
December 2013 Exploring GSE, airfield equipment and infrastructure | www.airsideint.com

INTER AIRPORT SUCCESS

INSIDE THIS ISSUE...

Running from 8 to 11 October this year, the biannual  
inter airport Europe exhibition, a highlight of the aviation event 
calendar, was once again held in Munich. The show attracted 
640 exhibitors from 37 countries, a 5% increase on 2011, and 
11,900 trade visitors from 110 nations
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THE EXHIBITION WAS OFFICIALLY opened by Michael 
Kerkloh, president and CEO of Munich International 
Airport, Oliver Jankovec, director general of ACI (Air-
ports Council International) Europe and the chairman 
of event organiser Mack Brooks Exhibitions, Stephen 
Brooks. Kerkloh commented: “inter airport Europe is a 
major communication hub, bringing together manu-
facturers, dealers and airport operators to exchange 
information and make contacts.

“It is not only the leading trade fair in the industry. 
It also captures the mood in an industry which, like 
the aviation sector as a whole, is highly dependent on 
overall economic conditions and cyclical effects. For 
this reason I hope that this event will signal a fresh 
start for our industry.”

He also added: “At this event, the major players in 
our industry will find all of the innovative products 
and systems they need for smoother, safer and more 
cost-effective airport processes.”

Brooks observed of the show: “Here at this fan-
tastic venue, airport professionals will be able to 
find tailor-made solutions, whether for terminal, 
terminal-adjoining facilities, runway, apron or 
hangar. And this is what makes inter airport Europe 
unique: The event is a one-stop-shop for airport 
equipment throughout all areas of airport plan-
ning, design and operation and (it is) renowned as 
the world’s leading trade exhibition for the entire 
international airport industry.”

EVERYONE’S A WINNER

The highlight – for some, anyway – of the opening cer-
emony was the announcement of the four winners of 
this year’s inter airport Europe Awards. The winner in the 
interRAMP category was the Dengelift, a self-propelled 
disabled passenger transfer vehicle produced by Tur-
key’s Denge Airport Equipment. Other winners were 
Evans Airport Solutions for a new manual and hybrid 
self-service check-in counter; Opscom Systems for its 
security management system that has a focus on record-
ing notable incidents; and the Crisplant - Beumer Group 
for its latest baggage loader.

According to Mack Brooks inter airport Europe exhibi-
tion director, Nicola Hamann: “The mood was buoyant 
throughout the exhibition and exhibiting companies told 
us about a large number of new contacts and positive busi-
ness.” Describing it as “the most successful international 
marketplace for the entire airport industry”, she notes: “It 
is clear that within the airport industry there is now in-
creased awareness that airports need to remain focused on 
long-term plans in order to be prepared when passenger 
and freight growth picks up again on a larger scale.”

While the weather certainly made life difficult for 
the outside exhibitors on a couple of the days, there is 
no doubt that, for most, the exhibition was a great suc-
cess. Airside International was present at inter airport in 
force, and in this issue of the magazine we look at just 
some of the highlights of the show and talk to a few of 
the industry players that exhibited there.

 GOLDHOFER + SCHOPF = PERFORMANCE²
TWO EXPERTS, ONE GOAL:
PERFECT PERFORMANCE AT THE AIRPORT

WWW.GOLDHOFER.DEWWW.SCHOPF-GSE.COM
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The Douglas Mu-Meter Mk6 is the world’s best selling CFME system.  With over 1000 
units sold around the world, Mu-Meter has consistently maintained its market and technical 
leadership since its launch some 50 years ago. The generated reports are displayed 
immediately via the supplied laptop computer to enable runway friction and weather 
related friction changes to be determined for the management of airfield operations.

 
 language of the operator.

For full details or to arrange a demonstration, contact Douglas today.

Douglas Equipment, a business unit of
 

Douglas House, Village Road, Cheltenham  

e-mail: sales@douglas-equipment.com
Web site: www.douglas-equipment.com

RUNWAY FRICTION MEASUREMENT
…reliable, repeatable, cutting edge technology and incredibly good value for money!

T
his issue of Airside International is 
another big one, as we not only include 
our usual range of news pieces and 
feature articles but also take a look back 
at the busy and successful inter airport 

Europe show held in Munich in October.
The Airside International team was at inter airport in 

numbers and this issue begins with our take on the 
best of the news from the exhibition. That is closely 
followed by a quick look at the latest developments at 
Seletar International Airport and Alaska Airlines.

Another feature article analyses the various GSE 
that exists today for the handling of passengers with 
reduced mobility (PRM), and we talk to just some of 
the airport operators that place so much emphasis 
on looking after these more vulnerable visitors to 
their gateways.

This December issue of Airside also includes an 
analysis of the airfield lighting sector and two pieces 
that discuss GSE usage in the Africa/Middle East 
region, as well as articles on the evolving world of 
hangar design, runway friction testing equipment, 
GSE parts provision and a review of recent tests at 
Frankfurt on ‘Go Green’ taxiway lighting possibilities.

We finish, as usual, with ‘Airside update’, our 
round-up of the news since our last issue.

I hope you enjoy the issue and find plenty here 
of interest.
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Continued from page 1

Vestergaard shows 
off its Elephant PPS
Another of the big GSE suppliers exhibiting outdoors 
at inter airport was Denmark-based Vestergaard. The 
highlight of its display was the Vestergaard Elephant 
BETA de-icer with the company’s all-new Precise 
Positioning System (PPS), a unique offering that is 
receiving some very favourable feedback

VESTERGAARD’S PPS IS ONE OF A KIND – there are no similar 
systems available, insists sales manager Lars Barsøe. The semi-
automatic PPS keeps the nozzle of the de-icer unit exactly one 
metre away from the surface of a wing; that one metre is the 
ideal distance – any shorter and the fl uid will be bouncing off the 
surface, any longer and the sprayed fl uid is cooling too quickly 
and so the fl uid becomes signifi cantly less effective.

The system works through the use of two proximity sensors 
at the end of the Elephant BETA’s telescope. With the optimum 
distance being maintained automatically by PPS, the operator is 
left free to concentrate on eliminating contamination. The end 
result is savings on both time and glycol fl uid, notes Barsøe. It’s 
all about assisting the operator, he says; hence, the system has 
to be activated by the de-icer operator – its use isn’t obligatory.

While PPS was launched to the market at inter airport, it is not 
yet in commercialised production. A full winter of testing lies 
ahead at two airports, Copenhagen and Munich, to iron out any 
potential issues with the system. While the prototypes are cur-
rently fi tted to Elephant BETA vehicles and the plan at present is 
only to offer the PPS (once testing is completed) on new orders 
for NG Elephant BETAs, it might also be possible in the future to 
retrofi t the system to other Elephant BETAs already in service.

“This is fabulous,” was one comment to Barsøe from a poten-
tial operator, he says, adding that the feedback from those who 
have seen PPS demonstrations has been unfailingly positive. “We 
are offering assistance” with this system, he says, and it is help 
that looks like it will be welcomed.

In other news from the company, Vestergaard has also recently 
announced that Elephant BETA units have been sold into a num-
ber of new customers. Aero MAG 2000 is going to take delivery 
of a number of units for de-icing at New York Newark and Lon-
don Heathrow, and a fl eet of Elephant BETAs are to be delivered 
to Rome Fiumicino’s operator over the next six months. Other 
contracts agreed will see Group3/Alyzia begin using the Elephant 
BETA at Paris Orly, while Beijing Capital International Airport has 
taken delivery of the fi rst two of a series of Elephant BETAS.

And, in another recently inked deal, Greater Toronto Airports 
Authority (GTAA) has ordered 10 BETA NG de-icers, units that will 
add to the Canadian gateway’s existing fl eet of Vestergaard vehicles.

Safeaero
Trelleborg AB, Sweden

tel: +46 410-140 50 | fax: +46 410 451 25
sales@safeaero.com

www.safeaero.com

Why settle for 
anything less?

World’s most effi cient 
one person operated deicers

Much more than PRM

Rome-based GSE supplier AVIOGEI is perhaps best-known for its PRM – 
passengers with reduced mobility – handling equipment, but it actually 
has a vast array of GSE products available to the market

MASSIMILIANO MARTONE, AVIOGEI’s international business development & marketing 
manager, was on hand at inter airport to show visitors to the company’s stand around 
its various GSE offerings on display. One of the vehicles was indeed a PRM 
handling unit, which it calls the EA 6000 FLS ‘Mobile Lounge’ PRM 
transfer vehicle.

FLS stands for Front Loading System, which indeed it is. The 
EA 6000 can pick PRM up from ground level and deliver them 
to a height of 5.8 metres, and can handle a maximum of 12 
individuals. A supplementary rear loading platform comes 
as an option, while the single operator is positioned in a fully 
integrated cab.

Also available in VIP and catering confi gurations, the unit 

has users and customers including Swissport, Avinor, Lugano Airport, Alitalia, 
Aviapartner, Reunion Air Assistance, SEA, Falck, ADR Assistance as well as many 
others. One, in the VIP confi guration and based at Rome’s Ciampino Interna-
tional Airport, is used by the Pope, Martone explains, when His Holiness is fl ying 
through the Italian capital.

The company’s PRM unit range is increasing. Soon to add to the EA 6000 
and the 10 or so other PRM handling models it manufactures, AVIOGEI expects 

to launch a whole new model – ThunderLift. ThunderLift is expected not only to 
feature some new, improved capabilities but also to be offered at an even more 

reasonable price, he says.
But AVIOGEI supplies much more than PRM transfer units – it also 
produces GSE including passenger stairs, dollies, catering service 
vehicles, cargo loaders, water supply vehicles, lavatory service 
units, elevating platforms and much more. All this equipment 
can be supported by a dedicated maintenance company that also 
forms part of the wider AVIOGEI group, helping the group as a 
whole to monitor any after sales problems and thereby always 
ensuring the highest possible product manufacturing quality 
going forward, Martone notes.
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Asset Intelligence

New Jersey-based I.D. Systems is all about ‘Asset Intelligence’ 
and it is bringing its experience of asset tracking in other 
industries to the aviation sector

ASSET TRACKING IS hardly unknown in the aviation business, of course, but 
I.D. Systems is bringing something a little different to the table. It has been 
providing industrial vehicle tracking and management systems for big cus-
tomers in the retail sector (Walmart and Walgreens, for example) and the 
automobile industry (Ford, Audi, Toyota and many others) for nearly 20 years 
now, but three years ago it took the decision to expand its GPS-based location 
tracking solutions into the aviation space.

I.D. Systems is not the only company to offer vehicle tracking systems to 
airports, airlines and the like but what differentiates the company’s offer-
ing – called AvRamp® – is its ability to ‘authenticate’ vehicle operators and 
control many aspects of vehicle safety, maintenance and utilisation. Airside 
workers must present an electronic ID token (which can be their regular se-
curity badge) to a wireless computer mounted in vehicles equipped with the 
AvRamp system. If the worker is duly trained and authorised, the system will 
allow the vehicle to operate, and the worker will then be associated with all 
vehicle activity for the duration that he/she remains logged into that vehicle. 
If the worker is not trained and authorised for that particular piece of equip-
ment (or at that particular time of day), the system will prevent the vehicle 
from starting.

This access control function represents a signifi cant step forward in 
security, effectively preventing ramp vehicles from being hijacked. The 
system has other advantages as well. AvRamp incorporates many vehicle 
health and usage monitoring tools, including electronic safety inspection 
checklists, impact sensing, running time and idle time performance met-
rics, speed management, and more. I.D. Systems notes that these capa-
bilities will help fl eet managers achieve better process control and reduce 
maintenance costs, as well as help engineering managers optimise vehicle 
up-time and productivity.

AvRamp not only improves visibility for fl eet managers to monitor and 
assess fl eet performance, it also allows for greater personal accountability 
– vehicle operators can be held exactly accountable for their vehicles, their 
performance and for any collisions or accidents that occur while they are 
logged into the vehicle.

Top of the range

TB Davies, a UK-based supplier, offers a wide range of GSE vehicles and equipment to the 
market and it was in Munich in October to display just some of its high-quality products

ONE OF THE BIGGER EXHIBITORS in the outdoor area at this year’s inter airport Europe was TB Davies (TBDUK), 
showing off a few models within its extensive range of GSE. Front and centre were some adjustable height stairs 
ideal for aircraft ramp maintenance engineers working on main undercarriage units. These are unique in nature, 
says TBDUK technical director Phil Summers, because nobody else is offering this sort of versatility, suitable for 
aircraft as large as B777s or A380s, able to stoop under low wings and usable both on the ramp and in the hangar.

Other maintenance stairs offered by TBDUK include the lightweight Top of Pylon Access platform suitable for 
engineers working on engines from above. With a maximum height of 5.7m, this equipment can be used for aircraft 
as large as the A380. 

