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ELECTRONIC TICKETING, environmental concerns, se-
curity and simply the need to keep pace with traffi c 
growth – all these issues and many more are having 
an infl uence on infrastructure spending at airports 
around the world. And the recession hasn’t ended the 
need to keep pouring concrete.

Changes in ticketing and other technology are hav-
ing a profound effect on physical airport design, says 
Tony Grist, principal and head of architecture at the 
UK-based international design practice Hassell, which 
specialises in airport terminals, stations and other 
transport infrastructure. Many airlines are eliminating 
entirely or drastically reducing the quantity of ticket-
ing and check-in desks, potentially freeing up a lot of 
space in existing terminals and thus perhaps inspiring 
a radical rethink in the way that new terminals will be 
designed in future.

In Christchurch, New Zealand, where Hassell re-
cently completed a new integrated terminal, “Check-
in desks have gone completely,” Grist informs – pas-
sengers tag their own bags and load them directly onto 
conveyors. Most other airlines in Australasia, where 
Hassell does a lot of its work, are moving in the same 
direction, he confi rms.

Freed from the tyranny of the fi xed ticket desk, 
airport areas can also be made more fl exible – for ex-
ample, they can be switched from international to do-
mestic or vice versa when peaks in the two types of 
traffi c occur at different times of day. Space that has 
been created by the removal of check-in desks and all 

their paraphernalia can be put to other uses, such as 
retailing, although more space does now need to be 
allocated to security screening.

All this has tended to put more of the emphasis on 
the airside part of the terminal, as opposed to the land-
side, Grist considers: “People want to get through se-
curity fi rst, as quickly as possible and they then ‘dwell’ 
on the airside rather than the landside.”

Terminal retail space is becoming more fl exible, 
with ‘pop-up’ shops beginning to feature in many 
terminals alongside the more mainstream retailers, 
while ‘green’ considerations are also infl uencing the 
design of airports. Terminals are being placed closer to 
runways to reduce fuel-burning and time-consuming 
taxiing. More use is being made of centralised energy 
systems and new terminals tend to now be built from 

materials like recycled concrete in order to keep the 
carbon footprint to a minimum. 

The recession hasn’t killed off the market for new 
terminals, he insists. Hassell has been busy in Australia 
and New Zealand with recently completed or ongoing 
projects in Melbourne, Perth, Adelaide and Sydney to 
name a few. It is also looking to enter the Chinese mar-
ket where there are opportunities in the medium-sized 
airport sector. Turkey, the Middle East and the Baltic are 
also regarded as promising areas for new business.

THE US: LAND OF MANY RUNWAYS

There haven’t been a huge number of new terminals 
and runways built in the US in recent times – partly 
because of the effects of the economic downturn but 
also because most of the country’s major gateways 
are already quite well provided for. A few, however, 
such as Lambert-St Louis, have been adding runways 
to improve all-weather reliability. As Rhonda Hamm-
Niebruegge, director of the Missouri gateway explains, 
while most airports in other parts of the world would 
feel they are well equipped with three runways, Lam-
bert St Louis’ confi guration of two parallel runways 
and a single cross-runway didn’t give quite the resil-
ience needed for bad weather so a fourth was opened 
in 2007, together with a new control tower. 

Much of the work at Lambert St Louis has been 
carried out by specialist contractors such as Millstone-
Bangert, one of around half a dozen such companies in 
the US who tend to act as primary contractors in most 

A busy South Terminal at 
Moscow Sheremetyevo
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T
his issue of Airside International is a 

bumper one as we ready ourselves for 

the big inter airport Europe exhibition in 

Munich. As well as a look ahead to that 

big event, we also have our usual range 

of equipment-based features – including a look at the 

latest developments in GPUs and APUs, a round-up 

on recent improvements in blast defl ection and noise 

protection technologies, developments in the world of 

de-icing, and a whizz round some of the infrastructure 

improvements taking place at airports around the 

world.

Also featured is a consideration of the challenges 

facing GSE users in Europe, plus interviews with 

some of Europe’s GSE manufacturers, among them 

TREPEL, Power Stow and Airside GSE.

We look at the benefi ts of operators leasing rather 

than buying GSE, and Airside also has a word with 

HAVAS, a rapidly expanding Turkish handler. An 

analysis of how a company’s culture may adversely 

affect safety at work is offered by someone who has a 

great deal of experience in this fi eld, while we fi nish 

with a quick round-up of news since June’s issue 

preceded by our regular GSE buyer feature.

I hope you enjoy the issue.
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There’s been plenty 
of infrastructure 
development at Denver 
International Airport

Continued from page 1

of the country’s major airport projects. The airport is one of the world’s oldest 
and was TWA’s main hub for many years, before the iconic US carrier went 
bankrupt for the third and fi nal time in the late 1990s and was swallowed 
up by American Airlines. Since then, says Hamm-Niebruegge, the airport has 
pursued a more diversifi ed carrier policy, and is now served by 11 airlines. The 
largest of these, Southwest Airlines, has a 46% share of total traffi c.

Denver International Airport is also improving its airside infrastructure. 
After some years of squeezing out maximum use of existing gates, Denver has 
started construction of fi ve new ones on Concourse C for Southwest Airlines. 
“We are their fastest-growing station – from 13 daily fl ights to three destina-
tions in 2006 to more than 160 daily fl ights to nearly 60 non-stop destinations 
today – and today Southwest makes up 25% of the market share by seat capac-
ity,” says Kim Day, aviation manager at the gateway. 

Denver is developing its airline hub business, which is one reason why 
it is performing a cost-benefi t analysis on a seventh runway. The nature of 
hub and spoke operations is that the airport must be able to handle the ‘tidal 
fl ow’ of aircraft in and out of the airport at peak times; this means that run-
way capacity needs to be high enough to cope with maximum demand with-
out causing any services to fall out of the critical one-hour time slot in which 
all inbound and outbound connections must be made. 

It is Denver’s competitive airline costs, along with this ability to move pas-
sengers in and out within the hour, that has attracted the likes of Southwest. 
Another reason for the seventh runway is the nearby Rockies, which create 
very variable wind conditions. “It’s not unusual for us to shift operations nine 
or ten times a day,” Day explains. “At the moment, we have four north-south 
runways and two east-west, so we need to increase our east-west capacity.”

Seven runways may not be quite a record in the US, though Dallas/Fort 
Worth International and Chicago O’Hare are already members of that par-
ticular club – but Denver’s master plan allows for an eventual dozen strips. 

As might be gathered, space is not a problem at Denver International, 
in common with many other US gateways. When the decision was taken 20 
years ago to build a completely new airport outside the city limits to replace 
the restricted Stapleton airport, no less than 53 square miles was earmarked 
for an airport that is already handling 53 million passengers a year but is ca-
pable of handling up to 100 million. Moreover, despite tightening US govern-
ment fi nances, Federal Aviation Authority funding of up to 50% for runways 
and other major projects can still be made available.

The latest recession hasn’t hit Denver too hard (it went through tough 
times 30 years ago) and the airport’s fi nances remain very healthy. As a new 
airport, some infrastructure and equipment will be coming up for renewal, 

but nothing that cannot be catered for from existing budgets, the airport 
operator points out.

