a new GE chief recently appointed, and 
more changes on the cards, the vehicle gives GECAS 
funding certainty. John Flannery, who took over from 
Jeff Immelt on 1 August, is said to be considering a 
variety of options for GE, which has lagged behind 
its peers in share price and cashflow performance in 
recent years. With Flannery’s plans for GE uncertain, 
GECAS is wise to secure additional capital to avoid a 
potential battle with other GE businesses for shared 
internal funding lines.

Backed by low-cost capital, EVAL also allows GECAS 
to better compete in the cut-throat sale-and-leaseback 
market alongside the placement of its new aircraft 
order positions.

A banking source notes that return expectations 
on the sidecar are likely to be “much lower” than 
GECAS’ own return requirements, allowing the lessor to 
“compete with other lessors on tier-one airline names”.

GECAS says EVAL enables it to “grow and overcome 
credit concentrations” because the lessor will not be 
funding on its own balance sheet.

“Given the size of aircraft transactions, you can 
quickly hit your risk appetite, and this allows us to 
manage our credit constraints while continuing to grow 
the business with new-technology aircraft orders,” adds 
the lessor.

Indeed, the sidecar must have provided GECAS with 
the confidence to top up its orderbook at the 2017 Paris 
air show, after years of what its chief executive officer, 
Alec Burger, has called “elevated sales”.

The lessor secured commitments for 100 Airbus 
A320neos, equipped with CFM engines, due to be 
delivered from 2020 to 2024.

It also unveiled plans to convert 20 of its current 
Boeing 737 Max 8 orders to the larger 10 variant. 
GECAS has orders for 170 Max aircraft and is the largest 
customer among lessors for the type.

In the past two years, GECAS has sold about $8 
billion-worth of aircraft, even as rivals have significantly 
expanded their operations. These sales have included 
portfolio deals with Aviation Capital Group, Goshawk, 
China Construction Bank Leasing and, more recently, 
Avolon. That deal involved the $2 billion disposal of 45 
units to the HNA-owned lessor.

Finally, the sidecar allows GECAS to rack up 
additional income by acting as a servicer for the new 
leasing platform.

“It’s a perfect deal for GECAS,” says a source 
commenting on the transaction. “Pension funds 
are searching for long-term stable income and, as 
aviation leasing matures, it is being viewed as quasi-
infrastructure.”

The deal marks the first aviation investment for 
CDPQ, an institutional investor which manages several 
public and para-public pension plans and insurance 
programmes in Québec.

A banking source notes that aviation leasing offers 
pension funds unlevered returns of 6.5% to 8%.

GECAS echoes this view of pension funds as natural 
aviation investors, noting that the $2 billion platform 
allows CDPQ to “target attractive aircraft leasing 
returns” in a post-crisis environment dominated by soft 
yields.

A lessor source points out that GECAS’ return-on-
equity ratios are likely to improve with the sidecar “all 
the while using other people’s money, so what could 
make for a better deal?” 

GECAS finds extra gear with new sidecar

Airfinance Journal Analysis:   GECAS
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The UK-based engine manufacturer introduced 
LessorCare to the leasing community in January 2017 

as part of its wide range of services.
Rolls-Royce has pioneered the aftermarket service for 

commercial aircraft fleets. It launched TotalCare in 1994 
and has since introduced more products for its airline 
customers.

But over the years, it has been criticised by lessors for 
its grip in the aftermarket business. By directly collecting 
the maintenance reserves from airlines, TotalCare has 
limited operating lessors’ control over their exposure to 
the potential workscope of the engine maintenance.

Moreover, operating lessors need flexibility as they 
move aircraft and engines between customers.

The manufacturer recognises the importance of the 
lessor community and describes its latest product as a 
“simple and flexible service offering”.

“The world according to aircraft lessors is a rapidly 
improving space. Most of what lessors need from us is 
really incredibly straightforward,” says Simon Goodson, 
senior vice-president lessors, civil aerospace, Rolls-Royce.

Goodson says the concept was launched at ISTAT 
Europe conference in 2015. “More recently, our thinking 
of all of this space has come under the concept of 
LessorCare,” he adds.

“Why are we doing this? We have spent time with 
our customers and it is a very simple equation: they are 
looking for the maintenance life that has been consumed 
from engines to be there in cash at the right time 
accessible for them,” says Goodson.

Lessors are also looking at the other half of that 
investment, life yet to be consumed and that can be easily 
monetisable, he adds.

“We have worked out that the multiple interaction 
between leasing customers and Rolls-Royce just takes 
longer than it should. LessorCare is now bringing together 
that in one simple place,” he claims.

Under LessorCare, the engine manufacturer establishes 
a simple single agreement covering all engine types 
dramatically reducing the time it takes to contract this 
with lessors. If we then incorporate the work it has 
been doing on aircraft transitions and Operating Lessor 
Engine Restoration Agreements (OPERA), as well as 
features around asset management, “It makes us much 
more responsive and ultimately enhances the customer 
experience dealing with Rolls-Royce,” he adds. 

Goodson says the main idea behind LessorCare is one 
of simplicity with no loss of flexibility.

“What we are doing is drawing together a range of 
services under one, simple, agreement covering all Rolls-
Royce Trent engine types. This agreement will cover all 
the services they require, and through that simplification 

we are looking to streamline the administration that goes 
into leasing services.”

Within LessorCare there are three main elements in the 
product agreement:

1. Customer support – providing lessors with access 
to Rolls-Royce’s network of technical support, 
publications and training to optimise responsiveness 
and keep aircraft earning revenue.

2. Transitions services – giving lessors access to a 
range of maintenance and availability services, 
including return condition management, remarketing 
support and maintenance value portability to ensure 
aircraft move faster and more efficiently between 
leases. The services include return condition 
management, remarketing support and maintenance 
value portability; all about getting aircraft back into 
service faster and more efficiently.

3. Asset management – maximising engine 
values through their life cycle. This includes the 
incorporation of enhancements to OPERA within 
LessorCare.

Goodson says the goal of the asset management piece 
is to provide confidence, allowing the asset to be held for 
longer.

Rolls-Royce targets lessors
 

Rolls-Royce is further adapting its aftermarket service with newly launched 
LessorCare targeting a growing market: operating lessors.

Simon Goodson, senior vice-president lessors, civil aerospace, Rolls-Royce

Airfinance Journal Analysis:   ROLLS ROyCE
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He is confident that asset management will include 
a variety of different engine exchanges and greentime 
leasing solutions.

“We know that at the mature end of the market there 
will be a requirement for us to have engines that support 
the TotalCare commitments, to have engines to support 
TotalCare and TotalCare Flex commitments.

Likewise, depending on the lease solution, the lessor 
may require some engines.

“Ultimately, it is about achieving the residual value of its 
investment, monetising it. Lessors want the confidence of 
what is invested has a liquid market attached to it. Liquidity 
is a critical piece when dealing with high value assets,” he 
adds.

Goodson admits there has been the perception that 
residual values of Trent-powered aircraft might not be as 
good as General Electric- or Pratt & Whitney-powered 
aircraft.

“What we have done is to make sure we can drive 
confidence in liquidity. There will be a liquid market of 
these aircraft as they mature. Our mission with asset 
management is to make sure that, as the asset matures, 
the lessor is going to monetise its investment. It is an 
absolute certainty because this is how they make their 
returns.”

The OPERA scheme is designed to return the lessor to 
a fully funded position. It provides a fixed price overhaul 
for the next performance restoration, ensuring a price 
certainty that the lessor can plan against as the engine 
returns. The scheme has been popular. It had 14 customers 
in 2012 and now has 30 major lessors accounting for 400 
engines.

Critics of the scheme point out that while it does 
address some of the problems surrounding contracts, 
it does not get around many of the fundamental issues 
bothering lessors: not least the fact that despite better 
contracts, return conditions clauses and the OPERA 
scheme, lessors still do not collect the respective 
maintenance reserves.

“We have been doing a lot of work with OPERA, that 
mechanism that moves the value around the system. We 
expect within the asset management piece to launch an 
enhanced version of OPERA that allows earlier cash out 
for maturing aircraft. By doing this, we will give confidence 
that liquidity will be here, and confidence that they can 
hold that investment for longer, which is a critical piece in 
all of this,” says Goodson.

LessorCare vision
Rolls-Royce is working with AerCap to develop and 
introduce LessorCare in the second half of 2017.

“We have AerCap working with us – a key lessor to help 
us refine this offering with a view to rolling it out to the 
wider lessor community later this year,” says Goodson.

Rolls-Royce expects LessorCare will be available 
eventually for all of its lessor customers.

“However, as is clear from the amount of positive 
feedback that we have received from our customers, 
LessorCare will be extremely popular so we will have to 
focus our efforts initially on our larger customers,” he adds.

Goodson recognises that the operating leasing industry 
is a “big force” and lessors are getting larger.

In 2005, lessors represented about 16% of the total 
commercial fleet installed base; today, it is more than 
one-third. By the time the current orderbook delivers, in 
the second half of the next decade, operating lessors will 
represent about half the commercial fleet installed base.

“As lessors get very large, we have a need to constantly 
evolve. The future vision for LessorCare could potentially 
include the provision of our services via the lessors,” he 
says. Goodson sees Rolls-Royce potentially contracting its 
services with the large leasing entities. “The advantages 
for us is that lessors would then go distribute commercially 
the services to a wide number of airlines, operating 
only few aircraft. “That could potentially be where the 
LessorCare goes,” he adds.

Lessors cover a whole spectrum of financiers, all 
the way from very large market forces such as AerCap 
to single entities. Therefore, there is a huge variety of 
capability.

“What we know is our business model transition is key 
to our business and their business model key to them 
realising the residual value of the investment they invested 
in. So we give them a help in their remarketing exercise 
from the outset and access pre-agreed to the many 
service lines we have,” says Goodson. 

Airfinance Journal Analysis:   ROLLS ROyCE
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All eyes on the E2  
John Slattery, Embraer’s chief executive officer, talks about service entry of 
the Embraer E190-E2, his hopes for the programme and why Embraer puts 
lessor interests before its own.

Original equipment manufacturers (OEMs) have a good 
reason to be slightly worried right now. After several 

years of steady growth, there has been some turbulence 
in the market, with a global slump in orders and a 
deceleration in traffic growth. Yet, despite these obstacles 
facing the industry, the chief executive officer of Embraer 
has a rather positive outlook of the market.

“We’re going through a patch of calm air with a 
reasonable tailwind,” John Slattery tells Airfinance Journal, 
“and that’s why my expectation is that we will continue 
to see more new orders being announced throughout 
the balance of this year and my hope is that that includes 
orders from existing customers and new operators.” 

At the 2017 Paris air show in June, the Brazilian 
manufacturer booked orders for 18 aircraft worth about $1 
billion at list prices. Customers included Belarusian Belavia 
Airlines, Japan’s JAL and Fuji Dream Airlines, and KLM 
Citihopper. This made Paris 2017 a slightly stronger air 
show than Farnborough 2016, at which Embraer booked 
16 orders.

Like other OEMs, some of the headwinds for Embraer 
include geopolitical risks and global pilot availability, but 
Slattery says that the Brazilian OEM is experiencing strong 
momentum, and benefiting from a longer pipeline of lessor 
engagement opportunities than he has seen in the past 
few years. 

“I’m definitely sharing a target with my colleagues to 
bring new network flag carriers into the operator base of 
the E-Jets. So I’m very focused on that and I hope we can 
achieve that goal over the balance of this year and into 
next year. I would say that the mood at Embraer is very 
strong and upbeat. It’s confident, but not in an arrogant 
way,” he adds. 

One reason for this optimism is that Embraer is now 
within a year of entry into service of the E190-E2.

“The customers have confidence that we’re on time; 
they have confidence in the technical spec of the aircraft. 
In fact, it is slightly ahead of what was originally scheduled 
and we’re under budget, so our shareholder base is 
pleased,” says Slattery. 

“We’re now seeing a level of interest right across the 
world with airline CEOs and their leadership that I have not 
witnessed in three years,” he adds.

Over the next 20 years Embraer expects 6,400 aircraft 
in the 70- to 130-seat range to be delivered around the 
world. Half of that number will go to western Europe and 
to North American markets, according to Slattery.

So far, Embraer has enjoyed most of its success in these 
markets, working with carriers including Air France, KLM, 
Lufthansa, British Airways, Alitalia, LOT Polish Airlines, 
American Airlines, Delta Air Lines, United Airlines, Jetblue 

Airways and Alaska Airlines. 
But Slattery identifies south-east Asia and China as the 

“standout” area of growth since “27% of our market will 
come from that region over the course of the next 20 
years”. 

He adds: “My key focus now is to broaden Embraer’s 
footprint in south-east Asia.” 

The chief executive also believes that the arrival of the 
geared turbofan (GTF) engine on the E2 family will bring 
a “second wave” of opportunities to place aircraft in the 
Middle East.

There are about 80 Embraer aircraft active with Middle 
East carriers, according to Airfinance Journal’s Fleet 
Tracker.

Asked how the Middle East’s appetite for widebodies 
could impact regional demand, Slattery says: “The thing 
about widebodies is that you have to feed them. In a lot of 
these big hubs, at least a third of the aircraft that are flying 
there, maybe more, are regional aircraft to feed the larger 
widebodies.

“As the Middle East orders more widebodies, in my 
opinion, they’re going to need more and more smaller 
aircraft to feed those mega-hubs that they have in the 
region.”

Slattery believes the GTF-powered E2 is a good 
candidate to meet that need, because it is designed to 
cope with “hot, high and harsh conditions”.

He adds: “My expectation is that, with the capability of 
the E2 and the E1 in terms of range and increased seating, 
coupled with the capabilities of the GTF engine, we will 
have a second wave of opportunities in the Middle East.” 
Although many customers are still ordering E1s rather 
than turning their attention to the E2, Slattery appears 
unconcerned.

John Slattery, chief executive officer, Embraer
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“If it’s an E1 solution – and I expect more E1 orders this 
year – then that’s fine. If it’s an E2 solution they’re looking 
for, then that’s fine. 

“This year I expect we’ll continue to have more E1 orders 
but as we came to the end of this year and into next year, 
there’s no doubt about it, the focus will be on the E2.

“I expect a lot of activity around the E2 but I also expect 
that we’re going to be selling E1s for many years to come.”

Waiting game with lessors
Although Slattery expects to concentrate on the E2 
programme next year, he will not accept any more 
orders from lessors for the type until they have placed “a 
reasonable percentage” of the aircraft.

Three lessors – AerCap, Aircastle and ICBC Leasing 
– have orders for 50, 25 and 10 E2 aircraft, respectively, 
according to Fleet Tracker.

“I would not entertain any more lessor orders until 
a reasonable percentage of the aircraft from those 
three lessors in aggregate have been placed. That’s my 
commitment to the marketplace.”

He adds: “It’s not a contractual commitment; we just 
believe it’s the right thing to do. Those lessors now are 
partners with Embraer and we will not abuse partnerships 
in any shape or form. We’re working with them and not 
only that, we put the interests of our lessor partners before 
ours.” Slattery also mentions Nordic Aviation Capital’s 
outstanding order for 24 E1s, before adding that Embraer 
“has a slightly different philosophy” to other OEMs in that 
it wants initially to limit the number of lessors buying a 
new aircraft type, and instead focus on a few “key leasing 
partners” the company can work closely with.

E2’s challenges
But even with the promise of the E2, new aircraft 
programmes rarely come to market without some early 
teething problems. 

The only confirmed lessor placements of E2s have 
come from Aircastle, which has placed three E195-E2 
aircraft with Brazilian carrier Azul Linhas Aereas, and from 
AerCap, which has placed three E190-E2s and two E195-
E2s with Turkish carrier Borajet as well as five E190-E2s 
with Air Astana.

Slattery refuses to say much more about lessors placing 
the E2 aircraft, citing a need to respect confidentiality, 
especially as many of them are public companies. He 
points out, though, that Aengus Kelly, AerCap’s chief 
executive officer, has appeared very confident in the 
lessor’s quarterly earnings about the placement of E2s. 

However, Borajet, currently AerCap’s only customer 
for the E2s, suspended operations in April, citing 
maintenance issues. Some of the carrier’s aircraft had to 
be repossessed. Although the airline wants to relaunch 
next year after a restructuring, it is uncertain whether it will 
take the E2 aircraft, plus it looks unlikely to be an attractive 
leasing partner, having narrowly avoided administration. 

The lack of airlines choosing to lease the aircraft is 
not the only obstacle facing the E2. The US, the leading 
market for Embraer aircraft, has thrown up some issues for 
the E175-E2, which fails to meet pilot scope clause criteria. 

The only firm orders for the aircraft type in the region 

are from US company Skywest Airlines Inc., which has a 
100-unit backlog. However, because the E175-E2 exceeds 
the maximum weight limit for regional aircraft under the 
scope clause, it is now prohibited from operating in the 
US. In response, Embraer has delayed delivery of the 
aircraft from 2020 to 2021. 

But Slattery remains optimistic about the clauses. 
“We expect, over the course of the next number of 

years, that management will have these meaningful 
discussions with their pilot unions,” he says. “Scott Kirby, 
the president of United Airlines went public a couple of 
weeks ago saying that he wants to have that discussion 
with the pilot unions. There are broad discussions around 
scope clause; that’s the conversation between the 
management teams and the unions.”

He adds that Embraer still “has a solution” for the 
customer today and is able to sell the scope-compliant 
E175-E1, if the talks do not progress.

Regional consolidation
Another aspect of the regional market that Slattery has 
to consider is lessor consolidation and the growing 
domination of Nordic Aviation Capital (NAC) in the 
regional space. Last year the company acquired two 
Embraer-focused lessors – Aldus Aviation and Jetscape 
– in the space of a few months. NAC now has a fleet 
of 138 Embraers, making up nearly one-quarter of all 
leased Embraer aircraft, according to Fleet Tracker. Other 
significant players in the market include Avolon, CDB 
Leasing, Falko and GECAS. 

Slattery, however, is not concerned. “NAC is already one 
of the most formidable lessors in the regional space, both 
on the turboprop and on the regional jet side, and I can 
tell you from my perspective that they’re already proving 
themselves to be a formidable partner, somebody that I 
engage with a lot, I trust a lot and I look for their support 
a lot.”

But he does recognise that monopolies in this industry 
are best avoided. “I don’t think Martin Møller and his team 
expect to have a monopoly on the E1 or the E2,” he says. 
“GECAS continues to be a large lessor; BOC Aviation 
– Robert Martin and his team – still have aircraft. The 
leasing business is a trading business, don’t forget that, 
so lessors will trade aircraft. I’m sure Martin [Møller] will 
end up trading some aircraft at some time; it’s just a good 
discipline.”

Lessor engagement
Each year Embraer holds leasing events in Dublin. Slattery 
says Embraer is hosting more of these events because 
many E1s are coming off lease. 

“We are working with our lessors to make sure we are 
competitive in cost and in lead time to make sure we get 
aircraft turned around quickly and get them prepared for 
those second leases. Constantly aligning our interests 
with the lessor’s interest is important to maintain long-term 
residual values.”

Although Slattery has a bullish short-term outlook 
when it comes to aircraft sales, he is wise to ensure his 
team continues to work with lessors so that Embraer can 
withstand any turbulence ahead. 
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On 28 June 2017, Hong Kong’s legislature passed an 
unprecedented bill that promises to transform the city 

into an aircraft-leasing hub by reducing the effective profit 
tax rate to just 1.65%. 

Few spectators joined Airfinance Journal in gracing the 
Legislative Council’s public gallery – the debate about the 
bill lasted a gruelling 12 hours over three non-consecutive 
days – but leasing companies in Hong Kong, China and 
around the world were eagerly awaiting news of the bill’s 
passing. 

Clarence Leung, director, tax services, at PwC Hong 
Kong, says that now the bill has become law – having 
been gazetted on 7 July 2017 – companies should “start 
to look at it now and formulate a plan in terms of whether 
Hong Kong is going to be a stable jurisdiction in relation to 
their business plan”. 

He cautions, however, that lessors seeking “treaty 
shopping” should not come to Hong Kong. 

“When we were doing the marketing, one point the IRD 
[Internal Revenue Department] wanted to point out is you 

Airfinance Journal Analysis:   HOnG kOnG TAx REFORMS

How to take advantage of new 
tax reforms 
The recent passing of a bill to reduce the tax rate for aircraft lessors 
domiciled in Hong kong has spurred more lessors to consider establishing 
operations in the city. Michael Allen looks at how they can take advantage 
of the new legislation.

Lessors based in Hong Kong may soon be paying as little as 1.65% in tax
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shouldn’t use it as a tax-minimisation vehicle,” he says. 
In addition, lessors looking to enjoy the benefits of the 

bill should be those intending to conduct a good amount 
of business in Hong Kong. 

“If you do one aircraft only it is not worth coming 
to Hong Kong because it is a bit expensive,” he says, 
adding that the cost of setting up in Hong Kong should be 
weighed against your intended business there. 

Some early birds are setting out to catch the worm: 
Avolon, which established a Hong Kong presence last 
year, says it may take delivery of some new aircraft under 
Hong Kong ownership in the future. 

“The headline tax rate is clearly a significant step 
forward; however, the relatively narrower tax treaty 
network in Hong Kong versus Ireland still makes it more 
restrictive. As lessors begin to consider locating aircraft 
ownership in regional hubs, Hong Kong has clearly taken a 
significant step in its relative benefits,” Andy Cronin, chief 
financial officer of Avolon, tells Airfinance Journal. 

ORIX set up its office in Hong Kong in December 
2016. Chief executive officer David Power, who declines 
to comment specifically on his company’s plan to take 
advantage of the new bill, tells Airfinance Journal only that 
ORIX opened the office “to be closer to one of our key 
markets and for better access and communications with 
our investors and shareholder”. 

Causeway Bay-based Century City, which has a portfolio 
of 15 aircraft, says that the passing of the bill is a “good 
start to try attracting lessors and managers to set up their 
base in Hong Kong”. 

Kenneth Szeto, executive officer, chairman’s office, 
says: “Hopefully, the practice notes will come out soon 
to give more detailed guidance to the lessors, managers 
and other interested parties. I believe they want to ensure 
that they will be qualified to enjoy the concessionary tax 
benefits with their setup.” 

He adds that Century City is “having some internal 

discussion on this topic”, but has no “definite plan” yet. 
CALC has been perhaps the most outspoken about its 

intentions in Hong Kong, although the lessor has long had 
a presence there and is not a new entrant to the city. The 
company’s chief executive officer, Mike Poon, said in a 
statement marking the bill’s passing that, as a result, CALC 
could add Hong Kong to its existing Dublin, Tianjin and 
Shanghai platforms. 

Speaking to Airfinance Journal at the Paris air show in 
June, Poon said: “I trust in one or two years’ time Hong 
Kong will be a very attractive place for global lessors. 
Once the changes have been implemented, we will move 
some aircraft under Hong Kong law. Definitely. We are the 
market first mover in Hong Kong and we will keep pushing 
this until it happens.” 

Mainland lessors 
Chinese mainland companies are widely considered to be 
eyeing the bill with interest and considering establishing 
a presence in Hong Kong. Because of their geographical 
proximity – among other things – they could be some of 
the first movers. 

Yao Zhou, counsel at Rui Bai Law Firm, has been 
advising mainland clients on the advantages of setting 
up a leasing platform in Hong Kong. She says that before 
Hong Kong’s legislature passed the bill, “everything was 
still uncertain and up in the air” and Chinese lessors 
were only doing analysis. However, now that the bill 
has become official, they are more seriously looking at 
establishing a company in Hong Kong. 

In June, Ryan Guo, the managing director of Zhongyuan 
Aviation Leasing, told Airfinance Journal that his company 
was considering a move to Hong Kong from Zhengzhou, 
Henan province. Its base in Zhengzhou – a tier-two 
Chinese city about 700km from Beijing and nearly 
1,000km from Shanghai – makes it hard to attract aircraft 
leasing talent, he said, adding: “So we will plan to move to 
Hong Kong because Hong Kong has got the tax reforms.” 

A source at Minsheng Financial Leasing also tells 
Airfinance Journal that it plans to set up a presence in 
Hong Kong now that the bill has been passed. Airfinance 
Journal understands that Ping An Leasing established an 
entity in Hong Kong in 2016. 

“We don’t have any deals in the Hong Kong platform 
yet, while we may have the possibility to put aircraft in 
Hong Kong in the future. It’s hard to tell now,” says a Ping 
An source. 

From a People’s Republic of China (PRC) law 
perspective, PRC-Hong Kong outbound investment 
involves Hong Kong being treated as a foreign jurisdiction, 
says Zhou. In this way, PRC-Hong Kong investment is 
governed by the same rules as, for example, PRC-UK or 
PRC-Canada investment. 

Companies need to seek several governmental 
approvals to make the investment, including from the 
National Development Reform Commission (NDRC), State 
Administration of Foreign Exchange (Safe) and Ministry of 
Finance (Mofcom). 

China has recently tightened control on overseas 
investments. In December 2016, Beijing took measures 
to stem capital flight as the country’s exchange reserves 

Clarence Leung, PWC

Airfinance Journal Analysis:   HOnG kOnG TAx REFORMS
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continued to fall. The Financial Times reported in January 
that the central bank’s foreign exchange reserves for the 
previous month fell by $41 billion to $3.01 trillion. 

However, Zhou does not believe these increased 
restrictions are likely to impact negatively aircraft lessors 
looking to set up in Hong Kong. 

“They [the Chinese government] are concerned with 
outbound real estate investment. Also, they impose 
particularly rigid requirements on investment or merger 
and acquisition projects. In terms of setting up a vehicle 
company by a leasing company, I don’t think they will 
suffer from the tightening by the government. 

“The PRC government authorities have already 
streamlined their approval process and we see the 
tendency that if the amount is not high, then a filing 
requirement is imposed rather than a prior approval 
requirement. The process is relatively straightforward 
compared to what it looked like, say, two or three years 
ago.” 

Zhou is referring to new regulations unveiled last year 
stating that companies would no longer be required to 
apply for NDRC approval for mid- to long-term debt; rather, 
they can register certain information with the NDRC before 
incurring a foreign debt. 

Tejaswi Nimmagadda, a counsel at King & Wood 
Mallesons Hong Kong, agrees that increased restrictions 
on outbound investment could, in theory, be an issue. 
He says that the Chinese government is experiencing a 
tension between its “long-term goals and the short-term 
desire to stop capital outflow”. 

However, he adds that Chinese lessors setting up in 
Hong Kong could help reduce overall capital outflow from 
China. 

“Funding a deal really means paying the capital cost 
of getting the aircraft, which is really a capital transfer 
overseas to Airbus and Boeing,” he says. 

He provides the example of a US leasing company that 
becomes attracted by Hong Kong’s new tax bill and sets 
up in the city. If the US company, rather than a domestic 
Chinese lessor, leases to a Chinese airline, then the total 
amount of money leaving China is less, because the 
foreign company is making the investment in the aircraft 
via the sale and leaseback, while the Chinese company is 
only paying in instalments and the US company still retains 
a significant chunk of equity in the aircraft. 

“So that amount of money going out of China is less 
– and spread out over a longer period of time,” says 
Nimmagadda. 

He also believes that Hong Kong’s new tax reform bill 
could increase non-Chinese lessors’ leasing into China – 
a trend that has dropped in recent years because of the 
decline in the renminbi and Chinese airlines’ preference 
for financing in renminbi, as well as the legal uncertainty of 
being able to regain title over aircraft that come off lease 
and need to be transferred to another jurisdiction. 

Speed of setting up 
Priscilla Law, head of financial services at InvestHK, a 
department of the Hong Kong government that promotes 
foreign direct investment, says that setting up a company 

Several lessors including CALC, CDB Leasing and Orix have offices in Hong Kong
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in Hong Kong can be done “very quickly” and the steps to 
achieve that are “fairly straightforward”. 

She says: “Incorporating the company will only take a few 
days to a week. The company should also engage some 
tax experts in looking at the kind of lease or activities they 
will be doing in Hong Kong. The tax issue is very important 
for aircraft lessors. They will have to have someone who 
has the expertise to do an overall analysis of their existing 
activities and see if they can take advantage of the tax 
relief.” 

Law adds that InvestHK has already helped CDB Aviation 
to set up its Hong Kong office, and expects more lessors to 
follow. In the “initial stage” after the passing of the bill, she 
expects mainland leasing companies to set up a presence 
in Hong Kong. 

“They will be very keen to set up an office, but over time I 
think the Middle East, US and European lessors will also be 
very interested, not just because we are part of China and 
because of the proximity to that market for aircraft leasing, 
but also that we are an international financial centre. 

“We hope these companies will set up their offices 
here soon, but it’s hard to say an exact timeline. Probably 
before the end of the year we may have at least one or 
two Chinese or maybe non-Chinese companies as well.” 

PwC’s Leung says it should not be underestimated how 
keen western lessors are to use the Hong Kong platform 
to lease into China. 

“The forecast in terms of the new aircraft to be delivered 
into China is significant compared to other countries, so a 
large part of that will be financed by the western lessors. 
While I believe the Chinese lessors will be very interested, 
I would not underestimate the speed of western lessors 
to come to Hong Kong or use Hong Kong to lease into 
China,” he says. 

Justin Sun, a partner at Holman Fenwick Willan in Hong 
Kong, says that, although Chinese companies will no 
doubt be attracted by these rules, it is not the only reason 
why they are looking to set up in Hong Kong. 

“Because of the attractiveness of the new tax rule, 
people will start to book their aircraft from Hong 
Kong, though personally I don’t think that will happen 
immediately. The lawyers and accountants need to get 
a clear idea of how it works, particularly if it is a big 
institutional client and investor,” says Sun. 

“I think there will be some time gap between now and 
when the first proper qualified lessor is set up. Whether 
you will see Irish lessors rushing to start to transfer part of 
their business to Hong Kong, my personal view is it might 
happen a bit later. My gut feeling is PRC lessors may start 
to do it in the first batch because they are close to home 
and it makes more sense given their own customer base.”

not just lessors – airlines, too
It is not just operating lessors which can take advantage of 
the tax reforms: airlines with captive leasing arms are also 
considering setting up in Hong Kong. Airfinance Journal 
understands that China Eastern Airlines’ leasing arm, CES 
Financial Leasing, is studying a plan to do so. 

“Some people say it might be difficult to get funding for 
those second-tier airlines. In Hong Kong, we have many 
different banks here. They should explore in relation to 

where they should actually use Hong Kong to lease,” says 
Clarence Leung, director, tax services, at PwC Hong Kong. 

“I know that a lot of airlines are looking at it, but I think 
they are slower than the leasing companies. I would 
encourage them to take proper advice… As far as I know 
the airlines don’t like to rely on one source of financing. 
Sometimes they will go to different banks, even if it’s 
got a worse margin for them. You never know when the 
bank will close the tap. That’s why you need to keep the 
different financing channels.”

Hong kong’s leveraged lease losses 
The demise of the Hong Kong leveraged lease (HKLL) has 
been a key reason why the territory has not developed 
as an aircraft financing and leasing centre since 1992, say 
sources. 

Johnny Lau, now chief executive officer of advisory and 
consultancy firm Astro Aircraft Leasing, joined Cathay 
Pacific in summer 1989. It was there, after a transfer from 
the salaries department to the aircraft finance department, 
that he had his first encounter with the HKLL, a tax 
structure popular in Hong Kong at that time. 

The HKLL involved a Hong Kong partnership acting 
as lessee to an airline, permitting steep depreciation 
allowances to the Hong Kong partnership, in which the 
equity investor was the majority partner. The structure 
permitted an initial depreciation allowance of 60% in the 
first year and an annual depreciation allowance of 30% at 
the end of the first year and in each subsequent year on 
the reducing value. 

Johnny Lau, CEO, Astro Aircraft Leasing
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Such generous depreciation allowances created 
substantial losses to the Hong Kong partnership in the 
first three years of the lease. These losses would then 
be utilised by the equity investor in accordance with its 
shareholdings in the partnership to set off against its 
taxable profits from other businesses. The tax benefits 
generated would be shared by the airline. 

When a HKLL is dipped into another country’s tax 
lease, this is referred to as a “double dip”. One example 
is Japanese leveraged leases dipped into Hong Kong 
leveraged leases, whereby the Japanese lessor took legal 
ownership of the aircraft and leased the aircraft (with a 
purchase option) to an airline. A Hong Kong partnership 
then made a hire purchase (with purchase option) from the 
airline and took economic ownership of the aircraft, then 
leased it back to the airline. 

This structure was not too common, however, because it 
would have to be hidden from Japan’s tax authorities and 
so was high risk, therefore other tax lease jurisdictions – 
such as Sweden – saw more double dips with Hong Kong 
leveraged leases. 

By the time Lau joined Cathay, the airline had already 
closed 12 such transactions, naming each one after the 
number it corresponded to. 

However, since the number 13 is considered unlucky in 
the West and the number 14 unlucky in Chinese culture 
– because of the Chinese word for “four” sounding 
similar to that for “death” – Cathay decided to call these 
transactions HOO Limited Partnership and HOP Limited 
Partnership instead. 

He recalls two aircraft – 747-400s with tail numbers 
HOO and HOP – that were dipped into Swedish leases, 
providing efficient financing for the Hong Kong flag carrier. 

“When I started at Cathay, Hong Kong was the centre of 
aircraft leasing in Asia, and Singapore was only a fringe,” 
he tells Airfinance Journal. 

But the tax-deferral arrangement available with the 
HKLL meant Hong Kong suffered tax losses, without any 
compensatory macroeconomic benefit. Consequently, the 
government took the view in 1990 that the product had 
been misused and caused “a major hemorrhage to the 
public revenue”, according to Hong Kong’s then financial 
secretary. 

After 1992, Section 39E of Inland Revenue Ordinance, 
together with IRD DIPN No 15 (Revised), modified the 
structure so that depreciation allowances were only 
allowed for leases to operators with an air operator 
certificate from Hong Kong’s civil aviation department. 
Foreign airlines were excluded from using the structure, 
but local carriers such as Cathay Pacific and Cathay 
Dragon (formerly Dragonair) continue to enjoy the benefits 
of this structure. 

“I don’t think they deliberately set out to kill the leasing 
industry, but that’s what they did,” says a source whose 
career has included work on HKLLs. 

“Inside the government, nobody has been thinking of 
how to use a tax incentive to make Hong Kong a more 
attractive place, at least not until Dewey Yee, special 
adviser at leasing company Aergo Capital, mentioned it 
in the Hong Kong Economic Development Commission,” 
says Lau.

Dewey yee’s surprise phone call 
At 9.30pm on 15 January 2013, Dewey Yee was at his 
home watching a television news programme about the 
2013 policy address of Hong Kong chief executive, CY 
Leung, planned for the next day. 

Little did Yee know that he was about to receive a 
phone call that would lead to him getting involved in a 
commission established by Leung that was aiming to 
boost Hong Kong’s economy. 

Aviation has been the focus of most of Yee’s career, 
having been hired in the 1980s by Tony Ryan as Guinness 
Peat Aviation’s head of marketing in Hong Kong and 
tasked with opening China to the aircraft leasing business. 
He also held senior roles at GATX Capital Corporation, 
Babcock & Brown, Tokyo-Mitsubishi International, Société 
Générale Asia and China Everbright. 

When Yee picked up his ringing phone, a man on the 
other end of the line started speaking Cantonese, though 
Dewey, an American, could not understand what he was 
saying. “So after he’d finished, I said, ‘Can you repeat it in 
English again?’ and he said ‘The chief executive has set up 
a Hong Kong Economic Development Commission; we’d 
like you to join’,” Yee told an audience at PwC’s Aviation 
Finance and Leasing Forum in Hong Kong on 8 February 
2017, four years later. 

Hong Kongers are subject to a seemingly higher than 
usual volume of nuisance calls with the caller usually 
speaking in Cantonese, so Yee was at first sceptical. But 
after contacting a government number provided by the 
caller he was convinced it was legitimate. 

They wanted him to work on developing Hong Kong as 
an aircraft leasing and financing centre. The gig was pro 
bono and it would be a lot of work, he was warned. 

His wife, Yvonne Remy, turned to him and said: “This is 
a boy’s club. If you’re going to join, have a deliverable. Do 
something.” 

Dewey yee, special adviser at Aergo Capital
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“So, I replied to him saying I would be delighted to join 
this commission,” recalls Yee. 

“Though I thought I must be the last on the list 
because this guy is calling me at 9.30 at night and the 
announcement is tomorrow!” 

It transpired that the office of the Hong Kong chief 
executive, through a “highly secret” process, chose Yee, 
and there was no application process because it is an 
appointed position. It came as a big surprise to him. “I 
was among society elites and powerful leaders – I am a 
nobody,” he says. 

A few weeks later, Yee had his first meeting as part of 
the aviation taskforce. He found himself in a meeting room 
in the Central Government Offices in Tamar with convener 
Chow Chung Kong, along with Cathay Pacific chairman, 
John Slosar, and Victor Chu, the founder of Peach, an 
Osaka-based airline. 

Chow went around the table and asked the members 
to make suggestions on how they could “beef up aviation 
and make it a stronger presence in the region”. 

When it came to Yee’s turn to speak, he said: “Well, did 
you know for the past 20 to 30 years, a lot of the global 
aircraft have been financed through Hong Kong, and my 
suggestion is that we make Hong Kong an aerospace 
finance centre.” 

Yee got “a lot of very strange looks” around the table, 
with some people “scratching their heads” because they 
did not really understand what it was all about. 

“I’ll tell you what,” said Yee. “Since I have all these 
glassy-eyed stares, I’ll give a presentation next time and 
tell you how I’m going to do this.” 

A couple of months later, in May 2013, Yee prepared 80 
PowerPoint slides – only to find he was told he had only 
10 minutes for the presentation. He ended up presenting 
just eight slides and giving everyone the printouts to read 
at home. 

“After 10 minutes, I think everybody in the room 
understood what I was talking about,” he says. “Very 
simply, it’s about money.”

“It’s about how Hong Kong can create more wealth 
by just attracting these companies called aircraft leasing 
companies. Really, it’s a big black hole that just sucks up 
all this cash.” 

But Yee needed help to make this ostensibly simple plan 
a reality. He sought three external advisers: one legal, one 
accounting and one governmental. 

“The government person was needed to help me write 
and draft all these documents so government people can 
understand,” he says. 

Yee chose KC Kwok, a former government economist for 
the Hong Kong Special Administrative Region government. 

For the accounting adviser, Yee’s friends introduced 
him to “this young lad who just came over from the UK 
having been advising the UK government”. His name was 
Clarence Leung, from PwC. 

Before going to Leung, he went to his old friend William 
Ho, who he calls “one of the unsung heroes of aviation 
law”. 

So Yee, Kwok, Leung and Ho would form the core team 
that would take on the challenge of developing Hong 
Kong into an aircraft financing and leasing centre. 

“We have a little code word for our team – H15,” 
explains Yee. “That means Hexagon 15. If you read or 
understand the I Ching [A Zhou dynasty Chinese classical 
text], the most powerful hexagon is number 15, and 
number 15 is humility. 

“So, I said the way that we’re going to approach all 
these government departments – and there are a lot that 
don’t understand and don’t want this to happen – is we’re 
going to become their best friends. But we’re going to do 
it with a very soft approach – and give them a reason to 
accept this.” 

Status and progress of reform 

January 2013: CY Leung, chief executive of Hong Kong, 
establishes the Economic Development Commission 
to advise the government on the strategy to broaden 
Hong Kong’s economic base, to identify growth sectors 
and to recommend policies and support for those 
industries. 

July 2013: the Economic Development Commission 
sets up an aviation task force to examine in detail the 
feasibility of developing Hong Kong into an aircraft 
leasing and financing centre. 

December 2013: PRC State Council Circular No 
108 [opinions on accelerating development of aircraft 
leasing industry]: “Bringing Hong Kong’s strength as an 
international financial, trading and transportation centre 
into play, encourage [PRC] aircraft leasing enterprises to 
set up specialised companies in Hong Kong to develop 
overseas markets and to enhance internationalisation of 
the [PRC aircraft leasing] industry.” 

January 2016: Leung announces in his policy address: 
“The government is formulating measures to develop 
Hong Kong into a centre for aerospace financing.” 

February 2016: John Tsang, financial secretary, 
announces in his Budget speech: “[The government] 
shall examine the use of tax concession to boost aircraft 
leasing business and explore business opportunities in 
aerospace financing.” 

January 2017: Proposed Dedicated Tax Regime 
to Develop Aircraft Leasing Business in Hong Kong 
paper presented to Legislative Council of Hong Kong 
members. Recommends halving of corporate tax for 
aircraft lessors from 16.5% to 8.25%, with only 20% of 
rentals being subject to this tax, making the effective 
rate 1.65%.

June 2017: Hong Kong’s Legislative Council passes 
Inland Revenue (Amendment) No. 2 Bill with 46 votes in 
favour, eight against and two abstentions.
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Close to half of the global fleet of aircraft in operation 
with commercial airlines today is contracted under 

operating leases. The concept of aircraft operating 
leases as an alternative to ownership of the aircraft by 
the operator has enjoyed significant growth over the past 
decades and is widely accepted as an attractive strategy 
to manage airline fleet requirements. Operating lessors 
have enjoyed growth and sustained profitability – even 
during times of cyclical downturns when airlines were 
deep in the red. 

However, aircraft operating lessors are facing some new 
industry realities challenging the status quo. New lessors 
enter the stage almost daily it seems – all trying to claim 
their piece of the pie. But the pie is not infinite and some 
lessors might find themselves left only with crumbs. 

   

Leasing market maturity
The aircraft leasing industry has come a long way from 
its rather humble beginnings. Today, the industry enjoys 
a high level of maturity on par with its airline customers. 
However, with maturity come challenges such as:  

•	 in the current low interest rate environment, airlines 
– even those with less-than-stellar credit – find it 
increasingly attractive and relatively easy to finance 
their lift requirements with commercial debt. Banks 
in the Middle East and East Asia have been at the 
forefront of offering debt to airlines at interest rates too 
low to resist;

•	 spurred by increased competition among the many 
active lessors on the market, the pressures of 
consolidation are on in the industry. Lessors face the 
challenge of growing their existing aircraft portfolios or 
ending up as targets for takeovers. Financial institutions 
in China and Japan have been especially active in 
pursuing lessors, driven by a desire to enter the market 
or to increase existing aircraft portfolios; and

•	 a new breed of lessor has emerged in the recent past: 
operating air carriers with sufficient scope to place 
large aircraft orders with the manufacturers at greatly 
discounted prices have established leasing platforms. 
The reasoning behind this strategy is as simple as it 
is logical – not only does it provide a way to satisfy 
and manage internal demand, but also it allows for 

placement of excess capacity with third-party airlines. 
This excess may come from deliberate or unintentional 
over-ordering of aircraft or from an unforeseen 
downturn in the airline’s core operations. But, in any 
case, having a leasing platform firmly in place provides 
a welcome pressure valve for the airline to shed 
unneeded capacity.                

Considering these recent market developments, lessors 
no longer enjoy a seller’s market. Airlines today have a 
choice and are taking advantage of this market reality. 
By the same token, lessors have no choice but to be far 
more accommodating and flexible than they used to be if 
they want to beat out the competition on any given aircraft 
transaction. 

The huge aircraft backlog at Airbus and Boeing will have 
to be accommodated and concern is mounting among 
lessors that the pressures of having to place aircraft will 
drive lease rate factors further down. Airlines will try to 
capitalise on these pressures and demand ever lower 
lease rates, more favourable return conditions, more 
streamlined maintenance reserve payments – if these are 
being paid at all – and other favourable commercial terms.         

Competitive advantage of lessors
Certainly, many factors continue to act in the favour of 
lessors, primarily regarding economic considerations:

•	 even with attractive interest rates on commercial debt, 
few airlines get to enjoy loan-to-value ratios of 100%. 
Therefore, leasing binds considerably less operating 
cash of the airline; 

•	 other than security deposits and the cost of closing 
on an operating lease, up-front costs associated with 
an operating lease are very manageable. Having to 
fund predelivery payments for orders placed directly 
with the manufacturers, either by cash on hand or 
by incurring commercial debt, is no factor under an 
operating lease;

•	 the airline gets to avoid making poor purchase 
decisions for the wrong aircraft type at the wrong time 
and at the wrong price; 

•	 the aircraft’s remarketability and residual value 
development is of little consequence to the airline; and 

Aircraft operating leasing in 
transformation
Christian nuehlen, managing director, Aircraft Finance Germany, looks at 
market realities for aircraft operating lessors, airlines and specialised firms 
all tasked with absorbing the significant number of aircraft deliveries now 
and in the future as the industry heads towards the third decade of the 21st 
century. 
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•	 operating leases typically allow the airline to be far 
more flexible in its fleet planning and management 
than placing a purchase order with a manufacturer for a 
delivery several years out. 

To benefit from these competitive advantages, lessors 
need to be transparent in their approach to negotiating 
an operating lease with their respective airline partner. 
It is in their best interest to enter into lease negotiations 
with an educated airline that has a strong grasp on the 
complexities of a lease. Airlines, on the other hand, need 
to understand that the decision by the lessor to lease 
an aircraft is primarily driven by risk, which can be sub-
divided into the following four categories:

1 Geo-political risk  
 a. Stability of political system in the country.
 b. Sophistication of country’s legal system.
 c. Signatory to the Cape Town Convention.

2 Financial risk
 a. Airline credit risk.
 b. Airline profitability and balance sheet.
 c. Airline has other aircraft on lease or is new to the   
  concept.

3 Operational risk
 a. Airline operational capabilities.
 b. Airline operational history.
 c. Airline fleet size and composition.
 d. Airline is IOSA certified. 

4 Customer risk
 a. Airline is new customer.
 b. Relationships already in place. 

A solid understanding by the future lessee of the 
approach taken by lessors when entering lease 
negotiations will set the stage for a successful conclusion 
of the lease. As is the case with any contractual 
negotiation, both parties need to be at an equal footing 
and see eye-to-eye on the matter at hand. This process 
will benefit from pre-existing personal relationships 

between the parties, which is why maintaining close ties 
with leasing companies is key for airline managers – even 
if no active leases are currently in place between both 
parties. 

Apart from obvious commercial considerations, the 
airline will want to have financial, technical, and legal 
expertise weigh in on the negotiations. Not only will 
this expedite the process towards closing but also it will 
familiarise the relevant stakeholders with the contents 
of the lease. This will also assist the airline with living 
the lease. For instance, active reporting by the lessee 
will be set forth as a requirement under the lease. This 
will typically include financial, technical and operational 
aspects. 

Since these disciplines were already heavily involved 
in negotiating the lease, they will find it easier to meet the 
airline’s reporting obligations. Adequate reporting will also 
provide a comfort zone for the lessor because nothing is 
more detested by lessors than surprises. The airline is well 
advised to communicate pro-actively with its lessor partner 
– in good times and, especially, in bad.             

Operating leases and airline fleet planning and 
management
The management and administration of an existing lease 
is a task that will continue throughout the term of the 
lease. In essence, it will become part of the airline’s fleet 
planning and management and the airline will typically 
have to concentrate on three distinct areas:

1.  Development and optimisation of an existing fleet plan.
2.  Implementation and management of fleet plan.
3.  Monitoring of fleet management strategy and of aircraft  
 lease agreements.

As part of the first key area, fleet planning will have to 
determine if the current portfolio of aircraft is adequate 
to meet the core objectives of the airline. Are the aircraft 
performing well operationally, commercially, technically 
and financially? What does the value development of 
owned aircraft look like? The airline needs to have a solid 
understanding of the difference between book value 
and market value at all times during the ownership of 
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the aircraft. That way unwanted surprises will be avoided 
when the time comes to sell the aircraft. 

Regarding leased aircraft, the airline will want constantly 
to review the corresponding lease agreements and 
identify areas of the agreement that work well and, more 
importantly, aspects of the lease that do not. Learning from 
mistakes and shortcomings of past lease agreements is 
key for improving the next.  

Lastly, a strategy for fleet renewal and growth needs to 
be developed as part of this first area of concentration. 
This should primarily be based on the observations of the 
performance – operationally and economically – of the 
existing aircraft in the airline’s current portfolio.   

A sound fleet strategy should always be on the look 
out for optimisation potential. Can the current fleet be 
optimised by finding an improved balance of owned and 
leased aircraft? Can the airline identify owned aircraft that 
are obsolete – operationally, economically, or both? Can 
these aircraft exit the fleet and generate operational cash 
or are book values not favourable? In case the airline does 
not have excess capacity, it may want to consider a sale 
and leaseback structure. 

Many lessors are actively seeking out such 
opportunities with their airline customers and generally 
have found it a logical and profitable way to increase 
their respective portfolios. If the deal is balanced, it will 
generate operational cash for the airline and relieve it of 
the burden of ownership. Given the current favourable 
environment for commercial debt, the airline may also look 
at finance options for their aircraft replacement and growth 
initiatives. In any case, it will benefit the airline to be an 
active participant in the new and used aircraft market. 

It does not pay to watch from the sidelines. Even if there 
is no immediate need for aircraft transactions, the airline 
needs to keep the lines of communication open with 
respect to the leasing companies, financial institutions and 
aircraft manufacturers. It needs to stay on top of market 
trends and developments to be better prepared for the 
time when acquisition decisions need to be made. It does 
not hurt to shop around when it comes to aircraft leasing, 
either. Not only regarding price of the asset. Different 
lessors will have different approaches to commercial, 
technical, legal and financial terms and conditions under 
the lease agreement. 

Finally, the airline needs to have a solid understanding 
of what it is agreeing to in the lease. For instance, while 
delivery conditions and aircraft acceptance are given top 

priority by the airline, often the approach to redelivery 
conditions is less vigilant. However, this will be a costly 
oversight eight, 10, or 12 years down the road when the 
lessor comes knocking waiving the return conditions in the 
airline’s face.

To maintain a healthy relationship with the lessor, 
the airline cannot afford to be nonchalant regarding its 
reporting obligations under the lease. This is one key 
aspect of the monitoring phase of the fleet management 
strategy in place at the airline. Even with a regular physical 
inspection interval granted to the lessor, the aircraft will 
be physically out of touch for the lessor during most of 
its useful life. To keep comfort levels sufficiently high, the 
airline needs to implement a strong reporting mechanism 
for keeping the lessor informed on financial, technical and 
operational matters. It will be important not only to report 
on these aspects regularly and in accordance with the 
provisions of the lease, but also to do so with an adequate 
level of quality. In addition, the lessee needs to monitor its 
compliance with all other relevant provisions of the lease. 

The management of maintenance reserve payments in 
line with the agreed on structure and amounts under the 
lease comes to mind. The airline can rest assured that the 
lessor will monitor these payments closely and it will help 
the airline to resolve any potential disputes concerning 
maintenance reserve payments as long as it stays on top 
of managing them. The monitoring of the correct payment 
of such amounts and the proper allocation thereof during 
a maintenance event play key roles. Towards the end of 
the lease term, the airline needs to set up for an efficient 
and successful return of the aircraft to the lessor. Much will 
depend on adequate preparation and allowing sufficient 
time for this process. It will go a long way in the airline’s 
relationship with the respective lessor if the redelivery 
process is managed well by the airline and everything 
goes smoothly. All too often, however, this is not the case.   

Aircraft value development and operating 
leases
Aircraft residual values and asset value retention will be 
major concerns of the lessor when placing aircraft on 
operating leases. This applies to new aircraft deliveries 
that are being placed on long-term leases and to used 
assets that are being leased out for shorter terms. The 
occasional scrapping of a relatively young aircraft aside, 
the useful lives of aircraft in general are significantly 
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longer today than they were 30 years ago. Consequently, 
aircraft are available for operating leases for longer 
periods, making value retention and strong residual values 
even more critical. 

Under an ideal scenario the aircraft lessor will have the 
capital cost of the aircraft fully amortised before it comes 
off lease for the first time. The initial cost of acquisition, the 
interest rate environment and the lease rate factor will all 
play a role in how successful the lessor will be in achieving 
its goal of getting an aircraft back unencumbered. Again, 
a well-negotiated and executed lease agreement will go a 
long way towards achieving these goals. 

What do the specific return conditions under the lease 
stipulate? Ideally, the lessor will get the aircraft back in 
full-life condition. More realistically and more commonly, 
however, the airline will return the aircraft in half-life 
condition. The quality of the maintenance performed on 
the aircraft and the quality of the documentation thereof 
will greatly influence the remarketability of the aircraft for a 
second and any subsequent lease terms. 

However, even if the aircraft comes off lease in mint 
condition, finding the next home for it can be a daunting 
task. The tendency by some operators towards installing 
ever more elaborate buyer-furnished equipment in the 
premium cabins of the aircraft they operate will present 
the aircraft lessor with significant challenges once these 
aircraft come off lease and are returned to their respective 
lessors. If that will ever happen that is. It serves the leasing 
industry well to be somewhat sceptical regarding the 
remarketability of the A380 or the Boeing 777-300ER, for 
instance. 

It is not just the lack of ubiquity. The resources required 
to perform heavy maintenance and structural checks 
successfully on these types of aircraft are enormous and 
only the most sophisticated operators will be able to do 

so. Maybe there is a market for secondary A380s in the 
US if airlines there could ever warm up to the aircraft. Or 
there is a market on some high-density routes to and from 
slot-restricted airports in Asia as long as adequate airport 
infrastructure is in place. 

Finally, religious pilgrimage requires huge capacity at 
an attractive cost per seat mile as offered by the A380. 
But it will not be like placing a used A320 or Boeing 737-
800, not by a long shot. Difficulties with remarketing any 
aircraft will negatively impact its residual value. But even 
more so regarding widebody aircraft with extravagant 
cabin configurations and a relatively small distribution 
among the airlines. It will be up to the leasing industry, the 
operators, niche players and the appraiser community to 
manage this risk pro-actively. 

Some highly specialised firms will play a vital role in 
managing risk and exposure for airlines and lessors alike 
by providing a mechanism to keep the markets in check. 
Opportunities may arise because airlines suffer from 
over-capacity or over-ordering and because lessors with 
speculative orders have not managed to find homes for 
these aircraft come delivery time. 

The occasional airline insolvency can be thrown into 
this mix for good measure because it will instantaneously 
free up aircraft that were previously not on anybody’s 
remarketing agenda. Firms possessing the right skill 
sets, networks and deep pockets will be able to offer 
a welcome solution by buying into these assets and 
matching them with lessees in need of capacity. In some 
instances, these assets will then be made available to an 
investor base looking for and benefiting from turn-key 
solutions. Certainly, such firms are niche players, but they 
provide an essential function to keep markets well-
balanced and the economic framework for aircraft leasing 
and financing at sustainable levels.         

As one of the leading firms in global aircraft trading, 
the team of Aircraft Finance Germany (AFG) has 
successfully closed commercial aircraft deals worth 
more than $4 billion. AFG aviation professionals 
have closed deals on virtually all popular commercial 
aircraft, including narrowbody, widebody, turboprops 
and regional jets – both in passenger and freighter 
configurations. AFG draws its unparalleled experience 
from having taken delivery of a wide array of 
commercial aircraft from manufacturers, airlines, 
leasing companies and investors, and have delivered 
the same wide array of commercial aircraft to airlines, 
leasing companies and investors. This is aided by the 
company’s global network of partnerships with financial 
institutions, investors, manufacturers, airlines, banks 
and leasing companies.

As a strong and reliable member of the global 
aviation industry, AFG offers tailor-made commercial 

aircraft solutions to its investor base and aircraft 
operators alike. The team provides turn-key solutions 
for investors wanting to participate in the aircraft 
leasing and financing industry. AFG has developed 
strategic partnerships with manufacturers, operators 
and financial institutions worldwide that allows the 
company to complete the most complex transactions. 
And AFG does so with a team of aircraft professionals 
willing to go the extra mile for their partners.

AFG works closely with airline operators, 
manufactures, banks and financial institutions around 
the globe. AFG aims to be one of the leading aircraft 
trading companies in the world as the company’s team 
members have closed over 100 aircraft transactions in 
recent years and look forward to successful operations 
in the years to come.

Christian Nuehlen is the managing Director of 
Aircraft Finance Germany GmbH in Frankfurt, Germany.

Aircraft Finance Germany | Leading firm in global aircraft trading

Sponsored editorial:   AFG
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New names and narrowbodies 
for Korean investors 
Michael Allen examines how korean investors are getting savvier with 
their investments in aircraft, gaining the courage to branch out into 
narrowbodies, as well as lesser credit airlines. 

“In [South] Korea, we need aviation to fly our people 
in and out of the country – otherwise we have to go 

through North Korea,” says one South Korean aircraft 
finance practitioner explaining the importance of the 
aviation industry to his country. 

Both aviation and shipping have been pivotal to the 
peninsula’s history since Korea was divided along the 38th 
parallel after World War II and along a military demarcation 
line after the Korean War. Since it became impossible to 
transport goods and people out of the country by land 
via North Korea, these two transportation industries have 
been seen as vital to the health of the south. 

But while the South Korean shipping industry – along 
with real estate – has long been a key investment target 
of Korean institutional investors, investment in aircraft is a 
new area for them. With the shipping industry now being 
far from shipshape and real estate returns lacklustre, 

aircraft are proving more reliable assets for yield-hungry 
investors.

“Real estate in the US and UK was the first pick from 
2009 to 2014 for Korean investors seeking an alternative 
asset class. Most Korean investors got exposed to the 
UK, US and even German property but, from the asset 
allocation perspective, they cannot put all their money 
in one asset class,” explains one source at a Korean 
securities firm active in aircraft financing. 

“The aviation transaction is very standardised and 
you can easily contact the right person for feasibility 
assessment and information gathering. Most reputable 
Korean institutions which have a big presence in the 
Korean market now have at least one aircraft in their 
balance sheet.” 

All of the deals done so far involving Korean investors 
have been for the crème-de-la-crème credits of the 
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airline industry, with a particular focus on Middle Eastern 
heavyweights such as Emirates Airline and Etihad Airways. 

Matthew Leigh, a senior associate at Norton Rose 
Fulbright in Singapore, believes Korean investors are 
showing a greater receptiveness to financings with 
operating lessors as the demand for aircraft deliveries 
starts to come from the lessors more than the airlines. 

“It is probably reflective of the shift in the market 
towards the volume of direct lessor orders, but I think that 
they [Korean investors] are certainly much more aware 
now of those opportunities – though I think in the same 
way the investors are looking at the top-tier airlines, the 
focus will be on the top 10 lessors,” he says. 

Despite this overwhelming preference for top-tier 
names, preferably government-owned flag carriers, 
market sources believe there is room for deal arrangers to 
introduce lesser credits to the Korean institutional investor 
base. 

“There is still the mentality they want to have a full-
service carrier with a strong credit profile alongside a 
good underlying asset,” says a source with experience of 
the Korean market. 

“However, they are now starting to be willing to look 
at new names in terms of the returns. The credit rating 
remains important – though provided there is the ability to 
demonstrate a good asset and that it’s a well-run airline with 
a history of good lease return conditions, then that goes 
quite a long way now with the investors.” 

As with Japan’s Japanese operating lease and call 
option market, in which deal arrangers are experiencing 
more demand from investors than deal opportunities with 
top-tier carriers can satisfy, Korean arrangers are finding 
they are needing gradually to introduce new names to their 
investor clients. 

“Korean investors for some of the top-tier airlines seem to 
have been tapped out at this point, so almost by necessity 
they are looking at lesser-known airlines,” says Ji Hoon 
Hong, a partner in White & Case’s South Korea office. 

“I think they are looking at deal possibilities involving 
those airlines that may not necessarily be flag carriers or 
household names. Depending on how the structure works, 
I think deals involving below-top-tier airlines would be 
seriously considered by Korean players. Some arrangers 
are quite willing to take a leap forward – maybe a giant leap 
forward – and try to lead some of these sophisticated and 
large transactions on their own.” 

In addition, the deterioration of certain top-tier airline 
credits such as Air France (because of financial difficulties) 
and Turkish Airlines (because of political instability in Turkey) 
means Korean investors may have to look at other names, 
says a source in South Korea. 

narrowbodies versus widebodies 
Korean investors have mostly favoured investment in 
widebodies over narrowbodies because of the larger, 
more expensive aircraft offering higher returns than 
narrowbodies. However, investment in widebodies carries 
a higher residual value risk and the aircraft are more 
difficult to remarket at the end of their lease term. 

“Korean investors have been attracted to widebodies 
because they tend to offer higher yields and because 

Korean investors – just like investors from any other 
country these days – are hungry for yield. But as they 
get more knowledgeable about this space, they see the 
attractiveness of narrowbody aircraft in terms of their 
stable values and secondary market tradability,” says 
White & Case’s Ji.

He cautions, however, that this could be a “double-
edged sword”, as the yield on narrowbodies would tend to 
be lower than that available for widebody transactions. 

A source from a South Korean securities firm says: “If we 
consider the market situation separately for widebodies 
and narrowbodies, we believe the narrowbody market is 
safer in terms of exit and residual value risk but there is a 
tough competition among global lessors. 

“Lease rates for narrowbodies are getting lower and 
lower and the rate of return for the equity investment 
is not very attractive. Still, widebodies can provide an 
attractive rate of return, so we need to mix up these 
narrowbodies and widebodies properly and manage the 
portfolio risk.” 

One airline that could be a potentially huge target of 
financing for Korean investors is Vietnam’s VietJet Air, 
which is taking delivery of A320-family aircraft to fuel its 
rapid growth. Korean investors might feel comfortable with 
Vietnam as an investment jurisdiction because Koreans 
have a long history with investing in Vietnam, albeit not in 
aircraft, say sources. 

GECAS portfolio deal 
Late in 2016, Mizuho Securities and Meritz Securities 
launched a seven-year, $900 million fund to buy a 
portfolio of 20 aircraft from US lessor GECAS. The debt 
consisted of $655 million from an asset-backed securities 
issuance by Mizuho Securities, and $244.5 million in 
equity from South Korean securities and derivatives 
firm Meritz. The $244.5 million contribution from Meritz 
consisted of a $150 million mezzanine tranche and a $94.5 
million subordinate tranche.

Sources tell Airfinance Journal that the portfolio 
contained some poor credit airlines, such as EgyptAir, in 
which Korean investors would not usually prefer to invest 
in a single transaction because of the heightened risk. 
However, because of the involvement of GECAS – which 
is the number one lessor in the world by number of aircraft 
(according to Airfinance Journal’s The Leasing Top 50 
2017) – investors are sufficiently reassured that the risk 
could be managed. 

“A couple of portfolios are coming around the market 
but have not yet been done. There are better aircraft and 
airlines in these, but their servicer names are not good 
enough from a Korean investor perspective,” says a source 
who works with Korean investors.  

Hard to ignore
More and more international players are taking notice of 
the South Korean market as a viable source of financing 
for aircraft, and many believe it will remain so for several 
years to come. 

One source says: “It’s not going to replace other sources 
of financing but if you’re looking at what’s out there at the 
moment, I don’t think that you can ignore it.”   
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The Toulouse-based manufacturer handed over the 
100th aircraft to China Airlines in July 2017.

“The 100th A350 XWB milestone comes as we reach 
our fastest widebody production ramp-up, on track to 
meet the target of 10 A350 deliveries per month by the 
end of 2018,” says Fabrice Bregier, Airbus COO and 
president commercial aircraft.

The delivery is the Taiwanese carrier’s seventh unit 
and the third A350-900 that it has received this year. The 
other four were delivered in 2016, according to Airfinance 
Journal’s Fleet Tracker.

Asia lead
At the end of June Airbus had recorded 628 firm orders 
for the A350-900 model.

By 31st July 2017 the A350 has been delivered to 
14 airline customers and Fleet Tracker shows that 56 
deliveries where made to seven Asian operators. 

The Middle East represented 19% of the active fleet with 
18 deliveries, while Europe had 14 aircraft among three 
operators. Africa had five with Ethiopian Airlines. Latin 
America and North America had just two units.

Lessors
Of the 100 deliveries, lessors account for 39 deliveries and 
airlines own the other 61 aircraft.

Lessors have placed a total of 66 direct orders for the 
type. Fleet Tracker estimates that 15 deliveries were “pure 
operating lease” transactions. Sale-and-leaseback deals 
accounted for the remaining 24 lessor deliveries.

AerCap is the largest A350 lessor with 15 units currently 
in service. The Dublin-based lessor has two units with 
Vietnam Airlines, two with Cathay Pacific Airlines, two 
with Ethiopian Airlines, two with Air Caraibes and two with 
Sichuan Airlines. It originally placed aircraft with South 
American carrier Latam, but four units moved to Qatar 
Airways earlier this year under six-to-12-month leases.

GECAS is the second-largest A350 lessor with 11 units 
leased to Finnair and Qatar Airways.

Avolon has two units with Thai Airways International and 
another two with Vietnam Airlines, the data shows.

Amedeo has acquired its first unit, via Amedeo Air Four 
Plus, from ALAFCO. The aircraft has a lease attached to 
Thai Airways.

BBAM manages two aircraft on lease to Qatar Airways.

Financing the first 100 A350s
Airbus has delivered its 100th Airbus A350 aircraft, 30 months after the first 
delivery of its latest widebody aircraft to Qatar Airways.

Source: Airbus
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DAE Aerospace has three A350s on lease to Vietnam 
Airlines. Pin Ang Aircraft Leasing has two aircraft with 
Ethiopian Airlines. 

SMBC Aviation Capital has two A350-900s on lease to 
Asiana Airlines. Both units are part of a six-aircraft package 
acquired under a sale-and-leaseback deal.

Sale-leasebacks
Airlines have used various sources of financing but sales 
and leasebacks represents a quarter of the deliveries so 
far, Deal Tracker shows.

Ethiopian Airlines tapped the market for two deliveries 
with Pin Ang. Vietnam Airlines sold three deliveries to 
DAE Capital. Another three futures deliveries have been 
mandated to Pin Ang. Finnair sold five units to GECAS and 
LATAM agreed a deal with AerCap for nine aircraft.

The first A350-900 was first delivered to Qatar Airways 
in December 2014 and was financed by GECAS. The 
lessor has four more units with Qatar Airways under sales 
and leasebacks.

Qatar also sold two units on delivery to BBAM under 
sale-and-leaseback deals. It also mandated BOC Aviation 
in December 2016 for another six aircraft.

Asiana Airlines has mandated six deliveries to SMBC 
Aviation Capital in a package that includes pre-delivery 
financing. Two units have been delivered.

Debt
Airlines have also tapped the commercial debt market. 
Deal Tracker shows that Cathay Pacific financed three 

deliveries using the commercial debt market with Bank of 
China as the arranger.

The Hong Kong-based carrier has also mandated 
a delivery to Credit Agricole-CIB and another two to 
undisclosed lenders. 

China Airlines has financed four deliveries with Bank of 
Taiwan and Bank of Communications as overall arrangers 
of debt facilities. 

DVB provided the debt for DAE Capital on one unit, 
on lease to Vietnam Airlines. National Bank of Australia 
was the debt and overall provider, along with Korea 
Development Bank as debt arranger. 

AerCap financed three A350s on lease to Latam 
through the commercial debt market in 2016, with BNP 
Paribas acting as senior lender. The other senior lenders 
were Development Bank of Japan, KfW IPEX-bank, Helaba 
and Sumitomo Mitsui Banking (SMBC). Investec Bank was 
the junior lender.

Finnair has used the Japanese operating lease with call 
option (JOLCO) market on three deliveries while Lufthansa 
has refinanced one delivery in the JOLCO market.

The A350 model featured in Labrador Aviation Finance’s 
asset backed securitisation in 2016, while two Latam 
A350s featured in the Latin American carrier’s C tranche of 
its 2015 EETC.

There has also been appetite from the Korean investor 
market. Mizuho Securities and South Korea’s Meritz 
Securities set up a fund of about $900 million to acquire 
a 20-aircraft portfolio from GECAS, although the National 
Pension Service backed out of the fund. 

●

●

● 

●

●

Asia-Pacific

Europe

Middle East ●

North America

Latin America

Africa

First 100 A350s in service per region

●

●

● 

●

●

AerCap

Avolon/CIT Aerospace

DAE Capital

Amedeo (AA4P)

●

GECAS

BBAM

Pin Ang Aircraft Leasing

SMBC Aviation Capital● ●

A350s in service fleet per lessor

Source: Fleet Tracker July 2017 Source: Fleet Tracker July 2017 



Airfinance Annual • 2017/201864

Airfinance Journal Analysis:   LOW-COST CARRiERS

Argentina and Chile are gearing up for further 
competition as two low-cost carriers (LCCs) enter the 

market.
The two South American countries are the battleground 

for equity investors, who believe their respective carriers 
have the model and management team to succeed.