Also on display on the stand was just one variant of the 
company’s wide range of passenger steps. The TPS 2555 can 
be used with both narrow-bodied and wide-bodied aircraft 
from A320/B737 size right up to the A380. It is robust yet 
readily manoeuvrable, available in towable or power drive 
versions. Stability is vital and a key selling point of TBDUK 
GSE, notes Summers, and like most of its products the TPS 
2555 has Ackerman steering and front-wheel drive for maxi-
mum safety and stability. The steps can be fi tted with auto 
speed control and stop sensors in its powered confi guration 
for extra safety on the ramp. Most airlines are now focusing 
on preventing accidental damage and pushing lean initia-
tives – and this is where TBDUK’s products prove their worth, 
he explains.

Other exhibits included one of TBDUK’s bottle trolleys, 
available as two- or four-bottle trolleys for oxygen or nitrogen, and a Digital Aircraft Tyre Infl ator, similar to the sort 
of technology commonly found to pump car tyres but now suffi ciently reliable and safe for aircraft use. The system 
can be set for different aircraft tyre types to speed up turnaround times and improve safety.

Adding to the static display were a scissor lift that is selling well, especially into the Middle East, and a space 
age-looking aircraft tug called the Jet Tug. The latter, a towbarless tractor, is designed mainly for the general aviation 
market, for sale into smaller airports handling business jet operations and to handlers. On display was the larger vari-
ant, designed for aircraft roughly in the 80 tonne range, but a smaller one is available for 30-35 tonne type aircraft.

TBDUK’s innovative conceptions seem to be paying dividends. Thus, for example, Summers says that the com-
pany has sold its adjustable maintenance steps into key fl ag-carriers in large numbers in recent months, and the 
future is looking good with other carriers and handlers following suit as they see the benefi t of the equipment.

TBDUK had a large outdoor stand at inter airport to show 
off just part of its wide range of GSE
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AvRamp can communicate via a number of different wireless tech-
nologies – including cellular, Wi-Fi and local unlicensed radio frequency 
– and offers both locally-hosted and remotely-hosted software architec-
tures. This fl exibility means that the system can be confi gured to meet 
the needs of most IT organisations. Regardless of where the AvRamp serv-
er is hosted, one of the system’s most convenient features is that reports 
are distributed automatically via email, so users don’t have to log in to 
the software to get the data they need.

AvRamp is based on I.D. Systems’ patented technology that has been 
deployed on over 60,000 vehicles to date with many Fortune 500 compa-
nies across various industries. According to Larry Terrazas, vice president 
of aviation services at I.D. Systems, the technology is ideal for airport 
authorities, third-party operators (handlers) and self-handling carriers. It 
is already in use with American Airlines and American Eagle Airlines at 
fi ve of the biggest airports in North America, and I.D. Systems is in nego-
tiations with other major US carriers. Terrazas is also looking to expand 
the system’s footprint into the UK, Continental Europe and Asia.

Multi-purpose, multinational

Multihog has only been in business since mid-2008 but the 
company has grown strongly in those few years

ITS PRIMARY OFFERING TO the airport market is the Multihog MH90, a 
four-wheeled, all-wheel drive vehicle able to be quickly modifi ed – in a 
matter of minutes, if not seconds – to take a whole range of Multihog im-
plements for applications as diverse as snow clearance and grass-cutting.

Gatwick International Airport in London has bought 14 MH90s and it 
was the gateway’s specifi cations that prompted Multihog to offer a front-
mounted combi snow plough and brush as part of a three-application 
product that also includes a rear-mounted de-icing tank.  

Also able to employ a rear-mounted salt spreader or high-pressure 
washer and water tank, and a front-mounted hedge/grass cutter or heavy-
duty snow blower, the MH90 is very adaptable, making it ideal for year-
round application and not just for winter operations. About 60 of the 
units are now in use at various gateways, informs Multihog sales manag-
er Tony Duff. All the variants are operated simply by just the one driver.

SIGNIFICANTLY, given the time 
of year, Clariant is adding to its 
distribution capability. “Logistics 
plays a vital role in getting the 
right products to customers at 
the right time,” explains head of 
aviation (sales) Nigel Westlake, 
and having taken on some new 
customers this year the company 
is improving its European distri-
bution network. For example, 
it is opening two new depots on 
the Continent – one at Birrfeld in 
Switzerland to serve a new Swiss 
client, and another in Rotterdam 
to serve new clients in the Neth-
erlands and in Brussels.

Clariant is also expanding its 
product range. The latest offer-
ing is MP IV Launch Plus, a new 
propylene glycol-based fluid that 
can be applied hot or cold, neat 
or diluted. It recently received cer-
tification and is only now being 
marketed by Clariant as a further 
addition to its Safewing range of 
fluids; it will be fully “commer-
cialised” for winter 2014-15, West-
lake comments.

MP IV Launch Plus’s main ad-
vantages over other fluids are 
its “outstanding holdover times” 
which offer an extra safety margin 
and further operational flexibility 
during busy winter operations, and 
a lower toxicity, which means an 
improved environmental profile.

“It’s all about small improve-
ments” in terms of minimising 
the environmental impact of anti/
de-icing fl uid, he notes. Right now, 
anti/de-icing fl uids are propylene 
glycol-based and they inevitably 
have an effect on the environment. 
Thus, for a supplier like Clariant, 
it’s all about making the additive 
pack as free of damaging chemicals 
as possible and, says Westlake, “We 
are always making the incremental 
changes to be the very best we can.”

Being ‘the very best we can’

Clariant Aviation, a leading developer, manufacturer and supplier of aircraft and runway 
de-icing and anti-icing products, was at inter airport in Munich this October to show 
how ready it is for the coming winter season

TM
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“Logistics plays a vital role in 
getting the right products to 
customers at the right time”
Nigel Westlake

Continues on page 6
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The company offers other equipment to the aviation sector. For example, 
at the recent inter airport show in Munich in October, Multihog launched its 
MX range of vehicles into the airport market. In addition to the popular air-
port MH90, the smaller, low height clearance MXC LP units can also be used 
for snow clearance around aircraft, and are particularly suitable for low ac-
cess airport car parks, pavements and the like, he notes, while both the MX 
and the MXC have narrower chassis widths. 

As well as expanding its product range, Dundalk-based Multihog is ex-
panding its reach. It has, for instance, sold another two Multihog units to 
Vancouver International Airport this year, in addition to the three units pre-
viously shipped in 2012. Europe also remains very much a focus for Duff and 
his team, and Multihog vehicles can already be seen at gateways there such 
as Liège, Milan and Heathrow. At inter airport, Romania’s Craiova Internation-
al Airport fi nalised an order for a multi-purpose Multihog, just the latest of 
many gateways to add to the supplier’s growing client list.

Specialising in expertise

Not all the thousands of exhibitors and visitors to 
inter airport were representatives of the big GSE suppliers or 
buyers of their equipment; many either work for or own the huge 
number of small businesses that remain active – and play a 
vital role – in GSE manufacture and provision

MIKE DAY, MANAGING DIRECTOR of MD Technical Services (MDTS), owns and 
manages a relatively small GSE and custom precision engineering company 
in the south of England that specialises in the provision of GSE components 
such as air start couplings, air start hose assemblies and parts for toilet servic-
ing and water replenishment units.

MDTS also maintains and repairs those components and has its own pre-
cision engineering service available for machined components made to cus-
tomer specifi cation. While it can’t carry the inventory of some of the big GSE 
parts suppliers, it has maintained a loyal and sizeable market by continuing 
to specialise in a niche area of the market. “When somebody needs some-
thing a little bit specialised in our area, they tend to come to us,” Day notes, 
pointing out that the company’s customers include the big ground handlers, 
original equipment manufacturers and maintenance companies.

While the bigger players have undoubtedly taken a huge share of the GSE 
parts business away from smaller operations such as MDTS – American com-
petition, for example, has had a lot of success in building a huge market share 
in the UK and elsewhere – there remains a lot of scope for a niche supplier 
in its own local market, he insists. It has a local expertise and also, being a 
manufacturer as well as a distributor, MDTS can bring a good deal of special-
ised knowledge to bear, Day explains.

He wants to expand the company’s manufacturing capability in pro-
ducing couplings and other components, grow its product range and in-
crease its inventory. Greater promotion of its capability will also be an 
important part of the business plan – while the phone has, up to now, kept 
on ringing to bring in new business, Day knows that that isn’t something 
to be taken for granted. 

Continued from page 5

Warm work

Polartherm is a Finnish company offering heaters to the aviation industry. It has been in 
business for over 30 years and its products are to be found at some pretty cold places around 
the world

PAAVO SORVAKKO, chairman of Polartherm Group, a supplier of aircraft heaters to both the military and com-
mercial aviation sectors, has been in the business a long time. Finland-headquartered Polartherm was itself 
formed in 1974, and its fi rst airline customer – in 1982 – was the national fl ag-carrier, Finnair.

Since then, its product line has grown – as well as specialist heaters for the military, Polartherm offers trailer-
mounted heaters both for narrowbody commercial aircraft (the Polar 120 HD and Polar GSH-1) and for widebod-
ied aircraft (this latter model, the GSH-W20, was brought to market just three years ago).

Its client base has also expanded widely. Its primary military customer is the US Air Force, which has taken 
thousands of its heater units, while end customers of its commercial aircraft heater units include Aerofl ot, Tran-
saero, Air Astana, Lufthansa and British Airways. Of course, handlers are also critical as the more usual users and 
Swissport represents another important Polartherm customer.

According to Sorvakko, there are about 500 Polartherm heater units currently in commercial service 
around the world, and some of them have been in use for nearly 30 years – testament to their durability and 
robust quality.

While the company is continuing to upgrade some of the control systems used, the core technology isn’t in 
fact changing greatly. For example, diesel or kerosene are still used as the fuel source – despite the desire for all 
involved to be as ‘green’ as possible, these liquid fuels remain the most convenient and the most effi cient power 
sources at this time, he insists.

Moreover, there is no intention at Polartherm to branch too far from what it knows best. Sorvakko has 
been asked on many an occasion to consider supplying combined air conditioner/heater systems but remains 
convinced that these units are heavier, more expensive and occupy a highly competitive space in the market – it 
seems that Polartherm will continue to stick to what it is good at.

And with heaters as far north as Thule in Greenland and as far south as McMurdo research station in Ant-
arctica (25 units) and at the Amundsen-Scott research station at the South Pole itself (fi ve units), it seems to be 
doing plenty of things right.

Mike Day, MDTS

Polartherm heaters in use with a giant 
United States Air Force C17 in the cold of the far south
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INVESTMENT

CAG is making other improvements to its offering at Seletar, adding to 
both its infrastructure at the gateway and, as a result, its capacity. For 
instance, two new Compact Parking Area (CPA) plots are expected to be 
added by the end of 2013 (CPAs, a concept used at many business avia-
tion gateways, are areas in which there is fl exibility to position aircraft 
in such a way as to better meet increasing demand for parking space). A 
total of 21 additional parking bays have also been built at the airport’s 
East Apron.

Other infrastructural upgrades will see the West Apron resur-
faced – also expected before the end of 2013 – and a signifi cant 
lengthening of the current taxiway there by early 2015.

Next year (2014) is scheduled to bring the installation of 
a new instrument landing system (ILS) to ease operations in 
times of poor weather, and the construction of Seletar’s fi rst 
ground run-up enclosure (GRE) on the East Apron. The GRE 
will mitigate the noise from aircraft engine run-ups being 
undertaken by MRO companies there.

Finally, CAG confi rms that by the end of next year 
the Airport Emergency Service at Seletar will be able to 
boast a new fi re training ground. Clearly, CAG is keen to 
invest in the airport, not only to improve its service of-
fering to current carrier customers but also to position 
itself to take advantage of what it predicts will be ex-

panding growth opportunities in the regional aviation 
market over coming years. 

Singapore’s Changi International Airport is one of the 
busiest airports in the world, but it has a smaller sister 
gateway that is making its own contribution to the island 
state’s transport infrastructure

Seletar pulls 
its weight

B
oth Seletar and Changi are managed by operator Chan-
gi Airport Group (CAG), so there is not the competition 
amongst them that one might expect. Indeed, perhaps 
the former can learn something from its larger neigh-

bour. Either way, Seletar is obviously very keen to grow, and one 
of the areas of improvement it has looked at has been its airside 
operations, and the effectiveness of its handlers in particular.

Earlier this year, Seletar confi rmed that it had embarked on 
what it described as “a full-scale review” of the service and safety 
standards of its ground handling agents. Lim Ching Kiat, general 
manager at Seletar, explains: “The disparity in the capabilities of 
ground handling agents at Seletar Airport, which makes it dif-
fi cult to apply consistent service and safety level requirements 
for all players, (was) the main impetus for the review. Consis-
tent standards are crucial for Seletar Airport to be a top business 
aviation airport in the region,” he adds.

Noting that seven different ground handlers were licensed 
and operating at Seletar, the airport authority admitted that the 
scope of their various handling offerings varied widely, and so 
did their capabilities. Some of them, for example, actually out-
sourced most or part of their service delivery. “While there is 
technically no cap to the number of ground handlers allowed, 
we (need to) ensure that a good number of ground handlers have 
the competency of offering a full spectrum of ground handling 
service options,” Lim confi rms.