At Los Angeles International, executive director, airport development 
Roger Johnson says that there has been no let-up in the gateway’s US$6.5 
billion expansion programme that incorporates new terminals, the renova-
tion of existing ones and a large amount of work on the airfi eld. A project to 
reposition the south runway and insert a centreline taxiway was completed 
two years ago.

The airport, Johnson points out, is self-funding and there is no reliance 
on the city – everything is fi nanced from revenues or the proceeds of bonds. 
Some of the investment is driven by introduction of new aircraft types such 
as the A380 and B747-8, but there is also a desire to improve the level of 
customer service as well as the need to maintain existing infrastructure. The 
airport is in the process of increasing space in its Tom Bradley terminal by 
1.3 million square feet and is also planning a new midfi eld concourse. Other 
terminals, such as Terminal 6, are being completely rebuilt to take account of 
changes in ticketing and security requirements. 

Although one of the largest US airports in terms of passenger numbers – 
handling 63 million people a year it is in the number three slot – Los Angeles 
manages to achieve this with just four runways. It is more of an origin and 
destination airport than some of the mainly hub airports that have gone for 
multiple runway solutions and in fact Los Angeles, which has had four run-
ways since the 1970s, has no plans to add more. And, though the airport area 
is relatively constrained, there should be no problem increasing passenger 
numbers to around 79 million a year as envisaged in the airport’s master 
plan, Johnson argues.

FOR EUROPE, LOOK EAST

For really big infrastructure schemes in Europe, it is necessary to look east. 
Sheremetyevo International Airport in Moscow is building a third separate 
runway and, according to the Russian Government, it will be completed at 
the end of 2015.

Also in development is the North Terminal Complex, which will see the 
construction of a terminal able to handle 40 million passengers a year. The 
project is specifi ed in the Sheremetyevo Airport Master plan, which has a 
strategy looking out to 2030. The fi rst phase of the new complex, which will 
see the terminal able to handle up to 10 million passengers a year, will be 
developed on the existing site and plans for a subway – to be built as a public-
private partnership – are being drawn up to connect the South and the North 
sectors of the airport. This, and the new passenger terminal, are all planned 
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million more passengers a year to pass through the terminal, which is reach-
ing its limit of an annual 25 million passengers.

 
REACHING OUT FOR OPPORTUNITIES

Some European airports have had to look beyond the boundaries of Europe 
itself and seek out opportunities further afi eld. French operator Aéroports de 
Paris (AdP) has two subsidiaries dedicated to international operations, ADPI 
(Aéroports de Paris Ingénierie) and ADPM Aéroports de Paris Management 
(ADPM), which operates 22 airports worldwide. 

The aim of the two companies is to diversify AdP’s interests beyond its 
home region, focussing particularly on markets where there is strong growth 
potential in passenger traffi c, revenue and earnings. The short-term goal is 
to take three signifi cant equity stakes in airports preferably located in OECD 
(Organisation for Economic Co-operation and Development) or BRIC (Brazil, 
Russia, India and China) countries and whose traffi c approaches or exceeds 
10 million passengers a year.

In May 2012, the operator acquired 38% of TAV Airports (a Turkish com-
pany which operates 12 airports in six countries, including Istanbul Ataturk 
airport), giving it a signifi cant international footprint. It is now competing for 
the tenders for LaGuardia Central Terminal Airport and, in Brazil, for Rio de 
Janeiro and Belo Horizonte airports. 

ADPI has already won a contract with the United Arab Emirates Depart-
ment of Civil Aviation for the design of Terminal 3 at Dubai International 
Airport, as well as engineering studies and project management assistance 
for its two boarding satellites, the fi rst of which has been in full operation 
since January 2013. The Emirates facility is in fact the world’s largest, with 
528,000 square metres on 11 fl oors, that is exclusively dedicated to the A380.

ADPI, in partnership with Lebanese engineering consultants Dar Al Han-
dasah, supervised and installed the operations systems described by ADPI as 
“the most innovative anywhere in the world”.

Earlier, in July 2012, ADPI won an international architectural competition 
for a new terminal at Haikou Meilan airport on Hainan island in the far south 
of China, where the existing terminal is getting close to its annual handling 
capacity of 12 million passengers. ADPI used an X-shaped design to maximise 
the available space and to minimise transit time for passengers. 

ADPM, meanwhile, brought the new terminal at Queen Alia International 
Airport in Amman, Jordan, into operation last March. ADPM is the sole op-
erator of the airport under a 25-year concession gained in 2007, a deal that 
included a build, operate and transfer contract to redevelop the existing one 
and build the new terminal. 

for completion together with the third runway. 
Istanbul is another city with big ambitions. The city has plans for a third air-

port to add to Ataturk and Sabiha Gökçen. The new facility, at Arnavutköy to the 
north of the city would, if fully realised, be among the largest in the world, with 
an annual capacity of 150 million passengers a year and, eventually, six runways, 
of which three would be built as part of the fi rst stage of development.

A consortium led by Limak Holding which also includes Cengiz Holding, 
Kolin Insaat, Mapa and Kalyon Group, won the tender by nearly doubling its 
initial 12.7 billion euros ($16.8 billion) bid. However, Turkey’s recent history 
in fi nancing and pushing through large infrastructure projects is not good – 
a trans-Bosphorus rail tunnel is running several years behind schedule, for 
example – and the 2016 opening date for the fi rst phase of the gateway’s 
development is looking increasingly optimistic. But if Turkey can pull the 
project off, it has the potential to transform Istanbul into a major transit hub, 
perhaps rivalling Dubai.

In Europe, it is not necessarily lack of funds that is holding up develop-
ment of airports, but public opinion and well-organised environmental and 
local interest groups. In still-prosperous Germany, Frankfurt International 
Airport recently opened its fourth runway, although virtually simultaneously 
it was at the same time forced to impose a ban on night fl ights.

The deliberations over airport expansion, and particular new runways, 
have reached epic proportions in Western Europe. In the UK, the Airports 
Commission under Sir Howard Davies has at the time of writing just started 
to scrutinise a range of options for runway capacity in London and South-east 
England. This is only the latest stage of a debate that has been dragging on for 
well over a decade and, many commentators say, could yet continue for an-
other 10-20 years. The airline industry is adamant that more runway capacity 
is needed if London is to remain a major hub. Environmentalists and affected 
local residents are equally convinced that major expansion is unnecessary 
and the UK Government – knowing that it will be thoroughly lambasted by 
one faction or the other, whatever it chooses to do – has put off any decision 
until after the next election.

In Munich, airport CEO Michael Kerkloh said in March that while that 
gateway was reaching the limits of capacity of its existing two runways, plans 
for a third had had to be put on hold indefi nitely following a public refer-
endum in June 2012 that rejected the idea. Meanwhile, the airport and its 
customers are managing to eke some growth out of the existing airport by 
introducing larger aircraft. The airport has also started work on a new satel-
lite facility for Terminal Two, a groundbreaking ceremony for which was held 
in April. The new building will go into operation in 2015 and will enable 11 

Lambert St Louis 
Airport handles a good 
deal of cargo, and has 
the infrastructure to 
cater for more
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made available in both electrically powered and diesel variants, both of which 
remain in demand depending on users’ differing requirements.

