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Wedbush Commercial Aerospace 4Q 09 MRO Survey:  
  

• One of the biggest swing factors for 2010 earnings in the aerospace sector will be the timing and strength of the 
emerging recovery in the commercial MRO market.  To get a better sense as to the outlook for the MRO companies, and 
for the aftermarket business of much of our universe, we have completed our first Global Commercial Transport MRO Survey.   

• Our inaugural Global Commercial MRO Survey indicates that 4Q 09 activity levels were likely down slightly year over 
year, with industry sales down 2.8% and parts purchasing down just 1.9%, compared to 4Q 08.   

• However, the initial look at 1H 10 is for industry sales to be up 5.2%, with parts purchases up 4.6%.  This 1H 10 
increase over 1H 09 bodes well for the full year MRO outlook, in our view, supporting our thesis that aftermarket 
growth of up close to 10% is very possible. 

• North America appears to be the region with the most upside in 1H 10, followed closely by Asia Pacific.  Based on the 
survey findings, we expect the upturn to be slowest in Western Europe. 

• The potential near-term impact from inventory destocking likely will be muted.  MRO providers and airlines continue to 
be cautious, with their outlook for parts purchasing in 1H 10 forecast to be slightly less than their sales increase.  Airline 
captive MRO operations especially seem very reluctant to revert to higher inventory levels and remain cautious on the 
rebound.  However, we expect that once MRO firms have more conviction in the rebound, we will start to see parts purchasing 
at least keeping pace with MRO sales growth. 

• We believe the bias is to the upside relative to current expectations for the aftermarket in 2010, and prefer aftermarket 
firms to those more leveraged to aerospace original equipment production.  We favor Goodrich for its leverage to the 
aftermarket. 

World North America Western Europe Asia Pacific Rest-of-World

4Q 09 MRO sales compared to 4Q 08?

(2.8%) (4.0%) (0.7%) (3.3%) (2.7%)

4Q 09 MRO parts purchased compared to 4Q 08?

(1.9%) (1.7%) (1.2%) (3.4%) (2.5%)

1H 10 MRO sales forecast compared to 1H 09?

5.2% 6.6% 3.5% 5.8% 3.6%

1H 10 MRO parts purchasing forecast compared to 1H 09?

4.6% 5.6% 3.5% 5.2% 3.3%

Wedbush 4Q 09 Global Commercial MRO Survey

 
Risks to this sector thesis  include economic growth, commodity prices, interest rate changes, fuel prices, global credit 
markets, consumer spending, defense and national security spending, transportation security spending and measures, 
commercial air travel, airline financial health, energy prices, defense policy and shifting spending priorities, freight traffic and 
demand, general industrial growth, supplier relationships and technological advancements and business confidence.
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Fourth Quarter 2009 Global Commercial Transport MRO Survey 

 
We have completed our inaugural Quarterly Global Commercial Aerospace MRO Survey.  We spoke to over 75 MRO locations 
representing each major geographic region and type of MRO provider: captive airline, independent, and equipment OEM.  Moreover, 
we spoke a good mix of MRO service provides, including engine, heavy, line and component maintenance organizations.  Our survey 
captured over $10 billion in annual MRO sales. 
 
We believe that the results from this survey provide valuable insight into both 4Q operating performance, but more importantly the 
directional trend and outlook for 2010.  The timing and strength of the commercial transport MRO rebound in 2010 is one of the key 
stories we are tracking.  This survey looks to directly address the question on the timing and strength of the commercial air transport 
MRO recovery.  However, as we continue with this survey on a quarterly basis, the directional trends and industry color we will be able 
to provide will become increasingly valuable and insightful as we continue to build up a longer time series of data. 
 
Importance of Commercial MRO to our Universe 
Each of the stocks we cover has a material exposure to the commercial aftermarket.  In terms of sales and operating income, the top 
two are TransDigm Group and Goodrich.  The aftermarket, especially for the firms that produce proprietary components or systems, 
represents one of the higher margin businesses for many of these firms.  While the rising aftermarket tide will positively impact the 
entire industry, we specifically like Goodrich for its aftermarket exposure. 
 