Bill Franke, one of the world’s most influential investors 
in budget airlines, debuted a low-cost carrier in Chile in 
February 2017. The start-up aims to expand regionally in 
the coming years.

At the time, Franke, co-founder and managing partner 
of airline-focused investment fund Indigo Partners, 
announced initial plans for the new carrier, Jetsmart, which 
included a three-Airbus A320 fleet.

The carrier received its first aircraft in June, under a 
lease agreement with CDB Leasing, and operated its first 
flight on 25 July between Santiago and Calama.

Indigo Partners is already established in the low-cost 
arena, with ownership of Mexican carrier Volaris and 
stakes in Wizz Air and Denver-based Frontier Airlines.

Indigo Partners is known for its unbundled fares strategy 
that characterises ultra-low-cost carriers (ULCC), where 
passengers are offered basic low prices with the option of 
paying for extras.

Jetsmart will expand its coverage of the Chilean market 
this year to include Antofagasta, La Serena, Concepcion, 
Copiapo Desierto de Atacama, Puerto Montt and Temuco 
La Araucania.

Indigo Partners has also been in talks to acquire part 
of Canada’s Enerjet after Canada’s transport minister 

announced plans to lift foreign ownership caps in 
airlines to 49% from 25% in a bid to aid start-ups seeking 
investors. Enerjet, a charter operator, is looking to 
establish a nationwide ultra-low-cost carrier with Indigo 
Partners.

Indigo Partners disposed of its 18.7% stake in European 
central low-cost carrier Wizz Air in June 2017. The company 
sold 10.7 million ordinary shares for about $317.1 million but 
retained convertible shares and convertible notes through 
its Indigo Hungary and Indigo Maple Hill units.

Franke regards Europe as the scene for consolidation.
“I think over time that will happen in Europe, and we will 

be a motivator to consolidation,” he says.
But in Chile, the large middle class, relaxed foreign 

ownership rules and clear regulations made the country 
attractive for Indigo Partners’ entrance into Latin America.

The nation’s transport minister told industry executives 
in December 2016 that the government expects $1.7 billion 
in budget airline investment over the next four years.

“We launch a new endeavour to democratise travel for 
Chileans by bringing the ultra-low-cost model. We chose 
Chile because, without a doubt, it offers the best platform 
in the region for success. Chile has a history of economic 
growth, political stability, an enviable legal system, a 
fair and equitable regulatory system, and governments, 
regardless of party, that support trade and foreign 
investment. We believe Jetsmart will be a great addition to 
the Chilean air travel landscape,” Estuardo Ortiz, Jetsmart’s 
chief executive officer, tells Airfinance Journal.

“Jetsmart is the first ULCC airline in Chile. A combination 

South America:
The last frontier for LCCs?
The landscape for the incumbent airlines of Argentina and Chile is 
changing, with the domestic economy facing challenges and new entrants.

Source: Jetsmart
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of brand-new A320 high-density fleet, state-of-the-art 
digital technology on Jetsmart.com and the structure of 
Smart fares allows us to offer ultra-low fares and a fully 
unbundled ancillary product portfolio so customers can 
choose what they want. Jetsmart has launched its Smart 
Routes, which do not pass through Santiago, and therefore 
connect non-stop between regional cities. Smart Routes 
allow a significant saving in time – around half – and cost 
since airport fees are paid only once. Jetsmart came to 
Chile to take the industry onto an evolution and revolution, 
so air travel is affordable and available to all Chileans,” he 
says. 

“Our goal is not to take market share away from existing 
carriers but rather to stimulate growth and create a new 
market. Our fares are designed to be low and make flying 
affordable to people who would not otherwise consider 
it. Jetsmart focuses on the first-time travellers and has a 
programme called Nuevo del Aire, which rewards them 
with special fares and promotions.”

Plans for 2018 include the addition of six additional 
aircraft and, once established in Chile, Jetsmart will eye 
regional expansion, says Franke.

“Jetsmart will initially operate on domestic flights, but we 
plan to expand to other countries in the region, after we 
consolidate our flight here in Chile,” he adds.

Jetsmart is the second carrier to launch operations in 
Chile in two years.

Latin American Wings started operations in January 
2016 with $3 million in capital. Investments have reached 
$20 million in 2017, according to media reports.

Latin American Wings operates five Boeing 737-300s 
configured with 148 seats, according to Airfinance 
Journal’s Fleet Tracker. It started operations with one unit 
on the Santiago-Asuncion-Punta Cana route but added 
two more in 2016 and another two in 2017.

The Chilean carrier has a less aggressive approach to 
the market and, unlike Jetsmart, operates international 
destinations to Lima, Mendoza and Punta Cana from 
Santiago in addition to two domestic destinations, 
Concepcion and Puerto Montt.

Latin American Wings is Chile’s third biggest carrier 
after Latam Airlines, Latin America’s largest carrier, which 
resulted from the merger of LAN and TAM in 2012, and Sky 
Airline.

Sky Airline started regular passenger flights in 
December 2001 with funds from Jürgen Paulmann and 
made its first flights from Santiago to northern Chile in 
June 2002.

The Chilean carrier operates throughout Chile as well 
as to Argentina, Peru and Uruguay with an all-Airbus fleet, 
including 13 A319s and two A320s. It has secured three 
A320neo aircraft for the second half of 2018 from lessor 
SMBC Aviation Capital as part of its $800 million fleet-
renewal plans.

“We are absolutely convinced that we have made the 
right decision and the passenger traffic statistics support 
that,” says José Ignacio Dougnac, chief financial officer 
of Sky Airline. “We are the first LCC in Chile, and we are 
recognised by the market as such.”

Latam and Sky Airline already serve eight of the planned 
routes on Jetsmart’s future network. 

Though Jetsmart and Latin American Wings, for the time 
being, are just small players in Chile’s domestic market, 
they present a challenge for Sky Airline, which is looking 
to expand. 

Competition is nothing new to Sky Airline, says 
Dougnac. “We are very used to it; we overlap with other 
players in almost every route, and there have always been 
new players in the market coming in and out. What we 
really want to do is to enable more people to fly in the 
domestic and international markets, and we can do so 
because of our low fares.”

He adds: “Our lower fares and a point-to-point strategy 
have encouraged people to consider and to use more the 
aircraft as a primary means of transportation in Chile, and 
we hope to continue in that direction.” 

Sky has been particularly careful to cater to the Chilean 
market by offering a website dedicated to corporate travel 
sales for the Chilean business traveller.

Also, Sky prices all its fares on a one-way basis, so a 
round trip costs twice as much as the basic one-way fare.

“We want to give people the opportunity to fly; 
therefore, we are very focused on expanding our network 
in a very efficient way, so we can charge very low fares. 
As an example, we are already selling $3 tickets, but we 
are also very on top of our customers’ needs. We give a 
simple service but provide a very consistent delivery on 
our promise,” says Dougnac.

Airfinance Journal Analysis:   LOW-COST CARRiERS

Source: Latin American Wings
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The carrier will incorporate new A320neos as part of its 
fleet renewal to offer more seats and new destinations.

Part of this $800 million fleet replacement has already 
started, says Dougnac. Sky will take delivery of six new 
leased A320neos in 2018 – with three coming from lessor 
SMBC Aviation Capital and the remaining units from Air 
Lease.

The carrier is in the market for 12 additional A320neos 
to add to its portfolio on operating lease.

“For us, the A320neo meets all the conditions we 
require to achieve maximum efficiency in the operation. 
We are looking for these operating leases coming in 2019 
and 2020,” says Dougnac.

Currently, Sky operates 13 A319s and two A320s 
leased from a variety of lessors, including AerCap, Apollo 
Aviation, DAE Capital, ORIX Aviation and SMBC. BBAM has 
the largest exposure to the carrier with six leased A319s.

So far, Sky has favoured operating leases to build its 
fleet, but Dougnac indicates the carrier is also evaluating 
purchase orders from 2021 onwards of A320neo or 
A321neo units.

While Sky may have carved out a niche in the low-cost 
market, it operates in a challenging environment.

Although Chile is among the safest and most stable 
countries in Latin America, it faces political uncertainty, 
with an upcoming general election in November and 
financial worries because of a long-running mining strike 
at Escondida, the world’s largest copper mine. Chile’s 
economy is heavily dependent on the production and 
export of copper and copper products, which account for 
just less than half its exports.

Credit ratings agency Fitch downgraded Chile’s long-
term foreign currency rating to A from A+ in early August 
and revised its outlook from “negative” to “stable”, as slow 
growth and low prices for copper put pressure on the 
nation’s fiscal revenues.

The downgrade “reflects the prolonged period of 
economic weakness and lower copper prices, which are 
contributing to a sustained deterioration on the sovereign 
balance sheet”, stated Fitch.

“In Fitch’s view, growth is unlikely to recover to levels 
consistent with per capita income convergence with ‘A’ 
peers.”

The decision by Fitch comes after a separate 
downgrade by ratings agency Standard & Poor’s (S&P) 
in July, which represented Chile’s first credit downgrade 
since the 1990s.

S&P downgraded its rating on Chile’s long-term foreign 
currency sovereign credit to A+ from AA-, with a stable 
outlook.

The ratings agency expects the Chilean economy 
to grow only 1.6% in 2017, unchanged from last year. In 
2004, growth reached 7%. Then, after it dipped during the 
financial crisis, it recovered to 5.8% in 2011 and 2012.

S&P expects GDP growth to rise only modestly to 2% in 
2018 and to 2.4% in 2019.

Against this backdrop, the US dollar has been 
strengthening, putting pressure on Latin American 
countries. In July, Chile’s central bank held its benchmark 
interest rate steady at 2.5%.

However, Dougnac notes Chile’s currency depreciation 

“has been less of an issue” during the past two years.
“Growing the international markets, of course, helps 

offset the exchange rate impact,” he adds.
Sky has increased its seats offer in international 

markets, with four new international destinations during 
the past 18 months. The carrier is currently flying to six 
international destinations – Buenos Aires, Mendoza, 
Cordoba, Rosario, Montevideo and Lima – but Argentina is 
Sky’s most important international market, says Dougnac.

“We are always seeing and analysing new routes to 
better satisfy our customers, based on an efficient and 
sustainable operation,” he says, adding: “And there is more 
growth to come.”

Argentina gets hotter
In neighbouring Argentina, which Franke called a “nice 
market”, the budget airline industry is also heating up after 
the nation’s transport minister announced in late 2016 
that the government expects $1.7 billion in budget airline 
investment over the next four years.

Across the Andes mountains, Argentina’s first ultra-
low-cost airline is aiming to break Aerolineas Argentinas’ 
quasi-monopoly, while Avianca and Norwegian are setting 
up subsidiaries.

Like Jetsmart, Flybondi was also formed by 
entrepreneurs. Julian Cook, former chief executive officer 
of Swiss airline Flybaboo, is the chief executive officer of 
Flybondi. Alongside him are Michael Cawley and Michael 
Powell, who have roles both as members of the board 
of directors and as investors. All three bring decades of 
experience and successful track records in the ULCC 
sector. In June 2017, Flybondi competed the first round of 
a $75 million equity raise. Cartesian Capital Group is lead 
investor, alongside Japanese investor Yamasa, and with 
other European and Argentine private investors.

“We are very pleased to have such a strong group of 
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investors in Flybondi. They all have a successful track 
record of investing in and leading low-cost airlines, says 
Cook. “This brings us huge value-add in addition to the 
capital.”

Peter Yu, managing partner of Cartesian Capital Group, 
says: “Powell, Cawley and Cook are uniquely positioned 
to lead Flybondi. The businesses they have built over the 
decades have greatly improved access for the travelling 
public around the world, and they are now bringing 
this model to Argentina. The market for air travel in the 
country is ripe for Flybondi, and we will work closely 
with labour and consumer groups, regulators and other 
stakeholders to provide reliable, high-quality service to all 
Argentines.” 

Bertrand Grabowski, the former head of DVB’s aircraft 
finance division, representing Yamasa on the board of 
Flybondi, says: “Having followed for more than 25 years 
the development of ULCC brands all over the world, I am 
convinced it is the perfect time and place to bring the 
ULCC concept to a great country like Argentina for the 
benefit of the people.”

He adds: “The management team is top class and 
brings a wealth of international experience. The new 
Macri policy is sending positive signals to the international 
community.” Mauricio Macri became president of 
Argentina in December 2015.

The airline looks to capitalise on a rapidly growing 
market: the population in Argentina is expected to reach 
45.6 million by 2020, according to Trading Economics 
global macro models and analysts’ expectations. This 
compares with 40.7 million in 2010.

About 92% of Argentina’s population lives in cities, with 
the 10 largest metro areas accounting for nearly half of 
the population.

Buenos Aires has a population of about three million, 
with a metropolitan population of close to 13 million. By 
2030, greater Buenos Aires is predicted to have 17 million 
residents.

But the economic situation is challenging.
Argentina has one of Latin America’s largest middle-

class demographics, but it is shrinking and chronically 
impoverished by galloping inflation, which even President 
Macri’s team has yet to bring under control.

In December 2015, Argentina scrapped most of its 
currency controls and allowed the peso to start trading 
freely, setting the stage for a sharp devaluation.

The peso has devalued almost 60% year-on-year 
and inflation remains in the region of 22%. But Trading 
Economics forecasts inflation to drop progressively to 18% 
over the next year and reach 12% by 2020.

“Argentina will continue to struggle with lacklustre 
growth for the next few years, as it begins to digest 
the challenges behind the implementation of President 
Macri’s economic reforms and the woes coming from its 
key trading partner Brazil,” writes Trading Economics in its 
2017-20 outlook report.

In 2001, about 25% of the population lived below the 
poverty line. That figure jumped to 70% in 2002 after 
the peso got decoupled from the dollar and individual 
savings lost two-third of their values. The poverty line best 
estimates are in the 30% to 40% range now.

Untapped potential
But Flybondi’s Cook believes that Argentina has the 
potential to become a mature economy.

Today, less than 7% of the population travels by aircraft, 
says Cook, adding that the Argentine market represents 
about 10 million passenger trips a year. He estimates that 
three million passengers travel three to four times a year 
by aircraft.

“The propensity to fly in Argentina is below other 
Latin America countries. In Chile, it is 2.5 times higher. 
Argentina may have larger cities than Chile, but still 
10 million passengers fly in Chile for an 18 million 
population,” says Cook.

“The travelling population of Argentina should be in the 
30 to 40 million range,” he adds. 

Cook highlights the importance of bus transportation in 
Argentina but is hopeful that passengers will turn to flying 
thanks to low-cost airlines.

A flight between Posadas and Buenos Aires takes 75 
minutes, he says. Aerolineas Argentinas flies the route 
three-times a day, the equivalent of 180,000 passengers 
a year. The same route attracts more than 500,000 
passengers a year by bus, despite a 13-hour journey, he 
says. Bus companies are charging more than what a low-
cost carrier can charge, adds Cook.

Flybondi expects to transport 10 million passengers 
in five years’ time and double the air travel market in 
Argentina.

The carrier has already signed lease agreements for 
two 737-800s, and expects to be operating a fleet of 10 
aircraft by the end of 2018. 

The start-up carrier has signed an agreement with the 
Government of the Province of Córdoba to set up its 
first base and start operations there in the fourth quarter 
of 2017. It also has presented a plan to the national 
government to set up what will become its main base at 
the military airport of El Palomar in Buenos Aires. 

Source: Flybondi
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But the Scandinavian carrier’s unit costs have surged as 
it struggles to maintain cost discipline across a rapidly 

expanding fleet.
Norwegian Air reported its second-quarter results in 

July 2017 and the headline figure appears encouraging: 
Net profit jumped 45% from the same period last year, to 
NOK 1.08 billion ($131 million), while operating revenue 
increased 17% to NOK 7.77 billion.

However, EBITDAR earnings for the period were NOK 
1.19 billion, 21% lower than in the second quarter of 2016.

Even worse, Norwegian’s first-half EBITDAR totalled 
NOK 382 million, a huge drop from NOK 2.02 billion a year 
ago. As a result EBITDAR margin was 2.9%, compared with 
17.5% a year ago.

Operating expenses, meanwhile, jumped 45% to NOK 
6.78 billion as the low-cost carrier expanded rapidly.

Fuel was the biggest expense at NOK 1.74 billion, a 38% 
rise on last year, as jet fuel prices increased by 15% in the 
quarter.

Labour cost of NOK 1.26 billion was up 34% as staff 
numbers rose to handle increased flying. Maintenance 
expenses rose by 56% to NOK 647 million due to the 
airline’s bigger fleet.

Norwegian flew 8.62 million passengers in the quarter, 
up from 7.72 million in last year’s corresponding quarter. 
RPKs (revenue passenger kilometre) traffic rose 19%, as 
did the airline’s available seat kilometre (ASKs) capacity.

Results for the first half to the end June were less 
positive as the first quarter’s NOK 1.5 billion loss 
outweighed second-quarter profit. Interim net loss 
amounted to NOK 412 million, compared with a NOK 54.7 
million loss in the first half of 2016.

Norwegian added four leased Boeing 787s and 19 
leased 737-800s to its fleet over the 12 months to 30 June. 
At the end of June it also received its first two 737 Max 
aircraft, which took its fleet total to 133.

Norwegian is aggressively investing in transatlantic 
services. The carrier will increase long-haul capacity by 
60% this year and growth will double next year, according 
to broker firm Davy.

“Not for the first time, the main takeaway from 
Norwegian’s quarterly results is a negative ex-fuel cost 
surprise - this time down to additional leasing/maintenance 
and personnel costs,” writes the firm.

“While Norwegian’s rates of growth make the scaling 
process difficult, the continuing scope for negative cost 

surprises is a concern for investors and will limit the 
stock’s multiple potential.”

According to its latest forecast, Norwegian expects a 
25% growth in ASKs in the third quarter and a 30% growth 
in the final quarter of this year.

Unit revenues down, unit costs up
Norwegian says unit revenue was NOK 0.32 for the first 
half of 2017 while unit cost reached NOK 0.44. A year ago 
unit revenue was NOK 0.36 for the first half while unit cost 
was NOK 0.41.

Norwegian says second-quarter unit cost excluding fuel 
rose 7% year-on-year, while it was up 9% with fuel. Staffing 
cost climbed 12% due to the ramp up of international 
operations.

Norwegian has now reached its highest second-quarter 
cost per available seat kilometre (CASK) since the second 
quarter of 2010.

More expensive fuel, a 16% increase per ASKs, was 
driven by spot prices and a weaker Norwegian crown 
against the US dollar, says the carrier.

Leasing cost, up 22% per ASKs, was due to a higher 
proportion of leased and wetleased aircraft, says the 
Scandinavian carrier.

The carrier was also hit by a higher technical cost (31% 
increase per ASKs) due to price escalation on engine 
maintenance, a higher proportion of leased aircraft and 
ground damages.

Cost guidance for 2017 is now at NOK 0.42 per ASKs 
versus the airline’s previous guidance of NOK 0.39-0.4.

Norwegian’s mounting costs weigh on cash flows and 
therefore its debt-encumbered balance sheet.

Shareholder equity represented only 8.7% of its total 
liabilities at the end of the second quarter. At the end of 
2016 it represented 12% of its total liabilities.

Equity at the end of the second quarter was NOK 3.54 
billion compared with NOK 4.05 billion at the end of last 
year. 

Equity decreased mainly due to net losses in the 
period of NOK 412 million and exchange rate losses from 
subsidiaries of NOK 105 million.

There are also questions about the departure of chief 
financial officer Frode Foss, who has been at Norwegian 
since October 2002. His successor will have a difficult task 
to keep costs under control while continuing Norwegian’s 
growth strategy. 

Norwegian pays price of 
aggressive expansion
norwegian is clearly disrupting the long-haul market, where its introduction 
of transatlantic services has prompted other airlines to launch their own 
low-cost, long-haul operations.
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When Level launched its inaugural Barcelona-Los 
Angeles service in June 2017, its parent IAG became 

the eighth full-service airline group to operate an LCLH. 
Once Joon takes off later this year, Air France-KLM will be 
the ninth.

Nonetheless, hard questions about the sustainability 
of the LCLH business model remain. Years of cheap 
credit and relatively cheap fuel have kept underlying and 
operational costs down, but will there still be 15 or so 
(definitions vary) LCLH carriers after the economic cycle 
bottoms out?

In Europe, some describe the legacy carriers’ new 
ventures as a response to Norwegian, the most aggressive 
LCLH operator on transatlantic routes: British Airways and 
Lufthansa can’t be caught with their pants down again, as 
they were once by Ryanair, the theory runs.

While there may be a little truth to this, it is an overly 
simplistic explanation for several reasons: The cost 
advantages of low-cost carriers (LCCs) are extremely hard 
to replicate in long-haul operations; legacy carriers are 
better equipped to compete on longer routes; and there 
is considerable divergence of strategy within the LCLH 
sphere, unlike among LCCs, most of which now follow the 
Southwest/Ryanair model.

LCLH in Europe
Europe’s big three airline groups demonstrate the varied 
approaches. Lufthansa subsidiary Eurowings began long-
haul flights in 2015 using 310-seat Airbus A330-200s, of 
which it now has five leased from GECAS, according to 
Airfinance Journal’s Fleet Tracker.

By the end of 2017 Eurowings will offer 13 long-
haul destinations from its base in Cologne: five in the 
Caribbean; four in the United States; two in Thailand; two 
in South Africa; and Mauritius.

Rather than opening new markets, however, some 
of those routes may be substitutional, with Lufthansa 
dumping poor performers on its budget subsidiary. 
Analysis by Barclays Capital suggests that Eurowings’ 
long-haul services are unprofitable and that its parent has 
limited ambitions for LCLH operations.

“We think its primary reason for existence is to lower the 
Lufthansa Group cost base (either by intimidating unions 
into accepting savings, or by taking over mainline routes),” 
write Barclays analysts in a February 2017 report into the 
low-cost, long-haul sector.

Like Eurowings, Level operates A330-200 aircraft, 
although its units – exercises of IAG options – are brand 
new.

Flying cheap, flying long…and 
hanging on?
Low-cost, long-haul (LCLH) air travel – once the preserve of tall-talking, 
short-living mavericks – has gained a certain credibility.

Source: Level



Airfinance Annual • 2017/201870

Airfinance Journal Analysis:   LOW COST LOnG HAUL TRAVEL

The carrier should increase its fleet to five A330s 
through 2018, as it adds routes and bases from an initial 
selection that runs from Barcelona to Los Angeles, San 
Francisco (Oakland), Buenos Aires and Punta Cana.

“We’re looking at European cities such as Paris 
and Rome which benefit from Vueling feed,” an IAG 
spokesperson tells Airfinance Journal.

“IAG has existing assets in France, like our long-haul 
operation OpenSkies, which we are evaluating and which 
can grow, but we are considering various options,” the 
spokesperson adds.

Level’s crew are sourced from Iberia and although they 
enjoy the same pay, their contracts focus on “flexibility, 
fewer labour restrictions and greater availability”, 
according to IAG.

“Level appears to be very competitive on unit costs, 
but it hasn’t caused too much aggravation with unions 
because it is not flying from any of IAG’s hubs,” Oliver 
Sleath, European airlines analyst for Barclays Capital, 
tells Airfinance Journal.

In contrast to Level’s smooth start, Eurowings has 
suffered significant industrial action, leading to hundreds 
of cancelled flights in late 2016.

As bad as those problems were, however, they paled 
in comparison with the rolling strikes experienced by 
Air France-KLM over the past few years. As a result, the 
Franco-Dutch carrier has had to plan the introduction of 
its own LCLH arm extremely carefully.

Starting in the Autumn 2017 from Paris-Charles de 
Gaulle, Joon will launch medium-haul operations with six 
Airbus A320/A321 aircraft, and then progress to long-
haul by the summer of 2018, at first using A340s but then 
A350s from Air France-KLM’s order stream.

By summer 2021, the mix is expected to be: six A320s, 
12 A321s, and 10 A350s.

In July 2017 Air France signed a five-year cabin crew 
collective agreement with two major cabin crew unions 
over its previously proposed airline project Boost. 

A deal over Air France’s Boost project was approved 
by the SNPL pilots’ union earlier in March. Air France 
pilots will fly the aircraft under a wet-lease deal that 
includes different labour agreements for cabin crew. 
These are forecast to contribute to 15-18% lower unit 
costs for Joon.

Joon will not be a low-cost airline as it will offer 
“original products and services” that reflect those of Air 
France, confirms the French flag carrier. The new carrier 
is aimed at a young working clientele, “the millennials (18 
to 35 year-olds), whose lifestyles revolve around digital 
technology”. 

“We started with our target customer segment, 
the millennials, to create this new brand that means 
something to them. Our brief was simple: to find a name 
to illustrate a positive state of mind. This generation has 
inspired us a lot: epicurean and connected, they are 
opportunistic in a positive sense of the word as they 
know how to enjoy every moment and are in search of 
quality experiences that they want to share with others. 
Joon is a brand that carries these values”, said Caroline 
Fontaine, Air France’s vice president brand.

The new carrier aims to capture new customer 
segments on ultra-competitive routes, and to take over 
some of Air France’s loss-making flights.

“Whether Joon will really have competitive costs in the 
long term is debatable,” says Sleath.

Aircraft choice
Labour savings are one of the most effective advantages 
that start-up carriers can leverage over incumbents, but it 
pays also to examine fleet selection.

Norwegian, for instance, saves more than 40% on crew 
expenses for its Boeing 787 aircraft when compared with 
legacy carriers, Barclays Capital estimates, but ownership 
costs are significantly higher due to Norwegian being a 
weaker credit and its low initial volume of orders.

The investment firm estimates that Norwegian would 
pay about $1.1 million per month in lease rentals for a 787-
8, versus $900,000 for a big legacy carrier.

And while Norwegian highlights the fuel efficiency of 
the 787, this advantage remains limited during a period 
of relatively low oil prices, since competitors with older 
aircraft can offset extra fuel burn with drastically lower 
financing costs. Eurowings’ 14-year-old A330s, for 
example, rent for about $300,000 per month, according 
to Avitas.

“At these oil price levels the A330 seems to be the 
optimal solution; I think it is probably the most popular 
platform for LCLH at the moment,” says Sleath.

The future: low-cost, medium-haul
Expensive 787s aside, Norwegian has another element 
to its fleet strategy that could prove a better fit for LCLH 
operations: long-range narrowbodies.

The introductions of the A321LR and, potentially, the 737 
Max 10, could reshape medium-to-long-range air travel, 
opening up a plethora of extended, thin routes.

“We think it is beyond doubt that aircraft like the A321LR 
will fragment the route network on the Atlantic,” says 
Barclays Capital.

Last year Norwegian changed an order for 30 
A320neos to the same number of A321LRs. For eight-hour 
flights, such as London-Boston, Barclays Capital estimates 
that the latter aircraft has 25% lower seat costs than the 
787-8.

Norwegian obviously spots the potential, as it begins 
narrowbody flights between secondary airports in the UK 
and US, with a launch service from Edinburgh to Stewart 
Airport, New York. For these flights it will use 737NGs until 
its first 737 Max aircraft arrive later in the summer.

Another advantage of long-range narrowbodies is that 
they offer a cheaper way of scaling up an LCLH fleet to a 
size where economies of scale in maintenance, financing 
and training begin to materialise.

This should only strengthen the argument for a new 
middle-of-the-market aircraft, which many airlines and 
lessors hope that Boeing will announce.

Not only would such an aircraft fill a niche left empty 
since Boeing halted 757 production in 2004, but it would 
also tap into potentially the most disruptive business 
model since the advent of the low-cost carrier. 
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Headwinds hold back carriers
north African airlines have faced a number of challenges in recent times, 
including a dearth of export credit financing, geopolitical instability and 
several terrorist attacks. Jack Dutton investigates.

Brian Pearce, chief economist of the International Air 
Transport Association, told delegates at the fourth Iata 

Airline Cost Conference in 2016 that carriers had “never 
had it so good” and, after decades of poor performance, 
airlines were finally making money. 

The representatives from North African airlines, who 
were in the audience during the speech, looked at each 
other in a way that said Pearce’s statements were far from 
their realities. Over the past few years, the region has 
witnessed geopolitical instability with the Arab Spring and 
several terrorist attacks, often in regions where tourism 
plays a vital role in the local economy. 

“As someone who has been to all of these countries, 
you can see the diminished air traffic,” says one industry 
source, who works with several airlines in the region. “I 
was at the pyramids in Cairo a few years ago, and some 
people came up to me saying ‘We miss the Americans, we 
miss the Europeans’.” 

One striking example of an airline that has been 
negatively affected is Tunisian flag carrier Tunisair. Its 
traffic suffered after a terrorist mass-shooting against 
foreign tourists on a resort in Sousse that killed 38 people. 

One leasing executive, who works with North African 
carriers, tells Airfinance Journal: “Tunisair has suffered a 
lot because they had less tourists come into the country 
since the attacks. The same thing happened in Turkey with 
Turkish Airlines.”

As well as seeing a drop in tourist numbers, North 
African regions that have been affected by terrorism and 
political instability have experienced some hesitation from 
lessors, says the source. “I think they are more reticent 
right now. Overall, it’s not stable, but people are still doing 
deals. It’s just that when the airlines in those regions go to 
the market themselves, they often find it harder to get the 
financing.”

If there is a dampening in tourist traffic, overcapacity 
can be a concern. One industry source says that EgyptAir 
has got some widebody capacity but “doesn’t really need 
it” and “there’s a move away from needing a Boeing 777 
and Airbus A330 into something that’s not as large as that” 
with some of the North African carriers. 

Morocco’s safe haven
Seen as a more politically stable region than some of its 
neighbours, Morocco does not seem to be experiencing 
the same pronounced negative effects as some of the 
other North African countries. Royal Air Maroc (RAM), the 
country’s national airline, is viewed by many in the industry 
as being the main African airline that connects Africa with 
Europe, the Middle East and North America.

But that has not stopped the carrier’s operating 

environment from being challenging. Like many carriers 
in Africa, RAM has financed a number of its aircraft with 
help of export credit agencies (ECAs). But with the current 
inactivity of the main ECAs, airlines such as RAM have had 
to look at alternative financing options. 

Although the airline initially issued a request for 
proposal to fund three 787-8s by the Export-Import 
Bank of the United States, (Ex-Im) the dearth of export 
credit financing has caused it to look at other modes 
of financing. Although this has been negative for some 
carriers in the region, Yassine Berrada, vice-president 
corporate finance at Royal Air Maroc, says the carrier has 
not had its financing options limited through Ex-Im Bank’s 
current inactivity and political instability in the Middle 
East and North Africa (MENA) region. RAM closed three 
commercial deals for three new 787s in 2016, with the 
loans being paid in euros from two Moroccan banks. 

Unlike many African carriers, RAM has not seen a 
decline in interest from some of the banks when financing 
the aircraft. “We’ve had offers on both leases and 
commercial financings,” says Berrada. “We did not expect 
to see the interest we saw. We had South African banks, 
European banks, US banks approach us – frankly, we were 
quite amazed. I think the appetite was due to the strong 
credit risk of the airline.”

The carrier will be taking delivery of more 787s and a 
737 Max aircraft from 2018 to 2020, which it looks likely to 
take on its balance sheet. Berrada adds that the carrier will 
lease all incoming aircraft in 2017.

“Although we have no big problems, still we are 
working in difficult environments,” he says. “Indeed, 
despite Morocco being a safe haven within the region, 
an average European or American considers Morocco 
as part of the North Africa-Middle East troubled region. 
As a consequence, foreign tourist (excluding Moroccans 
abroad) arrivals dropped by 4% in 2016 after a drop of 5% 
in 2015.”

Berrada adds that the airline has seen an 11% growth in 
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traffic at fiscal year-end 30 October 2016, thanks to the 
performance of its Casablanca hub and new routes from 
this hub. The first two months of 2017 fiscal year are in 
the same trend of two-digit growth in traffic and he hopes 
traffic will continue growing by a two-digit percentage at 
the end of next year.

Although Berrada is optimistic about Morocco, he is 
less optimistic about North Africa as a whole. “The global 
environment is not helpful for tourism in North Africa right 
now. At the moment, many Europeans prefer going to 
Portugal and Spain – they see them as safer.”

The main part of the carrier’s traffic is connecting Africa 
to Europe and the Middle East. Berrada says that this 
traffic is growing, but he has seen a decline in competition 
from foreign carriers into Morocco. 

“EasyJet has decreased this year from Morocco,” he 
says. “Like us, they have seen that the pure Moroccan-
Europe tourism is decreasing, so there is less LCC [low-
cost carrier] competition.”

Algeria’s oil and ECA worries
Unlike Morocco, its neighbour Algeria is mainly an oil-
driven economy. The country’s two main airlines in Algeria 
are Air Algerie and Tassili Airlines. 

The leasing source says: “Now with the oil price going 
down, it’s less financially attractive for those airlines, 
because Air Algerie is owned by the state and Tassili 
Airlines is owned by Sonatrach, an oil company.” 

Air Algerie has a fleet of 59 aircraft, comprising 25 737-
800s, 12 ATR72-500s, eight A330s, five 737-600s, three 
ATR72-600s, two 737-700Cs, three 767-300s and one 
Lockheed Hercules L100, according to Airfinance Journal’s 
Fleet Tracker. Tassili Airlines operates a fleet of 15 aircraft, 
indicates Fleet Tracker: four 737-800s, four Q200s, four 
Q400s and three Beech 1900s.

“They use a lot of ECAs,” says the leasing executive. 
“But they have a problem with that because Ex-Im and 
the European ECAs are not doing many deals right now. 
If there is any expansion from the airlines, it would be by 
acquiring aircraft from lessors or using commercial banks 
to finance aircraft. Sometimes international banks will 
finance them but it will be more expensive. In my view, 
they will have no choice – they will have to go to lessors 
to have 100% financing.” 

Egypt’s other opportunities
Egypt is also experiencing its own problems, at times 
finding it difficult to attract the foreign investment its 
tourism and airline industry needs. 

“I think the Arab Spring came as such a shock to 
everyone, it really has changed the culture among 
foreign investors. Political risk is now part of the due 
diligence process in a way it hasn’t been previously and 
I don’t see that changing any time soon,” says Victoria 
Mackay, founder of VLM Advisory, a MENA political risk 
consultancy.

She adds that it takes only one big incident such as the 
Russian Metrojet passenger aircraft coming down over the 
Sinai Peninsula in 2015 to reduce the amount of foreign 
investment into that country.

In response to these attacks and a change in the 

Egyptian tourism landscape, Cairo-based airline Nile Air 
has managed to find additional revenue through other 
avenues by adding new routes to its network, such as 
from Sharm El Sheikh to Amman in Jordan.

Speaking to Airfinance Journal, the carrier’s chief 
executive officer, Ahmed Aly, says: “I think one thing 
financial institutions and leasing companies understand 
is that Egypt’s still a very strategically-important country 
and there is an overriding sense of stability despite the 
challenges that the country faces.

“It does pose a challenge having our dominant currency 
devalued in November. But with our airline, we’re not just 
relying on local currency – you also rely on currencies like 
the Saudi riyal and Emirati dirham, which also provides a 
support system.”

Aly adds that Egypt is “not reliant on just tourism traffic” 
and it is viewed a geographically attractive location across 
Africa and the Middle East.

EgyptAir, the country’s flag carrier, operates a 75-aircraft 
fleet, including A320s, A330s and A340s, as well as 737-
800s and 777-300ERs, according to Airfinance Journal’s 
Fleet Tracker.

The airline is due to issue a request for proposal (RFP) in 
the coming weeks, adds the leasing source. The RFP will 
be for 250-seater narrowbody aircraft, according to the 
source, who adds that the carrier will be open to all types 
of financing to fund the deliveries.

increase risk monitoring from lessors
Mackay has seen an increase in lessors carrying out 
political risk analysis when determining which airlines to 
work with in the region.

Phil Seymour, chief executive officer of aircraft advisory 
IBA, agrees. “Typically, a lessor will go and visit an airline 
and the aircraft every two or three years. We’ve seen that 
they’re now taking the opportunity to get in there more 
frequently. Coupled with that, the local currencies in the 
region are probably worth less now, and all of the costs 
are in dollars: fuel, leases and financings are probably 
based on US dollars that are probably going to be more 
expensive for them now.”

When looking at credits in the region, lessors often 
have to look further than the profit and loss and the 
balance sheet of the airline. They also look at the airline 
management teams, the capacity, the codeshares and the 
alliances – to name a few variables.

“It brings up a whole new area in terms of assessing 
the risk in those areas from a lessor perspective,” says 
Seymour.

Mackay adds “It’s very difficult to conduct due diligence 
on a company or individual in that region without 
assessing their political context because political change 
has such a bearing on the financial fortunes of local 
entities and individuals.”  

Seymour says that if the situation is to improve for North 
African airlines, security needs to remain a priority for the 
countries in which they operate.  

“They’ve got to think, ‘We’ve got to prove to the industry 
that we’re a safe place to be’. There is nothing much they 
can do about the low oil price, but they can do a lot about 
security,” adds Seymour. “That’s within their control.” 
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Airfinance Journal Analysis:   LEASE RATES

Lease rate factors are continuing to fall to what some 
believe are unhealthy levels, partly driven by fierce 

market competition and a desire for lessors to expand 
their Asia-Pacific businesses, market sources tell 
Airfinance Journal. 

Lessor sources report seeing lease rate factors lower 
than 0.60% on various financings.

“The reality is that, yes, from time to time we see some 
very low lease rate factors. Even where the lease rents are 
not far off-market, there may have been a relatively high 
price paid for the aircraft asset which squeezes the return,” 
says one Singapore-based market source.

“Due to the amount of liquidity still in the market and 
strong competition among lessors, many airlines have 
no problem acquiring aircraft for decent rates, and those 
doing sale and leasebacks often benefit from premium 
pricing.”

The person adds that some leasing companies – many 
of them based in Asia – appear to be under pressure to 
rapidly grow their portfolios – which inevitably leads to a 
willingness to sacrifice return for scale.

A Hong Kong-based leasing company source agrees, 
saying that the ball has moved squarely into the airline’s 
court in terms of negotiating power on lease deals.

The risk is that airlines will become “spoilt” by these 
cheap deals, the person says.

The person has heard that certain Chinese lessors 
will tell their airline customers: “Take whatever offer our 
competitor has made you and then take 5-10% off it – 
that’s what we’ll give you.”

While he doubts that airlines will lose money on these 
deals, they may experience problems at the end of the 
lease in terms of managing the residual value.

A Hong Kong-based banker agrees, saying: “Many 
people just assume they will have traded those assets 
before the expiry of the lease term, but I’m not sure you 
can entirely rely on those assumptions. The lessors will 
have to bear the burden of refinancing, remarketing and 
reconfiguration costs.”

The Hong Kong-based leasing company executive adds 
that he has seen eight-year lease tenors for widebody 
aircraft – something that was previously rather rare. He 
has also seen five- to eight-year leases for narrowbody 
aircraft.

An executive at a Chinese carrier tells Airfinance 
Journal that for 2017/18 deliveries, he is seeing “pretty 
good pricing from local lessors”, which is better than what 
he was seeing last year.

“Especially for some local lessors which are very 
aggressive in pricing,” he says.

The Hong Kong-based banker says this problem is the 
result of “a lot of money chasing a couple of deals and that 
translates into high purchase price and low rentals – the 

famous ‘high-low deals’”.
“You really need to have a high leverage to make it 

work. As long as you have high loan-to-values (LTV) and 
cheap financing costs it works, but if you don’t meet those 
two conditions then leasing is not profitable at all. You just 
accept a lower return, a lower lease rental. They may take 
the view that they will resell those leases to somebody 
else down the road.

“They are just in an easy bubble market now so it’s ok 
as long as the money keeps going…but it’s not going to 
end in a pretty manner I guess.”

Moody’s China downgrade
On the capital markets side of the business, market 
sources in China and those who do business there 
are observing the potential impact of Moody’s recent 
downgrade of China’s sovereign credit rating to A1 from 
Aa3 and change of outlook to stable from negative.

A lawyer based in China who works on aircraft finance 
transactions tells Airfinance Journal that the impact on 
domestic deals will be limited, but that international 
transactions could be hit.

“Of course, there are many Chinese leasing companies 
who have set up and then the borrower will be an Irish 
special purpose vehicle that intends to borrow from banks 
in Europe, Singapore or Hong Kong.” He says.

I guess in that kind of scenario, the funding cost and 
maybe some of the documentation will be impacted, but 
how that’s going to be is yet to be tested.”

The lawyer adds that the market will also need to 
see how the other rating agencies react to Moody’s 
downgrade.

 A Singapore-based law firm partner says the 
downgrade may make it more expensive for some 
Chinese businesses, including airlines and lessors, to 
borrow US dollars from non-Chinese banks and investors, 
and to issue debt successfully into international markets.

“This could drive them to borrow more from domestic 
Chinese banks – which might lead to a further downgrade 
in due course given this one has largely been driven, as I 
understand it, by concerns about the amount of domestic 
Chinese debt,” he says.

A Hong Kong-based banker says that the “logical 
impact” of the downgrade would be that upcoming 
bonds from the downgraded entities will come at a “slight 
premium”.

“The markets are not always entirely rational – far from 
it, but I would expect the upcoming bond issues to be a bit 
more expensive for those leasing companies. Then that 
would put the aircraft secured bank financings a bit more 
on the radar screen of those leasing companies that have 
been financing themselves through the bond markets,” he 
says. 

Lower lease rate factors 
unnerve lessors
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Airfinance Journal Analysis:   GULF BACkLOG

In the long term, Boeing predicts that the Middle East will 
have 17% of the global widebody fleet, which it expects to 

double to about 10,000 aircraft by 2035.
Aircraft sales have slowed since 2016, however, and 

last year Deloitte estimated that 13% of global orders was 
liable to deferral or cancellation.

Some aircraft categories are more at risk, notably 
the Boeing 777, which has two-thirds of its orderbook 
concentrated in the big three Gulf carriers: Emirates 
Airline, Etihad Airways and Qatar Airways.

“Will they need them at the pace they signed up?” 
questions Richard Aboulafia, vice-president, analysis, at 
Teal Group.

At the time of its report, Deloitte said the Middle East 
had “virtually no vulnerable backlog”, even though the 
region was already responsible for 163 Boeing 787 and 
Airbus A350 cancellations worth roughly $21 billion – 
more than North America, Europe and China put together 
– according to Airfinance Journal’s Fleet Tracker.

Since the report’s publication last summer the Middle 
East has suffered a further 25 cancellations of aircraft with 
a combined market value of $642 million. These were all 
narrowbodies, but in December 2016 Emirates deferred 12 
A380s, and some suspect it will push back more deliveries 
after a disappointing performance in 2016/17.

The Dubai-based carrier blamed a 71% fall in operating 
profit partly on “increased competition and overcapacity in 
many markets”.

“Emirates’ backlog stands out as most at risk because it 
is the biggest,” says Aboulafia. Emirates has 171 new and 
current-generation 777s on order, more than the aircraft’s 
next five biggest customers put together.

IBA Group chief executive officer Phil Seymour 
suspects that Emirates’ A380 deferrals may well turn into 
cancellations – an opinion shared by Aboulafia – while 
other deliveries may be delayed.

“I wouldn’t be surprised if we did start to see more 
deferrals; it’s part of what happens with capacity 
management,” he says.

In April 2017, after heightened security was imposed 
on passengers flying between the Middle East and 
United States, Emirates cut several key transatlantic 
frequencies, although the airline said the capacity would 
be redeployed.

Together, Emirates, Etihad and Qatar operate 496 
widebody aircraft (worth almost $54 billion) – about 10% 
of the global widebody fleet – inside a region roughly the 
size of Hungary.

Mindful of the tight squeeze, Etihad has looked abroad 
for growth, taking shareholdings in other airlines in order 
to drive traffic to its Abu Dhabi hub.

CEO James Hogan, the strategy’s architect, said that 
Etihad’s 2013 order for 199 new aircraft would enable it to 
“offer capacity where and when it is most needed within 
the equity alliance”.

Yet several of Etihad’s investments have gone sour. It 
has all but written off the €1.7 billion it pumped into Alitalia 
in 2014, while struggling Air Berlin has been forced to 
offload aircraft.

Etihad itself is expected to cut capacity growth in certain 
markets as well as staff through 2017. This includes Hogan, 
who is to step down.

That leaves Qatar Airways, the only one of the big three 
Gulf carriers to place a significant order since 2014.

Qatar added 13 destinations in 2015/16, and said in its 
maiden annual report that it remained “deeply committed” 
to a growth trajectory that would see it add a further 17 in 
2016/17.

Unlike at Etihad or Emirates, there has been no talk of 
job cuts at Qatar, and chief executive Akbar al Baker said 
in March that he expects double-digit growth this year.

However, those plans were thrown into jeopardy by a 
diplomatic crisis in which four Arab countries have banned 
travel to and from Qatar, throwing its flag carrier’s short-
haul network into chaos.

Qatar Airways also suffered an almost one-third fall in 
operating profit during the 2016/17 financial year. 

Questions linger over Gulf 
backlog
The Middle East has underpinned twin-aisle sales for much of the past 
decade, while Gulf carriers alone account for more than a third of the 
current widebody backlog among airlines.
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The purchases of AWAS by Dubai Aerospace Enterprise 
(DAE) and CIT Aerospace by Avolon mark the biggest 

shake-up of aircraft leasing since Aercap paid $7.6 billion 
for ILFC in 2014.

That deal propelled AerCap to the top of the leasing 
table. At the end of the first quarter AerCap owned and 
managed 1,131 aircraft, which was second only to GECAS, 
according to Airfinance Journal’s Fleet Tracker.

Like AerCap, DAE is acquiring a larger rival, and the 
immediate purchase of AWAS would triple its fleet to 332 
aircraft. After the Avolon-CIT consolidation, this would 
catapult DAE from the 24th-largest lessor by aircraft count 
to the seventh, sandwiched between BBAM (395 aircraft) 
and BOC Aviation (327 aircraft).

Meanwhile, a combined DAE-AWAS portfolio would 
be worth $11.4 billion, the eighth-largest in the leasing 
community and one place behind SMBC Aviation Capital 
($13.4 billion).

DAE’s managing director, Khalifa Al Daboos, has 
described the tie-up as “strategically compelling”, and 
it is clear that Dublin-based AWAS would add strings 
to the Dubai manager’s bow. Post-merger, for instance, 
narrowbody aircraft comprises two-thirds of DAE’s 
portfolio, a radical shift from its current roster of 38 
widebodies, 35 narrowbodies and 48 turboprops.

AWAS would also tilt DAE’s axis from the Middle East 
(where Emirates 777s and A330s account for more than 
a third of portfolio value) towards Europe, where its fleet 
share would rise to 19% from 13%, and give DAE a foothold 
in China, where currently it lacks any customers.

Since the deal went through, DAE Capital has 17 aircraft in 
China, 95 in the rest of Asia, 63 in Europe, 37 in the Middle 
East and 29 in North America, according to Fleet Tracker.

Despite a broader reach, however, DAE’s elevated 
ranking would be threatened by a muscular chasing pack 
of lessors.

Its order stream of one ATR72-600 turboprop plus 15 
A320 family aircraft from AWAS is miniscule compared 
with those of BOC Aviation, Air Lease (ALC), Aviation 
Capital Group and ICBC Leasing – which boast a 
combined backlog of close to 1,000 aircraft.

Avolon has no such problem: Combined with CIT’s 
orders, its backlog has swollen to 274 aircraft, according 
to Airfinance Journal’s Fleet Tracker.

Those new aircraft augment an already sizeable 
portfolio; together, Avolon-CIT sits third in the current 
lessor rankings with a fleet of 585 aircraft worth roughly 
$21.4 billion.

Of these, 76% are narrowbodies (down from 81% pre-
merger), 16% are widebodies and the rest are regional 
jets.

CIT has also helped to balance Avolon’s portfolio, 
40% of which previously operated in Asia (not including 
China). Post-merger that share has dropped to 28%, while 
Avolon’s North American allocation has risen from 9% to 
19%.

The proportion of aircraft operating in Europe, Latin 
America and China remains broadly stable at 21%, 13% 
and 8% respectively, though that latter figure may rise 
given Avolon’s bullish forecasts for China.

The lessor, whose customers include China Eastern 
Airlines, Hainan Airlines and Tianjin Airlines, reckons that 
China will need 3,200 new aircraft over the next decade, 
750 more than current orders account for.

Given Avolon’s Chinese ownership, it seems likely the 
lessor will seek to capitalise on that demand. 

DAE and Avolon: Climbing the ladder

DAE’s acquisition of AWAS
Dubai Aerospace Enterprise’s (DAE) acquisition of Irish 
lessor AWAS closed on 20 August 2017, with the Dubai-
based lessor taking on aircraft assets of approximately 
$7.5 billion.

DAE’s combined aircraft leasing division will operate 
under the name DAE Capital and will go to market from 
six locations: Dubai, Dublin, Singapore, Miami, New 
York and Bellevue, Washington. All of these are existing 
offices of DAE and AWAS, allowing DAE Capital to have 
technical, commercial and legal capabilities in these 
locations.

Simon Glass, the former chief financial officer (CFO) 
of AWAS, has been named the chief financial officer of 
DAE. Karl Griffin, the former chief operations officer (COO) 
of AWAS, has been named the COO of DAE Capital, the 
aircraft leasing division. Dan Stone, the former CFO of 
DAE Capital has assumed a newly created position of 
executive vice president responsible for managing and 
building the third-party asset management business. Firoz 
Tarapore, chief executive officer of DAE, tells Airfinance 

Journal that growing the lessor’s third-party asset 
management business from under $1 billion today to $5 
billion in the next three to five years will be one of DAE 
Capital’s priorities. Tarapore also adds that DAE Capital’s 
new senior management team is in place and operational 
as of today. On 24 July DAE priced $2.3 billion of senior 
notes as part of a three-tranche offering to help pay for its 
purchase AWAS. Morgan Stanley was the sole arranger of 
the transaction. Through its DAE Funding subsidiary, the 
lessor priced $500 million 4% notes due in 2020, $800 
million 4.5% bonds due in 2022 and $1 billion 5% bonds 
due in 2024. The notes will be fully and unconditionally 
guaranteed by DAE. 

DAE used a portion of the proceeds from this offering, 
along with cash on hand, to pay the cash purchase price 
for its previously announced acquisition of AWAS from 
private equity firm Terra Firma Capital Partners and the 
Canadian Pension Plan Investment Board.

Morgan Stanley acted as financial adviser and 
Freshfields Bruckhaus Deringer acted as legal adviser to 
DAE.
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Sponsored editorial:   GECAS

But the highly complex and innovative aviation finance 
sector of today would almost have been an alien 

concept as recently as the 1960s. Up until then, the 
aviation sector was highly regulated and dominated by 
state-owned or state-backed flag-carrying airlines. Even 
the US market was dominated by a few major players who 
benefited from regulations that discouraged competition 
to the point of forbidding it.

New aircraft purchases were made either with cash 
or bank borrowings, which, in many cases, were state 
guaranteed.

The winds of change began to blow quite strongly in the 
1970s. First came the 1973 oil crisis in the wake of the Yom 
Kippur war in the Middle East. It drove up inflation and 
interest rates, plunged national budgets around the world 
into deficit and caused a severe downturn for the airline 
sector. Without the cash or the state guarantees for new 
aircraft purchases, the airlines had to start searching for 
new ways of financing them.

The deregulation effect
Oil shocks are temporary but deregulation is permanent. 
The US Airline Deregulation Act of 1978 blew away the old 
Civil Aeronautics Board, which had regulated the industry 
as a public utility, and ushered in a new wave of innovative 
airlines, which pioneered new routes, drove down prices 

and created a huge increase in demand for passenger 
aircraft which had to be paid for.

Ireland has a place in the deregulation story as well. 
Peter Sutherland, Ireland’s European Commissioner 
from 1985 to 1989, held the competition portfolio in the 
European Commission and took a particular interest in 
anti-competitive practices in the aviation sector, which he 
believed were contrary to the EU’s founding treaties.

He intervened in the takeover of British Caledonian 
by British Airways, much to the displeasure of the UK 
government; he removed the power of governments 

Still soaring after 50 years of 
aviation finance
Aviation finance is possibly as old as aviation itself. Aircraft are expensive 
pieces of machinery and it takes very deep pockets to purchase them with 
ready cash. indeed, as far back as 1927 Charles Lindbergh’s history-making 
solo transatlantic flight was underwritten by a group of American investors 
from the St Louis region.

Lindbergh takes off in the Spirit of St Louis from Roosevelt Field 
(Photo: Underwood & Underwood)

PanAm 747 in São Paulo 1991 shortly before the airline’s bankruptcy 
and the closure of its operations (Photo: Normando Carvalho, Jr)

Lessors now account for about 38% of the world fleet, with the number of 
operating lease lessors growing from one in 1965 to more than 150 today 
(Data: Flight Global/Ascend)
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Sponsored editorial:   GECAS

to protect national carriers by blocking low fares and 
subsidising them with loan guarantees; and he is widely 
credited as being the father of the European Common 
Aviation Area – more commonly known as the Open Skies 
policy.

That too ushered in a wave of brash new entrants, 
including Ryanair, which collectively transformed 
irrevocably the face of European and global aviation.

Again, passenger numbers climbed and aircraft orders 
rose in step. And once again, financing had to be found.

The market for new forms of financing, to the airline 
sector at least, such as leasing began to grow quite 
dramatically. It may seem difficult to believe now, but as 
recently as 1980 only about 2% of the world’s commercial 
aircraft was financed by leasing. That has grown to nearly 
two of five aircraft today, and some forecasters predict 
that it will increase to more than half by 2020. That could 
equate to between $50 billion and $60 billion of new 
leases annually.

GE Capital Aviation Services (GECAS), the commercial 
aircraft financing and leasing business of General Electric, 
has its roots dating back to the very beginning of that 
process when GECC Leasing Corp initiated its first aviation 
lease in 1967. Within a few years, GE Credit Corporation’s 
Transportation & Industrial (T&I) platform led GE’s aviation 
leasing. In 1986, GE Credit (today known as GE Capital) 
purchased the Polaris Aircraft Leasing Corporation, which 
was one of the United States’ largest independent aircraft 
leasing companies.

The company has supported the aviation sector through 
two oil shocks, major recessions, massive disruption, 
and cycles of regulation and deregulation for the past 50 
years. Today, GECAS is the world’s largest aircraft lessor 
with a fleet of more than 1,950 – 1,639 fixed-wing and 
313 rotary – aircraft in operation or on order along with 
collateralised loans on a further 400 or so aircraft.

The company is recognised as one of the pre-eminent 
commercial airline and helicopter leasing companies in the 
world, offering a wide range of aircraft types and financing 
options, including operating leases and secured debt 
financing. GECAS also provides an ever-expanding array 
of productivity solutions, including spare engine leasing, 
aviation consulting services, and spare parts financing and 
management.

ireland’s unique heritage
The fact that GECAS has its global headquarters in 
Shannon and Dublin is no accident of history. It is because 
of Ireland’s unique place in the development of the 
aircraft-leasing sector. That too dates back to the 1973 oil 
shock.

This left the Irish flag carrier, Aer Lingus, with an acute 
problem – it had too many aircraft. A young executive 
named Tony Ryan, who had started as a baggage handler 
with the airline in the late 1950s, was given the unenviable 
task of solving the problem. He did it by arranging a then 
highly innovative wet lease with Thai airline Air Siam. It 
was also highly profitable.

Realising that there was a business opportunity to 
be exploited, Ryan persuaded Aer Lingus and London 
merchant bank Guinness Peat to back him in the 
establishment of a dedicated aircraft leasing company, 
Guinness Peat Aviation (GPA), in 1975. His two backers 
each held 45% stakes while, crucially, Ryan took a 10% 
holding and profit share rights.

GPA and its founder blazed a trail across the then 
still nascent aviation finance firmament and quickly 
established itself as the world’s leading and most 
innovative lessor and eventually grew to become the 
largest by the end of the 1980s.

Ryan and his team proved remarkably resourceful and 
capable of operating in the most difficult markets with 
even more difficult clients. Its customers were among the 
world’s most cash-strapped airlines in some of its most 
unstable economies. The GPA team was adept at moving 
aircraft onto alternative lessees when a client defaulted 
and was open to doing unorthodox deals in order to 
minimise bad debts.

“GPA didn’t just grab a major slice of the global aircraft 
leasing industry, they played a major role in creating the 
industry and in writing the rules,” says Sean Flannery, 
general manager, GECAS.

That key role in the sector’s early growth and 
development has brought about a situation where today 
it is almost difficult to find a top industry executive who 
does not include at least some GPA experience on his or 
her CV.

It also turned Ireland into a wellspring of talent and 
knowledge for the industry. This, in turn, has spawned a 
vibrant aviation finance sector in Dublin, and the city is 
now widely acknowledged as a leading global hub for the 

Allegheny Airlines’ DC 9-30 (N973VJ) was one of three aircraft that formed part 
of GE’s first aircraft lease in 1967 (Photo, taken in August 1977, by mbernero)

GPA’s founder Tony Ryan (Photo: Liam Burke)
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industry with 14 of the world’s top 15 aircraft lessors having 
a presence in the city.

It is generally acknowledged that GPA was the mother 
lode that led to all these businesses establishing in 
Ireland, but other factors have been at play as well. The 
Irish government was quick to respond to the new industry 
and it put in place the right corporate legal structures early 
on.

The quality support services available from professional 
services firms have also been crucial. Because of their 
work with GPA in the days when the rules were just being 
written, they have developed skillsets and expertise that 
are better than or at least equal to the best to be found 
anywhere else in the world.

The Irish Aviation Authority has also played its role by 
being generally helpful to lessors and allowing aircraft 
operating in certain parts of the world to be registered in 
Ireland.

The robust legal environment in Ireland, which generally 
provides protection to lenders and other creditors, is 
another strength. That environment includes Ireland’s 
position as a contracting state under the Cape Town 
Convention, as well as the location of the International 
Registry in Dublin.

GPA in reverse
GPA was firmly established as the world’s leading aircraft 
lessor by the time the first Gulf War broke out in early 1991. 
This had a severe impact on the global economy and GPA 
was among the casualties.

The global credit squeeze triggered by the invasion of 
Kuwait by Iraq and the subsequent Gulf War caught GPA 
in a perilously vulnerable position. The company had 240 
aircraft out on lease to almost 70 airlines around the world 
but it was hugely dependent on short-term bank debt 
despite a significantly widened shareholder base.

The company had little choice but to go for an initial 
public offering in 1992 despite the inauspicious timing. 
Lack of investor support forced the abandonment of 
the flotation and GPA was unable to meet a number of 
important debt covenants.

Enter GECAS
This is when GE entered the frame. While its underlying 
leasing business was essentially sound and definitely 
profitable, GPA still faced imminent bankruptcy. GE was 
initially interested in acquiring some GPA assets with 
options on others. This was not an attractive proposition 
for the group of banks holding GPA’s debt, however.

In a complex deal, which reflected the innovative 
culture of both companies, GE Capital established a new 
subsidiary, GECAS, to manage GPA’s assets. GECAS 
acquired 44 of GPA’s 464 aircraft outright for $1.3 billion. 
It also acquired an option to buy a majority stake in GPA. 
Under the deal, GECAS got GPA’s remarketing team, its 
world leading IT aircraft tracking systems, a portfolio of 
aircraft and a service agreement to manage the remaining 
assets it had not acquired. This last element of the deal 
saw GPA’s critically important asset management team 
move over to GECAS.

Ultimately, what the deal entailed was an amalgamation 
of GE’s T&I Aviation Group, Polaris Aircraft Leasing and 
the most valuable elements of GPA. The result was an 
exceptionally strong company, which combined the high-
quality technical skills, experience and agility of the GPA 
team with GE’s hallmark risk underwriting and balance 
sheet management discipline.

The new business hit the ground running and was 
quickly established as the pre-eminent player globally. By 
the mid-1990s, it owned 445 aircraft and was managing an 
additional 430 on behalf of investors. This scale combined 
with its best-in-class capability allowed it to make a major 
statement of intent to the market with a massive order 
for more than $6 billion-worth of Boeing and Airbus 
narrowbodied jets.
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Growth and innovation
This was followed by a decade-long period of growth 
and diversification. In 1999, it moved into the engine 
lease business, and the acquisition of PK AirFinance the 
following year saw GECAS move into aircraft lending.

A full range of spare engine solutions are now offered 
to customers worldwide. These include short-term rentals 
from days to months, operating leases, engine sale and 
leaseback and structured long-term financing, engine 
exchanges, and engine asset management and marketing 
services. PK AirFinance offers secured senior and junior 
loans for aircraft and engines to airlines and investors.

In 2000, the company moved into the regional jet space 
and into widebodies with its first order for Boeing 777s. 
GECAS moved into freighter conversion in 2002, while the 
acquisition of The Memphis Group in 2006 added airframe 
parts to its service portfolio. Aviation consulting was added 
through the acquisition of AviaSolutions in 2010.

The Memphis Group acquisition represented a strategic 
expansion for GECAS. Memphis was one of the world’s 
largest aircraft dismantling and parts trading companies at 
the time and GECAS recognized the advantages of having 
such a division to offer full lifecycle management of aircraft 
assets.

It is estimated that up to 70% of an end-of-life aircraft 
can be recycled and the Tennessee-based business gives 
GECAS access to a valuable revenue stream.

More recently, the acquisition of Milestone Aviation 
saw GECAS move into helicopter finance and leasing for 
the first time. Milestone offers operating lease financing 
to helicopter operators in 25 countries on six continents. 
Its current fleet of about 240 helicopters is used in 
the offshore oil and gas industries, search and rescue, 
emergency medical services, police surveillance, mining 
and other utility missions. The division has a forward 
orderbook of medium and heavy helicopter models from 
AgustaWestland, Airbus and Sikorsky available for lease to 
customers.

Geographic expansion has been no less impressive 
than the growth in the service portfolio. From a position 
where the company had operations in the US and Ireland, 
it has grown to 26 offices with more than 250 customers 
in over 75 countries worldwide.

Financial innovation
While the industry is commonly referred to as aircraft 
leasing, it has long since moved beyond that narrow form 
of finance and GECAS has been at the very heart of those 
changes over the years. The choice and availability of 
aircraft finance ultimately depends on the airline involved, 
but it is up to the industry to provide what they require or 
prefer.

For example, recently established airlines and certain 
low-cost carriers will favour leasing an aircraft under an 
operating lease and, indeed, it can sometimes be their 
only option. Other airlines with strong credit ratings may 
prefer to raise cheaper debt financing available from the 
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capital markets and use this to acquire aircraft outright. It is 
also reasonably common to see airlines adopt a diversified 
funding strategy with at least a portion of the total fleet 
leased under operating lease.

This has seen aircraft lessors getting involved in the 
creation of asset-backed securities with bundled leases 
being packaged and sold onto investors in order to fund 
further purchases. The combination of good aircraft and 
top-tier airline customers makes these securities very 
attractive to investors in the current climate.

In Ireland, this increased capital markets activity has led 
to the establishment of more aircraft platforms and the 
holding of more aircraft assets in Irish companies. This has 
been aided by the Section 110 regime and the utilisation 
of Cayman-incorporated Irish tax-resident vehicles, 
which facilitate the efficient structuring and delivery of 
securitisation transactions for certain asset classes and is 
recognized as one of the leading regimes in the EU.

In fact, Ireland is now one of the leading jurisdictions for 
the structuring of aviation securitisations and the full range 
of aviation finance products, and GECAS, with its full suite 
of financing options, including leasing, structured deals, 
secured debt and capital markets, has played a central 
role in that achievement.

Growth prospects
The growth of the aircraft finance sector over the next 20 
years is set to be staggering, with some commentators 
estimating that there will be between five and six trillion 
dollars’-worth of aircraft sales over the period. And that’s 
just new aircraft. There will also be an enormous amount 
of business done in the leasing and selling on of the older 
aircraft being replaced.

A significant proportion of the growth will come 
from East Asia, notwithstanding some recent softening 
in the pace of expansion of the Chinese and Asian 
economies. The expanding middle class in Asia will have 
a compounding effect on demand for air travel. According 
to some estimates, more than one-third of all new aircraft 
delivered over the next two decades will go to airlines in 
Asia.

China alone is a fertile country for growth, with dozens 
of new airports planned and passenger numbers expected 
to grow to 1.3 billion annually over the coming 20 years. 
India is also growing rapidly, with domestic air travel 
experiencing double-digit growth at present.

The International Air Transport Association (IATA) 
forecasts India to be number three in the world by 2025, 
up from sixth at present. Strongest demand is currently in 
the US, China and the UK but by 2025 it will be China, the 
US and India in that order, according to IATA.

Overall growth in passenger numbers in Asia is also 
very significant with 100 million people becoming air 
travellers each year. There is also strong growth in Africa, 
albeit from a low base, but it is expected to double in size 
over the next decade.

Meanwhile, there is strong demand in mature western 
countries for replacement aircraft with 747s having been 
replaced by 777s, while next-generation quieter, more fuel-
efficient jets will be the order of the day for airlines.

Wider ambitions
With its global reach and established relationships with 
customers worldwide, GECAS is well positioned to 
take advantage of these growth trends. Indeed, simply 
maintaining its share of global aviation finance would see 
GECAS continue to grow at a very healthy rate but the 
company’s ambitions extend beyond that.

In some cases, realising these ambitions will see the 
company benefit from existing GE sectoral and industry 
linkages. This will offer synergies where GECAS financing 
helps its industrial parent company while the parent 
company’s reach brings GECAS into new areas.

This was the case with helicopters, with GE 
manufacturing turboshafts for three of the engine 
platforms powering heavy and medium helicopters. 

Regional aircraft represent another segment for GECAS. 
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These aircraft play a vital role for many airlines in retaining 
service in smaller markets and offering point-to-point 
service. The GECAS leased fleet includes 300 Bombardier 
and Embraer aircraft as well as new ATR turboprops and 
Bombardier Q400s.

The company also retains its leadership position in 
airfreight and, two years ago, announced the industry’s 
first Boeing 737-800 passenger-to-freighter conversion 
programme. 

“There is significant demand from customers for a 
modern narrowbody freighter both in terms of adding new 
cargo capacity and for replacement of older models,” says 
Chris Damianos, GECAS’ executive vice-president and 
manager specialty markets, adding: “The high operating 
costs of older narrowbody freighters along with noise and 
other regulatory requirements are driving strong demand 
for replacements. The conversion programme continues 
our leadership in leased freighters.”

This half-century history of growth and innovation has 
seen GECAS emerge to become a full lifecycle provider 
in the aviation finance space. Its global footprint and 
local presence combined with its fleet of narrowbody, 
widebody, regional, and air cargo aircraft and helicopters, 
its suite of financing options from leasing through 
structured deals, secured debt to capital markets, and its 
range of industry leading services such as engine leasing, 
spare parts, airport and airline consulting, and technical 
operations make GECAS strongly positioned to take 
advantage of new growth opportunities as they arise in the 
coming years.

And in a major vote of confidence in the future, in June, 
GECAS announced a firm order for 100 Airbus A320neo 
family aircraft, bringing the total number of A320 family 
aircraft ordered by GECAS to about 600. In addition, the 
company announced an order for 20 of the new 737 Max 
10 aircraft from Boeing by converting 20 of its current Max 
orders to the larger Max 10, which was launched at the 
Paris air show.

“This Max 10 order further enhances our fleet with the 
newest technology, offering our customers commonality 
along with increased range and available seating,” says 
Alec Burger, president and chief executive officer of 
GECAS. “Combining the increased capacity of the Max 
10 and the CFM International LEAP-1B engines offers our 
customers many benefits,” he adds. This brings to 170 the 
number of Max aircraft GECAS has on order, the largest of 
any aircraft leasing company.

For the immediate future, GECAS believes a joint-
venture approach will help it drive growth, and it recently 
announced the establishment of a $2 billion global aircraft 

financing platform with Caisse de dépôt et placement du 
Québec (CDPQ). 

“We want to be part of the industry growth, but there 
is no reason why we have to have 100% of every deal 
invested,” explains Burger. “Why not have something less 
than that and attract somebody to invest some of their 
money alongside us in a structured vehicle?”

The new platform with CDPQ, known as Einn Volant 
Aircraft Leasing (EVAL), will be involved in the acquisition 
of modern fuel-efficient aircraft from a diverse set of global 
airlines and in leasing them back to such airlines under 
long-term leases. GECAS will source the transactions and, 
under a sistership arrangement under certain conditions, 
will invest in aircraft ownership opportunities alongside the 
platform to align its interests further with those of EVAL. 
GECAS will also act as servicer for the platform.