Another reason for Denge’s success has been the quality of its equipment, 
he continues. Safety standards are surpassed, for example, but this has not im-
pacted on the price competitiveness of the equipment.  Its offerings remain very 
competitive in comparison even to those of the big manufacturers that can mass-
produce GSE on a level beyond Denge’s current requirements, he says.

DIFFICULT MARKET

While there is no doubting Denge’s past success or its future ambition, Murat 
Denge readily confesses that GSE provision remains a diffi cult market in which 
to operate and one that is now dominated by price considerations. Ground han-
dlers are suffering from cost pressures exerted by airlines, which in turn are 
fed through to GSE manufacturers. This has led some suppliers to rationalise 
their product lines in order to achieve economies of scale on fewer production 
lines, while other manufacturers have been forced to leave the GSE business 
altogether, he observes.

Airlines are consolidating, coming together in order to survive, and this 
too has had an impact on the GSE sector, where many manufacturers have 
done the same (witness Goldhofer’s takeover of Schopf, for instance). Finally, 
the European market is very mature and we are unlikely to see any signifi cant 
growth in demand for GSE in this region any time soon.

However, there is good news as well. Ever more stringent safety require-
ments brought in by regulatory bodies create demand for newer systems, while 
the pressure to lower carbon dioxide and other emissions has also stimulated 
demand from handlers for more modern GSE. Furthermore, while the Euro-
pean market may be somewhat stagnant, there is expansion elsewhere – and it 
is in these regions that Denge will be focusing its efforts.

For example, the aviation and GSE sectors in Russia, Africa and the Middle 
East are all growing rapidly, Murat Denge points out. What is more, Denge’s 
home country of Turkey has one of the fastest-growing aviation industries in 
the world. The market for GSE in Turkey is booming as carriers such as Turkish 
Airlines and low-cost carrier Pegasus order more and more aircraft while they 
rapidly widen their fl ight networks. A new, huge airport is also planned for 
Istanbul, another big opportunity for a Turkish GSE supplier.

The future remains bright, therefore, for Murat Denge and his team. 
An expanding product range, growing opportunities in its home market 
and developing countries, plus an inherent desire to innovate, all combine 
to offer a lot of potential for the Istanbul-headquartered manufacturer to 
grow still further. 

D
enge has been manufacturing GSE for more than 30 years. Based in 
Istanbul, it supplies a wide range of GSE including passenger stairs, 
medical lifts, pallet and cargo container dollies, baggage carts, con-
veyor belts, towbars, water service units and lavatory service units, 

de-icers and catering trucks, in addition to passenger baggage handling and car-
go transfer (storage and loading) systems.

According to managing director Murat Denge, the company is currently 
selling into more than 50 countries around the world and its big customers 
include the likes of global handlers Swissport, dnata, Celebi and HAVAS. Its 
equipment is in use right across Europe, across the CIS states, in the Middle 
East and in Africa, he explains, and customer numbers are growing.

There are many reasons for Denge’s success, he considers. The fi rst is the 
breadth of the product offering. Not only does the company have a wide range 
of basic equipment on offer, but many equipment types are available in a num-
ber of variants. For example, Denge’s passenger stairs come in the form of 
trailer types, over-truck types and as a self-propelled variant. Moreover, units 
can be modifi ed to meet specifi c customer requirements.

The product portfolio continues to expand. This year has seen the fi rm 
launch a whole suite of new mobile, or self-propelled, GSE – the result, Murat 
Denge says, of customer requests. It has introduced new electrically powered 
equipment, boosting the strategy of minimising the environmental impact 
of the company’s GSE. According to Murat Denge, the manufacturer is likely 
to further enlarge its product range next year with new pallet and container 
transporters, as well as further baggage tow tractors. These are likely to be 

Denge is a GSE supplier that is going places. 
According to managing director Murat Denge, the 
company is looking to grow both its product offering 
and its sales, particularly in developing nations

Constant 
development

Murat Denge, 
managing director of Denge

Celebi is amongst the users of  
GSE manufactured by Denge

@
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M
ark Percival, director and owner of UK-based tractor manufac-
turer and lessor The Little Big Tug Company (LBTC) and owner 
of specialist vehicle fi nancing company Projects International,
explains that there are several models within the GSE leasing

arena.
First, there is hire purchase, whereby the customer chooses to spread the 

cost of the purchase over a set number of years and owns the equipment at 
the end of that term.

Second, a fi nance lease involves simply hiring the equipment for a set 
term. Because the customer does not own the item at the end of the lease,
this option is slightly cheaper than hire purchase.

The third model is the operating lease, whereby a statutory minimum re-
sidual value is set on the equipment at the end of the term. This reduces the
cost of the rental because there will be a physical value on the equipment 
after the lease is completed. The lessee can then either give the equipment 
back to the lessor, or pay the residual value and keep it. Percival notes that 
while this is fi ne for commercial industries such as car leasing, it is less suit-
able for specialist vehicles because there are more variables – for example,
“for a gritter/snowplough you don’t know if it will still be worth anything, 

it could be rotten by the end of the term. Lots of lessors lost money through 
operating leases and this model has phased out of the specialist vehicles mar-
ket,” he adds.

A fourth option is the complete rental package. There is no obligation 
for the customer here except to put in fuel and pay for any damage that may 
occur, with the lessor being responsible for making sure the equipment func-
tions as it should. “This model is based on performance rather than fi nances 
alone,” Percival summarises. “Unfortunately, the dominant side of the indus-
try is on the fi nance side. In aviation, lessors don’t have a great reputation 
because they nickel and dime their customers (that is, they charge for lots of 
little things over and above the rental) and they’re expensive for what you get.

“All the leasing models are just a vehicle to allow the customer to achieve 
what they want to achieve. For instance, a start-up with two fl ights a week is 
better off renting equipment than purchasing a fl eet.”

Horses 
for courses
In these days of cost cutting and effi ciency, the need for safe and quality GSE is 
no less important and leasing companies must provide a range of reliable, safe 
equipment – as well as a comprehensive maintenance package – if they are to 
succeed. Megan Ramsay explains

Mark Percival, owner of The Little Big Tug Company 
and specialist vehicle fi nancing company Projects International
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THE BENEFITS OF LEASING

According to Paul Drever, network manager technical standards and compli-
ance at handler Menzies Aviation, there are several arguments in favour of 
leasing equipment. “Most of our GSE is leased through one supplier in the 
UK and Europe, there being just a few small exceptions,” he says. “We do 
lease odd pieces of GSE across the network as well. The leasing model we 
use 95 percent of the time includes preventive maintenance and repairs but 
excludes damage costs. When you lease with full maintenance coverage it 
is up to the lease company to make sure all preventive maintenance and re-
pairs are done as soon as possible and on schedule to ensure your customers’ 
fl ights are not delayed through poor maintenance and repair.”

He went on: “In some locations it is better to lease (with full maintenance 
coverage), especially if workshop and maintenance availability is not optimal. 
Cost control is more effective if you lease equipment, as you know what your 
costs will be for the GSE outside of the damage costs. Lease is used if the con-
tract with the customer is perhaps three years and there is no guarantee that 
after that period the contract will be renewed and we do not want to be left 
with an excess of GSE, which maybe cannot be located at another station.”