In response to this diversity and need to tighten up the ser-
vice provision airside, CAG decided to put in place a new frame-
work around which any of its Seletar handlers must now work. 
“Through the review, CAG has put in place a set of minimum 
operating standards for essential airside services, which also re-
quires all licensed ground handlers to be able to provide a full 
suite of core airside services with the relevant GSE. This will raise 
overall standards of ground handling services at Seletar Airport, 
including the GSE fl eets being deployed there,” he informs.

The new system meant a change in business model for some 
of those handlers, including their acquiring wholly new capabil-
ities. Others couldn’t make the grade, and dropped out from any 
form of handling at Seletar. “Ground handlers are expected to 
meet a set of minimum operating standards for essential airside 
services imposed by CAG. The fi ve ground handlers who have 
been given temporary licences (running from July to December 
2013) are committed to ramping up their capabilities to meet 
these standards, and some are already in the process of doing so. 
A few other operators have expressed interest in applying for a 
ground handling licence, and CAG is in discussion with them to 
assess their suitability,” Lim notes.

Different business aviation airports have different operating 
models and requirements in terms of ground handling, he con-
tinues. “At Seletar Airport, CAG adopts a consultative approach 
where we consistently engage our partners and airport users. Us-
ers’ feedback has shown that they look forward to this approach. 
They are also happy with the current multiple-operator model, 
which provides them with more options and alternatives to bet-
ter meet their specifi c needs in the business aviation segment.”

WE HEAT THEM ALL
BIG AND SMALL

POLAR 120 HD
- For narrow bodied aircrafts
- One man operation design
- Compact and reliable

POLAR GSH-1
- Excellent sound attenuation
- Hatz silent pack generator
- For narrow bodied aircrafts

POLAR GSH-W20
- For wide bodied aircrafts
- High fan pressure & air volume
- 4 cylinder Deutz engine

Polartherm on the Ross Ice Shelf in Antarctica
Photo courtesy of USAF

www.avigroup.dk

M A N U F A C T U R E R R E P R E S E N TAT I V E

Lim Ching Kiat is general 
manager of Seletar Airport

New aircraft parking bays, just one of the ways in which 
Seletar is improving its offering to carrier customers
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SAFETY FIRST

At San Jose, the unit is driven up to the aircraft, at which point a self-
leveling ramp is lowered into place, forming a bridge to the rear door 
of the aircraft. Because the unit sits at a right angle to the boarding 
door, deplaning passengers are automatically directed safely away from 
the aircraft, where stanchions on the tarmac guide them to the termi-
nal building.

“People tend to wait for the person ahead of them to get half-way up 
or down the stairs before starting to board or deplane themselves, slow-
ing the process,” Barden says. “With the new ramp, passengers flow on 
and off the aircraft like water.”

Passengers seated in row 20 or above are given the choice of board-
ing and deplaning through the rear door using the new ramp. Since 
passengers deplaning from the rear of the aircraft come up through 
the terminal directly into the waiting area, they would either miss 
connecting with their bags at the top of the jetway or have to walk 
back down the jetway against the flow of traffic to pick up their bag. 
Therefore, those with gate-checked bags are directed to board and 
deplane through the forward door in order to reclaim their bags at 
their destination. 

Station employees notify the flight attendants about 30 minutes be-
fore landing when they plan to use the ramp, so they can inform pas-
sengers that they will have a choice of deplaning through the forward or 
aft doors. On average, about 40 percent of passengers in San Jose choose 
to use the aft door when the new ramp is available, an Alaska Airlines 
spokesperson says.

When it is used, “the new ramp cuts eight to 10 minutes off a turn, 
which helps us get the schedule back on track when an aircraft arrives 
late,” enthuses Robbie Blandino, lead customer service agent in San Jose. 
“We have deplaned a full aircraft in less than 10 minutes using the new 
ramp, giving time back to our customers.” Customer reaction to the ramp 
has, the carrier says, been generally very positive. 

S
eattle-based Alaska Airlines has been assessing ways of speed-
ing up its operations on the ground and is looking at different 
methods of allowing dual-door passenger boarding. As the carrier 
notes, airports generally only provide jetways for the forward 

door of single-aisle aircraft, and ramps create their own problems for pas-
sengers who are elderly, disabled or may be carrying a child in a car seat.

The carrier has been testing one possible option for dual-door board-
ing at San Jose in California, a motorised boarding ramp. The equipment 
in question is a new piece of GSE designed specifically for Alaska Airlines 
by Keith Consolidated Industries (KCI) of Medford, Oregon. Driven up to 
the aft door of a B737, its use has been found to cut as much as 10 min-
utes off turnaround time, the airline says.

The wide, aluminum ramp is covered by a non-slip material and three 
switchbacks provide a gentle slope, making it easy to push a wheelchair 
from ground level up to the rear door of the aircraft. Its control panel can 
be switched around so that the driver is always facing forward, whether 
moving toward or away from the aircraft. And, in keeping with the air-
line’s commitment to sustainability, the unit is solar-powered; however, 
it can also be hitched to a tug using a standard tow bar if the drive mo-
tor’s battery is not sufficiently powered.

“We don’t really have a problem with lack of sun in San Jose, but 
a fully-charged battery gives us enough power to operate the ramp for 
about four days,” says Warren Barden, San Jose customer service manager 
for Alaska Airlines.

San Jose was chosen to test the new ramp because station employees 
have many years of experience boarding passengers from both front and 
rear aircraft doors, using ramps and a stair truck prior to moving to a new 
terminal with jetways in 2010.

One carrier is looking at innovative ways of speeding the boarding process, making 
life easier for its passengers and cutting down on aircraft turnaround times

Assessing the options

The unit is solar-powered, but can be hitched to 
a tug using a standard tow bar if necessary
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Birmingham takes care

Another UK airport that has set a 
standard in looking after PRM is 
Birmingham International Airport. 
It offers assistance to any passenger 
with mobility issues not only 
airside, but in the terminal, on-site 
car parks, coach park and railway 
interchange.

Any PRM can be assisted right 
from their arrival on-site to check-
in, through the terminal and onto 
the aircraft. The same help is offered 
in reverse to PRM coming into the 
airport on an aircraft. Equipment 
available to help includes wheel-
chairs, carry-on chairs, aisle chairs, 
high lifts, people movers and other 
specialist equipment, a spokesperson 
for the airport operator notes.

As at Gatwick, staff are trained 
in disability awareness, as well as 
more general customer service. 
May, September and October are the 
busiest months for PRM assistance, 
the operator reports, and levels of 
assistance have risen from 80,000 
per annum just two years ago to a 
current figure of 100,000 per annum.

equipment, explains the fi rm’s general manager, commercial and commu-
nications, Emily Corfi eld. In this regard, “There was a complete gap in the 
(aviation) market,” she says.

Before serial production started just last year (though Aviramp was 
offi cially launched in January 2011), there was a good deal of testing to be 
done in order to design the right equipment, she notes. Key to the Aviramp 
design is the gentle slope that makes aircraft access easy for those pushing 
a wheelchair and for PRM. All passengers can board together whatever their 
freedom of movement, and all can do so safely and easily.

The advice and help of carriers and other potential operators was sought 
and gained in the research and development phase, and time spent in trials 
is now paying off handsomely, Corfi eld insists. Aviramp walkways feature 
automatic braking systems, speed control, a spring-loaded docking plate 
and – as they are made of aluminium as well as steel to keep the weight 
down – can all be controlled by just one operator. Larger models can be 
fi tted with optional extras such as lighting and roofi ng.

Moreover, the anti-slip fl oor material used on all Aviramp walkways has 
proved so popular that it is now being purchased separately by airports and 
used to retread areas of their gateways and air-stairs to improve PRM access 
there, she points out.

Business at the moment is very good, Corfi eld says. Current customers 
include handlers such as Swissport in Japan, airports such as Dallas/Fort 
Worth and carriers including Qatar Airways, Jetstar and Qantas (which has 
just taken fi ve units of the hand-pulled Aviramp Lite model).

For the disabled and for passengers with reduced mobility (PRM) in general, the 
whole business of fl ying can be a diffi cult one. Standard aircraft stairs can be a 
challenge, if not an impossibility, for some, and easing their way on and off an 
aircraft has become the focus of a select few suppliers – but it is the concern of all 
conscientious gateways

Easing the way

S
hropshire, UK-based Aviramp has taken on the challenge of helping 
PRM get on and off aircraft head-on. Already experienced in pro-
ducing solutions for easing disabled access in many other business 
sectors, Aviramp’s parent company, Ra’alloy Ramps, took a look at 

the aviation market and decided it had plenty of expertise to bring to the 
subject. The result is the world’s only portable jetways that offer gentle 8 
degree slopes suitable for all passengers – including wheelchair users.

While ambulifts and related systems are great for disabled users, they 
are not suitable for all passengers – one of the many strengths of Aviramp 

Tel: +44 (0) 16566522
Fax: +44(0) 16566229
Email: Sales@tbduk.co.uk
Email:info@tbduk.co.uk
Website: www.tbduk.co.uk

Access and GSE solutions for the latest Boeing and Airbus aircraft

An Aviramp mobile jet bridge 
can be used safely and easily 
by passengers, both PRM and 
fully able-bodied

Denge’s latest offering in the PRM market is a self-propelled 
unit that was delivered to its launch customer earlier this year
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But Aviramp is not resting on its laurels. A new design, the Interna-
tional model designed for long-haul aircraft, will be available by the end of 
the year, and this offering will mean Aviramp can cover the full range of 
aircraft types and sizes, she observes.

LATEST OFFER

While Aviramp specialises in a particular PRM access solution, some 
manufacturers of PRM equipment do so as part of a much wider range of 
GSE offered to the aviation market. Turkey’s Denge Airport Equipment, 
for example, produces a range of PRM access solutions, including self-
propelled truck-mounted and towable units. Its many customers include 
Turkish handlers Celebi and Havas, as well as Dnata, Swissport, Eastline 
and many others.

Denge’s latest offering in this sector is its self-propelled PRM unit, 
Dengelift, which was launched in April this year. Initial deliveries 
were made soon afterwards and the unit has, says Murat Denge – the 
manufacturer’s managing director – now gone into operation.

With a maximum operating height of 5.8 metres, the unit can serve al-
most all small, narrow and widebody aircraft. Plus, says Murat Denge, the 

smooth motion of the unit and the fact that the passenger remains within 
the van body while the unit is raised to the necessary height avoids the 
somewhat stressful feeling for both the PRM and any attendants that can 
be created when being raised to aircraft door height in some of the older 
PRM-handling GSE. Moreover, he adds, the unit’s large windows help to 
make the whole experience that much more comfortable: “So, the think-
ing in design is much different than that of some other GSE.” That think-
ing has been quickly rewarded – Dengelift won the award at inter airport 
Europe in Munich in October in the interRAMP category.

Demand for PRM equipment, self-propelled or otherwise, is signifi cant. 
Because of this, there are many players in the market and competition 
is tough. Denge is keen to maintain its edge in this sector, however, and 
Murat Denge is planning the launch at some time of a smaller PRM unit 
that will, he says, be both cheaper and even easier to operate than exist-
ing PRM lifts.

THE VIEW FROM THE AIRPORT

Gatwick International Airport in South London is by no means the UK’s 
biggest or busiest air gateway – those laurels go to London Heathrow by 
some distance – but its attention to PRM is perhaps indicative of the im-
portance that an airport can and should place on handling passengers 
with reduced mobility.

Gatwick assisted a total of some 405,000 PRM last year and, in its peak 
month of September, might help as many as 50,000 passengers to make 
their way through the airport. According to the gateway’s operator: “The 
challenge is always that a high proportion of our workload is not pre-
booked or advised to us by the airlines until the day, and so we have to 
forecast based on historic information that we gather. This is still a chal-
lenge as the number of PRM travelling does not always match the forecast-

ed trends, so we have to react accordingly to match 
the passenger’s needs.”

If predicting PRM numbers is diffi cult, Gatwick 
has a range of equipment available to suit any dis-
abled passengers who do come through its doors. 
“Wheelchairs are our bread and butter but we have 
a lot of specialised equipment, (such as) the elec-
tric buggies for fl ights with multiple passenger as-
sistance and a fl eet of minibuses to attend aircraft 
parked away from the terminal,” the airport spokes-
person points out. 

For customers who are unable to ascend/descend 
stairs to the aircraft, Gatwick also has a number of 
Ambilift lorries that can raise a PRM up to the level 
of the aircraft doors. There are also aisle chairs to 
assist customers to their seats if required, and slings 
that can be used to lift customers into their seats on-
board the aircraft.

Refl ecting the emphasis that a gateway like Gat-
wick puts on PRM, airport staff all receive customer 
service and disability awareness training at induction. 
“We also regularly consult with Ann Bates, OBE, a for-
mer government advisor for disability access issues 
on transport; her views are well respected and we en-
sure that everything we are doing is compliant with 
the relevant legislation and is non-discriminatory,” 
the spokesperson adds.

“We’ve done a lot of work with some of the big-
gest airlines at Gatwick to help drive them giving us 
the information about PRM far enough in advance 
to ensure we can have staff ready to meet the pas-
sengers when they arrive, and we’ve come a long 
way over the last three years in bringing this up to 
improve the service,” he concludes. 