Exhibit 1: Commercial Transport MRO Exposure

Sales Op Income
TransDigm Group 35% 53%
Goodrich 27% 44%
Triumph Group 18% 18%
Curtiss-Wright 7% 12%
Spirit AeroSystems 4% 5%
Boeing < 2% < 2%

Commercial Transport Aftermarket Sales
Percentage of 2009 Total Revenues and Operating Income

 
Source: Company reports, Wedbush Securities estimates. 

 
 
4Q 09 Another Down Quarter 
The results indicate that 4Q 09 was another down quarter for the global MRO industry.  We have started to see some improvement in 
the quarter, and this survey indicates that in 2010, the industry should start to turn up.  However, from a MRO service standpoint, based 
on our research, the industry was down another 2.8% in calendar 4Q 2009.  In terms of parts purchasing, a key indicator for the 
aftermarket business for suppliers, the 4Q 09 decline seems to have been less, down just 1.9%. 
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Exhibit 2: Summary of Key Survey Findings 

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line (1.5%) (7.5%) (3.5%) (0.7%) (1.4%)
Component (4.9%) 2.7% (2.2%) (10.5%) (2.5%)
Heavy (6.1%) (2.0%) (2.6%) (1.9%) (3.3%)
Engine (3.9%) (0.2%) (6.6%) (7.5%) (3.2%)
Total (4.0%) (0.7%) (3.3%) (2.7%) (2.8%)

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line 0.0% (7.5%) (2.5%) (0.7%) (0.3%)
Component 1.9% 1.5% (4.7%) (10.5%) 0.3%
Heavy (2.3%) (4.2%) (0.9%) (4.1%) (3.0%)
Engine 1.0% (4.1%) (1.5%) (7.5%) (1.5%)
Total 0.0% (3.1%) (1.6%) (3.7%) (1.6%)

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line (1.5%) (7.5%) (2.5%) (0.7%) (1.4%)
Component (1.2%) 1.3% 0.1% (10.5%) (0.7%)
Heavy (3.2%) (2.2%) (4.4%) (1.5%) (2.8%)
Engine (1.0%) (0.8%) (3.3%) (7.5%) (1.6%)
Total (1.7%) (1.2%) (3.4%) (2.5%) (1.9%)

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line (1.5%) (7.5%) (2.5%) (0.7%) (1.4%)
Component (1.0%) 1.5% 0.1% (10.5%) (0.5%)
Heavy (4.1%) (2.6%) (1.5%) (3.3%) (2.9%)
Engine (1.6%) (0.6%) (5.4%) (7.5%) (2.0%)
Total (2.1%) (1.3%) (2.1%) (3.3%) (2.0%)

Question 1: 4Q 09 MRO Services Sales compared to 4Q 08?

Question 2: 4Q 09 MRO Service Labor Rates compared to 4Q 08?

Question 3: 4Q 09 MRO Service Parts Purchased compared to 4Q 08?

Question 4: 4Q 09 MRO Service Backlog compared to 4Q 08?

 
Source: Wedbush Securities estimates. 

 
In terms of regions, North America appears to have been down in 4Q 09 more than any other region.  We were surprised to see 
Europe, in terms of MRO sales, essentially flat.  However, as discussed later, the near-term outlook for the European market is the 
weakest of the major geographies.  We were encouraged to hear that labor rates have held up well in the current climate.  We have 
heard a lot about the airlines putting additional pricing pressure on their suppliers, and know that the larger MRO organizations are also 
doing the same to their smaller subcontractors.   
 
While the survey indicates that parts purchased, a critical measure for many of the suppliers that we cover, was down less than the 
sales estimate, we do not believe this is a trend that will continue.  Airlines continue to be very cautious in their outlook, although they 
are seeing some improvement.  However, the outlook for the 1H 10 is for parts purchasing by MRO organizations to be slightly lower 
than their sales growth. 
 