In addition, Drever noted that for a handling company to set up correct 
maintenance and repair shops can be quite complicated, depending on the 
region they are operating in. The set-up process involves fi nding a workshop, 
skilled staff and tools, as well as considering any environmental impact, en-
suring maintenance programmes comply with regulations, obtaining a reli-
able spare parts supply and budgeting for the whole operation on an ongoing 
basis. For a leasing company offering maintenance, all of the above would be 
included in the rental package.

Speaking at the GSE Buyers’ & Ramp Ops Conference held in 
Lisbon in April this year, Jorge Vellón – general manager of TCR 
Ibérica (the lessor’s operations in Spain and Portugal) – noted that 
with access to credit proving tricky these days, leasing can be a use-
ful alternative to purchasing one’s own equipment. He questioned: 
“Why put money into assets when you can put it into your core 
business? This makes for more fl exible operations too, as you can 
adapt to the needs and demands of your customers.”

WHAT ABOUT PURCHASING?

Items such as air start units, air-conditioning units, de-icers, heat-
ers and towbars are better to buy outright as they are “low hour 
use” (and the towbar is low maintenance and cost), or used on a 
seasonal basis according to need. This means that a handler may 
end up paying the full lease for a machine that is used only periodi-
cally, Drever points out. Of course the fl ip side to this is that owned 
equipment must be stored while not in use.

But there are other advantages to purchasing GSE outright. 
Peter Speck, vice president, head of corporate supply and GSE 
maintenance management at handler Swissport, notes that it is 
perhaps easier to achieve the fl exibility Swissport aims for by re-
deploying its own equipment within the network. The decision to 
lease equipment would depend on several factors, including the 
country, the risk levels at start-up, the nature of the new operation 
– and also, of course, on what the customer wants.

John Edmunds, business manager – central services at dnata, 
agrees that each approach has its place, stating: “We own most 
of our own GSE but we lease some; we like to take control of our 
own destiny, although there’s a good argument for leasing things 
like GPUs (ground power units). GPU and air starts are a ‘just in 
case asset’ for a ground handler dependent on an airport. There 
is only a requirement for a GPU at London Heathrow when the 
fi xed electrical ground power is not functional or the aircraft is on 
a remote stand and requires power. Likewise for an air start unit: 
you only require it if the APU on the aircraft has for some reason 
malfunctioned.

“These assets come at considerable cost and therefore they 
spend a good period of their time doing nothing; however, I cannot 
afford not to have them in the fl eet. It therefore, in my opinion, 
makes good sense to lease them out on an hourly type contract so 
the capital you would spend can be used elsewhere,” he explains.

RELIABILITY

There seems to be a general consensus that the key to a successful 
leasing operation is reliability, with Vellón pointing to the inclu-
sion of maintenance and repair services within a leasing contract 
as a major benefi t of this model. As Percival puts it: “When you’re 
renting something, it’s all about performance. If the equipment 
doesn’t work, you’re not inclined to pay for the rental. Older equip-
ment tends not to be reliable enough; some of the blame lies with 
a lack of conscientious maintenance in some cases. Some compa-
nies are very good – they have their own on-call maintenance staff 
and so on – but others don’t have this set-up or knowledge so there 
can be a huge gap; the same piece of equipment might be fi ne with 
one user and in a terrible state with another.”

At The Little Big Tug Company, tractors are built with reliabili-
ty in mind and are designed to eliminate weaknesses. For example, 
there are no computers on LBTC tractors: although usually reli-
able, they are notoriously unreliable in some circumstances and 
a tractor can completely shut down simply because the water has 
not been checked. All the parts used on LBTC tractors are industry-
standard, making them easier to maintain since spare parts can be 
readily sourced.

“We have not solved the overall problem though,” Percival con-
siders. “Most users are cutting back on preventative maintenance, 
and some handlers have put all their maintenance out to third 
parties who do checks off site once every three or four months, 
whereas really you need to be doing this on a daily basis.”

It is important for handlers to retain control over the quality 
and safety of the equipment they use, whether leased or owned. 
At Menzies, Drever observes: “We have a lot of control on the 
GSE as we specify what will be used (preferred suppliers) and the 
minimum maintenance requirements. Monthly meetings are held 
with the lease company at each location to discuss any issues and 
requirements.” These requirements might include safety feature 
updates, and are reviewed on a regular basis.

The costs for such improvements, and for the repairs required 
in the event of damage to equipment, must be paid by someone. 
Speaking at the GSE Buyers’ Conference, David Anderson (head 
of operational safety at UK-based carrier British Airways) asked 
who should be held accountable for these costs, and whether em-
ployees at handling companies might neglect to report damage 
in order to avoid penalties. But Edmunds replied that being billed 
for damage to leased GSE is “fair enough” and that dnata has 
contracts in place with its employees that include penalties for 
damage alongside continuous training. “We reward employees for 

“We have a lot of control 
on the GSE as we specify 
what will be used and the 
minimum maintenance 
requirements”
Paul Drever
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“Why put money into 
assets when you can 
put it into your core 
business?”
Jorge Vellón

on-time performance, good safety records and avoiding damage, so it’s not 
about blame but understanding leading to prevention,” he notes.

MAKING THE RIGHT DECISIONS

Summing up his point of view on renting as opposed to purchasing GSE, 
Drever remarks: “Leasing with maintenance is not the cheapest method but 
it relieves the handling company of setting up workshops, employing techni-
cians and controlling a budget for GSE maintenance and repair, as you know 
what your GSE costs are per month (outside damage costs). It also allows you 
to spread your costs instead of capitalising to purchase the GSE. Leasing with 
maintenance is a good option for short-term contracts with customers too,” 
he says, referring once more to the operational flexibility this model can offer.

“Different types of customers choose rental for different reasons, such as 
optimising flexibility, minimising risk, being able to pay as they go, prefer-
ring a one-stop shop, or using their cash to grow their business instead of 
investing in GSE,” remarks Tom Bellekens, director Continental Europe at 
TCR. Echoing his colleague Vellón, he goes on: “It’s a question of allocating 
funds to get the highest return on investment. Rental can make sense – you 
can invest in growing your business rather than in equipment. It depends on 
market conditions too – for example, in Europe the trend has been for rentals 
to increase in the last 10-15 years.”

So, what is the future for GSE leasing? Will more handlers be persuaded 
to rely more on this business model? Anderson is of the opinion that it would 
take a large volume of equipment to really influence the industry, and won-
ders if the strategy for getting that volume of GSE into the market will tend 
more towards a reduction in leasing costs or a focus on improving quality 
and safety features. While there is certainly a desire among manufacturers 
and lessors to work on the latter, it cannot be denied that in this market, as 
in any other, the customer’s demand for cost savings is an important factor. 