EVAL will provide GECAS with the flexibility to finance 
growth and opportunities, while serving as an entry point 
for CDPQ into the aircraft leasing and financing industry. In 
addition, it represents a key step in the expansion of the 
strategic relationship between GE and CDPQ, which has 
been built over several years.

“This platform will enable continued growth and 
development of our global customer relationships,” says 
Burger. “We are delighted CDPQ will be our strategic 
partner in this exciting venture, which is a natural 
expansion of the relationship between the highly regarded 
pension fund manager and GE,” he adds.

This willingness to explore new business opportunities 
and new financing models has characterised GECAS 
throughout the past half century. The company began life 
when aircraft leasing was an almost unknown concept to 
the great majority of the world’s airlines, and continued 
growth and innovation since then has seen GECAS 
emerge to become the world’s only full lifecycle provider 
in the aviation finance space.

Its global footprint and local presence combined 
with its fleet of narrowbody, widebody, regional, and 
air cargo aircraft and helicopters, its suite of financing 
options from leasing through structured deals, secured 
debt to capital markets, and its range of industry-leading 
services, such as engine leasing, spare parts, airport and 
airline consulting, and technical operations, make GECAS 
uniquely well positioned to take advantage of new growth 
opportunities as they arise in the coming years. 

Air Canada Embraer E-190 (Photo: Makaristos)

737 MAX 10 with CFM LEAP-1B engines (Photo by Boeing)
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The aircraft leasing industry is one of the fastest-
growing industries globally. A number of factors have 

resulted in this growth, including but not limited to, a year-
on-year increase in passenger traffic, the rise of low-cost 
carriers (LCC) and the growth of the APAC market1. 

Given the nature of this capital-intensive industry, it is 
interesting to note some of the antiquated systems and 
practices, which are still commonplace. For example, 
the maintenance of an aircraft is a process that uses 
cumbersome databases at best and, at worst, a paper-
based system prone to losses and errors throughout. 

With the rapid rise of digital technologies in other 
industries, it seems only a matter of time until the aircraft 
leasing game is affected. To that end, this article will 
explore the potential benefits of adopting Blockchain 
technology in the aircraft leasing industry and assess 
a number of potential use cases, which have a truly 
disruptive potential for all stakeholders involved. 

What is Blockchain?
Blockchain is perhaps the biggest buzzword in the 
technology landscape today. Put at its simplest: a 
blockchain is a distributed ledger that provides a way for 
information to be shared and recorded by a community 
(DUP2).

A major characteristic of blockchain is that every 
member of the network maintains a full copy of the 
information and there must be a consensus of all members 
to validate any new update to the ledger. The information 
stored can relate to any digital form of information as, for 
example, but not limited to, transactions, digital assets, 
digital identities and even contracts. Each new block of 
information is then added to the chain. 

The revolutionary aspect of blockchain, resulting 
from its distributed nature, is that each transaction can 
be accessed by the whole network. Therefore, there 
is the possibility of every party being able to view 
every transaction in the history of the network. With 
cryptographic algorithms validating how transactions 
are bundled into blocks and how blocks are added 
(consensus), the integrity and immutability of the network 
is ensured. If any one party tries to defraud or change the 
ledger, the network will see their copy is not valid and 
reject it. 

This particular point is important to note, because this 
allows the blockchain to replace trusted middlemen with 
a mathematic algorithm, which can perform the same job 
for a fraction of the cost and in a much quicker time. The 
trust in this system comes from its cryptography, which 
underpins its very core.

It is also prudent to note at this point that there are two 
main types of Blockchain systems: permissionless and 
permissioned3. 

1. Permissionless – a permissionless system is one 
where anyone can join the network and participate fully 
in the network – eg, read and write any transaction. 
It is also known as a public network. The best 
example of a permissionless blockchain is the Bitcoin 
blockchain, which underlies the world’s most famous 
cryptocurrency, Bitcoin.

2. Permissioned – a permissioned network is one in 
which permission needs to be given to perform certain 
tasks. For example, permission may be needed to read 
certain transactions, it may limit who you can deal with 
and it may also state who can add and validate blocks 
to the chain. An example of a permissioned blockchain 
network is Ripple, where Ripple determines the scope 
and role of the users on the system.

Blockchain – a game changer in 
aircraft leasing?
By Lory kehoe, director, EMEA Blockchain Lab lead, Deloitte ireland, and 
John Hallahan, consultant, EMEA Blockchain Lab, Deloitte ireland.

Lory kehoe, director, EMEA Blockchain Lab lead, Deloitte Ireland

1 Carroll P (16 Jan 2017). Irish aircraft leasing sector gears up for surge based on Asia growth. Available at: http://www.independent.ie/business/irish/irish-aircraft-leasing-sector-gears-up-for-surge-based-on-
asia-growth-35369814.html

2  Piscini P, Guasetella J, Rozman A and Nassim T (24 Feb 2016). Blockchain: Democratised trust. Available at: https://dupress.deloitte.com/dup-us-en/focus/tech-trends/2016/blockchain-applications-and-trust-
in-a-global-economy.html

3  Bauerie N (2016). What is the Difference between Public and Permissioned Blockchains? Available at: https://www.coindesk.com/information/what-is-the-difference-between-open-and-permissioned-
blockchains/
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We see a number of key blockchain characteristics that 
could be of real benefit to the aircraft leasing industry if 
utilised in the correct manner. They are: 

•	 data integrity – the immutable nature of a blockchain 
allows for a greater certainty of data quality than 
normal database technologies. The underlying 
cryptography, coupled with the decentralised nature 
of the technology, makes it practically impossible to 
modify the data on the chain, or even hack the system. 
This could prove crucial in the tracking of aircraft 
parts or even in the fulfilling of obligations of a lease, 
(cybersecurity article)4;

•	 trust – a blockchain is an immutable source of truth, 
providing a single source of the information recorded 
and validated in the network. Given the disparate and 
often antiquated database systems used in the aircraft 
leasing industry, a blockchain could provide the single 
source of truth for an aircraft or fleet that could be a 
game changer for a number of tasks which we will 
discuss later;

•	 smart contracts – a core feature of blockchain is 
that of smart contracts. Put simply, a smart contract 
is a computer programme which can be used to 
facilitate, verify or enforce rules between two parties. 
For example, after x number hours of use, an aircraft 
engine needs to undergo maintenance. When this 
figure is about to be reached, a smart contract could 
notify the maintenance provider and schedule such an 
appointment; and

•	 additional capabilities – while the above three points 
are a flavour of what the blockchain can do, there are a 
number of other technologies in the ecosystem which 
can complement the blockchain. For example, the 
Inter Planetary File System (IPFS) is a layer that sits on 
top of the Blockchain, allowing for increased storage 
capabilities – eg, lease or financing contracts could 
be stored here. IoT and blockchain can also work well 
together to create an immutable record of all the data 
with regards to a particular asset. 

Lory Kehoe, director at Deloitte and EMEA Blockchain 
Lab lead, is bullish on the technology and believes these 
characteristics are a clear reason the technology is here 
to stay. 

“People are still sceptical about whether blockchain 
will take off. We at Deloitte are firmly of the opinion that 
the inflection point is just around the corner and that our 
clients will need to be prepared to take full advantage of 
this truly exponential technology.” 

Potential use cases – assessing the potential of 
blockchain 
While there are a number of different use cases, which 
could prove applicable in the aircraft leasing space, for the 
purposes of this article we will focus on three. They are: 1) 

a blockchain system for tracking aircraft maintenance; 2) 
the creation of aircraft coins/tokens to eliminate inherent 
risks for airlines and lessors; and 3) AirChain, a one-stop 
shop for all stakeholders in the leasing ecosystem.

1. Blockchain for aircraft maintenance 
The lifetime of a commercial aircraft can be up to 30 years, 
which means it may pass through five or six owners before 
it is decommissioned. Given this level of activity and transfer 
of ownership, the tracking and tracing of information 
relating to this aircraft can prove to be an arduous process. 
This is particularly clear when it comes to the maintenance 
documents associated with the aircraft. 

John Maggiore of Boeing contends 90% of all of these 
maintenance records are paper-based, with “literally 
millions of boxes of paper-based documents”5.

It is easy to understand that this system can have 
a number of drawbacks. First, having paper-based 
documents leads to the risk of loss or potentially fraud. 
The American Airlines case in 2015 was proof that fraud in 
maintenance can still be an issue6. 

Furthermore, Rudy Byrce of GE Aviation notes that there 
are frequently paperwork issues when the time comes to 
evaluate the assets7. For example, engines can generate 
thousands of pages of documents. This is a concern as 
older aircraft have no chance of having a digital copy. 

Second, when it comes to due diligence, all of these 
records, whether paper-based or scanned copies, will 
need to be fully evaluated because of the lack of smart 
characteristics. Even in the current digital systems used for 
newer aircraft, this can prove a time-consuming task. 

When looking at the role blockchain has played in 
helping to digitise the trade finance process, we can 
see projects underway; with the likes of the Hong Kong 
Monetary Authority and state bodies in Dubai to name 
two, we can see the potential benefit blockchain could 
play here. 

An immutable record of the maintenance history of 
an aircraft is clearly of benefit to the stakeholders in the 
leasing community. Any issues arising can be clearly 
traced to a timestamped record of who performed an 
inspection and when, meaning a full audit trail in the event 
of an investigation. Furthermore, there is the potential, by 
having this single system, to speed up the due diligence 
process in releasing an aircraft. It could be as simple as 
scanning a QR code on an engine to see the full history of 
the asset. 

Why stop here? We see companies such as Boeing 
testing blockchain technology to track not only the 
maintenance of an asset, but also its whole lifecycle8. 

Similarly, Airbus has discussed how blockchain could 
be used in supply chain tracking. By using blockchain to 
underpin the Internet of Things, we can see the potential 
of two disruptive technologies working in unison to digitise 
and future proof a difficult process for original equipment 
manufacturers (OEMs), lessors and airlines. 

4 Piscini E, Dalton D and Kehoe L (2017). Blockchain & Cyber Security. Let’s Discuss. Available at: file:///C:/Users/jhallahan/Downloads/IE_C_BlockchainandCyberPOV_0417%20(2).pdf
5 Seidenman P and Spanovich D (2016). Why Airlines, Aftermarket Struggle With Digital Record Keeping. Available at: http://aviationweek.com/connected-aerospace/why-airlines-aftermarket-struggle-digital-

record-keeping
6 Goglia J (2015). FAA Investigation Substantiates Mechanics Safety Complaint Against American Airlines. Available at: https://www.forbes.com/sites/johngoglia/2015/05/01/faa-investigation-substantiates-

mechanics-safety-complaint-against-american-airlines/#3eb7bffa2a95
7 Goglia J (2015). FAA Investigation Substantiates Mechanics Safety Complaint Against American Airlines. Available at: https://www.forbes.com/sites/johngoglia/2015/05/01/faa-investigation-substantiates-

mechanics-safety-complaint-against-american-airlines/#3eb7bffa2a95
8 Gutierrez C (2017). Boeing Improves Operations with Blockchain and the Internet of Things. Available at: https://www.altoros.com/blog/boeing-improves-operations-with-blockchain-and-the-internet-of-things/
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2. Aircraft coins/tokens 
The aircraft leasing industry is one of the most-capital 
intensive industries in the world. Foreign exchange 
(FX) risk has long been a problem in the aircraft-leasing 
industry. Granted, this is mainly an issue for airlines, many 
of which pay for leases and costs in US dollars but make 
profits in their native currency. 

While less of an issue for lessors, any potential interest 
rate hikes for the US dollar would cause similar impacts to 
the industry. Furthermore, Basel IV reforms are threatening 
to increase the amount of cash, which banks must provide 
against the risk of an airline defaulting on repayments to 
lessors9. While the impact is still to be properly assessed, 
this could feasibly add to the premiums already paid for 
leases. 

A potential solution to these issues is using 
cryptocurrencies or tokens to settle transactions between 
the parties in the aircraft leasing ecosystem. We see a 
similar initiative underway in financial services with the 
Utility Settlement Coin10. This coin is exploring the potential 
to create a digital cash system, which can facilitate 
interbank payments without the need for third parties such 
as clearing houses which add time and costs to the process.  

We can see the potential of OEMs creating a number of 
coins based in different currencies. Boeing could enable 
payment with custom cryptocurrencies to enable on-chain 
foreign exchange (FX) payments with the banking system 
being used purely as an off-chain periodic settlement 
layer. Boeing could set the price for an aircraft and the 
lessor would still be in charge of the paperwork and 
leasing to the airlines. The lessor would benefit in this 
scenario by being able to operate in multiple digital 
currencies with different airlines. Airlines would benefit by 
being able to operate in digital currencies, which forgoes 
most of their FX risk. 

In the future, if the digital currencies take off and are 
widely accepted and traded, there is the potential to settle 
transactions between the ecosystem players without the 
need for banks being involved in the process. This would 
be possible by the aviation financer being able to fund 
the acquisition cost in the digital currency rather than fiat 
currency. While this idea may seem farfetched to ecosystem 
players in leasing currently, the rise of Bitcoin has shown 
that, in the long term, digital currencies have the potential to 
disrupt the way parties transact with each other.

3. AirChain – a new ecosystem for aircraft leasing 
While the first two use cases focus on specific applications 
and tasks within the aircraft-leasing industry, our third use 
case looks at the art of the possible with regards to the 
use of blockchain technology in aircraft leasing. 

Many of the tasks and operations, which take place 
currently – including, maintenance, transfer of title, lease 
repayments, exchange of value – all happen in siloes. 
In many cases, it is difficult for any single party in the 
ecosystem to have a holistic view of their operations. 
While blockchain is lauded for its ability to streamline and 

digitise, it can also have a positive impact on industries by 
potentially creating new revenue streams and operating 
models. 

Here we introduce the idea of AirChain – a future 
system for all ecosystem players in the aviation leasing 
industry. This private chain would be accessible by all 
of the stakeholders in the industry, with varying levels 
of access for each. On the chain, a number of activities 
could take place. As an immutable data store for aircraft 
information, the tracking of an asset mentioned in use 
case 1 could take place. 

Furthermore, as lessors and airlines are on the system, 
smart contracts could be used to automate lease and title 
exchange. This exchange can be facilitated by what we 
call “tokenising” the asset, creating a digital token, which 
represents a physical asset – ie, an aircraft, engine or a 
part. This token can then be transferred in exchange for 
a digital currency, like the one we have mentioned in use 
case 2. 

There is also the ability to implement what we call “side 
chains”. A side chain is another blockchain which could 
interoperate with AirChain, which, in this case, would 
be called the main chain. This side chain would be the 
single data store for all of the interactions with a single 
aircraft. By storing the information in the side chain, the 
main chain would simply contain a reference (or hash) of 
the information in the side chain. This is crucial because 
it means the main chain in the system is not overloaded 
with information on every aircraft. Having a separate 
chain for each aircraft would also allow for an analytics 
layer to sit on top and aggregate fleet information for a 
particular airline or OEM, which could be shared back in a 
dashboard format. 

A further benefit of having a chain for each aircraft 
would be to allow certain parties to have read or write 
access. For example, a maintenance, repair and overhaul 
company could be given read and write access to 
document its findings to the chain, whereas a regulator 
could be given only read access to view the information 
relating to an aircraft.  

9 O’Halloran (2016). New banking rules could spell problems for aircraft leasing. Available at: http://www.irishtimes.com/business/financial-services/new-banking-rules-could-spell-problems-for-aircraft-
leasing-1.2848746

10 De Meijer CRW (2017). UBS and the Utility Settlement Coin. Available at: https://www.finextra.com/blogposting/14459/ubs-and-the-utility-settlement-coin

Sponsored editorial:   DELOiTTE

John Hallahan, consultant, EMEA Blockchain Lab, Deloitte Ireland



87www.airfinancejournal.com 

Potential barriers to adoption 
While the above use cases work well in theory, based 
on our experience there may be a number of barriers to 
blockchain being adopted which we outline below:

•	 network effect – as discussed previously, blockchain 
is a network-based technology. To operate industry-
wide platforms, there is a need for a majority of market 
participants to join to realise the value and potential 
that such a system could provide. A concern for a 
system such as AirChain would be that a critical mass 
is not reached and that the system fails. However, on 
the flip side of this, by starting with a small number of 
companies and realising the value between only a small 
number of parties, it could be assumed others would 
join to reap the benefits of the platform;

•	 legal uncertainty – as blockchain is in the early stages 
of its development, it is still unclear how the technology 
will be treated by regulators. In the aviation space, 
there would need to be a concerted by-in from the 
likes of the European Aviation Safety Agency and 
the Federal Aviation Administration in the US early 
on in the process. Furthermore, the validity and legal 
enforceability of smart contracts is still unclear, and any 
move to use them in a global system would need to be 
carefully considered; 

•	 reluctance of ecosystem players to adopt blockchain 
– it is important to assess the benefits for all parties 
involved in any future state use cases or platforms. 
For example, would aircraft leasing companies want 
to share all of their information? Concessions could be 
made in the system to allow only lessors permission to 
access the information they want potential customers to 
see. This is where the governance and operating model 
of any potential platform becomes a crucial task; and

•	 technology concerns – the core concept of blockchain 
is still in its early stages. Although it is already possible 
to leverage the capabilities of this distributed network, 
advancements in functionality and usability are 
still to come. Furthermore, there are also concerns 
regarding the immutability of data in such a system. 
New regulations, such as the General Data Protection 
Regulation, will impact how blockchain-like systems 
are implemented and treated. As such, it is important 
to take this into consideration when thinking about 
building blockchain platforms. Last, but not least, 
governance models related to IT practices will change. 
The current lifecycle of software needs to be tweaked 
when considering blockchain: who owns the data, who 
is in charge of modifying the underlying code, which 
teams control package deployment and bug fixing in 
such a system? These are all important questions to 
take into consideration.

next steps
So what is next on the blockchain journey? What is clear is 
that the aircraft-leasing industry appears to be behind the 
likes of banking, where pilot and production projects are 

beginning to emerge, such as the aforementioned Utility 
Settlement Coin and trade finance projects. However, 
Boeing and Airbus have been active in this space and are 
beginning to move from what we call the education phase 
into the testing phase. We also see airlines beginning 
to test the technology – for example, the start-up Loyyal 
is beginning to test blockchain technology for loyalty 
programmes11. 

For lessors, this is the time to begin exploring the 
technology. As David Dalton, Deloitte EMEA Blockchain 
Lab Sponsoring Partner notes: “Blockchain is not just a 
technology that can help digitise many aspects of the 
airline industry but also create new revenue streams and 
business models. Early innovators with Blockchain will 
capture value ahead of their competitors.”  We would 
recommend the following steps to ensuring you are not 
left behind by this ground-breaking technology:
•	 upskill some technical staff on the technology;
•	 assess what your competitors are doing in this space; 
•	 talk to your customers about what they are doing in the 

blockchain space;
•	 identify the use cases which align with your long-term 

goals; and
•	 test the technology with an internal proof of concept.

The future powered by blockchain is closer than many 
think and now is the time to begin testing the technology 
and identifying the use cases which could have a 
long-term positive impact on your business. Given the 
exponential nature of this technology, the inflection curve 
may come sooner rather than later, and those who are 
best placed to capitalise will reap the benefits for many 
years to come. Now is the time, be ready. 

Deloitte ireland aircraft-leasing contacts: 

Pieter Burger – partner 

Partner, Aircraft Leasing and Finance Advisory 

Email: piburger@deloitte.ie

David Dalton – partner 

Head of financial services and EMEA Blockchain Lab 

Sponsoring Partner 

Email: ddalton@deloitte.ie 

Valarie Daunt – partner 

Head of human capital consulting 

Email: vdaunt@deloitte.ie

Lory Kehoe – director 

EMEA Blockchain Lab lead

Email: lkehoe@deloitte.ie

Jackie Gilmore – director 

Human capital consulting 

Email: jgilmore@deloitte.ie

11 Rizzo P (2017). 2020 Vision: Why Start-ups Believe Blockchain Will Go Live in Dubai. Available at: https://www.finextra.com/blogposting/14459/ubs-and-the-utility-settlement-coin

Sponsored editorial:   DELOiTTE



Airfinance Annual • 2017/201888

Sponsored editorial:   TyABJi DAyABHAi

India is the ninth-largest civil aviation market in the world, 
comprising seven scheduled operators flying about 500 

aircraft (which include Boeing, Airbus, ATR, Bombardier 
and Embraer types), more than a 100 non-scheduled 
operators, which account for about 350 aircraft (which 
include models from Airbus, Dassault, Bombardier, 
Augusta Westland, Bell, Gulfstream and Beechcraft) and a 
large number of privately operated aircraft. 

India stands out as one of the major players in the 
aviation industry in Asia, with a total of about 1,680 
aircraft registered with the Indian aviation authority, the 
Directorate General of Civil Aviation in New Delhi. The 
aircraft referred to include passenger and cargo, jet and 
propeller, fixed-wing and rotary wing aircraft. 

Of the seven scheduled domestic operators, the four 
major airlines (Indigo, Jet Airways, Air India and Spicejet) 
have a market share of about 84%, with Indigo leading the 
way on 40%. Published data for the domestic operators 
during the seven-month period between January and July 
2017 shows the total number of passengers travelled at 
65.7 million.    

Published data for international routes operated by 
the four scheduled international operators (Air India, Jet 
Airways, Indigo and Spicejet) in 2016 show a combined 
market share of 34.2%, with Air India leading at 16.7%.

Having reported an annual growth rate of between 16% 
and 18% for the past couple of years, this industry has 
witnessed an increasing interest not only from foreign 
entities such as manufacturers, leasing companies and 
financiers, but also from domestic quarters such as Indian 
entrepreneurs and the government. 

The National Civil Aviation Policy 2016, which was 
approved by the union cabinet on 15 June 2016, focuses 
on making domestic air travel affordable and convenient 
by boosting regional connectivity through the introduction 
of a new regional connectivity scheme (RCS). Under 
RCS, fares are capped at INR2,500 ($39) on RCS routes 
for a flight lasting for about one hour. The government 
is looking at effectively implementing the RCS through 

fiscal support by way of concession in applicable taxes 
and charges, infrastructure development and provision of 
utilities and services either free of cost or at concessional 
rates.  

With the objective of providing a level playing field for 
both the new as well as the established airlines as far as 
international operations are concerned, the requirement 
that Indian carriers must fly on domestic routes for five 
years and have a fleet of at least 20 aircraft before 
they can commence international operations has been 
modified by the National Policy of 2016. Now, all airlines 
can commence international operations provided that they 
deploy 20 aircraft or 20% of their total capacity (in terms of 
the average number of seats on all departures combined), 
whichever is higher, for domestic operations.

Certain provisions of the (Indian) Aircraft Rules, 1937, 
were amended in February 2015 and again in October 
2016 recognising the rights of an IDERA holder under the 
Cape Town Convention and consequentially stipulating a 
fixed period of time within which the deregistration should 
take place facilitating export of the aircraft. Although 
practical difficulties on the ground prevent a smooth 
process for deregistration, court judgments and statutory 
amendments in the recent past have begun positively 
laying the basis for precedents going forward. 

The government set the ball rolling in June 2017 and 
initiated steps to disinvest in the national carrier, Air India. 
This is also to include Air India’s three profit-making 
subsidiaries – Air India Express (its low-fare international 
carrier), AI Transport Services (its ground handling Unit) 
and AI-SATS (a 50-50 ground handling joint venture with 
Singapore Airport Terminal Services).

In September 2017, it was reported that the “Fifth 
Freedom of the Air” – Long Haul Low Cost – is likely to 
make its debut in India in a year’s time. This would allow 
a carrier to operate direct flights between two foreign 
countries. If Low Cost Carriers (LCCs) such as Indigo 
and Spicejet continue to delay launching long haul low 
cost international flights, foreign LCCs will soon grab the 
international routes under the privilege of fifth freedom 

Aviation in India today
By: nimish Vakil and Sneha Rao

Nimish Vakil Sneha Rao
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rights that they have between India and other foreign 
destinations such as in Europe.

India has as many as 450 airports, of which 125 
are government owned, with the remainder privately 
managed. Until 2013, the government, through the Airport 
Authority of India, was in charge of developing and 
upgrading airports. However, post-liberalisation, private 
players have participated in developing (both brownfield 
and greenfield) airport projects. Today, almost all major city 
airports have been upgraded through private participation.

The increase in the growth of this industry together 
with the recent trends in the fall in oil prices and the 
resultant decrease in the cost of operations has prompted 
the private operators to expand their operations. This 
has resulted in an acute shortage of experienced pilots. 
The difficulties faced by Indian airlines in employing 
foreign pilots because of the pressure of labour unions 
and restrictions on poaching by competitors have only 
compounded the problem. 

Despite a passage of nearly 25 years since the Indian 
skies were thrown open to private operators, this industry 
still finds itself searching. Several large private operators, 
such as Kingfisher Airlines, which at its peak had as many 
as 96 aircraft, have folded after years of operations. On 
the other hand, smaller carriers continue to spring up and 
disappear after barely a year of operations. Permitting 
foreign investment in Indian private operators has 
attracted only one overseas airline, Etihad, to invest in Jet 
Airways.  

One of the most important issues that needs to be 
addressed is the introduction of new legislation in view of 
the changing times relating specifically to the Cape Town 
Convention to which India is a signatory and which was 
ratified by India in 2008.  

With the large number of aircraft flying in India and 
with almost 800 on order from private operators, the 
airlines are going to find themselves in turbulent weather 
if infrastructure growth does not keep pace with the ever-
increasing demand in traffic and expansion of the airlines 
in India. The encouragement of private sector participation 
in the operation of airlines, as well as the development of 
infrastructure backed by governmental support through 
deregulation for ease of doing business, is a positive step 
in this direction. 

TD

Tyabji Dayabhai

Advocates, Solicitors & Notary

Contact: Nimish Vakil, managing partner

Email: nimish.vakil@ tyabjidayabhai.com

Lentin Chambers, Dalal Street, 
Mumbai – 400 001, India
Tel: (91 22)  2265 0342  
Fax: (91 22) 2265 8209
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From its two main operational bases in Madrid 
and Barcelona, as well as an extensive network 

of line maintenance stations, the MRO division of 
Iberia furnishes its customers with a full spectrum of 
services ranging from single maintenance events to 
fully integrated service solutions across A320, A330 
and A340 aircraft platforms, as well as CFM56-5A/1-5B, 
CFM56-7B, V2500 and RB211-535E4 aircraft engines. In 
the past few years, Iberia Maintenance has undergone 
a comprehensive reorganization aimed at assuring its 
customers service of the highest quality and maximum 
efficiency. It is currently preparing to welcome the new 
Airbus A350 as well as the A320 NEO, which will be 
incorporated into its parent company’s fleet in 2018.

Everyone in Iberia Maintenance understands that the 
customer is its raison d’être, and that its key mission 
as a provider of MRO services is to create value for the 
airlines and other customers who use its services. “We 
have modified all our procedures to reflect this absolute 
focus on our customers. Iberia Maintenance is all about 
adapting our business to the changing circumstances 
of an increasingly competitive MRO market,” says 
André Wall, who joined Iberia as Chief Technical Officer 

in February 2016. Wall’s previous experience in the 
aircraft maintenance business and also in guiding 
the transformation of businesses by means of the 
simplification of design and production processes have 
been key to the process of change at Iberia Maintenance 
since his appointment. 

Transform to Compete
In the past few years, in parallel to the parent airline’s 
own deep restructuring and successful bid to increase 
productivity, Iberia Maintenance has undergone a wide 
ranging transformation. 

As part of Iberia, Spain’s leading airline which is 
celebrating its 90th anniversary this year, and is now 
a member of the International Airlines Group (IAG), 
Iberia Maintenance faced the challenge of renewing 
itself comprehensively to effect a return to profitability 
through cost reduction, as well as maximizing simplicity 
and flexibility. The company has therefore increased its 
productivity and improved its competitive position. 

The transformation of Iberia Maintenance, Spain’s 
number-one MRO provider, involved the most rigorous 
application of the “Lean” philosophy –creating more 

Iberia Maintenance – a business 
in constant transformation
As a leading airline maintenance provider with over 2,600 highly-skilled 
employees, iberia Maintenance is specialized in providing MRO services to 
Airbus operators. 

Avión en La Muñoza: Iberia Maintenance facilities near Madrid airport
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value for customers with fewer resources and zero 
waste– in order to become more efficient and more 
competitive through ongoing efforts to simplify and 
improve all processes, while stressing teamwork and 
the recognition of employees’ successes and excellent 
performance. 

“We are working to become the true partner of choice 
for our customers and to provide them with unique and 
differentiated service solutions developed from deep 
customer understanding, effective relationships, and 
world-class performance” – comments Wall – “Our 
mottos are ‘Fly Safe, Fly on Time, Fly@LowCost’, and 
‘Feel the Innovation and Continuous Improvement’”.

With these four pillars in mind, Iberia Maintenance 
hammered out new agreements with its employees’ 
union representatives which led to a dramatic increase 
in productivity, thanks especially to the new provisions 
regarding workforce flexibility. 

For its part, the company made significant new 
investments both in staff training and in upgrading 
its equipment and tools, which brought immediate 
improvements to such activities as the line maintenance 
carried out in Madrid and other airports. 

The maintenance unit also embraced Iberia’s new 
focus on punctuality, making it the top priority after 
safety, and it has made key contributions to the airline’s 
rapid rise to the top in world airline punctuality ratings.

Engines and More
Iberia Maintenance conducts most of its major and minor 
MRO operations in five hangars located at the Madrid 
and Barcelona airports as well as a parts workshop and 
an engine workshop with a test house facility in Madrid. 
It also performs line maintenance at airports in Spain and 
abroad.

Iberia Maintenance is specialized in the inspection, 
maintenance, and repair of aircraft in the Airbus A320, 
A330, and A340 families, among with CFM56-5A/1-5B, 
CFM56-7B, V2500 and RB211-535E4 engines. As of the 
second half of 2018, when Iberia is to take delivery of its 
first Airbus A350-900 and A320 NEO, the maintenance 
unit will be ready to add those aircraft to its portfolio. 
Meanwhile, its engine specialists are preparing to work 
on the turbines of the future –the LEAP and PurePower 
PW1000G aircraft engines.

In recent years Iberia Maintenance has also taken 
on such tasks as the installation of new passenger 
cabins, entertainment and connectivity systems in 17 
of Iberia’s A340-600s, and the unit is now engaged in 
the installation of the new Premium Economy seating 
section in 21 of Iberia’s long-haul aircraft. The conversion 
of Airbus A330 airliners into tankers for military in-flight 
refueling duties is another of the projects undertaken by 
Iberia Maintenance engineers. 

In addition to the inspection, maintenance, and repair 

DSC0259: Iberia Maintenance engine workshop is specialised on CFM56-5A/1-5B, CFM56-7B, V2500 and RB211-535E4 engines



Airfinance Annual • 2017/201892

of the aircraft flown by Iberia and Iberia Express, its low-
cost carrier, the Spanish airline’s maintenance arm serves 
the maintenance needs of some 100 external customers, 
including other airlines in the IAG group such as Vueling, 
and manufacturers such as Airbus, Rolls-Royce, CFM, and 
International Aero Engines. Work for external clients is 
now growing steadily as a proportion of total activity. 

“The fact is that we are transforming our business to 
be more efficient and competitive on behalf or all the 
customers we serve, regardless of whether or not they 
belong to the IAG group,” explains André Wall. 

The transformation is already changing the 
significant business results. IAG figures show that Iberia 
Maintenance revenue contribution grew significantly in 
2016 alone.

Training Aircraft Maintenance Technicians for 
the Future
In another far-sighted initiative, Iberia has joined forces 
with the Madrid Regional Government to establish a new 
training scheme under which up to 50 students per year 
can earn qualifications as entry-level aircraft maintenance 
technicians. Some 40% of the initial two-year training will 
take place in classrooms, while the remaining 60% will be 
imparted in Iberia Maintenance hangars and workshops 
near the Madrid airport

Successful students will be invited to complete 
their training during a third year at Iberia’s Madrid 
maintenance installations, after which they will sit for 
examinations. Those who pass will be qualified as 
category B Aircraft Maintenance Technicians, meeting 
EASA requisites for seeking employment anywhere in the 
European Union and the European Economic Space. 

“A number of reasons are behind our decision to launch 
this program,” says André Wall. “Among them is that Iberia 
is a socially responsible company. We are committed to 
serving society and, with this program, we aim to support 
talented youth, who will be tomorrow’s technicians. This 
training will prepare them to meet the technological and 
organizational challenges of the future”. 

The commercial aviation industry is growing, and this 
growth is bringing new opportunities and new challenges 
to the MRO industry, as it faces a workloads of more 
and more modern aircraft, more efficient engines, 
and the need to provide customized services to each 
customer airline. Competition will be fierce, though it 
seems that Iberia Maintenance is getting ready to meet it 
successfully. 

Sponsored editorial:   iBERiA

H6img013: In the Hangar 6, Iberia carries out heavy maintenance tasks

P1030799: Iberia Maintenance has retrofitted Iberia’s long-haul aircraft cabins in its facilities in Madrid.

•	 In the last years, Iberia Maintenance has 
transformed its processes to simplify them, make 
them easier and more efficient, which has led to an 
increase in its productivity

•	 Fly safe, Fly on time, Fly@LowCost and Feel the 
innovation and continuous improvement are the 
new mottos of main MRO provider in Spain

•	 Iberia Maintenance carries out the maintenance of 
Iberia and Iberia Express aircraft, and it serves other  
customer airlines

•	 A Vocational Training degree on Aircraft 
Maintenance to train the maintenance technicians of 
the future is among their newest projects.

iberia Maintenance in brief
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Market context
The past couple of years in the global aircraft finance 
market have been notable for the absence of financings 
of Airbus and Boeing aircraft supported by the European 
export credit agencies (ECA) and US Ex-Im Bank. There 
have been different reasons for the drop off in ECA 
financing activity on both sides of the Atlantic, but the 
result is that – whereas for many years the ECAs would 
support the deliveries of 15% or 20% of new Airbus and 
Boeing aircraft (and sometimes larger numbers when 
financing liquidity was scarce) – airlines have had to look 
to other sources of finance for new aircraft in recent years, 
and the large manufacturers have had to monitor carefully 
the expected funding sources for some of their pipeline of 
deliveries.

Even though ECA financing has sometimes constituted a 
very important share of the overall aircraft finance market 
in the past, the overall market is of course much broader. 
At the same time, as part of a longer development which 
had its beginnings in the global financial crisis of 2008 
and has continued since then, there has been a continuing 
increase in the diversification of funding sources for the 
industry. 

Since the initial (and temporary) scaling back of aircraft 
finance lending by some banks nine or 10 years ago, 
many institutions and sources of capital have been drawn 
to financing aircraft for the first time, all with different risk 
appetites and return expectations, finding opportunities at 
many different levels of the investment spectrum – senior 
debt, junior debt, equity and other shades between. In 
addition, the use of enhanced equipment trust certificates 
or ECA structures allows there to be a split in roles, 
between the provision of capital and the assumption of risk.

This migration of investors and market participants has 
sometimes occurred as a result of a squeeze on available 
returns in other industry sectors, and it has also been 
encouraged by a growing familiarity with the aviation 
market and an understanding that aircraft assets can be 
more liquid than ships, power stations or real estate, and 
can be re-employed with other airlines in other countries 
to generate income.  

With an industry which can appear “niche” to outsiders, 
this process of research, or education, about an industry 
can be a barrier to entry, but – once completed by 
institutions – it can also be a key that has the potential to 
unlock billions of dollars of capital.

The commercial insurance market is a huge market, 
where fierce competition in traditional lines sparks a 
continuing interest in innovation and new products. To 

a certain extent, some insurers (as financial institutions 
with assets to invest) have already participated in aircraft 
finance structures as capital providers. Nevertheless, the 
insurance of risk remains their core business, and this is 
the role played by insurers in the AFIC structure.

AFiC product
The AFIC aircraft non-payment insurance product has 
been developed by Marsh in cooperation with Boeing and 
seeks to make use of billions of dollars of risk capital in 
the insurance market, to support financiers’ exposures to 
airline and lessor borrowers in the aircraft finance market. 
The insurers do not provide funding, but they assume the 
risk of default by providing coverage to lenders such as 
banks, which are expected to rely primarily on the credit 
of the insurers. Marsh is the exclusive broker for the 
AFIC product. The current consortium of insurers has an 
external credit rating of A (Standard & Poor’s).

The basic concept and structure of AFIC is similar in 
many ways to an ECA financing, with an insurance policy 
being provided rather than a guarantee. Lenders enter 
into a loan agreement and advance funds to finance an 
aircraft, in reliance on an insurance policy which covers 
the risk of non-payment by the borrower. The insurance 
policy is issued by a consortium of insurers.

The premium for the insurance is paid in full on the 
drawdown date, so there is no reliance on the borrower 
to continue making on-going payments of premium. The 
premium amount can be financed as part of the loan 
amount, which is covered by the policy, in a similar way to 
ECA guarantee premium.

insurance policy
Under the insurance policy, the insurers agree to cover 
the risk of a default in respect of scheduled payments of 
principal and interest. After a missed payment, the insurers 
agree to pay the missed payment (with accrued interest) 
within a specified number of business days.  

Thereafter, unless all defaults have been cured and the 
deal is clearly back on track, there is an assumption that 
payment defaults will continue, so the insurers agree to 
advance scheduled payments of principal and interest on 
the correct payment dates in order to avoid any ongoing 
mismatch of funding arrangements or broken interest 
periods.

These payments of scheduled principal and interest 
continue until the earlier to occur of (i) a set period (eg, 
18 months) from the first missed payment, or (ii) the date 
of the sale of the aircraft – at which point the insurers will 

AFIC – aircraft non-payment 
insurance
By Duncan Batchelor and Bob Haken, norton Rose Fulbright LLP.
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pay the balance of the outstanding principal, with accrued 
interest, as one final lump sum. This period is to allow time 
for an enforcement of security and sale of the aircraft, or 
(possibly) for defaults to be remedied or debt refinanced 
as part of some other arrangement.

Transaction documentation and structure
Broadly speaking, the form of transaction documentation 
for an AFIC insured aircraft financing is similar to the 
documentation used for a US Ex-Im Bank-guaranteed 
financing. A typical structure would involve a loan made 
by the lenders to a bankruptcy-remote special purpose 
vehicle (SPV), with a finance lease from the SPV (as 
lessor) to the airline or leasing company. Other multiparty 
agreements contain the terms relating to the financing.  

A customary security package is used, including an 
aircraft mortgage and security assignments, security over 
the SPV, and warranty and insurance documents. The 
security is granted to the security trustee, which holds the 
security for the insurers and for the lenders. The insurers 
are represented by an insurer representative (one of the 
insurance companies), which is a party to the transaction 
documentation, and is entitled to give or withhold 
consents or waivers much like the role of Ex-Im Bank in 
a US Ex-Im Bank transaction. Until there is no exposure 
under the insurance policy, or amount owing to the 
insurers, the insurer representative therefore has the role 
of an “instructing group” entitled to make decisions and to 
give directions to the security trustee, such as in relation to 
any event of default.

 In addition, there is the insurance policy, which is a 
key document between the insurers and the lenders; 
the insurance policy takes the place of the guarantee 
in an ECA financing. An insurer intercreditor agreement 
regulates the respective rights and obligations (and voting) 
between the insurers, in connection with the finance 
documentation.

If there is a default, the facility agent will be entitled to 
claim under the insurance policy. Once the insurers make 
the payment of principal and interest to the lenders, the 
insurers will be subrogated to the right of the lenders in 
respect of that payment, which means that the insurers 

become entitled to claim the overdue payment from the 
borrower and to recover the payment in the “waterfall” 
(in the place of the lenders) on the distribution of any 
proceeds, such as from the sale of the aircraft.     

Differences between ECA financing and AFiC 
financing
Although there are many similarities with ECA financing, 
there are also some key differences which apply to the 
AFIC structure. These include certain commercial or 
intercreditor considerations resulting from the use of 
multiple corporate insurers, some differences between 
insurance law and guarantee law, the bank capital 
regulatory analysis, which applies to an insurance policy 
and the fact that the insurance market is highly regulated. 

A key difference is that the insurers, although highly 
rated, are not sovereign entities. Therefore banks will 
analyse and account for a transaction not on the basis of 
sovereign risk, but on the basis of the corporate credit 
rating of the insurance companies.

In addition, the insurance is provided not by one insurer, 
but by four insurers on a several basis. This means that 
each insurer is liable only for its own share of the liabilities, 
and there is no joint liability. Banks may therefore need 
to analyse and account for each portion of the debt on a 
different basis, taking into account the exposure to each 
insurer.  This is also relevant to the insurer intercreditor 
agreement. In the event that one insurer fails to pay, the 
lenders will, in turn, want to be subrogated to the rights 
of that insurer in the insurer intercreditor agreement, to 
recover the relevant share of any security proceeds and to 
exercise the relevant share of the voting rights within the 
insurance consortium.

As the insurance is provided on a commercial basis, 
and the insurers are not bound by OECD agreements 
or constitutional rules in the same way as the export 
credit agencies are, there are no rules about any level of 
national content in the aircraft, nor about the invoice price 
applicable to an aircraft (though insurers and lenders will 
form their own views about values). Similarly, there is no 
“home country rule,” which prevents leasing to countries 
where large aircraft are manufactured.

Insurance policy

Documentation is similar to US Ex-Im Bank:
• Loan/lease
• Security documents
• Participation agreement and intercreditor agreement
• Borrower indemnity agreement
+ Insurance policy
+ Insurer intercreditor agreement
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Source: Norton Rose, September 2017
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insurance law 
There are aspects of insurance law which are different 
from the law that applies to guarantees; however, many 
provisions of insurance law can be varied or dealt with by 
contract. For example, there is the requirement that the 
party which is insured must have an insurable interest. 
In a syndicated transaction, if a facility agent is the party 
which initiates a claim but is not a lender, then the facility 
agent will not have lost money as a result of the insured 
event – the default by the borrower. Similarly, a lender 
may have granted a participation to another person as 
part of its risk transfer arrangements. In both these cases, 
policy wording can be included to ensure that the insurers 
will not be able deny coverage as a result of a lack of 
insurable interest.

Another concept under insurance law is the basic duty 
to disclose relevant information relating to the insured 
risk.  Under general insurance law, if an insured party fails 
to disclose relevant information at the inception of the 
policy, this can give rise to a defence for insurers if the 
insured risk materialises. Again, wording can be included 
in the insurance policy in order to limit this duty, specifying 
what information has been disclosed (eg, information 
memoranda) and specifying which individuals are in the 
deal team whose knowledge is relevant, and excluding 
defences which might otherwise be available to insurers.  

Generally, as is often the case in negotiated insurance 
contracts, although there are general principles of 
insurance law, which are protective of insurers, these 
provisions can be addressed by express drafting in order 
to end up with an insurance policy which is “as good as” 
a guarantee. Nevertheless, the document must be an 
insurance policy, in line with the requirements applicable 
to the insurers which issue it.

Bank regulatory analysis
Banks entering into a finance transaction in reliance on 
the insurance policy, and the creditworthiness of the 
insurers, will also want to ensure that they can receive the 
desired regulatory capital relief in order to benefit from the 
structure, or to price their transaction accordingly.  

For CRD IV purposes, applicable to European banks, 
financiers will therefore want to check or receive a legal 
opinion that the insurance policy is akin to a guarantee, 
in the context of the overall structure of the transaction. 
Of course, it is the lending banks (rather than the facility 
agent) which need to receive the capital relief. Among 
other things, the protection needs to be direct, which 
means that mechanisms need to be included to enable 
individual lenders to initiate a claim process in the event 
that the facility agent omits to do so, and the structure 
needs to provide for the lenders to have the right to 
receive the proceeds. It is also necessary to check that 
no circumstances outside the control of the lenders 
can invalidate the protection. Again, this is dealt with by 
contractual provisions in the policy, as well as by structural 
protections in the finance documentation.

Part of our role as advisers to the lending banks is to 
advise on the structure and the policy, and we have been 
able to provide opinions on these matters for CRD IV 
purposes.

US capital rules for banks are slightly different to the 
European rules. Helpfully, the US rules make express 
reference to insurance as being an eligible instrument. 
There are different rules about what type of institution is 
an eligible guarantor for the purposes of capital relief, and 
it is necessary to check how direct the protection is.

insurance regulation
Finally, it is important to understand that the insurance 
market is highly regulated. There are many different 
regulations relating to the selling or provision of insurance, 
and the regulations usually depend on the identity and 
jurisdiction of the insured. This means that an insurer 
may have to hold certain licences, and comply with 
certain regulatory requirements, to provide insurance to 
a customer in one country, yet may need to hold different 
licences and comply with different requirements to write 
insurance for a customer in another country. Insurers, 
much like banks, may act through many different group 
companies depending on the applicable regulatory 
regime.

If the lenders are the insured, then the insurers will 
need to carry out their own regulatory analysis on each 
lender. This may affect the process of syndication by 
lenders, if lenders seek to transfer a loan interest to a new 
party. Details such as these need to be considered at the 
documentation stage of a transaction, and participations 
or other arrangements may need to be used by lenders 
in order to give them maximum flexibility. Other variations 
on the basic AFIC transaction structure may be able to 
be used in order to allow greater flexibility, or to avoid 
the lenders being treated as the insured in the regulatory 
analysis by the insurers. These structures need to balance 
both the insurers’ regulatory needs with the banks’ own 
regulatory capital requirements.

The future
The development of the AFIC product marks a positive 
step in broadening the availability of financing and credit 
support for aircraft deliveries, and Marsh and Boeing 
should be congratulated for their work. By all accounts, 
the AFIC insurers intend to continue to grow their portfolio 
of aircraft and airline customers and do not see the role of 
commercial insurance as being merely temporary. Even if 
ECA finance returns to previous levels, there is clearly a 
logic in developing a diversified pool of assets and risks. 

More generally, the interest of the insurance market in 
the world of aircraft finance, and the process of education 
and research which has been undertaken in respect of 
the aviation industry, show that aircraft investors and 
manufacturers may have a yet broader range of funding 
sources to call on in the years ahead. 

Duncan Batchelor is a partner at Norton Rose Fulbright 
LLP in London and is head of the firm’s global aviation 
group. Bob Haken is a partner specialising in insurance 
and regulatory matters at Norton Rose Fulbright LLP 
in London. Both have advised lenders on some of the 
first AFIC financing transactions, in respect of aircraft 
deliveries in Asia and the Middle East.
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The MLI was designed to modify tax treaties between 
two or more parties to the MLI in line with measures 

arising from the G20/OECD BEPS Project. The MLI does 
not operate in the same manner as an existing treaty 
protocol amendment; rather, it will sit alongside the 
existing treaties to be interpreted in conjunction with 
those treaties.

At the outset of this article, it makes sense to provide a 
brief overview of the MLI.

It is expected that the participation of the 68 
jurisdictions will result in the amendment of more than 
1,100 treaties – this represents about one-third of the 
global total tax treaties. As noted, the MLI provides 
a mechanism to transpose BEPS recommendations 
into existing tax treaties. While there are a number 
of provisions contained within the MLI, and the BEPS 
Project identified 15 actions to address, there are only a 
small number of minimum standards within the MLI. The 
countries which have signed up to the MLI have committed 
to adopt such minimum standard recommendations. The 
minimum standard changes are in the areas of treaty 
abuse (Article 7), mutual agreement procedures (Article 
16-17) and treaty preambles.

The purpose of this article is to discuss the impact the 
MLI will have on the aviation finance industry now that we 
are further down the path of understanding how different 
jurisdictions have elected to apply its provisions. In 
particular, we will focus on the impact of the treaty abuse 
provisions on the aviation finance industry. 

Article 7 addresses concerns that double-tax treaties 
could be used to make available treaty benefits in 
unintended circumstances. Optionality is given to support 
the different approaches permitted under the minimum 
standard – namely, the adoption of a principal purpose 
test (PPT) or a PPT supplemented with a simplified 
limitation on benefits rules (LOB).

All 68 jurisdictions (including Ireland) have opted to 
include the PPT within their double-tax agreements. This 
was the minimum standard required on becoming a party 
to the MLI. Twelve jurisdictions, however, have also chosen 
to apply the simplified LOB rules – these are Argentina, 

Armenia, Bulgaria, Chile, Colombia, India, Indonesia, 
Mexico, Russia, Senegal, Slovak Republic and Uruguay. 

So what does the PPT look like? The text has broadly 
been agreed for some time and is included in the MLI as 
follows:

“Notwithstanding any provisions of a Covered Tax 
Agreement, a benefit under the Covered Tax Agreement 
shall not be granted in respect of an item of income or 
capital if it is reasonable to conclude, having regard 
to all relevant facts and circumstances, that obtaining 
that benefit was one of the principal purposes of any 
arrangement or transaction that resulted directly or 
indirectly in that benefit, unless it is established that 
granting that benefit in these circumstances would be in 
accordance with the object and purpose of the relevant 
provisions of the Covered Tax Agreement.”

The PPT is in essence an anti-treaty abuse provision 
within the treaty itself. It seeks to disallow the benefits of 
a particular treaty where, broadly, the principal purpose 

The impact of the multilateral 
instrument within the world 
of aviation finance
On 7 June 2017 at the OECD in Paris, 68 countries signed the Multilateral 
instrument (MLi), which provides a mechanism for countries to transpose 
Base Erosion and Profit Shifting (BEPS) recommendations into their existing 
bilateral tax treaties.
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of establishing a particular transaction was to obtain 
the benefits of a tax treaty. For example, a pure conduit 
company with no commercial substance which has been 
interposed into a transaction to benefit purely from the 
favourable terms of a double-tax treaty between two 
jurisdictions would likely not qualify for tax treaty benefits 
once the MLI is ratified into treaties.

As noted above, there are a number of jurisdictions 
which have, in addition to the PPT, included a simplified 
LOB provision. A natural question arises as to what 
happens when one party has signed up to the PPT and 
the counterparty to the double-tax treaty has included a 
simplified LOB clause?

There are a multitude of outcomes that are relevant 
depending on the reservations and options chosen by 
each party; however, broadly, and in most scenarios, 
where one party has included the PPT and the 
counterparty jurisdiction has included the PPT and 
simplified LOB, only the PPT will apply.

For example, Ireland has chosen to apply the PPT only. 
It has not made additional optional choices – for example, 
to allow a simplified LOB to apply symmetrically or indeed 
asymmetrically for the purposes of granting treaty benefits 
in a case where a counterparty to an Irish tax treaty has 
chosen to include a simplified LOB. As a result, the PPT 
should be the only test for Ireland’s network of double-tax 
treaties going forward, unless Ireland in future agrees to 
the application of the simplified LOB to apply to treaties 
that it has concluded with those 12 countries that have 
opted for the simplified LOB.

The specific BEPS report (Article 6: Preventing 
the Granting of Treaty Benefits in Inappropriate 
Circumstances) no doubt in the future be relevant to 
interpret how the PPT applies. The BEPS report states 
that it must be reasonable to conclude that one of the 
principal purposes of an arrangement or transaction was 
to obtain the benefits of the tax treaty. As can be seen, the 
treaty benefit does not have to be the sole or dominant 
purpose to fall foul of the PPT; if one of the principal 
purposes is obtaining the treaty tax benefit it would be 
sufficient for the benefit to be disallowed. Furthermore, it 
states that a purpose will not be a principal purpose when 
it is reasonable to conclude that obtaining the tax treaty 
benefit was not a principal consideration and would not 
have justified entering into any transaction or arrangement 
that has resulted in that benefit.

The BEPS report notes that it is important to undertake 
an objective analysis of the aims and objects of all persons 
involved in putting the arrangement or transaction in place 
when considering whether or not one of the principal 
purposes is to obtain tax treaty benefits. 

The commentary goes on, however, to note that, where 
the only reasonable explanation for a particular transaction 
or arrangement being established in a certain way is for 
obtaining tax treaty benefits, then it will be concluded that 
one of the principal purposes of that arrangement was 
to obtain the benefits. This clearly points to the fact that, 
when undertaking an objective analysis of an arrangement 
or transaction, other reasonable explanations require 
consideration before making a determination. 

The OECD guidance highlights, however, that where an 
arrangement is inextricably linked to a core commercial 
activity, and its form has not been driven by considerations 
of obtaining a tax treaty benefit, it is unlikely that its 
principal purpose will be considered to be to obtain that 
tax treaty benefit.

The PPT is aimed at tackling artificial arrangements and 
so the OECD are, through the guidance, making it clear 
that where there is a core business activity and other 
reasonable explanations for setting up a transaction in 
a certain way (or in a certain jurisdiction) then the mere 
existence of a tax treaty benefit should not be sufficient 
to consider that such a benefit was one of the principal 
purposes.

Rather unhelpfully, though, the examples within the 
BEPS Action 6 Report of acceptable and unacceptable 
arrangements do not contain an example specific to 
the leasing of assets of any kind. However, there are a 
number of examples that outline the direction of thinking 
that one could reasonably expect would be followed by 
tax authorities in the future when determining whether 
obtaining treaty benefits was one of the principal purposes 
of a chosen arrangement (but, of course, only time will tell 
how different jurisdictions will interpret the guidance).

One example postulates the scenario where a group is 
considering establishing a regional company to provide 
group services to other subsidiaries. After reviewing a 
number of possible locations, it decides to establish this 
regional company in State “R”. The example further states 
that the decision is mainly driven by the skilled labour 
force, reliable legal system, business-friendly environment, 
political stability, membership of a regional grouping, 
sophisticated banking industry and the comprehensive 
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double-taxation treaty network of “R”, including its tax 
treaties with certain jurisdictions where related parties of 
the company are based. 

In this example, the BEPS report suggests that merely 
reviewing the effects of the double-tax treaties of a 
country on future payments would not enable a conclusion 
to be drawn about the purposes for the establishment of 
this company in a particular state. 

The example states that, assuming the functions to be 
provided, including the making of decisions necessary 
for the conduct of its business, constitute a real business 
through, which it exercises substantive economic 
functions, using real assets and assuming real risks, and 
provided that business is carried on in that particular state 
through its own personnel located there, it would not be 
reasonable to deny the benefits of the treaties concluded 
between the two states. This should be the case unless 
there are other facts that would indicate the company has 
been established for other tax purposes or unless the 
company enters into specific transactions to which the 
PPT would otherwise apply.

Other examples cite other useful non-tax considerations, 
which could reasonably be applied to a situation where 
a favourable location is chosen as an aircraft-leasing 
platform. They include transportation issues and time 
differences and developed international trade and 
financial markets.

The BEPS Action 6 Report also provides examples 
of transactions that may be considered conduit 
arrangements (again, unhelpfully not specific to leasing 
transactions although other types of financing transactions 
are mentioned).

TCO, a company resident of State T, which does not 
have a tax treaty with State S, loans 1,000,000 to SCO, 
a company resident of State S that is a wholly owned 
subsidiary of TCO, in exchange for a note issued by SCO. 
TCO later realises that it can avoid the WHT on interest 
levied by State S by assigning the note to its wholly owned 
subsidiary RCO, a resident of State R (the treaty between 
States R and S does not allow source taxation of interest 
in certain circumstances). TCO, therefore, assigns the note 
to RCO in exchange for a note issued by RCO to TCO. 
The note issued by SCO pays interest at 7% and the note 
issued by RCO pays interest at 6%.

In this example, the BEPS report notes that the 
transaction through which RCO acquired the note issued 
by SCO constitutes a conduit arrangement because it was 
structured to eliminate the WHT that TCO would otherwise 
have paid to State S.

Given the examples above, how is the impact on 
aviation finance determined and, in particular, the cross-
border operating leasing of aircraft? 

In a survey Deloitte conducted in conjunction with 
Euromoney in late 2016 (report published as Aviation 
Finance and International Tax Reform, January 2017), of 
more than 400 senior executives in the aviation finance 
industry, some 50% of respondents agreed that proposed 
double-tax treaty changes will have an impact on the 

negotiation of aircraft lease agreements – in particular, the 
provisions of tax gross-up clauses. 

Among the top 50 airlines, the average proportion of 
aircraft leased (as a percentage of total fleet) is just below 
40% and of the top 50 airlines globally, the value of their 
leased fleet is more than $140 billion (representing more 
than 4,200 aircraft). Clearly, access to double-tax treaties 
is of paramount importance to lessors and airlines alike. 
The mitigation or elimination of withholding taxes on lease 
payments can be a key determinant in whether a lease 
transaction is economically mutually beneficial.

Generally, in most standard lease agreements, the risk 
of WHT lies with the lessee as a result of the operation 
of WHT gross-up clauses. The gross-up clause broadly 
provides that in most instances, if WHT is required to be 
applied to a lease rental payment, the lessee is required 
to make an additional payment to place the lessor in 
the position it would have been had no WHT applied. 
In the Deloitte and Euromoney report, however, survey 
respondents were split when considering who ultimately 
would end up bearing additional tax costs arising from 
BEPS.

The first important point to note in evaluating the impact 
of the MLI is that the rules are new, untested and not 
yet in effect. The guidance issued by the OECD thus far 
is useful but ultimately the impact will depend on how 
different jurisdictions around the world apply the new 
provisions, and also how different jurisdictions react. For 
example, once the full impact of the MLI is understood, 
some jurisdictions may exempt lease payments for the use 
of commercial aircraft from local withholding taxes entirely 
(but perhaps that is wishful thinking). 

However, despite this uncertainty there are a number 
of common themes emerging from the OECD guidance. 
Broadly, they come down to the use of real assets, 
exposure to real risks, and the location of the substantive 
economic functions relative to that particular business. 

The three factors above can appear in different 

Matthew Dolan, Director, aircraft leasing and finance advisory, Deloitte
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permutations and combinations in the context of different 
leasing structures and as such a range of substance types 
and possible outcomes can be identified.

In its simplest form, for example, at one end of the 
range is the situation where a leasing entity engages in 
substantive economic aircraft-leasing functions in its tax 
jurisdiction through a number of senior key decision-
making executives and employees permanently based 
there. The leasing entity also owns the aircraft on its 
balance sheet and has raised the finance. The MLI is 
highly unlikely to have any impact on leases concluded 
by such a leasing entity, no matter how tax efficient the 
jurisdiction is where it is based.  

At the other end of the range is the situation where the 
leasing entity does not own the aircraft (either legally or 
on its balance sheet), is not exposed to any risk relative 
to the aircraft or the financing raised, and also carries on 
no real functions in its jurisdiction of tax residence with no 
employees. Based on current OECD guidance, there is a 
clear risk such an entity would be denied the benefits of 
a tax treaty concluded by the jurisdiction in which it is tax 
resident under the PPT of the MLI.

The more uncertain or grey area lies between these two 
opposite ends of the range where different jurisdictions 
may have different interpretations of the PPT. Within this 
range, for example, could be leasing entities which own 
the aircraft, but lack substantive economic functions. Or 
an entity that carries on substantive functions through 
employees, but with the entity itself not owning the asset 
and with no real exposure to asset risk. It is within this 
uncertain area where further consideration and analysis is 
required and an action plan is required to move closer to 
the right side of the range to mitigate uncertainty. 

Other considerations

Permanent establishments
While not a minimum standard, there were a number 
of proposed amendments to the threshold at which a 
permanent establishment (taxable presence) arose. 

Article 12 of the MLI broadly sought to introduce a 
new test for when an agent could trigger a permanent 
establishment in a particular jurisdiction (with a particular 
focus on commissionaire arrangements). Specifically, 
Article 12 could apply where a person is acting in another 
jurisdiction on behalf of an enterprise and, in so doing, 
habitually concludes contracts or habitually plays the 
principal role leading to the conclusion of contracts that 
are routinely concluded without material modification by 
the enterprise. In other words, under the new Article 12, 
the activities of a marketing team in the customer (eg, 
airline) jurisdiction will trigger an obligation to file tax 
returns (and pay tax) in that jurisdiction much more easily 
than under current law. 

Many countries have, however, reserved the right not 
to apply this Article of the MLI. Ireland, for example, has 
reserved its right not to include this new test “due to 
continuing significant uncertainty as to how the test would 
be applied in practice”. Consequently, this provision should 
not apply to any of Ireland’s Covered Tax Agreements.  

China has also reserved the right for the entirety of 
this article not to apply to its Covered Tax Agreements. 
Indonesia considers that it already has provisions within 
its Covered Tax Agreements that sufficiently capture the 
proposed language, as does Russia. From a European 
perspective, only eight countries opted for this change: 
Croatia, France, Lithuania, the Netherlands, Romania, 
Slovakia, Slovenia and Spain. Other major EU countries 
such as Germany and the UK did not include the 
provisions.  

There was more uptake with respect to the other 
changes to permanent establishment definitions but 
none were as significant in terms of triggering permanent 
establishments as Article 12.

With respect to the effective date of the MLI, individual 
signatories will need to ratify the MLI in line with their 
domestic constitutional arrangements. The MLI must be 
ratified by at least five jurisdictions before it first enters 
into force. Following a period of three months after the 
date of ratification by the fifth state, the MLI will enter into 
force for those first five jurisdictions at the start of the 
subsequent calendar month. A three-month period will 
apply for all other jurisdictions that subsequently ratify the 
MLI. The MLI can enter into effect for a specific Covered 
Tax Agreement only after the three-month period has 
expired for all parties to the Covered Tax Agreement. 
Broadly speaking, in most instances the MLI will take effect 
from January 2019 onward.

Concluding remarks
Lessors and airlines should be considering the impact 
of the MLI on their business and the PPT, in particular. A 
review of the lease portfolio to determine those instances 
where double-tax treaty relief is being relied on to mitigate 
foreign withholding taxes on lease payments should be 
undertaken. If reliance is being placed on a double-tax 
treaty to reduce such withholding taxes, it should be 
considered whether suitable substance is present in such 
jurisdictions to support a position that the new PPT rule 
should not adversely impact the leasing entity’s ability to 
avail of tax treaty benefits. 

It is worth pointing out again that the PPT is aimed 
primarily at tax-driven conduit arrangements. While the 
PPT will give rise to a level of uncertainty and greater 
transactional analysis in future before lease agreements 
are entered into, there are often a number of strong 
commercial non-tax reasons to support the establishment 
of leasing operations in countries which could greatly 
mitigate the risk of denial of treaty benefits. 
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The series firstly examines the development, growth 
and evolution of China’s domestic airline industry 

and secondly, analyses China’s international inbound 
and outbound travel markets with a focus on future fleet 
requirements of China’s domestic and international airline 
industry. Dick Forsberg, Avolon’s head of strategy and 
author of the series, details the key findings and outlines 
the potential for future growth of the Chinese aviation 
market.

With over 1.3 billion people, China is the most populous 
country on earth and is five times larger than the USA. 
Gross Domestic Product (GDP), growing at an average 
of 13% per annum over the past 20 years, ranks second 
globally, trailing the USA by 40%. With forecasted 
economic growth, the gap in GDP is expected to narrow 
by 20% within the next five years. Strong momentum has 
propelled China’s economic development into its third 
phase. Central planning themes for the Chinese economy 
for the next five to 10 years will focus on the realignment 
and positioning of the economy, emphasising the 
upscaling of industry and manufacturing to deliver greater 
efficiency, innovation and value-add for the economy.

In the first part of the White Paper we examined the 
development of the country’s domestic passenger airline 
system and aviation infrastructure, the evolution of the 
regulatory framework governing safety, operations and 
capacity and the growth and gradual maturing of domestic 
air travel. 

We found that domestic air passenger numbers are 
forecast to double over the next decade, reaching 
840 million by 2026, with domestic passenger growth 
averaging 6.8% per annum. During this time, low-cost 
carriers (LCC) will continue to achieve the highest growth 
rates, while the “Big 3” incumbent airlines will add 
the largest number of passengers to their established 
networks. In 2015 alone, Chinese airlines operated over 
three million flights with 500 million seats on domestic 
routes. Over 380 million sector passengers were carried, 
producing a system load factor of 77%. Further analysis 
of these statistics highlights the key influencers for the 
rapid increase in China’s domestic airline industry as a 
combination of economic growth, urbanisation, the rise 
of consumerism, increasing disposable income and the 

availability of increasingly affordable, LCC capacity.
Moreover, new LCC entrants to the market have offered 

passengers greater choice further stimulating domestic 
demand. Chinese LCCs are currently achieving the highest 
growth rates of any airline group in the market, increasing 
traffic volume by 38% per annum in the five years to 
2015. The gradual relaxation in the aviation regulatory 
environment in China has augmented strong consumer 
demand and helped stimulate the development of a 
broad-based airline community.

While current and forecasted domestic air passenger 
numbers are encouraging, there are still significant 
obstacles that will have to be addressed. Structural 
problems, including inefficient and limited airspace 
capacity, congested airports, a shortage of pilots and 
bureaucratic approval procedures will all continue to 
challenge current operations and potentially stifle future 
growth. The Chinese Government has sought to address 
its infrastructure deficiencies by allocating $11.7 billion from 

Aviation Growth and 
Opportunity in the Land of Silk 
and Money
As part of its thought leadership programme, earlier this year, Avolon, 
China’s largest aircraft lessor published a two-part White Paper, ‘The Land 
of Silk and Money’. 

Dick Forsberg, Avolon’s head of strategy
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its 2016 budget for investment and upgrades of current 
airports and construction of new ones. Eleven major 
infrastructure projects and over 50 upgrades to existing 
facilities are underway, including new airports in Beijing, 
Chengdu, Qingdao, Xiamen and Dalian. This budget also 
includes improvements to air traffic control facilities and 
airline fleet growth. Construction of a further 60 new 
airports by 2020 is also well advanced. 

In a global context, the Chinese aviation market has 
become very attractive and lucrative for both domestic 
and international airlines. In 2012, China overtook 
Germany and the USA to become the world’s largest 
generator of outbound travel. In 2016 over 120 million 
Chinese travelled to international destinations. This 
number represents less than 9% of the total population 
and only 15% of urban residents, suggesting that there 
significant more growth to come on top of the average 17% 
annual increases achieved over the past five years. These 
international travellers spent $110 billion, underlining 
China’s attractiveness as a market and its growth potential 
as an international destination. 

China is the world’s largest generator of outbound 
travel, with more than 120 million Chinese visiting 
international destinations in 2016. This still represents 
less than 10% of the population. The majority of inbound 
and outbound travel is undertaken by air, with 150 
airlines providing international services from 82 Chinese 
airports, operating 800,000 flights annually, with China’s 
international air traffic growing at an annual rate of 14% 
since 2010 to reach 126 million one-way passengers in 
2016. 

For the majority of outbound Chinese tourists (a metric 
that includes all journeys undertaken for business or 
leisure purposes), international travel experiences often 
begin with trips to destinations in Greater China (Hong 
Kong, Macau and Taiwan). As confidence and spending 
power increases, travellers venture further afield, first 
to destinations in North and Southeast Asia, then to 
Australasia, Europe and the USA.

Of the Chinese outbound air traffic, domestic airlines 
have a 49% market share. In addition to the ‘Big 3’, 
18 Chinese airlines now operate international routes, 
accounting for 30% of the overall Chinese share. However, 
the recent surge in new Chinese airlines entering 
international markets, particularly long-haul, may be 
unsustainable, especially as local government launch 
subsidies (which can cover up to 50% of the operating 
costs) run out.

China’s international passenger growth has no signs of 
slowing down either, with numbers forecasted to increase 
by 8.9% per annum over the next 10 years to reach 300 
million by 2026. For Chinese airlines, the forecast growth 
rate is higher, averaging 11.7% per annum. This represents 
an appealing opportunity for Chinese airlines to further 
increase their market share in China and global capacity. 

With strong domestic demand for travel and continually 
increasing outbound passengers, it’s imperative China 
has enough aircraft to meet the travel demand of its 
population, both domestic and international. 

By the end of 2016, China had an in-service passenger 
fleet of 2,800 aircraft, representing 13% of the world 
fleet. This has grown annually by 11% since 2010. The 
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fleet has a high narrowbody mix compared to the average 
for the rest of the world (80% vs 58%). Chinese airlines 
are consequently under-resourced in widebody aircraft. 
Chinese domestic and international carriers have a further 
1,600 aircraft, on firm order or under Letter Of Intent, taking 
the total committed fleet to more than 4,400 aircraft. 

While Chinese airline fleets, in all size categories, have 
grown substantially faster than those of other global 
airlines since 2010, we believe that, in order to meet the 
expected increase in passenger numbers, significant fleet 
additions will have to be made. We estimate that 3,200 
additional aircraft will be required by Chinese airlines over 
the next 10 years. Over 50% of these have to be ordered, 
including 1,150 narrowbody aircraft, 400 widebody aircraft 
and 150 regional jets.