Labor Rates and Pricing Appear to Be Holding Up  
We were surprised by the level at which labor rates seem to have held up in 4Q 09.  Firms that base their business in euros have been 
hurt the hardest, and have been forced to make adjustments as the euro has remained strong for much of 2009, especially relative to 
the US dollar and the pound.  However, the survey indicated that we have not seen as much pricing pressure in this down market as we 
had expected.  We view this as a positive as we head into 2010.  There is clearly excess capacity, especially in North America and 
Europe as main-line airlines seek to both outsource more work and to selectively attract new airline customers, but the excess capacity 
does not yet seem to have put undue pressure on labor rates.   
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Longer term, the biggest impact on overall labor rates will come into play as airlines continue to outsource maintenance work.  
Independent third-party MRO providers can often price services at between 25% and 40% less than airlines charge.  The cost savings 
afforded by outsourcing will continue to be a driving force in the airlines’ outsourcing initiatives. 
 
As a general rule, the majority of the respondents we spoke with are seeing a greater level of competition in their respective markets.  
Independent firms are seeing continued interest from the airlines in increasing their third-party work.  Larger firms, however, are looking 
to cooperate more as airlines continue to outsource more work and the average contract sizes continue to increase.  The biggest risk to 
pricing in the industry is the macro climate.  As long as industry fundamentals continue to improve for the airlines, it appears that we 
have hit bottom in terms of MRO pricing. 
 
Satisfaction with Current Inventory 
Considering all of the talk of destocking over 2009, we expected to hear much more sentiment from the industry that inventory levels 
were too low.  While we did hear of some pent-up demand, this was largely from the captive airline MRO operations, and much less 
from the independent MRO companies that we spoke with.  We believe that as the airline industry has reduced its parts inventory over 
this cycle, they are loath to get to back previous levels.  The airlines would be the first to admit that historically they have not done a 
good job of managing their maintenance inventory levels.  That has led to many of the creative solutions to inventory management we 
have seen emerge over the past few years, from sale lease-back arrangements to other logistic solutions.  The airlines are going to 
continue to push inventory management onto their maintenance suppliers. As a result, MRO operations at independent companies will 
continue to get more sophisticated and creative in their inventory management.   
 
This indicator will become more meaningful as we generate subsequent data points to see how this is trending over time.  However, 
with each region in roughly the same range, we do not see any significant difference here between either the location or type of MRO 
company that we spoke with.   
 
 

Exhibit 3: Satisfaction Level with Current Inventory

World North America Western Europe Asia Pacific Rest-of-World

5.3 5.1 5.2 5.9 5.6

1 = Too much inventory
10 = Too lit tle inventory

Current Parts Inventory Satisfaction Level

 
Source: Wedbush Securities estimates. 

 
Next Six Months Outlook Indicate Continued Strength 
We are not surprised at the initial optimistic tone, especially considering the recent uptick in air travel and freight, but more importantly 
considering the very difficult 2009 that the industry is coming off.  According to leading industry experts, the total MRO spend declined 
from approximately $44 billion in 2008 to under $42 billion in 2009, a decline of approximately 5%.  The drop in MRO slightly exceeds 
the drop in global air capacity, reflecting the deferred maintenance and fleet shift to newer plans that occurred throughout 2009.  Our 
survey indicates that sales for 1H 10 will be up 5.2% on a global basis, with parts purchasing up 4.6% globally.  As mentioned, the 
North America and Asia Pacific regions are likely to lead the rebound, based on our survey.  We feel that these results support our 
belief that overall aftermarket revenues for aerospace suppliers can be up closer to 10% for the full year 2010.  We agree that the year 
will likely strengthen as it progresses.  Thus, we believe that a 1H outlook now of up essentially 5% bodes well for the full year outlook. 
 
We asked respondents to provide a 6-month outlook for two reasons: One, it gives us a more accurate near term picture on the industry 
and the MRO and aftermarket earnings potential for the firms we follow; and second, we feel that for many firms, with the short lead 
times in the industry for much of the line and component work, the reliability of a longer-term outlook is questionable.   
 