However, Percival believes the market is driven by much more than just 
price, in spite of today’s financial constraints. “Nowadays, equipment purchas-
ing and use is disjointed, it’s not within one department. The problem for the 
industry is that this makes it very prone to fashions and trends; it can tend to 
be driven by gimmicks rather than customer needs. A big problem is that the 
people making the decisions on leasing are not the people who actually use the 
equipment; there’s a lack of experience, and a lack of understanding of the big 
picture – i.e. the life cost of the equipment, and whether it is going to do what 

the users need it to do. The other big change is that people very rarely have 
old-style round-the-table discussions between procurement, management, the 
user and maintenance to decide what is required.”

He informs: “There will always be a tendency for certain airlines and 
handlers to buy their own equipment. Leasing in its various forms will 
continue and may take a slightly bigger share as the airline industry is be-
coming more fractured; there are still some dominant players but lots of 
smaller ones are emerging too who don’t have a history of buying their own 
equipment. But a major breakthrough is doubtful as the big alliances and 
airlines are so disjointed and departmentalised that there is no intelligent 
control over leasing choices; this makes it likely that the industry will go 
with trends. I can’t emphasise enough the importance of an experienced 
procurement party which makes good decisions,” Percival concludes. 

PIT STOP in Munich
Munich Trade Fair, 8-11 October 2013, Stand E56

TREPEL Airport Equipment GmbH . +49 611 880 88-0 . airport@trepel.com . www.trepel.com  
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“T
he more cluttered airports become, the more they need to 
protect people, vehicles and buildings from airport blast,” 
emphasises Nick Smith, business manager aviation for IAC 
Airport Systems. “The blast from an aircraft breaking away 

(from its parking position) or taking off can blow a vehicle over, damage 
a building or injure a person.”

“As airports expand, communities are growing closer,” adds Mike Sten-
ko, president of Transpo Industries. “Runways are close to each other, so 
there has to be protection.”

Aircraft are taxiing closer to public roads, car parks, office and in-
dustrial buildings and even housing, all of which need protection. Don 
Bergin, director of technical sales for Blast Deflectors, Inc (BDI), puts it 
another way: “High-velocity aircraft exhaust can potentially limit the 
use of areas on or near airports. By effectively deflecting blasts, airports 
create useable space.”

As the demand for air transport grows, airport 
administrators are becoming adept at maximising the 

use of space. Room can usually be found for an extra car 
park, cargo village, baggage handling facility or terminal 

extension. But the increasing utilisation of what were 
greenfi eld sites has created a new problem: the need to 

protect against aircraft jet blast and ground run-up noise

Blast away

Fiberglass and steel jet blast protection 
systems and steel run up enclosures in both 

standard and custom designs

FOR MORE INFORMATION: 

According to BDI: “The Budapest GRE represents a new chapter in GRE technology” (see box on p14)
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Oslo considers the 
alternatives
Oslo Airport has a number of steel 
and concrete blast deflectors – but 
when it expanded its airside capacity 
to include a terminal extension, the 
OSL T2 project, it had to look for an 
alternative. “We wanted to protect 
a road which is close to aircraft 
parking spaces, as well as aircraft 
handlers and passengers,” says 
project manager, design Chris Bull. 
“But the new airside was too close to 
the runway to use steel; we needed a 
wall designed for radar.

“Fibreglass proved the best 
solution. We got our BlastWall 
deflector in September 2012. It looks 
like steel, but even the nuts and 
bolts are made of fibreglass.”

Most jet blast deflectors look like fences. In fact, the average pas-
senger spotting one would assume it was designed for security. But 
although they can double as Air Operations Area (AOA) security fenc-
ing by mounting barbed wire on top, most blast deflectors have a very 
different aim. They work by channelling the blast upwards, above the 
height of people, vehicles and buildings.

Determining exactly where a blast deflector is to be installed is 
key to its efficiency. They need to be placed between the aircraft 
parking area, runway or ground run-up site and whatever needs to be 
protected. Typical locations include along a perimeter road, whether 
it’s a public road or one used for ground service equipment; between 
the runway and terminal building; in front of a baggage handling 
facility; adjacent to a car park; or at a designated run-up area.

At La Guardia, New York, for example, the front bumpers of ve-
hicles in one car park almost touch the aircraft as they taxi down the 
runway. They need protection from jet blast. La Guardia also intro-
duced deflectors around the VIP area so that the public cannot see 
who is arriving at or leaving the airport.
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Don Bergin is director of  
technical sales at Blast Deflectors, Inc

Oslo turned last year to fibreglass for its blast wall
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Westchester  
goes vertical
Westchester County Airport, 
located 25-30 miles from New 
York City, adjacent to The Bronx 
on Long Island, has an impressive 
list of clients, considering its 
proximity to La Guardia, JFK and 
Newark. United, Delta, American, 
US Airways and Jet Blue all 
serve the county-owned facility. 
And although it is primarily a 
domestic gateway, it does have 
international services to the 
Bahamas and Puerto Rico.

Being so close to a very built-up 
area does bring problems, however. 
The airport already had some 
curved blast deflectors, but needed 
another to protect a hangar rented 
by Pepsico. “The hangar is adjacent 
to a runway and although we had 
a security fence in place, there 
were problems with debris being 
blown down,” says the airport’s 
civil engineer, Engr-Kashif Mir. 
“We needed to protect cars on the 
adjacent road and people, as well 
as the hangar, but we didn’t have 
enough space for a curved blast 
deflector. So we opted for a vertical 
one from Transpo Industries.

“The new blast deflector will 
allow us to do away with the 
security fence, too, as we can 
put barbed wire on top of it. And 
as Transpo is a local company, 
we get very good support. We’re 
now considering getting a second 
vertical deflector on the east side 
of the airport, near a major access 
road. At the moment, delivery 
trucks have to stop when an 
aircraft is taking off, and ideally, 
they shouldn’t have to do that.”

Chicago’s O’Hare installed a blast deflector around the main power 
plant supplying the airport to prevent not only blast, but debris from 
damaging the plant. Newark has used one to protect fuel loading areas.

When considering where jet blast deflectors may be required, airport 
planners must bear in mind that aircraft can stop and start at any point 
while manoeuvring on the airfield, and the most significant jet blast haz-
ard during taxi operations is the use of breakaway thrust to commence 
aircraft movement. During the planning and design stages of new taxi-
ways, remote parking aprons and terminals, jet blast hazards must be 
carefully considered at all points of the aircraft path of movement. 

In addition to jet blast deflectors, BDI also offers a blast deflector de-
signed for ground run-up. The most commonly used GRE (ground run-up 
enclosure) comprises a jet blast deflector surrounded by an acoustic bar-
rier to minimise the noise impact. 

“A ground run-up creates a local jet blast impact and a far-reaching 
acoustic impact,” Bergin explains. “Our Stabile Flow GRE design can pro-
tect against both hazards. We are in the process of building two GREs 
in Asia for very different aircraft mixes, but with similar objectives: to 
protect the immediate area from jet blast and the surrounding area from 
jet blast.”

OPTIONS

BDI has recently rolled out a moveable jet blast deflector designed pri-
marily for airport construction sites or temporary applications. The need 
for protection varies on a construction site according to where the work 
is being carried out. “We have developed a new type of blast deflector 
that can be mounted on a concrete base that can be moved by forklift,” 
Bergin notes. The first application for BDI’s new portable deflector was 
installed at Oakland International Airport in June.