To address its aircraft requirements China has two clear 
options; manufacture its own aircraft, or place orders with 
lessors and OEMs to make up the shortfall in supply. 

The Chinese Government has made China’s capacity 
to manufacture its own aircraft as one of 10 priority 
sectors for the “Made in China 2025” industrial policy 
programme. Results so far have been positive, with the 
state-owned Commercial Aircraft Corp. of China (COMAC) 
recently launching its first aircraft, a single aisle airliner 
that will compete directly with the Boeing 737 and Airbus 
A320. While initial tests are encouraging, it will take 

considerable time before China becomes a global and 
domestic aircraft supplier. 

Increasing demand, aircraft supply shortages and 
a lack of domestic aircraft manufacturer, provides an 
excellent opportunity for global lessors and OEMs to 
capitalise on the under-ordered position of the Chinese 
aviation industry, particularly in the widebody segment 
of the market. I expect to see more orders similar to the 
140 Airbus order (comprising of 100 A320 and 40 A350 
aircraft) recently made by the Chinese Government, as 
well as large Boeing 737 Max orders that were made at 
the 2017 Paris Air show by a range of Chinese lessors and 
airlines, including Avolon.

With China just beginning to enter its next economic 
phase, its potential for growth is significant. This next 
period also offers the Chinese aviation sector an exciting 
window to continue on its strong growth trajectory, 
especially if the economy continues to grow at the same 
pace. Based off our analysis in ‘The Land of Silk and 
Money’, we would expect both, China’s domestic aviation 
market and their exposure to the international aviation 
market, to continue to experience strong and consistent 
growth over that period. However, to fully maximize this 
opportunity, it is extremely important that China addresses 
the current aircraft shortfall and improves their aviation 
infrastructure. 

DOWNLOAD THE TWO PART REPORT AT:  
avolon.aero/our-thoughts
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The Land of Silk and Money
AN ANALYSIS OF CHINA'S AVIATION MARKET
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Executive summary
This report was commissioned by Abu Dhabi Global 
Market (ADGM) and prepared by PwC to analyse the 
suitability of ADGM as a regional aircraft financing and 
leasing hub from a tax perspective, with a particular 
focus on the UAE’s extensive double taxation treaty (DTT) 
network.  

The report considers both operating and finance 
leases and compares the UAE to the traditional global 
hubs for aviation finance and leasing activities: Ireland, 
Singapore, Hong Kong and Cayman Islands (“comparison 
jurisdictions”).

The commercial case for aircraft financing and leasing 
businesses to be based in Abu Dhabi is strong. The UAE 
is home to two of the world’s top airlines and a further 
two ambitious low-cost carriers. It already has one of the 
world’s busiest airports and both Abu Dhabi and Dubai are 
currently working on new huge airports to cement their 
positions as global aviation hubs.  

The UAE has impressive aviation credentials, and the 
wider Middle East region is forecast to be the highest 
growth aviation market over the next 20 years. With Asia, 
followed by Africa, making up the top three fastest growth 
aviation regions, Abu Dhabi is ideally geographically 
positioned to serve these high-growth markets. Further, 
with aircraft debt and leasing funds emerging as an 
attractive and better-understood asset class, Abu Dhabi, 
with its abundance of wealth, presents an attractive 
market to raise capital.

ADGM companies benefit from a full English common 
law environment, 0% corporate tax exemption until 2063, 
no foreign ownership restrictions, no limits on repatriation 
of profits and no withholding taxes, as well as independent 
courts and financial services regulator.

We believe there is a strong case for the incorporation 
of a regional presence in ADGM, whether lessors, banks, 
advisory firms or other businesses across the sector 
ecosystem, to be closer to regional clients and business. 
With a highly competitive special purpose vehicle 
(SPV) regime, benchmarked against the world’s leading 
jurisdictions, ADGM also serves as an attractive domicile 
of SPVs for the structuring of aircraft transactions (with the 
first transactions successfully concluded). ADGM is aiming 
to build an active community of businesses to serve the 
local and regional markets in the aviation finance and 
leasing sector.

We hope that you find this report useful, and it enables 
you to identify clear opportunities to enhance operational 
and tax efficiency for your business. We welcome all 
discussions of ADGM’s offerings and how the ADGM 
platform can serve your business needs. Please do not 
hesitate to contact us.

Tax analysis
PwC’s analysis presents some clear strengths and 
opportunities from a tax perspective over the comparison 
jurisdictions. 

The UAE has an extensive network of DTTs, with 81 in 
force and a further 32 in various stages of negotiation, 
signature or ratification (as of 28 February 2017). The UAE 
also has 15 DTTs that none of the comparison jurisdictions 
have, including 13 DTTs with countries in Africa (five), 
Central Asia (four) and the Middle East (four). 

In addition to a wide and favourable DTT network, 
ADGM offers a 0% CIT rate to ADGM companies and the 
UAE does not levy withholding taxes on outbound interest, 
dividend and other payments. 

The UAE Ministry of Finance has set certain minimum 
substance and procedural requirements that, while not 
overly onerous, must be met by ADGM companies in order 
to receive a tax residency certificate. A UAE tax residency 
certificate is typically required for access to the UAE 
treaty network, subject to meeting any additional treaty 
application requirements in the source countries. With 
the ongoing implementation of new anti-treaty shopping 
measures as a result of the G20/OECD Base Erosion and 
Profit Shifting initiative, ADGM’s SPV product for aircraft 
financing and leasing is most appropriately utilised by 
businesses with active operations in the UAE if treaty 
benefits are commercially important. 

The tax treatment of leases generally depends on 
whether the lease is treated as an operating lease or as a 
finance/capital lease. Under an operating lease, the lessee 
would typically recognise tax-deductible lease payments 
as and when they arise. Under a finance lease, payments 
made by the lessee would generally represent a finance 
charge on the lease obligation and principal repayments. 

Operating lease 
Aircraft operating lease payments either fall within 
the “shipping and air transport”, “business profits” or 
“royalties” articles under a DTT. Generally, if the wording 
“for the use of, or right to use industrial, commercial, or 
scientific equipment” is not included in the royalties article, 
then the income should fall under the more favourable 
“shipping and air transport” or “business profits” articles 
where there is typically an exemption from any WHT in the 
jurisdiction of the lessee. 

Finance lease 
If a lease is treated as a finance lease then the finance 
charge may be subject to interest WHT in the jurisdiction 
of the lessee. This WHT on interest may be reduced under 
the interest article of a DTT. 

Aviation Finance Comparative 
Jurisdiction Report
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* 	  Exemp<on	  also	  available	  at	  domes<c	  level	  
** 	  Exemp<on	  available	  under	  the	  UAE	  transport	  tax	  treaty	  (applies	  only	  to	  aircra_	  operated	  in	  interna<onal	  traffic)	  
1.  Exemp<on	  available	  at	  domes<c	  level,	  treaty	  rate	  is	  higher	  than	  domes<c	  rate	  

Country	   Opera3ng	  Lease	  0%	   Finance	  Lease	  0%	   S	   Country	   Opera3ng	  Lease	  0%	   Finance	  Lease	  0%	  
1	   Albania	   ✔	   ✔	   33	   Luxembourg	   ✔	   	  	  ✔*	  
2	   Algeria	   ✔	   ✔	   34	   Macedonia	   ✔	  
3	   Armenia	   ✔	   ✔	   35	   Malta	   	  	  ✔*	   	  	  ✔*	  
4	   Austria	   ✔	   	  	  ✔*	   36	   Mauri3us	   ✔	   ✔	  
5	   Barbados	   ✔	   ✔	   37	   Mexico	   ✔	  
6	   Belgium	   ✔	   ✔	   38	   Montenegro	   ✔	  
7	   Bosnia	  and	  Herzegovina	   ✔	   ✔	   39	   Morocco	   ✔	  
8	   Brunei	   	  	   ✔	   40	   Mozambique	   ✔	   ✔	  
9	   Bulgaria	   ✔	   	  	   41	   Netherlands	   	  	  ✔*	   	  	  ✔*	  
10	   Chile	   	  	  	  	  ✔**	   42	   Panama	   ✔	  
11	   Cyprus	   ✔	   	  	  ✔*	   43	   Poland	   ✔	  
12	   Czech	  Republic	   	  	   ✔	   44	   Portugal	   ✔*	  
13	   Estonia	   ✔	   	  	  ✔*	   45	   Romania	   ✔	  
14	   Fiji	   ✔	   ✔	   46	   Seychelles	   	  	   ✔	  
15	   Finland	   ✔	   	  	  ✔*	   47	   Singapore	   ✔	   ✔	  
16	   France	   ✔	   ✔	   48	   Slovenia	   ✔	  
17	   Georgia	   ✔	   ✔	   49	   South	  Africa	   ✔*	  
18	   Germany	   	  	   ✔	   50	   Spain	   ✔*	   ✔	  
19	   Guinea	   ✔	   ✔	   51	   Sudan	   ✔	   ✔	  
20	   Hong	  Kong	   	  	  ✔1	   52	   Switzerland	   	  	  ✔*	   ✔	  
21	   Hungary	   	  	  ✔*	   	  	  ✔*	   53	   Syria	   ✔	  
22	   Indonesia	   	  	   ✔	   54	   Tajikistan	   ✔	   ✔	  
23	   Ireland	   	  	  ✔*	   ✔	   55	   Thailand	   	  	   ✔	  
24	   Italy	   ✔	   ✔	   56	   Tunisia	   ✔	  
25	   Japan	   ✔	   	  	   57	   Turkmenistan	   	  	   ✔	  
26	   Jordan	   ✔	   58	   Ukraine	   ✔	  
27	   Korea	  (Rep.)	   ✔	   59	   United	  Kingdom	   ✔*	   ✔	  
28	   Kyrgyzstan	   ✔	   ✔	   60	   United	  States	   	  	  	  	  ✔**	  
29	   Latvia	   ✔	   ✔	   61	   Uzbekistan	   ✔	  
30	   Lebanon	   ✔	   ✔	   62	   Venezuela	   ✔	  
31	   Liechtenstein	   ✔	   	  	  ✔*	   63	   Yemen	   ✔	   ✔	  
32	   Lithuania	   ✔	   ✔	  

Countries with which 0% tax is applied on lease payments under the terms of the UAE DTT

Geographic highlights
Africa: on the whole, the countries of Africa have 

relatively underdeveloped treaty networks. However, the 
UAE has the most active treaties in Africa compared with 
the comparison jurisdictions, with 10 in force treaties and 
12 treaties awaiting ratification or entry into force, including 
DTTs with key markets such as South Africa, Ethiopia, 
Kenya and Nigeria. That is, on average, four times more 
DTTs than the comparison jurisdictions. The remaining 25 
African countries do not have DTTs in force with the UAE 

or any of the comparison jurisdictions, placing ADGM on 
an equal footing from a tax perspective but with a strong 
geographical advantage. 

Central Asia: the UAE has DTTs with all of the central 
Asian countries, including three that do not have treaties 
with any of the comparison countries. ADGM also has a 
strong geographical advantage in this market. 

The UAE has equally favourable or better DTTs with 
the following growth aviation markets compared with the 
comparison jurisdictions:

8	  

Execu<ve	  summary	  

Geographic	  highlights	  

Country	   Opera3ng	  Lease	   Finance	  Lease	  
Geographic	  
Advantage	  

Country	   Opera3ng	  Lease	   Finance	  Lease	  
Geographic	  
Advantage	  

Algeria	   Advantage	  (0%)	  	   Advantage	  (0%)	   ✔	   Malaysia	   -‐	   Advantage	  (5%)	   	  	  

Egypt	   Equal	  (10%)	   Equal	  (10%)	   ✔	   Mexico	   Equal	  (0%)	  	   Equal	   	  	  

India	   - Advantage	  (5%)1	   ✔	   Pakistan	   -‐	   Equal	  (10%)	   ✔	  

Indonesia	   Equal	  (5%)	   Advantage	  (5%)	   	  	   Philippines	   Equal	  (7.5%)	   Advantage	  (10%)	   	  	  

Iran	  (no	  DTT)	   Equal	   Equal	   ✔	   Sri	  Lanka	   Advantage	  (10%)	   Equal	  (10%)	   ✔	  

Japan	   Equal	  (0%)	   Equal	  (10%)	   	  	   Thailand	   -‐	   Equal	   	  	  

Korea	  (Rep.)	   Equal	  (0%)	   -‐	   Turkey	   Equal	  (10%)	   Equal	  (1%)	   ✔	  

Lebanon	   Advantage	  (0%)	   Advantage	  (0%)	   ✔	   United	  States	   Equal	  (0%)2	   Equal	  (0%)3	  

1.  When	  paid	  to	  a	  bank	  or	  similar	  financial	  ins<tu<on	  
2.  Exemp<on	  only	  available	  where	  aircra_	  are	  operated	  in	  interna<onal	  traffic	  (i.e.	  not	  U.S.	  domes<cally	  operated	  aircra_)	  
3.  The	  rate	  is	  30%	  for	  interest	  that	  does	  not	  qualify	  as	  porlolio	  interest	  
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On the whole, the UAE’s treaty network tends to 
be most favourable for finance leases with low treaty 
withholding tax (WHT) rates on interest (equivalent) 
payments. With incoming IFRS 16 changes, lessees will 
be required to recognise nearly all leases on the balance 
sheet which will reflect their right to use an asset for a 
period of time and the associated liability that attracts 
interest. While the impact of the new leasing standard 
on the aviation sector and the tax treatment of leases is 
yet to be seen, the IRFS 16 changes may result in lease 
payments being considered as interest payments with 
WHT applied accordingly, increasing the relative strength 
of the UAE DTT network.

Strengths and opportunities summary

Strengths
•	 The UAE DTT network is large, especially for a country 

that historically has had little taxation. With 81 DTTs in 
force, the UAE’s network is already wider than nations 
such as Ireland and Hong Kong. If you include the DTTs 
that have been signed but are awaiting ratification or 
entry into force, the UAE also has a more extensive DTT 
network than Singapore; 

•	 Income from operating leases is exempted from source 
country taxation under 63% of UAE DTTs, which is a 
higher proportion than the comparison jurisdictions. Out 
of the remaining UAE DTTs that allow operating lease 
income to be taxed as royalties, 45% of the DTTs offer 

the best royalty WHT rate available compared with all of 
the comparison jurisdictions; 

•	 Interest (equivalent) income from finance leases is 
subject to the lowest WHT rate available under 93% 
of UAE DTTs compared with all of the comparison 
jurisdictions;

•	 The UAE has 10 DTTs in force with African countries 
(including Egypt). This number will grow to 22 once 
the DTTs signed with Benin, Burundi, Comoros 
Islands, Ethiopia, Equatorial Guinea, Gambia, Kenya, 
Libya, Mauritania, Nigeria, Senegal and Uganda enter 
into force (see below). The next best jurisdiction is 
Singapore, which has seven DTTs in force with African 
countries (Ireland has six in force DTTs and Hong Kong 
has one DTT);

•	 The UAE is better or equally beneficial from a DTT 
perspective as the comparison jurisdictions in Africa 
except for Botswana, Rwanda and Zambia; 

•	 The UAE is geographically closer to the GCC, Levant 
(including Turkey) and most African countries (including 
Egypt) than the comparison jurisdictions (only Ireland is 
closer to certain African countries);

•	 The UAE has a DTT with all Central Asian countries;
•	 Favoured nation clauses in the UAE’s DTTs with 

Indonesia, Thailand and Ukraine offer ADGM entities 
the best WHT rate available on interest income. If 
Indonesia, Thailand and Ukraine ever negotiate a 
more favourable WHT rate for interest with any other 
jurisdiction, then the more favourable WHT rate of Execu<ve	  summary	  

Comparison	  of	  ADGM	  with	  other	  leasing	  centres	  (1	  of	  2)	  

	  	  

Cayman	  Islands	  

Hong	  Kong	  

Singapore	  

United	  Arab	  Emirates	  

Ireland	  

•  No	  CIT,	  tax	  free	  
environment	  

•  No	  comprehensive	  DTTs	  in	  
place	  

•  0%	  CIT	  
•  No	  withholding	  tax	  on	  

outbound	  payments	  
•  Extensive	  DTT	  network	  that	  

reduces	  or	  eliminates	  source	  
country	  taxa<on	  on	  aircra_	  
lease	  income	  	  

•  CIT	  12.5%	  (25%	  for	  non-‐
trading	  income)	  

•  Extensive	  DTT	  network,	  
where	  no	  DTT	  available,	  
lessor	  can	  claim	  foreign	  tax	  
credit	  

•  Lessor	  can	  claim	  
deprecia<on	  allowance	  on	  
the	  cost	  of	  aircra_	  (up	  to	  8	  
years)	  

•  CIT	  16.5%	  
•  Not	  many	  comprehensive	  

DTTs	  rela<ve	  to	  comparison	  
jurisdic<ons	  	  

•  Lessor	  not	  normally	  allowed	  to	  
claim	  deprecia<on	  allowance	  

•  CIT	  17%,	  lower	  rates	  
@5/10%	  for	  approved	  
aircra_	  lessors	  

•  Extensive	  DTT	  network	  
•  Exemp<on	  of	  withholding	  tax	  

on	  aircra_	  financing	  
payments	  to	  offshore	  lenders	  

•  Lessor	  can	  claim	  deprecia<on	  
allowance	  

Key:	  
	  -‐	  UAE	  has	  tax	  advantage	  under	  both	  opera<ng	  and	  finance	  leases	  	  
	  -‐	  UAE	  has	  tax	  advantage	  –	  opera<ng	  lease	  only	  
	  -‐	  UAE	  has	  tax	  advantage	  –	  finance	  lease	  only	  
	  -‐	  UAE	  is	  in	  a	  comparable	  posi<on	  from	  either	  an	  opera<ng	  or	  finance	  lease	  perspec<ve	  –	  UAE	  DTT	  countries	  (see	  summary	  below)	  
	  -‐	  UAE	  in	  a	  comparable	  posi<on	  from	  both	  an	  opera<ng	  and	  finance	  lease	  perspec<ve	  –	  UAE	  or	  comparison	  country	  has	  no	  DTT	  
	  -‐	  UAE	  DTT	  has	  been	  signed	  and	  is	  pending	  ra<fica<on	  

Summary	  
•  UAE’s	  DTTs	  with	  Albania,	  Barbados,	  Bulgaria,	  Indonesia,	  Italy,	  Korea	  (Rep.),	  Lithuania,	  Macedonia,	  Morocco,	  Philippines,	  Poland,	  South	  Africa,	  

Uzbekistan	  are	  equally	  strong	  from	  an	  opera<ng	  lease	  perspec<ve.	  
•  UAE’s	  DTTs	  with	  Belarus,	  Canada,	  China	  (P.R.C.),	  Czech	  Republic,	  Germany,	  Hong	  Kong,	  Morocco,	  Pakistan,	  Panama,	  Syria,	  Thailand,	  Vietnam	  

are	  equally	  strong	  from	  a	  finance	  lease	  perspec<ve	  only.	  
•  UAE’s	  transport	  tax	  treaty	  with	  the	  Unites	  States	  is	  equally	  beneficial	  for	  opera<ng	  leases,	  provided	  the	  aircra_	  are	  operated	  in	  interna<onal	  

traffic.	  

Changed	  
Serbia	  to	  gray	  

Comparison of ADGM with other leasing centres (1 of 2) 
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that treaty should automatically apply to treaty eligible 
ADGM entities as well. This positions the UAE as one of 
the most favourable jurisdictions from a tax perspective 
for finance leasing into Indonesia, Thailand and Ukraine;

•	 The UAE-India DTT offers a 5% WHT rate for interest 
paid by Indian borrowers to a UAE bank or a similar 
financial institution (WHT rate of 12.5% in all other 
cases), which is better than the WHT rate offered in all 
of India’s other DTTs (with the exception of the India-
Switzerland DTT). These favourable rates may make 
ADGM attractive for finance leasing into India; and 

•	 The UAE has a transport tax treaty with the US, which 
exempts the leasing of aircraft under an operating lease 
from US taxation provided the aircraft are operated in 

international traffic. The interest component of finance 
leases can benefit from a domestic US WHT exemption 
if certain conditions are met.

Opportunities

•	 The UAE has 15 DTTs with African countries, which are 
in various stages of negotiation, signature or ratification. 
Singapore has six DTTs with African countries that are 
in the process of negotiation, signature or ratification. 
Hong Kong and Ireland currently only have one DTT 
that is either under negotiation or has been signed with 
Africa countries.

Execu<ve	  summary	  

Comparison	  of	  ADGM	  with	  other	  leasing	  centres	  (2	  of	  2)	  

	  	   Cayman	  Islands	   Hong	  Kong	   Ireland	  
	  

Singapore	  
	  

ADGM	  

Corporate	  tax	  rate	  
No	  corporate	  tax	  imposed	  in	  
the	  Cayman	  Islands	  

16.5%	  (will	  be	  reduced	  to	  
8.25%	  under	  new	  tax	  regime)	  

12.5%	  (25%	  for	  non-‐trading	  
income)	  

17%	  (5/10%	  for	  approved	  
aircra_	  lessors)	  

0%	  corporate	  income	  tax	  

Tax	  deprecia3on	  	   N/A	   A	  lessor	  is	  not	  normally	  
en<tled	  to	  claim	  tax	  
deprecia<on	  in	  respect	  of	  
aircra_	  acquisi<on	  costs	  for	  
aircra_	  leased	  to	  non-‐Hong	  
Kong	  based	  airlines	  

Lessors	  are	  en<tled	  to	  claim	  
tax	  deprecia<on	  on	  the	  cost	  of	  
aircra_	  on	  a	  straight	  line	  basis	  
at	  a	  rate	  of	  12.5%	  per	  annum	  
over	  eight	  years	  

Approved	  aircra_	  lessors	  can	  
claim	  tax	  deprecia<on	  on	  the	  
aircra_	  over	  5	  to	  20	  years	  (also	  
may	  opt	  to	  depreciate	  an	  
aircra_	  over	  3	  years	  under	  
normal	  rules)	  

N/A	  

Withholding	  tax	   No	  withholding	  tax	   Interest:	  0%	  
Royal<es:	  4.95%	  

Interest:	  20%	  (0%	  interest	  paid	  
to	  EU	  or	  DTT	  country)	  	  
Royal<es:	  0%	  (20%	  applies	  to	  
patent	  royal<es	  only)	  

Interest:15%	  (0%	  WHT	  on	  
aircra_	  financing	  payments	  to	  
offshore	  lenders)	  
Royal<es:	  10%	  

No	  withholding	  tax	  

DTT	  network	   0	  DTTs	  in-‐force	   34	  DTTs	  in-‐force.	   72	  DTTs	  in-‐force.	   81	  DTTs	  in-‐force;	  1	  applicable	  
shipping	  and	  air	  transport	  tax	  
treaty.	  	  

81	  DTTs	  in-‐force;	  2	  shipping	  
and	  air	  transport	  tax	  trea<es	  
(addi<onal	  32	  DTTs	  in	  various	  
stages	  of	  nego<a<on,	  
signature	  or	  ra<fica<on)	  

VAT/GST	  treatment	  	   No	  VAT/GST	   No	  VAT/GST	   Aircra_	  lease	  rentals	  are	  
generally	  zero-‐rated	  for	  Irish	  
VAT	  purposes	  

Cross	  border	  leasing	  is	  
generally	  zero-‐rated	  for	  GST	  
purposes	  

VAT	  will	  come	  in	  on	  1	  January	  
2018.	  Cross	  border	  aircra_	  
leasing	  is	  expected	  to	  be	  zero-‐
rated	  	  

Is	  stamp	  duty	  applicable?	   No	   No	  stamp	  duty	  is	  payable	   Stamp	  duty	  does	  not	  apply	  to	  
aircra_	  leases	  

No	  stamp	  duty	  is	  payable	  
	  

No	  

Substance	  requirements	   No	   Yes	   Yes	   Yes	   No	  (certain	  level	  of	  local	  
substance	  is	  required	  to	  
benefit	  from	  UAE	  DTTs)	  

Applicability	  of	  transfer	  
pricing	  legisla3on	  

No	   There	  is	  no	  comprehensive	  
transfer	  pricing	  legisla<on	  in	  
Hong	  Kong	  

Yes	   Yes	   No	  

Comparison of ADGM with other leasing centres (2 of 2) 
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DTT application to ADGM entities – Example of ADGM value proposition (ADGM lessor)

Execu<ve	  summary	  

Map	  of	  UAE	  Double	  Tax	  Trea<es	  by	  con<nent	  

	  	  

According	  to	  Tax	  Notes	  database	  of	  in-‐force	  trea<es	  as	  of	  28	  February	  2017,	  subject	  to	  change	  

Key:	  
	  –	  In	  force	  
	  –	  In	  force	  (applies	  to	  gov’t	  investments	  only)	  	  
	  –	  Pending	  	  
	  –	  Signed	  but	  not	  yet	  ra<fied	  	  
	  –	  Shipping	  and	  air	  transport	  tax	  treaty	  

North	  America	  
2	  

In	  force	  

South	  America	  
3	  

In	  force	  

Europe	   36	  
In	  force	  

Africa	  
9	  

In	  force	  

Asia	  
17	  
In	  force	  

Oceania	  
2	  

In	  force	  
Central	  America	  

2	  
In	  force	  

Central	  Asia	  
6	  

In	  force	  

Middle	  East	  
5	  

In	  force	  

Caribbean	  

1	  
In	  force	  

Map of UAE double tax treaties by continent
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List of UAE DTTs1

14	  

Execu<ve	  summary	  

	  	   List	  of	  UAE	  double	  tax	  trea3es	  (income	  and	  capital)	  

In-‐Force	  DTTs	  (83)1	   Pending	  DTTs	  (11)	  
Signed	  DTTs	  (but	  not	  yet	  

ra3fied)	  (11)	  
Under	  nego3a3on	  

(10)	  

Africa	   Turkmenistan	  	   Europe	   Lithuania	  	   Central	  America	   Ra5fied	  by	  both	  states	  (4)	   Africa	   Africa	  
Algeria	  	   Uzbekistan	   Albania	   Luxembourg	   Mexico	   Africa	   Burundi	   Malawi	  
Egypt	   Asia	   Armenia	  	   Macedonia2	   Panama	   Ethiopia	   Equatorial	  Guinea	   Tanzania	  
Guinea	   Bangladesh	   Austria	   Malta	   South	  America	   Senegal	   Gambia	   South	  Sudan	  
Mauri<us	  	   Brunei	   Belarus	   Montenegro	   Chile5	   Europe	   Nigeria	   Asia	  
Morocco	  	   China	  (P.R.C.)	   Belgium	   Netherlands	   Uruguay	   Andorra	   Uganda	   Maldives	  
Mozambique	  	   Hong	  Kong	   Bosnia	  and	  Herzegovina	   Poland	   Venezuela	   Jersey	   Europe	   Nepal	  
Seychelles	   India	   Bulgaria	   Portugal	   Oceania	   Ra5fied	  by	  the	  UAE	  (7)	   Kosovo	   Europe	  
South	  Africa	   Indonesia	   Cyprus	   Romania	   Fiji	   Africa	   Caribbean	   Croa<a	  
Sudan	   Japan	   Czech	  Republic	   Slovakia4	   New	  Zealand	   Benin	   St.	  Ki]s	  and	  Nevis	   Guernsey	  
Tunisia	   Korea	  (Rep.)	   Estonia	   Serbia	   Comoros	  Islands	   North	  America	   Moldova	  
Middle	  East	   Malaysia	   Finland	   Slovenia	   Kenya	   Bermuda	   Central	  America	  
Jordan2	   Pakistan	   France	   Spain	   Libya	   South	  America	   Costa	  Rica	  
Lebanon	   Philippines	  	   Georgia	   Switzerland	   Mauritania	   Argen<na	   Oceania	  
Syria	   Russia3	   Germany	   Ukraine	   Middle	  East	   Ecuador	   Australia	  
Yemen	   Singapore	   Greece	   United	  Kingdom	   Pales<ne	   Paraguay	  
Central	  Asia	   Sri	  Lanka	   Hungary	   Caribbean	   Central	  America	  
Azerbaijan	  	   Thailand	   Ireland	   Barbados	   Belize	  
Kazakhstan	   Turkey	   Italy	  	   North	  America	  
Kyrgyzstan	   Vietnam	   Latvia	   Canada	  
Tajikistan	  	   Liechtenstein2	   United	  States5	  

1.  According	  to	  Tax	  Notes	  as	  of	  28	  February	  2017,	  subject	  to	  change	  (includes	  the	  UAE’s	  transport	  tax	  trea<es	  with	  Chile	  and	  the	  Unites	  States	  which	  provide	  an	  exemp<on	  for	  the	  leasing	  of	  aircra_	  on	  dry	  lease	  terms).	  
2.  Effec<ve	  from	  1	  January	  2018.	  
3.  Government	  Investment	  Income	  Tax	  Agreement	  only.	  The	  treaty	  is	  a	  non-‐standard	  treaty	  which	  relates	  to	  the	  dividend,	  interest	  and	  capital	  gains	  income	  of	  Governments	  and	  their	  financial	  or	  investment	  ins<tu<ons	  only.	  
4.  The	  DTT	  with	  Slovakia	  will	  enter	  into	  force	  on	  1	  April	  2017,	  effec<ve	  from	  1	  January	  2018.	  
5.  Exemp<on	  available	  for	  the	  leasing	  of	  aircra_	  on	  a	  bare-‐boat	  basis	  under	  the	  UAE	  transport	  tax	  treaty,	  provided	  the	  aircra_	  are	  operated	  in	  interna<onal	  traffic.	  

Comparison with other major global leasing 
centers
The tax treatment of leases depends on whether the 
lease is treated as an operating lease or a finance/capital 
lease. Under an operating lease, the lessee would typically 
recognise tax-deductible lease payments as and when 
they arise. Under a finance lease, payments made by the 
lessee would generally represent interest on the lease 
obligation and principal repayments.

Operating lease 
Generally, aircraft operating lease payments fall within 
the royalties article of a DTT if the wording in the article 
includes “for the use of, or the right to use industrial, 

commercial, or scientific equipment”. If the above “right to 
use” language is not included in the royalties article then 
the income should fall within the typically more favourable 
“shipping and air transport” or “business profits” articles 
that often provide an exemption from any WHT in the 
jurisdiction of the lessee (provided in the case of the 
“shipping and air transport” article, that the aircraft is 
operated in international traffic).

Finance lease 
If a lease is treated as a finance lease then interest 
expense may be subject to WHT in the jurisdiction of the 
lessee. This WHT on interest may be reduced under the 
interest article of DTT.

Execu<ve	  summary	  

Comparison	  with	  other	  major	  global	  leasing	  centres	  

Key:	   ð  Advantage	  UAE	  
ð  Advantage	  other	  

1.  According	  to	  Tax	  Notes	  database	  of	  in-‐force	  trea<es	  as	  of	  28	  February	  2017,	  subject	  to	  change.	  
2.  Analysis	  does	  not	  take	  into	  account	  the	  EU	  Interest	  and	  Royal<es	  Direc<ve,	  which	  may	  provide	  addi<onal	  relief	  beyond	  the	  treaty	  rate.	  
3.  Analysis	  applies	  to	  Ar<cle	  8	  (Shipping	  and	  Air	  Transport)	  if	  this	  ar<cle	  contains	  the	  following	  wording	  “charter	  or	  rent”,	  “charter	  or	  rental”,	  “opera<on	  or	  rental	  of	  ships	  or	  aircra_”,	  “rent”,	  

“rental	  or	  aliena<on”	  or	  “rental	  or	  chartering”	  but	  does	  not	  contain	  “incidental	  to	  the	  opera<on	  of	  ships	  or	  aircra_	  in	  interna<onal	  traffic”.	  
4.  Addi<onal	  number	  of	  transport	  tax	  trea<es	  which	  provide	  an	  exemp<on	  for	  aircra_	  leasing	  and	  no	  DTT	  currently	  exists.	  
5.  Analysis	  applies	  only	  to	  English-‐language	  trea<es	  which	  contain	  a	  clause	  en<tled	  “limita<on	  of/on	  benefits”,	  “treaty	  shopping”	  or	  “main	  or	  principal	  purpose”.	  Other	  provisions	  may	  exist.	  

Country	  
Number	  of	  

DTTs	  
in	  force1	  

Average	  network	  withholding	  rate	  	  
(among	  all	  DTTs)1,2	  

%	  of	  DTTs	  
where	  
leasing	  

income	  is	  
exempt3	  

Addi3onal	  
transport	  tax	  
trea3es	  where	  

leasing	  is	  
exempt4	  

Substance	  
for	  Tax	  

Residency	  
Cer3ficate	  
(“TRC”)	  	  

DTTs	  
containing	  

Limita3on	  of	  
Benefits	  
(“LOB”)5	  

%	  of	  DTTs	  
containing	  

LOB	  
Dividends	   Interest	   Royal3es	  

UAE	  
81	  	  

(113	  incl.	  	  
pending	  DTTs)	  

4.07%	   3.18%	   5.84%	   63%	   2	   Yes	   21	   26%	  

Ireland	   ò  72	   ñ  8.02%	   ñ  4.58%	   ò  5.18%	   ò  61%	   ò  0	   No	   5	   ò  	  7%	  
Singapore	   =	  	  	  	  81	   ñ  7.66%	   ñ  8.24%	   ñ  8.02%	   ò  32%	   ò  1	   Yes	   17	   ò  22%	  
Hong	  Kong	   ò  34	   ñ  5.56%	   ñ  5.37%	   ñ  5.91%	   ò  41%	   ò  0	   No	   15	   ñ  50%	  
Average	  of	  
comparison	  
jurisdic<ons	  

ò  62	   ñ  7.08%	   ñ  6.06%	   ñ  6.37%	   ò  41%	   ò  0	   No	   12	   =	  	  26%	  
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Operating lease – summary of key findings
Summary	  of	  key	  findings	  –	  opera<ng	  lease	  

	  	  

Key:	  
	  -‐	  UAE	  has	  tax	  advantage	  –	  UAE	  DTT	  countries	  
	  -‐	  UAE	  in	  comparable	  posi<on	  –	  UAE	  DTT	  countries	  	  
	  -‐	  UAE	  in	  comparable	  posi<on	  –	  UAE	  or	  comparison	  country	  has	  no	  DTT	  with	  the	  lessee	  jurisdic<on	  
	  -‐	  UAE	  DTT	  has	  been	  signed	  and	  is	  pending	  ra<fica<on	  and	  will	  be	  stronger	  except	  for	  Bermuda,	  Jersey,	  Libya	  and	  Mauritania	  where	  there	  is	  no	  domes<c	  WHT	  on	  royal<es	  
	  -‐	  No	  domes<c	  WHT	  on	  royal<es	  

DTT and geographical positioning compared to all comparison jurisdictions

Summary	  of	  key	  findings	  –	  opera<ng	  lease	  

	  	  

Highlighted	  in	  red,	  jurisdic<ons	  which	  have	  an	  in	  force	  DTT	  with	  the	  UAE	  only.	  
* 	  UAE	  DTTs	  are	  at	  various	  stages	  of	  nego<a<on,	  renego<a<on,	  replacement,	  amendments,	  signing,	  pending	  ra<fica<on,	  etc.	  and	  yet	  to	  be	  in-‐force.	  	  
** 	  Exemp<on	  available	  under	  the	  UAE	  transport	  tax	  treaty,	  provided	  the	  aircra_	  is	  operated	  in	  interna<onal	  traffic.	  
4 	  UAE	  has	  geographical	  advantage	  over	  comparison	  jurisdic<on(s).	  
6 	  UAE	  is	  second	  best	  from	  geographical	  prospec<ve	  but	  has	  tax	  advantage	  over	  jurisdic<on	  with	  closest	  proximity.	  

UAE	  tax	  and	  geographical	  posi3oning	  

UAE	  has	  tax	  advantage	   UAE	  DTT	  equally	  strong	  as	  comparison	  jurisdic3ons	   UAE	  equal	  to	  comparison	  jurisdic3ons	  (no	  DTT	  with	  UAE)	  
Africa	   Central	  America	   Africa	   Caribbean	   Liechtenstein	   Africa	   Gambia*	   South	  Sudan*	   4 
Algeria	   6 Panama	   6	   Egypt	   4 Barbados	   6	   Lithuania	   Angola	   Ghana	   Swaziland	   4 
Guinea	   6 Oceania	   Mauri<us	   4 Central	  America	   Luxembourg	   Benin*	     Guinea-‐Bissau	   Tanzania*	   4 
Mozambique	   4 Fiji	   6 Morocco	   Mexico	   Macedonia	   Burkina	  Faso	     Ivory	  Coast	   Togo	  
Sudan	   4 South	  America	   South	  Africa	   4 Europe	   Malta	   Burundi*	     Kenya*	   4 Uganda*	   4 
Tunisia	   4 Chile**	   6	   Central	  Asia	   Albania	   Montenegro	   Cameroon	   4 Lesotho	     Zimbabwe	   4 

Middle	  East	   Uruguay	   6	   Kazakhstan	   4 Austria	  	   Netherlands	   Canary	  Islands	   Liberia	     Middle	  East	  

Jordan	   4 Venezuela	   6	   Uzbekistan	   4 Belgium	   Poland	   Cape	  Verde	     Libya*	     Bahrain	   4 
Lebanon	   4 Asia	   Bosnia	  and	  Herzegovina	   Portugal	   6 Central	  African	  Republic	   4 Madagascar	   4 Iran	   4 
Syria	   4 Armenia	   4 Bulgaria	   Romania	   Chad	   4 Malawi*	   4 Iraq	   4 
Yemen	   4 Bangladesh	   4 Cyprus	   Slovenia	   Comoros	  Islands*	   4 Mali	   Kuwait	   4 
Central	  Asia	   Brunei	   Estonia	   Spain	   6 Congo	  (Dem.	  Rep.)	   4 Mauritania*	     Pales<ne	   4 
Kyrgyzstan	   4 Georgia	   4 Finland	   Switzerland	   Congo	  (Rep.)	   4 Namibia	     
Tajikistan	   4 Indonesia	   France	   Ukraine	   Djibou<	   4 Niger	     
Turkmenistan	  4 Japan	   Greece	   United	  Kingdom	   Equatorial	  Guinea*	     Nigeria*	     

Asia	   Korea	  (Rep.)	   Hungary	   North	  America	   Eritrea	   4 Senegal*	     
Azerbaijan	   4 Philippines	   Ireland	   United	  States**	   Ethiopia*	   4 Sierra	  Leone	     
Sri	  Lanka	   4 Singapore	   Italy	   Gabon	   4 Somalia	   4 

Turkey	   6 Latvia	  
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UAE DTT positioning with comparison countries

Summary	  of	  key	  findings	  –	  opera<ng	  lease	  

UAE	  DTT	  posi<oning	  with	  comparison	  countries	  

	  	  

Key:	  
✔ 	  UAE	  is	  in	  an	  advantageous	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
=	   	  UAE	  is	  in	  an	  equal	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
O	   	  UAE	  is	  in	  a	  disadvantageous	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
* 	  Exemp<on	  available	  provided	  the	  aircra_	  is	  operated	  in	  interna<onal	  traffic	  

Source	  country	   Ireland	   Singapore	   Hong	  Kong	   Source	  country	   Ireland	   Singapore	   Hong	  Kong	   Source	  country	   Ireland	   Singapore	   Hong	  Kong	  

Africa	   Indonesia	   ✔	   ✔	   =	   Hungary	   =	   =	   =	  
Algeria	  	   ✔	   ✔	   ✔	   Japan	   ✔	   ✔	   =	   Ireland	   -‐	   =	   =	  
Egypt	   =	   ✔	   ✔	   Korea	  (Rep.)	   =	   ✔	   ✔	   Italy	   =	   ✔	   ✔	  
Guinea	   ✔	   ✔	   ✔	   Malaysia	   O O O Latvia	   =	   ✔	   ✔	  
Mauri<us	   ✔	   =	   ✔	   Pakistan	   O O ✔	   Liechtenstein	   =	   =	   =	  
Morocco	   =	   =	   =	   Philippines	   =	   =	   =	   Lithuania	   =	   ✔	   ✔	  
Mozambique	   ✔	   ✔	   ✔	   Russia	   O O O Luxembourg	   =	   =	   =	  
Seychelles	   ✔	   O ✔	   Singapore	   =	   -‐	   ✔	   Macedonia	   =	   ✔	   ✔	  
South	  Africa	   =	   =	   =	   Sri	  Lanka	   ✔	   ✔	   ✔	   Malta	   =	   =	   =	  
Sudan	   ✔	   ✔	   ✔	   Thailand	   O O =	   Montenegro	   =	   ✔	   ✔	  
Tunisia	   ✔	   ✔	   ✔	   Turkey	   =	   =	   ✔	   Netherlands	   =	   =	   =	  
Middle	  East	   Vietnam	   O O =	   Poland	   =	   ✔	   ✔	  
Jordan	   ✔	   ✔	   ✔	   Caribbean	   Portugal	   =	   =	   =	  
Lebanon	   ✔	   ✔	   ✔	   Barbados	   ✔	   =	   ✔	   Romania	   =	   ✔	   ✔	  
Syria	   ✔	   ✔	   ✔	   Central	  America	   Serbia	   O ✔	   ✔	  
Yemen	   ✔	   ✔	   ✔	   Mexico	   =* ✔	   ✔	   Slovakia	   O =	   ✔	  
Central	  Asia	   Panama	   ✔	   ✔	   ✔	   Slovenia	   =	   =	   ✔	  
Kazakhstan	   ✔	   =	   ✔	   Europe	   Spain	   =	   =	   =	  
Kyrgyzstan	   ✔	   ✔	   ✔	   Albania	   =	   =	   ✔	   Switzerland	   =	   =	   =	  

Tajikistan	   ✔	   ✔	   ✔	   Austria	  	   =	   ✔	   =	   Ukraine	   =	   ✔	   ✔	  

Turkmenistan	   ✔	   ✔	   ✔	   Belarus	   O* =	   ✔	   United	  Kingdom	   =	   =	   =	  
Uzbekistan	   =	   =	   ✔	   Belgium	   =	   ✔	   =	   North	  America	  

Asia	   Bosnia	  and	  Herzegovina	   =	   ✔	   ✔	   Canada	   O* ✔	   =	  
Armenia	   =	   ✔	   ✔	   Bulgaria	   =	   ✔	   ✔	   United	  States*	   =	   =*	   =	  
Azerbaijan	   ✔	   ✔	   ✔	   Cyprus	   =	   =	   ✔	   Oceania	  

Bangladesh	   ✔	   =	   ✔	   Czech	  Republic	   O O =	   Fiji	   ✔	   ✔	   ✔	  
Brunei	   ✔	   =	   ✔	   Estonia	   =	   ✔	   ✔	   New	  Zealand	   =	   O O 

China	  (P.R.C.)	   O O O Finland	   =	   ✔	   ✔	   South	  America	  

Georgia	   =	   =	   ✔	   France	   =	   =	   =	   Chile*	   ✔	   ✔	   ✔	  
Hong	  Kong	   O =	   -‐	   Germany	   O O ✔	   Uruguay	   ✔	   ✔	   ✔	  
India	   O =	   =	   Greece	   =	   ✔	   ✔	   Venezuela	   ✔	   ✔	   ✔	  

DTT comparison with key jurisdictions

UAE	  double	  tax	  trea<es	  –	  opera<ng	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Exempt	  under	  BP	  or	  SAT	  ar3cles	  of	  DTT	  (0%	  
WHT)	   Royal3es	  (where	  lease	  payments	  are	  not	  exempt	  under	  BP	  or	  SAT	  ar3cles)	  

Source	  country	   UAE	  
Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	   UAE	  

Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	  

Domes3c	  
WHT	  rate	  
(royal3es)	  

UAE	  DTT	  
WHT	  rate	  
(royal3es)	  

Best	  
comparison	  
DTT	  rate	  
(royal3es)	  

Albania	   44 0 0 44 44 n/a	   0 0 n/a	   n/a	   15%	   5%	   5%	  
Algeria	   4**	   0 0 0 0 4** 0 0 0  0  9.6/24%2	   10%	  
Armenia	   44 0 0 44 0 n/a	   0 0 n/a	   0 10%	   5%	   5%	  
Austria	  	   44 0 44 n/a	   n/a	   n/a	   0 n/a 44 4	  5%	   20%	   0%	   0%	  
Azerbaijan	  	   n/a	   0 0 0 0 6	   0 0 0 0 0/14%3	   10%	  
Bangladesh	   n/a	   0 0 0 n/a	   6 0 0 0 6 20%	   10%	   10%	  
Barbados	  	   44 0 0 0 44 n/a	   0 0 0 n/a	   15%	   0%	   8%	  
Belarus	  	   n/a	   0 0 4*	   n/a	   6 0 0 6 6 15%	   5%	   5%	  
Belgium	  	   44 	   0 44 n/a	   n/a	   n/a	   0 n/a	   44	   4	  3%4	   30%	   5%	   0%	  
Bosnia	  and	  Herzegovina	   4**	   0 0 44 	   0 6**	   0 0 n/a	   0 10%	   5%	   0%	  
Brunei	   4**	   0 n/a	   0 4**	   6**	   0 6  0 4**	   10%	   5%	   5%	  
Bulgaria	  	   44 	   0 0 44 	   n/a	   n/a	   0 0 n/a	   4 10%	   5%	   5%	  
Canada	  	   n/a	   0 n/a	   4**	   n/a	   6 0 6	   6**	   4	  15%	   25%	   10%	   10%	  
Chile	   4*	   0 0 n/a	   n/a	   n/a	   0 0 6	   n/a 20%	   n/a	   5%	  
China	  (P.R.C.)	  	   n/a	   0 n/a	   n/a	   n/a	   4 0 6	   4	  6%5	   46%5	   10%	   10%	   5%	  
Cyprus	   44	   0 0 n/a	   44	   n/a	   0 0 44	   n/a 10%	   0%	   0%	  
Czech	  Republic	  	   n/a	   0 n/a	   44	   n/a	   41	   0 4	  10%	   n/a	   6 15/35%6	   10%	   5%	  
Egypt	  	   n/a	   0 0 n/a	   n/a	   6	   0 0 6 4	  15%	   20%	   10%	   10%	  
Estonia	  	   44	   0 0 n/a	   n/a	   n/a	   0 0 441	   4	  7.5%	   10%	   0%	   5%	  
Fiji	   44 0 0 0 n/a	   n/a	   0 0 0 6 15%	   10%	   10%	  
Finland	  	   44 0 0 44	   n/a	   n/a	   0 0 n/a	   4	  5%	   20%	   0%	   0%	  
France	  	   n/a	   0 44	   n/a	   n/a	   44	   0 n/a	   44	   44	   33.33/75%7	   0%	   0%	  
Key:	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (aircra_)	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (parts/equipment)	  
6	  	  – 	  Further	  relief	  available	  under	  royal<es	  ar<cle	  of	  DTT	  but	  not	  full	  exemp<on	  
4	  	  – 	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  comparison	  country	  or	  domes<c	  WHT	  rate	  for	  equipment	  rental	  
4	  	  – 	  No	  further	  relief	  available	  under	  DTT	  (the	  lower	  or	  equal	  domes<c	  rate	  will	  apply)	  
0	  	  – 	  No	  treaty;	  domes<c	  rate	  applies	  

* 	  Exemp<on	  available	  provided	  the	  aircra_	  is	  operated	  in	  interna<onal	  traffic	  	  
** 	  Exemp<on	  available	  for	  the	  lease	  of	  aircra_	  under	  BP/SAT	  ar<cle	  but	  royalty	  WHT	  rate	  applies	  to	  parts/equipment	  
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UAE	  double	  tax	  trea<es	  –	  opera<ng	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Exempt	  under	  BP	  or	  SAT	  ar3cles	  of	  DTT	  (0%	  
WHT)	   Royal3es	  (where	  lease	  payments	  are	  not	  exempt	  under	  BP	  or	  SAT	  ar3cles)	  

Source	  country	   UAE	  
Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	   UAE	  

Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	  

Domes3c	  
WHT	  rate	  
(royal3es)	  

UAE	  DTT	  
WHT	  rate	  
(royal3es)	  

Best	  
comparison	  
DTT	  rate	  
(royal3es)	  

Georgia	  	   44 0 0 44	   44	   n/a	   0 0 n/a	   n/a	   5/15%8	   0%	   0%	  
Germany	  	   n/a	   0 0 44 n/a	   4 0 0 n/a	   6	   15%	   10%	   8%	  
Greece	  	   n/a	   0 0 n/a	   0 6	   0 0 6	   0 20%	   5%	   5%	  
Guinea	   44 0 0 0 0 n/a	   0 0 0 0 15%	   0%	  
Hong	  Kong	   n/a	   0 n/a	   44 0 4  0 n/a	   n/a	   0 4.95%	   5%9	   3%	  
Hungary	  	   44 0 44 n/a	   n/a	   n/a	   044	   n/a	   44	   44	   0%	   0%	   0%	  
India	  	   n/a	   0 0 4**	   n/a	   4	   0 0 4**	   4	   10%	   10%	   10%	  
Indonesia	   n/a	   0 n/a	   0 n/a	   6 0 6	   0 4	  15%	   20%	   5%	   5%	  
Ireland	   44 0 44 n/a	   44 n/a	   044	   n/a	   n/a	   n/a	   0%	   0%	   3%	  
Italy	  	   4**	   0 n/a	   n/a	   n/a	   6**	   0 4	  15%	   44	   4 30%	   10%	   0%	  

Japan	   44 0 44 n/a	   n/a	   n/a	   0 n/a	   4	   4	   10%	   10%	   10%	  
Jordan	   44 0 0 0 0 n/a	   0 0 0 0 10%	   10%	  
Kazakhstan	  	   n/a	   0 0 0 n/a	   6	   0 0 0 61	   15%	   10%	   10%	  
Korea	  (Rep.)	  	   44 0 0 4*	   n/a	   n/a	   0 0 4	   4	  15%	   20%	   0%	   0%	  
Kyrgyzstan	   4**	   0 0 0 0 6**	   0 0 0 0 10%	   5%	  
Latvia	  	   n/a	   0 0 n/a	   n/a	   4	   0	  15%	   0	  15%	   441	   4	  7.5%9	   0/15%10	   5%	   0%	  
Lebanon	   44 0 0 0 0 n/a	   0 0 0 0 7.5%	   5%	  
Liechtenstein	   44 0 44 0 44 n/a	   0 n/a	   04 n/a	   0%	   0%	   3%	  
Lithuania	  	   44 0 0 n/a	   n/a	   n/a	   0	  10%	   0	  10%	   441	   4	  7.5%9	   0/10%11	   5%	   5%	  
Luxembourg	  	   44 0 n/a	   n/a	   44 n/a	   044	   44	   44	   n/a	   0%	   0%	   0%	  
Macedonia	   4**	   0 0 4*	   0 6**	   0 0 4	   0 10%	   5%	   0%	  
Malaysia	  	   n/a	   0 n/a	   n/a	   n/a	   4	   0 6	   6	   6 10%	   10%	   8%	  

* 	  Exemp<on	  available	  provided	  the	  aircra_	  is	  operated	  in	  interna<onal	  traffic	  	  
** 	  Exemp<on	  available	  for	  the	  lease	  of	  aircra_	  under	  BP/SAT	  ar<cle	  but	  royalty	  WHT	  rate	  applies	  to	  parts/equipment	  

Key:	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (aircra_)	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (parts/equipment)	  
6	  	  – 	  Further	  relief	  available	  under	  royal<es	  ar<cle	  of	  DTT	  but	  not	  full	  exemp<on	  
4	  	  – 	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  comparison	  country	  or	  domes<c	  WHT	  rate	  for	  equipment	  rental	  
4	  	  – 	  No	  further	  relief	  available	  under	  DTT	  (the	  lower	  or	  equal	  domes<c	  rate	  will	  apply)	  
0	  	  – 	  No	  treaty;	  domes<c	  rate	  applies	  

DTT comparison with key jurisdictions

UAE	  double	  tax	  trea<es	  –	  opera<ng	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Exempt	  under	  BP	  or	  SAT	  ar3cles	  of	  DTT	  (0%	  
WHT)	   Royal3es	  (where	  lease	  payments	  are	  not	  exempt	  under	  BP	  or	  SAT	  ar3cles)	  

Source	  country	   UAE	  
Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	   UAE	  

Cayman	  
Islands	  

Hong	  
Kong	   Ireland	  	   Singapore	  

Domes3c	  
WHT	  rate	  
(royal3es)	  

UAE	  DTT	  
WHT	  rate	  
(royal3es)	  

Best	  
comparison	  
DTT	  rate	  
(royal3es)	  

Malta	  	   44 0 44 44 n/a	   n/a	   044	   n/a	   n/a	   44 0%	   0%	   3%	  
Mauri<us	  	   44 0 0 0 n/a	   n/a	   0 0 0 44 15%	   0%	   0%	  
Mexico	   4**	   0 n/a	   4*	   n/a	   6**	   0 6	   6	   6	   25%	   10%	   10%	  
Montenegro	  	   44 0 0 44 0 n/a	   0 0 n/a	   0 9%	   10%	   10%	  
Morocco	   4** 0 0 n/a	   n/a	   4**	   04 04 49	   49 0%12	   10%	   10%	  
Mozambique	  	   n/a	   0 0 0 0 44	   0 0 0 0 20%	   0%	  
Netherlands	  	   44 0 n/a	   n/a	   n/a	   n/a	   044	   44 44 44 0%	   0%	   0%	  
New	  Zealand	  	   n/a	   0 n/a	   n/a	   n/a	   4 0	   6	   4	  10%	   61	   15%	   10%	   5%	  
Pakistan	  	   n/a	   0 0 44 n/a	   4	   0	   0	   n/a	   4	  10%	   15%	   12%	   0%	  
Panama	   4** 0 0 n/a	   n/a	   6**	   0	   0	   6	   6	   12.5%	   5%	   5%	  
Philippines	  	   n/a	   0 0 0 n/a	   4	   0	   0	   0	   4	   7.5%	   10%	   15/25%	  
Poland	   4** 0 0 44 n/a	   6**	   0	   0	   n/a	   4	   20%	   5%	   10%	  
Portugal	   44 0 44 n/a	   n/a	   n/a	   0	   n/a	   4	   4	   0/25/35%13	   5%	   10%	  
Romania	   44 0 0 44 n/a	   n/a	   0	   4	   n/a	   4	  5%	   16/50%14	   3%	   3%	  
Russia	   n/a	   0 44 44 44 4	   0	   n/a	   n/a	   n/a	   20%	   Gov’t	  only	   0%	  
Serbia	  	   n/a	   0 0 4**	   0 6	   025%	   025%	   6**	   0	   20/25%15	   10%	   10%	  
Seychelles	  	   n/a	   0 0 0 44 6	   0	   0	   0	   n/a	   15%	   5%	   8%	  
Singapore	  	   44 0 0 44 n/a	   n/a	   0	  3%	   0	  2%	   n/a	   n/a	   2/3%16	   5%	   5%	  
Slovakia	   n/a	   0 0 44 n/a	   6 0 0 n/a	   6	   19/35%	   10%	   5%	  
Slovenia	  	   44 0 0 44 44 n/a	   0	   0	   n/a	   n/a	   15%	   5%	   5%	  
South	  Africa	  	  	   44 0 44 44 44 n/a	   04	   n/a	   n/a	   n/a	   0%/15%17	   10%	   0%	  
Spain	  	   n/a	   0 n/a	   n/a	   44 44 04	   49	   4	  8%9	   n/a	   0%18	   0%	   5%	  

* 	  Exemp<on	  available	  provided	  the	  aircra_	  is	  operated	  in	  interna<onal	  traffic	  	  
** 	  Exemp<on	  available	  for	  the	  lease	  of	  aircra_	  under	  BP/SAT	  ar<cle	  but	  royalty	  WHT	  rate	  applies	  to	  parts/equipment	  

Key:	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (aircra_)	  
4	  	  – 	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  (parts/equipment)	  
6	  	  – 	  Further	  relief	  available	  under	  royal<es	  ar<cle	  of	  DTT	  but	  not	  full	  exemp<on	  
4	  	  – 	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  comparison	  country	  or	  domes<c	  WHT	  rate	  for	  equipment	  rental	  
4	  	  – 	  No	  further	  relief	  available	  under	  DTT	  (the	  lower	  or	  equal	  domes<c	  rate	  will	  apply)	  
0	  	  – 	  No	  treaty;	  domes<c	  rate	  applies	  
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UAE  double  tax  treaties   operating  lease

DTT  comparison  with  key  jurisdictions

Exempt under  BP  or  SAT  articles  of  DTT  (0%  
WHT) Royalties  (where  lease  payments  are  not  exempt  under  BP  or  SAT  articles)

Source  country UAE Cayman
Islands

Hong
Kong Ireland   Singapore UAE Cayman  

Islands
Hong
Kong Ireland   Singapore

Domestic  
WHT  rate  
(royalties)

UAE  DTT  
WHT  rate
(royalties)

Best  
comparison  
DTT  rate
(royalties)

Sri  Lanka   n/a 0 0 0 n/a 6 0 0 0 4 15% 10% 15%
Sudan 4** 0 0 0 0 6** 0 0 0 0 15% 5%
Switzerland   44 0 44 n/a 44 n/a 044 n/a 44 n/a 0% 0% 0%
Syria 4** 0 0 0 0 4** 0 0 0 0 7% 18%9

Tajikistan   4** 0 0 0 0 6** 0 0 0 0 15% 10%
Thailand   n/a 0 n/a 4** n/a 4 0 4 4** 6 15% 15% 8%
Tunisia 4** 0 0 0 0 6** 0 0 0 0 15/25%19 7.5%
Turkey   n/a 0 0 n/a n/a 6 0 0 6 6 20% 10% 10%
Turkmenistan   n/a 0 0 0 0 6 0 0 0 0 15% 10%
Ukraine   44 0 0 44 n/a n/a 0 0 n/a 4 15% 0%1 7.5%
United Kingdom 44 0 44 n/a 44 n/a 04 n/a 44 n/a 0% 0% 0%
United  States 4* 0 0 44 4* n/a 0 n/a n/a n/a 30% n/a 0%
Uruguay n/a 0 0 0 0 6 0 0 0 0 12% 5%
Uzbekistan 44 0 0 44 44 n/a 0 0 n/a n/a 20% 10% 5%
Venezuela 4** 0 0 0 0 6** 0 0 0 0 34% 10%
Vietnam n/a 0 n/a 44 n/a 4 0 4 n/a 6 10% 10% 5%
Yemen 4** 0 0 0 0 4** 0 0 0 0 10% 10%

* Exemption  available  provided  the  aircraft  is  operated  in  international  traffic  
** Exemption  available  for  the  lease  of  aircraft  under  BP/SAT  article  but  royalty  WHT  rate  applies  to  parts/equipment

Key:
4 No  domestic  WHT  or  zero  WHT  rate  available  under  DTT  (aircraft)
4 No  domestic  WHT  or  zero  WHT  rate  available  under  DTT  (parts/equipment)
6 Further  relief  available  under  royalties  article  of  DTT  but  not  full  exemption
4 Further  relief  under  DTT  but  not  as  favourable  as  comparison  country  or  domestic  WHT  rate  for  equipment  rental
4 No  further  relief  available  under  DTT   the  lower  (or  equal)  domestic  rate  will  apply
0 No  treaty;  domestic  rate  applies

DTT comparison with key jurisdictions
1. A most favoured nation clause may be applicable with 

respect to royalties; 
2. Royalties paid for the use of industrial equipment in the 

frame of an international leasing contract is subject to 
a tax allowance of 60% applied on the basis of such 
WHT. Thus, the effective tax rate of WHT will be 9.6% = 
24% * (1 – 60%);

3. Rental income and royalties are subject to a 14% rate. 
However, there is a potential exemption if a non-
resident lessor of aircraft is tax resident of a state 
which has a DTT with Azerbaijan;

4. In the case of equipment leasing, the 5% rate is levied 
on 60% of the gross amount of royalties.

5. If the operating lease payments are treated as 
royalties for the use of (or the right to use) industrial, 
commercial, or scientific equipment, the rate applies 
on 60% of the gross amount of the lease payments;

6. Royalties paid to non-residents are subject to WHT at a 
rate of either 15% or 35% (section 36 of the ZDP). The 
35% rate applies to royalties derived by recipients who 
are not resident in:

•	 another EU member state or a European Economic 
Area (EEA) country; or

•	 a country with which the Czech Republic has 
concluded (i) a DTT, (ii) a TIEA (Cayman Islands 
signed an Exchange of Information Agreement with 
the Czech Republic on 26 October 2012), or (iii) a 
multilateral agreement providing for exchange of 
information to which both the Czech Republic and 
that country are a party.

7. A 331/3% WHT is levied on the gross amount of patent 
royalties paid by resident companies to non-resident 
companies. This WHT is not final; it is credited against 
the corporate income tax assessed under the general 
rules, but any excess is not refundable. With effect 
from 1 January 2013, a 75% WHT (previously 50%) 
applies to royalties paid to companies situated in a 
non-cooperative state or territory (NCST), unless the 
paying company proves that the payments are not 
motivated by tax avoidance;

8. Payments of royalties and other non-specified services 
from a Georgian source to an entity registered in a tax 
haven or offshore jurisdiction are subject to WHT at 
the rate of 15%;

9. The lower domestic rate will apply;
10. Payments for aircraft used in international flights and 

payments for the use of industrial, commercial, or 
scientific equipment are exempt. Royalty payments 
may attract WHT at a rate of 15% if they are made 
to companies in tax havens (includes companies 
registered in Cayman Islands and Hong Kong). In certain 
cases, the company may obtain State Revenue Service 
(SRS) relief from WHT, provided that the payment has 
not been made to reduce the taxable base; 

11. Equipment rental are not subject to WHT. Anti-
avoidance measures include the rules aimed at 
counteracting transactions with residents of listed tax 
havens (includes entities registered in Cayman Islands, 
Hong Kong and UAE). Payments made by Lithuanian 
entities to foreign entities registered or organised in a 
listed tax haven are not deductible for corporate income 
tax purposes, unless certain conditions are met;
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Exempt under  BP  or  SAT  articles  of  DTT  (0%  
WHT) Royalties  (where  lease  payments  are  not  exempt  under  BP  or  SAT  articles)

Source  country UAE Cayman
Islands

Hong
Kong Ireland   Singapore UAE Cayman  

Islands
Hong
Kong Ireland   Singapore

Domestic  
WHT  rate  
(royalties)

UAE  DTT  
WHT  rate
(royalties)

Best  
comparison  
DTT  rate
(royalties)

Sri  Lanka   n/a 0 0 0 n/a 6 0 0 0 4 15% 10% 15%
Sudan 4** 0 0 0 0 6** 0 0 0 0 15% 5%
Switzerland   44 0 44 n/a 44 n/a 044 n/a 44 n/a 0% 0% 0%
Syria 4** 0 0 0 0 4** 0 0 0 0 7% 18%9

Tajikistan   4** 0 0 0 0 6** 0 0 0 0 15% 10%
Thailand   n/a 0 n/a 4** n/a 4 0 4 4** 6 15% 15% 8%
Tunisia 4** 0 0 0 0 6** 0 0 0 0 15/25%19 7.5%
Turkey   n/a 0 0 n/a n/a 6 0 0 6 6 20% 10% 10%
Turkmenistan   n/a 0 0 0 0 6 0 0 0 0 15% 10%
Ukraine   44 0 0 44 n/a n/a 0 0 n/a 4 15% 0%1 7.5%
United Kingdom 44 0 44 n/a 44 n/a 04 n/a 44 n/a 0% 0% 0%
United  States 4* 0 0 44 4* n/a 0 n/a n/a n/a 30% n/a 0%
Uruguay n/a 0 0 0 0 6 0 0 0 0 12% 5%
Uzbekistan 44 0 0 44 44 n/a 0 0 n/a n/a 20% 10% 5%
Venezuela 4** 0 0 0 0 6** 0 0 0 0 34% 10%
Vietnam n/a 0 n/a 44 n/a 4 0 4 n/a 6 10% 10% 5%
Yemen 4** 0 0 0 0 4** 0 0 0 0 10% 10%

* Exemption  available  provided  the  aircraft  is  operated  in  international  traffic  
** Exemption  available  for  the  lease  of  aircraft  under  BP/SAT  article  but  royalty  WHT  rate  applies  to  parts/equipment

Key:
4 No  domestic  WHT  or  zero  WHT  rate  available  under  DTT  (aircraft)
4 No  domestic  WHT  or  zero  WHT  rate  available  under  DTT  (parts/equipment)
6 Further  relief  available  under  royalties  article  of  DTT  but  not  full  exemption
4 Further  relief  under  DTT  but  not  as  favourable  as  comparison  country  or  domestic  WHT  rate  for  equipment  rental
4 No  further  relief  available  under  DTT   the  lower  (or  equal)  domestic  rate  will  apply
0 No  treaty;  domestic  rate  applies
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12. As of 1 January 2011, payments made to non-residents 
for the right to use, chartering, rent and maintenance 
of aircraft operating in international traffic are exempt 
from the 10% WHT (article 6-I-C-4° of the GTC);

13. All royalties (including payments in respect of know-
how, leasing of equipment and technical assistance) 
are subject to a 25% final WHT. A 35% WHT applies to 
royalties paid or made available to persons resident 
in a blacklisted jurisdiction without a permanent 
establishment in Portugal. However, there is a potential 
domestic exemption for payments made by public 
service companies (which includes certain airlines);

14. With effect from 1 January 2013, a 50% WHT applies to 
income paid to a country with which Romania does not 
have any signed convention providing for exchange of 
information, to the extent such payments result from 
artificial transactions;

15. Special WHT rules apply in case of non-resident 
entities from tax havens. WHT is payable at the rate 
of 25% on royalties, income from lease of immovable 
property and other assets, and service fees paid 

to non-resident entities from tax havens (includes 
companies registered in Cayman Islands and Hong 
Kong);

16. Rentals and charter fees paid to non-resident lessors 
of aircraft are subject to WHT of 2%. The WHT rate is 
3% if paid to a resident of tax haven country (which 
includes Cayman Islands);

17. Non-residents that carry on business as an owner or 
charterer of ships or aircraft are exempt from income 
tax on their receipts and accruals derived from a 
source or deemed source located within South Africa 
(section 10(1)(cG)). The exemption only applies “if a 
similar exemption or equivalent relief is provided by 
the country of which such person is resident”;

18. Aircraft lease rental income arising from aircraft 
operating in international air traffic is exempt from the 
income tax on non-residents (article 14 of the LIRNR); 
and

19. The WHT rate is increased to 25% if the non-resident 
recipient is based in a tax haven jurisdiction.

Comparison of ADGM with other leasing centres - finance lease

Summary	  of	  key	  findings	  –	  finance	  lease	  

Comparison	  of	  ADGM	  with	  other	  leasing	  centres	  -‐	  finance	  lease	  

	  	  

Key:	  
	  -‐	  UAE	  has	  tax	  advantage	  –	  UAE	  DTT	  countries	  
	  -‐	  UAE	  in	  comparable	  posi<on	  –	  UAE	  DTT	  countries	  
	  -‐	  UAE	  in	  comparable	  posi<on	  –	  UAE	  or	  comparison	  country	  has	  no	  DTT	  with	  the	  lessee	  jurisdic<on	  
	  -‐	  UAE	  DTT	  has	  been	  signed	  and	  is	  pending	  ra<fica<on	  and	  will	  be	  stronger	  except	  Bermuda,	  Ethiopia,	  Jersey	  and	  Libya	  (see	  summary	  above)	  	  
	  -‐	  No	  domes<c	  WHT	  on	  interest	  

Summary	  
•  Ethiopia	  –	  equal	  posi<on	  to	  Ireland	  from	  a	  finance	  

lease	  perspec<ve	  (domes<c	  WHT	  on	  interest	  of	  
10%	  is	  reduced	  to	  5%	  under	  DTT).	  	  

•  There	  is	  no	  domes<c	  WHT	  on	  interest	  in	  
Bermuda,	  Jersey	  and	  Libya.	  