From a geographic standpoint, the MRO providers in North America are the most optimistic heading into 2010.  We were surprised to 
see their outlook slightly higher than that of the Asian MRO firms we spoke with.  However, the Asian firms that we spoke with did not 
have as difficult a year in 2009, thus the rebound for them is not as strong or pronounced as it will be for North American MRO firms.  
We were not surprised to see that the European firms had the lowest outlook for the first six months of 2010.  We expect the return in 
Europe to be the slowest of the major regions, with the pick-up in air and freight travel lagging that of North America and Asia Pacific.   
 
For the industry, the outlook from Line and Component focused MRO organizations is the most optimistic.  The line and component 
maintenance are the most subject to changes in immediate traffic levels, with much of the engine and heavy maintenance set on a pre-
determined schedule.   
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The survey supports the view that the bounce back in demand for parts due to destocking is not as pressing as we believed.  The 
industry has been discussing the fact that airlines have worked down inventory levels to the lowest seen in years, even lower than in 
the most recent post 9/11 downturn.  However, there are a few structural issues that will limit the impact of destocking on the parts 
purchasing we expect to see in the near term.  As discussed above, the working capital improvement and balance sheet risk that the 
airlines are able to off load with reduced inventory levels are very attractive to the airlines.  We do not expect to see the airlines revert 
back to their historical parts inventory levels until much later in this upturn, if at all.  The transfer of inventory management from airlines 
to the MRO players is part of the broader shift as airlines continue to push more of the cost associated with maintaining their fleets onto 
the MRO industry.  In each region, the expectation of parts purchasing will lag that of the bounce in MRO sales.  However, it is 
important to keep this in context -- the differences in outlook between parts purchasing and sales is not large.  Again, like with other 
parts of this survey, we expect the most benefit to come as we continue to produce this survey and start to accumulate a time series of 
data points. 
 

Exhibit 4: Next Six Month Sales and Purchasing Outlook

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line 7.5% (1.5%) 4.5% 8.9% 7.7%
Component 7.4% 2.5% 4.5% (1.5%) 5.1%
Heavy 6.3% 3.7% 5.9% 0.9% 4.5%
Engine 5.3% 3.9% 6.6% 1.5% 4.7%
Total 6.6% 3.5% 5.8% 3.6% 5.2%

Maintenance Type North America Western Europe Asia Pacific Rest-of-World World
Line 6.0% (1.5%) 2.5% 6.7% 6.0%
Component 6.5% 3.0% 3.8% (1.5%) 4.7%
Heavy 5.4% 3.5% 5.9% 1.8% 4.3%
Engine 4.6% 4.0% 4.5% 1.5% 4.2%
Total 5.6% 3.5% 5.2% 3.3% 4.6%

Question 9: 1H 10 MRO Service Parts Purchased compared to 1H 09?

Question 8: 1H 10 MRO Service Sales Compared to 1H 09?

 
Source: Wedbush Securities estimates 

 
The global MRO industry remains very fragmented.  However, as airlines continue to outsource more MRO work, and are looking for 
larger, better capitalized, and strong risk sharing MRO partners, the industry will continue to consolidate.  For example, the North 
American MRO market for heavy maintenance is very fragmented, with the major airlines still doing the majority of the maintenance 
work in-house.  As the recovery continues, we expect carriers to continue to seek the lowest possible price for their maintenance and 
overhaul services, thus the commercial MRO industry will seek to accommodate this request through the consolidation of their offerings 
and adding volume to their offering.  
 
 
Passenger and Freight Activity Moving in the Right Direction 
We are encouraged to see passenger growth up stronger than capacity growth.  We believe the airlines will continue to focus on cost 
control, and may not be as quick to add capacity as in previous cycles this time around.  However, we also know the airline industry, 
and given the competitive nature of the industry, and the inherent over capacity, it will not take much increased demand before we 
expect to see ASK growth outpacing RPK growth.  From an MRO perspective, it is the ASKs that will be critical to sustained MRO 
growth. 
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As we expect, since it usually leads passenger growth out of a downturn, the global freight market started to turn nicely positive in 
October 2009, on a year-over-year basis.  Global FTK (freight ton kilometers, or actual freight traffic) increased in each of the major 
regions in November, with the exception of Europe.  The increase in ATK (available freight ton, or freight capacity) has been even more 
pronounced.  The stronger growth in capacity as compared to actual freight shipments is not as much of a worry for us as it is on the 
passenger side.   
 