Transpo Industries is also developing a moveable version of its prod-
uct. “Some large airports, especially those handling new larger aircraft, 
such as the A380, asked us to develop a jet blast fence on a moveable 
system so they could move it behind the aircraft, wherever it happens to 
be,” says Stenko. “We’re working on it.”

Transpo and BDI both offer vertical blast deflectors as an alternative 
to the traditional curved models. “With a curved model, a bit of rock 
blasted into it can ricochet against the fence and fall from the sky some-
where else,” he explains. “That doesn’t happen with a vertical fence. Ver-
tical fences also take up less space.”
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IAC Acoustics has handed over two 
GREs to British Airways at Heathrow
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New materials have been introduced for blast deflection, too. Galvanised steel 
has been most commonly used in blast deflection technology because of its high 
strength and corrosion resistance. As Stenko points out, if a bit of debris is blown 
against it, the blast fence will not be damaged or penetrated. Steel is sometimes 
covered with wadding to increase acoustic noise protection.

But steel structures cannot be used in front of an Instrument Landing System 
(ILS) localiser due to signal interference. Instead, non-metallic deflectors are used 
as they are transparent to the localiser signals. Nor can steel blast walls be pro-
duced in a frangible version. Blast walls near runways have to be frangible in case 
the landing gear hits the top of them. So, in place of steel, fibreglass is used.

BlastWall Inc was the first company to produce a patented fibreglass blast wall, 
according to company president Peter Roston. “Toronto Pearson International had 
a problem in 1998 when it built a new runway as close to the road as could be,” 
he says. “As it could not put a traditional steel, non-frangible blast wall there, it 
approached my late partner Mark Selkirk with a view to creating a fibreglass ver-
sion. Not only can fibreglass be turned into a frangible blast wall, but radar sig-
nals can go through it, so it does not affect the ILS. It also needs little or no main-
tenance; Pearson’s original fibreglass blast wall needed no attention until 2011.”

After extensive testing of different heights and spreads of blast walls, using 
different aircraft types, aviation authorities gave their permission for the fibre-
glass blast wall to be developed and sold commercially. BDI developed its version 
this year.

BlastWall now offers four patented fibreglass blast walls – two models, each 
available in frangible or non-frangible versions – and has just introduced a range 
of six steel blast walls. They all differ in height and the amount of force they can 
withstand. “A frangible blast wall withstands a force of 160kph,” Roston explains, 
“whereas a non-frangible one can withstand forces up to 230kph.”

Aesthetics come into the equation, too. Some airports and civil aviation au-
thorities require blast deflectors to be painted, while some want more attractive 
cladding such that the landside matches the surrounding architecture.

“Quite a bit of science goes into designing jet blast deflectors,” says Bergin. 
“We recently hired a full-time expert, educated to PhD level, in computational 
fluid dynamics, to help evaluate different blast deflector and GRE designs. This 
allows us to analyse the aerodynamic characteristics of new designs or specific 
projects and greatly enhances the capabilities of our research and development 
department.”

As indicated, blast deflectors come in a variety of size, shapes and materials. 
But in the increasingly competitive aviation world, if an airport doesn’t have any 
yet, it may not be long before blast deflectors head the list of essential infrastruc-
ture investment. 

“If a bit of debris is blown against it, the blast 
fence will not be damaged or penetrated. Steel 
is sometimes covered with wadding to increase 
acoustic noise protection”
Mike Stenko
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Budapest keeps it quiet
For the environmental staff at Hungary’s Budapest Airport, offering tenants a dedicated area to safely perform 
engine run-ups is an integral component of the airport operator’s noise protection programme. On 21 June this 
year, a wholly new GRE was introduced at a ceremony attended by more than 100 airport officials and local 
dignitaries, including members of the Hungarian parliament. The ceremony featured a demonstration of the 
GRE with a full-power A320 ground run-up.

The facility was designed and supplied by Blast Deflectors, Inc (BDI) and, according to Bergin: “The Budapest 
GRE represents a new chapter in GRE technology. Our new modular design allows airports to easily expand and 
reconfigure the facility as requirements change.”

The Budapest GRE features two 12 metre high acoustic walls configured in an ‘L’ shape. “This curved steel 
jet blast deflector is surrounded on two sides by acoustic walls designed specifically for aircraft engine noise. 
The jet blast deflector protects the immediate area from jet blast and the two acoustic walls protect the nearby 
neighbourhoods from run-up noise,” Bergin explains.

“Aircraft up to Code C can be accommodated in the facility, and a third acoustic wall could easily be added 
in the future if the environmental requirements change.”
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An IAC GRE at London Heathrow
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British Airways adds new 
GREs at Heathrow
In the summer this year, IAC Acoustics handed 
over the second of two new GREs to British 
Airways at London Heathrow International Airport. 
IAC, a leading supplier of noise and acoustic 
control products, worked closely with BA and 
the London Borough of Hillingdon to determine 
the location and site requirements for the new 
GREs, in order to minimise noise to neighbouring 
communities. Benefiting from modular assembly, 
the project was delivered to a tight schedule 
around other works for the BA A380 Maintenance 
Project, the manufacturer said.

According to IAC, this next-generation GRE will 
accommodate aircraft as large as A380s for post-
maintenance engine testing, including at take-off 
power, and are constructed using (patent pending) 
sections Jetshield (rear wall) and Aerowall (side walls).

Its latest GRE, IAC claims, reduces the effect 
of engine noise, vortices and re-ingestion – which 
might otherwise cause engines to stall. The 
Jetshield rear wall delivers a unique aerodynamic 
and acoustic performance in a single structure, 
reducing the overall footprint of the facility. The 
Aerowall side walls are specifically designed to 
offer aerodynamic and acoustic performance. 
Finally, by incorporating IAC Powerflow silencers, 
the walls mitigate the detrimental effects of 
crosswinds, while reducing airflow distortion and 
vortices within the facility.

Fraser Alexander, chief engineer at IAC Global 
Aviation comments: “The focus for development 
of our existing products has been the need for 
increased utilisation, irrespective of wind direction 
and the need to fit what can be large pieces of 
equipment into the existing infrastructure at 
sometimes crowded airports. Our aim was to 
develop a GRE that is modular, scaleable, easy 
to manufacture, ship and install – maximising 
benefits to the customer beyond just improving 
performance.”

This IAC palletised mesh barrier was installed at 
Dublin International Airport. The palletised barrier 
allows positioning on existing concrete without the 
need for specifi c foundations and allows it to be 
quickly relocated if required by forklift

“The focus for 
development of our 
existing products has 
been the need for 
increased utilisation”
Fraser Alexander
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A
lmost 50 years ago, in 1964, Mike Cardy began his working life 
when he joined GSE supplier Edgehill as an apprentice design 
draughtsman. Loving the variety of the job and indulging his 
passion for all things aircraft-related, he rose through the ranks 

to become Edgehill’s chief designer and technical director by 1980.
His career after that included roles as technical director and later

general manager and finally managing director at ADE, as well as a spell
at another big name in GSE manufacturing, Mallaghan. Throughout his
career, Cardy says, he was heavily involved in “building up GSE product 
ranges and bringing them up to date”.