Sponsored editorial:   ADGM
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DTT and geographical positioning compared to all comparison jurisdictions

Summary	  of	  key	  findings	  –	  finance	  lease	  

DTT	  and	  geographical	  posi<oning	  compared	  to	  all	  comparison	  
jurisdic<ons	  
	  	  

Highlighted	  in	  red,	  jurisdic<ons	  which	  have	  an	  in	  force	  DTT	  with	  the	  UAE	  only.	  
* 	  UAE	  DTTs	  are	  at	  various	  stages	  of	  nego<a<on,	  renego<a<on,	  replacement,	  amendments,	  signing,	  pending	  ra<fica<on,	  etc.	  and	  yet	  to	  be	  in-‐force.	  	  
** 	  On	  the	  assump<on	  that	  interest	  is	  paid	  by	  the	  borrower	  to	  a	  UAE	  bank	  or	  a	  similar	  financial	  ins<tu<on,	  higher	  rates	  of	  WHT	  apply	  in	  all	  other	  cases.	  	  
4 	  UAE	  has	  geographical	  advantage	  over	  comparison	  jurisdic<on(s).	  
6 	  UAE	  is	  second	  best	  from	  geographical	  prospec<ve	  but	  has	  tax	  advantage	  over	  jurisdic<on	  with	  closest	  proximity.	  

UAE	  tax	  and	  geographical	  posi3oning	  	  

UAE	  has	  tax	  advantage	   UAE	  DTT	  equally	  strong	  as	  comparison	  jurisdic3ons	   UAE	  equal	  to	  comparison	  jurisdic3ons	  (no	  DTT	  with	  UAE)	  
Africa	   Malaysia	   6 Africa	   Central	  America	   Malta	   Africa	   Guinea-‐Bissau	   Uganda*	   4 
Algeria	   6 Philippines	   6 Egypt	   4 Mexico	   Montenegro	   Angola	   Ivory	  Coast	   Zimbabwe	   4 
Guinea	   6 Sri	  Lanka	   4 Mauri<us	   4 Panama	   6 Netherlands	   Benin*	     Kenya*	   4 Middle	  East	  
Mozambique	   4 Caribbean	   Morocco	     Europe	   6 Portugal	   6 Burkina	  Faso	     Lesotho	     Bahrain	   4 
Seychelles	  	   4 Barbados	   6 Middle	  East	   Austria	  	   Romania	   Burundi*	     Liberia	     Iran	   4 
Sudan	   4 Europe	   Syria	   4 Belarus	   Serbia	   Cameroon	   4 Libya*	     Iraq	   4 
Tunisia	   4 Albania	   6 Central	  Asia	   Belgium**	   6 Slovenia	   Canary	  Islands	   Madagascar	   4 Kuwait	   4 
Middle	  East	   Bulgaria	   6 Kazakhstan	   4 Bosnia	  and	  Herzegovina	   Spain	   Cape	  Verde	     Malawi*	   4 Pales<ne	   4 
Jordan	   4 Italy	   6 Asia	   Cyprus	   Switzerland	   Central	  African	  Republic	   4 Mali	  
Lebanon	   4 Lithuania	   6 Armenia	   4 Czech	  Republic	   Turkey	   Chad	   4 Mauritania*	     
Yemen	   4 Oceania	   Bangladesh	     Estonia	   Ukraine	   Comoros	  Islands*	   4 Namibia	     
Central	  Asia	   Fiji	   6 China	  (P.R.C.)	     Finland	   United	  Kingdom**	   Congo	  (Dem.	  Rep.)	   4 Niger	     
Kyrgyzstan	   4 South	  America	   Georgia	   4 France	   North	  America	   Congo	  (Rep.)	   4 Nigeria*	     
Tajikistan	   4 Uruguay	   6 Hong	  Kong	   Germany	   Canada	   Djibou<	   4 Senegal*	     
Turkmenistan	   4 Venezuela	   6 Japan	   Greece	   Equatorial	  Guinea*	     Sierra	  Leone	     
Asia	   Pakistan	   4 Hungary	   Eritrea	   4 Somalia	   4 
Azerbaijan	   4 Singapore	     Ireland	   Ethiopia*	   4 South	  Sudan*	   4 
Brunei	   6 Thailand	   6 Latvia	   Gabon	   4 Swaziland	   4 
India**	   6 Vietnam	   Liechtenstein	   Gambia*	     Tanzania*	   4 
Indonesia	   6 Luxembourg	   Ghana	   Togo	  

UAE DDT positioning with comparison countries

Summary	  of	  key	  findings	  –	  finance	  lease	  

UAE	  DDT	  posi<oning	  with	  comparison	  countries	  

	  	  

Key:	  
✔ 	  UAE	  is	  in	  an	  advantageous	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
=	   	  UAE	  is	  in	  an	  equal	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
O	   	  UAE	  is	  in	  a	  disadvantageous	  posi<on	  in	  comparison	  with	  relevant	  other	  jurisdic<on	  
* 	  On	  the	  assump<on	  that	  interest	  is	  paid	  by	  the	  borrower	  to	  a	  bank	  or	  a	  similar	  financial	  ins<tu<on,	  higher	  rates	  of	  WHT	  apply	  in	  all	  other	  cases	  

Treaty country Ireland Singapore Hong Kong Treaty country Ireland Singapore Hong Kong Treaty country Ireland Singapore Hong Kong 
Africa Indonesia ✔ ✔ ✔ Hungary =	   =	   =	  
Algeria  ✔ ✔ ✔ Japan =	   =	   =	   Ireland - ✔ =* 
Egypt =	   ✔ ✔ Korea (Rep.) O =	   =	   Italy ✔ ✔ ✔ 
Guinea ✔ ✔ ✔ Malaysia ✔ ✔ ✔ Latvia =	   =	   =	  
Mauritius ✔ =	   ✔ Pakistan =	   =	   = Liechtenstein =	   =	   =	  
Morocco =	   =	   =	   Philippines ✔ ✔ ✔ Lithuania ✔ ✔ ✔ 
Mozambique ✔ ✔ ✔ Russia O O O Luxembourg =	   =	   =	  
Seychelles ✔ ✔ ✔ Singapore ✔ - ✔ Macedonia O ✔ ✔ 
South Africa O O =	   Sri Lanka ✔ ✔ ✔ Malta =	   =	   =	  
Sudan ✔ ✔ ✔ Thailand =	   =	   =	   Montenegro =	   =	   =	  
Tunisia ✔ ✔ ✔ Turkey =	   =	   =	   Netherlands =	   =	   =	  
Middle East Vietnam =	   =	   =	   Poland O* ✔ ✔ 
Jordan ✔ ✔ ✔ Caribbean Portugal ✔ =	   =	  
Lebanon ✔ ✔ ✔ Barbados ✔ ✔ ✔ Romania =	   ✔ =	  
Syria =	   =	   =	   Central America Serbia =	   ✔ ✔ 
Yemen ✔ ✔ ✔ Mexico* ✔ ✔ =* Slovakia O O ✔ 
Central Asia Panama =	   =	   ✔ Slovenia =	   =	   ✔ 
Kazakhstan ✔ =	   ✔ Europe Spain =	   ✔ ✔ 
Kyrgyzstan ✔ ✔ ✔ Albania ✔ ✔ ✔ Switzerland =	   ✔ =	  
Tajikistan ✔ ✔ ✔ Austria  =	   =	   =	   Ukraine =	   ✔ ✔ 
Turkmenistan ✔ ✔ ✔ Belarus =	   =	   ✔ United Kingdom =	   =	   =	  
Uzbekistan O O ✔ Belgium* ✔ ✔ =* North America 

Asia Bosnia and 
Herzegovina 

=	   ✔ ✔ Canada = = = 
Armenia =	   ✔ ✔ Bulgaria ✔ ✔ ✔ Oceania 
Azerbaijan ✔ ✔ ✔ Cyprus =	   =	   =	   Fiji ✔ ✔ ✔ 
Bangladesh ✔ =	   ✔ Czech Republic =	   =	   =	   New Zealand* =	   O* O* 
Brunei ✔ ✔ ✔ Estonia =	   =	   =	   South America 
China (P.R.C.) ✔ =	   =	   Finland =	   =	   =	   Uruguay ✔ ✔ ✔ 
Georgia =	   ✔ ✔ France =	   =	   =	   Venezuela ✔ ✔ ✔ 
Hong Kong =	   =	   - Germany =	   =	   =	  
India* ✔ ✔ ✔ Greece =	   ✔ ✔ 
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DTT comparison with key jurisdictions

UAE	  double	  tax	  trea<es	  –	  finance	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Interest	  

Treaty	  country	   UAE	  
Cayman	  
Islands	   Hong	  Kong	   Ireland	  	   Singapore	  

Domes3c	  	  
WHT	  rate	  
(interest)	  

UAE	  DTT	  	  
WHT	  rate	  
(interest)	  

Best	  comparison	  
DTT	  rate	  
(interest)	  

Albania	  	   4	   0	   0	   6	   6	   15%	   0%	   5%	  
Algeria	  	   4	   0 	   0 	   0 	   0 	   10%	   0%	  
Armenia	  	   4	   0 	   0 	   41,3	   0 	   10%	   0%	   0%	  
Austria	  	   4	   04	   4	   4	   4	   0%	   0%	   0%	  
Azerbaijan	  	   6	   0 	   0 	   0 	   0 	   10%	   7%	  
Bangladesh	   6	   0 	   0 	   0 	   6	   20%	   10%	   10%	  
Barbados	  	   4	   0 	   0 	   0 4	   15%	   0%	   12%	  
Belarus	  	   6	   0 	   0 	   6 6	   10%	   5%	   5%	  
Belgium	  	   44	   0 	   4	  0/10%5	  	   4	  15%	   4	  5%	   30%	   0/5%4	   0%	  
Bosnia	  and	  Herzegovina	  	   4	   0 	   0 	   4	   0 	   10%	   0%	   0%	  
Brunei	   4	   0 	   42	   0 	   42	  	   15%	   0%	   5/10%2	  

Bulgaria	  	   6	   0 	   0 	   0 	   4	   10%	   2%	   5%	  
Canada	  	   2	   04	   2	   2	   4	  15%10	   0/25%6	   10%	   10%	  
China	  (P.R.C.)	  	   6	   0 	   6	   4	   6	  7/10%2	   10%	   7%	   7%	  
Cyprus	   4	   04	   04	   4	   4	  7/10%2	  	   0%	   0%	   0%	  
Czech	  Republic	  	   4	   0 	   4	   4	   4	   15%/35%7	   0%	   0%	  
Egypt	  	   6	   0 	   0 	   6	   4	  15%	   20%	   10%	   10%	  
Estonia	  	   4	   04	   04	   4	   4	   0%	   0%	   0%	  
Fiji	  	   4	   0	   0	   0	   4	   10%	   0%	   10%	  
Finland	  	   4	   04	   04	   4	   410	   0%	   0%	   0%	  
France	  	   4	   04	   4	  10%10	   4	   4	  10%10	   0/75%8	   0%	   0%	  
Georgia	  	   4	   0 	   0 	   4	   4	   5%	   0%	   0%	  
Germany	  	   4	   04	   04	   4	   4	  8%10	   0%	   0%	   0%	  
Greece	   6	   0 	   0 	   6	   0 	   15%	   5%	   5%	  
Guinea	   4	   0 	   0 0 0 10%	   0%	  
Hong	  Kong	   410	   04	   n/a	   410	  	   04	   0%	   5%10	   0/10%10	  	  
Hungary	  	   4	   04	   4 4 410	   0%	   0%	   0%	  
Key:	  
4	  –	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  
6	  –	  Further	  relief	  available	  under	  interest	  ar<cle	  of	  DTT	  
4	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  DTT	  with	  comparison	  country	  

 
2	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  domes<c	  WHT	  rate	  for	  finance	  leasing	  
4	  –	  No	  further	  relief	  available	  under	  DTT	  –	  the	  lower	  (or	  equal)	  domes<c	  rate	  will	  apply	  
0	  –	  No	  treaty;	  domes<c	  rate	  applies	  

DTT comparison with key jurisdictions

UAE	  double	  tax	  trea<es	  –	  finance	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Interest	  

Treaty	  country	   UAE	  
Cayman	  
Islands	   Hong	  Kong	   Ireland	  	   Singapore	  

Domes3c	  	  
WHT	  rate	  
(interest)	  

UAE	  DTT	  	  
WHT	  rate	  
(interest)	  

Best	  comparison	  
DTT	  rate	  
(interest)	  

India	  	   62	  	   0 	   0 	   4	  10%	   4	  10/15%2	  	   20%	   5/12.5%2	  	   10%	  
Indonesia	   41	   0 	   4 0 4 20%	   5%1	   10%	  
Ireland	   4	   0 	   4	  0/10%4	  	   n/a	   4	  5%	   20%	   0%	   0%	  
Italy	  	   4	   0 	   4	  12.5%	   4 4	  12.5%	   26%	   0%	   10%	  
Japan	   6	   0 	   6	   6	   6	   20%	   10%	   10%	  
Jordan	   6	   0	   0 0 0 10%	   7%	  
Kazakhstan	  	   6	   0 	   0 	   0 	   61	   15%	   10%	   10%	  
Korea	  (Rep.)	  	   4	   0 	   4	  10%	   4 4	  10%	   20%	   10%	   0%	  
Kyrgyzstan	   4	   0 	   0 	   0 	   0 	   10%	   0%	  
Latvia	  	   6	   0	   0	   2  2 0/5/15%9	   2.5%	   10%	  
Lebanon	   4	   0 	   0 	   0 	   0 	   10%	   0%	  
Liechtenstein	   4	   04 4 04 4 0%	   0%	   0%	  
Lithuania	  	   4	   0 	   0 	   4 4 10%	   0%	   10%	  
Luxembourg	  	   4	   04 4 4 4 0%	   0%	   0%	  
Macedonia	   4	   0	   0 4 0 10%	   5%	   0%	  
Malaysia	  	   6	   0 	   4  4 4 15%	   5%	   10%	  
Malta	  	   4	   04 4 4 4	  7/10%2	   0%	   0%	   0%	  
Mauri<us	  	   4	   0 	   0 	   0 	   4 0/15%11	   0%	   0%	  
Mexico	  	   6	  4.9%2	   0 	   6	  4.9%2	   4	  5%2	   4	  5%2	   10/15/21%12	   4.9/10%2	   4.9/10%2	  

Montenegro	  	   410	   0	   0	   410	   0	  9%	   9%	   10%10	   10%10	  

Morocco	  	   4	   0	   0	   4	   4	   10%	   10%	   10%	  
Mozambique	  	   4	   0 	   0 	   0 	   0 	   20%	   0%	  
Netherlands	  	   4	   0	   4 4 4	  10%10	   0%	   0%	   0%	  
New	  Zealand	  	   4	   0 	   413	   4	  10%	   41,2	   15%	   10%	   0%	  
Pakistan	   4	   0	   0	   4	   4	  12.5%10	   10%	   10%	   10%	  
Panama	  	   6	   0 	   0 	   6 6 12.5%	   5%	   5%	  
Philippines	  	   6	   0 	   0 	   0 	   4 10/20/30%14	   10%	   15%	  
Key:	  
4	  –	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  
6	  –	  Further	  relief	  available	  under	  interest	  ar<cle	  of	  DTT	  
4	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  DTT	  with	  comparison	  country	  

 
2	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  domes<c	  WHT	  rate	  for	  finance	  leasing	  
4	  –	  No	  further	  relief	  available	  under	  DTT	  –	  the	  lower	  (or	  equal)	  domes<c	  rate	  will	  apply	  
0	  –	  No	  treaty;	  domes<c	  rate	  applies	  

Sponsored editorial:   ADGM
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DTT comparison with key jurisdictions

UAE	  double	  tax	  trea<es	  –	  finance	  lease	  

DTT	  comparison	  with	  key	  jurisdic<ons	  

	  	   Interest	  

Treaty	  country	   UAE	  
Cayman	  
Islands	   Hong	  Kong	   Ireland	  	   Singapore	  

Domes3c	  	  
WHT	  rate	  
(interest)	  

UAE	  DTT	  	  
WHT	  rate	  
(interest)	  

Best	  comparison	  
DTT	  rate	  
(interest)	  

Poland	   4	  5%	   0 	   0 	   4	  0/10%15	   4	  10%	   20%	   5%	   0/10%	  
Portugal	   6	   0 	   6	   4	  15%	   6	   0/25/35%16	   10%	   0/10%	  
Romania	   6 0 	   6 6 4	  5%	   16/50%17	   3%	   3%	  
Russia	   4	   0 	   4 4 4	  7.5%	   20%	   Gov’t	  only	   0%	  
Serbia	  	   6	   0	  25%	   0	  25%	   6 0 	   20/25%18	   10%	   10%	  
Seychelles	  	   4	   0 	   0 	   0 	   4 15%	   0%	   12%	  
Singapore	  	   4	   0 	   0 	   4 n/a	  	   15%	   0%	   5%	  
Slovakia	   6	   0	   0	   6	  5%	   4 19/35%	   10%	   0%	  
Slovenia	  	   6	   0 	   0 	   6	   6	   15%	   5%	   5%	  
South	  Africa	   4	   0 	   4	  10%	   4 4 15%	   10%	   0%	  
Spain	  	   4	   0 	   4	  5%	   4 4	  5%	   19%	   0%	   0%	  
Sri	  Lanka	  	   6	   0 	   0 	   0 	   6	   20%	   10%	   10%	  
Sudan	  	   4	   0 	   0 0 	   0 	   7%	   0%	  
Switzerland	  	   4	   0 	   4 4 4	  5%	   35%	   0%	   0%	  
Syria	   4	  	   0	   0	   0	   0	   7.5%	   10%10	  

Tajikistan	  	   4	   0 	   0 	   0 	   0 	   12%	   0%	  
Thailand	  	   41,2	   0 	   4	  10/15%19	   4	  10/15%19	   41,2	   15%	   10/15%	   10/15%	  
Tunisia	   621	   0 	   0 	   0 	   0 	   5/20/25%20	   2.5/5/10%21	  

Turkey	  	   410	  	   0	   0	   410	  	   22,10	  	   1%22	   10%22	   7.5/10%	  
Turkmenistan	  	   4	   0 	   0 	   0 	   0 	   15%	   0%	  
Ukraine	  	   41	   0 	   0 	   41,23	   4	  10%	   15%	   0%	   0%	  
United	  Kingdom	   4	   0	   4	   4	   4	   20%	   0%2	   0%	  
Uruguay	   6	   0 	   0 	   0 	   0 	   12%	   10%	  
Uzbekistan	   4	   0 	   0 	   6	   6	   10%	   10%	   5%	  
Venezuela	   6 	   0 	   0 	   0 	   0 	   4.95/34%24	   10%	  
Vietnam	   410	   0	  	   410	   410	   41,10	   5%	   10%10	   5/10%10	  

Yemen	   4	   0 	   0 	   0 	   0 	   10%	   0%	  
Key:	  
4	  –	  No	  domes<c	  WHT	  or	  zero	  WHT	  rate	  available	  under	  DTT	  
6	  –	  Further	  relief	  available	  under	  interest	  ar<cle	  of	  DTT	  
4	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  DTT	  with	  comparison	  country	  

 
2	  –	  Further	  relief	  under	  DTT	  but	  not	  as	  favourable	  as	  domes<c	  WHT	  rate	  for	  finance	  leasing	  
4	  –	  No	  further	  relief	  available	  under	  DTT	  –	  the	  lower	  (or	  equal)	  domes<c	  rate	  will	  apply	  
0	  –	  No	  treaty;	  domes<c	  rate	  applies	  

DTT comparison with key jurisdictions
1. A most favoured nation clause may be applicable with 

respect to interest; 
2. The lower rate applies to interest paid to a bank or 

financial institution;
3. The 0% rate applies to interest paid to the state or 

any institution wholly owned by the state. The 5% rate 
applies, inter alia, to interest paid to banks. The 10% 
rate applies in other cases;

4. The zero rate applies to payments to financial 
institutions;

5. The 0% rate applies, inter alia, to interest paid to banks 
and interest on commercial debt claims. Conditions 
may apply;

6. Interest paid to an arm’s-length non-resident is exempt 
from WHT effective 1 January 2008. There is no WHT 
where the beneficial owner of the interest is resident 
in the other country and dealing at arm’s length with 
the payer;

7. Czech-source interest paid to Czech tax non-residents 
is subject to 15% WHT, unless subject to domestic 
exemption or a DTT stipulates otherwise. Interest paid 
by Czech tax residents to entities that are residents 
of countries outside of the European Union and EEA, 
and countries with which the Czech Republic does not 
have an enforceable DTT or TIEA, are subject to 35% 
WHT;

8. In general, no WHT is levied on interest paid to non-
resident companies. Only interest paid to a company 
located in an non-cooperative state or territory (NCST) 
is subject to a final WHT at a rate of 75%, unless the 
taxpayer proves that the payments are not motivated 

by tax avoidance;
9. With effect from 1 January 2014, interest paid to 

non-resident companies is exempt from WHT, except 
in the case of payments to tax haven (blacklisted 
jurisdictions) entities (includes entities registered in 
Cayman Islands and Hong Kong);

10. The lower domestic rate will apply;
11. There is no WHT in Mauritius for payments made by 

the holder of a Global Business Licence or Banking 
Licence to non-residents not carrying out any business 
in Mauritius;

12. 10% rate applies to interest paid to foreign government 
financing entities, to duly registered foreign banks 
and other entities that provide financing with funds 
obtained by issuing publicly traded debt instruments 
abroad, registered with the Ministry of Finance. 
Otherwise, a 15% or 21% WHT rate applies; 

13. Interest is generally exempt if paid to an independent 
financial institution. Interest is generally subject to 
WHT of 30%. Interest on foreign loans – ie, those 
payable in foreign currency to offshore banking units 
and foreign currency deposit units – is subject to WHT 
at 10%. Any other form of interest on foreign loans 
payable to non-resident foreign corporations is subject 
to a WHT of 20%;

14. The lower rate applies to interest paid in connection 
with:
•	 the sale on credit of any industrial, commercial, or 

scientific equipment;
•	 the sale on credit of any merchandise by one 

enterprise to another; or
•	 on any loan of whatever kind granted by the bank.
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15. A 35% WHT applies to (i) interest paid to accounts held 
on behalf of non-identified third parties, and (ii) interest 
paid to persons resident in a blacklisted jurisdiction 
without a permanent establishment in Portugal. 
However, there is a potential domestic exemption for 
payments made by public service companies (which 
includes certain airlines);

16. With effect from 1 January 2013, a 50% WHT applies to 
interest paid to a country with which Romania does not 
have any signed convention providing for exchange of 
information, to the extent such payments result from 
artificial transactions;

17. An increased WHT of 25% applies to interest paid by 
resident entities to entities resident in a jurisdiction 
with a preferential tax regime (includes entities 
registered in the Cayman Islands and Hong Kong);

18. The 10% rate applies to (i) interest paid to a bank or 
financial institution (including an insurance company) 
and (ii) interest paid with respect to indebtedness 
arising as a consequence of a sale on credit of any 
equipment, merchandise, or services, except where 
the sale was between persons not dealing with each 
other at arm’s length;

19. A reduced final WHT rate of 5% applies to interest 
paid to non-resident banks. The WHT rate is increased 
to 25% if the non-resident recipient is based in a tax 
haven jurisdiction;

20. The 2.5% rate applies if the beneficial owner of the 
interest is a financial institution; this rate will be raised 
to a maximum of 5% if Tunisia revises upward the rate 
provided under its domestic law. The 10% rate applies 
in other cases;

21. Finance leasing is subject to a WHT rate of 1%;
22. The rate of 5% applies to interest paid on loans 

granted by a bank. The zero rate applies to interest 
paid in respect of loans made, guaranteed or insured; 
or in respect of a debt claim guaranteed, insured or 
directly or indirectly financed by, or on behalf of, the 
government or any authorised agency; and 

23. Interest paid to non-resident financial institutions is 
subject to a final WHT at the rate of 4.95%.

Countries with no DTT with the UAE

High-level comparison of jurisdictions with 
which the UAE has no DTT (1/3)
This section sets out the countries with which the UAE has 
no DTT, but that also do not have a DTT with any of the 
comparison jurisdictions (with very few exceptions). While 
this puts the UAE in an equal position from a DTT position, 
the UAE may have corporate tax, geographical or other 
advantages as a jurisdiction to serve these countries from.

High level comparison of jurisdictions with which the UAE has no DTT (1/3)

Countries	  with	  no	  DTT	  with	  the	  UAE	  

High	  level	  comparison	  of	  jurisdic<ons	  with	  which	  the	  UAE	  has	  no	  DTT	  (1/3)	  

No	  UAE	  DTT	  available	   UAE	  
Cayman	  
Islands	  

Hong	  Kong	   Ireland	   Singapore	   Royal3es	   Interest	  

Country	   (0%	  CIT)	   (0%	  CIT)	   (16.5%	  CIT)	   (12.5/25%	  CIT)	   (17%	  CIT)	   Domes<c	   DTT	   Domes<c	   DTT	  
Africa	  
Angola	   	   	   	   	   	   10%	   5/10/15%	  

Benin	   	   	   	   	   	   12%	   15%	  

Botswana	   	   	   	   	   	   15%	   5%	   15%	   7.5%	  

Burkina	  Faso	   	   	   	   	   	   20%	   6%	  

Burundi	   	   	   	   	   	   15%	   15%	  

Cameroon	   	   	   	   	   	   16.5%	   15%	  

Canary	  Islands	   	   	   	   	   	   0%	   0%	  

Cape	  Verde	   	   	   	   	   	   20%	   20%	  

Central	  African	  Republic	   	   	   	   	   	   15%	   15%	  

Chad	   	   	   	   	   	   25%	   25%	  

Comoros	  Islands	   	   	   	   	   	   10%	   10%	  

Congo	  (Dem.	  Rep.)	   	   	   	   	   	   20%	   20%	  

Congo	  (Rep.)	   	   	   	   	   	   20%	   20%	  

Djibou<	   	   	   	   	   	   10%	   0%	  

Equatorial	  Guinea	   	   	   	   	   	   10%	   10%	  

Eritrea	   	   	   	   	   	   10%	   10%	  

Ethiopia	   	   	   	   	   	   5%	   5%	   10%	   5%	  

 –	  DTT	  in-‐force.	   –	  DTT	  in	  various	  stages	  of	  nego<a<on,	  renego<a<on,	  signature,	  ra<fica<on,	  transla<on	  or	  entry	  into	  force.	   –	  No	  DTT.	  
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High level comparison of jurisdictions with which the UAE has no DTT (2/3)

Countries	  with	  no	  DTT	  with	  the	  UAE	  

High	  level	  comparison	  of	  jurisdic<ons	  with	  which	  the	  UAE	  has	  no	  DTT	  (2/3)	  

	  	  No	  UAE	  DTT	  available	   UAE	  
Cayman	  
Islands	  

Hong	  Kong	   Ireland	   Singapore	   Royal3es	   Interest	  

Country	   (0%	  CIT)	   (0%	  CIT)	   (16.5%	  CIT)	   (12.5/25%	  CIT)	   (17%	  CIT)	   Domes<c	   DTT	   Domes<c	   DTT	  
Africa	  (cont’d)	  

Gabon	   	   	   	   	   	   20%	   20%	  

Gambia	   	   	   	   	   	   15%	   15%	  

Ghana	   	   	   	   	   	   15%	   8%	  

Guinea-‐Bissau	   	   	   	   	   	   10%	   10%	  

Ivory	  Coast	   	   	   	   	   	   20%	   18%	  

Kenya	   	   	   	   	   	   20%	   15/25%	  

Lesotho	   	   	   	   	   	   15/25%	   15/25%	  

Liberia	   	   	   	   	   	   15%	   15%	  

Libya	   	   	   	   	   	   0%	   5%	   0%	   5%	  

Madagascar	   	   	   	   	   	   10%	   20%	  

Malawi	   	   	   	   	   	   15%	   15%	  

Mali	   	   	   	   	   	   15%	   15%	  

Mauritania	   	   	   	   	   	   0%	   10%	  

Namibia	   	   	   	   	   	   10%	   10%	  

Niger	   	   	   	   	   	   16%	   15/20%	  

Nigeria	   	   	   	   	   	   10%	   10%	  

Rwanda	   	   	   	   	   	   15%	   10%	   15%	   10%	  

Senegal	   	   	   	   	   	   20%	   16%	  

Sierra	  Leone	   	   	   	   	   	   25%	   15%	  

	  –	  DTT	  in-‐force.	  	  –	  DTT	  in	  various	  stages	  of	  nego<a<on,	  renego<a<on,	  signature,	  ra<fica<on,	  transla<on	  or	  entry	  into	  force.	  	  –	  No	  DTT.	  

High level comparison of jurisdictions with which the UAE has no DTT (3/3)

Countries	  with	  no	  DTT	  with	  the	  UAE	  

High	  level	  comparison	  of	  jurisdic<ons	  with	  which	  the	  UAE	  has	  no	  DTT	  (2/3)	  

	  	  No	  UAE	  DTT	  available	   UAE	  
Cayman	  
Islands	  

Hong	  Kong	   Ireland	   Singapore	   Royal3es	   Interest	  

Country	   (0%	  CIT)	   (0%	  CIT)	   (16.5%	  CIT)	   (12.5/25%	  CIT)	   (17%	  CIT)	   Domes<c	   DTT	   Domes<c	   DTT	  
Africa	  (cont’d)	  

Somalia	   	   	   	   	   	   0%	   0%	  

South	  Sudan	   	   	   	   	   	   10%	   10%	  

Swaziland	   	   	   	   	   	   15%	   10%	  

Tanzania	   	   	   	   	   	   15%	   10%	  

Togo	   	   	   	   	   	   15%	   6%	  

Uganda	   	   	   	   	   	   15%	   15%	  

Zambia	   	   	   	   	   	   20%	   10%	   15%	   10%	  

Zimbabwe	   	   	   	   	   	   15%	   15%	  

Middle	  East	  

Bahrain	   	   	   	   	   	   0%	   0%;	  5%	   0%	   0%;	  5%	  

Iran	   	   	   	   	   	   5/7.5%	   5%	  

Iraq	   	   	   	   	   	   15%	   15%	  

Israel	   	   	   	   	   	   26.5%	   10%;	  5%	   25%	   10%;	  7%	  

Kuwait1	   	   	   	   	   	   0%1	   0%1	  

Oman	   	   	   	   	   	   10%	   8%	   0%	   0%	  

Pales<ne	   	   	   	   	   	   10%	   0%2	  

Qatar	  	   	   	   	   	   	   5%	   5%;	  5%;	  10%	   7%	   0%;	  0%;	  5%	  

Saudi	  Arabia	   	   	   	   	   	   15%	   8%	   5%	   0/5%	  

	  –	  DTT	  in-‐force.	  	  –	  DTT	  in	  various	  stages	  of	  nego<a<on,	  renego<a<on,	  signature,	  ra<fica<on,	  transla<on	  or	  entry	  into	  force.	  	  –	  No	  DTT.	  

1.  Kuwai<	  tax	  law	  does	  not	  impose	  WHT.	  However,	  non-‐GCC	  companies	  earning	  Kuwai<	  sourced	  income	  are	  subject	  to	  15%	  corporate	  income	  tax,	  and	  the	  Kuwai<	  payor	  may	  retain	  5%	  of	  the	  contract	  
payments.	  

2.  A	  withholding	  tax	  of	  10%	  is	  applicable	  for	  micro-‐leasing	  programs.	  
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Jurisdictions with no domestic WHT on interest and/or royalties

Jurisdic<ons	  with	  no	  domes<c	  WHT	  	  

Jurisdic<ons	  with	  no	  domes<c	  WHT	  on	  interest	  and/or	  royal<es	  

	  	  Country	   Interest	   Royal/es	   UAE	  DTT	  
status	  	  

Geographic	  
advantage	   Country	   Interest	   Royal/es	   UAE	  DTT	  

status	  	  
Geographic	  
advantage	  

Africa	   Guernsey	   0	   0	   Pending	  
Canary	  Islands	   0	   0	   Hungary	   0	   0	   In	  force	  
Djibou<	   0	   	   Isle	  of	  Man	   0	   0	  
Libya	   0	   0	   Pending	   	   Jersey	   0	   0	   Pending	  
Mauritania	   0	   Pending	   Latvia	   0	   0	   In	  force	  
Somalia	   0	   0	   	   Liechtenstein	   0	   0	   In	  force	  
Zimbabwe	   0	   	   Luxembourg	   0	   0	   In	  force	  
Asia	   Malta	   0	   0	   In	  force	  
Hong	  Kong	   0	   In	  force	   Monaco	   0	   0	  
Macau	   0	   0	   Netherlands	   0	   0	   In	  force	  
Maldives	   0	   Pending	   	   Norway	   0	   0	  
Caribbean	   San	  Marino	   0	  
Anguilla	   0	   0	   Sweden	   0	   0	  
Aruba	   0	   0	   Switzerland	   0	   In	  force	  
Bahamas	   0	   0	   Middle	  East	  
Bri<sh	  Virgin	  Islands	   0	   0	   Bahrain	   0	   0	   	  
Cayman	  Islands	   0	   0	   Kuwait	   0	   0	   	  
Cuba	   0	   0	   Oman	   0	   	  

Curaçao	  	   0	   0	   Pales<ne	   	  	  0*	   Pending	   	  

Netherlands	  An<lles	   0	   0	   United	  Arab	  Emirates	   0	   0	  
St	  Maarten	   0	   0	   North	  America	  
Europe	   Bermuda	   0	   0	  
Austria	   0	   In	  force	   Greenland	   0	  
Andorra	   0	   Pending	   Oceania	  
Cyprus	   0	   In	  force	   Marshall	  Islands	   0	   0	  
Estonia	   0	   In	  force	   Vanuatu	   0	   0	  
Finland	   0	   In	  force	   South	  America	  
Germany	   0	   In	  force	   Suriname	   0	   0	  
Gibraltar	   0	   * 	  A	  withholding	  tax	  of	  10%	  is	  applicable	  for	  micro-‐leasing	  programs	  
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Sponsored editorial:   HOLLAnD & kniGHT

     …a helicopter is an assembly of 40,000 loose 
pieces flying more or less in formation . . .
Original source unknown

     …The thing is, helicopters are different from 
planes. An airplane by its nature wants to fly, 
and if not interfered with too strongly by unusual 
events or by an incompetent pilot, it will fly. A 
helicopter does not want to fly. It is maintained in 
the air by a variety of forces and controls working 
in opposition to each other. . . 
Harry Reasoner

     …Helicopters don’t fly. They vibrate so badly 
the ground rejects them. . . 
Tom Clancy

 

Despite the above quotations, helicopters are wonderful 
machines. They are fast, graceful and have tremendous 
manoeuvrability. They can fly and land in places where 
fixed-wing craft cannot. They can be used for emergency 
medical service, search and rescue, news gathering, 
firefighting, police patrols and much more.    

So, what are the differences that an aviation lawyer 
needs to be aware of?

Leasing
In terms of leasing, the structure of a helicopter lease is 
much the same as for a fixed-wing craft. It has the usual 
disclaimer, net lease, quiet enjoyment, indemnity, tax, 
assignment and default provisions and an equally vast 
number of conditions precedent and representations. You 
could take a fixed-wing lease off the shelf and use it for a 
helicopter and probably get away with it. However, there 
are some distinguishing features, and below are a few of 
the more discernible ones:   

1. Market value: the value of a helicopter does not 
depreciate like a fixed-wing aircraft and can stay 
relatively static for the first 40 years of its life, mostly 
because of the constant regeneration of its parts 
(see below) and its lack of dependency on consumer 
demand/disposable income. In fact, according to the 
recently released HeliValue$ Helicopter Blue Book, 
some helicopter values have appreciated in recent 
years. As a further illustration, when the financial crisis 
hit in 2008, it is recorded that the value of fixed-wing 
aircraft dropped by more than 50% but helicopters 
apparently saw a fall of just over 10%, and then for 12 
months only. As a consequence, a helicopter lease 
will very rarely have an annual agreed value reduction 
(unless it is pegged to the fair market value).      

2. Cape Town Convention: the Convention does not 
recognise helicopter engines as “aircraft objects” when 
they are installed on the helicopter. When installed 
on the helicopter, the Convention views them as 
components only. This means that the engines, when 
installed, are covered by the same interests covering 
the airframe. Some leases will therefore prohibit 
the operator from installing the leased engines on 
any other airframe. But that is quite restrictive. The 
more usual way of dealing with the issue is to add a 
requirement in the lease for the registration of both an 
International Interest and a Prospective International 
Interest against the engines where the prospective 
interest covers the engines if and when removed from 
the airframe.   

3. Shorter lease term: helicopter leases typically have 
lease terms of between three and five years only. This 
is because the leased helicopter is generally required 
to service a specific charter contract and those 
contracts usually have terms of three to five years. 
Many helicopter leases will have recurrent extension 
options, though, to coincide with the extension options 
often found in those charter contracts and/or to allow 
the operator to manage its fleet utilisation.   

4. Life: helicopters can have a useful life of more than 50 
years, and that equates to a lot of leases per helicopter 
over its life. Helicopters keep their value because 
they are made up of thousands of life-limited parts 
and components, each of which has to be replaced 
or overhauled at very regular intervals. For example, 
according to one authorised Robinson service centre, 
a Robinson R22 helicopter has to go into the shop for 
an engine service and oil change every 50 hours and 
has to have a full overhaul every 2,200 hours, which 

Fixed-wing and rotor-wing 
leasing – is it the same?
By Gwyn O’Flynn, a partner at Holland & knight (Uk) LLP in London.

Source: Google
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overhaul apparently results in the helicopter being as-
new for all practical purposes at the conclusion.

5. Power by the hour: helicopter leases will usually 
require the operator to cover the helicopter tip to 
tail (which just means airframe and engines) by 
maintenance contracts provided by the original 
equipment manufacturers (OEMs), although some non-
OEM service providers are becoming more prominent 
and acceptable now. The benefits of those contracts 
are then assigned to the lessor for the duration of the 
lease and transferable to the lessor on lease expiry 
or on a default (either a maintenance contract default 
or a lease default). On expiry or a default, the lessor 
often has the right to become the customer under the 
contract with no buy-in fee and to claim ownership of 
the accrued reserves.  

6. Delivery conditions: helicopters are typically 
leased as is. There is no lengthy list of conditions 
as typically seen in fixed-wing leases. Any issues 
discovered during inspection are usually addressed 
immediately by the lessor or the OEM pursuant to 
the applicable maintenance contract. The absence of 
detailed delivery conditions may be attributed to the 
maintenance contract position described above, of 
course, given that any issue is likely to be covered by 
and rectified pursuant to the maintenance contract. As 
with all aircraft, ensuring that the records are complete 
and up to date is most important because their 
condition will directly affect the value of the helicopter. 
If a lessee has satisfied itself as to the completeness 
of the records and the helicopter is covered by a 
maintenance contract, the inspection of the physical 
helicopter does not have to be extensive.        

7. Disassembly: unlike fixed-wing aircraft, helicopters are 
very rarely flown to their final destination after lease 
commencement because of a range of issues. Instead, 
they are often disassembled immediately after delivery, 
wrapped in plastic, placed on the back of a truck, 
moved to a seaport or airport, shipped to the country 
of registration by sea or air, placed on the back of 
another truck at the destination, moved to the habitual 
base, reassembled and then inspected by the relevant 
aviation authority.  

That process can take days or even months during 
which time the operator is paying full rental. There are 
even customised trucks designed to transport helicopters 
– see the link for examples and for an interesting 
promotional video showing an EC145 being loaded 
(http://imtbc.com/transport-services/helicopter-shipping/
helicopter-transport-trailers/).

8. insurance liability: unsurprisingly, given the differential 
in terms of passenger capacity and in terms of potential 
to cause third-party injury/damage, liability insurance 
for helicopters is required in the region of $50 million 
to $100 million only, compared with $500 million to $1 
billion for fixed-wing aircraft. Surprisingly, all the other 
insurance requirements and coverages are exactly the 
same as those typically applicable to fixed-wing aircraft. 

9. Permitted area of operation: helicopters are usually 
restricted to operation within the country of registration 
only, with prior written consent being required from 
the lessor for any operations outside of that country. 
In some instances, the area of permitted operation is 
even more restrictive, being defined by latitude and 
longitude borders or by specific square miles. Much of 
this is because of the more limited range of helicopters, 
but also because the helicopter is usually required to 
service a particular charter contract with operations 
already required for a limited area only in any case, 
such as to transport personnel to/from offshore oil rigs 
or to provide air ambulance services in a particular 
county.  

10. Subleasing: save for inter-company subleases, these 
do not appear to be terribly common. This could be 
attributable again to the purposeful nature of the lease, 
but it is probably something to watch for the future. 
If lease terms get longer, demand gets greater and 
lessees start to see the potential to make profit from 
the exercise.

Lessors and manufacturers
There are just four main manufacturers of helicopters (in 
no particular order) – Bell, Sikorsky, Leonardo (formerly 
known as AgustaWestland) and Airbus Helicopters 
(formerly known as Eurocopter). Competition is strong 
between the four and they each have strong relationships 
with the leasing companies, often providing interesting 
and unique incentives to promote their helicopters over 
those of others, although choice is probably much more 
dependent on the lessee/operator’s requirements and the 
intended mission.   

There are just five main leasing companies (again, in 
no particular order) – Milestone Aviation Group, Lease 
Corporation International Helicopters, Waypoint Leasing, 
Lobo Leasing and Macquarie Rotorcraft.   

Milestone Aviation Group was the first dedicated 
helicopter lessor to start up, in 2010. It reportedly started 
with just $500 million of capital and, according to its 
website, now has a helicopter fleet with a value of more 
than $4 billion. Before Milestone, operators leased to 
one another and purchased helicopters with bank loans. 
Nowadays, the banks prefer to lend to the lessors.   

The future of helicopters
The latest innovation from Leonardo is the AW609 
Tiltrotor, the first civilian tilt-rotor aircraft. It should be noted 
that these tilt-rotor craft have been used by the military for 
some time. It looks similar to any other turboprop aircraft, 
but the propellers can tilt allowing it to take off vertically 
like a helicopter and it can travel at twice the speed and 
with double the range of traditional helicopters. Go to 
the following link to be taken to the relevant page on 
the Leonardo website and the official video (http://www.
leonardocompany.com/en/product-services/elicotteri_
helicopters/aw609).

And we wonder if this concept will ever take off? Go to 
the following link for the answer (https://en.wikipedia.org/
wiki/Hotelicopter).           



Airfinance Annual • 2017/2018126

Sponsored editorial:   MTU

On an aircraft, engines are its most important assets. 
Top of the food chain, so to say. And they get tastier 

with age: when an aircraft is new, engines make up about 
20% of the worth of the asset, but for an older aircraft, 
this can be up to 70%-80%. This is because engines are 
updated to current standards each time they go through 
a shop visit, meaning they devalue (if they devalue) in a 
different and slower way than an aircraft does. As such, 
they are valuable. It is also one of the many reasons 
engine leasing is growing: MTU Maintenance Lease 
Services estimates about 50% of engines are now owned 
by lessors. 

But just because the engines are important, does not 
mean that a lessor or lessee wants to bind capital in these 
assets when they are mature. For instance, at the end of 
a long-term lease period, an airline might want to buy the 
aircraft but not invest in the engine. Or a lessor might not 
want to pay for a shop visit if it already has exit plans for 
the asset that are not in proportion to the cost of the visit 
and the engine life it would provide. 

In both cases, MTU Maintenance Lease Services can 
help. The company steps in and either buys the engines 
and leases them back to the airline, for instance, or it 
provides a spare engine, exchange engine or perhaps just 
a module swap to the lessor, to help it avoid a shop visit 
but still have an airworthy engine. Either way, it is about 
maximising efficiency, speed of execution and, in the 
bottom line, cash. 

Lease transitions: an acquired taste 
MTU Maintenance Lease Services’ appetite for engines 
is not just at the end of a lease. The company also has a 
taste for lease transitions, something that can put others 
off their food – because these have a reputation for being 
fraught with misunderstanding and costly. 

In fact, according to a 2015 study by the International 
Bureau of Aviation, airlines spend an average of $1.65 
million on extra costs related to each narrowbody 
redelivery to lessors, and overspend on widebodies can 
be twice that. Furthermore, the study highlighted that 
engines were the largest single cost component, with 
costs close to $600,000 attributed to the difference 
between agreed redelivery conditions and the actual state 
of the engine.

One reason for the overspend is the current complexity 
of lease returns. Their intricate nature stems from the fact 
that there are multiple elements to be considered during a 
transition: contractual agreements and obligations, costs, 
planning, timing and regulatory requirements. 

The potential scope for difficulties is simply huge. 

Furthermore, three principle stakeholders are involved 
in a transition: the lessor, the current lessee and the next 
lessee. All parties want to achieve a smooth transition 
in a cost-effective way – one that does not leave them 
exposed afterwards. But they all have different needs. 
The lessor wants to protect the residual value of the asset, 
the current lessee wants to fly as long as possible and 
minimise cost and the next lessee does not want to be 
burdened with costs arising from previous usage. 

MRO to go? 
Nonetheless, lease transitions do not need to be like biting 
into a lemon, or worse, a fiery chilli. Having a competent 
partner such as MTU Maintenance Lease Services on 
board can take the heat out of all aspects of a transition 
– for instance, through a portable maintenance concept. 
Portability is about accurate engine assessment and 
appropriately performed maintenance being taken, ideally, 
“as is” by the next lessee and carried forward. 

In turn, doing away with multiple borescope 
reinspections during transitions or life-limited parts being 
exchanged despite adequate greentime for further 
usage, for instance. Not only are transition costs reduced, 
operational costs for the duration the lessor owns the 
engine are also minimised. 

While cost savings are a win for the operators, the issue 
of risk and exposure still remains. MTU Maintenance Lease 
Services protects residual value at all times and ensures 
maintenance reserves are correctly calculated and 
scalable according to usage. 

An appetite for engines
When it comes to managing engine assets for lessors, technical knowledge, 
flexibility and quick execution are key, writes Alistair Dibisceglia, vice-
president and head of leasing, MTU Maintenance Lease Services BV. 

Alistair Dibisceglia, vice-president and head of leasing, 
MTU Maintenance Lease Services BV

With decades of experience in engine maintenance and leasing, MTU Maintenance Lease 
Services B.V., a joint venture with Sumitomo Corporation, off ers a wide range of integrated 
engine leasing options – globally. From instant power, through to alternatives aimed at 
reducing the burden of asset ownership; our prompt and customized solutions ensure you 
receive the maximum benefi t – whatever your needs are.

www.mtu.de

Contact us at:
services@mtu-lease-services.com

Thrust solutions

When it matters most: 

AOG +49 171 4314333
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Furthermore, lessors are concerned about the status of 
their asset and, more importantly, they want to know that 
any findings during transitions can be rectified without 
causing additional cost to them. The lessees, particularly 
those receiving the engine next, also do not want to be 
burdened with costs arising from previous usage. In such 
cases, correct contractual coverage is important. In this 
respect, MTU Maintenance Lease Services also offers 
unexpected engine removal coverage, which includes 
dealing with corrective action required by findings during 
an end-of-lease check, something not always guaranteed 
by other parties. 

Other potential hairs in the soup
Many other factors can also contribute to hairy transitions. 
For instance, the scope for misunderstanding and 
miscommunication between parties is huge. Because an 
engine’s history can be complex, and different people 
with different languages, technical experience and 
expectations are involved. Documentation and regulations 
can cause headaches: many lease transitions require full 
back-to-birth documentation of life-limited parts (LLPs), for 
instance. 

Furthermore, project timing can be a cost-intensive 
issue, especially when the various steps in a transition are 
not activated at the right time. For example, if the process 
is delayed because an operator focuses more on flying 
than returning, and an engine remains in service into 
the period that should be used for the various transition 
checks. In fact, the IBA study also reported that 44.4% of 
late aircraft redelivery was down to underestimation of 
efforts required in redelivery processes. Additionally, the 
costs of engineering staff involvement in lease transitions 
(for each of the three parties mentioned above) can go 
into the hundreds of thousands. These costs usually do 

not make themselves known until it is too late. 
Having a competent partner on board to manage 

these transitions can relieve the situation significantly 
and improve the speed of the redelivery process. MTU 
Maintenance Lease Services is more than happy to 
support with technical services such as reviewing records, 
digital archives, borescope reviews, shop visit planning 
and much more in this regard.

And for dessert? 
Perhaps the cherry on the MTU portable maintenance 
cake – from a lessor perspective – is that maintenance 
reserves remain with the lessor during the term of 
coverage and are only drawn on at the time of a 
scheduled engine shop visit. The lessor remains in control 
at all times. Beyond this, MTU Maintenance Lease Services 
ensures that each and every engine covered under 
this programme is reserved appropriately and that the 
correct fees are collected in relation to specific operating 
conditions of the respective lessees. In turn, this provides 
complete peace of mind and risk mitigation to the lessor 
and lessee, because their engine is correctly reserved 
and there will be no shortfall when the next scheduled 
maintenance event occurs – avoiding any costly mistakes. 

These all might sound like lofty marketing promises, 
so how can MTU Maintenance Lease Services be sure 
its secret sauce will do the trick? The company benefits 
from 36 years of maintenance, repair and overhaul (MRO) 
expertise – its employees are, quite simply, engine 
experts. Combined with an extensive airline network and 
in-depth market understanding, it is in a perfect position to 
provide solutions that everyone truly benefits from. 

MTU Maintenance Lease Services commits to offering 
fast and flexible solutions to both lessors and lessees; 
whatever their appetite for engines. 

Alistair Dibisceglia joined MTU Maintenance Lease 
Services BV as vice-president and head of global engine 
leasing this summer. He is responsible for commercial 
and technical activities. Alistair has more than 15 years’ 
experience in the aviation industry, including senior 
roles in leasing and asset management at ILFC/AerCap, 
CastleLake and CALC. Having started his career as 
a technical director for an airline, Alistair combines 
extensive technical, leasing, asset management and 
MRO experience with in-depth, global market expertise. 
He holds a PhD in aerospace engineering from the 
Polytechnic of Milan. 

MTU Maintenance Lease Services
In 2013, MTU Aero Engines founded two joint ventures 
with Sumitomo Corporation, one of the largest trading 
companies in Japan, to be able to better meet airlines’ 
growing demand for leasing and financing solutions: 
MTU Maintenance Lease Services BV, with an MTU 
stake of 80%, and Sumisho Aero Engine Lease BV, 
with an MTU stake of 10%. Both companies have their 
headquarters in Amsterdam, Holland. 

MTU Maintenance Lease Services offers short-term 

engine leasing, pooling and standby arrangements, as 
well as asset and material management, and lease-
enhancement services. Sumitomo Aero Engine Lease 
offers long-term leasing and sale and leaseback 
financing. Beyond financial and leasing services, MTU 
Maintenance can provide flexible solutions for operators 
of leased engines too. For instance, the company helps 
with tailored end-of-lease services, logistical services 
and housekeeping – all the way to MRO, engine trend 
monitoring or LRU management. 
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Deal highlights

Shenzhen-listed Bohai Leasing closed 
the purchase of Irish-lessor Avolon 

on 8 January 2016. The $7.6 billion 
acquisition saw the subsidiary of the 
Haikou-based conglomerate HNA Group 
purchase the entirety of Avolon. At the 
time, the deal was the largest overseas 
transaction in history among China’s 
A-share listed companies, and the 
second largest acquisition of a US-listed 
company and fifth largest acquisition 
overall among Chinese companies.

The deal was announced just nine 
months after Avolon’s initial public 
offering (IPO) against a backdrop of 
volatile market conditions where the 
average share price movement was +3% 
among lessor peers in 2015, along with 
stagnant markets and falling oil prices. 

Avolon delivered a 55% return to 
shareholders who invested in the IPO 
in December 2014 – a significant return 
exceeding all global market indices by 
a multiple. The IPO was the largest ever 
listing on the New York Stock Exchange 
(NYSE) by an Irish-founded company, 
and the company’s exit via the Bohai 
acquisition was one of the shortest ever 
tenures on the NYSE. The merger with 
Bohai Leasing catapulted Avolon to the 
top five leasing firm in the world with a 
fleet of over 400 aircraft and gave it an 
equity injection of $1.2 billion to drive 
organic and acquisition growth. 

Following the merger, Avolon is now 
the core leasing brand for Bohai Leasing 

and its parent HNA Group. 
Avolon also assumed management of 

the Hong Kong Aviation Capital (HKAC) 
business. HKAC’s fleet, processes and 
systems was fully incorporated into 
Avolon during the first half of 2016.

“It shows the efficiency and 
economies of scale when that can be 
achieved when you combine different 
platforms,” said Avolon’s chief financial 
officer Andy Cronin, speaking to 
Airfinance Journal about the deal. 

He adds that one of the challenges 
of closing the deal was negotiating the 
differing regulatory requirements of the 
New York and Chinese stock exchanges. 

“In China, there is a much higher 
level of regulation, with more diligence 
requirement. There is far more third 
party evidencing, so for example in the 
US if you buy an aircraft the regulators 
don’t need to see a bill of sale for an 
individual aircraft, whereas in China they 
do. It’s a much more forensic, bottoms-
up regulation than in the US,” he says. 

Being part of a huge conglomerate 
like HNA Group has significant 
advantages for Avolon, Cronin says. 

“From the manufacturers’ perspective, 
we are part of a huge airline group 
as well as being part of a large 
multinational conglomerate. You need 
to look at HNA as significantly more 
than an airline,” he says, pointing to the 
multiple acquisitions HNA Group has 
made in recent years. The most recent 
of these at the time of writing is HNA 
Group’s acquisition of a 16.79% share of 
the Swiss travel retailer Dufry. 

“HNA Group have grown that 
business from a start-up to be one of the 
largest companies in the world. They 

bring an expertise and a perspective on 
the industry, which is very unique and 
insightful,” Cronin adds. 

Avolon’s transformation into a 
Chinese-owned leasing company 
raises the question of how much of its 
business will be devoted to China. 

“We will track the market. I don’t think 
we will be doing a disproportionate 
amount of on-shore Chinese financing,” 
says Cronin.

“Chinese airlines often do finance 
leasing rather than operating leasing. 
Bohai has a significant finance lease 
business but Avolon does operating 
leasing, so we are obviously very well 
positioned to do a significant amount of 
operating leasing business in China.”

Kartik Hariharan, executive director, 
Morgan Stanley says the challenges of 
the deal were “numerous”, including 
the crossborder nature with parties in 
various geographies, absolute size of 
the financing and the carve-out nature 
of the financials that made valuation 
complicated. Additionally, tax related 
structuring issues surfaced at the later 
stages. 

“Having a highly experienced and 
deal savvy management team at Avolon 
and Bohai made it easier and faster to 
deal with the challenges,” Hariharan 
says, adding that the deal showed the 
ability of Chinese acquirers to pull off 
complicated cross-border merger and 
aquistions. 

“Finally, it showed that Western 
debt financing markets love the 
aircraft leasing space, as evidenced 
by attractive borrowing rates achieved 
by Avolon during the financing 
transaction.”  

Overall deal of the year: Bohai Leasing’s 
takeover of Avolon 

Borrower/issuer: Avolon

Amount: $7.6 billion

Structure: Sale of Avolon to Bohai 
Leasing

Advisors: JP Morgan, Morgan 
Stanley, Bravia Capital, UBS

Lawyers: Weil, Gotshal & Manges, 
Sidley Austin 

Closed: 8 January 2016

The Avolon-Bohai deal team, and Bertrand Grabowski, special advisor to DAE and one of AFJ’s independent judges

Airfinance Journal’s 2016 Deals of the Year Awards
We reveal the winners of our prestigious annual awards, recognising the 
most innovative deals, individuals and teams in aviation finance.
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American Airlines scoops the prize 
this year for carrying out major 

investment in its fleet and for using a 
broad range of financial structures.

Last year, the airline invested $4.4 
billion in new aircraft, comprising 55 
new mainline and 42 new regional 
aircraft. It took advantage of historically 
low interest rates to finance this 
fleet renewal and tapped a variety of 
markets.

The airline has been a prolific issuer 
of enhanced equipment trust certificates 
(EETC) for years, but in 2016 it tapped 
this market more than any other airline 
by issuing $2.8 billion in three separate 
EETC deals. The deals were well priced, 
with an average fixed interest rate of 
3.63%.

“Something like 37% of the 
outstanding EETC paper was issued by 
an entity that is now subsumed within 
American Airlines,” says Tom Weir, vice 
president and treasurer at the airline. 
“We were mindful of the potential that 
we could go to that market too often. 
But right now, there’s no obvious pricing 
penalty that we’re paying for over-
allocating our financing to that market,” 
he adds, noting that there was plenty of 

Asian appetite for recent EETC deals.
The airline also closed $1.8 billion in 

other loans, bearing interest at fixed 
and variable rates of LIBOR plus margin, 
which averaged 2.96% at the end of the 
year.

On top of this, the airline issued 
$844 million of special facility revenue 
bonds (“JFK bonds”) via the New 
York Transportation Development 
Corporation (a special vehicle that 
issues debt for infrastructure projects), 
to refinance a prior issuance. The deal 
was rated “BB” by Fitch Ratings, which is 
one notch higher than the airline’s long-

term issuer default rating. This is due to 
the strategic importance of American’s 
position at JFK airport.

“The repricing of the JFK bonds was 
a very good transaction for us. We felt 
we had good cooperation from the port 
authority and I think our timing was very 
good,” adds Weir.

The deal involved bringing together 
local authorities and lenders in a 
complicated deal. But it closed 
successfully despite the number of 
parties involved.

American Airlines also tapped the 
capital markets in August 2016 through 
a private placement covering two 
Boeing 737-800 deliveries. BNP Paribas 
acted as the sole structuring and 
placement agent. This transaction was 
to diversify funding sources and gain 
access to a new investor base different 
from the typical investor base for 
public EETC issuances. It was the first 
primary issuance by American Airlines 
to be placed with Japanese investors. 
The transaction features straight line 
amortisation for the senior and junior 
notes, one Japanese rating agency 
(Rating & Investment Information, Inc.), 
and Reg S format. 

Airline treasury team of the year: American Airlines

The American Airlines treasury team, collecting their  
award from AFJ’s editor Jack Dutton

The year 2016 was a pivotal one for 
operating lessor AerCap. The lessor 

was upgraded to investment grade by 
two ratings agencies, it diversified its 
financing sources and re-priced several 
deals. In February 2017, AerCap won 
an investment grade rating from a third 
agency, reflecting the improvements it 
made throughout the year.

The lessor closed $4.6 billion in new 
deals in 2016, bringing the total amount 
of financing raised to $27 billion since it 
announced the acquisition of ILFC at the 
end of 2013. It also sold 141 aircraft and 
recorded $2.37 billion in proceeds from 
the sale or disposal of assets - $800 
million more than the year before.

“We continued to focus on proactive 
portfolio management initiatives, which 
have resulted in executing over $3 
billion in asset sales. This, combined 
with signing a record 279 lease 
agreements, illustrates the scale of 
AerCap’s platform and the expertise 
of its people,” said AerCap’s chief 
executive officer Aengus Kelly.

Explaining their decisions to upgrade 
the lessor, the ratings agencies noted 
AerCap’s deleveraging efforts, declining 

average fleet age, and increasing 
number of unencumbered assets. 

AerCap reduced its total debt by 
$2 billion to $27.7 billion in 2016. The 
lessor’s adjusted debt/equity ratio was 
2.7 down from 2.9 in 2015.

The Irish-based lessor ended the year 
with 1,566 aircraft that were owned, 
on order or managed. Its owned fleet’s 
average age was 7.4 years and the 
average remaining contracted lease 
term was 6.4 years. AerCap teamed up 
for the first time with Financial Products 
Group (FPG) in 2016 to execute a Jolco 
structure. The senior debt was provided 
by SMTB and CA-CIB. 

“We are most proud of developing the 
diversity of our funding sources and the 
successful completion of our first deals 
in the Korean market, in addition to 
adding Japanese operating lease with 
call option (Jolco) transactions to our 
liability structure”, said Paul Rofe, group 
treasurer at AerCap.

This year, the lessor will try to build 
on its momentum to further improve its 
credit profile.

“We will continue to source diverse 
forms of long term committed financing 
from multiple geographies in addition 
to managing our liquidity profile,” adds 
Rofe. 

Lessor treasury team of the year: AerCap

The Aercap treasury team, collecting thier award from AFJ’s editor Jack Dutton
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American Airlines’ managing 
director and assistant treasurer, 

Amelia Anderson, has been chosen as 
Airfinance Journal’s Aviation Woman of 
the Year based on a public nomination 
process, which ran through the month 
of February.

Anderson, whose team is 
responsible for the execution and 
administration of American’s corporate 
debt, completing over $20 billion of 
financing transactions in the three years 
following the merger with US Airways in 
December 2013, won the process by an 
overwhelming majority of submissions 
received from the global aviation 
industry.

She is the first recipient of Airfinance 
Journal’s Aviation Woman of the 
Year award. In addition to her work 
at American, Anderson is known as 
the co-founder of Advancing Women 
in Aviation Roundtable (AWAR), a 
grassroots initiative working with 
senior executives to build awareness 
and develop strategies to promote 
the development and advancement of 
women leaders. 

“In many ways I share this award 
with my AWAR co-founder, Dana 
Barta of Morgan Stanley,” she says. 
Anderson also serves as co-chair of 
American Airlines’ women’s leadership 

programme, and she is actively involved 
in American Airlines’ MBA recruiting 
process.

According to Anderson, one of the 
best ways to “drive change” for women 
starts with education and having more 
girls and young women engaging in 
“stem subjects” or science, technology, 
engineering and mathematics.

“When you look at women in CEO 
positions, they are disproportionately 
likely to hold degrees in engineering, 
math or computer science,” Anderson 
tells Airfinance Journal in an interview. 
“So, yes, there is a strong link.”

However, according to the Women 
in Science and Engineering (Wise) 
campaign’s 2016 analysis of UK labour 
market statistics, women make up 
just 12.8% of the Stem workforce. The 
proportion had increased by only 0.2 

percentage points since their analysis 
in 2012.

Anderson acknowledges the road to 
becoming a CEO is still a difficult one 
for women, with only 5% of company 
chiefs being female at Fortune 500 
companies. She speaks globally 
through AWAR trying to raise awareness 
about the factors impacting women 
as they transition from entry level to 
middle management and then to the 
boardroom.

“Women tend to have those natural 
behaviours that lend themselves to 
team building and people development, 
but as you move up in an organisation, 
especially in operational or finance 
roles, you have to do more than just 
lead and develop your team, you also 
have to be able to compete and to go 
toe-to-toe with your competition,” she 
says, adding: “Business is still a rough 
and tumble place, and there are times 
women have to be comfortable taking a 
tough stand. So, we need to recognise 
our traditional behavioural styles, and 
be aware of situations when those 
behaviours may need to change.”

Anderson holds an MBA in corporate 
finance from Georgia State University 
in Atlanta, and a BS in finance and 
economics from the University of 
Alabama in Huntsville. 

Aviation woman of the year: Amelia Anderson

Amelia Anderson, managing director and assistant 
treasurer, American Airlines 

Having left university a little over 10 
years ago, Ahsan Gulabkhan is 

now senior legal counsel at UK carrier 
Virgin Atlantic, where he oversees a 
broad range of legal matters including 
fleet financing, engineering, operations, 
airport issues and alliances and strategy.

Gulabkhan studied law at Nottingham 
University, graduating in 2005. He 
stayed there for law school and then 
joined Norton Rose as a trainee solicitor 
in 2007 (as it was then known, before 
its merger with Fulbright & Jaworski in 
2013). He qualified in January 2009, 
into the asset finance team, which is 
where he gained his first experience in 
commercial aviation law. He joined Virgin 
Atlantic in September 2013, where he 
has since gained exposure to a number 
of challenging and innovative deals. 

“It’s been a very busy three years,” he 
tells Airfinance Journal.

One stand-out deal was the £220 
million ($283 million) Heathrow airport 
slots securitisation. This deal, which 

won the “New structures” category in 
AFJ’s 2015 Deals of the Year, saw the 
airline attract blue-chip investors to an 
innovative, low-cost deal.

“It was not an easy transaction to do,” 
Gulabkhan notes. “It involved setting 
up the subsidiary airline [Virgin Atlantic 
International – the issuer of the notes] 
which is not a small-scale operation. It 
took the best part of a year to do it, but 
being involved in a deal like that is one 
of those career highlights.” Under his 
tenure at the airline, Virgin Atlantic has 

undertaken an ambitious re-fleeting 
programme that has seen it replace 
older Boeing 747s with new 787s. The 
airline has used a combination of cash 
purchases, sale and leasebacks and 
Japanese operating lease with call 
option (Jolco) financings.

For Gulabkhan, aviation has always 
been a passion: “I always knew that it 
was something that I wanted to do”, he 
says. As a child, he collected aircraft 
magazines and, whenever at the airport, 
was “pressed up against the glass 
looking at the runway”.

Since making it a career, he has made 
friends in the industry and enjoys the 
“wonderfully close-knit community” of 
professionals that he gets to meet on a 
regular basis. When he gets a chance, 
Gulabkhan enjoys squash, badminton 
and cricket. He also plays the guitar 
and enjoys food and travel. Having 
recently returned from a week’s holiday 
in Barbados, he is now ready for the next 
milestone: getting married this August. 

Young person of the year: Ahsan Gulabkhan

Ahsan Gulabkhan, senior legal counsel, Virgin Atlantic
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Deals of the year   2016

Tom Budgett, a partner at Berwin 
Leighton Paisner (BLP), wins this 

prestigious award for a career that has 
spanned 45 years.

Budgett graduated from Cambridge 
with an MA in law in 1969. He joined 
a provincial firm in 1970 and left for 
Clifford Turner (now Clifford Chance) in 
early 1973. He became a partner there 
in 1981 and stayed for another 20 years.

 In 2001, feeling like he had enough 
of law, he left for investment banking, 
with a team that was acquired by 
Investec in 2002. He left the bank in 
2006, “having noticed that everybody 
I was working with was probably 
younger than my oldest son.” After that 
he returned to BLP, in 2006, where he 
remained until his retirement this March. 

Commercial aviation finance has 
changed dramatically in the course of 
his career, and Budgett has played an 
important role in that change. In the last 
10 years, he notes, operating leasing 
has become far more widespread. Far 
more investors are entering the space 
as aircraft become better recognised 
as a stable source of long-term income. 
And aircraft-backed capital markets 
products, traditionally seen only in the 
USA, have blossomed in other regions 

such as Europe and Asia. 
Among decades of deals, Budgett is 

especially proud of advising on a couple 
of landmark transactions. He worked 
on a fully defeased European ECA-
supported Japanese leveraged lease 
for an Indian carrier at a time when 
European ECAs were still new to the 
market.  

This deal had every bell and whistle 
contemplated at that time. He also 

advised on CityJet’s purchase of up to 
32 Sukhoi Superjet in 2015, which was 
the first time that a European buyer had 
purchased that aircraft type. 

Although formally retired, Budgett 
continues to work for a BLP service 
called Lawyers on Demand, which 
supplies legal advice on select projects. 
He intends to also focus on pro bono 
work by advising air ambulance services 
in the UK on their purchases and 
financing of helicopters. By offering 
his services for free, Budgett hopes 
to enable these charities to make 
substantial savings and direct more 
resources towards their important work.

“His global experience with Clifford 
Chance and as a banker with Investec, 
combined with his acute insight and 
judgement in problem-solving, has 
been an invaluable asset to clients 
and colleagues alike.  His career 
contributions are proportionate to the 
explosive growth of the aircraft finance 
sector,” says Russell Clifford, head of 
asset finance at BLP. 

Colin Thaine, a consultant at the 
firm, adds: “We at BLP are proud to be 
associated with his accomplishments 
as a partner and consultant advising 
leading elements of the industry.” 

Lifetime achievement award: Tom Budgett

L to R: Tom Budgett, partner, Berwin Leighton Paisner 
collecting his award from AFJ’s editor Jack Dutton

During the past two years, United’s 
financial fundamentals have seen a 

significant improvement, according to 
Airfinance Journal’s Financial Ratings 
model.  

 
The model evaluates four key ratios:

 
•	 EBiTDAR: United’s margin of 22.1% 

for 2016 was ahead of American’s 
and just a touch behind Delta’s;

•	 Fixed charge cover: United was 
ahead of American;

•	 Liquidity: United’s position was 
a strong second place behind 
American;

•	 Leverage: United’s at 2x (improved 
from 3.2x two years ago) also puts it 
in second place.

Underlying some of these 
improvements was strong operational 
performance. United set new all-time 
records for departure performance, 

arrival performance, completion factor 
and baggage handling.

 United ended the year 2016 with 
$5.8 billion in unrestricted liquidity, 
including $1.35 billion of undrawn 
commitments under its revolving credit 
facility.