Moreover, on the freight side, UPS recently raised its 4Q 09 EPS estimate by 20%.  While this was the result of both better than 
expected revenues as well as costs, it echoes what we are seeing from the industry data.  Federal Express has also slotted its first 
Boeing 777 freighter on a direct US-China route, adding capacity for Federal Express to the Asia region in anticipation of both a long-
term secular trend as well as a near term uptick in demand.  All major regions, with the exception of Europe, saw a significant 
improvement in their freight capacity and actual volume in November 2009, compared to November 2008. 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Exhibit 5: Global International Available Seat Kilometers and Revenue Passenger Kilometers 

Global ASK Growth
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Global RPK Growth
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Source: IATA 

Exhibit 6: Global International Available Seat Kilometers and Revenue Passenger Kilometers 

Global FTK Growth
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Global ATK Growth

(20%)

(15%)

(10%)

(5%)

0%

5%

10%

15%

20%

Jan-08 Mar-08 May-08 Jul-08 Sep-08 Nov-08 Jan-09 Mar-09 May-09 Jul-09 Sep-09 Nov-09

Ye
ar

-o
ve

r-
Ye

ar
 %

 C
ha

ng
e

Asia/Pacific Europe North America Industry  
Source: IATA 



 

Kenneth Herbert  (415) 274-6875  Industrial Growth | 7 
 

Methodology 
We spoke with over 75 MRO facilities representing all major regions and types of organization, capturing over $10 billion in annual 
MRO service revenues.  We weighted the responses based on the annual revenues of the MRO facility participating.  The majority of 
the surveys were completed over the telephone.  There were some surveys that were completed via email or through a fax, but this was 
the minority. 
 
We often spoke with many locations of the same companies.  We preferred to use location-specific data, as it tends to provide a more 
accurate estimate for that specific location, type of service, and market.  Moreover, the color we were able to receive was better on a 
location specific approach for the respective markets and regions.  However, we did also speak with many of the main offices for large 
MRO providers to get a perspective across the respective firms for the business globally.  Note that the global MRO industry remains 
very fragmented, with just a handful of very large organizations (either the captive MRO operations of major airlines or leading engine 
OEMs and heavy independent MRO organizations) and then a much greater number of smaller organizations (typically focused on line 
and component maintenance). 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
We attempted to use questions that would best reflect each MRO company’s current position and its potential position going forward.  
In additional to focusing on sales, we tried to focus on each company’s parts purchasing intentions and their backlog since these are 
often times leading indicators for direction of the companies and the industry.  We chose to ask about inventory levels, aircraft utilization 
and market competition since the answers to these questions would aptly reflect each company’s positioning as the market recovers 
going into 2010.  Moreover, as mentioned, as we develop a greater time series, the responses to all of these questions will take on 
additional significance. 
 
We would like to thank Andrew Doupé, a Wedbush Securities Research Intern, with his support on this survey. 
 
 
 

Exhibit 7: Global Commercial MRO Survey Responses by Type of MRO and Geography 

Weighted Survey Responses by Region

North America
45%

Europe
28%

Asia Pacific
14%

Rest-of-World
13%

 

Weighted Survey Responses by Maintenance Type

Line
18%

Component
17%

Heavy
40%

Engine
25%

 
Source: Wedbush Securities Estimates 
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Exhibit 8: Global MRO Survey Questionnaire 
 
For the period October 1, 2009 – December 31, 2009, sales of MRO services compared to the same period last year are: 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
For the period October 1, 2009 – December 31, 2009, your labor rates compared to the same period last year are: 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
For the period October 1, 2009 – December 31, 2009, your parts purchases compared to the same period last year are: 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
For the period October 1, 2009 – December 31, 2009, your backlog compared to the same period last year is: 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
On a scale of 1 to 10, can you rank your level of satisfaction with your current parts inventory? 
Too much inventory 10     9     8     7     6     5     4     3     2     1 Too little inventory 
 