London Gatwick trains its staff in customer 
service and disability awareness

‘Unique solution’

Exhibiting outdoors at inter airport Eu-
rope 2013 was Bulmor airground tech-
nologies. The company – a specialist 
in passenger boarding vehicles and lift 
trucks – had brought along its SideBull 
PRM vehicle, which it describes as “a 
unique solution” that allows passen-
gers in wheelchairs, on stretchers or 
otherwise restricted in mobility to be 
brought on-board at ground level and 
then lifted smoothly up to the height 
of an aircraft door.

The fact that the vehicle can be 
lowered right to ground level is an ad-
vantage over scissor-lift PRM handling 
equipment, notes Bulmor’s Konrad 
Gruber. It also doesn’t need stabilis-
ers, unlike other, similar, equipment 
available on the market, and the single 
operator is integrated fully within the 
vehicle and not in a separate cab, he 
adds. The smaller unit that was on 
display at the exhibition can lift to 5.7 
metres, while a larger variant can lift 
to a height of 8.1m and is suitable for 
use with the A380 superjumbo.

Developed in collaboration with 
Lufthansa LEOS from early in the last 
decade, but only really launched to the 
market by Bulmor in 2008, the client 
list for the SideBull has grown swiftly 
and the unit can now be seen in use at 
gateways including Frankfurt, Vienna, 
Salzburg, Brussels and Zurich. A total 
of about 20 SideBull PRM units are now 
in operation, Gruber informs.
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Technology associated with airport lighting is changing quickly 
and gateway operators have not been slow to catch on to the 

benefi ts available. There is money and energy to be saved

A
ccording to Christian Onselaere, president and CEO of airport 
lighting specialist ADB: “We have had some significant changes 
of late. Our company was acquired by French-based private eq-
uity fund, PAI Partners – owners of Swissport and Nuance, two 

key companies with a strong hold in the airport services business.”
However, ADB has remained focused on delivering “end-to-end solu-

tions on the airside for our airport customers”, he adds. Its priorities have 
included implementation of the complete airport ground lighting (AGL) 
solution at Hamad International Airport, Doha, finalising the first phase 
at Taoyuan International Airport in Taiwan and new LED (light-emitting 
diode) implementations at both London Heathrow and Columbus (Ohio) 
airports.

The company is building on past success. It has now installed more 
than half a million LED lights across more than 450 airports – “this is 
a huge achievement,” Onselaere celebrates. “Our success is the result 
of more than ten years of experience, (having) leading airports as our 
customers, a great deal of innovation effort and close collaboration with 
leading regulatory bodies and national civil aviation authorities.”

ADB is by no means the only major AGL supplier, however; nor is it 
the only one that sees innovation as vital to long-term success. UK-based 
atg airports, for example, has just launched IRIS, a new LED-based AGL 
offering which has a mere 6mm profile above ground, interchangeable 
components, LED arrays across the range and no negative slope in front 
of the lens to compromise the photometrics of the fittings.

Recently showcased at the inter airport Europe 2013 exhibition in Mu-
nich, atg airports has – according to sales & business development direc-
tor Kevin Armstrong – targeted the concept of an IRIS family which has 
both 8 inch and 12 inch in-pavement fittings, with similar design prin-
ciples sharing interchangeable parts. It was also envisaged that some of 
these components could be used in other products that also now feature 
in the IRIS product family, including the E-IRIS Elevated range of high-
intensity LED lights and the HERMES range of LED signs. 

A CHANGING INDUSTRY SECTOR

Onselaere believes that the industry in which he is engaged is evolving, 
and for the better. “Now, more than ever – at a time of economic uncer-
tainty – efficiency improvement, better management of air traffic flows 
and greater airfield safety will be imperative as airports look to improve 
their bottom line, reduce costs and enhance travellers’ experience. 

“Our end-to-end approach is designed to address these priorities. The 
acquisition by PAI represents an opportunity to strengthen our customer 
focus and better support an airport’s airfield technology needs.” And at 
the core of ADB’s development efforts is its LED technology. “The 500,000 
LED AGL milestone is unsurpassed in the industry, and makes us an undis-
puted leader in this segment,” he says. The achievement also reflects the 
universal acceptance of LED airfield lighting as the new standard in AGL, 
as more and more airports switch to this energy-efficient technology to 
meet their sustainability goals.

www.atgairports.com Contact us

email: marketing@atgairports.com  UK   +44 (0) 1942 685555  USA  001 (239) 985 9406 @atgairports1

Recent comments about IRIS LED AGL:- 

“Stunning design”  
Development & Infrastructure Manager. UK Airport

“IRIS is SO COOL” 
German Airport

“Profile is a striking feature”  
Airside Manager. UK Airport

“IRIS is Beautiful!” 
Scandinavian Airport Operator

“No negative camber is excellent”  
Airfield Electrical Asset Engineer. UK Airport

“Interchangeable parts... excellent 
idea!”  
Maintenance Manager. UK Airport

“Your LED AGL are amazing” 
Middle East Aviation Authority

“IRIS is great! Can foresee long term 
CAPEX and ongoing OPEX savings”  
Airside Operations Manager. UK Airport

“We have to specify these LEDs”  
Eastern European Airport Operator

“The common power supply 
and the fact that it can be easily 
cleaned, in my opinion makes IRIS  
a potential market leader”  
Airfield Electrical Asset Engineer. UK Airport

Use QR Code to 
learn more about 
our range of IRIS LED 
High Intensity fittings

The world’s latest high intensity LED AGL lighting solutions
Setting the standard in airfield lighting

Schiphol 
opts for LED
Amsterdam Airport has become the 
latest major European gateway to 
begin replacing much or all of its 
existing halogen AGL with LEDs. The 
Dutch airport is to replace all the signs 
along its runways with new ones that 
are lit by LEDs. Operator Amsterdam 
Airport Schiphol estimates that 
replacing the halogen lamps currently 
used to illuminate the signs giving 
information about location, routes, 
runway numbers and airport traffi c 
rules with LED technology will reduce 
the energy consumption involved by 
70 percent. The halogen lights have 
an operational life of about a year, the 
LED lights about a decade.

Some of the lights in question have 
already been replaced but the whole 
programme of replacement is expected 
to take several years. The substitution 
of new for old lights will be timed 
to coincide with periods in which 
runways are out of operation due to 
major maintenance work.

Lighting up
atg airports’ IRIS, the company’s latest 

offering in the airfi eld lighting sector
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Performance monitoring
Tailor Made Systems (TMS), based in Warwick in the UK, 
offers something slightly different but equally valuable 
when it comes to AGL. Its MALMS (Mobile Airfield Light 
Monitoring System) division offers a range of products that 
allow an airport to measure the performance of its runway 
lighting in relation to ICAO/FAA standards.

The company claims that MALMS photometric test 
systems are accurate, easy to use and reliable. Based on the 
results they provide, a gateway’s maintenance manager 
can identify which airfield lights require maintenance 
and what maintenance is needed, before then scheduling 
such work with his/her airfield engineers. Because 
MALMS can determine if a light is above or below the 50% 
serviceability level stipulated by ICAO, this method can 
effectively override the traditional replace-on-failure or 
‘block changes’ of lights often used as a maintenance and 
replacement strategy by airports.

The MALMS trailer, the principal MALMS product, is 
a stand-alone system that can be pulled by any vehicle 
without the need for modifying the towing vehicle and 
without the need for specialised tooling and engineers.

The system – says Wayne Rolfe, TMS sales and 
marketing manager – is flexible, easy to use and requires 
minimum training and support. The MALMS trailer is 
used on a weekly basis by many large international 
airports to maintain airfield lighting to CAT III standards, 
he explains.

According to Rolfe, there are over 130 MALMS systems 
in service with airports around the world – from Sydney in 
Australia to Delhi and Dubai in Asia, from Lagos in Africa 
to San Diego in the US. The company invests heavily in 
product development, including new testing technology for 
the latest LEDs now used in airfield lighting, and TMS is 
presently undertaking verification testing programmes with 
major airfield lighting suppliers from around the world as 
well as third-party testing companies, he notes.

The TMS product range already extends beyond the 
supply of photometric testing products and services 
to include automated cleaning equipment (MALMS 
Cleaner), electronic torque checks of airfield lighting 
fasteners (M-Torque) and an electronic inspection and 
asset management system (MALMS Engineer) that utilises 
GPS and RFID technology for identifying airfield lighting 
assets. TMS now offers airport maintenance managers 
what Rolfe calls a “total package” for integrated airfield 
lighting maintenance.

“Our list of references is growing – in the UK, our LED light-
ing is already installed at airports in Manchester, Birmingham, 
Guernsey, Gatwick and others, as well as at Heathrow (of which, 
more later).”

Furthermore: “Across the world, we count Chicago O’Hare Interna-
tional Airport and Denver International Airport in the US, Charles De 
Gaulle Airport in France, Frankfurt Airport in Germany and Treviso 
Airport, Italy, as our customers. 

“We continue to invest in our LED portfolio to extend our offer-
ings across the airfield. Earlier this year, we launched the industry’s 
first LED elevated turn pad lights as well as Inset Runway Edge Lights 
(IREL) lights. With these, airports can almost fully convert to energy-
efficient LED lighting on the runway,” Onselaere enthuses.

At inter airport Europe 2013, ADB showcased its latest generation 
of LED lights – second-generation low protrusion lights which have 
been sold to Oslo Gardermoen Airport in Norway and Calgary Inter-
national Airport in Canada, besides London Heathrow – with many 
more sales said to be in the pipeline. Onselaere explains that ADB’s 
low protrusion lights have been significantly improved to overcome 
the drawbacks of traditional versions by ensuring that no part of the 
prism is located below the surface of the ground, thereby avoiding 
loss of photometry.

LED: THE WAY FORWARD?

The case for airports using LED technology is well proven, Onselaere 
considers. “The long-term experience, feedback from customers, the 
fact that more than 80% of interviewed customers in recent surveys 
indicate their willingness to switch to LED all make a very strong case 
in favour of LEDs.

“The cost issue is quite easily addressed, as LEDs are more cost-
efficient in the long run,” he goes on. “Moreover, the payback time for 
LED AGL from ADB can be as little as two years or even less. Resilient 
in all weather conditions and low-maintenance, LED AGL lasts lon-
ger, improves airfield availability and decreases cost associated with 
maintenance and runway shutdowns. Furthermore, our LED-based 
AD-Lights portfolio is ICAO- and FAA-compliant, and offers up to 84% 
energy savings vis-à-vis conventional lighting, enabling airports to re-
duce carbon emissions.”

atg’s Armstrong agrees that LEDs are the way of the future. In par-
ticular: “Mindful of environmental considerations in this modern age 

Exclusive Airfield Lighting Distributor

With over 20 years experience with international airports,

heliports and flying clubs, we understand the importance

of customer satisfaction and loyalty.

As we are completely impartial, we can offer products

from all the main airfield and lamp manufacturers. This

has gained us an excellent reputation within the airfield

lighting industry.

Airfield Lighting Services include:

Airfield lamps  | Connector Kits 

Isolating Transformers  | Windsocks 

Obstruction lighting | Cable

Inset and Elevated lights  | Regulators 

Signage (internally lit and retro-reflective)

Replacement parts for fittin
gs

NEW! Solar Aviation Lighting

Contact us at:

sales@airfieldgroundlighting.com

Tel: +44 (0)1858 463153

www.airfieldgroundlighting.com

MALMS on tow

Christian Onselaere, 
president and CEO of 

ADB Airfield Solutions
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UK gateways turn to LEDs
ADB is delivering what it describes as “a turnkey solution that includes energy-efficient runway LEDs and power 
systems” that support Birmingham International Airport’s development strategy. 

Its runway extension forms an integral part of the gateway’s ambition for growth. The project, which is 
expected to be completed by May 2014, has seen the airport opt for energy-efficient solutions from ADB. The 
latter will supply and install runway LEDs including threshold lights, warning signals (wig-wags), Inset Runway 
Guard Lights (IGRLs) and LED signs. 

ADB is also replacing the lighting at Heathrow International Airport’s southern and northern runways with 
its LED range of AD-lights. Heathrow will be the first to deploy ADB’s runway end light, the latest edition of its 
Inset Runway Lights portfolio. The supplier will also change the existing guidance signs at the gateway to ADB’s 
LED-based PVL signs. This will help Heathrow further reduce energy consumption and optimise maintenance, 
the company notes.

For London Heathrow, the opportunity to install over 130km of cabling and 1,000 new LED AGLs was taken as 
part of a wider programme to resurface the gateway’s runways.

The £20 million (US$31) runway resurfacing project will initially see Heathrow’s southern runway resurfaced. 
Because the airport cannot be closed for this sort of work, only one runway can be resurfaced at a time, and the 
work must take place during the night. Resurfacing of the southern runway began in April and the beginning of 
August saw work begin on the installation of the new cabling and lighting.

According to gateway operator London Heathrow Limited: “Heathrow replaces all its AGLs each time a 
runway is rehabilitated. This time it was decided to install LEDs instead of the traditional halogen lights as they 
are more energy-efficient and last a significantly longer time that the old lights. For example the old halogen 
lights would need filaments replacing about every six months, whereas the LEDs can last up to 10 or 12 years.”