 Operating cash flow was $5.5 billion 
and free cash flow $2.2 billion for 2016, 
permitting some reduction in debt.

  The company continued to 
invest in its business through capital 
expenditures of $3.2 billion for the full 
year. 

Gross debt balance at year-end, 
including capitalised operating leases, 
was $16.5 billion, about $600 million 
less than at the end of 2015. 

The company has publicly stated 
that maintaining a strong balance sheet 
remains the top strategic priority which 
lends confidence that the balance sheet 
improvement will continue and that an 
investment grade rating should not be 
out of reach on a two-three year view. 

Most improved airline of the year: United Airlines

L to R: Jason Fein from United Airlines, collecting his 
award from AFJ’s managing director Mike Duff
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3TOP Aviation Services Ltd 
Contact: Paul Charles 

Address: The Dean, Grange Road, Ash, GU12 6EU, UK 

Tel: +44 7592 604416   

Email: pauljet@rocketmail.com 

Web: www.3topaviation.com 

Activities: Aircraft and engine trader

5x-Aviation indonesia 
Contact: Tommy Wibowo 

Address: Pondok Indah Office Tower 3, 17th Floor. Jl. Sultan 

Iskandar Muda, Kav. V-TA. Pondok Indah, Jakarta 12310, 

Indonesia 

Email: md_5x@5x-aviation.com

Activities: Aircraft & Engine Technical Consultant

 

A&L Goodbody 
Web: www.algoodbody.com

Activities: Financing, Capital Markets, Repossessions, Leasing, 

Insolvency, Operational Issues, Regulatory Matters, Dispute 

Resolution 

Contacts: 

Catherine Duffy, Head of Aircraft Finance 

Address: IFSC, Dublin 1, Ireland  

Tel: +353 0 1 6492244   

Email: cduffy@algoodbody.com 

Séamus Ó Cróinín, Partner, Aircraft Finance 

Tel: +353 0 1 649 2255 

Web: www.algoodbody.com/people/Seamus_OCroinin 

Email: socroinin@algoodbody.com 

Marie O’Brien, Partner, Aircraft Finance 

Tel: +353 0 1 649 2255

Web: www.algoodbody.com/people/Marie_OBrien 

Email: mobrien@algoodbody.com 

Maireadh Dale, Partner, Aircraft Finance 

Web: www.algoodbody.com/people/Maireadh  _Dale 

Tel: +353 0 1 6492629 

Email: mdale@algoodbody.com

 

Maria McElhinney, Partner, Aircraft Finance 

Address: The Chrysler Building, 405 Lexington Avenue, New 

York, NY 10174, USA  

Tel: +1 646 975 4900 

Web: www.algoodbody.com/people/Maria_McElhinney

Email: mmcelhinney@algoodbody.com

Abdullah Chan & Co 
Address: 31st Floor, UBN Tower, (Letterbox 107), 10 Jalan P 

Ramlee, 50250 Kuala Lumpur, Malaysia

Contact: Shelina Razaly Wahi  

Tel: +603 2035 6883 

Fax: +603 2035 6882 

Email: shelina@abdullahchan.my 

Web: www.abdullahchan.my 

Activities: Aviation Finance & Leasing, including acquisitions, 

maintenance and related service contracts 

ABL Aviation 
Address: 59 Merrion Square, Dublin 2, Ireland 

Web: ablaviation.com/ 

Activities: Aircraft Leasing         

Contacts: 

Ali Lmadani 

Email: ali.b@ablaviation.com 

Tel: +353 1 234 0074   

Chris Qiwei Huang 

Tel: +353 1 571 0218   

Email: chris.h@ablaviation.com 

 

Vikas Chaitanya Konakanchi 

Email: vikas.k@ablaviation.com  

Matthew Lowe 

Tel: +353 1 234 0074   

Email: matthew.l@ablaviation.com 

Shane McCarthy 

Email: Shane.M@ablaviation.com

 

ABn AMRO Bank n.V. 
Contact: Floris Arts 

Address: 3012 AE, Coolsingel 93, Rotterdam, The Netherlands

Tel: +31 610953238   

Email: floris.arts@nl.abnamro.com   

Activities: Banker

    

Abogados Sierra 
Contact: Juan Manuel Estrada Sanchez 

Address: Prolonganción Reforma 1190, Cruz Manca Santa Fé, 

05349 Ciudad de México, D.F.  Mexico 

Tel: +52 55 52 92 78 14 

Fax: +52 55 52 92 78 06 

Email: jestrada@asyv.com 

Web: asyv.com

Activities: Aircraft Finance and Leasing, Aviation Law, Corporate 

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z
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Accenture
Address: 1345 Avenue of the Americas, New York, NY New York, 

10105, USA

Tel: +1 877 889 9009 /Outside US +1 571 434 5003 

Fax: +1 917 527 9915 

Email: www.accenture.com/us-en/contact-us

Web: www.accenture.com/us-en/travel

Activities: Strategy, Consulting, Digital, Technology, Operations

Contact: Cynthia Jarvis

Email: cynthia.jarvis@accenture.com 

Activities: Consulting

ACiA Aero Leasing 
Contact: Michael Adams 

Address: 7 Fields Terrace, The Triangle, Raneleigh, Dublin 6, 

Ireland 

Tel: +27 11 707 4000   

Email: michael.adams@acia.aero 

Web: www.acia.aero 

Activities: Aircraft Leasing 

Contact: Michael Adams 

Address: Building 4, Cedar Office Esate, Cedar Road, Fourways, 

Johannesburg, South Africa 

Tel: +27 11 707 4000

Email: michael.adams@solenta.com 

  

ACMG 
Contact: Alan Hedge 

Address: 2033 Sixth Ave, Suite 830, Seattle, WA, USA 

Tel: +1 206 801 8472   

Email: ahedge@acmg.aero 

Web: www.cargofacts.com 

Activities: Freighter aircraft and conversion market forecasting 

and research.     

   

Acumen Aviation  
Contact: Martin Corcoran - VP Business Development  

Address: Canal House, Northumberland Road, Dublin 4, D04 

P9V4, Ireland  

Tel: +353 1 5677106    

Email: info@acumenaviation.in  

Web: www.acumenaviation.ie  

Activities: Aircraft Asset Management

    

Addleshaw Goddard LLP 
Address: Milton Gate, 60 Chiswell Street, London EC1Y 4AG, UK 

Contacts: 

Rebecca Garner 

Tel: +44 207 160 3093   

Email: rebecca.garner@addleshawgoddard.com 

Web: www.addleshawgoddard.com 

Activities: Aviation Finance  

Rory MacCarthy 

Tel: +44 207 880 5657   

Email: rory.maccarthy@addleshawgoddard.com 

Angus Hortop 

Tel: +44 207 160 3203   

Email: angus.hortop@addleshawgoddard.com 

Andrew Carswell  

Address: One St Peter’s Square, Manchester, M2 3DE, UK 

Tel: +44 161 934 6156   

Email: andrew.carswell@addleshawgoddard.com 

AELiS Group A.S. 
Address: Namestie Slobody 24, Bratislava, Slovakia 

Tel: +421 232 112 610

Web: www.aelisgroup.com 

Activities: Aircraft leasing and trading 

Contacts: 

Veronika Vizvaryova  

Email: Veronika.Vizvaryova@aelisgroup.com 

Philippe Lienard 

Tel: +421 232 112 610   

Email: philippe.lienard@aelisgroup.com

   

AerCap 
Contact: Gillian Culhane 

Address: AerCao House, 65 St. Stephen’s Green, Dublin 2,  

Ireland  

Tel: + 353 1 8192010   

Email: communications@aercap.com 

Web: www.aercap.com  

Activities: Aircraft Leasing 

    

Aerfin 
Contact: Auvinash Narayen 

Address: Unit D, Bedwas Industrial Estate, 2 Greenway, CF23 

8SF Caerphilly, UK 

Tel: +44 77 66 384 581   

Email: auvinash.narayen@aerfin.com 

Web: www.aerfin.com 

Activities: Acquisitions and Leasing

   

Aergo Capital 
Address: 38 Wellington Road, Dublin, Ireland 

Web: www.aergocapital.com 

Activities: Aircraft Leasing           

Contacts: 

Cian Brennan 

Tel: +353 86 736 7362   

Email: cbrennan@aergocapital.com 
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Colin Marnane 

Tel: +353 86 048 7799   

Email: Colinm@aergocapital.com 

Fred Browne

Tel: +44 7880 199 222   

Email: fred.browne@aergocapital.com

Lorraine Carew

Tel: +353 87 236 1010   

Email: lcarew@aergocapital.com

Sean O’Buachalla 

Tel: +62 811 992565   

Email: seanob@aergocapital.com

Gerry Power

Tel: +353 87 256 8122   

Email: gpower@aergocapital.com

James Dwye

Tel: +353 86 631 6301   

Email: jdwyer@aergocapital.com 

Lorraine Carew

Tel: +353 87 236 1010 

Email: Lcarew@aergocapital.com

Eddie Browne

Tel: +353 1 6761077   

Email: marketsupport@aergocapital.com 

Martin Browne

Tel: +353 87 643 2623

Email: mbrowne@aergocapital.com

Mark Craig

Tel: +353 87 774 0135

Email: mcraig@aergocapital.com

Nathan Riggs

Tel: +1 917 214 0663

Email: nriggs@aergocapital.com

    

Niall Strumble

Tel: +353 87 943 9976

Email: nstrumble@aergocapital.com

Owen Croucher

Email: ocroucher@aergocapital.com

       

Pearl Grouse

Tel: +353 87 699 3007   

Email: pgrouse@aergocapital.com

Stan Barnes

Tel: +353 87 838 3159

Email: sbarnes@aergocapital.com

Steve Parkinson

Tel: +254 728 523 098   

Email: steve@aergocapital.com

Tom Vervoort

Tel: +353 85 755 1007

Email: tvervoort@aergocapital.com

Virginia Walker

Tel: +353 87 112 3729   

Email: vwalker@aergocapital.com

 

    

Aerlex Law Group 
Address: 2800 28th Street, Santa Monica, CA  90405, USA 

Web: www.aerlex.com 

Activities: Aviation attorneys specializing in the acquisition and 

operation of aircraft and all related matters. 

Contacts: 

Stephen R. Hofer, President 

Tel: +1 310 3925200 

Email: shofer@aerlex.com 

Amanda Applegate, Partner

Tel: +1 310 3925200

Email: aapplegate@aerlex.com 

Vicky Boladian, CEO - Aerlex Tax Services   

Tel: +1 3103925200   

Email: vboladian@aerlex.com 

Brian Monkarsh, Senior Counsel - Commercial Aircraft  

Tel: +1 310 3925200

Email: bmonkarsh@aerlex.com 

Sarah Northcraft Spann, Transactional Attorney  

Tel: +1 310 3925200

Email: sspann@aerlex.com

Craig Weller, Of Counsel    

Tel: +1 310 392 5200   

Email: cweller@aerlex.com                                            

Douglas Stuart, Of Counsel    

Tel: +1 310 392 5200   

Email: dstuart@aerlex.com                                            
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Aero norway AS 
Contact: Sonia Tindall 

Address: Flyplassvegen 220,  4055 Sola, Norway 

Tel: +47 5164 2000

Email: enquiries@aeronorway.no 

Web: www.aeronorway.no

Activities: MRO services for CFM56®

    

Aero Tool & Engineering 
Contact: Doris Henson

Address: 3445 Webb Garden Drive, USA 

Tel: +1 2143521969

Email: dhenson8@tx.rr.com

Activities: Tooling for General Electric Engines

Aerocardal 
Contact: Alejandro Vega Irribarra 

Address: Diego Barros Ortiz 2065 Pudahuel, Santiago, Chile 

Email: alejandro.vega@aerocardal.com

Web: www.aerocardal.com

AeroCentury Corp. 
Contact: Michael Magnusson 

Address: 1440 Chapin Ave, Suite 310, Burlin Game, USA 

Tel: +1 6503401888

Fax: +1 6506963929

Email: leasing@aerocentury.com 

Web: www.aerocentury.com 

Activities: Leasing and Finance      

  

Aeroflot Russian Airlines 
Contact: Aeroflot Russian Airlines 

Address: 10 Arbat Street Moscow, Russia 

Tel: +7 495 752 90 71 

Fax: +7 495 753 86 39 

Email: presscentr@aeroflot.ru 

Web: www.aeroflot.ru 

Activities: Airline

                                        

Aerolineas Argentinas 
Contact: Echecopar, Juan 

Address: Aeroparque Jorge Newbery, Av Rafael Obligado S/N, 

Corporte Building T4, 4th Floor, Argentina 

Tel: +54 11 3723 9180   

Email: jechecop@aerolineas.com.ar 

Web: www.aerolineas.com.ar 

Activities: Fleet Planning

                        

                

Aeromexico 
Contact: Karen Altagracia Olivo Santana 

Address: Paseo De La Reforma 445, Col Cuauhctemoc, México 

Email: Kolivo@Aeromexico.com 

Web: www.aeromexico.com/en-us 

Activities: Transportation 

                             

          

AeroPerspectives 
Contact: Rick Adams 

Address: Rue Vermeille, 30, France 

Tel: +33 434 10 77 05   

Email: rickadams@aeroperspectives.com 

Web: aeroperspectives.com 

Activities: Communications Consulting  

                                      

Aerospance Executive Support Service, LLC 
Contact: Rick Sine 

Address: 5743 Old Woods Ln, Bainbridge Island, WA 98110, USA 

Tel: +1 206 334 5050 

Fax: +1 206 855 1300 

Email: ricksine1@msn.com   

Activities: Aerospace Consultancy

                                        

Aerotask FZCO 
Address: Dubai Airport Freezone, Building 5EB, Office 247, 

P.O.Box 371719, Dubai, UAE 

Web: www.aerotask.ae/ 

Activities: Aviation Consultancy                                         

Contact: Marian Pistik 

Tel: +971 4 250 0373 

Email: marian.pistik@aerotask.ae 

Affinity Capital Exchange inc. 
Contact: Atanas Christov, President & CEO 

Address: 1 Little West 12th Street, New York, NY 10014, USA 

Tel: +1 646 455 1230 

Fax: +1 646 455 1223 

Email: achristov@afcx.co 

Web: afcx.co 

Activities: Financial Exchange designed and operated in 

partnership with NASDAQ, Institutional Capital Market for loyalty-

point backed securities (PBS), The first electronic exchange for 

PBS. ACE serves loyalty sponsors, operators, and institutional 

clients as well as global liquidity providers and institutional 

investors. 

Contact: Ronald Vissey 

Address: 333 George St, Sydney, NSW, 2000, Australia 

Tel: +61 2 860 7 8373 

Email: rvissey@afcx.co
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Air Côte d’ivoire 
Address: 07 BP 592 Abidjan 07 Côte d’Ivoire, France 

Web: www.aircotedivoire.com 

Activities: West and Central Africa 

Contacts: 

Yacouba Fofana 

Tel: +225 20 25 10 51/52  +225 21 75 00 55/56 

Fax: +225 20 21 96 61  +225 21 58 07 34 

Email: ya.fofana@aircotedivoirecom 

René Decurey 

Tel: +225 21 75 00 50 

Fax: +225 21 58 07 87 

Email: re.decurey@aircotedivoire.com

 

Air France - kLM 
Contact: Aurelie Vandevooghel 

Address: 45 Rue De Paris, France 

Tel: +33 149 89 53 82   

Email: auvandevooghel@airfranceklm.com 

Web: www.airfranceklm-finance.com 

Activities: Senior legal counsel - Banking & Finance

 

Air Greenland inc. 
Contact: Jacob Nitter Sørensen 

Address: PO Box 1012, Greenland 

Tel: +299 34 34 34   

Email: info@airgreenland.gl 

Web: www.airgreenland.com 

Activities: Scheduled air traffic

               

                         

Air Macau 
Contact: Xiao Mingchuan 

Address: Macau Macau 

Tel: +853 66695733   

Email: ming.xiao@airmacau.com.mo 

Web: www.airmacau.com.mo 

Activities: Engineering and operation

                          

              

Air Mandalay Limited 
Address: No. 1(A), Pyay Road, 5 1/2 Miles, Hlaing Township, 

Yangon, Myanmar 

Web: www.airmandalay.com 

Contacts: 

Selva Kumar 

Tel: +95 1 525488 

Fax: +95 1 532275 

Email: ceo@airmandalay.com 

Zaw Min Aung 

Tel: +95 1 525488 

Fax: +95 1 532275 

Email: coo@airmandalay.com

                              

Airbus 
Contact: Juan Manuel Carracedo    

Tel: +34 619616351   

Email: juan.carracedo@airbus.com   

Activities: Sales 

                                        

Airbus Bank 
Contact: Tom Dreckmann 

Address: Karlstr. 7, 80333 Munich, Germany 

Tel: +49 0 892901405845 

Fax: +49 0 892901405719 

Email: tom.dreckmann@airbus-group-bank.com 

Web: www.airbus-group-bank.com 

Activities: Banking - asset based financing

                                        

Aircraft Finance Germany GmbH 
Contact: Christian Nuehlen 

Address: Niedenau 13-19, 60325 Frankfurt am Main, Germany 

Tel: +49 69 7680709912   

Email: christian.nuehlen@aircraftfinancegermany.com 

Web: www.aircraftfinancegermany.com 

Activities: Aircraft Transactions, Aircraft Financing, Aircraft 

Leasing           

                             

Aircraft Leasing and Management 
Address: 2 Maidenbower Office Park, Balcombe Road, Crawley, 

West Sussex, RH10 7NN, UK 

Web: www.alm-lease.co.uk 

Activities: Aircraft Management, Leasing and Trading  

Contacts: 

Alan Robinson 

Tel: +44 1293 567656 

Fax: +44 1293 567821 

Email: alanr@alm-lease.co.uk 

Roy Webber       

Email: royw@alm-lease.co.uk 

                             

Airinsight 
Contact: Addison Schonland 

Address: 2937 Bartol Ave BaltimoreMD 21209, USA 

Tel: +1 858 536 9900   

Email: aschonland@airinsight.com 

Web: airinsight.com 

Activities: Commercial aviation
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Airline information Research 
Address: 3 Old House Circle, USA 

Web: airlineinfo.com 

Activities: DOT Dockets - Pleadings & Orders

 

Contacts: 

Frank Avent 

Tel: +1 703 489 9801   

Email: frank@airlineinfo.com 

Michael Orr      

Email: mike.orr@airlineinfo.com

                              

Airlines international 
Contact: Guy BattisTella 

Address: Blvd. de la Cambre 36/4, 1000 Brussels, Belgium 

Tel: +32 2 546 10 60   

Fax: +32 2 546 10 70 

Web: www.aire.aero 

Activities: Airline Association

                                        

Contacts: 

Sylviane Lust 

Tel: +32 2 546 10 60 

Email: sylviane.lust@aire.aero 

Jane Ellis 

Tel: +32 2 546 10 60 

Email: jane.ellis@aire.aero 

                             

Airport Minority Advisory Council 
Contact: Krystal Brumfield 

Address: P. O. Box 71560, Washington, DC 20024, USA 

Tel: +1 703 414 2622   

Email: info@amac-org.com 

Web: www.amac-org.com 

Activities: Trade Association             

Contact: Shahara Anderson-Davis 

Email: sanderson-davis@amac-org.com

 

Air Support 
Contact: Kristoffer Sejer Brødløs 

Address: Nimbusvej 9, 7190 Billund, Denmark 

Tel: +45 7533 8889 

Fax: +45 7533 2589 

Email: sales@airsupport.dk 

Web: www.ppsflightplanning.com 

Activities: Flight Planning Software

                                        

Alegre, Calderón y Márquez Abogados, S.C. 
Address: Orizaba # 101 - 206, Col. Roma, Mexico 

Web: www.acym.com.mx 

Activities: Consulting and negotiation of aircraft and equipment 

leasing, finance, interchange, operating permits, airport services 

and related services. 

Contacts: 

Javier Christlieb 

Tel: +5255 5511 7739 

Fax: +5255 5511 3138 

Email: jchristlieb@acym.com.mx 

Carlos Campillo

Tel: +5255 5511 7739 

Fax: +5255 5511 3138 

Email: ccampillo@acym.com.mx  

                            

ALL4JETS 
Contact: ALL4JETS  

Address: 17 Stycznia 48, 02-146 Warsaw, Poland 

Tel: +48 600 377 277   

Email: office@all4jets.com 

Web: www.all4jets.com 

Activities: MRO (line and heavy for ATR, Q400, Ejet, 737, A321 

incl paint hangar), MTO (B1 & B2 ATR, Q400, Erj, Ejet, 737, A321), 

CAMO (ATR, Q400, Erj, Ejet, 737, A321, 787), ATO (Q400, Ejet), 

we offer tailored solutions for lessors, asset owners, operators 

incl. predelivery engine & aircraft checks, valuations, delivery, 

asset management, storage, etc.  

Contact: Andrzej Niderla

Tel: +48 600 745 267

Email: andrzej.niderla@all4jets.com 

                             

Allegiant Air 
Contact: Robert Neal 

Address: 11609 Cameo Ave, USA 

Tel: +1 702 419 6630   

Email: robert.neal@allegiantair.com 

Web: www.ir.allegiantair.com 

Activities: Fleet, corporate finance transactions, capital planning                                        
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Allen & Overy 
Address: One Bishops Square, London, E1 6AD, UK  

Web: www.allenovery.com/expertise/practices/finance/Pages/

asset-finance.aspx 

Activities: Recognised as a world leading aviation practice 

(Chambers UK & Global 2016 and Legal 500). The team advised 

banks, lessors, funds, airlines and arrangers on the full spectrum 

of aviation transactions.  

Contacts: 

Mario Jacovides 

Tel: +44 2030880000   

Email: mario.jacovides@allenovery.com 

Kevin Young 

Email: kevin.young@allenovery.com 

                             

Alliance Airlines 
Contact: Lee Schofield 

Address: 81 Pandanus Avenue, Brisbane Airport, Australia 

Tel: +61 7 3212 1521   

Email: lschofield@allianceairlines.com.au 

Web: www.allianceairlines.com.au 

                                         

Alton Aviation Consultancy 
Address: 380 Lexington Avenue, 17th Floor, New York, New York 

10168, USA 

Web: www.AltonAviation.com 

Activities: Aircraft Leasing & Financing Advisory, Appraisals, 

Market and Investment Analysis, Due Diligence 

Contacts: 

John J. Mowry 

Tel: +1 212 256 8477   

Email: john.mowry@altonaviation.com 

Laetitia Achille

Tel: +1 212 256 8476   

Email: laetitia.achille@altonaviation.com 

Adam Cowburn 

Address: 136 Des Voeux Road Central, Suite 903, Central, Hong 

Kong 

Tel: +852 8191 3028   

Email: adam.cowburn@altonaviation.com 

Ma Min 

Address: 8 Guanghua Dongli, China Overseas Plaza, South 

Tower, Floor 11, Suite A053, Chaoyang, Beijing 100020, China 

Tel: +86 10 8598 4981   

Email: min.ma@altonaviation.com

 

Adam Guthorn 

Address: 380 Lexington Avenue, 17th Floor, New York, New York 

10168, USA 

Tel: +1 212 301 0572   

Email: adam.guthorn@altonaviation.com

Amedeo 
Address: 29-30 Cornhill, London, EC3V 3NF, UK 

Web: www.amedeo.aero

Activities: Widebody operating lessor

                                        

Contacts: 

Irena Badelska 

Tel: +44 207 621 6513 

Fax: +44 207 929 3002 

Email: irena.badelska@amedeo.aero 

Mark Lapidus 

Tel: +44 207 621 6500   

Email: mark.lapidus@amedeo.aero 

Activities: Widebody operating lessor

                                        

AOGsmart 
Contact: Freddie Ilouno 

Address: Kemp House 152 City Road London, London EC1V 2NX,  

UK 

Tel: +44 798 214 6409   

Email: info@aogsmart.com 

Web: www.aogsmart.com 

Activities: multiple resource trading app on single platform: parts 

tooling and logistics. Helping reduce AOG time by up to 50%

                                        

Aon Uk Ltd. 
Contact: David Reed 

Address: The Aon Centre, The Leadenhall Building, 122 

Leadenhall Street, London, EC3V 4AN, UK 

Tel: +44 20 7086 2980 

Fax: +44 20 7086 3355 

Email: david.reed@aon.co.uk 

Web: www.Aon.com 

Activities: International Insurance Brokers 

                                       

Aozora Asia Pacific Finance Limited 
Address: Suites 1501-03, Two Exchange Square, 8 Connaught 

Place, Central Hong Kong, Hong Kong 

Web: www.aozora-apf.com 

Activities: Aviation Finance/Structure Finance

Contacts: 

Joyce LIU Shuang

Tel: +852 2108 2849 

Fax: +852 2295 0191 

Email: joyceliu@aozora-apf.com 

Kunihiko Arai 

Tel: +852 2108 2849 

Fax: +852 2295 0191 

Email: k.arai@aozora-apf.com 
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Aozora Bank, Ltd. 
Contact: Masaharu Ogino 

Address: 6-1-1, Kojimachi, Chiyodaku Tokyo 102-8660, Japan 

Tel: +813 6752 1138 

Email: m.ogino@aozorabank.co.jp 

Web: www.aozorabank.co.jp/english/ 

Activities: Finance                     

      

             

Appleby 
Contact: Fiona Chan 

Address: 2206-19, Jardine House, 1 Connaught Place, Central 

Hong Kong, Hong Kong 

Tel: +852 2905 5760   

Email: fchan@applebyglobal.com 

Web: www.applebyglobal.com/ 

Activities: Asset Finance, Banking & Finance

                                        

Ariana Afghan Airlines  
Contact: Ahmad Shah Ahmadzai  

Address: Kabul, Afghanistan  

Tel: +93 788258788   

Email: cfo@flyariana.com 

Web: www.flyariana.com 

Activities: Dubai, Delhi, Turkey, Moscow, China  

                                       

Arnold & Porter kaye Scholer LLP 
Address: 601 Massachusetts Ave, NW, Washington, DC 20001, 

USA 

Web: www.apks.com 

Activities: National Security and Government Contracts                                        

Contacts: 

Daniel Hartnett 

Address: 70 West Madison Street, Chicago, IL 60602, USA 

Tel: +1 312 583 2380 

Fax: +1 312 583 2360 

Email: daniel.hartnett@apks.com 

Henry Morriello 

Address: 250 West 55th Street, New York, NY 10019, USA 

Tel: +1 212 836 7170 

Fax: +1 212 836 8689 

Email: henry.morriello@apks.com 

Ingrid Kalisch 

Address: Bockenheimer Landstrasse 25, 60325 Frankfurt, 

Germany 

Tel: +49 69 25494 250 

Fax: +49 69 25494 544 

Email: ingrid.kalisch@apks.com 

Jeffrey Smith 

Address: 601 Massachusetts Ave, NW, Washington, DC 20001, 

USA 

Tel: +1 202 942 5115 

Fax: +1 202 942 5999 

Email: jeffrey.smith@apks.com 

Michael Mulitz 

Address: 250 West 55th Street, New York, NY 10019, USA 

Tel: +1 212 836 7532 

Fax: +1 212 836 8689 

Email: michael.mulitz@apks.com 

Activities: Aviation Finance & Leasing; Structured Finance; 

Private Equity; National Security and Government Contracts; 

Aviation Litigation 

Charles Blanchard 

Address: 601 Massachusetts Ave, NW, Washington, DC 20001, 

USA

Tel: +1 202 942 5805 

Fax: +1 202 942 5999 

Email: charles.blanchard@apks.com                              

Nicholas Townsend 

Address: 601 Massachusetts Ave, NW, Washington, DC 20001, 

USA 

Tel: +1 202 942 5249 

Fax: +1 202 942 5999 

Email: nicholas.townsend@apks.com 

Ronald Henry 

Address: 601 Massachusetts Ave, NW, Washington, DC 20001, 

USA 

Tel: +1 202 942 6866 

Fax: +1 202 942 5999 

Email: ronald.henry@apks.com 

Stuart Axford 

Address: Tower 42, 25 Old Broad Street, London EC2N 1HQ, UK 

Tel: +44 20 7786 6225 

Fax: +44 20 7786 6299 

Email: stuart.axford@apks.com 

Thad Dameris 

Address: 700 Louisiana Street, Suite 4000, Houston, TX 77002, 

USA 

Tel: +1 713 576 2402 

Fax: +1 713 576 2499 

Email: thad.dameris@apks.com 

Activities: Aviation Litigation 

                                       

Bill Fellerhoff 

Address: 70 West Madison Street, Chicago, IL 60602, USA 

Tel: +1 312 583 2390 

Fax: +1 312 583 2360 

Email: william.fellerhoff@apks.com 

Activities: Aviation Finance & Leasing; Structured Finance; 

Private Equity
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Arthur Cox 
Address: Ten Earlsfort Terrace, Dublin 2, Ireland 

Web: www.arthurcox.com 

Activities: Aircraft Leasing and Tax 

Contacts: 

Caroline Devlin 

Tel: + 353 1 9201224   

Email: caroline.devlin@arthurcox.com 

Kathleen Garrett 

Tel: + 353 1 9201174   

Email: kathleen.garrett@arthurcox.com 

Ultan Shannon 

Email: ultan.shannon@arthurcox.com

                    

Asia Aviation Capital 
Contact: Harry Forsythe 

Address: 6 Battery Road #29-04 Singapore 049909 

Tel: +65 6228 9492   

Email: harryforsythe@aacapital.aero   

Activities: Aircraft Leasing 

Contact: Colin Joyce 

Address: Dublin Ireland 

Email: colinjoyce@aacapital.aero                              

                                         

Astro Aircraft Leasing Co., Ltd. 
Contact: Johnny Lau 

Address: 401B Empire Centre, 68 Mody Road, Tsimshatsui, 

Kowloon, Hong Kong 

Tel: +852 23687978 

Fax: +852 23687188 

Email: johnny.lau@astroleasing.com 

Web: www.astroleasing.com 

Activities: Aviation Consultant 

                                       

ATG AirLease 
Contact: Arnold Leonora 

Address: 4002 Highway 78 # 530-324, USA 

Tel: +1 4046719253   

Email: aleonora@ablgroup.com   

Activities: Aircraft Leasing in niche markets

                                        

Atlantic Aviation Group 
Contact: Margareta Vrablova 

Address: Atlantic Aviation Group, Shannon Airport, Shannon, Co 

Clare, Ireland 

Tel: +353 87 3501824    

Email: aerosales@atlanticaviation.ie 

Web: www.atlanticaviation.ie 

Activities: Aircraft Maintenance (MRO), Part 21 Design Services, 

CAMO, Part 147 Atlantic Aviation Institute

ATR 
Contact: Karine Guenan 

Address: 1 allée Pierre Nadot - 31712 Blagnac Cedex, France 

Tel: +33 562216221   

Email: karine.guenan@atr-aircraft.com 

Web: www.atraircraft.com 

Activities: OEM          

                              

Atsumi & Sakai
Contact: Hiroo Atsumi

Address: Fukoku Seimei Bldg, 2-2-2 Uchisaiwaicho Chiyoda-ku, 

Tokyo 100-0011, Japan

Tel: +81 0 3 5501 2111

Fax: +81 0 3 5501 2211

Email: info@aplaw.jp

Web: www.aplaw.jp/en

Activities: banking and finance, structured finance, asset 

finance, regulation, capital markets, antitrust/competition, 

M&A, joint ventures, private equity, energy, project finance, 

investment funds, real estate, construction, dispute resolution, 

litigation, arbitration, insolvency, risk management/ compliance/ 

corporate governance, general corporate, IP/IT, tax, insurance, 

restructuring, employment, TMT, sports, entertainment, life 

sciences

Avation PLC 
Address: 65 Kampong Bahru Road, Singapore 

Fax: +65 6252 5158 

Web: www.avation.net   

Activities: Aircraft Leasing and Trading 

Contacts: 

Ashley Nicholas, Director, Corporate Finance 

Tel: +65 9722 3755 

Email: ashley@avation.net 

Richard Wolanski, Finance Director 

Tel: +65 6252 2077

Email: richard.w@avation.net 

                                         

Rod Mahoney 

Tel: +65 6252 2077 

Email: rod.m@avation.net 

Sankalp Garg 

Tel: +65 62522077 

Email: sankalp@avation.net 

Activities: VP Marketing
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Avia Traffic Company 
Contact: Asel Keldibaeva - manager of Commercial Dep. 

Address: 720005, 26 Panfilov str., Bishkek c. Kyrgyzstan 

Email: manager@aero.kg 

Web: www.aero.kg 

Activities: Passenger Transportation 

Contact: Natalia Smolenskaya - Referent 

Address: 720005, 26 Panfilov str., Bishkek c. 

Email: atc@aero.kg   

         

                  

Avianca 
Contact: Jose Yunda 

Address: Avenida Calle 26 #59-15. Bogota D.C, Colombia 

Tel: +57 1 885 1489   

Email: jose.yunda@avianca.com 

Web: www.avianca.com 

                                         

Aviation Capital Group 
Address: 840 Newport Center Drive, Suite 300, Newport Beach, 

CA 92660, USA 

Tel: +1 949 219 4600 

Fax: +1 949 219 4660   

Web: www.AviationCapitalGroup.com 

Activities: Aircraft leasing, management, and trading

                                        

Contacts: 

Dave Vernon 

Tel: +1 949 463 5913   

Email: david.vernon@aviationcapital.com 

Gordon Grant 

Tel: +1 949 219 4664   

Email: gordon.grant@aviationcapital.com 

                                       

Khanh T. Tran 

Tel: + 1 949 219 3696   

Email: khanh.t.tran@aviationcapital.com

 

Aviation Finance/Stellwagen Group 
Contact: Nancy Wilson Brothers 

Address: 45 Essex Street Millburn NJ 07041, USA 

Tel: +1973 232 6350   

Email: nbrothers@avfinco.com   

Activities: Aviation Finance and Capital Markets

       

                                 

Aviation investment Management LLP 
Web: currently under construction 

Activities: Aircraft finance and leasing, Airline and Investor 

advisory.  

Contact: Nick Bowyer    

Tel: +44 771 270 3380   

Email: nbowyer@aviationim.com 

Contact: Chris Taylor   

Tel: +44 771 270 1737   

Email: ctaylor@aviationim.com  

                            

Aviation Management Services k.k. 
Contact: Noriko Nozaki 

Address: 7F, Toramon 40 MT Bldg, 5-13-1, Toramon, Minato-ku, 

Tokyo 105-0001, Japan 

Tel: +81 70 4156 0575   

Email: noriko.nozaki@aviation-ms.com 

Web: www.aviation-ms.com 

Activities: Arranger  

                                      

Aviation Specialists Group, inc. 
Contact: Fred J Klein 

Address: 610 Herndon Parkway, Suite 600-A, USA 

Tel: +1 703 736 9700 

Fax: +1 703 736 0505 

Email: fred@asgroup.aero 

Web: www.asgroup.aero 

Activities: Commercial aircraft valuations and market analysis 

                                       

Avion Express 
Contact: Arturas Vegys 

Address: Konstitucijos pr 21A, Vilnius, Lithuania 

Tel: +37 061263014   

Email: avegys@flyavex.com 

Web: www.flyavex.com 

Activities: Fleet planning 

                                       

Avion Law 
Contact: Richard Pearson 

Address: 4695 MacArthur Court, Suite 1100, Newport Beach, 

California 92660, USA 

Tel: +1 949 798 5729   

Email: richard.pearson@avionlaw.com 

Web: www.avionlaw.com 

Activities: Aviation Law - Transactional, Tax, Regulatory, Litigation 

& Finance
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Avmax 
Contact: Monica Sardi 

Address: 2055 Pegasus Road NE, Calgary, Alberta, T2E 8C3, 

Canada 

Tel: +1 403 291 2464   

Email: monica.sardi@avmax.com 

Web: www.avmax.com 

Activities: Aircraft leasing, maintenance, spares trading 

Contact: Andrew Cunningham 

Address: 23 Cliff Drive, Cromer, NR27 0AW, UK 

Tel: +44 7900 411203   

Email: andrew.cunningham@avmax.com

                              

Avocet insurance Consultants 
Contact: Barry Moss 

Address: 48 Church Street, Orford, Suffolk IP12 2NT, UK 

Tel: +44 20 3713 9515   

Email: info@avocet.eu 

Web: www.avocet.eu 

Activities: Aviation insurance advisory to aircraft financiers and 

lessors 

                                       

Avolon 
Address: Shelbourne Road, Ballsbridge, Dublin 4, Ireland 

Tel: +353 1 231 800    

Email: info@avolon.aero 

Web: www.avolon.aero  

Activities: Aircraft Leasing

                                        

Avolon Aerospace Leasing 
Web: www.avolon.aero 

Contact: Paul Geaney 

Address: 505 5th Avenue New York, New York, 10017, USA 

Tel: +1 6466098970   

Email: pgeaney@avolon.aero 

                                        

Contact: Stephen Quinn 

Tel: +353 012315819   

Email: squinn@avolon.aero 

                                        

Bahamasair Holdings Limited 
Contact: Prince Albert Storr 

Address: Lynden Pindling Intl Airport, Bahamas 

Tel: +1 2427024130 

Fax: +1 242702-4189 

Email: pstorr@bahamasair.com 

Web: www.bahamasair.com 

Activities: Commercial Airline

                        

                

Banco Santander 
Address: Calle Gran Via de Hortaleza 5 - Edificio Pedreña, 

Madrid, Spain 

Web: www.gruposantander.com 

Activities: Aviation Finance 

Contacts: 

Antonio Perez Ramirez 

Tel: +34 912893651   

Email: anrperez@gruposantander.com 

Alvaro Baillo Moreno 

Tel: +34912899456   

Email: abaillo@gruposantander.com 

                             

Bank of China, USA 
Contact: Li Wan 

Address: 1045 Avenue of the Americas, New York, New York, 

USA 

Tel: +1 2122933897   

Email: liwan@bocusa.com 

Web: www.bocusa.com 

Activities: Aircraft Finance

                                        

Bank of ireland Corporate Banking 
Contact: Frank Schmitt 

Address: Burlington Plaza 2, Burlington Road, Ireland 

Tel: +353 7662 44613   

Email: frank.schmitt@boi.com   

Activities: Lessor finance, corporate banking, escrow.

                                        

Barclays 
Contact: George Kim 

Address: 745 Seventh Ave, New York, NY 10019, USA 

Tel: 1 212 526 0638   

Email: george.kim@barclays.com   

Activities: Transportation Finance  

                                      

Barings 
Contact: Andrew Kleeman 

Address: 1500 Main Street, Suite 2200, PO Box 15189, 

Springfield MA 01115, USA 

Tel: +1 413 226 1656   

Email: andrew.kleeman@barings.com 

Web: www.Barings.com 

Activities: Senior Debt Aviation Financing

           

                             

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z
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Basch & Rameh 
Contact: Isabella Vilhena 

Address: Rua Clarice Índio do Brasil, 19 - Botafogo - Rio de 

Janeiro - RJ Brazil 

Tel: +55 21 2221-4334 

Fax: +55 21 2221-8007 

Email: isabella.vilhena@baschrameh.com.br 

Web: www.baschrameh.com.br 

Activities: Aviation Finance 

   

                                    

Bellinger Asset Management 
Address: Level 12, 92 Pitt Street, Sydney, Australia 

Web: www.bellingeram.com 

Activities: Investment origination and Asset management 

Contacts: 

Rene Mansveld 

Tel: +61 2 9025 9546 

Fax: +61 2 9025 9544 

Email: rene.mansveld@bellingeram.com 

Peter Walter 

Address: 68 King William Street, Monument, London, EC4N 7DZ, 

UK

Tel: +44 203 617 1600    

Email: peter.walter@bellingeram.com

                              

Bermuda Civil Aviation Authority 
Contact: Thomas Dunstan 

Address: P.O. Box GE 218, St. George, Bermuda 

Tel: +1 441 293 1640 

Fax: +1 441 293 0408 

Email: info@bcaa.bm 

Web: www.bcaa.bm 

Activities: Bermuda Aircraft Registry 

                                       

Bernstein Research 
Contact: Daniel Roeska 

Address: 50 Berkeley Street, London W1J 8SB, UK 

Email: daniel.roeska@bernstein.com 

Web: www.bernsteinresearch.com 

Activities: Equity Research

                                        

Berwin Leighton Paisner 
Address: 25th Floor, Dorset House, Taikoo Place, 979 King’s 

Road, Quarry Bay, Hong Kong 

Fax:  +852 2327 9321 

Web: www.blplaw.com 

Activities: BLP’s aviation practice focuses on equipment 

manufacturing and procurement, finance, airline leasing and 

maintenance operations and economic regulation.

Contacts: 

Jackson Chow 

Tel: +852 3143 8490  

Email: jackson.chow@blplaw.com 

Contact: 

Nigel Ward  

Tel: +852 3143 8439  

Email: nigel.ward@blplaw.com 

   

Simon Spells 

Address: 9 Raffles Place, #24-01 Republic Plaza, 048619, 

Singapore 

Tel: +65 6571 6623 

Fax: +65 6238 0737 

Email: simon.spells@blplaw.com 

                               

William Ho 

Address: 25th Floor, Dorset House, Taikoo Place, 979 King’s 

Road, Quarry Bay, Hong Kong 

Tel: +852 3143 8489  

Fax: +852 2327 9321 

Email: william.ho@blplaw.com 

                                        

Berwin Leighton Paisner LLP 
Address: Adelaide House, London Bridge EC4R 9HA, UK 

Web: www.blplaw.com 

Activities: BLP’s aviation practice focuses on equipment 

manufacturing and procurement, finance, airline leasing and 

maintenance operations and economic regulation. 

Contacts: 

Rebecca Quayle 

Tel: +44 20 3400 4006   

Email: rebecca.quayle@blplaw.com 

Jamie Wiseman-Clarke 

Tel: +44 20 3400 4813   

Email: Jamie.Wiseman-Clarke@blplaw.com 

Sulagna Roy 

Tel: +44 20 3400 4257   

Email: Sulagna.Roy@blplaw.com

 

Geoffrey Dillon-Leetch 

Tel: +44 20 3400 3401   

Email: Geoffrey.Dillon-Leetch@blplaw.com 
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Bird & Bird 
Contact: Leo Fattorini 

Address: 2 Shenton Way, #18-01 Sgx Centre 1 Singapore 068804 

Tel: +65 6428 9434 

Fax: +65 6223 8762 

Email: Leo.fattorini@twobirds.com 

Web: www.twobirds.com 

Activities: Aircraft Finance, Aviation 

Contact: Christopher Healy 

Address: 4/F Three Pacific Place, 1 Queen’s Road East, Hong 

Kong 

Tel: +852 2248 6063  

Fax: +852 2248 6011 

Email: christopher.healy@twobirds.com  

                            

Bk Associates 
Contact: David Griffin 

Address: 1295 Northern Blvd, Manhasset-NY 11030, USA 

Tel: +1 6466066327   

Email: david.griffin@bkassociates.com 

Web: www.bkassociates.com 

Activities: Aircraft Appraisals

                                        

Blanco Santander, S.A. Hong kong Branch 
Contact: Chris Phillips 

Address: 10/F IFC 2, 8 Finance Street, Hong Kong 

Tel: +852 2101 2614   

Email: cphillips@gruposantander.com 

Web: www.bancosantander.com 

Activities: Aircraft Leasing and Finance 

                                       

Blue islands 
Contact: Brent Blondel 

Address: Blue Islands Hangar, Le Bourg, Forest, Guernsey, GY8 

0AN UK 

Email: brentb@blueislands.com 

Web: www.blueislands.com 

Activities: Airline  

                                      

Blue Moon Analytics 
Contact: Dale Zarb 

Address: Fort Lauderdale, FL, USA 

Tel: +1 954 837 8077 ext.102   

Email: dale@bluemoonanalytics.com 

Web: www.bluemoonanalytics.com, www.aerolyze.com 

Activities: Marketing, Sales

                              

          

BnP Paribas 
Contact: Christopher Kretas 

Address: 787 7th Avenue, 32nd Floor, New York, NY 10017, USA     

Email: christopher.kretas@us.bnpparibas.com   

Activities: Aviation and Intermodal Coverage

Contact: Robert Papas 

Tel: +917 472 4879   

Email: robert.papas@us.bnpparibas.com   

Activities: Aviation Coverage

 

Contact: Pierre Briens 

Tel: +65 6210 1246   

Email: pierre.briens@asia.bnpparibas.com 

Contact: Vivien Guo        

Email: vivien.guo@bnpparibas.com   

Activities: Aviation Financing

                                        

Bocomm Leasing 
Contact: Li Ling 

Address: 29th Floor, 333 Lujiazui Ring Road, Shanghai, China 

Tel: +86 021 53559858 2999 

Fax: +86 021 62788317 

Email: lil_181@bankcomm.com 

Web: www.bocommleasing.com 

Activities: Leasing

 

Contact: Zhu Feng 

Address: 29th Floor, 333 Lujiazui Ring Road, Shanghai, China 

Tel: +86 021 53559858 2975 

Fax: +86 021 62788317 

Email: zhuf_19@bankcomm.com

 

Contact: Xing Zhen 

Address: 29th Floor, 333 Lujiazui Ring Road, Shanghai, China 

Tel: +86 021 53559858 2989 

Fax: +86 021 62788317 

Email: xingzhen@bankcomm.com 

Contact: Ye Jun 

Address: 29th Floor, 333 Lujiazui Ring Road, Shanghai, China 

Tel: +86 021 53559858-2998 

Fax: +86 021 62788317 

Email: yej_1@bankcomm.com 

Contact: Wang Qi 

Address: 2 Grand Canal Square, Dublin 2, Ireland 

Tel: +353 01224 0731 

Fax: +353 01224 0731 

Email: wang.qi@bocommleasing.com
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Bowmans 
Contact: Claire van Zuylen 

Address: Head office: 11 Alice Lane, Sandton, Johannesburg, 

South Africa 

Tel: +27 11 669 9405 

Fax: +27 11 669 9001 

Email: claire.vanzuylen@bowmanslaw.com 

Web: www.bowmanslaw.com 

Activities: Full service firm - corporate legal advisory services 

                                       

Brampton Aviation Bureau Limited 
Contact: Sergei Shakhov 

Address: Kennedy 12, Kennedy Business Centre, 2nd floor, 1087, 

Nicosia, Cyprus 

Tel: +357 96946936, +357 96776511   

Email: info@bramptonavia.com 

Web: www.bramptonavia.com

Activities: Asset Technical Management, Engineering and 

CAMO, Maintenance Consulting, Legal Support Of International 

Transactions With Aircraft incl. Warranty Claims

                                        

Bravo Charlie 
Contact: Bartosz Czajka 

Address: Wawozowa 6/227, 02-796 Warsaw, Poland 

Tel: +48 731724911   

Email: president@bravocharlie.pl 

Web: www.bravocharlie.pl 

Activities: aviation consulting, airline strategy and development, 

aircraft trading 

                                       

Brickell Asset Management, LLC 
Contact: Francis A. Anania 

Address: Suite 3350, 100 Southeast Second St. Miami, FL 33131, 

USA 

Tel: +1305 423 4910 

Fax: +1305 995 5338 

Email: fanania@brickellam.com   

Activities: Aircraft traders 

                                       

Brussels Airlines 
Contact: Brussels Airlines 

Address: Brussels Airlines b.house Brussels Airport bld 26 

Ringbaan 1831 Diegem, Belgium 

Tel: +32 27541900     

Web: brusselsairlines.com 

Activities: Scheduled and Non Scheduled Passenger flights, Air 

Cargo Transport, Light & Line Maintenance   

       

                               

C&L Engine Solutions  
Contact: Tim Brecher 

Address: 4641 Plainview Rd. Midlothian, TX 76065, USA 

Tel: +1 469 990 8860 

Fax: +1 207 945 0992 

Email: tim.brecher@cla.aero 

Web: www.cla.aero 

Activities: President , Executive Management, Sales & 

Acquisitions

                                         

Cae 
Contact: Amir H Sheikholeslami  

Address: 6405 Auburn Dr, Apt201, Virginia Beach, Virginia 

23464, USA  

Tel: +13479800982   

Email: Nelson_444@yahoo.com 

Web: www.cae.com

                                          

Cafico international 
Contact: Rodney O’Rourke 

Address: Palmerston House, Fenian Street, Dublin 2, D02WD37, 

Ireland 

Tel: +353 1 905 8020 

Fax: +353 1 905 8029 

Email: rodney.orourke@caficointernational.com 

Web: www.caficointernational.com 

Activities: Aircraft Leasing and Asset Finance Services

                                        

Cannae Advisors Virginia L.P. (Paloma 
Partners) 
Contact: Peter Sheeran 

Address: 1340 Sunset Circle, Charlottes Ville, Va 22901, USA 

Tel: +1646 491 0914   

Email: psheeran@cannaellc.com   

Activities: Hedge Fund  

                                       

Carbon 60
Contact: Jenna Beard 

Address: Carbon 60, Delme one, Delme Place, Cams Hall Estate, 

Fareham, Hants, PO16 8UX, UK 

Tel: +44 1329 227 042   

Email: Jenna.Beard@carbon60global.com 

Web: www.carbon60global.com 

Activities: Aviation Engineering Recruitment, Outsourced 

Technical and Non-technical projects/packages of work, Training                                        
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Cathay United Bank 
Contact: Daniel Chung 

Address: 9F, No.7, Songren Road, Taipei City, Taiwan 

Tel: +886 2 87226666 ex3350   

Email: danielchung@cathaybk.com.tw 

Web: www.cathaybk.com.tw/cathaybk/english/eindex.htm 

Activities: VP, aviation finance specialist

                                         

CAVU Aerospace inc. 
Address: 2000 Airport Rd, Stuttgart, AR 72160, USA 

Tel: +1 870 224 0700 

Fax: +1 870 619 1588 

Web: www.cavuaerospace.com 

Activities: Aircraft Dismantling, Recycling, and Asset 

Management 

Contacts: 

Kenneth Kocialski 

Email: kenk@cavuaerospace.com 

Bryan Hancock 

Email: bhancock@cavuaerospace.com 

Shawn Vaughn 

Email: svaughn@cavuaerospace.com 

Brent Webb 

Email: bwebb@cavuaerospace.com 

         

CDB Aviation  
Contact: Paul Thibeau 

Address: 222 South 9th Street, Suite 3250, Minneapolis, 

MN55402, USA 

Tel: +1 6126382633   

Email: paul.thibeau@cdbalf.com 

Web: www.cdbaviationleasefinance.com  

Activities: aircraft lessor                     

                   

Century City international Holdings Ltd. 
Contact: Kenneth Szeto 

Address: 11/F, 68 Yee Wo Street, Causeway Bay, Hong Kong 

Tel: +852 2894 7888 

Fax: +852 2890 2322 

Email: kennethszeto@centurycity.com.hk  

                                          

CFM international 
Contact: Jamie Jewell 

Address: One Neumann Way, Mail Drop Y-7, Cincinnati, OH  

45215, USA 

Tel: +1 513 552 2790 

Fax: +1 513 552 2790 

Email: jamie.jewell@ge.com 

Web: cfmaeroengines.com 

Activities: Engine manufacturing

Chorus Aviation Capital (ireland) Limited 
Contact: Anil Mohan 

Address: 2 Grand Canal Square, Dublin 2, D02 A342, Ireland 

Tel: +1 902 8734966 

Fax: +1 902 8732098 

Email: amohan@chorusaviation.ca 

Web: chorusaviation.ca 

Activities: Aviation and Commercial Law

                                        

Christodoulou & Mavrikis inc  
Contact: Chris Christodoulou 

Address: Suite 3A 5 Fricker Road, Illovo, Johannesburg  2196, 

South Africa 

Tel: +27 823776631   

Email: chris@cm-attorneys.com 

Web: www.cm-attorneys.com 

Activities: aviation, financial, corporate  & commercial law 

                                        

Chromalloy 
Contact: Jeff Romaine 

Address: 3999 RCA Boulevard, Palm Beach Gardens, FL 33410, 

USA 

Tel: +1 561 529 4291   

Email: jromaine@chromalloy.com 

Web: www.chromalloy.com 

Activities: Engineering, manufacturing, repair, coatings 

                                       

Ciaf Leasing 
Contact: Mostafa Hassanein 

Address: 4th floor Ministry of Civil Aviation, Cairo Airport Road 

Cairo, Egypt  

Email: mostafa.hassanein@ciafleasing.com 

Web: www.ciafleasing.com 

Activities: Aircraft Leasing

  

                              

Clarionmont Ltd 
Contact: James Fanning 

Address: Wilmer Villas, Birr, Co. Offaly, Ireland 

Email: jamesfanning@clarionmont.com   

Activities: aircraft leasing      

                                  

Clifford Chance 
Web: www.cliffordchance.com

Activities: Provides counselling on strategic transaction 

management and global legal advice for a wide range of clients 

including banks; arrangers; finance and operating lessors; 

investors; airlines; export credit agencies; governmental 

authorities; and manufacturers to facilitate multi-jurisdictional 

deals involving multiple parties and high-value assets. 

Experience with all transaction types within the aviation 

sector, including mergers and acquisitions; operating leases; 

commercial debt financing; capital markets products, including 

EETCs, asset backed securitisations, secured term loans, 
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“E-notes” and other debt and equity issuances; export credit 

agency supported financing, including ECA bonds; operating 

lease financings, on a limited or full recourse basis; secondary 

debt trading, including loan portfolio acquisitions, disposals and 

restructurings; asset sales and novations; restructurings and 

work-outs; repossessions; receivables financing and risk transfer 

programmes; manufacturer support programmes; residual and 

asset value guarantees; remarketing and asset management; 

warehouse facilities; Islamic financing; tax leasing; structured 

finance products, including establishing debt and equity funding 

platforms; and joint venture programmes.

Contacts: 

William Glaister

Address: 10 Upper Bank Street, London, E14 5JJ, United 

Kingdom

Tel: +44 207006 4775

Email: William.Glaister@CliffordChance.com

 

Christopher Hardisty

Address: 10 Upper Bank Street, London, E14 5JJ, United 

Kingdom

Tel: +44 207006 1649

Email: Christopher.Hardisty@CliffordChance.com

 

Oliver Hipperson

Address: 10 Upper Bank Street, London, E14 5JJ, United 

Kingdom

Tel: +44 207006 4767

Email: Oliver.Hipperson@CliffordChance.com

 

Paul Carrington

Address: 10 Upper Bank Street, London, E14 5JJ, United 

Kingdom

Tel: +44 207006 8124

Email: Paul.Carrington@CliffordChance.com

Ranbir Hunjan

Address: 10 Upper Bank Street, London, E14 5JJ, United 

Kingdom

Tel: +44 207006 2612

Email: Ranbir.Hunjan@CliffordChance.com

 

Daniel Zerbib

Address: 1 rue d’Astorg, CS 60058, 75377 Paris Cedex 08, 

France

Tel: +33 14405 5352

Email: Daniel.Zerbib@CliffordChance.com

 

Nikolai Eatwell

Address: 1 rue d’Astorg, CS 60058, 75377 Paris Cedex 08, 

France

Tel: +33 14405 5339

Email: Nikolai.Eatwell@CliffordChance.com

 

Antony Single

Address: 9th Floor, Al Sila Tower, Abu Dhabi Global Market 

Square, PO Box 26492, Abu Dhabi, United Arab Emirates

Tel: +971 2613 2340

Email: Antony.Single@CliffordChance.com

 

Edmund Boyo

Address: Level 15, Burj Daman, Dubai International Financial 

Centre, P.O. Box 9380, Dubai, United Arab Emirates

Tel: +971 4503 2614

Email: Edmund.Boyo@CliffordChance.com

 

Patrick O’Reilly

Address: 31 West 52nd Street, New York, NY 10019-6131, USA

Tel: +1 212878 8103

Email: Patrick.OReilly@CliffordChance.com

 

John Howitt

Address: 31 West 52nd Street, New York, NY 10019-6131, USA

Tel: +1 212878 8250

Email: John.Howitt@CliffordChance.com

 

Emily DiStefano

Address: 31 West 52nd Street, New York, NY 10019-6131, USA

Tel: +1 212878 4917

Email: Emily.DiStefano@CliffordChance.com

 

Zarrar Sehgal

Address: 31 West 52nd Street, New York, NY 10019-6131, USA

Tel: +1 212878 3409

Email: Zarrar.Sehgal@CliffordChance.com

 

Fergus Evans

Address: Sindhorn Building Tower 3 21st Floor, 130-132 Wireless 

Road, Pathumwan, Bangkok, 10330, Thailand

Tel: +66 2401 8810

Email: Fergus.Evans@CliffordChance.com

 

Giuseppe de Palma

Address: Piazzetta M.Bossi, 3 20121 Milan, Italy

Tel: +39 0642 2911

Email: Giuseppe.DePalma@cliffordchance.com

 

Hein Tonnaer

Address: Droogbak 1A, 1013 GE Amsterdam, PO Box 251, 1000 

AG Amsterdam, The Netherlands

Tel: +31 20711 9528

Email: Hein.Tonnaer@CliffordChance.com

 

Hidehiko Suzuki

Address: Palace Building, 3rd floor, 1-1, Marunouchi 1-chome, 

Chiyoda-ku, Tokyo, 100-0005, Japan

Tel: +81 3 6632 6662

Email: Hidehiko.Suzuki@CliffordChance.com
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Paul Greenwell

Address: 27th Floor, Jardine House, One Connaught Place, 

Hong Kong

Tel: +852 2825 8857

Email: Paul.Greenwell@CliffordChance.com

 

Riko Vanezis

Address: Mainzer Landstraße 46, 60325 Frankfurt, Germany

Tel: +49 697199 3321

Email: Riko.Vanezis@CliffordChance.com

 

Tobias Schulten

Address: Mainzer Landstraße 46, 60325 Frankfurt, Germany

Tel: +49 697199 3146

Email: Tobias.Schulten@CliffordChance.com

 

Simon Briscoe

Address: Marina Bay Financial Centre, 25th Floor, Tower 3, 12 

Marina Boulevard, Singapore 018982

Tel: +65 6410 2296

Email: Simon.Briscoe@CliffordChance.com

 

Stuart Percival

Address: Paseo de la CasTellana 110 28046 Madrid, Spain

Tel: +34 91590 7534

Email: Stuart.Percival@CliffordChance.com

 

Victoria Bortkevicha

Address: ul. Gasheka, 6 125047 Moscow, Russia

Tel: +7 495725 6406

Email: Victoria.Bortkevicha@CliffordChance.com

                                       

CMB Financial Leasing 
Address: 23F,China Merchants bank Building, No.1088, Lujiazui 

Ring Road, Shanghai, China 

Fax: +86 21 61059922 

Web: www.cmb-leasing.com/CmbLeasingEngWeb/Default.aspx 

Activities: Leasing company 

Contacts: 

Wei Xi 

Tel: +86 13916015009 

Email: weixi@cmbchina.com 

Zhou Yuxiao 

Tel: +86 15894823096 

Email: lisaxier13@cmbchina.com

                              

Commonwealth Bank of Australia 
Contact: Arnaud Teisier 

Address: 38 Beach Road #06-11, South Beach Tower, Singapore 

189767 

Tel: +65 6349 7709   

Email: arnaud.teissier@cba.com.au   

Activities: Banking

                                        

Condor Flugdienst GmbH 
Contact: Johannes Winter 

Address: Condor Platz 60549 Frankfurt, Germany 

Tel: +49 0 6107 939 7804 

Fax: +49 0 6107 939 7147 

Email: kommunikation@condor.com  

Web: www.condor.com 

Activities: Head of Communications 

                                        

Constellation Capital Limited 
Contact: Barry Lau 

Address: No 903, Dannies House, 20 Luard Road, Hong Kong 

Tel: +852 9727 1501   

Email: barry.lau@constellationcapasia.com   

Activities: Advisory, leasing, financing

                                        

Credit Agricole Corporate & investment Bank 
Contact: José Abramovici 

Address: 12, place des Etats-Unis CS 70052 92547 Montrouge 

Cedex, France 

Tel: +33 1 41 89 89 37 

Fax: +33 1 41 89 91 96 

Email: jose.abramovici@ca-cib.com 

Web: www.ca-cib.fr 

Activities: Corporate and investment bank

                                        

Cross Ocean Partners 
Contact: David Sims 

Address: 20 Horseneck Ln, Greenwich, CT 06830, USA 

Tel: +1 203 340 7866   

Email: dms@crossoceanpartners.com

                                            

Cubana de Aviacion  
Contact: Onil Nápoles Sayous 

Address: Carretera Panamericana y Final, Wuajay, Boyeros, La 

Habana, Cuba 

Tel: +53 76497400 

Fax: +53 6497400 

Email: onil.napoles@cubana.avianet.cu 

Web: www.cubana.cu 

Activities: Economic and Financial

                                        

Cusco Aviation, LLC 
Contact: Manuel E. Cordero 

Address: 1480 Moraga Road, suite C # 144, USA 

Tel: +1 925 3229205   

Email: ceo@cuscoaviation.com 

Web: www.cuscoaviation.com 

Activities: Aircraft leasing and finance
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Danish Air Transport 
Contact: Jeppe Jørgensen 

Address: Lufthavnsvej 4, Denmark 

Tel: +45 23415232   

Email: jda@dat.dk 

DBRS 
Address: 140 Broadway, 35th Floor, New York, New York, 10005, 

USA 

Web: www.dbrs.com 

Activities: Investor Services & Financial Institutions Business 

Development 

Contacts: 

Larry White 

Tel: +1 212 806 3282   

Email: lwhite@dbrs.com 

David Laterza 

Tel: +1 212 806 3270   

Email: dlaterza@dbrs.com

                              

DekaBank 
Contact: Juergen Hamper 

Address: Mainzer Landstraße 16, Frankfurt, Am Main, 60325, 

Germany 

Tel: +49 0 69 7147 2131   

Email: juergen.hamper@deka.de 

Web: www.deka.de 

Activities: Financing

DelMonte Aerospace Conculting 
Contact: Eric van den Berg 

Address: 77 Riley Street, Waterdown, Ontario, Canada 

Tel: +1416 835 7216   

Email: evdb@delmonteac.com 

Web: www.delmonteac.com 

Activities: Aircraft Remarketing, Fleet Analysis

                                        

DelMorgan & Co. 
Contact: Neil Morganbesser 

Address: 100 Wilshire Blvd., Suite 750, Santa Monica, CA, USA 

Tel: +1 310 319 2000 

Fax: +1 310 319 2004 

Email: inquiries@delmorganco.com 

Web: www.delmorganco.com 

Activities: Aircraft finance; M&A; corporate finance; 

restructurings; investment banking services across all industries 

                                      

Deloitte 
Contact: Chris Sung 

Address: One Pacific Place, 88 Queensway, Hong Kong     

Email: csung@deloitte.com.hk

Deloitte ireland  
Contact: Pieter Burger 

Address: Deloitte, 29 Earlsfort Terrace, Dublin 2, Ireland, D02 

AY28, Ireland 

Tel: +353 1 417 2446   

Email: piburger@deloitte.ie   

Activities: Tax 

Contact: Brian O’Callaghan 

Address: Deloitte, 29 Earlsfort Terrace, Dublin 2, Ireland, D02 

AY28, Ireland 

Tel: +353 1 4172475   

Email: bocallaghan@deloitte.ie 

Contact: Michael Flynn 

Address: Deloitte, 29 Earlsfort Terrace, Dublin 2, Ireland, D02 

AY28, Ireland 

Tel: +353 1 417 2515   

Email: micflynn@deloitte.ie 

Web: www2.deloitte.com/ie/en/pages/financial-services/topics/

aircraft-leasing-financial-advisory.html  

Activities: Michael is a corporate finance partner and leads 

our debt advisory practice. He specialises in advising public, 

private and banking clients on debt raising, restructuring 

and refinancing for both project finance and corporate debt 

transactions.     

                                   

Delta World Charter 
Contact: Dmitriy Korshunov 

Address: Office 230 Bldg E Dubai South HQ, UAE 

Tel: +9714 887 9550 

Fax: +9714 8879735 

Email: charter@dwc.aero 

Web: www.dwc.aero 

Activities: Private Jet Charter, Cargo Charter 

Contact: Edvard Nalbandyan 

Address: Kievskoe schosse 22nd km, Domovladeniye 4, Korpus 

A, office 7, Moscow, Russia 

Tel: +7 999 987 1515   

Email: edvard.n@dwc.aero
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Dentons 
Address: One Fleet Place, London, EC4M 7RA, UK 

Tel: +44 20 7246 7059   

Web: www.dentons.com 

Activities: We represent airlines, lessors, financiers and 

manufacturers, and regularly act on sale-and-leaseback 

transactions, pre-delivery payment financings and manufacturer-

supported financings. Our Global Aviation Finance Group 

also advises client on tax-based financings, debt and equity 

financings, capital market financings, synthetic securitisations, 

operating lessor financings, direct loan-and-mortgage financings, 

ECA financings, lender-to-lender financings. 