For your customer base, how would you characterize aircraft utilization? 
Increasing ____________ Decreasing ____________ No change ____________ 
 
On a scale of 1 to 10, can you rank the level of competitive intensity in your market? 
Increasing competition  10     9     8     7     6     5     4     3     2     1 Lessening competition 
 
For the next 6 months, what is your sales forecast compared to last year? 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
For the next 6 months, your parts purchasing intentions compared to last year are? 
□ over 15% higher  □ 6%-9% higher □ over 15% lower □ 6%-9% lower 
□ 12%-15% higher  □ 3%-6% higher □ 12%-15% lower □ 3%-6% lower 
□ 9%-12% higher  □ 0%-3% higher □ 9%-12% lower □ 0%-3% lower 
 
What would you identify as the biggest obstacle to achieving your 2010 sales forecast? 
 
______________________________________________________________________________________________ 
 
How large is your MRO operation in terms of annual revenues (millions of US $) 
□ $0-$20 □ $20-$40 □ $40-$60 □ $60-$80 □ $80-$100 □ $100-$125 □ more than $125   
 
What percent of your MRO sales are for the following services? 
Line _____ Component _____ Heavy _____ Engine _____ Modifications ______ 
 
What percent of your business is for the following types of aircraft? 
Wide-body _____ Narrow-body _____ Regional jets ______ Biz jets ______ Helicopters ______ Freighter _____ 
 
What percent of your business if from the following regions? 
North America _____ Europe _____Asia Pacific _____ Middle East _____ Latin America _____ Africa _____ 
Source: Wedbush Securities estimates. 
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Commercial Transport MRO Primer 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
In terms of functionality, the industry is broken into four types of MRO work: 

• Engines – Most engine work is performed by the airlines or one of the three primary engine OEMs. 
• Airframe – Usually associated with heavy checks C or D depending on configuration.   
• Components – Often associated with avionics and instrumentation. 
• Line – Basic daily maintenance from fluid changing, interiors, landing gear work, to other areas. 

 
There are four primary levels of aircraft checks: 

• A Checks – The most basic service check on aircraft, performed approximately once a week, or every 60 flight hours.  
Typically done overnight.  Averages 10 to 20 man hours for each check. 

• B Checks – More substantial check, done around once a month, or roughly every 300 to 500 flight hours.  B Checks typically 
require about 100 man hours for single-aisle aircraft, and 200-300 for twin-aisle aircraft. 

• C Checks – A very thorough check.  It comes on average every 12 to 18 months, or after 3,500 to 4,000 flight hours.  On 
single-aisle aircraft, every fourth C check is more exhaustive.  A C Check usually requires between 2,000 and 2,200 man 
hours.  A C Check on a twin-aisle aircraft can take up to 20,000 man hours to complete. 

• D Checks – for freighter aircraft. 
 
 

Exhibit 9: Global MRO Markets, 2009 
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Source: AeroStrategy, Wedbush Securities 

Exhibit 10: Global MRO Markets, 2009 

Global MRO Market by Region, 2009
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The outsourcing of MRO work by the major airlines will be an on-going trend.  The leading suppliers of MRO services are the airlines 
themselves, OEM manufacturers, and independent MRO providers.  The top five North American independent heavy MRO providers 
are Timco, AAR, Aveos, Aviation Technical Services (ATS), and Pemco.  These firms have been some of the main benefactors from 
the trend towards more MRO outsourcing by aircraft operators. 
 

Exhibit 11: Global MRO Work Outsourced by Service Area

 

 

 

 

 

 

 

 

 

 

 

 

 

Source: Oliver Wyman 
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Covered Public Companies Mentioned in this Report (as of close 1/19/10) 

Company Ticker Price Rating Price Target 
Boeing BA $60.65 NEUTRAL $57  
Curtiss-Wright CW $33.18 OUTPERFORM $37  
Goodrich GR $66.32 OUTPERFORM $72  
Spirit AeroSystems SPR $20.98 NEUTRAL $21  
TransDigm TDG $50.42 OUTPERFORM $56  
Triumph Group TGI $56.94 NEUTRAL $53  
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