GSE supplier Norquip was the next port of call, where he stayed for
a little over two years, at which point Cardy together with two partners 
chose to form the business that still trades as Airside GSE.

ENSURING QUALITY BUT STAYING LEAN

The business model they opted for was a simple one. “We didn’t want
a factory,” he explains. Cardy would do the design work, as he still 
does today, while the manufacturing of equipment would be entrusted

VISIT ZODIAC AEROSPACE - HALL B6, STAND 422

OUR WHITE ULDS
ARE GREEN
INNOVATION FROM THE PIONEERS OF INTEGRATION 

Mike Cardy, founder and managing director of UK-based Airside 
GSE, has been in the ground support equipment business for 
decades but he is still going strong. He spoke to Mike Bryant about 
how, after a lifetime in the industry, he has no plans to retire yet

Airside International 
talks to Airside GSE

Mike Cardy, founder and MD of Airside GSE

to a select group of sub-contractors. Airside GSE would undertake fi-
nal assembly of the GSE at the company’s workshop near Basingstoke, 
however, also as it continues to do today, in order to ensure the highest 
possible quality finish.

Little stock is carried, further ensuring that the company remains 
“lean and mean”. The design and development of new GSE under Cardy’s 
experienced eye remains the primary aim of the company, but as well 
as offering entirely new ranges of equipment, Airside GSE also supplies 
spare parts from right around the world to customers for existing GSE 
and has a fl ourishing line in GSE refurbishment. In regard to the latter, 
for example, the company recently started refurbishing 40 of Dnata UK’s 
towbars. “We’re going to make them look like new,” he remarks, pointing 
out that work began early this summer on the fi rst batch of the 40.

Towbars are a particular speciality of Cardy’s, but Airside GSE offers 
numerous other types of GSE, including passenger stairs, water and toi-
let service units, cargo-carrying equipment, catering trucks, ambulifts, 
ground power units, air starts and aircraft taildocks. Customers include 
handlers, airlines and airports, all of which are guaranteed “high quality 

If Airside GSE itself 
doesn’t have the GSE 
in stock or isn’t able 
to supply it, “I’ll know 
somebody who can 
and we will be able to 
offer a package”
Mike Cardy
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products and strong after-sales support”, he says. If Airside GSE itself doesn’t have the GSE in 
stock or isn’t able to supply it, “I’ll know somebody who can and we will be able to offer a pack-
age,” Cardy informs.

That’s not to say that the market is easy right now, he admits. In fact, Cardy notes, anyone 
saying otherwise might not be telling the whole truth. It is very competitive out there in the 
GSE marketplace and fi rm orders are in short supply. Nevertheless, interest remains high, as 
refl ected in the number of requests for quotes being received. Plus, new customers are being 
added all the time, he adds.

Cardy’s intention is for the company to continue to grow as Airside GSE has done from its 
launch – slowly and carefully. “We don’t take undue risks and we stick to what we are good at,” 
he explains.

CHANGING TIMES

The market might be tough, but there are certainly opportunities, some of them arising from 
the changing nature of the aircraft handling business. One of the major trends in the sector that 
he points to is the increasing pressure for all parts of the aviation industry to minimise their 
environmental footprint. Thus, as have so many equipment suppliers, Airside GSE has begun to 
offer new, electrically driven GSE.

A key customer in this area is business jet aviation manager TAG Aviation, which has placed 
an order for new electric belt loaders that Airside GSE will also offer to the wider marketplace. 
Complementing Airside GSE’s electric belt loaders are its electric toilet service units – some of 
which it is currently refurbishing for TAG – and its electro-hydraulic passenger stairs.

The pressure to produce more environmentally friendly equipment will only grow of course, 
but there are some trends that probably aren’t here to stay, Cardy considers. For example, the 
emphasis on lightweight products such as steps that can be moved about the ramp by a single 
individual may not have been a success, he believes, and we may well see a return to the heavier, 
more robust equipment that was the norm before low-cost carriers encouraged the develop-
ment of lighter, cheaper GSE that it was hoped would encourage the fastest possible aircraft 
turnaround on the apron.

In amongst its core business, Cardy has time for activity that is a little more unusual. He has, 
for example, supplied a number of retro-style access steps for aircraft exhibits at Imperial War 
Museum Duxford. Airside GSE has also worked with Brooklands Museum in Weybridge, which 
describes itself as ‘the birthplace of British motorsport and aviation’.

With interesting diversions such as these to add to an already hectic workload of more 
conventional GSE supply and refurbishment, Cardy has no thoughts of retirement – even after 
nearly 50 years in the business. 

Mike Cardy recently formed a new company, Airside Airport Equipment Ltd, which is to work 
closely with handler dnata on a collaborative enterprise called Through Examinations.

Thorough Examinations will ensure that all of dnata’s London Heathrow GSE is inspect-
ed and examined in order to ensure that it is safe for use by staff and the passengers that 
access them. As well as reassuring all those that use the equipment in relation to the safety 
issue, the procedures adopted will also help to minimise GSE downtime and are expected to 
result in a marked reduction in aircraft operational delays.

John Edmunds, business manager - central services at dnata, says that that he has initi-
ated the procedure to ensure that dnata not only meets, but exceeds the current UK statutory 
requirements to have GSE thoroughly examined at least every 12 months and – in the cases 
where equipment is used to elevate and transport passengers and personnel – at least every six 
months.

He comments: “Ground support equipment can be contradictory beasts, incredibly 
powerful and yet also fragile, much like the aircraft they service.  The slightest knock can 
take them out of service; this is a serious issue that can lead to expensive aircraft delays, 
disrupting the operation and passengers’ journey.”

The full press release on this new development can be found at: 
http://evaint.com/industry-news/dnata-leads-the-way-with-airport-equipment-ground-support-equipment-safety

A new initiative: ‘Thorough Examinations’
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A 
ccording to Paul Drever, network manager technical standards and 
compliance at Menzies Aviation, the way in which the handler’s GSE 
is used is pretty much the same across its worldwide network, al-
though the standards required vary signifi cantly according to loca-

tion. Each continent, and within them, each country has its own requirements 
and standards, he points out. In mainland Europe and in the UK, for example, 
a CE certifi cate is required which basically certifi es that the GSE unit has been 
made to the European standard.

“In Europe, without the CE marking and certifi cation, you simply cannot 
use the equipment,” Drever explains. Beyond this continent – in the US for in-
stance – CE certifi cation is not required, but the country has its own standard 
requirement.

Menzies’ operating procedures differ little in Europe compared to else-
where, he informs, although the handler does have distinct Local Operating 
Procedures (LOPs). Thus, for instance, in Europe only pushbacks and airport 
vehicles are fi tted with rotating beacons while, in the UK, all motorised GSE 
is fi tted with a rotating beacon. “This is an LOP for the UK and also has to 
be taken into account when ordering GSE for the UK,” he remarks. However, 
beyond that – as far as GSE acquisition is concerned – it appears to be much 
less about regional issues and all about the specifi c airport and the particular 
customer. Certainly Menzies’ GSE purchases for a particular station are based 
on the nature of the operation at that individual airport and the customer’s 
own requirements, Drever informs.