Contacts: 

Nick Chandler 

Email: nick.chandler@dentons.com 

Serge Sergiou 

Tel: +44 20 7246 7216   

Email: serge.sergiou@dentons.com 

Paul Holland 

Tel: +44 20 7246 7220   

Email: paul.holland@dentons.com 

Sarah Dyke 

Tel: +44 20 7320 5457   

Email: sarah.dyke@dentons.com 

Greg Kahn 

Tel: +44 20 7246 7057   

Email: greg.kahn@dentons.com

Carl Bjärnram 

Address: Jungfernturmstraße 2, Munich, 80333, Germany 

Tel: +49 89 244408 474   

Email: carl.bjaernram@dentons.com 

Carlo Vairo 

Address: 77 King Street West, Suite 400, Toronto, Ontario M5K 

0A1, Canada 

Tel: +1 416 863 4398   

Email: carlo.vairo@dentons.com

Heidi Clark 

Address: 77 King Street West, Suite 400, Toronto, Ontario M5K 

0A1, Canada 

Tel: +1 416 863 4626   

Email: heidi.clark@dentons.com 

Igsaan Varachia 

Address: Jungfernturmstraße 2, Munich, 80333, Germany 

Tel: +49 89 244408 424   

Email: igsaan.varachia@dentons.com 

Jabier Badiola 

Address: Paseo de la Castellana, 53 8ª, Madrid, 28046, Spain 

Tel: +34 91 43 23 225   

Email: jabier.badiola@dentons.com                                            

Janice Ngeow 

Address: 80 Raffles Place, #33-00 UOB Plaza 1, 048624, 

Singapore 

Tel: +65 6885 3704   

Email: janice.ngeow@dentons.com                                            

Jingjing Wu 

Address: 15th/16th Floor, Shanghai Tower, 501 Yincheng Road M, 

Pudong New Area, Shanghai 200120, China 

Tel: +86 21 58785888   

Email: jingjing.wu@dentons.cn                                            

Julianne Doe 

Address: Suite 3201, Jardine House, Central Hong Kong, Hong 

Kong 

Tel: +852 2533 3689   

Email: julianne.doe@dentons.com                                            

Pascal Jouannic 

Address: 5 Boulevard Malesherbes, 75008 Paris, France 

Tel: +33 1 42 68 92 08   

Email: pascal.jouannic@dentons.com                                             

Paul Jarvis 

Address: Level 4, Trade Centre - West Tower, Abu Dhabi Mall, PO 

Box 47656, Abu Dhabi, UAE 

Tel: +971 2 613 1519   

Email: paul.jarvis@dentons.com                                            

Yann Hilpert 

Address: Atrium Vitrum Building, 33, rue du Puits Romain, 

Bertrange, L-8070, Luxembourg 

Tel: +352 46 83 83 244   

Email: yann.hilpert@dentons.com                                            

Derichebourg Atis Aeronautique 
Contact: Weili Wang    

Tel: +33 6 29 67 19 54 

Fax: +33 5 34 60 61 50 

Email: weili.wang@derichebourg.com 

Web: derichebourg-atis.com/ 

Activities: Technical service for OEMs; Annual Audit, FAL 

assistance

                                   

Deutsche Bank 
Contact: Debbie Frew 

Address: Winchester House, 1 Great Winchester Street, London, 

EC2N 2DB, UK 

Tel: +44 207 541 6076   

Email: debbie.frew@db.com   

Web: www.db.com 

Activities: Aviation finance 

Contact: Michael Halaby 

Email: michael.halaby@db.com 
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Dikici Law Office 
Contact: Fulya Dikici 

Address: Dergiler Sok. No. 16/8, Esentepe, Istanbul Turkey 

Tel: +90 212 288 4919   

Email: office@dikici-law.com 

Web: www.dikici-law.com 

Activities: Aircraft financing, asset financing, litigation

                                        

Discoveries holding 
Contact: khalili yadollah 

Address: P.O.BOX 82105, Dubai, UAE 

Tel: +97150 6539787 

Fax: +9714 456 3992 

Email: yadykhalili@gmail.com 

Web: info@discoveriesholding.com 

Activities: Aircraft solution  

                                      

DLA Piper Uk LLP 
Address: 3 Noble Street, London EC2V 7EE, UK 

Web: www.dlapiper.com 

Activities: Structured Asset Finance 

Contacts: 

Richard Skipper 

Tel: +44 2077966693   

Email: richard.skipper@dlapiper.com 

Alan Cunningham 

Tel: +44 20 7796 6996    

Email: alan.cunningham@dlapiper.com

                              

Doric GmbH 
Contact: Sibylle Pähler 

Address: Berliner Straße 114 - 116, 63065 Offenbach am Main, 

Germany 

Tel: +49 69 247559 116 

Fax: +49 69 247559 990 

Email: sibylle.paehler@doric.com 

Web: www.doric.com 

Activities: Aircraft leasing, financing, aircraft asset management, 

remarketing, fund management 

Contact: Fraser Chestney 

Address: 28 King Street, London EC2V 8EH, UK 

Tel: +44 20 3701 4837 

Fax: +44 20 7701 4840 

Email: fraser.chestney@doric.com

                              

Dorsey & Whitney LLP 
Address: 51 W 52nd Street New York, NY 10019-6119, USA  

Tel: +1212 735 0779 

Fax: +1212 953 7201 

Web: www.dorsey.com 

Activities: Commercial lending, including aircraft leasing and 

financing                       

Contacts: 

Hebba Aref 

Email: aref.hebba@dorsey.com 

Paula Witt 

Email: witt.paula@dorsey.com 

                                   

E.SUn Commercial Bank, Ltd. 
Address: 4F, No.117, Sec.3, Minsheng E. Rd., Taipei, 10546, 

Taiwan, R.O.C. Taiwan 

Fax: +886 2 27138713 

Web: www.esunbank.com.tw/bank/personal 

Activities: Fianacial Institutions, Syndication, Project and 

Transportation Finance 

Contacts: 

Isaac Chang 

Tel: +886 2 21751313 ext7059 

Email: isaac81-16371@esunbank.com.tw 

Alan Chang 

Tel: +886 2 21751313 ext7061 

Email: alan-16369@esunbank.com.tw

                              

EASA 
Contact: Jean-Christophe Nicaise 

Address: Konrad-Adenauer-Ufer 3, D-50668 Cologne, Germany     

Email: jean-christophe.nicaise@easa.europa.eu 

Web: www.easa.europa.eu/ 

                                         

easyJet Airline Company Limited 
Contact: David Lawton 

Address: London Luton Airport, UK 

Tel: +44 79 7368 2759   

Email: david.lawton@easyjet.com 

Web: www.easyJet.com 

Activities: Airline  

       

        

                       



Airfinance Annual • 2017/2018154

Directory

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z

El Al israel Airlines 
Address: Ben Gurion Airport,  Israel 

Fax: +972 3 7608699 

Web: www.elal.co.il  

Activities: Commercial airline 

Contacts: 

Yancale Shahar  

Tel: +972 3 9716772   

Email: yancales@elal.co.il 

Eli Uziel 

Tel: +972 3 9717278 

Email: uziele@elal.co.il  

                            

Elix Aviation Capital Limited 
Contact: Dimitra Varela 

Address: 12-13 Exchange Place, Custom House Docks, IFSC, 

Dublin 1, Ireland 

Tel: +353 1 611 6000 

Fax: +353 1 633 5833 

Email: info@elix.aero 

Web: www.elix.aero 

Activities: Aircraft Leasing 

                                       

Ellinair 
Contact: Ioannis Maroulas 

Address: Parodos Paulou Mela 6, Asvestohori Thessaloniki, 

Greece 

Email: imaroulas@ellinair.com 

Web: www.ellinair.com 

Activities: Revenue, Pricing

Contact: Trifon Papapanagiotou 

Address: 9th km Thessalonikis-Moudanion Rd, Lygaria, Pylaia, 

Greece 

Email: tpapapanagotou@ellinair.com                                            

Contact: Stavros Daliakas 

Address: 8.3 km. Road Thessaloniki-Moudania  555 

35Thessaloniki, Greece 

Tel: +30 2311 224 710 

Fax: +30 2310 486 135 

Email: commercial@ellinair.com 

 

Contact: Dr Panagiotidou Georgia 

Address: 9Th Km Thessalonikis-Moudanion Greece 

Email: gpanayiotidou@ellinair.com 

Activities: revenue management 

                                       

EMBRAER Asia Pacific Pte. Ltd. 
Contact: Cesar Augusto Souto Pereira 

Address: 391B Orchard Road #24-02, Ngee Ann City - Tower B, 

238874, Singapore 

Tel: +65 6305 9945   

Email: cesar.pereira@sin.embraer.com 

Web: www.embraercommercialaviation.com 

Activities: Commercial Aviation, Sales, Marketing 

                                       

Emirates Airline 
Contact: Ammar Fayez Al-Zaben 

Address: PO Box 686, UAE 

Tel: +971 4 218 1122 

Fax: +971 4 299 7851 

Email: Ammar.Alzaben@Emirates.com 

Web: www.emirates.com 

Activities: Aircraft Purchasing, Aircraft Sale, Aircraft Lease, 

Technical Procurement 

                                 

       

Erste Group Bank AG 
Address: 24th Floor, 110 Bishopsgate London EC2N 4AY, UK 

Web: www.erstegroup.com 

Activities: Aircraft Finance 

Contacts: 

Robert Jack 

Tel: +44 0 20 7621 5034   

Email: robert.jack@erstegroup.com 

Stewart Tanner 

Tel: +44 0 207621 5013   

Email: stewart.tanner@erstegroup.com

                              

Eshwari Aviation Services Pvt Ltd. 
Contact: Eshwari Aviation 

Address: 7A/109, New Shivli Road, Kalyanpur, Kanpur, U.P. India 

Email: info@eshwariaviation.in 

Web: www.eshwariaviation.in 

Activities: Aircraft Lease, Purchase and Repossession support; 

Safety, Regulatory Compliance and Conformity Audits; Annual 

Inspections; Induction, Delivery and Re delivery Management; 

Asset Management; CAMO Support; Monitoring of maintenance 

checks at MRO visits; Engine work package review and 

representation during shop visits

                                        

Expeditors 
Contact: Ruairi Divilly 

Address: Unit 6, Horizon Logistics Park, Co Dublin, Ireland 

Tel: +353 86 0144770   

Email: ruairi.divilly@expeditors.com 

Web: www.expeditors.com 

Activities: Global Logistics & Solutions Provider 
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Ey Financial Services 
Address: Dublin Ireland 

Web: www.eyfs.ie 

Activities: Assurance/Audit services for Aircraft leasing, US 

GAAP, IFRS, Irish/UK GAAP IPO process, Comfort Letters, 

Securitisations and Sarbanes Oxley 404.

Contacts: 

John McCormack 

Tel: +353 1 2212 452   

Email: John.McCormack@ie.ey.com 

Patrick O’Driscoll 

Tel: +353 1 2212 771   

Email: Patrick.ODriscoll@ie.ey.com 

                                     

Falko Regional Aircraft 
Contact: Mark Hughes 

Address: 1, Bishop Square, St Albans Road West, Hatfield, 

Hertfordshire, AL10 9E, UK 

Tel: +44 1707 271777 

Fax: +44 1707 255555 

Email: enquiries@falko.com 

Web: www.falko.com 

Activities: Aircraft Asset Management 

                                        

Fastjet 
Contact: Nico Bezuidenhout 

Address: 3 Concorde Road East, South Africa 

Tel: +27 10 500 2560 

Email: nico.bezuidenhout@fastjet.com 

Web: www.fastjet.com 

Activities: Commercial Airline

                                        

Felsberg Advogados 
Contact: Marcela Correa 

Address: Praça Floriano, 19, 15th floor Brazil 

Tel: +55 21 21567507   

Email: marcelacorrea@felsberg.com.br 

Web: www.felsberg.com.br 

Activities: Aviation; asset-based finance; business law 

                                       

FGL Aircraft ireland Limited 
Contact: Seiji Masui 

Address: Block 4, Harcourt Centre, Harcourt Road, Dublin 2, 

Ireland 

Tel: +353 1 477 3462 

Fax: +353 1 402 9586 

Email: seiji.masui@fglair.com 

Web: www.fgl.co.jp/eng

Activities: Aircraft Leasing  

                         

             

Financial Products Group Co., Ltd. 
Address: JP Tower 29F, 2-7-2 Marunouchi, Chiyoda-ku, Tokyo 

100-7029, Japan 

Fax: +81 3 5288 9300 

Web: www.fpg.jp 

Activities: Arranging equity portion of Japanese Operating 

Lease                            

Contact: Takahiro Matsumoto 

Tel: +907 4201010 

Email: matsumoto@fpg.jp 

Contact: Takahiro Matsumoto 

Tel: +81 3 5288 9323 

Email: matsumoto@fpg/jp 

            

First Abu Dhabi Bank 
Address: Dubai, United Arab Emirates 

Activities: Aviation Finance 

Contacts: 

Omar Mian 

Email: omar.mian@nbad.com   

Jovial Duty 

Email: jovial.duty@nbad.com

                              

First names Group 
Contact: Joanne McEnteggart 

Address: 12 Merrion Square, Dublin 2, Ireland  

Tel: +353 1 6316052   

Email: joanne.mcenteggart@firstnames.com 

Web: www.firstnames.com 

Activities: Aircraft Leasing, Structured Finance

                                        

Fisher Legal 
Contact: Shani Smith Fisher 

Address: 9854 National Blvd, (Los Angeles) USA 

Tel: +1 310 853 0855   

Email: shani@fisher-legal.com 

Web: www.fisher-legal.com 

Activities: Aircraft Finance & Leasing 

                                       

Floreat Capital Markets Ltd. 
Contact: Ben Churchill 

Address: 33 Grosvenor Street, London, UK 

Tel: +44 207 3180 622    

Email: ben.churchill@floreatcap.com 

Web: www.floreatgroup.com 

Activities: Aviation finance, ABS 

Contact: Zaki Nuseibeh 

Tel: +44 207 3180 621   

Email: zaki.nuseibeh@floreatcap.com
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FLy OnE  
Contact: Sergiu Jereghi 

Address: 80/3 Dacia blvd, Chisinau, MD-2026, Republic of 

Moldova 

Tel: +373 22 022702 

Fax: +373 22 022719 

Email: finance@flyone.md 

Web: www.flyone.md 

Activities: Airline 

                                       

Flybe 
Address: New Walker Hangar, Exeter Airport, Exeter, England 

Web: www.flybe.com 

Activities: Airline 

Contacts: 

Andre Odendaal 

Tel: +44 1392 364520   

Email: andre.odendaal@flybe.com 

Andrew Stoodley 

Address: Flybe, New Walker Hangar 

Email: andrew.stoodley@flybe.com                              

Christine Ourmieres-Widener 

Tel: +44 1392 266647   

Email: vanessa.hickman@flybe.com 

Web: www.flybe.com 

                                        

FlyFunder 
Contact: Paul Sykes 

Address: 33 Kenilworth House, UK 

Email: ps@airfinance.com 

Web: www.flyfunder.com 

Activities: Digital marketplace for aviation finance 

                                   

Flynas Company 
Contact: Nandan Mimani 

Address: 80188018 Abi Bakr As Siddiq – Ar Rabi, Riyadh 13316-

4040, Saudi Arabia 

Tel: +966 11 4078110   

Email: nmimani@nasaviation.com 

Web: www.flynas.com 

Activities: Airline

                                        

FPG Amentum 
Contact: Victoria Cape 

Address: 4th Floor, Mespil Court Mespil Road, Dublin 4, Ireland 

Tel: +353 1 639 8111   

Email: victoria.cape@fpg-amentum.aero 

Web: www.fpg-amentum.aero

Activities: Trading, Marketing, Sales 

                                       

Freedom Capital 
Contact: Marc Segal 

Address: 151 South Hollow Road, USA 

Tel: +1 802 253 9522   

Email: marcsegal29@gmail.com   

Activities: Financial Advisory Services 

                                       

FTn Financial 
Contact: Benjamin Millard 

Address: 444 Madison Avenue, 9th Floor, New York NY 10022, 

USA 

Tel: +1 212 418 5024   

Email: benjamin.millard@ftnfinancial.com 

Web: www.ftnfinancial.com 

Activities: Securities broker/deaker

                                        

Fuyo General Lease Co., Ltd. 
Address: 3-3-23 Misaki-cho, Chiyoda-ku, Tokyo 101-8380, Japan 

Tel: +81 3 5275 8835 

Fax: +81 3 5275 8838 

Web: www.fgl.co.jp/eng

Activities: Aircraft Leasing 

Contacts: 

Masayuki Shiraishi 

Email: masayuki_shiraishi@fgl.co.jp 

Toshihide Kawachi 

Email: toshihide_kawachi@fgl.co.jp

                              

Gagrats (Advocates & Solicitors) 
Contact: Digisha Shah 

Address: 2, Shreeji Apartment, Khimji, Lane, M.G. Road, 

Ghatkopar East, Mumbai -400077, India 

Email: Digisha.sh@gmail.com   

Activities: Aviation Lawyer     

                                   

Garuda indonesia 
Contact: Adrian Azhar 

Address: Garuda Managemnt Building, Ground Floor, Soekarno-

Hatta International Airport Cengkareng, Indonesia 

Tel: +62 813 8543 6527   

Email: adrian.azhar@garuda-indonesia.com 

Web: www.garuda-indonesia.com 

Activities: Airline 

GE 
Contact: Biju Nanukuttan  

Address: GE 122 EPIP Whitefield Road bangalore, India  

Email: biju.nanukuttan@ge.com   

Activities: Engines   
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GE Capital Aviation Services 
Contact: GECAS 

Address: Aviation House Shannon, Co. Clare, Ireland 

Tel: +353 61 706500   

Email: askGECAS@ge.com 

Web: gecas.com 

Activities: Aviation Financial Services 

GECAS 
Contact: Jeff Glaus 

Address: 901 Main Ave, 4th Floor, Norwalk CT 06851, USA 

Tel: +1 203 842-5162   

Email: jeff.glaus@gecas.com   

Activities: Aircraft Trading, Cargo Aircraft 

                                       

Contact: Mathieu Gaillard 

Address: 201, Talgarth Road W6 8BJ London, UK 

Tel: +44 72081852553   

Email: mathieu.gaillard@gecas.com 

Web: www.gecas.com 

Activities: Aircraft Leasing 

                                       

Georgian Airways 
Contact: Givi Davitashvili 

Address: 12, Rustaveli Avenue, Bilisi, Georgia 

Email: gividavitashvili@georgian-airways.com 

Web: www.georgian-airways.com 

Activities: Aviation Industry, passenger transportation, charter 

flights 

Global Asset Finance Limited 
Contact: Stephen Gruenewald 

Address: Building 2, 30 Friern Park London N12 9DA, UK 

Tel: +44 7721 565802 

Fax: +44 20 8446 7427 

Email: sales@globalassetfinance.com 

Web: www.globalassetfinance.com 

Activities: Commercial Finance  

                                      

Global FBO Consult 
Contact: Joe McDermott 

Address: 151 Clonliffe Avenue, Dublin D03 Y563, Ireland 

Email: Joe@GlobalFBOConsult.me 

Web: www.GlobalFBOConsult.me 

Activities: Business Aviation  

               

                       

GoAir 
Contact: Satyendra Pandey 

Address: C-1, Wadia International Center, India 

Tel: +91 88 2843 4004   

Email: satyendra.pandey@goair.in 

Web: www.goair.in 

Activities: Strategy & Planning

Goshawk 
Contact: Kaiori Creed 

Address: The Harcourt Building, Harcourt Street, Dublin 2, 

Ireland 

Tel: + 353 86 813 6078   

Email: kaiori.creed@goshawk.aero 

Web: www.goshawk.aero 

Activities: Aircraft Leasing

                                         

Haberturk 
Contact: Muhammed Yilmaz 

Address: Levent, Turkey     

Email: muhammedyilmaz@haberturk.com

                                            

Han kun Law Offices 
Contact: Jun Zhu 

Address: 9/F, Office Tower C1, Oriental Plaza, No. 1 East Chang 

An Ave., Beijing 100738 P. R, China 

Tel: +86 10 8525 5500 

Fax: +86 10 8525 5511/5522 

Email: jun.zhu@hankunlaw.com 

Web: www.hankunlaw.com 

Activities: Aircraft finance

                                        

Hanwha Techwin 
Contact: Chong Kyu Kim 

Address: 88 Cheonggyecheon-Ro, Jung-Gu, Seoul, 04541, South 

Korea 

Tel: +82 27292817   

Email: jg0121.kim@hanwha.com 

Web: www.hanwhatechwin.com 

Activities: Strategy Planning

                                        

Hawaiian Airlines 
Contact: Jay Schaefer 

Address: 3375 Koapaka St., Suite G350, USA 

Tel: +1 808 838 6751   

Email: jay.schaefer@hawaiianair.com 

Web: www.hawaiianair.com 

Activities: Treasury, Fleet Planning, Investor Relations

                                        

Helaba 
Contact: Christian Wolff 

Address: 95 Queen Victoria Street, EC4V 4HN, UK     

Email: christian.wolff@helaba.de   

Activities: Capital Markets Solutions, Investor Markets
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Helaba 
Contact: Wang, Yi 

Address: Lujiazui Ring Rd. 1000 Hangseng Bank Tower, 18 Floor 

Shanghai, China 

Tel: +86 68777708   

Email: yi.wang@helaba.de 

Web: www.helaba.de 

Activities: bank 

                                       

Helaba Landesbank Hessen-Thüringen 
Contact: Joerg Schirrmacher 

Address: Neue Mainzer Strasse 52-58, Frankfurt, Main, Germany 

Tel: +49 69 9132 4450 

Fax: +49 69 9132 4392 

Email: Joerg.Schirrmacher@helaba.de 

Web: www.helaba.de 

Activities: Providing of Financing

                                        

Hendsa Partners 
Contact: Farrukh Mirza 

Address: PO Box 341100, Dubai, UAE 

Tel: +971 4 3209100 

Fax: +971 4 3209101 

Email: fmirza@hendsapartners.com 

Web: www.hendsapartners.com 

Activities: Leasing, Financing, Structuring of finance/lease, 

Aircraft Trading       

                                 

Herbert Smith Freehills 
Address: Level 27, ANZ Tower, 161 Castlereagh Street, Sydney 

NSW, Australia 

Fax: +61 2 9322 4000 

Web: www.herbertsmithfreehills.com 

Activities: Advising financiers, lessors, airlines, investors and 

others in relation to all forms of aviation finance and leasing. 

Contacts: 

John Angus 

Tel: +612 92255346 

Email: john.angus@hsf.com 

Amanda Wales 

Tel: +612 92255015 

Email: amanda.wales@hsf.com 

Steven Catanzariti 

Tel: +612 92255637 

Email: steven.catanzariti@hsf.com

 

                   

Heungkuk Asset Management 
Contact: JO, Jae Hoon 

Address: 68, Saemunanro, Jongno-gu, Seoul,  South Korea 

Tel: +82 2 2122 2877   

Email: jo@hkfund.co.kr   

Activities: Financing, and investment

                                        

HFW 
Address: 25-27 rue d’Astorg, 75008 Paris, France 

Web: www.hfw.com 

Activities: corporate finance, stock exchange regulations, debt 

restructuring, banking, export finance, cross-border, multi-

jurisdictional leveraged finance, acquisitions finance, satellite 

financing  

Contacts: 

Diane de Moüy 

Tel: +33 1 44 94 40 50   

Email: diane.demouy@hfw.com 

Richard Jadot 

Tel: +33 1 44 94 40 50   

Email: richard.jadot@hfw.com 

Pierre Frühling 

Tel: +33 1 44 94 40 50   

Email: pierre.fruhling@hfw.com

                    

HFW 
Contact: Shyamal Jeewoolall 

Address: Emaar Square, Building 6, 8th Floor, Dubai, UAE 

Fax: +971 4 425 7941 

Email: shyamal.jeewoolall@hfw.com 

Web: www.hfw.com/Shyamal-Jeewoolall 

Activities: Aircraft finance and leasing

                                        

Highbury investments LLC 
Contact: Willam G Prothero 

Address: 100 High Road, Byfleet, Surrey, UK 

Tel: +44 749 453 3665   

Email: wprothero@highbury-group.com 

Web: www.highbury-group.com 

Activities: Sales Finance Leasing
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Hodgkinson Johnston 
Address: 7/513 Hay Street Subiaco WA, Australia 

Web: www.hodgkinsonjohnston.com 

Activities: Aviation and aerospace law 

Contacts: 

Rebecca Johnston 

Tel: +61 894868889   

Email: rebecca@hodgkinsonjohnston.com 

David Hodgkinson 

Tel: +61 894868889   

Email: david@hodgkinsonjohnston.com 

                             

Hogan Lovells 
Contact: Alexander Gasparyan  

Address: Tverskaya St, 22, Moscow, 127006, Russia 

Tel: +7 495 9333021-3021   

Email: alexander.gasparyan@hoganlovells.com 

Web: www.hoganlovells.com 

Activities: Aviation Finance

                                        

Contact: Alexander McMyn 

Address: 50 Collyer Quay, Singapore 049321, Singapore 

Tel: +65 6302 2554   

Email: alexander.mcmyn@hoganlovells.com 

                                        

Contact: Alexander Premont 

Address:  17 Avenue Matignon, 75378 Paris, France

Tel: +33 1 5367 2276   

Email: alexander.premont@hoganlovells.com 

                                        

Contact: Christian Herweg 

Address: Karl-Scharnagl-Ring 5, 80539 Munich, Germany 

Germany 

Tel: +49 89 29012 165   

Email: christian.herweg@hoganlovells.com 

                                        

Contact: Matthew Leigh 

Address: 50 Collyer Quay, Singapore 049321, Singapore 

Tel: +65 8468 3091   

Email: matthew.leigh@hoganlovells.com 

                                        

Contact: Richard Goss 

Address: Atlantic House, Holborn Viaduct, London, EC1A 2FG,  

UK 

Tel: +44 20 7296 5730   

Email: Richard.Goss@hoganlovells.com 

                                        

Contact: Robert Fugard 

Address: Atlantic House, Holborn Viaduct, London, EC1A 2FG, 

UK 

Tel: +44 20 7296 2015   

Email: robert.fugard@hoganlovells.com 

Contact: Shalini Bhuchar 

Address: Atlantic House, Holborn Viaduct, London, EC1A 2FG,  

UK 

Tel: +44 20 7296 2562   

Email: shalini.bhuchar@hoganlovells.com 

                                        

Hogan Lovells (Warszawa) LLP 
Contact: Piotr Zawiślak 

Address: 50 Nowogrodzka Street, 00-695 Warsaw, Poland 

Tel: +48 22 529 29 00 

Fax: +48 22 529 29 01 

Email: piotr.zawislak@hoganlovells.com 

Web: www.hoganlovells.com 

Activities: Banking and finance, Capital Markets: debt

                                        

Holland & knight 
Web: www.hklaw.com 

Activities: Equipment Financing and Leasing, Aviation, Aircraft 

Finance, Business Aviation, Structured Finance, Financial 

Services     

Contact: Audrey L. Sung 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6940 

Fax: +1 415 743 6910 

Email: audrey.sung@hklaw.com 

                        

Contact: Brian T. Daigle 

Address: 400 South Hope Street, 8th Floor, Los Angeles, CA 

90071, USA 

Tel: +1 213 896 2577 

Fax: +1 213 896 2450 

Email: brian.daigle@hklaw.com 

Activities: Structured Finance, Aircraft Finance                                        

Contact: Carrie S. Friesen-Meyers 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6954 

Fax: +1 415 743 6910 

Email: carrie.friesen-meyers@hklaw.com 

Activities: Aircraft Finance, Business Aviation, Equipment 

Financing and Leasing, Structured Finance                                        

Contact: Cheryl K. Prout 

Address: 400 South Hope Street, 8th Floor, Los Angeles, CA 

90071, USA 

Tel: +1 212 896 2448 

Fax: +1 213 896 2450 

Email: cheryl.prout@hklaw.com  

Activities: Structured Finance, International and Cross Border 

Transactions                                         

Contact: Chris O. Wallraff 

Address: 400 South Hope Street, 8th Floor, Los Angeles, CA 

90071, USA 
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Tel: +1 213 896 2415 

Fax: +1 213 896 2450 

Email: chris.wallraff@hklaw.com 

Activities: Structured Finance, Aircraft Finance, Aviation, 

Equipment Financing and Leasing                                         

Contact: Claire S. Tan 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3258 

Fax: +1 212 385 9010 

Email: claire.tan@hklaw.com 

Activities: Structured Finance                                         

Contact: David E. Shamoon 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3271 

Fax: +1 212 385 9010 

Email: david.shamoon@hklaw.com 

Activities: Structured Finance, Aircraft Finance                                         

Contact: Fabio Miceli 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9921 

Fax: +44 20 7836 0699 

Email: fabio.miceli@hklaw.com 

Activities: Aircraft Finance, Aviation, Structured Finance, 

Financial Services

                                        

Contact: Fred Bass 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3543 

Fax: +1 212 385 9010 

Email: fred.bass@hklaw.com 

Activities: Equipment Financing and Leasing, Structured 

Finance, Aircraft Finance, Aviation, Financial Services, Business 

Aviation 

                                        

Contact: Giles Cornwall 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9917 

Fax: +44 20 7836 0699 

Email: giles.cornwall@hklaw.com 

Activities: Aircraft Finance, Aviation                                        

Contact: Gywn O’Flynn 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9914 

Fax: +44 20 7836 0699 

Email: gwyn.oflynn@hklaw.com 

Activities: Aircraft Finance, Aviation                                        

Contact: Ian Clark 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ UK 

Tel: +44 20 7071 9918 

Fax: +44 20 7836 0699 

Email: ian.clark@hklaw.com 

Activities: Aircraft Finance, Aviation                                        

Contact: Janet Epp-Rosenthal 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3309 

Fax: +1 212 385 9010 

Email: janet.epp-rosenthal@hklaw.com 

Activities: Structured Finance

                                         

Contact: John F. Pritchard 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3233 

Fax: +1 212 385 9010 

Email: john.pritchard@hklaw.com 

Activities: Aircraft Finance, Equipment Financing and Leasing, 

Aviation, Structured Finance, Business Aviation, China Practice, 

Corporate Services, Financial Services                                         

Contact: Joyce Qi 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6933 

Fax: +1 415 743 6910 

Email: joyce.qi@hklaw.com 

Activities: Structured Finance, Aircraft Finance                                         

Contact: Kate M. Ferrara 

Address: 400 South Hope Street, 8th Floor, Los Angeles, CA 

90071, USA 

Tel: +1 213 896 2515 

Fax: +1 213 896 2450 

Email: kate.ferrara@hklaw.com 

Activities: Structured Finance                                         

Contact: Laura J.H. Vaelitalo 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3377 

Fax: +1 212 385 9010 

Email: laura.vaelitalo@hklaw.com 

Activities: Structured Finance                                        

Contact: Laurence Long 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9923 

Fax: +44 20 7836 0699 

Email: laurence.long@hklaw.com 

Activities: Aircraft Finance, Aviation                                         
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Contact: M.J. Spelliscy 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3237 

Fax: +1 212 385 9010 

Email: mj.spelliscy@hklaw.com 

Activities: Equipment Financing and Leasing, Aviation, Aircraft 

Finance, Business Aviation, Structured Finance, Financial 

Services                                         

Contact: Nana Prempeh 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3200 

Fax: +1 212 385 9010 

Email: nana.prempeh@hklaw.com 

Activities: Equipment Financing and Leasing, Aircraft Finance, 

Aviation, Structured Finance                                        

Contact: Nancy K. Lucas 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3391 

Fax: +1 212 385 9010 

Email: nancy.lucas@hklaw.com 

Activities: Equipment Financing and Leasing, Aircraft Finance, 

Aviation, Structured Finance                                        

Contact: Nathan A. Leavitt 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6917 

Fax: +1 415 743 6910 

Email: nathan.leavitt@hklaw.com 

Activities: Aircraft Finance, Structured Finance, Aviation, 

Equipment Financing and Leasing, Financial Services, Latin 

America Practice

                                        

Contact: Nicolas Endre 

Address: 701 Brickell Avenue, Suite 3300, Miami, FL 33131, USA 

Tel: +1 305 789 7573 

Fax: +1 305 789 7799 

Email: nicolas.endre@hklaw.com 

Activities: Structured Finance                                         

Contact: Noelle Boyce 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9916 

Fax: +44 20 7836 0699 

Email: noelle.boyce@hklaw.com 

Activities: Aircraft Finance, Aviation                                         

Contact: Perla E. Parra 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6949 

Fax: +1 415 743 6910 

Email: perla.parra@hklaw.com 

Web: www.hklaw.com 

Activities: Structured Finance                                         

Contact: Phillip L. Durham 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3381 

Fax: +1 212 385 9010 

Email: phillip.durham@hklaw.com 

Activities: Aircraft Finance, Structured Finance, Aviation, 

Business Aviation, Equipment Financing and Leasing, Latin 

America Practice, Middle East Practice, Financial Services                                         

Contact: Rachel Thomasen 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9924 

Fax: +44 20 7836 0699 

Email: rachel.thomasen@hklaw.com 

Activities: Aircraft Finance, Aviation                                         

Contact: Richard A. Crowley 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3244 

Fax: +1 212 385 9010 

Email: richard.crowley@hklaw.com 

Activities: Aircraft Finance, Equipment Financing and Leasing, 

Taxation, Structured Finance, Financial Services, Securitization                                         

Contact: Richard B. Furey 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3439 

Fax: +1 212 385 9010 

Email: richard.furey@hklaw.com 

Activities: Structured Finance, Aircraft Finance, Corporate 

Services                                         

Contact: Robert Ricketts 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9910 

Fax: +44 20 7836 0699 

Email: robert.ricketts@hklaw.com 

Activities: Aircraft Finance, Aviation                                         

Contact: Ronald W. Goldberg 

Address: 400 South Hope Street, 8th Floor, Los Angeles, CA 

90071, USA 

Tel: +1 213 896 2499 

Fax: +1 213 896 2450 

Email: ronald.goldberg@hklaw.com 

Activities: Structured Finance, Aircraft Finance                                        

Contact: Timothy Murray 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9915 

Fax: +44 20 7836 0699 

Email: tim.murray@hklaw.com  

Activities: Aircraft Finance, Aviation                                         
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Contact: Victoria Koob 

Address: Leaf 27C, Tower 42, 25 Old Broad Street, London 

EC2N 1HQ, UK 

Tel: +44 20 7071 9912 

Fax: +44 20 7836 0699 

Email: victoria.koob@hklaw.com 

Web: www.hklaw.com 

Activities: Aircraft Finance, Aviation                                         

Contact: William Coleman 

Address: Carrera 7 # 71-21, Torre A, Piso 8, Bogota, DC Colombia 

Tel: +57 1 745 5736 

Fax: +57 1 541 5417 

Email: william.coleman@hklaw.com 

Activities: Aircraft Finance, Aviation, Equipment Financing and 

Leasing, Structured Finance, Latin America Practice, Colombia 

Practice                                         

Contact: William Piels 

Address: 50 California Street, Suite 2800, San Francisco, CA 

94111, USA 

Tel: +1 415 743 6930 

Fax: + 415 743 6910 

Email: william.piels@hklaw.com 

Activities: Aircraft Finance, Equipment Financing and Leasing, 

Structured Finance, Aviation, Financial Services, Securitization, 

Corporate Services

 

Contact: Nicolas Endre 

Address: 701 Brickell Avenue, Suite 3300, Miami, FL 33131, USA 

Tel: +1 305 789 7573 

Fax: +1 305 789 7799 

Email: nicolas.endre@hklaw.com                              

Contact: Zachary A. Cronin 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3276 

Fax: +1 212 385 9010 

Email: zachary.cronin@hklaw.com 

Activities: Structured Finance                                         

Contact: Zhandos Kuderin 

Address: 31 West 52nd Street, New York, NY 10019, USA 

Tel: +1 212 513 3241 

Fax: +1 212 385 9010 

Email: zhandos.kuderin@hklaw.com 

Activities: Structured Finance

                                        

Holland Beckett Law 
Contact: Sam Tabak 

Address: 525 Cameron Road, Tauranga, New Zealand 

Tel: +64 27 513 7222   

Email: sam.tabak@hobec.co.nz   

Activities: Aviation finance lawyer 

                                       

Hughes Hubbard & Reed LLP 
Contact: Steven I Chung 

Address: 1775 Eye Street, Washington DC 20006, USA 

Tel: +1 202 721 4749 

Fax: +1 202 729 4749 

Email: steven.chung@hugheshubbard.com 

Web: www.hugheshubbard.com 

Activities: Aircraft Finance

       

                                 

Hybrid Enterprises 
Contact: William (“Bill”) Garrett 

Address: 4751 Best Road, Suite 200, Atlanta GA, USA 

Tel: +1 404 585 2077 ext7400   

Email: bgarrett@hybridhe.com 

Web: www.hybridhe.com 

Activities: CFO - Reseller Lockheed Martin Hybrid Airship

                                      

  

iai/Bedek Aviation Group 
Contact: Mr. Refael (Rafi) Matalon 

Address: Ben Gurion International Airport, Israel 

Tel: +972 3 9353090 

Fax: +972 3 9359316 

Email: rmatalon@iai.co.il 

Web: www.iai.co.il 

Activities: MRO & Conversion

                                        

iBA Group Ltd 
Contact: Owen Geach 

Address: IBA House, 7 The Crescent, Leatherhead, Surrey KT22 

8DY, UK 

Tel: +44 0 1372 22 44 88   

Email: Owen.Geach@iba.aero 

Web: www.iba.aero 

Activities: Advisory, asset management and commercial aviation 

intelligence

                                        

iberia Maintenance 
Contact: Alicia Morales 

Address: Aeropuerto Madrid-Barajas. La Muñoza. Edif. Motores. 

1ª planta. Ala Izquierda. 28042 Madrid, Spain 

Tel: +34 91 587 4228 

Fax: +34 91 587 4224 

Email: maintenance@iberia.es 

Web: www.iberiamaintenance.com 

Activities: MRO Services
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iCBC Financial Leasing Co.Ltd 
Contact: Jing Xu 

Address: 10F bank of Beijing, 17c Jinrong street Xicheng Distric, 

Beijing, China 

Email: xujing@icbcleasing.com 

Web: www.icbcleasing.com 

Activities: Aircraft leasing 

Contact: Longjiao Jiang 

Email: jianglongjiao@icbcleasing.com

                              

iCBC international Leasing Company Ltd 
Contact: David Wang 

Address: 2 Grand Canal Square, Dublin 2, Ireland 

Tel: +353 87 9329605   

Email: wangzhidong@ie.icbcleasing.com 

Web: www.icbcleasing.com 

Activities: Leasing

                                        

iCF 
Contact: Mylène Scholnick 

Address: ICF, 630 Third Avenue, 11th Floor, New York, NY 10017,  

USA 

Tel: +1 212 656 9180    

Email: mylene.scholnick@icf.com 

Web: www.icf.com

Activities: Aircraft finance

Contact: Stuart Rubin 

Address: 9300 Lee Highway, Fair Fax, VA, USA 

Tel: +1 703 934 3015 

Fax: +1 703 934 3740 

Email: Stuart.Rubin@icf.com 

Web: www.icf.com/aviation 

Activities: Financial advisory, appraisals, aircraft remarketing and 

asset management, technical services 

Contact: David Louzado 

Address: 6th Floor, Watling House, 33 Cannon Street, London 

EC4M 5SB, UK 

Tel: +44 20 3096 4961   

Email: david.louzado@icf.com

                              

iFS Corporation - Aviation & Defense 
Contact: Matthew Tobin 

Address: 175 Terence Matthews Crescent, Ottawa, Ontario, K2M 

1W8, Canada 

Tel: +1 613 576 2480   

Email: matthew.tobin@ifsworld.com 

Web: www.ifsworld.com/us/industries/aviation-and-defense/# 

Activities: IFS has extensive knowledge of the aviation and 

defense industry. Independently recognized as a leading, 

global supplier of enterprise software, we provide solutions for 

Commercial aviation, Defense, Fleet and Asset Management, 

Aviation and Defense Manufacturing and In Service Support.                                         

ince & Co 
Contact: Balbir Bindra, Partner 

Address: Suite 4404-10, 44/F, One Island East, 18 Westlands 

Road, Taikoo Place, Hong Kong 

Tel: +852 2877 3221 

Fax: +852 2877 2633 

Email: balbir.bindra@incelaw.com 

Web: www.incelaw.com 

Activities: Legal advice, aviation finance and leasing

                                        

ince & Co France SCP 
Contact: Laurence Hanley, Partner 

Address: “4, Square Edouard VII 75009 Paris, France 

Tel: +33 0 1 53 76 91 00 

Fax:  +33 0 1 53 76 91 26 

Email: laurence.hanley@incelaw.com 

Web: www.incelaw.com 

Activities: Legal advice, aviation finance and leasing 

                                       

ince & Co LLP 
Contact: Will Cooper 

Address: Ince & Co LLP, Aldgate Tower, London E1 8QN, UK 

Tel: +44 0 207 481 0010   

Email: will.cooper@incelaw.com 

Web: www.incelaw.com 

Activities: Legal advice, aviation finance and leasing

                                        

ince & Co Middle East LLP (Dubai Branch) 
Contact: Rita Al Semaani Jansen, Partner 

Address: “The Maze Tower, 10th Floor, Sheikh Zayed Road

P.O. Box 123004, Dubai, United Arab Emirates 

Tel: +971 4 307 6000  

Fax:  +971 4 307 6001 

Email: rita.jansen@incelaw.com 

Web: www.incelaw.com 

Activities: Legal advice, aviation finance and leasing

                                        

indiGo Airlines 
Contact: Varun Malik 

Address: 11th Floor, tower D, Global Business park, MG Road, 

Gurugram, India 

Tel: +91 84470 35583   

Email: varun.malik@goindigo.in 

Web: www.goindigo.in 

Activities: Aircraft acqusistion and financing
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inG Bank n.V. 
Contact: Ben Dijkhuizen 

Address: Bijlmerplein 888, 1102MG Amsterdam-Zuidoost, The 

Netherlands 

Tel: +31 20 5635011 

Fax: +31 20 5658210 

Email: ben.b.dijkhuizen@ingbank.com 

Web: www.ing.com 

Activities: general banking 

                                       

international Airfinance Corporation 
Contact: Moulay Omar Alaoui 

Address: Mazaya Business Avenue, BB2, office 25102, Dubai, 

UAE 

Tel: 971 4 563 4333 

Fax: 971 4 456 4895  

Email: alaoui@iairfinance.com 

Web: www.iairfinance.com 

Activities: Aircraft leasing and financing

                                        

international law office of nagayoshi 
Contact: Midori Nishimoto 

Address: 904, 1 22 1 Ginza chuo-ku, Tokyo, Japan  

Tel: +81 3 6264 7812   

Email: Midori-Nishimoto@shinchi.cc 

Web: www.shinsuke-nagayoshi.com

Activities: Asia    

                                    

intrepid Aviation Management ireland 
Contact: Thomas Schmid, EVP, GC & MD, Ireland 

Address: 2 Hume Street, Dublin 2, D02FT82, Ireland 

Tel: +353 19018400 

Fax: +353 19018401 

Email: thomas.schmid@intrepidaviation.com 

Web: www.intrepidaviation.com 

Activities: Aircraft Leasing, Commercial, Trading

                

                        

investec Bank Ltd 
Contact: David Minty 

Address: 100 Grayston Drive, Sandown, Sandton, 2196, South 

Africa, South Africa 

Tel: +27 11 286 7000   

Email: David.Minty@investec.co.za 

Web: www.investec.co.za/ICIB 

Activities: Aviation Finance

                                         

investec Bank Plc 
Contact: Alok Wadhawan 

Address: 2 Gresham Street, London, UK 

Email: alok.wadhawan@investec.co.uk 

Web: www.investec.co.uk 

Activities: Aviation Finance 

Contact: Matthew Clark 

Address: Suite 3609, 36/F, Two International Finance Centre, 8 

Finance Street, Hong Kong 

Tel:  +852 2861 6888   

Email: Matthew.Clark@investec.com.au

                              

irish Aviation Authority  
Contact: Eamonn Brennan 

Address: Iaa 11-12 D’olier Street, Dublin 2, Ireland 

Tel: +35 316031552 

Fax: +35 316031584 

Email: Rita.aldwell@iaa.ie 

Web: www.iaa.ie 

Activities: Regulation, safety oversight, registration of Aircraft 

                                        

iTOCHU Corporaiton 
Contact: Masaharu Sato 

Address: 5-1, Kita-Aoyama 2-chome, Minato-ku, Tokyo, Japan 

Tel: +81 3 3497 3608 

Fax: +81 3 3497 2992 

Email: satom@itochu.co.jp 

Web: www.itochu.co.jp/en/index.html 

Activities: Leasing  

                                      

iTOCHU Corporation 
Contact: Takuo Koishi 

Address: 5-1, Kita-Aoyama 2-chome, Minato-ku, Tokyo, Japan 

Tel: +81 3 3497 3813 

Fax: +81 3 3497 2992 

Email: koishi-t@itochu.co.jp 

Web: www.itochu.co.jp/en/index.html 

Activities: Aircraft Leasing 

                                       

JAA Training Organisation 
Contact: Eric Schoonderwoerd 

Address: Saturnusstraat 40-44, 2132 HB Hoofddorp, 

The Netherlands 

Tel: +31 23 5679790   

Email: training@jaato.com 

Web: www.jaato.com 

Activities: JAA TO conducts training courses on European and 

international rules and regulations in multiple fields of aviation. 

With more than 500 training courses scheduled per year at 

various locations worldwide, JAA TO is a leading aviation training 

organisation: the training arm of ECAC, the most active member 

of the EASA Virtual Academy (EVA) and the most prominent 

ICAO RTCE in the European and North Atlantic (EURNAT) region. 

The competency-based training courses help improve aviation 

safety worldwide and promote the understanding of existing and 

new European aviation regulations.
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Jackson Square Aviation 
Contact: Dimuth Fernando 

Address: 1 Fullerton Road, #02-01 Singapore 049213, Singapore 

Tel: +65 92362284   

Email: dfernando@jsa.com 

Web: www.jsa.com 

Activities: Aircraft Leasing 

                                       

Japan Airlines Co., Ltd. 
Contact: Jun Otake 

Address: 4-11 Higashi-Shinagawa 2 chome Shinagawa Tokyo 

140-8637, Japan 

Tel: +81 80 6856 4780 

Fax: +81 3 5796 1089 

Email: jun.otake@jal.com 

Web: www.jal.co.jp 

Activities: Corporate Planning, Human Resources Management, 

Route Marketing  

                                      

Jazeera Airways 
Address: Opp. Amiri Terminal, Kuwait International Airport,  

Kuwait 

 

Web: www.jazeeraairways.com 

Activities: commerical aviation 

Contacts: 

Kuruvilla Mathew 

Tel: +965 66422608   

Email: kuruvilla.mathew@jazeeraairways.com

 

Donald Hubbard 

Tel: +965 97693205   

Email: don.hubbard@jazeeraairways.com

                              

Jet Support Services, inc. (JSSi) 
Contact: James Carroll 

Address: Farnborough Airport, Ively Road, UK 

Tel: +44 0 1252 526 583   

Email: jcarroll@jetsupport.com 

Web: www.jetsupport.com 

Activities: Hourly Cost Maintenace Programs for turbine 

powered aircraft.         

                                

Jet Trading and Leasing, LLC. 
Contact: Luis Ayala 

Address: 3225 Aviation, Suite 101, USA 

Tel: +1 3055672424   

Email: Luis@jtl.aero 

Web: www.jtl.aero 

Activities: Trading and Leasing

                   

                     

Jetasia Airways 
Address: 33/4 Level 36 The 9th Tower, Rama 9, Huaykwang, 

Thailand 

Contacts: 

Mr. Ibrahim Saba 

Tel: +662 119 3515 

Email: info@flyjetasia.com, isaba@flyjetasiacom     

Mr. Jacob Saba 

Email: jsaba@flyjetasia.com  

                            

Jetcraft Commercial  
Contact: Raphael Haddad 

Address: 3080 Yonge street, Suite 6060, Toronto, M4N 3N1, 

Canada 

Tel: +1 416 276 8295  

Fax: +1 647 728 1798 

Email: raphael.haddad@jetcraft.com 

Web: www.jetcraft.com  

Activities: Aircraft Trading and Leasing

                                         

JetPro international 
Contact: Kyle Wine 

Address: 3 N. 47th Ave., Suite 102, Phoenix, AZ 85043, USA 

Tel: +1 602 317 1223   

Email: kyle@jetproparts.com 

Web: www.jetproparts.com 

Activities: Aircraft trading, engine trading, spare parts provider                                        

Jetstream Aviation Capital 
Contact: Stuart Klaskin 

Address: 2601 South Bayshore Drive, Suite 1130, Miami, Florida 

33133, USA 

Tel: +1 305 447 1920   

Email: saklaskin@jetstreamavcap.com 

Web: www.jetstreamavcap.com 

Activities: Turboprop aircraft and  leasing

                                        

JLT 
Contact: Oliver Bradburne 

Address: JLT Specialty Limited, UK 

Tel: +44 785 042 1196   

Email: oli_bradburne@jltgroup.com   

Activities: Aviation Finance
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JTB Leasing Services BV 
Address: Lorentzkade 24, Haarlem, The Netherlands 

Tel: +31 639490392   

Email: jan@jtbconsulting.nl 

Web: www.jtbconsulting.nl 

Activities: Leasing 

Contact: Jan Ten Brink   

Tel: +31 639490392   

Email: jan.ten-brink@tuscar.ie

                              

JunHe LLP 
Contact: Zhenfeng Yan 

Address: 288 Shimen Yi Road, 26F HKRI Center One China 

Tel: +86 21 2208 6383 

Fax: +86 21 5298 5492 

Email: yanzhenfeng@junhe.com 

Web: www.junhe.com 

Activities: Aviation and Aerospace, Banking and Finance, 

Dispute Resolution

                                        

Juristconsult Chambers 
Contact: Arvin Halkhoree 

Address: Juristconsult, Level 12, NeXTeracom Tower II, Ebene, 

Mauritius 

Tel: +230 465 00 20 

Fax: +230 465 00 21 

Email: ahalkhoree@juristconsult.com 

Web: www.juristconsult.com 

Activities: Aviation Law

                                        

K&L Gates LLP 

Contact: Dr Frank Thomas 

Address: OpernTurm, Bockenheimer Landstraße 2-4, 60306 

Frankfurt, Germany 

Tel: +49 69 945 196 271 

Fax: +49 69 945 196 499 

Email: frank.thomas@klgates.com 

Web: www.klgates.com 

Activities: Aviation, leasing and asset finance

                                        

kartal Law Firm 
Contact: M. Ali Kartal 

Address: Tekfen Tower Level 8, 209 Buyukdere Street, 34394 

Istanbul, Turkey 

Tel: +90 212 293 23 23   

Email: ali.kartal@kartallawfirm.com 

Web: www.kartallawfirm.com 

Activities: Aviation finance, aviation insurance, aviation litigation, 

aviation regulatory, marine insurance, reinsurance

                                        

katten Muchin Rosenman LLP 
Contact: Timothy J. Lynes 

Address: 2900 K Street NW, North Tower, Suite 200, 

Washington, DC 20007-5118, USA 

Tel: +1 202 625 3686 

Fax: +1 202 295 1118 

Email: timothy.lynes@kattenlaw.com 

Web: www.kattenlaw.com 

Activities: Aviation

                                        

kayway.aero 
Contact: Roland McKay 

Address: SW MX area Hangar 6 (ASB), Switzerland 

Email: roland.mckay@kayway.aero 

Web: www.kayway.aero/index.xhtml 

Activities: Publicly appointed Sworn-in Expert Witness and Court 

Surveyor for Aircraft Value Assessment 

Contact: Roland McKay 

Tel: +49 151 156 108 12   

Email: roland.mckay@kayway.aero

                              

kB Securities 
Contact: Min-Suk Oh 

Address: Unit 2301-04, 23/F, Citic Tower, 1 Tim Mei Avenue, 

Central Hong Kong, Hong Kong 

Tel: +852 2901 2600 

Fax: +852 2521 5215 

Email: minsuk.oh@kbsec.hk 

Web: www.kbfg.com 

Activities: Capital markets and principal investments 

                           

            

kEB Hana Bank 
Contact: Matthew SH Kim 

Address: 7F, 82, Uisadang-daero, Yeongdeungpo-gu, Seoul, 

South Korea 

Tel: +82 2 729 8522 

Fax: +82 2 775 9813 

Email: kimseungho@hanafn.com 

Web: www.kebhana.com 

Activities: Transportation Finance, Banking

Contact: James HS Kim 

Tel: +822 729 8521 

Email: hyungsookim@hanafn.com   
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kellstrom Aerospace 
Contact: Darrell A. Drake 

Address: 14400 NW 77th Court, Miami Lakes, FL 33016, USA 

Tel: +1 954 658 4618 

Fax: +1 954 538 3184 

Email: darrell.drake@kellstromaerospace.com 

Web: www.kellstromaerospace.com 

Activities: VP Product & Technical Services

Contact: Peter Curbelo 

Tel: +1 954 663 2819   

Email: peter.curbelo@kellstromaerospace.com 

                                     

kennedys 
Address: 25 Fenchurch Avenue London EC3M 5AD, UK 

Web: www.kennedyslaw.com 

Activities: Kennedys is a growing international law firm which 

is renowned for its commercial awareness, industry knowledge 

and innovation. Our aviation team has extensive experience 

in supporting, advising and representing the global aviation 

industry. Our clients include airlines, operators, airports, 

maintenance organisations, insurers, leasing companies, banks 

and private individuals.                                        

Contacts: 

Owen Costine 

Tel: +44 20 7667 9451   

Email: owen.costine@kennedyslaw.com 

Activities: Aviation, commercial, finance 

Roger Whipp 

Tel: +44 20 7667 9747   

Email: roger.whipp@kennedyslaw.com 

Contact: Dimitri de Bournonville 

Address: 4th Floor, 350 Avenue Louise, 1050 Brussels, Belgium 

Tel: +32 2 554 0592   

Email: dimitri.debournonville@kennedyslaw.com

 

Contact: Nick Humphrey 

Address: Office 1101, Conrad Tower, Sheikh Zayed Road - Dubai, 

UAE 

Tel: +971 4 350 3690   

Email: nick.humphrey@kennedyslaw.com 

Contact: Peng Lim 

Address: 80 #44-01 UOB Plaza 1, Raffles Place, 048624, 

Singapore 

Tel: +65 6436 4320   

Email: peng.lim@kennedyslaw.com

kGAL investment Management GmbH & Co. 
kG 
Contact: Jochen Hoerger 

Address: Toelzer Str. 15, 82031 Gruenwald, Germany 

Email: jochen.hoerger@kgal.de 

Web: www.kgal-investment-management.com/aviation.html 

Activities: aircraft investments, sale & leaseback transactions

                                        

kim & Chang 
Address: 39 Sajik-ro 8 gil, Jongno-gu, Seoul, South Korea 

Web: www.kimchang.com 

Activities: Aircraft Finance 

Contacts: 

Young-Min Kim 

Tel: +82 2 3703 1145 

Fax: +82 2 737 9091 

Email: ymkim1@kimchang.com 

Robert L. Gilbert 

Tel: +82 2 3703 1144 

Fax: +82 2 737 9092 

Email: rlgilbert@kimchang.com

                              

king & Wood Mallesons 
Contact: Tejaswi Nimmagadda 

Address: Level 14, Gloucester Tower, The Landmark Central, 

Central Hong Kong, Hong Kong 

Tel: +852 3443 1182 

Fax: +852 3443 1299  

Email: tejaswi.nimmagadda@hk.kwm.com 

Web: www.kwm.com 

Activities: Asset Finance and Leasing, Securitisation, Capital 

Markets, Funds

                                        

kLM Uk Engineering  
Contact: Annabel Love  

Address: Liberator Road, Norwich Airport, Norwich, Norfolk. NR6 

6ER, UK 

Tel: +44 1603 254446   

Email: annabel.love@klmuk.com 

Web: www.klmukengineering.com 

Activities: Aircraft Maintenance & Training

                                        

korea Transportation Asset Management 
Contact: Oscar (O.H) KWON 

Address: 11F, Biz-Center Bldg, 45, Supyo-ro, Jung-gu, Seoul 

04551, South Korea 

Tel: +82 2 6328 8802 

Fax: +82 2 6328 8809 

Email: oscar.kwon@kotam.com.sg 

Web: www.KMARINgroup.com 

Activities: Asset Management
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kPMG 
Address: 1 Harbourmaster Place, Dublin 1, Ireland  

Tel: +353 1 410 1000   

Email: aviationfinance@kpmg.ie 

Web: www.kpmg.ie/aviation 

Activities: Aviation Finance, Tax, M&A, Advisory Services, Audit, 

Assurance 

Contact: Tom Woods 

Email: tom.woods@kpmg.ie 

                                       

kPMG Tax Limited 
Contact: John Timpany 

Address: 8th Floor, Prince’s Building, 10 Chater Road, Central 

Hong Kong, Hong Kong 

Tel: +852 2143 8790 

Fax: +852 2845 2588 

Email: john.timpany@kpmg.com 

Web: home.kpmg.com/cn/en/home

Activities: Corporate Tax

                                        

kroll Bond Rating Agency 
Address: 845 Third Avenue, New York, NY, USA 

Tel: +1 212 702-0707   

Web: www.kbra.com   

Contacts: 

Marjan Riggi 

Email: mriggi@kbra.com 

Tony Nocera 

Tel: +1 646 731 2350   

Email: anocera@kbra.com 

Kate Kennedy 

Tel: +1 646 731 2348   

Email: kkennedy@kbra.com

 

Arielle Smelkinson 

Tel: +1 212 702 0707   

Email: asmelkinson@kbra.com

 

Andrew Kabala 

Tel: +1 212 702 0707   

Email: akabala@kbra.com

kV Aviation 
Contact: karine brunet        

Email: karine.brunet@kvaviation.com  

Web: www.kvaviation.com

Activities: Aircraft and Engine Leasing

                           

             

Labuan iBFC inc 
Contact: Danial Mah Abdullah 

Address: Suite 3A-2, Level 2, Block 3A, Plaza Sentral, Jalan 

Stesen Sentral KL Sentral 50470 Kuala Lumpur, Malaysia 

Tel: +60 327738977 

Fax: +60 327802077 

Email: danial.mah@libfc.com 

Web: www.labuanibfc.com 

Activities: International business and financial centre

                                        

LAS Aviación Soluciones 
Contact: Dominique Leonardon 

Address: Calle Madre Rafols, 2, 50004 Zaragoza, Spain 

Tel: +34 976 439 791   

Email: las@lasaviation.aero   

Activities: Consulting in aircraft, fleet, air transport, business/ 

corporate aviation  

                                      

Latam 
Address: Presidente Riesco 5711, Las Condes, Santiago, Chile 

Web: www.latam.com 

Activities: Aircraft Financing and Leasing

Contacts: 

Ramiro Alfonsín Balza 

Tel: +56 22 565 8765   

Email: ramiro.alfonsin@latam.com 

Diego Valenzuela Prado 

Tel: +56 99 338 8712   

Email: diego.valenzuelap@latam.com 

        

                                

Lazard 
Contact: James Chen 

Address: 30 Rockefeller Plaza, 63 Floor, New York, USA 

Tel: +1 212 632 6540   

Email: james.chen@lazard.com   

Activities: Investment Banking

                                        

LBBW - Landesbank Baden-Württemberg 
Contact: Patrick Wellnitz 

Address: Am Hauptbahnhof 2, 70173 Stuttgart, Germany 

Email: Patrick.Wellnitz@lbbw.de   

Activities: Aviation Finance

                     

                   

Lease Fabriek B.V. 
Contact: Nick Peters 

Address: Strooijonkerstraat 8, 1812PK Alkmaar, The Nederlands 

Tel: +31 725317839   

Email: n.peters@leasefabriek.nl 

Web: www.leasefabriek.nl 

Activities: Financial lease    
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Lions Share Capital & Consulting. LLC 
Contact: Jesmeet (Jessie) Singh 

Address: 1416 NW 46th. St. Ste. 105 PO Box 103. Seattle, 

Washington 98107, USA 

Tel: +1 425 299 0338   

Email: Jesmeet.singh@lionssharecc.com   

Activities: Capital consulting and arranging. Fleet management. 

Business development. Aviation finance

                                         

Lucas Aerospace intl 
Contact: Ove Larsen 

Address: Katholm 1, bld 5B, Denmark 

Tel: +45 86484340   

Email: 4olarsen@gmail.com 

Web: www.lucasaerospace.eu 

Activities: Parts distribution 

                                       

Lufthansa Technik AG 
Contact: Zang Thio 

Address: 390 Orchard Road, Singapore 

Tel: +65 67339081 

Fax: 65 67331923 

Email: zang.thio@lht.dlh.de 

Web: www.lufthansa-technik.com 

Activities: MRO 

                                       

Macquarie  
Contact: Stephen Cook 

Address: Macquarie, Ropemaker Place, 28 Ropemaker Street, 

London, EC2Y 9HD, UK 

Tel: +44 20 3037 2493   

Email: stephen.cook@macquarie.com 

Web: www.macquarie.com 

Activities: AirFinance 

                                       

Macquarie AirFinance 
Contact: John Willingham 

Address: 2 Embarcadero Center, Suite 200, San Francisco, USA 

Tel: +1 415 829 6651 

Fax: +1 415 829 6789 

Email: john.willingham@macquarie.aero 

Contact: Liam Kavanagh 

Address: Ropemaker Place, Level 11, 28 Ropemaker Street, 

London 

Tel: +44 20 3037 2780   

Email: liam.kavanagh@macquarie.aero 

Contact: Brian DiSanto 

Address: 2 Embarcadero Center, Suite 200, San Francisco, USA 

Tel: +1 415 829 6652 

Email: brian.disanto@macquarie.aero

 

Contact: Matthew Skafel 

Address: 2 Embarcadero Center, Suite 200, San Francisco, USA 

Tel: +1 415 829 6620 

Email: matthew.skafel@macquarie.aero

 

Contact: Bruce Hogarth 

Address: 2 Embarcadero Center, Suite 200, San Francisco, USA 

Tel: +1 206 901 0419   

Email: bruce.hogarth@macquarie.aero

MahoneyLiotta LLP 
Contact: Daniel Mahoney 

Address: The Landmark, 7th Floor, Chinggis Avenue 13, 

Ulaanbaatar, Mongolia 

Tel: +976 325 344 

Fax: +976 325 358 

Email: daniel.mahoney@mlmongolia.com 

Web: www.mlmongolia.com 

Activities: General Business; Aircraft Leasing

                                        

Maples and Calder 
Contact: Dale Crowley 

Address: Dale Crowley, Cayman Islands 

Tel: +1 345 949 8066 

Fax: +1 345 949 8080 

Email: dale.crowley@maplesandcalder.com 

Web: maplesandcalder.com 

Activities: Aviation finance 

                                       

Maples and Calder (British Virgin islands) 
Address: Sea Meadow House, PO Box 173, Road Town, Tortola, 

VG1110, British Virgin Islands 

Tel: +1 284 852 3000 

Fax: +1 284 852 3097 

Email: bviinfo@maplesandcalder.com 

Web: www.maplesandcalder.com 

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contact: Richard May, Partner 

Tel: +1 284 852 3027   

Email: richard.may@maplesandcalder.com 
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Maples and Calder (Cayman islands) 
Address: Ugland House, PO Box 309, South Church Street, 

Grand Cayman KY1-1104, Cayman Islands 

Tel: +1 345 949 8066 

Fax: +1 345 949 8080 

Email: info@maplesandcalder.com 

Web: www.maplesandcalder.com 

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network.

 

Contacts: 

Dale Crowley, Partner 

Tel: +1 345 814 5535 

Fax: +1 345 949 8080 

Email: dale.crowley@maplesandcalder.com 

Contact: Wanda Ebanks, Partner 

Tel: +1 345 814 5449 

Fax: +1 345 949 8080 

Email: wanda.ebanks@maplesandcalder.com 

                   

Maples and Calder (Dubai) LLP 
Address: 5th Floor, The Exchange Building, Dubai International 

Financial Centre, PO Box 119980, Dubai, UAE  

Tel: +971 4 360 4070 

Fax: +971 4 360 4080 

Email: dubaiinfo@maplesandcalder.com   

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contact: Manuela Belmontes, Partner   

Tel: +971 4 360 4074   

Email: manuela.belmontes@maplesandcalder.com 

                             

Maples and Calder (Hong kong) LLP 
Address: 53rd Floor, The Center, 99 Queen’s Road Central, 

Hong Kong, Hong Kong 

Tel: +852 2522 9333 

Fax: +852 2537 2955 

Email: hkinfo@maplesandcalder.com   

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contacts: 

Mark Western, Partner   

Tel: +852 3690 7407   

Email: mark.western@maplesandcalder.com 

Stacey Overholt, Partner   

Tel: +852 3690 7441   

Email: stacey.overholt@maplesandcalder.com

                    

Maples and Calder (ireland)  
Address: 75 St. Stephen’s Green, Dublin 2, Ireland 

Tel: +353 1 619 2000 

Fax: +353 1 619 2001 

Email: dublininfo@maplesandcalder.com   

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contacts: 

Nollaig Murphy, Partner   

Tel: +353 1 619 2079   

Email: nollaig.murphy@maplesandcalder.com 

Donna Ager, Partner   

Tel: +353 1 619 2084  

Email: donna.ager@maplesandcalder.com 

                   

Maples and Calder (Singapore) LLP 
Address: 1 Raffles Place, #32-02A One Raffles Place, 048616, 

Singapore 

Tel: +65 6922 8400 

Fax: +65 6222 2236 

Email: sginfo@maplesandcalder.com   

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contacts: 

Michael Gagie, Partner   

Tel: +65 6922 8402   

Email: michael.gagie@maplesandcalder.com 

Jess Stock, Of Counsel   

Tel: +65 6922 8401   

Email: jess.stock@maplesandcalder.com

                    

Maples and Calder (Uk) 
Address: 11th Floor, 200 Aldersgate Street, London, EC1A 4HD, 

UK  

Tel: +44 20 7466 1600 

Fax: +44 20 7466 1700 

Email: ukinfo@maplesandcalder.com   

Activities: Provides Cayman Islands, Irish and British Virgin 

Islands legal advice on aircraft financing and leasing transactions 

across its global network. 

Contacts: 

Jonathan Caulton, Partner   

Tel: +44 20 7466 1612   

Email: jonathan.caulton@maplesandcalder.com 

Matthew Gilbert, Partner   

Tel: +44 20 7466 1608   

Email: matthew.gilbert@maplesandcalder.com
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Maples Fiduciary (Bermuda) 
Address: 5th Floor, Andrew’s Place, 51 Church Street, Hamilton, 

HM12, Bermuda 

Tel: +1 441 400 4080  

Fax: +1 441 400 4089 

Email: bermuda@maplesfs.com 

Web: www.maplesfiduciaryservices.com 

Activities: Provides independent trustee services to alternative 

investment funds established as unit trusts, charitable trusts and 

private wealth trusts.  

Contact: Christopher Tribley, Senior Vice President 

Tel: +1 441 400 4082   

Email: christopher.tribley@maplesfs.com 

Maples Fiduciary (Cayman islands) 
Address: PO Box 1093, Boundary Hall, Cricket Square, Grand 

Cayman, KY1-1102, Cayman Islands 

Tel: +1 345 945 7099  

Fax: +1 345 945 7100 

Email: cayman@maplesfs.com 

Web: www.maplesfiduciaryservices.com 

Activities: Provides directors, corporate formation, 

administration, accounting, company secretarial, management, 

trustee, registrar and escrow services as well as off-balance 

sheet ownership structures for special purpose entitles and 

securitisation vehicles   

Contacts: 

Guy Major, Global Head of Fiduciary 

Tel: +1 345 814 5818   

Email: guy.major@maplesfs.com 

Phillip Hinds, Senior Vice President 

Tel: +1 345 814 5807   

Email: phillip.hinds@maplesfs.com                  

Maples Fiduciary (Hong kong) 
Address: 5301 53rd Floor, The Center, 99 Queen’s Road, Central 

Hong Kong 

Tel: +852 3655 9000  

Fax: +852 2537 2955  

Email: hongkong@maplesfs.com 

Web: www.maplesfiduciaryservices.com 

Activities: Provides directors, incorporation, fiduciary, 

accounting, corporate secretarial and registrar services to Hong 

Kong entities as well as director services for other jurisdictions 

where an Asian time zone presence is needed. It also provides 

trustee and trust administration services to Hong Kong, Cayman 

Islands and British Virgin Islands trusts.  

Contact: Charlie Sparrow, Regional Head of Fiduciary 

Tel: +852 3690 7690   

Email: charlie.sparrow@maplesfs.com

                              

Maples Fiduciary (ireland) 
Contact: Maples Fiduciary (Ireland) 

Address: 32 Molesworth Street, Dublin 2, Ireland 

Tel: +353 1 697 3200  

Fax: +353 1 697 3300  

Email: dublin@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, corporate formation, 

administration, managing agent, accounting, company 

secretarial, share trustee and paying agent services to structured 

finance vehicles and Irish investment fund structures.  

Contacts: 

Stephen O’Donnell 

Tel: +353 1 697 3244 

Fax: +353 1 697 3300  

Email: Stephen.ODonnell@maplesfs.com 

Julian Dunphy 

Tel: +353 1 697 3231 

Fax: +353 1 697 3300  

Email: Julian.Dunphy@maplesfs.com

                    

Maples Fiduciary (Uk) 
Address: 11th floor, 200 Aldersgate Street, London EC1A 4HD, UK 

Tel: +44 20 7466 1600  

Fax: +44 20 7466 7100  

Email: london@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, corporate formation, 

administration, accounting, company secretarial, share trustee 

and process agent services to UK companies and LLPs. 

Contact: Sam Ellis, Senior Vice President 

Tel: +44 20 7466 1645 

Fax: +44 20 7466 7100  

Email: sam.ellis@maplesfs.com

                              

Maples Fiduciary (UAE) 
Address: 616, Liberty House, Dubai International Financial 

Centre, PO Box 506734, Dubai, UAE 

Tel: +971 4 511 4200  

Fax: +971 4 511 4100  

Email: dubai@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, corporate formation, 

administration, accounting, company secretarial and registered 

office servicesto DIFC entities and Cayman Islands entities 

where a Middle Eastern time zone presence is needed.  

Contact: Andrew Millar, Regional Head of Fiduciary, Middle East 

Tel: +971 4 511 4202 

Fax: +971 4 511 4100  

Email: Andrew.Millar@maplesfs.com
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Maples Fiduciary (USA) 
Contact: Maples Fiduciary (USA) 

Address: 4001 Kennett Pike, Suite 302, Wilmington, Delaware 

19807, USA 

Tel: +1 302 338 9130  

Fax: + 1 302 300 4063  

Email: delawareservices@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, officers, managers, corporate 

formation, co-issuer, administration, accounting, company 

secretarial and registeredagency services to investment funds 

and asset finance vehicles. 

Contact: Edward Truitt, Regional Head of Fiduciary 

Tel: +1 302 338 9129 

Fax: + 1 302 300 4063  

Email: Edward.Truitt@maplesfs.com

                              

Maples Fiduciary Services (Singapore) 
Address: 1 Raffles Place, #32-02A One Raffles Place, Singapore, 

048616, Singapore 

Tel: +65 6436 6900  

Fax: +65 6532 7422  

Email: singapore@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, incorporation, administration, 

accounting, company secretarial and registered office services 

to Singapore and Cayman Islands companies where an Asian 

time zone presence is needed.  