Work will begin on the northern runway next year.

and the limitations being placed by governments on the aviation industry 
regarding carbon emissions, airports are giving serious consideration to 
the use of lower energy forms of lighting.

“Airports are looking to electronic sources of light, in particular 
LED technology, which can provide airports with benefits which in-
clude reduction in whole lifecycle costs due to lower energy consump-
tion, reduction in airports’ carbon emissions, an increase in lifetime of 
the order of 50,000 hours and an improved mechanical robustness of 
the LED module.”

He continues: “As such, we at atg airports are seeing the demand for 
LED technology on airfields increasing. The recent atg airports global LED 
AGL survey forecasts an increase in the number of LED AGL projects tak-
ing place in the next two to three years, as airports strive to reduce oper-
ating costs and find solutions to reductions in carbon emissions.”

NEXT-GENERATION

“LEDs represent the first major step change in airfield lighting design 
since standards were laid down,” Armstrong declares. “However, to reap 
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the total benefits from this exciting new technology, requires modern 
thinking to redevelop the airfield lighting circuit in order to truly max-
imise the power saving benefits.” He believes that the next decade will 
see LED technology mature, and that we can expect to see new stan-
dards related to the use of electronic components in airfield lighting 
along with new and innovative ways to operate these devices. 

ADB is also looking beyond LED technology for its corporate future. 
For example, another launch at inter airport saw the company unveil its 
new LED Precision Approach Path Indicator (PAPI), which ADB asserts 
delivers “new levels of performance, energy efficiency and ease of use”.

In additon, it can eliminate warm-up delays typically associated 
with traditional PAPI systems operating in colder climates. “Airports 
can lower energy and maintenance costs, while ensuring that pilots get 
precise visual information for safe landing,“ Onselaere informs.

Finally, inter airport saw ADB launch a brand new power solution 
called the CRE-M, the ‘M’ standing for modular. This product has be-
come the latest part of the company’s family of constant current regu-
lator power solutions. 

Manchester Airport Group began replac-
ing halogen lights with AD lights in 2011 

and ADB acted as its primary supplier

“The acquisition 
by PAI represents 
an opportunity to 
strengthen our customer 
focus and better support 
an airport’s airfield 
technology needs”
Christian Onselaere
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not have the expertise or the parts; we need to import a full GSE maintenance 
operation and then bring in people to train the locals. We need our own stor-
age structure, as we can’t rely on having an essential part delivered within 
24 hours. All this means a lot of commitment and investment for handling 
companies. It’s not just the cost of setting up: it’s what happens next.”

DOING THINGS THE RIGHT WAY

Changes to processes and procedures may have to be made, too. For example, 
how cargo is sheltered overnight, how warehouses are cooled and cleaned. 
Extremes of temperature can be a challenge, but the problems are not, says 
Nassberg, insurmountable.

Handling companies trying to enter the Middle East market will fi nd 
there an even more complicated one than that seen in Africa. There is still 
a highly restrictive environment, with most airports supporting a monopoly 
position of just one handler. “Saudi Arabia and some other countries are at-
tempting to open up the market,” Nassberg notes however. “Saudi published 
a global tender months ago in an effort to bring in a second operator, but it 
has not moved beyond pre-qualifi cation stage. Iraq also put out a tender for 
exclusive rights to three out of four of its main airports; that, too, is still in 
pre-qualifi cation stage. Iraq needs an international consortium to meet its 
requirements, as it is building the market from almost nothing.

“Anyone wishing to go into the Middle East is highly advised to work in 
partnership with a local company, though. It would be hard to see how an 
outside operator could manage without local knowledge,” he advises.

“We expect to have an active operation in the Middle East within a year or 
so, but we are looking at ancillary opportunities – providing support services 
in the terminal, for example, for baggage, VIPs, lounge services, wheelchair 
services, and so on – as we are unlikely to be able to go in to cargo or ramp 
handling in this region. Once you’re on site and people know you, opportuni-
ties will fl ow from that relationship,” Nassberg concludes. 

W
orldwide Flight Services (WFS), for example, now offers a 
cargo ground handling service in Johannesburg and Cape 
Town and has signed a partnership to provide cargo and 
possibly ramp and passenger services in Dar-es-Salaam. 

It is also working on creating a partnership in Nairobi. After these deals 
have been finalised, it will look at more stations in West and East Africa. 
Plus, in the Middle East, WFS has applied to become a second operator in 
Saudi Arabia and in Iraq.

“We’ve been able to expand into Africa because of the opening of the 
market (there),” emphasises Barry Nassberg, group chief operating offi cer. 
“Airports are realising that they need to offer as close to a world standard 
handling service as possible. They can no longer say ‘this is Africa and this is 
what you can expect: it’s as good as you’ll get’. Airlines are unwilling to ac-
cept that attitude or invest a lot in their own handling staff.

“There is also huge investment in Africa as a whole, which forces the develop-
ment of airports. Lack of infrastructure will hamper development and airports 
need to keep pace. Since African destinations cannot always provide the service 
on their own, they welcome foreign investment from handlers such as ourselves.”

The whole regions presents major challenges to ground handlers, although 
South Africa operations and infrastructure are seen as being more like those 
in Europe. For a start, most new entrants there are encouraged to set up joint 
ventures, rather than set up shop on their own. But fi nding the right partner 
and encouraging them to work to world standards isn’t always easy.

“We have to import ground service equipment, too,” Nassberg comments. 
“And maintenance can be diffi cult as, in many cases, the local companies do 

The rates of growth of air transport and air cargo in the Middle East and 
Africa have tempted a number of handling companies to look at setting up 

shop in one or both of these regions

Regional challenges

Barry Nassberg is WFS’s group 
chief operating offi cer
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A
s most of the aviation world looks with cautious optimism to a 
brighter future following many years of economic stringency, 
there remain some parts of the globe where continued fi nancial 
pressure is having a direct impact on GSE equipment, in terms of 

both procurement strategies and ongoing maintenance standards.
This article will look at ground handling in South Africa, rather than the 

continent as a whole. Much of Africa is still lagging behind the developed 
world in terms of available fi nance, and service quality is often not able to 
match European or US levels; however, in South Africa the expectations are 
somewhat higher. So, just what are some of the key issues surrounding the 
GSE market in this rapidly changing country?

Due to a lack of available funds, many companies have been forced to 
cut budgets back severely. In some cases, this means that old equipment has 
been sourced which may well be in poor condition and, perhaps, no longer 
in production. Consequently, after-sales service will generally be poor, with 
training and operation manuals practically non-existent.

Equally, the availability of spares will be limited at best. New GSE is ex-
pensive and the poor exchange rate of the South African rand against the US 
dollar, pound and euro adds signifi cantly to the cost. Plus, a poor internation-
al credit rating often means up-front payment is mandatory for the purchase 
of new equipment, all of which makes a diffi cult situation even worse.

Some companies that supply GSE into South Africa are only concerned 
about making a sale and are not interested in offering an after-sales service. 
By and large, these companies will have a sales agent based there whose pri-
mary objective will be to increase sales volumes. In many cases, what these 

agents don’t have is technical expertise or a stock holding of the spare parts 
most likely to be needed. It is then considered too expensive if something 
does go wrong to pay for an engineer to travel, usually from Europe or the 
US, and thus potentially dangerous GSE equipment may be retained in regu-
lar use.

FURTHER CONSIDERATIONS

To ease fi nancial pressures, many ground handling companies in the region 
will turn to employing temporary labour in an operational capacity, rather 
than employ staff on a full-time basis. From an accounting perspective, this 
makes sense, as it keeps the company’s overheads down.

Unfortunately, the mindset of a ‘temp’ is often one of resentment of the 
full-time staff, a feeling of not belonging and therefore a general lack of moti-
vation. There have a been a number of instances of temporary staff involved 
in GSE accidents simply disappearing and failing to report the incident, leav-
ing the company concerned to foot the bill for damages and any claims that 
may arise.

Since the creation of its fi rst democratic government in 1994, trade union 
activity in South Africa has increased dramatically. Whilst in many ways this 
is a good thing, a downside has been an increase in industrial action in the 
aviation sector that has had a negative effect on productivity. 

Finally, due to the sanctions imposed on the country prior to 1994, many 
GSE parts have historically been sourced through black market channels, a 
strategy that inevitably leads to ‘pirate’ parts being supplied, causing a higher 
level of inadequacy in the equipment. 

THE WAY FORWARD?

There are certainly ways in which the GSE situation in South Africa can be 
improved, and a positive change can undoubtedly be achieved despite the 
country’s fi nancial restrictions. More consideration should be given to after-
sales and training, for example. Not only will this enhance the reputation 
of the supplier, but will also serve to add to the confi dence and technical 
expertise of the operator, which will in turn heighten self-esteem and per-
formance.

Whilst the bottom line is important, companies should remember that 
not everyone has the same level of funds available for GSE and whilst no one 
would ever expect a supplier to operate at a loss, there must be some creativ-
ity found in devising terms and conditions to suit both vendor and buyer. 
What is vital, though, is that the GSE equipment must be the right piece of 
equipment for that customer at the right cost. 
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ground handling in South 
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There are two main customer groups that require the provision of spare 
parts for GSE: the owners of the equipment (including handling agents, 
airlines and lessors) and maintenance providers. But while the equipment 
mix and market conditions may vary, the principal demands of customers 
are pretty much the same across the board, as Megan Ramsay fi nds out

A
s an original equipment manufacturer (OEM), Chicago, Illinois-
headquartered aviation equipment provider JBT sells parts, 
convenience kits and product upgrade kits to those who own, 
operate and repair JBT equipment worldwide, says Josh Parkin, 

global aftermarket manager. 
“Aviation is a very schedule-based market and JBT is determined to 

drive customer success through fast response times,” he affirms. “Based 
on our industry experience and customer feedback, we find the following 
most important to our customers: part availability (the time it takes from 
an order being placed to the part arriving at a customer’s location); part 
quality (when parts arrive they need to be the right parts and be depend-
able for the strenuous demands of ramp support); and knowledgeable 
sales/support staff (sales and service staff need to understand the equip-
ment and parts to be able to provide quick and accurate advice in order 
to restore a piece of equipment to service on time and cost effectively).”

Parkin believes that OEMs have “a special responsibility” to their custom-
ers, their relationship extending well beyond the initial equipment sale to 
include a lifetime of support, from part support to service repairs to equip-
ment refurbishment. By offering global support 24 hours a day, seven days a 

+1 208-378-9888  |  www.aerospecialties.com
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The need for speed: 
keeping GSE running

Michael Bloomfi eld, 
executive vice president 
at Sage Parts

“The focus on price 
all depends on 
circumstances; a lot of 
repairs are unexpected 
and urgent so there 
is no time for price 
comparison”
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week, 365 days a year, JBT aims to go beyond just selling a part to make sure 
that customers have the tools at hand to ensure they get what they really 
need. He feels that this is “a unique service that only the OEM can provide.
The value that this offers helps reduce our customer’s total cost of ownership 
(TCO) and helps keep our customers’ fl eets performing effectively for many 
years to come.”

GHH Fahrzeuge’s biggest customer, TCR, is a lessor and maintenance 
provider that leases the German GSE manufacturer’s aircraft movers to 
airline operators like KLM, as well as provides maintenance services. 
However, GHH general manager Mortimer Glinz informs: “We also have 
customers like airberlin who own our machines and operate them di-
rectly. I believe that GHH customers are long-term users of their equip-
ment. They prefer the low operating cost and the long lifetime over the 
low-budget equipment with high operating cost of other manufacturers.

“Customers want fast delivery, sometimes installation and training, 
and budget solutions. As an OEM we are able to offer service and operator 
training, customised on-site service solutions, rebuilds and custom modi-
fications. These services enable our customers to further optimise the 
cost and performance of the equipment. For instance, we have upgraded 
our machines for new aircraft types or retrofitted existing units with en-
ergy saving kits,” he observes.

Some OEMs are venturing into the provision of spare 
parts for equipment manufactured by other companies. 
Brad Streeter, responsible for administration, sales and 
marketing at Boise, Idaho-based GSE provider AERO Spe-
cialties, comments: “We do not (currently) do a lot with 
parts outside supporting our own, AERO Specialties-man-
ufactured GSE. This is a growing aspect of our business 
that we are just now gearing up to pursue, though. Most 
of our customers are owners predominantly, as we spe-
cialise in the corporate, FBO (fixed base operator) and 
general aviation market. We have some maintenance pro-
vider customers, but with the kinds of equipment we pro-
vide the majority of our customer base tends to fall into 
the owner category. Leasing options have become more 
attractive with the tightening economy and some newer 
tax incentives and these categories are on the rise.

“Customers demand a quick turnaround on quotes 
and order shipments. The accuracy of shipments and 
meeting delivery deadlines when equipment is down and 
out of service is always very important as well,” he adds.

Summing up, Michael Bloomfield, executive vice 
president at Melville, New York-headquartered aviation 
GSE parts supplier Sage Parts, remarks: “The main de-
mand from our customers is ‘right now’. If equipment is 
down, then availability is the priority. In general, this is 
followed by a demand for quality, with price being less 
important. After all, the price of having idle equipment 
sitting around is significant as the customer might need 
to rent a replacement.

“Our prime strategy is to provide parts as close to the 
point of use as possible. Value-add is a huge purchasing mo-
tivator – things like being able to offer high quality, a lower 
price, faster delivery or good customer service. We often 
help with evaluating inventories or technical issues. We 
also analyse why some items are frequently used and can 
redesign them to reduce the need to replace them so often.”

Sage supplies all parts for all brands, with demand 
depending on the operator. For example, smaller airlines 
like the low-cost carriers predominantly carry out nar-
row-body operations, so the mix of equipment they use is 
very different to transcontinental or freighter operations. 
Climate also plays a part – de-icers, for instance, are not 
always necessary.

GEOGRAPHICAL VARIATIONS

Bloomfield goes on: “Each geographical area is dominat-
ed by a certain type of customer. For example, in North 
America, almost exclusively airlines do their own ground 
handling and maintain their own equipment; the second-
biggest customer base in that area is ground handlers 
maintaining their equipment, and separate maintenance 
companies come in third. In the UK, the vast majority of 
our customers are maintenance and/or leasing compa-
nies, followed by ground handling agents and then air-
lines (very few of whom handle themselves or do their 
own maintenance in the UK).

“In Europe, it depends on the country. For instance, in 
France we deal direct with Air France, and then also with 
ground handlers, while in Germany it’s almost always han-
dlers. Asia is the same as Germany but in some countries 
airlines self-handle – as they tend to do in Latin America.

“As for Africa, it’s a mix of handlers and airlines. 
Sometimes this is due to how airports are structured, per-
haps. It’s a cross between evolution and economics; also, 
labour requirements come into it – for example, in North 
America there are quotas for airline employees to do a 
certain amount of this sort of work.”

And there are challenges that arise from such geo-
graphical differences. Thus, there are varying brands of 
equipment requiring different parts that may be more or 
less commonly used in some countries but must all be 
sourced as rapidly and cost-effectively as possible. Lan-
guage barriers can also create challenges. 

But JBT’s Parkin feels that “customers’ spare parts 
requirements and purchasing methods are not country-
specific, but differ from customer to customer. One ad-
vantage of having a global spare parts warehouse network 
is that our sales and support staff get to know customers 
in their region better so that JBT can stock the right parts 
and are knowledgeable about local Customs regulations 
and shipping requirements.”

REGULAR MAINTENANCE VERSUS URGENT REPAIRS

There are two distinct models when it comes to order-
ing and supplying GSE parts. First, spares are required 
on an ongoing basis for regular, planned maintenance 
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work. Second, a part may be needed urgently for an unscheduled repair 
to a piece of equipment. The mix differs across suppliers; for example, 
at AERO Specialties approximately 80 percent of orders are for regular, 
non-urgent maintenance and repair work, with the remainder being for 
immediate requirements, while at GHH Fahrzeuge about 25 percent of 
business relates to unscheduled repairs.

At JBT, Parkin considers: “While it is diffi cult to ascertain an exact per-
centage, I would say that we have seen an increasing trend of customers 
reducing their on-site spares inventory and looking to their parts sup-
pliers to provide just-in-time parts support. As a result, JBT has had to 
expand our inventory and fill more orders with shorter lead times. We 
have adapted to this challenge by studying parts purchasing trends and 
pre-positioning parts globally to be closer to customer equipment. JBT 
also benefits from a strong global distributor network to further support 
our customers and further reduce lead times.”

Bloomfield believes that Sage was at the root of the trend towards 
just-in-time parts provision for GSE. “We created an option for customers 
to get a full array of parts from one supplier as opposed to going to OEMs. 
This has forced lots of OEMs to rise to the occasion. Parts at the point of 

info@tcr-group.com  www.tcr-group.com
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use never really existed before us and this has been a positive change 
– there is now a focus on high value-add and getting our customers to 
appreciate that.”

Of course, the associated costs may be higher, but Bloomfield points 
out: “The focus on price all depends on circumstances; a lot of repairs 
are unexpected and urgent so there is no time for price comparison, 
but in the case of planned repairs or maintenance, of course price can 
be considered much more carefully. Repairs are completely unplanned, 
whereas maintenance is more preventative, planned and therefore 
more price-sensitive. Some providers change their pricing according 
to the urgency of the demand but we have a very structured price 
policy that does not take advantage of those customers needing parts 
urgently,” he stresses. 

A significant part of Sage’s business is contract-based, with around 
two-thirds of turnover relating to the company taking responsibility 
for inventory control on behalf of its customers. In many cases, Sage 
owns the inventory until the customer asks for it – truly a just-in-time 
service. “Managing stock level requirements is one of our specialties,” 
Bloomfield says.

OVERCOMING HURDLES

The provision of spare parts that meet customer demands is not al-
ways easy and there are several difficulties that must be overcome. 
One particular hurdle is the sheer range of items that are needed to 
support the many different types, models, manufacturers and ages of 
equipment currently in service with the world’s GSE users. Streeter 
feels this challenge is similar in some other industries but he pointed 
out that aviation does have “a very large range of fairly specific equip-
ment used to service both the aircraft and passenger services”. 

Another problem occurs when a customer has changed a part 
number and can therefore not provide the manufacturer’s part number 
when ordering a replacement. This can be resolved, for example, if the 
customer submits photographs of the damaged part for identification 
by the manufacturer – but this, of course, takes time, and if the repair 
is urgent then it can potentially cost the customer a lot of money in 
idle equipment and hiring fees to keep operations running.

Glinz notes that this sort of issue can happen in any industry. More 
specific to aviation, perhaps, is the problem of obsolescence, where a 
specific part may not be available anymore and an alternative has to 
be sourced. This can be more common in the aviation industry because 

“Aviation is a very 
schedule-based 
market and JBT 

is determined to 
drive customer 

success through fast 
response times”

Josh Parkin

Handling the big boys
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some parts and pieces of equipment are very specialised. 
Bloomfield agrees, elaborating: “GSE lasts a very long time but parts 

and suppliers come and go. For instance, if an item was originally in-
tended for other industries like automotives, which change more rapidly, 
then the obsolescence rate is greater. But we can recreate obsolete items 
for our customers. Also, some items may not hold up well in GSE, even 
though they are fine in their originally intended use; we can modify them 
as necessary. GSE is made in low volumes in comparison to other indus-
tries like trucking, so for a manufacturer to create parts specifically for 
GSE is not always economically feasible. But we can do it because we are 
so big in the market, and we work on aggregate,” he adds.

Manufacturers of GSE and parts are also concerned about “the prolifi c 
use of substandard parts in our equipment”, Parkin notes. “We frequently 
receive calls from customers concerned about the degraded performance of 
their GSE after replacing genuine JBT parts with substandard substitutes. 
Researching and discovering the cause of the issue may take a while, which 
increases the time the unit is out of service, not to mention the cost to 
repair damage potentially caused by the use of these substandard parts.”

He stresses that while many parts suppliers claim to supply OEM 
parts, the only way a customer can know for sure they are getting what 
they ordered is to buy direct from the GSE manufacturer or one of their 
authorised distributors. 

ENVIRONMENTAL CONCERNS

The continuing shift towards electrically powered GSE is an issue that is 
regularly discussed at industry forums, and one that providers of spare 
parts cannot afford to ignore. With government bodies such as the US 
Environmental Protection Agency (EPA) introducing ever tighter regula-
tions relating to emissions levels, the gradually increasing use of ‘clean’ 
electric vehicles at airports is inevitable – although Streeter points out: 
“It has not spilled over to the older items out on the ramp so much as of 
yet, but as the newer equipment sees more service it will trickle down.”

Picking up on the EPA’s regulations, Bloomfield says: “In terms of 
ecology, not much comes into play although we do get involved. For 
example, in the US there are still lots of petrol engines but there are 
changes relating to emissions so we have worked with the EPA to develop 
retrofit parts that comply with new legislation.”

He believes that the shift to electric equipment will change the spare 
parts industry because this sort of GSE does not use as many parts as petrol-
powered GSE. However, he is confi dent that while the mix of work his com-
pany undertakes may change, the volume will remain steady. “It’s about 
product management,” he states, explaining: “We will evolve our expertise, 
provide training programmes and watch trends. Since two-thirds of our 
business is contract, as our customers change, we change with them.”

This sense of optimism is by no means universal, though. Glinz is of 
the opinion that while environmental concerns are very important, and 
his company is able to offer “new solutions with a substantially improved 
environmental footprint”, the truth is that it is “very time-consuming 
and exhausting to get everybody involved around the table. And in the 
end nobody in the industry really wants to pay for it,” he considers.

In general, Glinz finds the inflexibility of the GSE industry disap-
pointing. This is mainly with regard to the regulations that apply to the 
sector, but also the parties involved, whether aircraft manufacturers, air-
lines, airports, pilots, users or authorities. He concludes: “As all parties 
always have to be involved, the ground support processes are very much 
like they were 50 years ago. For an innovative German supplier that is a 
very unsatisfying situation.” 

JBT sells parts, convenience kits and product 
upgrade kits to those who own, operate and 
repair JBT equipment worldwide

JBT’s Josh Parkin believes 
that OEMs have “a special 
responsibility” to their 
customers, their relation-
ship extending well beyond 
the initial equipment sale to 
include a lifetime of support

The World Leader In Replacement Parts
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The concept is not entirely new, of course. Similar systems are in place at 
other gateways and entire taxiways can be lit as required at many of the bigger 
airports. But, according to Fraport there are signifi cant barriers to introducing 
Follow the Greens to a gateway such as Frankfurt Airport – most notably, the 
cost of introducing new equipment and systems to an airport infrastructure 
that is already well developed and already works well.

For example, Bjoern Vieten of Fraport’s Airside Systems Development De-
partment notes that converting the current halogen lights to brighter LEDs 
would probably be required, as would the necessary IT guidance and failsafe 
systems. There is no immediate plan to introduce Follow the Greens at Frank-
furt. The research is still ongoing and perhaps other solutions might be better 
and more economical.

The costs of introducing Follow the Greens at Frankfurt would be great 
– perhaps as much as 50 million euros (US$67 million) to converting to the 
concept at a large, well-developed and well-used airport such as Germany’s 
busiest air gateway. More assessment of the results of June’s tests needs to 
be undertaken, says Felkel, and a fi nal report on the June simulations will be 
available by the end of the year.

Meanwhile, further test procedures are also expected to be carried out at 
other European gateways to asses the worth of the technology – the airports of 
Paris Charles de Gaulle and Munich have been suggested as possible next test 
venues. Any such simulations would be carried out by SEAC (the consortium 
formed in 2009 by six of Europe’s biggest airport operators – BAA, Flughafen 
München, Schiphol Nederland, Aéroports de Paris and Flughafen Zurich, as 
well as Fraport) as part of the wider Single European Sky Air Traffi c Manage-
ment Research (SESAR) programme that aims to modernise and harmonise 
European air traffi c procedures.

While no fi rm decisions have been made as yet in terms of bringing Follow 
the Greens into action at Frankfurt, certainly the tests have been heralded as 
a success and the system is one of a number of alternatives being considered 
by Fraport as a means to speed up its airside operations and lower costs. Viet-
en believes that the success of the simulations exceeded expectations, while 
Felkel notes that an important step forward has been taken in moving the 
SESAR initiative forward. 

Frankfurt-Main International Airport operator Fraport is always on the look-out for 
ways to minimise its environmental footprint and possibly save a few euros in the 
process. Earlier this year, it took part in an experiment to assess the potential of a 
system that could shorten taxi times – and therefore lower fuel costs and emissions 
– at both Frankfurt and other gateways

Fraport: ‘Follow the Greens’

C
alled ‘Follow the Greens’ and taking place entirely within two cock-
pit simulators, the experiment involved testing the effect of a cock-
pit crew following taxiway lights switched on in sequence to guide 
the aircraft along the appropriate taxi route.

At the moment, pilots typically are guided along taxiway routes by instruc-
tions from the apron control tower; this alternative system sees relevant taxi-
way route segment lights turned in sequence to green as appropriate, thus cre-
ating an even safer, computer-controlled path. Moreover, as part of the present 
system of taxiing control, aircraft are held at traffi c crossings, while ‘Follow 
the Greens’ allows an uninterrupted traffi c fl ow. This not only allows aircraft 
to shorten their taxi times, speeding passengers and cargo on their way, but 
also means savings on both fuel cost and environmental impact.

The simulations took place in late June and, according to Dr Rolf Felkel, 
vice president of airside, terminal and security applications, the initial analysis 
of results has been very positive. A total of 20 pilots from different airlines 
were involved. Taxi times and fuel consumption during taxiing are estimated 
to be reduced by up to 30 percent in low-visibility environments, 10 percent 
in ideal conditions. There were no route deviations during 70 test runs of Fol-
low the Greens, fewer stops due to traffi c on the taxiways, 40 percent less 
emissions and signifi cantly decreased radio communication between pilot and 
controller.