Contact: Hugh Thompson, Global Head of Fiduciary 

Address: 1 Raffles Place, #32-02A One Raffles Place, Singapore 

048616 

Tel: +65 6436 6911 

Fax: +65 6532 7422  

Email: Hugh.Thompson@maplesfs.com

                              

Maples Fiduciary Services (The netherlands) 
Address: World Trade Center, Tower A, Level 12, Strawinskylaan 

1209, 1077 XX Amsterdam, The Netherlands 

Tel: +31 20 808 1081  

Fax: +31 20 808 0415  

Email: netherlands@maplesfs.com 

Web: www.maplesfiduciary.com 

Activities: Provides directors, corporate formation, 

administration, accounting, company secretarial and registered 

office services to asset-backed special purpose vehicles and 

Netherlands holding companies. 

Contact: Jan Hendrik Siemssen 

Tel: +31 208 081 081 

Fax: +31 20 808 0415  

Email: JanHendrik.Siemssen@maplesfs.com

                              

Maples FS (Luxembourg) 
Address: 6D, route de Trèves, Senningerberg, Luxembourg, 

L-2633 

Tel: +352 26 68 6210 

Fax: +352 26 68 6220  

Email: luxembourg@maplesfs.com 

Web: www.maplesfs.com 

Activities: Provides management and domicilliation agent 

services to Luxembourg structured finance companies, fiduciary 

services to Luxembourg investment fund structures and fun 

administration services to European domicilled investment funds. 

Services include the provision of directors, corporate formation, 

registered office, company secretarial, calculation agent, transfer 

agent and administration services as well as financial statement 

preparation. 

Contact: Tom Davies 

Tel: +352 26 68 62 33 

Fax: +352 26 68 6220  

Email: Tom.Davies@maplesfs.com

                              

Mason Hayes & Curran 
Address: South Bank House, Barrow Street, Dublin 4, Ireland 

Web: www.mhc.ie 

Activities: Legal Services 

Contacts: 

Christine O’Donovan 

Tel: +35 316145000 

Fax: +35 316145001 

Email: codonovan@mhc.ie 

Daniel Kiely   

Tel: +35 316145000 

Fax: +35 316145001 

Email: dkiely@mhc.ie 

                             

Mass Lease 
Contact: Richard Jacobs 

Address: Industrieweg 23, 3641 RK Mijdrecht, The Netherlands 

Tel: +31 297 227 100   

Email: richard.jacobs@mass-lease.com 

Web: www.mass-lease.com 

Activities: Regional Aircraft Leasing 

                                       

Matheson 
Contact: Chris Quinn, Of Counsel 

Address: 70 Sir John Rogerson’s Quay, Dublin 2, Ireland 

Tel: +353 1 232 2000 

Fax: +353 1 232 3333 

Email: chris.quinn@matheson.com 

Web: www.matheson.com 

Activities: Aviation and Asset Finance
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mba 
Contact: Anne Correa 

Address: 2101 Wilson Boulevard, Suite 10001, Arlington, Virginia 

22201, USA 

Tel: +1 703 276 3200   

Email: acorrea@mba.aero 

Web: www.mba.aero 

Activities: Consulting, Appraisal, Technical Services, Asset 

Management         

                               

MC Aviation Partners Americas inc. 
Contact: Jin Yun 

Address: 1 Park Plaza, Irvine, CA92614, USA 

Tel: +1 949 294 8639   

Email: jin.yun@mcapgroup.com 

Web: www.mcapgroup.com

Activities: Aircraft Finance

                                        

McLarens Aviation 
Contact: Ben Dean 

Address: World Business Centre 1, Newall Road, UK 

Tel: +44 208 564 3701   

Email: asset.aviation@mclarens.com 

Web: www.mclarensaviation.com 

Activities: Asset Management, Risk Management, Appraisals, 

Consultancy                     

                   

MFS Aircraft 
Contact: Gerry Jackson 

Address: 3040 Dupont Ave S., Suite 204, USA 

Tel: +1 612 822 3580   

Email: Gerry@mfsaircraft.com 

Web: www.MFSAircraft.com 

Activities: Financing, leasing, sales, acquisition of aircraft and jet 

engines                             

           

Minsheng Financial Leasing 
Address: 2F, Building No.8, Beijing Friendship Hotel, No.1 

Zhongguancun Street, Haidian District, Beijing, China 

Web: www.msfl.com.cn

   

Contacts: Chen Fei 

Tel: +8610 68940066-9635   

Email: chenfei@msfl.com.cn 

Liao Mindong 

Tel: +8610 68940066-9611   

Email: liaomindong@msfl.com.cn 

Ma Lei 

Tel: +8610 68940066-9610   

Email: malei@msfl.com.cn 

Martin Lu 

Tel: +8610 68940066-9609   

Email: luyuan@msfl.com.cn 

Li Hao 

Tel: +8610 68940066-9612   

Email: lihao@msfl.com.cn

Mitsubishi Corporation (Hong kong) Limited 
Contact: Brandon Wu 

Address: 15th Floor, Tower 1, Admiralty Centre, 18 Harcourt Road, 

Admiralty, Hong Kong 

Tel: +852 28624476 

Fax: +852 31510612 

Email: kwok-shing.ng@mitsubishicorp.com 
                                           

Mizuho  
Contact: Andrew Waddington 

Address: 1251 Avenue of the Americas, New York, 10020, USA 

Tel: +212 282 4001   

Email: andrew.waddington@mizuhocbus.com   

Activities: Banking & Capital Markets    

                                    

MJM Limited 
Contact: Brian Holdipp 

Address: Thisle House, 4 Burnaby Street, Hamilton HM 11, 

Bermuda 

Tel: +441 292 1345 

Fax: +441 292 9151 

Email: bholdipp@mjm.bm 

Web: www.mjm.bm 

Activities: Corporate Finance, Aircraft Finance, Restructuring, 

Regulatory Law and Partnerships

                                        

Monarch Airlines 
Contact: Alison Wilds 

Address: Prospect House, Prospect Way, London Luton Airport, 

Luton LU2 9NU, UK 

Tel: +44 1582 398043 

Fax: +44 1582 401306 

Email: Alison.Wilds@Monarch.co.uk 

Web: www.monarch.co.uk 

Activities: Asset Finance / Aviation / Engineering

                                        

Morris James LLP 
Contact: Michael M. Ledyard  

Address: 500 Delaware Avenue, 15th Floor, Wilmington, DE 

19801, USA 

Tel: +1 302 888 6917 

Fax: +1 302 504 3947 

Email: Mledyard@morrisjames.com 

Web: www.morrisjames.com 

Activities: Structured Finance; Delaware Corporations, LLCs, 

Trusts and Limited Partnerships
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Mr Legal inn 
Contact: Mobeen Rana 

Address: Rana Towers, Jail Road, 15-B, Shadman II, Lahore, 

Pakistan 

Tel: +92 42 35407116 

Fax: +92 4235970919 

Email: info@mrlegalinn.com 

Web: www.mrlegalinn.com 

Activities: Aviation & Aerospace Finance & Leasing

                                        

MRO Exchange LLC 
Contact: Vince Mariano 

Address: 10159 Umberland Place, Boca Raton, USA 

Tel: +1 5618660136   

Email: vmariano@mromarketplace.com 

Web: www,mromarketplace.com

                                          

MUFG 
Contact: Mi Zhou 

Email: mi.zhou@uk.mufg.jp 

Web: www.mufgemea.com 

Activities: Banking

                                        

MUFG Union Bank 
Contact: Jenny Zhou 

Address: 1221 Avenue of the Americas, NY, USA 

Tel: +1 646 767 1359   

Email: Jzhou@us.mufg.jp   

Activities: Aviation, Transportation, Asset Financing

                                        

nAS Corporation Limited 
Address: Brigmerston, Salisbury, UK 

Web: www.nascorporation.biz 

Contacts: 

Andrew Smith 

Tel: +44 203 141 0950   

Email: a.smith@nascorporation.biz 

Samantha Smith 

Tel: +44 203 141 0950   

Email: s.smith@nascorporation.biz

                              

national Australia Bank 
Contact: Alistair Monk 

Address: 88 Wood Street, London, EC2V 7QQ, UK 

Tel: +44 207 710 1770   

Email: alistair.monk@eu.nabgroup.com   

Activities: Aircraft Finance

                   

                     

natixis 
Contact: Benoist de Vimal 

Address: 1251 Avenue of the Americas, New York, NY 10020, 

USA 

Tel: +1 212 891 5847 

Fax: +1 201 761 6970 

Email: benoist.devimal@us.natixis.com 

Web: www.natixis.com 

Activities: Aviation Finance

Contact: Jocelyn Noel 

Address: 25 Dowgate Hill, London EC4R, UK 

Tel: +44 20 3216 9000   

Email: jocelyn.noel@uk.natixis.com 

Web: www.natixis.com/natixis/jcms/j_6/en/home 

Activities: International corporate, investment, insurance and 

financial services

                                         

nishimura & Asahi 
Address: Otemon Tower, 1-1-2 Otemachi, Chiyoda-ku, Tokyo, 

Japan 

Fax: +81 3 6250 7200 

Web: www.jurists.co.jp/en 

Activities: Aviation finance, asset finance, banking and 

regulatory matters 

Contacts: 

Kosuke Shibukawa 

Tel: +81 3 6250 6328 

Email: k_shibukawa@jurists.co.jp 

Nobuhiko Harada 

Tel: +81 3 6250 6307 

Fax: +81 3 6250 7200 

Email: n_harada@jurists.co.jp

                              

nomura Financial Products and Services 
Contact: John Gorman, Head of Non-Yen Rates Trading 

Address: 2-2-2 Otemachi Chiyoda-ku 100-8130 Japan 

Tel: +81 367039401   

Email: John.Gorman@nomura.com   

Activities: Interest Rate Swapping of Leases, Loans, Jalco’s etc

                                        

nordic Aviation Capital 
Contact: Eva Ferguson 

Address: Bedford Place, Henry Street, Limerick City, Ireland 

Tel: +353 61 432426   

Email: efe@nac.dk 

Web: www.nac.dk
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north Cape Pte Ltd 
Contact: Larry Pupkin 

Address: 67-B Boat Quay, Singapore 

Tel: +65 3157 5228   

Email: l.pupkin@ncape.com 

Web: www.northcapecapital.com 

Activities: Finance

                                        

norton Rose Fulbright 
Contact: Andres Parker 

Address: West End Avenue Apt 6H, USA 

Tel: +1 786 775 0204   

Email: andres.parker@nortonrosefulbright.com   

Activities: Aviation                  

                      

norton Rose Fulbright (Central Europe) LLP 
Address: White Square Office Center, Butyrsky Val str.10, Bldg.A., 

Moscow, 125047, Russian Federation 

Fax: +7 499 924 5102 

Web: www.nortonrosefulbright.com 

Activities: Banking and finance (asset finance, aviation, oil and 

gas, financial restructuring and insolvency, projects and project 

finance) 

Contacts: 

Alexander Tsakoev 

Tel: +7 499 924 5112 

Email: alexander.tsakoev@nortonrosefulbright.com 

Alexandra Semykina 

Tel: +7 499 924 5148 

Fax: +7 499 924 5102 

Email: alexandra.semykina@nortonrosefulbright.com 

                                       

nyras 
Contact: Nigel Addison Smith 

Address: 40 Queen Street, London EC4R 1DD, UK 

Tel: +44 7801 180 110   

Email: nigel.addison.smith@nyras.com 

Web: www.nyras.com 

Activities: Aviation advisory and consultancy

                                        

OAG Aviation Worldwide LLC 
Contact: Anna Henley 

Address: 801 Warrenville Rd Ste 555, USA 

Tel: +1 6305155300   

Email: anna.henley@oag.com 

Web: www.oag.com 

Activities: Aviation Data

                   

                     

Odgers Berndtson 
Contact: Susan Thompson, Partner & Head of Aviation Practice 

Address: 20 Cannon Street, London EC4M 6XD, UK 

Tel: +44 207 529 1111   

Email: susan.thompson@odgersberndtson.com 

Web: www.odgersberndtson.com 

Activities: Specialising in senior executive and board level 

recruitment in the Aviation sector since 2001 for the airlines, 

airports, MRO and aircraft finance sector, as well as the ANSPs, 

regulators, trade associations and service providers, nationally 

and internationally 

                                       

Odyssey Airlines 
Contact: Raymond Hickey 

Address: 4th Floor 36 Spital Square, London, England, E1 6DY, 

UK     

Email: info@odysseyairlines.com 

Web: www.flyody.com 

Activities: Airlines

Contact: Patrick Creely 

Address: Tulip House, 70 Borough High St, London, SE1 1XF, UK 

Tel: +44 755 186 3009   

Email: patrick.creely@odysseyairlines.com 

Web: www.flyody.com 

Activities: Airline operators, Aircraft leasing

                                        

Omni Air international LLC 
Contact: Pablo Guillermo Aguirre 

Address: 3303 N Sheridan Rd, Hangar 19, USA 

Tel: +1 918 831 3993   

Email: paguirre@oai.aero 

Web: www.oai.aero 

Activities: Airline - Non-Scheduled

                                        

ORiEL Consult Limited 
Contact: Olga Razzhivina 

Address: Windsor, UK 

Tel: +44 333 011 7676   

Email: olga@oriel.aero 

Web: www.oriel.aero 

Activities: Commercial aircraft and engine valuation, 

consultancy, expert witness

                                        

Outlaw Partners 
Address: 415 Napa Street, USA 

Contact: Michael A Anselmi 

Tel: +1 415 860 7130   

Email: manselmi@outlawpartners.com

Activities: Aviation and Aircraft Leasing Consultancy with a focus 

on Business Development, Portfolio Strategy, Risk Management 

and Market Research.  
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Pacific Aviation Consulting Ltd 
Contact: Archana Ramachandran 

Address: Unit 1601, 16F, Com

Web Plaza, 12, Cheung Yue Street, Lai Chi Kok, Kowloon, Hong 

Kong 

Tel: +852 81999845 

Fax: +852 27436766 

Email: info@pacific-aviation-consulting.net 

Web: www.pacific-aviation-consulting.net 

Activities: Aircraft Financing, Dry Lease, Wet Lease, Aircraft 

Sales, Asset Management 

                                       

Parra Rodríguez Abogados 
Contact: Bernardo Rodríguez Ossa 

Address: Carrera 9 No. 74 - 08 Oficina 504. Bogotá, 110221, 

Colombia 

Tel: +57 1 376 4200 

Fax: +57 1 376 1707 

Email: bernardo.rodriguez@prslaws.com 

Web: www.prslaws.com 

Activities: Aircraft Finance, Aviation Law, Corporate, Taxes, 

Taxes, Mergers and Acquisitions, Intellectual Property, Trans 

Consumer Protection, Foreign exchange and foreign investment

                                        

PEMCO World Air Services 
Address: 4102 N Westshore Blvd, Tempa, USA 

Web: www.pemcoair.com 

Activities: Aviation maintenance, cargo conversion, and 

engineering. 

Contacts: 

Mike Andrews 

Tel: +1 813 951 6838   

Email: mike.andrews@pemcoair.com 

Ernie Kiss 

Tel: +1 813 322 9600   

Email: ernie.kiss@pemcoair.com  

                            

Petrus Aviation LLC 
Address: 3000 Turtle Creek Boulevard. Dallas, TX 75219, USA 

Activities: Leasing, Financing 

Contacts: 

Phillip Raymond 

Tel: +1 972 535 1953   

Email: phillip.raymond@pgrp.net   

C.J. Lorio 

Address: 3000 Turtle Creek Boulevard.  Dallas, TX 75219 

Tel: +1 972 535 1972   

Email: cj.lorio@perot.com      

                        

Pillsbury Winthrop Shaw Pittman (Hk) LLP 
Contact: Paul Jebely 

Address: 24/F Kinwich Centre, 32 Hollywood Road, Central, 

Hong Kong, Hong Kong 

Tel: +852 3959 7500 

Fax: +852 3959 7501 

Email: paul.jebely@pillsburylaw.com 

Web: www.pillsburylaw.com/paul-jebely 

Activities: Aviation, Aerospace & Transportation Finance

                                        

Pillsbury Winthrop Shaw Pittman LLP 
Web: www.pillsburylaw.com 

Activities: Finance, Asset Finance, Aviation, Aerospace & 

Transportation                           

             

Contact: Mark Lessard 

Address: 1540 Broadway, New York NY, USA 

Tel: +1 212 858 1564   

Email: mark.lessard@pillsburylaw.com 

Web: www.pillsburylaw.com 

Activities: Pillsbury is a leading international law firm with 700+ 

lawyers located around the world.  

Contact: Paul Jebely 

Address: Suite 2404, 24/F Kinwick Centre, Hong Kong 

Tel: +852 3959 7503   

Email: paul.jebely@pillsburylaw.com 

Contact: Graham Tyler 

Address: Tower 42, Level 21, London, UK 

Tel: +44 20 7847 9562   

Fax: +44 20 7847 9501 

Email: graham.tyler@pillsburylaw.com 

                   

Pk AirFinance (A GECAS Company) 
Contact: Claudia A Barston 

Address: 11 North Buona Vista Drive, Level 9, Metropolis Tower 

2, Singapore 

Tel: +65 63263132   

Email: c.barston@pkair.com 

Web: www.pkair.com 

Activities: Syndication   

                                      

Pratt& Whitney Turkish Engine Center 
Contact: Gokhan Sefa 

Address: Sabiha Gokcen International Airport İstanbul/Turkey, 

Turkey 

Email: gokhan.sefa@pw.utc.com 

Web: www.pw.utc.com 

Activities: Aircraft/ Commercial Engines MRO, Lease,  

Sales,Marketing      
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PricewaterhouseCoopers (PwC) 
Contact: Michelle Siu 

Address: 3 Embarcadero Center, San Fransisco, USA 

Tel: +1 415 498 7044   

Email: michelle.siu@pwc.com 

Web: www.pwc.com/us/en/deals.html 

Activities: PwC’s professional services include audit and 

assurance, tax and consulting that cover various areas including 

aviation and aircraft finance and deals. We have dedicated 

aircraft leasing/consulting professionals in all service areas, 

including financial/commercial due diligence, accounting, audit, 

tax, and valuation/appraisal. 

                                        

Private Export Funding Corp. (“PEFCO”) 
Contact: Gordon Hough 

Address: 280 Park Avenue, New York, N.Y. 10017, USA 

Tel: +1 212 916 0332 

Fax: +1 646 432 5865 

Email: g.hough@pefco.com 

Web: www.pefco.com 

Activities: Finance 

                                       

Probus Aviation Limited 
Contact: Adrian M Lee 

Address: Probus House 7 River Walk Horsham West Sussex 

RH12 1DU, UK 

Tel: +44 20 8123 2787   

Email: adrian@probusaviation.com 

Web: www.probusaviation.com 

Activities: Asset Management, Aircraft Remarketing, 

Consultancy, Expert Witness  

                                      

PwC ireland 
Address: One Spencer Dock, North Wall Quay, Dublin 1, Ireland 

Web: www.pwc.ie 

Activities: Tax 

Contacts: 

Yvonne Thompson 

Tel: +353 1 792 6000   

Email: yvonne.thompson@ie.pwc.com 

Brian Leonard 

Tel: +353 1 792 6000   

Email: brian.a.leonard@ie.pwc.com 

Jim McDonnell 

Tel: +353 1 792 6836   

Email: jim.mcdonnell@ie.pwc.com 

Ronan Doyle 

Tel: +353 1 792 6000   

Email: ronan.doyle@ie.pwc.com 

         

Qatar Reinsurance Company 
Contact: Nick Hester 

Address: 71 Fenchurch St., London EC34BS, UK 

Tel: +44 203 598 8705   

Email: nhester@qregroup.com 

Web: www.qatarreinsurance.com 

Activities: Residual Value Insurance 

                                       

R. W. Pressprich & Co. 
Contact: Steve Welo 

Address: 920 Second Avenue South, Suite 1225, USA 

Tel: +1 763 252 1650   

Email: swelo@pressprich.com 

Web: www.pressprich.com 

Activities: trading, structured finance, arranger, advisory

                                        

Radar Asset Management LLC 
Contact: David Berkowitz 

Address: 107 Colt Road Summit, NJ  07901, USA 

Tel: +1 908 277 1667   

Email: dberko@radar-aeroinv.com 

Web: www.radar-aeroinv.com 

Activities: Aviation Investment Advisory and Consulting

                

                         

Ready 4 Aero 
Address: Panenska 24, Bratislava, Slovakia 

Web: www.r4a.aero 

Activities: Aircraft leasing 

Contacts: 

Veronika Vizvaryova 

Tel: +421 911 973 117   

Email: vernika@r4a.aero 

Philippe Lienard 

Tel: +421 232 112 610   

Email: Philippe@r4a.aero

                

              

RECARO 
Contact: Martin Rehmet 

Address: 2275 Eagle Parkway Fort Worth, USA 

Tel: +1 6825607242   

Email: martin.rehmet@recaro-as.com 

Web: www.recaro-as.com 

Activities: Aircraft Seating
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Reed Smith LLP 
Contact: Richard Hakes 

Address: The Broadgate Tower, 20 Primrose Street, London 

EC2A 2RS, UK 

Tel: +44 20 3116 2996 

Fax: +44 20 3116 3999 

Email: rhakes@reedsmith.com 

Web: www.reedsmith.com 

Activities: Aviation finance and leasing

                                        

Regional Airline Support Group 
Contact: Jeffrey Turk 

Address: 3550 NW 126th Avenue, Coral Spring, USA 

Tel: +1 954 979 8130 

Fax: +1 954 979 8122 

Email: jeff@rasg.net 

Web: www.rasg.net 

Activities: Aircraft Parts Distributor

                                        

Regional One inc. 
Contact: Christopher Furlan 

Address: 6750 NE 4th Court, Miami, FL 33138, USA 

Tel: +1 305 720 6677 

Fax: +1 305 759 0637  

Email: cfurlan@regionalone.com 

Web: www.regionalone.com 

Activities: Asset Management

                                        

RnClegal/Rajinder narain & Co. 
Contact: Ravi Nath 

Address: Maulseri House, 7 Kapashera Estate, New Delhi 

-110037, India 

Tel: +91 11 41225000 

Fax: +91 11 41225001 

Email: ravi.nath@rnclegal.com 

Web: www.rnclegal.com 

Activities: Aviation finance and leasing, cross border structuring, 

securitization, enforcement and regulatory

                                        

Robert Wray pllc 
Contact: Geraldine R.S. Mataka 

Address: 1150 Connecticut Avenue, NW, Suite 35,0, Washington 

DC, USA 

Tel: +1 202 349 5000 

Fax: +1 202 293 7877 

Email: gmataka@robertwraypllc.com 

Web: www.robertwraypllc.com 

Activities: Aviation Finance

                                        

Rockwell Collins 
Contact: Jason Millman 

Address: 6, Ave Didier Daurat BP20008, France 

Tel: +33 614293369   

Email: jason.millman@rockwellcollins.com 

Web: www.rockwellcollins.com 

Activities: Aerospace Electronics

                                        

Rolls-Royce 
Contact: Richard Goodhead 

Address: PO Box 31, Derby DE24 8BJ, UK 

Tel: +44 7899 894601   

Email: richard.goodhead@rolls-royce.com 

Web: www.rolls-royce.com

Activities: Engine OEM

 

Contacts: 

Romain Chambard 

Tel: +44 7968 906647   

Email: romain.chambard@rolls-royce.com

                    

Contact: Simon Goodson 

Address: Airlines Building, Victory Road, Derby DE24 8BJ, UK 

Tel: +44 7966 878 221   

Email: simon.goodson@rolls-royce.com 

                                        

Romans Aviation Limited 
Contact: Prashantt Singh 

Address: PO Box 183827, Dubai, UAE  

Tel: +971 44207659 

Fax: +971 44527274 

Email: info@romansaviation.com 

Web: www.romansaviation.com 

Activities: Aircraft Sales & Re-marketing | Aircraft Leasing 

& Charter | Aircraft Financing  VVIP & Pax Cabin Design, 

Completions & Refurbishment | Pax to Freighter Conversion 

Aircraft Management | Aviation Management Services | Engine & 

Parts | AOG & Maintenance 

                                        

RVi Group 
Contact: Roger Morin 

Address: 201 Broad St, 6th Floor, Stamford, CT, USA 

Tel: +1 203 975 2164 

Fax: +1 203 975 2199 

Email: rmorin@rvigroup.com 

Web: www.rvigroup.com 

Activities: Residual Value Insurance

                                        

RWE Supply & Trading 
Contact: William John 

Address: 60 Threadneedle Street, London, UK 

Tel: +44 207 015 5437   

Email: william.john@rwe.com 

Web: www.rwe.com 

Activities: Airline hedging
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Samsung Securities 
Contact: Jaesuk Han 

Address: 11, Seocho-daero 74gil, Seocho-gu, Seoul 06620, 

South Korea 

Tel: +82 2 2020 7531   

Email: j.s.han@samsung.com 

Web: www.samsungpop.com 

Activities: Investment Banking

                                        

Sanne Group 
Contact: Conor Blake 

Address: 76 Lower Baggot Street, Dublin, Ireland 

Tel: +353 19062200   

Email: conor.blake@sannegroup.com 

Web: www.sannegroup.com 

Activities: SPV administration and accounting

                                         

Santamarina y Steta 
Contact: Juan Carlos Machorro 

Address: Campos Elíseos #345, Floor 2, 3 and 11. Col Polanco, 

México 

Tel: +52 55 5279 5400   

Email: jmachorro@s-s.mx 

Web: www.s-s.mx.com 

Activities: Aviation, energy, project finance and infrastructure  

and mergers, acquisitions and joint ventures

                                        

Santos Dumont 
Contact: Nancy Derby 

Address: Grattan House, Dublin, Ireland 

Tel: +353 860299122   

Email: nancy.derby@santosdumont.com 

Web: www.santosdumont.com

                                            

Scope Ratings 
Address: Lennéstraße 5, Berlin, Germany 

Tel: +49 3027891232   

Email: m.massute@scoperatings.com 

Web: www.scoperatingsgs.com 

Activities: Rating Agency

Contact: Helene Spro Johansen  

Tel: +49 69667738990   

Email: h.spro@scoperatings.com

                              

SEA Capital Ltd. 
Contact: Shane Sentance 

Address: Canon’s Court, 22 Victoria St, Hamilton HM 12 

Bermuda 

Tel: +61 424 139194   

Email: shane.sentance@SEACapital.co   

Activities: Finance arrangers and brokers 

Sea Group 
Contact: Angela Salvato 

Address: Milan Linate Airport, Italy 

Tel: +39 0 274853134   

Email: angela.salvato@seamilano.eu   

Activities: Air Transport

                                        

Seabury Capital 
Contact: Paul Thibeau 

Address: 222 South 9th Street, Suite 3250, Minneapolis, USA 

Tel: +1 612 638 2633   

Email: pthibeau@seaburycapital.com 

Web: www.seaburycapital.com 

Activities: Investment Banking & Advisory, Aircraft Technical 

Advisory, IT Enterprise Software, Financial Services & Trading, 

Asset Management 

                                       

Sequoia investment Management Company 
Contact: Kyle Bajtos 

Address: 11-13 Market Place, London, UK 

Tel: +44 0207 079 0484   

Email: k.bajtos@seqimco.com 

Web: www.seqifund.com 

Activities: Investment Management 

                                       

Shannon Engine Support Ltd. 
Contact: Julie Dickerson 

Address: Aviation House Westpark,Shannon,Co. Clare, Ireland 

Tel: +353 061360056   

Email: info@ses.ie 

Web: www.ses.ie 

Activities: Specialise in providing spare engine lease solutions 

to CFM56 and LEAP operators around the globe.

                                        

Shinhan investment Corporation 
Contact: Kenneth Kang 

Address: 70, Yeouido-daro, Yeongdeungpo-gu, Seoul 150-712, 

South Korea 

Tel: +82 10 2111 3712   

Email: kenneth0987@naver.com 

Web: www.shinhangroup.com/en/index.jsp 

Activities: Aircraft Investment 

                                       

Sigrun Partners 
Contact: Eduardo Gª Sansigre 

Address: Serrano 16 - Floor 5, Madrid, Spain 

Tel: +34 609 440 321   

Email: egsansigre@sigrunpartners.com 

Web: www.sigrunpartners.com 

Activities: Finance, M&A, Advisory
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Simulator Equipment Financing, LLC 
Contact: Richard Johnson 

Address: 315 W. Elliot Road, Suite 107-465, Tempe, USA 

Tel: +1 480 736 8808 

Fax: +1 480 736 8804 

Email: Sims4lease@gmail.com   

Activities: Training and Simulation Equipment finance

                                        

Singapore Airlines 
Contact: Benjamin Wong 

Address: 07-D Airline House 25 Airline Road, Singapore    

Email: benjamin_wonghm@singaporeair.com.sg 

Web: www.singaporeair.com.sg 

Activities: Structured Finance

                                        

Sk&y Associates 
Contact: Kohki Sakakura 

Address: Modulo Hamamatsu-Cho Bldg., 1-2-15 Hamamatsu-Cho, 

Minato-Ku, Tokyo 105-0013, Japan 

Tel: +81 335783639   

Email: kohki.sakakura@sky-associates.com 

Web: www.sky-associates.com 

Activities: Aircraft Trading 

                                    

Sky Leasing 
Contact: Matt Crawford 

Address: 559 Pacific Avenue, San Fransisco, USA 

Tel: +1 415 655 5003   

Email: mcrawford@skyleasing.com 

Web: www.skyleasing.com 

Activities: Capital Markets

Contact: Stephen O’Dwyer 

Address: 99 St Stephens’s Green, Dublin 2, Ireland 

Email: sodwyer@skyleasing.com 

Web: www.skyleasing.com 

Activities: Leasing

                                        

Sky Technical Consultants 
Contact: Mahmoud Osama 

Address: Heliopolis, Cairo Egypt 

Email: ceo@sky-consultants.com   

Activities: Aviation consultants

                                        

SkyWorks Leasing 
Contact: Arif Husain 

Address: 283 Greenwich Ave, 4th Floor, Greenwich CT 06830 

USA 

Tel: +1 203 983 6671   

Email: ahusain@skyworksleasing.com 

Web: www.skyworkscapital.com/

                                          

SmartJet 
Contact: Zaytsev Andrey 

Address: Proezd Aeroporta, 8, Moscow, Russia 

Tel: +7 916 992 1855 

Fax: +7 495 641 55 16 

Email: fleet@smartjet.ru 

Web: www.smartjet.ru 

Activities: BusinessJet airline and commercial aircraft broker

                                        

SMBC Aviation Capital 
Contact: SMBC Aviation Capital 

Address: IFSC House, IFSC, Dublin D01R2P9, Ireland 

Tel: +353 1 859 9000   

Email: info@smbc.aero 

Web: www.smbc.aero 

Activities: Our principal focus is leasing and trading aircraft with 

a clear focus on young commercial jet aircraft.

                                        

Smith Gambrell & Russell 
Address: Octagon Point, 5 Cheapside, St Paul’s, London, UK 

Web: www.sgrlaw.com 

Activities: Aviation Finance, Finance, Leasing, Asset Finance 

Contacts: 

Ben Graham-Evans 

Tel: +44 20 3196 4452   

Email: bgraham-evans@sgrlaw.com 

Mark Turnbull 

Tel: +44 738 803 2686   

Email: mturnbull@sgrlaw.com 

                             

Smith, Gambrell & Russell, LLP 
Web: www.sgrlaw.com 

Activities: Aviation, Corporate, Financing and Commercial 

Transactions, Equipment Leasing 

Contact: Brian P. Hall 

Tel: +1 404 815 3537 

Fax: +1 404 815 6837 

Email: bhall@sgrlaw.com                                            

Contact: Donald B. Mitchell 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3591 

Fax: +1 404 815 3509 

Email: dmitchell@sgrlaw.com

Contact: Erin M. Peterson 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3610 

Fax: +1 404 685 6910 

Email: epeterson@sgrlaw.com
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Contact: Gareth Hawes 

Address: Octagon Point, 5 Cheapside, St. Pauls, London, EC2V 

6AA, UK  

Tel: +44 0 23 8030 2478   

Email: ghawes@sgrlaw.com

                                            

Contact: Howard E. Turner 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3594 

Fax: +1 404 685 6894 

Email: hturner@sgrlaw.com

                                            

Contact: John D. Saunders 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3682 

Fax: +1 404 685 6982 

Email: jsaunders@sgrlaw.com                                            

Contact: Jeremy Schara 

Address: 1301 Avenue of the Americas, 21st Floor, New York, NY 

10019, USA  

Tel: +1 212 907 9733 

Fax: +1 212 907 9833 

Email: jschara@sgrlaw.com                                            

Contact: Mark Turnbull 

Address: Octagon Point, 5 Cheapside, St. Pauls, London, EC2V 

6AA, UK  

Tel: +444 023 8030 2495   

Email: mturnbull@sgrlaw.com                                            

Contact: Nicholas C. Rueter 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3747 

Fax: +1 404 685 7047 

Email: nrueter@sgrlaw.com                                            

Contact: Robert K. Fuessler 

Address: 1301 Avenue of the Americas, 21st Floor, New York, NY 

10019, USA  

Tel: +1 212 907 9739 

Fax: +1 212 907 9839 

Email: rfuessler@sgrlaw.com                                            

Contact: Steven A. Rossum 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3660 

Fax: +1 404 685 6960 

Email: srossum@sgrlaw.com                                            

Contact: Thomas Stalzer 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3501 

Fax: +1 404 685 6801 

Email: tstalzer@sgrlaw.com                                            

Contact: Walter H. Hinton, II 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3742 

Fax: +1 404 815 3509 

Email: whinton@sgrlaw.com

Contact: Peter B. Barlow 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 212 907 9714 

Fax: +1 212 907 9814 

Email: pbarlow@sgrlaw.com 

Contact: Jack B. Albanese 

Address: 1230 Peachtree St., Suite 3100, Atlanta, Ga 30309, USA 

Tel: +1 404 815 3697 

Fax: +1 404 685 6997 

Email: jalbanese@sgrlaw.com 

Contact: Ronald E. Barab 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3573 

Fax: +1 404 685 6873 

Email: rbarab@sgrlaw.com 

Contact: Nicole R. Chong 

Address: 1301 Avenue of the Americas, 21st Floor, New York, NY 

10019, USA 

Tel: +1 212 907 9706 

Fax: +1 212 907 9806 

Email: nchong@sgrlaw.com 

Contact: Timothy Elder 

Address: 1230 Peachtree St., Suite 3100. Atlanta, GA 30309, USA  

Tel: +1 404 815 3532 

Fax: +1 404 815 3509 

Email: telder@sgrlaw.com

Smoothjet Aircraft Finance 
Contact: Ludovic Rosse 

Address: 24 avenue de Champel, CH-1206 Geneva, Switzerland 

Tel: +41 22 347 2715   

Email: ludovic.rosse@smoothjet.aero 

Web: www.smoothjet.aero 

Activities: Aircraft Finance, Consulting Services                                        

Sojitz Corporation of America 

Contact: Naoki Yamamoto, USA 

Tel: +1 206 689 0554   

Email: yamamoto.naoki@sojitz.com 

Web: www.sojitz.com/en/business/service/transport/ 

Activities: aircraft trading/leasing/parts-out

                      

                  



Airfinance Annual • 2017/2018182

Directory

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z

SPDB Financial Leasing 
Contact: Kanter Zhang 

Address: NO.2865 Longteng Avenue Shanghai. China 

Tel: +86 21 33566685 

Fax: +86 21 33566667 

Email: zhangjt@spdbfl.com.cn 

Web: www.spdbfl.com.cn/sy 

Activities: Aircraft Leasing

                                        

Spectre Air Capital 
Contact: Kevin Casey 

Address: 500 W 5th Street, Austin Texas 78701, USA 

Tel: +1 512 551 1211 

Fax: +1 512 358 1495 

Email: kcasey@spectre.aero 

Web: www.spectre.aero 

Activities: Aircraft and Engine Leasing & Trading

                                        

Spectrum Aviation Personnel 
Contact: Neil Fraser   

Address: Unit 4044  Kingswood Ave, Citywest Business Campus, 

Dublin, Ireland 

Tel: +353 1 303 9600   

Email: neil@spectrumaviation.aero 

Web: www.spectrumaviation.aero 

Activities: Contract Flight Crew and Ferry Flight Management 

Services 

                                       

Squire Patton Boggs 
Address: Ehisu Prime Square 16F. 1-1-39 Hiroo, Shibuy-ku, Tokyo,  

Japan 

Fax: +81 3 5774 1818 

Web: Squirepattonboggs.com 

Activities: Aviation Finance 

Contacts: 

Hisao Hirose 

Tel: +81 3 5774 1802 

Email: hisao.hirose@squirepb.com 

Asuka Fujita 

Tel: +81 3 5774 1804 

Email: asuka.fujita@squirepb.com

                           

SR Technics 
Contact: Caroline Vandedrinck 

Address: 1934 Ascott Road, North Palm Beach, FL33408, USA  

Tel: +1 954 850 0499   

Email: Caroline.vandedrinck@hotmail.com 

Web: www.srtechnics.com 

Activities: MRO 

Address: 8058 Zurich Airport, Switzerland 

Tel: +41 58 688 66 66   

Email: sales@srtechnics.com  

Activities: MRO Services, Aircraft Services, Component Services, 

Engine Services, Line Maintenance, Training Services

                                        

SriLankan Airlines 
Contact: Miyuru Sandaruwan 

Address: Airline Centre, Bandaranaike International Airport, 

Sri Lanka 

Tel: +94 197332048   

Email: miyuru.sandaruwan@srilankan.com

                                            

SRR Autoparts Co.,Ltd 
Contact: Voraphoj Kijlertsuphasri 

Address: 1633 M.4 Soi.Teparak 16, Teparak Rd Aumper Meung 

Samutprakarn, Thailand 

Tel: +66 869712552   

Email: voraphoj.k@gmail.com

                                            

ST Aerospace Resources Pte Ltd 
Address: 600 West Camp Road, Singapore 797654 

Fax: +65 64818169 

Activities: Aircraft leasing 

Contacts: 

Yip Hin Meng 

Tel: +65 64818219 

Email: yiphm@stengg.com   

Paul Wong 

Tel: +65 64818306 

Email: wongxingkai.paul@stengg.com

                              

Stellwagen Finance 
Contact: Marc Bourgade 

Address: Dubai, UAE 

Email: mbourgade@stellfin.com 

Web: www.stellfin.com 

Activities: Aircraft finance

                          

Stellwagen Finance Corp. 
Contact: Louis V Nardi 

Address: 45 Essex Street, Millburn NJ, 07041, USA 

Tel: +1 973 232 6350   

Email: lnardi@avfinco.com 

Web: www.stellwagengroup.com 

Activities: Investment Banking
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Sumisho Aero Engine Lease 
Contact: Christopher Rodrigues 

Address: World Trade Center, Office Tower B/16F, Strawinskylaan 

1639, 1077 XX Amsterdam, The Netherlands 

Tel: +31 0 20 705 4988  

Fax: +31 0 20 705 4989 

Email: christopher.rodrigues@sumisho-engine.com 

Web: www.sumisho-engine.com/ 

Activities: Engine Leasing and Engine Financing 

Sumisho Aero Engine Lease B.V. 
Address: Strawinskylaan 1639 Amsterdam, The Netherlands 

Web: www.sumisho-engine.com 

Activities: Leasing 

Contacts: 

Akinori Kojima 

Tel: +31 207054980   

Email: akinori.kojima@sumisho-engine.com 

Sumitomo Corporation 
Contact: Eric Kataoka 

Address: 1-8-11, Harumi, Chuo-ku, Tokyo, Japan 

Tel: + 81 351664824 

Fax: + 81 351666256 

Email: yusuke.kataoka@sumitomocorp.com 

Web: www.sumitomocorp.co.jp/english/ 

Activities: Aircraft & Engine Leasing

                                        

Sundair 
Contact: Branimir vukovic 

Address: Zeppelin strasse 1, Stralfud, Germany 

Email: Branimir@sundair.com 

Web: www.sundair.com 

Activities: Airline           

               

Swiss Aviation Consulting 
Address: Rothusstrasse 9, 6331 Huenenberg, Switzerland 

Fax: +41 41 798 21 01 

Email: info@swic.aero 

Web: www.swic.aero 

Activities: Aircraft Asset Management, CAMO, Technical 

Consulting, Aviation Industry Advisory, ATO, Aircraft Insurance 

Contacts: 

Charlotte Walther 

Tel: +41 41 798 21 00 

Daniel Lütolf 

Tel: +41 41 798 21 00 

Email: dl@swic.aero

                        

      

Sysco Leasing Software 
Contact: David Reid 

Address: 23 Lower Hatch Street Dublin Co. Dublin D02 FK29, 

Ireland 

Tel: +353 0 1 676 8900   

Email: dreid@sysco-software.com 

Web: www.sysco-software.com/leasing 

Activities: Aircraft Lease Management Software

                                        

TAAG Angolan Air Lines 
Contact: Vipula Gunatilleka 

Address: Rua da Missao, 123 - 5th Floor, Luanda, Angola 

Email: vipula.gunatilleka@flytaag.com 

Web: www.flytaag.com 

Activities: Airline

                                        

TAP Maintenance and Engineering 
Contact: Miguel Martins 

Address: TAP - Manutenção de Engenharia, Aeroporto de 

Lisboa, Hangar 6, 2.09, 1704-801 Lisbon, Portugal 

Email: malmartins@tap.pt 

Web: www.tap-mro.com 

Activities: Marketing and Sales Engine Maintenance

                                        

Taylor English Duma LLP 
Contact: Robert D. (“Bo”) Strauss 

Address: 1600 Parkwood Circle; Atlanta, GA 30339, USA 

Tel: +1 678 336 7289 

Email: rstrauss@taylorenglish.com 

Web: www.taylorenglish.com 

Activities: Lawyers handling aircraft finance, purchase/sales, and 

service agreements

            

TEAM Accessories 
Contact: Michael Oconnell 

Address: Ridgewell House, Hollywood Ballyboughal County 

Dublin, Ireland 

Tel: +353 8433466   

Email: michael.oconnell@myteam.aero 

Web: www.team-accessories.aero 

Activities: MRO Engine Accessories 

The Air Law Firm LLP 
Contact: Aoife O’Sullivan 

Address: 48 Dover Street, London, UK 

Tel: +44 770 943 2350   

Email: aosullivan@theairlawfirm.com 

Web: www.theairlawfirm.com 

Activities: Aviation Law
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The Aircraft Group (TAG One inc.) 
Contact: James Palacios 

Address: Airport Office Park East University Dr., Phoenix Arizona 

85034-6917, USA 

Tel: +1 864 305 8489 

Fax: +1 602 244 1555 

Email: james.palacios@theaircraftgroup.com 

Web: www.theaircraftgroup.com 

Activities: Technical Leasing Services and aircraft transition 

management 

The korea Development Bank 
Contact: Winston Yin 

Address: 99 Bishopsgate, London EC2M 3XD, UK 

Tel: +44 207 426 3600   

Email: winston.yin@kdb.co.kr   

Activities: Aircraft Finance

                                

        

The Project Foundry 
Contact: Declan Ryan 

Address: 20 Clanwilliam Terrace, Grand Canal Quay Ireland 

Email: declan@theprojectfoundry.com 

Web: www.theprojectfoundry.com 

Activities: Project & Change Management Services

                                        

The Saudi Office Lawyers and Consultants 
Address: Omer Bin A. Aziz Rd.- Rabwah- P.O.Box 15343- 11444 

Riyadh Kingdom of Saudi Arabia 

Fax: +966 11 4773953 

Web: www.stasa.com 

Activities: Legal Consultation 

Contacts: 

Dr. Ali Abdulkareem Al- Suwailim 

Tel: +966 11 4773111 

Email: sta@stasa.com 

Abdulhadi A. Riad 

Email: ariad@stasa.com

                              

The Sharpwings 
Contact: Jean Sémiramoth 

Address: 27-29 Rue Raffet, 75016 Paris, France 

Tel: + 33 6 33 13 97 17   

Email: jean.semiramoth@thesharpwings.com 

Web: www.thesharpwings.com 

Activities: Aircraft remarketing & sales, aircraft restitution & 

repossession, aircraft sourcing & acquisition, aircraft technical & 

financial evaluation, finance procurement & structuring

                                 

       

The Sheriffs Office 
Contact: Mr David Asker 

Address: Airport House, Purley Way, Croydon, CR0 0XZ, UK 

Tel: +44 333 001 5100 

Fax: +44 333 001 5120 

Email: david.asker@thesheriffsoffice.com 

Web: thesheriffsoffice.com/services/high-court-enforcement/

specialist-enforcement-services/aviation-enforcement  

Activities: High Court Enforcement

Tilleke & Gibbins 
Contact: John Frangos 

Address: Supalai Grand Tower, 26th Floor, 1011 Rama 3 Road, 

Bangkok, Thailand 

Tel: +66 2056 5555 

Fax: +66 2056 5678 

Email: john.fr@tilleke.com 

Web: www.tilleke.com 

Activities: Aviation Litigation/Contentious

                                        

Titan Airways 
Contact: Alex Harrington 

Address: Enterprise House, Stansted Airport, Essex, CM24 1RN, UK 

Tel: +44 1279 669642   

Email: aharrington@titan-airways.co.uk 

Web: www.titan-airways.co.uk 

Activities: Commercial Aviation, Cargo, Lease, Charters, Aircraft 

trading  

                                       

Tokyo Century Corporation 
Address: 3 Kanda Neribeicho Choyodaku, Tokyo, Japan 

Fax: +81 3 5209 0234 

Web: www.tokyocentury.co.jp 

Activities: aircraft leasing, secured financing and Japanese tax 

leases    

Contacts: 

Yuji Ikehama 

Tel: +81 3 5209 6952 

Email: ikehama.y@tokyocentury.co.jp 

Takamasa Marito 

Tel: +81 3 5209 6399   

Email: marito.t@tokyocentury.co.jp 

Total Engine Asset Management 
Contact: Tan Shih Shiuan 

Address: 501 Airport Road Singapore 

Tel: +65 62872222   

Email: tanss@stengg.com   

Activities: Engine Leasing, Sale & Lease Back
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TPC Aviation Company Ltd. 
Contact: Andrew Claerbout 

Address: Kyobo Securities Building 10F, #1052, 97, Uisadang-

daero, Yeongdeungpo-gu, Seoul. South Korea 

Tel: +82 10 4797 0980   

Email: andrew@tpc-aviation.com 

                                           

Transport Capital 
Contact: Soeren Ferre 

Address: 1 Maritime Square #09-34, Harbourfront Center, 

Singapore 

Tel: +65 91152870   

Email: sf@transportcapital.com 

Web: www.transportcapital.com 

Activities: Aircraft finance, Investment advisory

                 

TrueAero 
Contact: Karl Drusch 

Address: 2401 E. Randol Mill Road, Suite 500, USA 

Tel: +1 214 817 5002   

Email: kdrusch@TrueAero.com 

Web: www.trueaero.com 

Activities: Leasing, Asset Management & Trading

                                        

Truenoord 
Address: Bavinckhouse, Prof. J.H. Bavincklaan 4, 1183 AT 

Amstelveen, The Netherlands 

Fax: +31 20 3011 778 

Web: www.truenoord.com 

Activities: We serve the needs of regional airlines, providing fully 

financed leasing solutions for both new and used aircraft. We 

specialise in ATR, Bombardier and Embraer types. 

Contacts: 

Anne-Bart Tieleman 

Tel: +31 20 3011 777 

Email: abtieleman@truenoord.com 

Josef P.M. Schlatmann 

Tel: +31 20 3011 777 

Email: jschlatmann@truenoord.com                              

                                     

Turbine Engine Consultants 
Contact: Doug Young 

Address: 2707 E 32nd St. Joplin, MO, USA 

Tel: +1 417 781 8324   

Email: sales@teci.com 

Web: www.teci.com 

Activities: Aircraft Parts Supplier                                        

Turbine Services & Solutions Aerospace 
Address: Abu Dhabi, adjacent to Abu Dhabi International 

Aeroport, UAE 

Tel: +971 25057777   

Email: marcom@ts-s.ae  

Web: www.ts-s.ae  

Activities: Maintenance repair and overhaul of aircraft engines 

Contact: Sales department  

Tel: +971 2 505 7777 

Fax: +971 2 575 7263  

Email: sales@tssaero.ae 

                             

Turbo Resources international  
Contact: Eric Hoffman 

Address: 5780 W. Oakland Street, Chandler, USA 

Tel: +1 480 961 3600 

Fax: +1 480 961 1775 

Email: erichoffman@turboresources.com 

Web: www.TurboResources.com 

Activities: Aftermarket parts supplier

Turkish Airlines 
Address: Türk Hava Yolları Genel Müdürlük Yeşilköy Bakırköy 

Istanbul, Turkey 

Fax: +90 212 463 21 89 

Web: www.turkishairlines.com/ 

Activities: Commercial Airline 

Contacts: 

Hande Söyler 

Tel: + 90 212 463 63 63 / Ext: 11613 

Email: hbacak@thy.com 

Ezgi Özer Akay 

Tel: +90 212 463 63 63 / Ext: 11674 

Email: eakay@thy.com 

Ayşegül Denli 

Tel: +90 212 463 63 63   

Email: adenli@thy.com   

Tuscar Aero Consulting Ltd 
Address: Woodside, Killalish, Kiltegan, Co. Wicklow Ireland 

Web: www.tuscar.ie 

Activities: Aviation Consulting 

Contacts: 

David Aher 

Tel: +353 879541770   

Email: david.aher@tuscar.ie 

Jan ten Brink   

Tel: +31 63949 0392   

Email: jan.ten-brink@tuscar.ie
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Twin MRO 
Contact: Kevin Salisbury 

Address: 273 Chapel Road, South Windsor, Connecticut 06074, 

USA 

Tel: +1 860 289 6041 

Fax: +1 860 289 0561 

Email: Kevin.Salisbury@twinmro.com 

Web: www.twinmro.com 

Activities: Large Gas Turbine Component MRO 

                                       

University College Dublin Graduate Business 
School 
Contact: Patrick Blaney 

Address: UCD Michael Smurfit Graduate Business School, 

Ireland 

Tel: +353 86 8503600   

Email: pblaney@ucd.ie 

Web: www.smurfitschool.ie/ 

Activities: Aviation Finance

                                        

University of Leeds  
Contact: Ruxandra Opris 

Address: 22 Vesper Rise, Leeds, UK 

Tel: +44 771 328 4465   

Email: rcopris@icloud.com   

Activities: Aviation and Financial Risk Management

                                         

Uria Menendez 
Contact: Juan Francisco Falcon 

Address: Principe De Vergara 187, Madrid, Spain 

Tel: +34 91 5860486   

Email: jff@uria.com 

Web: www.uria.com 

Activities: Corporate, M&A, private equity, aviation

              

V1 Capital Advisors 
Contact: Kenneth Parzygnat 

Address: 350 Camino Gardens Blvd., Boca Raton, FL 33432, 

USA 

Tel: +1 954 931 0596   

Email: kenparz@v1capitaladvisors.com 

Web: www.v1capitaladvisors.com

Activities: Aviation Finance

                                        

Vector Aerospace 
Contact: J-Jacques Reboul 

Address: Bp50064, 95503 Gonesse France 

Tel: +33 0185334 

Fax: +33 0185490 

Email: Jean-Jacques.Reboul@vectoraerospace.com 

Web: www.vectoraerospace.com

Activities: Engine MRO 

Vedder Price
Address: 222 North LaSalle Street, Chicago, IL 60601, USA

Email: info@vedderprice.com

Tel: +1 312 609 7500

Fax: +1 312 609 5005

Web: www.vedderprice.com

Activities: Global team of over 70 professionals in Chicago; New 
York; Washington, DC; London; San Francisco; Los Angeles; 
and Singapore, representing transportation finance clients 
worldwide.  

Contact: Dean N. Gerber Shareholder & Chair (Global 
Transportation Finance Team)

Tel: +1 312 609 7638

Email: dgerber@vedderprice.com

Contact: Geoffrey R. Kass Shareholder 

Tel: +1 312 609 7553

Email: gkass@vedderprice.com

Vedder Price new york
Address: 1633 Broadway, 31st Floor, New York, NY 10019, USA

Tel: +1 212 407 7700

Fax: +1 212 407 7799

Contact: Ronald Scheinberg

Tel: +1 212 407 7730

Email: rscheinberg@vedderprice.com

Contact: Jeffrey T. Veber

Tel: +1 212 407 7728

Email: jveber@vedderprice.com

Contact: Cameron A. Gee

Tel: +1 212 407 6929

Email: cgee@vedderprice.com

Vedder Price Washington
Address: 1401 I Street NW, Suite 1100, Washington, DC 20005, 
USA

Tel: +1 202 312 3320

Fax: +1 202 312 3322

Contact: Edward K. Gross

Tel: +1 202 312 3330

Email: egross@vedderprice.com

Contact: David M. Hernandez

Tel: +1 202 312 3340

Email: dhernandez@vedderprice.com
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Vedder Price London
Address: 4 Coleman Street, London, EC2R 5AR, UK

Tel: + 44 020 3667 2900

Fax: +44  020 3667 2901

Contact: Gavin Hill

Tel: +44 020 3667 2910

Email: ghill@vedderprice.com

Contact: Neil Poland

Tel: +44 020 3667 2947

Email: npoland@vedderprice.com

Contact: Derek Watson

Tel: +44 020 3667 2920

Email: dwatson@vedderprice.com

Vedder Price San Francisco
Address: 275 Battery Street, Suite 2464, San Francisco, CA 
94111, USA

Tel: +1 415 749 9500

Fax: +1 415 749 9502

Contact: Thomas Zimmer 

Tel: +1 415 749 9540

Email: tzimmer@vedderprice.com

Vedder Price Los Angeles
Address: 1925 Century Park East, Suite 1900, Los Angeles, CA 
90067, USA

Tel +1 424 204 7700

Fax: +1 424 204 7702

Contact: Raviv Surpin

Email: rsurpin@vedderprice.com

Tel +1 424 204 7744

 

Vedder Price Singapore
Address: 10 Collyer Quay # 37 06/10, Ocean Financial Centre, 
Singapore 049315

Email: info@vedderprice.com

Tel: +65 6206 1300

Fax: +65 6491 5426

Contact: Ji Woon Kim

Email: jkim@vedderprice.com

Tel: +65 6206 1310

Contact: Bill Gibson

Tel: +65 6206 1320

Email: bgibson@vedderprice.com

Veling  
Contact: Hitesh Patel 

Address: Veling, Landmark House, 6th Floor North Wing, Blacks 

Road, Hammersmith, London, UK 

Email: hitesh.patel@uk.veling.aero 

Web: www.veling.aero 

Activities: Aircraft Leasing, Sales and Re-marketing, Asset 

Management   

                       

              

Via Technology 
Contact: Kenneth Barker 

Address: 9 The Patchins, UK 

Email: ken.barker@via-technology.co.uk 

Web: www.via-technology.aero 

Activities: Aircraft Interaction Detection 

Contact: Nick Korbey 

Address: 2 Wellington Place, Lymington, HANTS, UK 

Email: nick.korbey@via-technology.co.uk

Virgin Australia Airlines Pty Ltd 
Contact: Teresa McAdam 

Address: Level 5, 7 Macquarie Place, Sydney 2000, Australia 

Tel: +61 28093 7067    

Email: teresa.mcadam@virginaustralia.com   

Activities: Aircraft financing and leasing, Aircraft trading 

Contact: Nick Hardge 

Address: Level 5, 7 Macquarie Place, Sydney 2000, Australia 

Tel: +61 2 8985 7578    

Email: Nick.Hardge@virginaustralia.com 

Contact: Billy Mayberry 

Address: Level 5, 7 Macquarie Place, Sydney 2000, Australia 

Tel: +61 2 8985 7516    

Email: billy.mayberry@virginaustralia.com 

                   

VMC Aero 
Contact: Vince Cloutt 

Address: 2 Beverley Mews, Three Bridges, Crawley, RH10 1UE 

UK 

Tel: +44 787 594 9147   

Email: info@vmcaero.com 

Web: www.vmcaero.com 

Activities: Technical Avaition Consultancy, Aircraft transitions, 

mid and end of lease inspections

Vx Capital Partners 
Contact: Stefan Kågeman 

Address: 915 Front St, San Fransisco, USA 

Tel: +152965288   

Email: skageman@vxcapital.com 

Web: www.vxcapital.com 

Activities: Leasing, trading, finance
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Wadia Ghandy & Co. 
Contact: Marylou Bilawala 

Address: 2nd floor, N.M. Wadia building, 123, Mahatma Gandhi 

Road, Mumbai-400001, India 

Tel: +91 22 22715611 (Direct) +91 22 22715600 (Board)  

Fax: +91 22 22676784 

Email: marylou.bilawala@wadiaghandy.com   

Activities: Aviation-transaction advice (including leasing and 

financing), regulatatory and litigation

   

Walder Wyss 
Address: Seefeldstrasse 123, P.O. Box, 8034 Zurich, Switzerland 

Fax: +41 58 658 59 59 

Web: www.walderwyss.com 

Activities: Legal, banking & finance

 

Contacts: 

Tervel Stoyanov 

Tel: +41 58 658 58 58 

Email: tervel.stoyanov@walderwyss.com 

Contact: Maurus Winzap 

Tel: +41 58 658 58 58 

Email: maurus.winzap@walderwyss.com

                              

Walkers 
Address: 190 Elgin Avenue, George Town, Grand Cayman 

Cayman Islands 

Web: www.walkersglobal.com 

Activities: Cayman Islands legal advice on all aspects of aircraft 

finance including PDP, debt finance, leasing platforms and 

capital markets transactions 

Contacts: 

Richard Munden 

Tel: +1 345 814 6835   

Email: richard.munden@walkersglobal.com 

Paul Osborne 

Tel: +1 345 814 4510   

Email: paul.osborne@walkersglobal.com 

Edward Rhind 

Tel: +1 345 914 4296   

Email: edward.rhind@walkersglobal.com 

Arleth Ebanks 

Tel: +1 345 914 4233   

Email: arleth.ebanks@walkersglobal.com 

Renee Prendergast 

Tel: +1 345 914 4213   

Email: renee.prendergast@walkersglobal.com

Wataniya Airways 
Contact: Capt.N.P.Puri 

Address: Kuwait Hotel Company Building, Dajeej, Farwaniya, 

Kuwait City, Kuwait  

Tel: +96 524774399   

Email: np.puri@wataniyaairways.com 

Web: www.wataniyaairways.com 

Activities: Middle East, Europe, Asia and North Africa. 

                                       

Watson Farley & Williams 
Address: Al Fattan Currency House, PO Box 506896, Dubai, 

UAE 

Fax: +97 145516621 

Web: www.wfw.com 

Activities: Aviation Finance 

Contacts: 

Oliver Tebbit 

Tel: +97 142782300 

Email: otebbit@wfw.com 

Dhruv Paul 

Tel: +97 142782300 

Email: dpaul@wfw.com

                              

Wells Fargo 
Contact: Will Eustis 

Address: 550 S. Tryon Street, 5th Floor, MAC D1086-051, 

Charlotte, North Carolina 28202 USA 

Tel: +1 704 410 2439 

Fax: +1 704 410 0234 

Email: william.eustis@wellsfargo.com 

Web: www.wellsfargo.com 

Activities: Structured aircraft finance (lending and ABS 

underwriting) 

Contact: Yezdan Badrakhan 

Address: 375 Park Avenue, 2nd Floor, MAC J0127-023, New 

York, New York, 10152 USA 

Tel: +1 212 214 5628   

Email: yezdan.badrakhan@wellsfargo.com

                     

Westpac Banking Corporation 
Contact: Antony Boland 

Address: L3, 275 Kent Street, Sydney NSW 2000, Australia 

Tel: +612 8254 8714   

Email: aboland@westpac.com.au 

Web: www.westpac.com.au 

Activities: Aircraft Finance
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White & Case LLP 
Address: 5 Old Broad Street, London EC2N 1DW, UK 

Fax: +44 207 532 1000 

Web: www.whitecase.com 

Activities: Aircraft Finance and Leasing / Asset Finance

Contacts: 

Adrian Beasley - Partner 

Tel: +44 207 532 1000 

Email: abeasley@whitecase.com 

Alison Weal - Partner 

Tel: +44 207 532 2380 

Email: aweal@whitecase.com 

Contact: Chris Frampton - Partner, Global Head of Asset Finance 

Address: 1221 Avenue of the Americas, New York, New York 

10020-1095, USA 

Tel: +1 212 819 8426 

Fax: +1 212 819 8200 

Email: cframpton@whitecase.com 

Contact: Chris Hansen - Partner 

Address: 200 South Biscayne Boulevard, Suite 4900, Miami, 

Florida 33131-2352, USA 

Tel: +1 305 995 5272 

Fax: +1 305 358 5744 

Email: chansen@whitecase.com 

                                        

Contact: Hallam Chow - Partner 

Address: 19th Floor, Tower 1 of China Central Place, 81 Jianguo 

Lu, Chaoyang District, Beijing 100025, China 

Tel: +86 10 5912 9780 

Fax: +86 10 5969 5760 

Email: hchow@whitecase.com 

Contact: Jeannine Acevedo - Partner 

Address: 200 South Biscayne Boulevard, Suite 4900, Miami, 

Florida 33131-2352, USA 

Tel: +1 305 995 5294 

Fax: +1 305 358 5744 

Email: jacevedo@whitecase.com 

Contact: Justin Benson 

Address: 5 Old Broad Street, London EC2N 1DW, UK 

Tel: +44 207 532 2306 

Fax: +44 207 532 1001 

Email: jbenson@whitecase.com 

Contact: Jessica Zhou - Local Partner 

Address: 9th Floor Central Tower, 28 Queen’s Road Central 

Hong Kong, Hong Kong 

Tel: +852 2822 8700 

Fax: +852 2845 9070 

Email: jessica.zhou@whitecase.com 

Contact: Ji Hoon Hong - Partner 

Address: Foreign Legal Consultant Office, 31F One IFC, 10 

Gukjegeumyung-ro Yeongdeungpo-gu Seoul 07326, South 

Korea  

Tel: +82 2 6138 8816 

Fax: +82 2 6137 9717 

Email: ji.hong@whitecase.com 

Contact: Michael Smith - Partner 

Address: 1221 Avenue of the Americas, New York, New York 

10020-1095, USA 

Tel: +1 212 819 8968 

Fax: +1 212 819 8200 

Email: msmith@whitecase.com 

Contact: Natalia Nikitina  - Partner 

Address: 4 Romanov Pereulok 125009 Moscow, Russia 

Tel: +7 495 787 3027 

Fax: +7 495 787 3000 

Email: nnikitina@whitecase.com 

Contact: Rick Smith - Partner 

Address: 555 South Flower Street, Suite 2700, Los Angeles, 

California 90071-2433, USA 

Tel: +1 213 620 7788 

Fax: +1 213 452 2329 

Email: rsmith@whitecase.com 

Contact: Sebastian Buss - Partner 

Address: Büyükdere Caddesi No: 102 Kat 28/109 34394 

Esentepe, Istanbul, Turkey 

Tel: +90 212 354 2062 

Fax: +90 212 354 2001 

Email: sbuss@whitecase.com 

Contact: Simon Collins - Partner 

Address: Marunouchi Trust Tower Main, 26th Floor, 1-8-3 

Marunouchi, Chiyoda-ku, Tokyo 100-0005, Japan 

Tel: +81 3 6384 3300 

Fax: +81 3 6384 3300 

Email: scollins@whitecase.com 

Contact: Victoria Westcott - Partner 

Address: 19, Place Vendôme, 75001 Paris, France 

Tel: +33 1 55 04 15 15 

Fax: +33 1 55 04 15 16 

Email: vwestcott@whitecase.com 

Willis Asset Management 
Address: Aviation House, Brocastle Avenue, Bridgend, UK 

Web: www.willisasset.com 

Activities: Consultancy & Technical Services, Maintenance 

Services, Records Manageemnt                                         

Contacts: 

Christopher Giles 

Tel: +44 165 675 4777   

Email: cgiles@williasset.com 
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Paul Smith 

Tel: +44 165 676 5253   

Email: psmith@willisasset.com 

Willis Lease Finance Corporation 
Contact: Brian Hole 

Address: 773 San Marin Drive Suite 2215, Novato, CA 94998, 

USA 

Tel: +1 415 408 4700 

Fax: +1 415 408 4701   

Web: www.willislease.com 

Activities: Engine & aircraft leasing, purchasing, selling

                             

    

Wilmington Trust 
Contact: Caroline Magee 

Address: Fourth Floor, 3 George’s Dock, IFSC, Dublin, Ireland 

Tel: +353 1 6125555   

Email: carolinemagee@wilmingtontrust.com 

Web: www.wilmingtontrust.com 

Activities: Trust, Agency and Corporate Services

 

Contact: Chris Sponenberg 

Address: 1100 North Market Street, Wilmington, DE 19890, USA  

Tel: +1 302 6366118   

Email: wsponenberg@wilmingtontrust.com

                              

Winston & Strawn LLP 
Address: CityPoint, One Ropemaker Street, London, EC2Y 9AW, 

UK 

Tel: +44 207 011 8712  

Fax: +44 207 011 8800  

Web: www.winston.com 

Activities: Aviation Finance

                                         

Contact: Deepak Reddy 

Address: 200 Park Avenue, New York, New York, 10166, USA 

Tel: +212 294 4678  

Fax: +212 294 4700 

Email: DReddy@winston.com  

Web: www.winston.com 

 

Contact: Wiliam Bowers 

Address: 200 Park Avenue, New York, New York, 10166, USA  

Tel: +1 212 294 3306  

Fax: +1 212 294 4700  

Email: WBowers@winston.com

  

Contact: Chris Boresjo 

Address: CityPoint, One Ropemaker Street, London, EC2Y 9AW, 

UK 

Tel: +44 207 011 8712  

Fax: +44 207 011 8800  

Email: CBoresjo@winston.com

 

Contact: Mark Moody 

Address: CityPoint, One Ropemaker Street, London, EC2Y 9AW, 

UK 

Tel: +44 207 011 8714  

Fax: +44 207 011 8800  

Email: MBMoody@winston.com 

Contact: Michael O’Brien 

Address: 35 W. Wacker Drive, Chicago, Illinois, 60601, USA 

Tel: +1 312 558 8097  

Fax: +1 312 558 5700  

Email: MPObrien@winston.com 

Contact: Pete Morgan 

Address: 200 Park Avenue, New York, New York, 10166, USA 

Tel:  +1 212 294 6860 

Fax:  +1 212 294 4700 

Email: PMorgan@winston.com 

                                         

                                         

World Aero 
Contact: Phil Randell 

Address: Mid Sussex Business Park, Folders Ln E, Ditchling, 

Hassocks BN6 8SE, UK 

Tel: +44 144 424 3700   

Email: mro@worldaero.co.uk 

Web: www.worldaero.co.uk 

Activities: Specialist MRO in Aircraft Wheels & Brakes

                                        

Zeevo Group LLC 
Address: 701 Fifth Avenue; Floor 42, Seattle, WA, 98104, USA 

Tel: +1 760 933 8607   

Web: www.zeevogroup.com 

Activities: Zeevo Group’s global team of industry experienced 

professionals advise lessors, manufacturers, and airlines on a 

range of business operations, technology, internal control and 

software development matters.   

Contacts: 

Joey Johnsen 

Email: jjohnsen@zeevogroup.com 

Ethan Ross       

Email: eross@zeevogroup.com

                              

Zuckert, Scoutt & Rasenberger, L.L.P. 
Contact: William H. Callaway, Jr. 

Address: Suite 700, 888 Seventeenth Street, N.W., Washington, 

D.C. USA 

Tel: +1 202 298 8660 

Fax: +1 202 342 0683 

Email: whcallaway@zsrlaw.com 

Web: www.zsrlaw.com 

Activities: Export credit supported aircraft financing transactions  
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Ince & Co has advised 
The Export-Import Bank of China 

Other team members:
Joanna Au
Linda Chung
Amy O’Connor
Vincent Zhang

A380-800 aircraft acquired from Airbus by 
Minsheng Financial Leasing Co., Ltd. and 

leased to Asiana Airlines.

Balbir Bindra
Partner, Hong Kong

Will Cooper
Partner, London



A never-ending story.

www.lufthansa-technik.com/innovation

Lufthansa Technik is synonymous with innovation. 
Thanks to creative engineering work and cutting- 
edge research facilities, we constantly set new 
standards. Alongside the continuous further  
development of maintenance, repair, and overhaul 
procedures, we develop new technologies, cabin 
products, and servicing processes for aviation.  
Always striving for the highest quality and safety 
standards, we are able to guarantee technological 
excellence. 

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