Less measurable but also important are human factors, the effects of the 
system on the fl ight crew. Fraport believes that Follow the Greens increases 
their situational awareness while decreasing their workload. The simulations 
suggest that the system is seen as easy to understand and follow by those on 
the fl ight deck, resulting in zero deviation from the green line.
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M
aintaining runways in a safe condition is of course vital to avoid 
any potentially catastrophic accidents. It will also mean that bet-
ter performance – especially under braking – can be achieved 
by aircraft using those surfaces; yet, runways and taxiways can 

be contaminated with fuel, tyre rubber and other manmade detritus, as well 
as natural materials deposited as part of the changing environment. Snow 
and ice are perhaps the main factors in this regard, elements that can close a 
runway and, in consequence, perhaps an airport if the adverse conditions are 
not identifi ed and dealt with quickly.

Thus there is an ongoing need for reliable information on runways’ sur-
face integrity and their impact on aircraft performance. Continuous friction 
measuring equipment, or CFME, is the equipment used by airport operators 
and their contractors to test, measure and record friction coeffi cients with a 
view to maintaining a gateway’s operations at full capacity. Once the record-
ed levels are below a safe minimum, the runway or taxiway must be closed 
until the necessary remedial action is taken.

While the 100% accuracy of CFME is contested by some on the grounds 
of what they regard as an inability of equipment to achieve truly consistent 
ongoing results under the same conditions, there is no doubt that they are 
widely perceived and used as a vital method of assessing changing grip condi-
tions and therefore a critical tool in making the aviation industry as safe as 
it is today.

THE TEST OF TIME

The Mu-Meter – mu is the Greek letter symbolising the coeffi cient of friction 
– is described by manufacturer Douglas as “the world’s best-selling continu-
ous friction measuring equipment”. According to Douglas’ defence sales di-
rector, Ron Hopkins: “It’s the original and still the best.”

The Mu-Meter was designed in the 1960s for the UK Ministry of Defence as 
a means to assess the viability of jungle grass airstrips during the Malaya cam-
paign. Plenty of scientifi c research prior to that allowed for the development 
of a piece of equipment that has – with, admittedly, signifi cant technological 
improvement over the decades – survived the test of time very admirably.

The currently available variant is the Mk. 6, a wheeled system that has 
no need for a specialised towing vehicle and that features its own onboard 
computer, which allows the display of easy-to-understand data on runway 
condition in real time. Instant runway condition reports can then be radioed 
by the operator to airport authorities that need it or be printed out for more 

Airside friction testing 
might only be a small 

part of the entire airside 
operational workfl ow, but 
it’s a vital one. And it’s an 

area in which a number of 
companies provide very 

specialised equipment

Getting a grip

Findlay Irvine offers the GripTester, which the company describes as “the 
world’s leading trailer-based continuous surface friction measuring device”



FEATURE | FRICTION TESTING

24 AIRSIDE INTERNATIONAL | DECEMBER 2013 WWW.AIRSIDEINT.COM

Hangar Doors
www.championdoor.com

Visit us  booth A46

8 - 9 December 2013

detailed analysis and historical record. The results can be displayed in differ-
ent formats and languages as chosen by the operator, while the Mu-Meter can 
be operated in both dry and self-wetting modes.

It may have 40 years under its belt already, but improvements continue to 
be made to the Mu-Meter. For example, the Mk. 7, which will be available by 
the start of next year, will incorporate a sophisticated undercarriage/wheel 
impinged drag measurement capability, suitable for use in snow and slush.

Tested in Iceland and ideal for airports facing harsher winter conditions 
that need to assess impinged drag for take-off performance calculations and 
friction coeffi cients in diffi cult operating conditions, the new model will re-
quire no leads connecting it to the towing vehicle for the transfer of data – 
the information will be passed wirelessly. The Mk. 7 will also carry its own in-
tegrated power supply and be even more simple to operate and user-friendly 
than ever before, Hopkins assures. 

The new variant should add further to sales that already number 1,000 
or so over the last four decades. User airports number in the hundreds, he 
says, many of which have been using the equipment for many years; indeed, 

Hopkins notes, tough and resilient Mu-Meters have come back to Douglas for 
upgrade after 25 years or more of ongoing use.

‘EACH AND VERY DAY’

The Mu-Meter has its competitors, however. According to Robert Sims, director 
of sales at Findlay Irvine, a majority of today’s runway friction tester users turn 
to a product called GripTester for Runways. “GripTester is the world’s leading 
trailer-based continuous surface friction measuring device,” he argues.

Since its introduction 20 years ago, GripTester has been used each and 
every day around the world to reduce the risk of wet skidding incidents and 
to monitor contamination build-up; it is now used at more than 300 airports 
worldwide, Sims insists. The latest version, GripTester Mk2 is fully compliant 
with ICAO and UKCAA standards and can be used in all weather conditions to 
monitor such variables as the build-up of rubber on the surface; as a surface 
performance indicator; to measure contaminants; to assess skid resistance of 
high-speed run-offs; to analyse the effectiveness of de-icing treatments; dur-
ing resurfacing work; to assess the success or otherwise of rubber removal 
treatments (before and after); and during retexturing (before and after).

The GripTester achieves consistent results both in straight lines and on 
road curvatures, making the tasks of testing and analysis signifi cantly easier. 

Findlay Irvine, established in Scotland in 1960, is a multi-disciplin-
ary engineering, design and manufacturing company that serves several 
market sectors as well as the transport/aviation business. Its products de-
signed for the airport sector also include the new Micro GT designed for 
friction measurement on Helidecks, runway alignment systems for use 
while surveys are carried out, as well as weather monitoring systems that 
measure atmospherics.

RELIABLE AND GREEN

Neubert Aero Corp (NAC) is another manufacturer active in this area that has 
enjoyed some success of late. It recently delivered 32 of its Dynamic Friction 
Testers (DFTs) to the General Directorate of State Airports Authority (DHMI) in 
Turkey, for example, accompanied with associated training.

Florida-based NAC had been awarded the contract to supply 32 DFT sys-
tems back in late 2011. According to NAC, the DFT is expected to be the 
primary friction measuring device used by the airports operated by DHMI. A 
towed, self-wetting unit, the DFT offers real-time reporting of ambient/sur-
face temperature and Mu factor. It graphically plots recorded friction clas-
sifi cation values every 250 feet on a program within Windows XP, featuring 
touch-screen technology and powered either by AC or solar charging. The 
data collected can be transmitted to the tow vehicle either by cable or wire-
lessly.

Containing no hazardous materials, NAC describes the system as “a leader 
in reliability and environmental friendliness”, while its built-to-last design is 
also said to dramatically reduce maintenance and operating expenses. 

Clearly, the GripTester is easily manportable

The Mu-Meter has been around 
for 40 years or so and this sort 

of longevity has been built on 
meeting customer needs
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As recently as 30 years ago, airport hangars were not objects of beauty. Externally, they were little more than massive 
sheds and inside they looked like gigantic oily garages. But things have changed dramatically, as David Smith explains

A
ccording to one of the leading engineers in 
the field, Steve Luke MBE, a director of Car-
diff-based design, engineering and technical 
specialist Arup: “Hangars used to be made of 

plain concrete and painted grey all over and you’d see 
pigeons pooing everywhere. But they have improved 
over the years in parallel with technological develop-
ments to aircraft, which are now carbon fibre and re-
quire a lot of sophisticated equipment.”

At the world’s major hub airports, hangars are de-
veloped with far more care than used to be the case. 
Architects are hired to create brightly coloured, effi-
cient and ergonomic designs. “You get that ‘McLaren’ 
feel. Inside, today’s hangars look like laboratories. 
Everyone has nice clean overalls and no one gets 
their hands dirty any more. Oil use is minimal and 
any spillage is cleaned up instantly,” he adds.

Jonathan Jewers, a director at the British hangar 
door specialist Jewers Doors, agrees with Luke that 
attitudes to hangar design have changed markedly. 
“Hub airports are now seen as gateways to a coun-
try and the architecture is very important to the air-
port authorities. They want fantastic architecture 
throughout the airport,” he observes. “If you fly into 
Dubai, you will see the hangars all along the side of 
the runway are high-end architectural statements. 
Dubai paid the best architects to produce the high-
est finishes, particularly on their MRO (maintenance, 
repair and overhaul) facilities. A lot of the time air-
ports fund them and want them to look good. But 
even when the airlines pay for their own hangars, 
there’s pressure to produce a quality look to enhance 
their brand.”

Luke has been one of the leading proponents of 
the revolution in hangar development. He designed 
the British Airways maintenance hangar that is locat-
ed at Cardiff International Airport, Wales. The struc-
ture, which opened in 1993, was a game-changer. It 
initiated a new approach to providing the laboratory-
style design that is now prevalent. 

“Our goal in Cardiff was to facilitate clean work-
ing. To achieve it we had to raise the quality of the 
working areas to assist operational efficiency. If a 
hangar is hundreds of metres long, you have to make 
sure everything is in the right place, or it might take 
half an hour to go to the loo,” he points out. “Inter-
nally, we planned Cardiff to be one of the world’s 
most efficient hangars, and I’m happy to say, we suc-
ceeded. The mechanics turn around BA’s heavy air-
craft in the fastest times in the world. That’s partly 
down to the technicians, but it’s also down to the 
hangar design.”  

The Cardiff hangar was also one of the first to pay 
due attention to the external appearance. As Luke 
says, it’s far more difficult to create an attractive-
looking hangar than to produce a multi-billion pound 
terminal that is acclaimed as an architectural mas-
terpiece.  

“With hangars you are much more constricted by 
the envelope of the building, but you can prevent 
it from looking like a shed by treating it as a giant 
sculpture,” he remarks. “An attractive look depends 
on how you design the roof, how you choose the ma-
terials and the articulation of the external details. 
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With the Cardiff hangar, we broke down the impact of its size by 
sculpturing the façade with overhangs and emphasising some of the 
features, such as the columns around the perimeter. We also exposed 
steelwork on the roof to create shadow and texture to break up the 
mass of the building.”

OPENING ALL THE RIGHT DOORS

When working on a hangar, Arup’s team produces the outer shell, but 
then calls on a specialist manufacturer to provide the doors. Arup often 
teams up with Jewers Doors, which is the world’s largest high-end manu-
facturer of hangar doors. The company’s massive sliding doors for A380 
hangars can be seen all over the world. Recent examples were installed at 
airports in Dubai, Oman and Kuwait. 

The company’s largest ever contract was for New Doha International 
Airport, agreed in 2011. Jewers Doors had to design a range of differ-
ent doors to fit various spaces. Type 126 doors were fitted in three-bay 
Emiri Hangar A, as well as the four-bay Emiri Hangar B. But the biggest 
challenge was to provide the massive doors for a much larger aircraft 
maintenance hangar, built to accommodate Qatar Airways’ future fleet 
of A380 aircraft. 

This maintenance hangar has one opening 178.74m wide and another 
opening which is 218.74m wide – both of which are 27.55m high. The 
unique appearance of the doors is the result of using Kingspan composite 
panel cladding, which are aluminium skins with more than 3,500 be-
spoke integrated view windows. 

Luke, who regularly makes use of Jewers Doors products, says that the 
architects can play around with them to produce the look they want. “We 
could ask for doors with horizontal glass so we can look into the hangar, 
or we could ask for doors which are fully glazed up to the roof, or we 
could have doors with strips of glazing in. And there are different types of 
glazing – it could be polycarbonate glazing which gives you a translucent 
capacity but doesn’t let bright sunshine in. They might be double glazed, 
or single glazed.

“The choice of materials can be dictated by whether the doors 
are facing north or south. If the doors face south, you don’t want 
the sun blasting in as you can’t really work, but if they face 
north you want the doors to let the softer northern light into 
the hangar. Like everything else in hangar design, door choice 
is a balance between functionality, economics and aesthetics,” 
he comments. 

Jonathan Jewers says that the company’s approach to hangar design 
has been influenced by the need to be more ‘green’.  “In recent years, 
thermal performance has become one of the three biggest influences on 
our designs. Our new doors have much better thermal insulation and 
much lower air leakage. The other major influence on modern design 
is light – we want a certain amount of natural daylight to enter, which 
has a massive bearing on their architecture. The third factor is improv-
ing their acoustics so that the noisy environment of the hangars is more 

enclosed,” he says.

‘ONCE-IN-A-LIFETIME’

Recently, Jewers Doors provided new tail-slot doors 
for Arup’s ambitious project to update two British 
Airways maintenance hangars at Heathrow, in order 
to allow them to house new A380s. Luke was the 
mastermind behind this massive “once-in-a-lifetime” 
project to lift the roof on the Heathrow hangars, 
which were built in the early 1950s and gained grade 
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“With hangars you 
are much more 
constricted by the 
envelope of the 
building, but you 
can prevent it from 
looking like a shed 
by treating it as a 
giant sculpture” 
Arup director Steven Luke

This Qatar Airways hangar comes complete with the product of Jewers Doors
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II listed status from English Heritage in 1995. At nearly 23m high, the two 
hangars could easily accommodate the B747, but with the arrival of 12 
A380s from 2013 their entrances needed to be raised by another 3.5m to 
accommodate the new aircraft’s larger tail fin.

The redevelopment involved the introduction of 138 tonnes of addi-
tional steel and strengthening to create a new ‘eye brow’ truss to form 
the remodelled opening. The single largest piece of steel reinforcement 
– the ‘eye’ piece – weighs 24 tonnes. Over 30,000 welding rods weighing 
approximately 1.5 tonnes were used to create over 4km of linear welds. 

Luke informs: “I decided that the best option to accommodate the 
A380 aircraft in these 60-year-old hangars was to cut a slot in the 120m 
span roof. It was a massively complex operation and created a lot of 
logistical problems, but we achieved it. This kind of renovation is more 
and more common as the scale of new aircraft dwarfs the existing han-
gar space.”

It’s not always practical to raise the roof and many hub airports sim-
ply decide to build new ones. Whether they are maintenance, or paint, 
or casualty hangars, the major airports want them to look good and the 
‘sculptural’ approach that Luke helped to pioneer is now common in the 
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newer airport hangars worldwide. He particularly admires the Lufthan-
sa hangars in Frankfurt and Munich, the Emirates Airline hangars in 
Dubai and the Royal Fleet facilities, also in Dubai. 

One of Arup’s major rivals as a hangar designer is the French 
company ADPI, based at Orly, Paris. They used the same ‘sculptural 
approach’ on one of the world‘s largest buildings, the aforemen-
tioned 500m long and 45m high Qatar Airlines hangar, at New Doha 
International Airport, for which Jewers Doors provided the doors. 
The hangar is large enough to accommodate over 20 narrow and 
wide-bodied aircraft. Arup acted as peer reviewers on the project.

The sophisticated approach to hangar design is not, however, for 
everyone. Smaller airports, in particular, may be more focused on 
cost than aesthetics. For these customers, the British contractor RE-
IDsteel provides a cheaper option. It offers a bespoke service which 
involves designing, manufacturing and erecting hangars using the 
company’s patented steel frames. REIDsteel also builds its own han-
gar doors, as well as cranes to fit the gigantic spaces. 

Although the REIDsteel hangars are rarely in demand at major 
airport hubs, they have been installed at many smaller airports. In 
recent times, for example, REIDsteel has built hangars at Mongo-
lia’s Ulan Bator airport, Equatorial New Guinea’s Malabo Airport, 
and Oyo Ollombo Airport in Congo. The company is also just com-
pleting a large hangar extension in Malta. 

Rollo Reid, director of REIDsteel, notes: “With our concept, we 
can provide the designs and a price for an A380 hangar anywhere 
in the world within 20 minutes of being contacted. We quickly send 
out the foundation layouts and it’s erected in six or seven months. 
The hangars might need to be adapted to extreme weather condi-
tions. We are doing one in Mauritius which must withstand 250mph 
load winds. The Ulan Bator one has to deal with temperatures of 
minus 40. The snow and ice in Russia can also be a factor.”

Reid says the way the company constructs hangars has changed 
little since it began producing them in 1920. “We have a nice ad-
vert from 1926 and the main difference was they were only 12m in 
span and 3m high and 12m long. The steel frames and doors haven’t 
changed much, but the scale has changed enormously. Up until five 
years ago, the gold standard for hangars was determined by the 
Boeing 747 – they had to be 80m by 80m by 21m high. Then came 
the A380, which was 24.5m high and wider and longer so the gold 
standard is now 92m by 92m by 26m high,” he remarks. 

“With our concept, 
we can provide the 
designs and a price 
for an A380 hangar 

anywhere in the world 
within 20 minutes of 

being contacted”
Rollo Reid, director of REIDsteel

REIDsteel building a new hangar at 
Scatsta Airport on Shetland, Scotland



Come Visit Our Stand
Inter Airport Europe, Munich Trade Fair, Germany

For more information please visit our website:

www.mallaghan.co.uk
69 Coalisland Road, Dungannon 

Northern Ireland  BT71 6LA
Tel: +44 (0) 28 8772 3444
Fax: +44 (0) 28 8772 7194

Email: sales@mallaghan.co.uk 
www.mallaghan.co.uk 

Catering & Cabin Cleaning Trucks



WWW.AIRSIDEINT.COM  DECEMBER 2013 | AIRSIDE INTERNATIONAL 29

AIRSIDE UPDATE

What’s new in the airside world?AIRSIDE UPDATE
Rushlift and Virgin agree GSE contract terms

The contract, worth up to £4 million (US$6.45 million) 
over seven years, involves Rushlift supplying Virgin with 
a new fleet of ground support equipment, used mainly in 
aircraft maintenance both in the hangar and on stand at 
London Heathrow International Airport.  The agreement 
is expected to grow to cover Virgin operations at Gatwick 
airport. Rushlift will provide full maintenance cover, in-
cluding an immediate response if equipment fails and 
prevents an aircraft from departing. 

According to the company, the winning of this con-
tract complements Rushlift’s recent acquisition of the 
American Airlines maintenance facility at Heathrow, giv-
ing them the ability to respond to airside emergencies.

Peter Cosgrove, chairman and co-founder of Rushlift, 
comments: “We are entering a new and exciting phase of 
our development. Ground support equipment is vital to the 

safe and efficient running of an airline. We are delighted 
that such a prestigious company as Virgin, renowned for 
its customer service, has put its faith in our service offering 
and we are looking forward to working closely with them. 

“We are investing over £2 million ($3.23 million) to re-
place equipment and help Virgin meet its own targets on 
improving the sustainability of its business and signifi-
cantly reducing carbon emissions. This involves replacing 
old diesel-engined equipment with either low emission 
diesel equipment or electric vehicles.”

Rushlift is a national company operating 150 engi-
neers from a network of six depots. It provides long and 
short-term hire of mechanical equipment and mainte-
nance services, with over 8,000 items of equipment in ser-
vice, ranging from materials handling equipment, ground 
support equipment to lorry loader cranes.

Multihog provides 
cutting edge in Newcastle

Newcastle International Airport’s Multihog ve-
hicle has been used for mowing the 200 acres of 
grass within the perimeter since it was delivered 
in the spring of 2013. The upkeep of the critical 
areas at either end of the 2,365 metre runway is 
vital, as senior airside operations manager Andy 
Wallace explains: “The grass in both of these 
6-7 acre areas needs to be kept at a very specifi c 
height so as not to impact on aircraft Instrument 
Landing Systems – we are in the highest ILS Cat-
egory III – so the ability to mow at all times is 
crucial. Last year’s summer was wet and at times 
it was diffi cult for our tractor mowers with rota-
ry attachments to work on areas of waterlogged 
ground.” 

According to Multihog, whose factory is on 
the east coast of Ireland, the Multihog’s 4-wheel 
drive, low centre of gravity and very low ground 
pressure, combined with its hydraulic drive train 
for powerful grass cutting, avoids any risk of the 
base unit getting bogged down in muddy and un-
even terrain, enabling easy access to critical areas 
whenever needed. 

The equipment gives the Airside Operations 
Department at Newcastle a much greater degree 
of control and avoids the worst case scenario of 
potential fl ight diversions due to a combination of 
long grass, fog and winds, the supplier observes. 
A daily mowing schedule ensures quick coverage 
of the rest of the grassland with the front mount-
ed fl ail attachment, allowing all areas to be kept 
under 8 inches high to deter birds and therefore 
reduce the risk of bird strikes.

The Multihog’s mower attachment can be 
swapped for winter kit when bad weather sets in, 
to provide an all-season service. “The Multihog is 
unique for us in that it is designated for year-round 
use,” says Wallace. “Most of our pieces of specialist 
equipment are deployed for a few months at a time 
and then have to stand idle so its ability to switch 
seamlessly from grass cutting to clearing snow from 
the stands is of great benefi t.” 
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Rushlift has secured a new deal with Virgin
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Lufthansa LEOS signs development 
contract for eSchlepper…

Lufthansa LEOS, a subsidiary of Lufthansa Technik AG, has 
confi rmed that it is to deploy electrically powered hybrid tow-
barless aircraft tugs. A development contract for the project 
was signed with Kalmar Motor from Sweden on 9 October at 
the inter airport Europe exhibition in Munich. The electrical-
ly powered tug, or eSchlepper, is the only product of its kind 
worldwide in this power class, capable of moving aircraft with 
a maximum take-off weight (MTOW) of 600 tonnes.

“We are delighted to have this opportunity to develop the 
eSchlepper with Lufthansa LEOS. We can deliver the fi rst proto-
type at the end of 2014,” says Magnus Johansson, sales director 
at Kalmar Motor.

The eSchlepper will primarily be used for repositioning 
and hangar towing operations involving heavy long-haul 
aircraft, towing them over distances of up to 7km. The all-
wheel-drive electric vehicle will be powered by lithium-ion 
batteries, externally charged from the electricity network. 
Where necessary, the batteries can also be charged during 
operation by using a fully integrated diesel motor, the Range 
Extender. The eSchlepper is therefore purely electrically 
powered, whilst the integrated diesel generator is exclusive-
ly there for safety-related redundancy purposes.

Alexander Stern, Lufthansa LEOS managing director, notes: 
“If, as expected, the eSchlepper proves itself in operational as 
well as commercial terms, we will move our entire fl eet of tugs 
to electric power, step by step.”

… and Lufthansa LSG Sky Chefs looks to lower 
pollution with natural gas

In other news from the German airline giant, LSG Sky Chefs, a 
subsidiary company of the Lufthansa Group which produces 
more than 1.4 million meals per day, completed a trial of natural 
gas-operated catering lifting trucks at Frankfurt-Main Interna-
tional Airport earlier this year.

The pilot project aims to clarify the extent to which the 

vehicle is suitable for use in the airport environment and the 
initial results are expected to be available before the end of 
this year. According to Lufthansa, using natural gas means that 
a signifi cant reduction of the emission of soot and fi ne dust 
particles can be achieved, resulting in a clear improvement in 
the air quality.

The catering company is also trying to set standards in the 
area of electric mobility. Under the name eLift, LSG Sky Chefs 
is currently involved in the development of an electrically-
powered catering lifting truck. The aim of the project, which 
started at the beginning of 2013, is to develop concepts for the 
electrifi cation of individual components of the truck, such as 
the lifting gear.

The project is part of the ‘E-Port an’ initiative, under which 
the Lufthansa Group is involved with several electro-mobility 
projects at Frankfurt Airport. Sky Chefs currently uses about 
2,400 lifting trucks at over 200 locations.

atg expands in the US

atg airports has opened a new manufacturing and distribution 
facility in the US to support increased demand from Central and 
North America for its range of airfi eld lighting solutions. The 
new plant, in Florida, supports the company’s pre-existing US 
offi ce – which was itself established only earlier this year as a 
response to growing demand from Central and South America. 

This expansion into the American market comes at an excit-
ing time for atg airports, which has just launched its new inter-
nationally compliant IRIS AGL LED to UK airport professionals.

Kevin Armstrong, atg’s sales director, comments: “We are al-
ways doing everything we can to respond to the needs of airports 
worldwide and our new factory will allow American airport devel-
opers to access our products manufactured in their own country. It 
will also help us to enhance our supply to nearby territories includ-
ing South America.” 
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THE NEW TBL 800 HYBRID
REVEALING

THE WORLD’S FIRST EVER HYBRID TRACTOR FOR WIDE BODY AIRCRAFT
Now Kalmar Motor makes it possible to move commercial aviation aircraft of all sizes with cost saving and environ-

mental friendly hybrid drive vehicles. The new TBL 800 is the first ever hybrid tractor on the market that can 

handle wide body aircraft. For the very first time you can tow the Airbus A380, quickly and carefully, with or with-

out personnel in the cockpit, using electrical power. 

 During deceleration the electric motors function as generators charging the batteries, transforming the aircraft 

moving mass into energy. With the impressive sizes of wide body aircraft. The system itself will generate ”free” 

battery charging.

Read more about this invention and our other products at 

www.kalmarmotor.com
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What’s new in the airside world?AIRSIDE UPDATE

Kilfrost becomes Ameco Qualifi ed Supplier

Kilfrost, a major player in the supply of de/anti-icing products for 
the aviation industry, has been named a Qualifi ed Supplier by Air-
craft Maintenance and Engineering Corporation (Ameco) Beijing. 

Ameco Beijing provides maintenance, repair and overhaul 
services for commercial aircraft. As well as servicing Air Chi-
na’s entire fleet, the company has partnerships with major in-
ternational airlines and offers services to almost 100 domestic 
and international carriers. 

Kilfrost has been awarded Qualified Supplier status for an 
unlimited duration and will provide the company with its de/
anti-icing fluids. Ameco Beijing de/anti-iced around 300 air-
craft per day last winter at Beijing Capital International Air-
port’s Terminal 3, China’s largest airport terminal.  

Ameco Beijing first engaged with Kilfrost a number of years 
ago when it began using the company’s Type I de/anti-icing 
fluid, DF Plus, and Type II fluid, ABC-3, to remove contamina-
tion such as snow, ice and frost from the critical aero-dynamic 
control surfaces of aircraft to ensure safe flights. 