REGIONAL CHARACTERISTICS

One of the big advantages of European operations, perhaps, is the comparative 
moderation of the climate. When using GSE in very cold climes, the need for 
particular winter packs, different hydraulic oils and so on must be taken into 
account, whereas in countries where a lot of sand is an issue, additional air 
fi lter systems are required and they must be changed on a more frequent cycle. 
Thus, Drever, highlights: “It is important to specify for different geographical 
regions when purchasing GSE.”

Another advantage of operating within Europe is the quality of the labour 
on offer, Drever explains, although he also notes that the high cost of salaries 
there “has an impact”.

In terms of the quality of the facilities available, he considers: “The infra-
structure at most European airports is of a good standard but there could be 
environmental benefi ts to them and the handler if they were to be able to 

In this latest in a series of Airside International articles looking at how 
handling conditions and GSE usage differs across the world, we assess the 
particular challenges of ramp handling in Europe. The answer is complex, 
not least because the continent’s gateways differ so fundamentally

Focus on 
Europe
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to a GSE user differs widely according to the airport at which it is operat-
ing. For example, Maurizio Beni, ramp operations manager at the London 
Heathrow-based Azzurra Ground Handling Services, points out that many 
European gateways are newer than LHR and offer more space for a ramp 
handler to work.

“In the UK, space is limited, whereas in continental Europe airports have 
larger areas in which they operate,” Beni notes. As a result, he considers, gener-
ally more GSE is required for the mainland European operators, and “proper 
planning” is required if they are to operate effi ciently.

At London Heathrow, one of Europe’s and the world’s busiest airports, GSE 
needs to be of high quality and suffi ciently fl exible to cope with all types of 
aircraft. And given the confi ned spaces within which a handler’s GSE must be 
used at a gateway such as this, equipment must be easy and quick to manoeu-
vre, he remarks.

Plus, another facet of a European handler’s business model must be the 
ability to add the very latest GSE for newly required tasking – handling the 
A380, for example.

BUSY TIMES: THE FRANKFURT EXPERIENCE

Another of Europe’s biggest and busiest airports is Frankfurt-Main Interna-
tional, Germany’s most visited and home to the national carrier, Lufthansa. 
Ground handling there presents many challenges, which have only increased 
in recent times with the opening of a new, fourth runway in October 2011 and 
a legal ruling to impose a night-time curfew at the gateway imposed at much 
the same time. Increasing capacity while decreasing the available time avail-
able to use that capacity is a sure-fi re way to increase congestion and Frank-

furt’s handlers have had to come to terms with peak time operations that 
would challenge any company.

According to Alexander Stern, managing director of 
Lufthansa Engineering and Operational Services (Luf-
thansa LEOS) – the Lufthansa Technik subsidiary that 
provides handling services at Düsseldorf and Munich 
as well as at Frankfurt-Main – there is an enormous 
volume of traffi c through the hub during peak times 
and the handler has to cope with this while avoiding 
any signifi cant impact on effi ciency.

This is not easy, he admits. It is diffi cult, for 
example, to keep costs under control when the 
handler is working to such levels, while having 

provide for more electrical GSE.” That is an important issue in Drever’s eyes. In 
Europe, environmental concerns play a major role in handling operations and 
the way in which a handler goes about acquiring GSE – concerns that are not 
necessarily at the forefront of people’s minds elsewhere. “The European and 
UK standards of operation are of a high level and a lot of Scandinavian stations 
are already demanding GSE with the latest type engines fi tted for (minimal) 
environmental impact,” he observes.

Plus: “Moving GSE from station to station where required can be a problem 
as what is accepted at one airport environmentally speaking may not be ac-
cepted at another. Environmental demands vary at each airport but probably 
the Scandinavian airports are requesting the highest levels,” he adds.

Some of the existing GSE types have problems with the latest engine mod-
els, because the ‘burn off’ needed to stop the catalyser from clogging is not 
reached as the GSE operates on short distance driving and the engine does not 
get the chance to ‘clear itself’. “Electric GSE is a good alternative but many 
airports – including numerous gateways in Europe – still cannot offer the infra-
structure required to charge electric GSE,” Drever warns.

CONGESTION

At the main European and UK hubs, congestion can be a problem – especially 
at peak times – as each handling agent has its own fl eet of equipment.

There have been discussions about pooling of GSE, but at most airports 
each handler shares the same peak times so all of their equipment is required 
to be on the ramp at the same time. Moreover, questions arise with pooling 
such as – Who is responsible for any damage caused? Who pays the preven-
tive maintenance and repair costs, fuel costs, and so on? Tracking systems 
can be fi tted to manage this to some extent, but then you need someone 
to manage the tracking system, Drever remarks. Nevertheless, at 
some airports, equipment such as buses, bag carts and dol-
lies is supplied by the gateways and pooled for a fee.

Of course, there are few hard and fast rules cover-
ing GSE usage across all European gateways, beyond 
the CE requirement mentioned by Drever. Each gate-
way is different and handlers must cut their cloth 
according to where they are operating.

And while he is clearly correct in asserting that, 
at the macro level it can be fairly said that one of the 
biggest problems facing handlers at Europe’s main 
gateways is that of congestion, the space available 

“It is important to 
specify for different 
geographical regions 
when purchasing GSE”
Paul Drever

To learn about our aircraft handling solutions, e-mail sales@douglas-equipment.com or visit http://douglas.cwfc.com
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Lufthansa LEOS is one of the many companies playing 
a front-and-centre role in the development of TaxiBot, 
the pilot-controlled tow tractor that has been developed 
primarily by Israel’s IAI and GSE manufacturer TLD. The 
hope is that TaxiBoting – using the TaxiBot vehicle to tow 
an aircraft to or from the runway in preference to using 
the aircraft’s own engines – will save significant amounts 
of fuel and the associated costs (primarily financial, but 
also environmental).

The biggest savings can be made when towing big, 
four-engined fuel guzzlers and at those airports where 
taxi distances are long and the number of take-offs and 
landings is large.  Thus, it seems, an airport such as 
Frankfurt is ideally suited to TaxiBot efficiencies, handler 
Lufthansa LEOS managing director Alexander Stern muses.

The first TaxiBots are, at the time of writing, 
undergoing tests at Frankfurt with Lufthansa B737 
training aircraft. Lufthansa LEOS is operating 
the equipment, and Stern is enthusiastic of the 
possibilities for TaxiBot, which could prove a key 
component of a handler’s fleet at gateways as large 
and as busy as Frankfurt.

The case for economic viability has not yet been 
completely proven – all the concrete data needed is 
yet to be collected and assessed, Stern warns – and 
TaxiBot won’t in any case prove a complete panacea 
for the ills of ground handlers operating at busy 
European gateways; but there is a good deal of 
excitement about the potential for such a ground-
breaking piece of equipment.

Technology to the rescue?

sufficient GSE available to cope with these difficult peak times inevitably 
means that some of the equipment stands idle at other, less busy, times of 
the day. Because of this problem of resources being under-utilised at less 
busy times, Stern is keen on the afore-mentioned idea of ground handlers 
pooling their GSE resources. He thinks that it can definitely work in prin-
ciple, though it is a concept that is difficult to put into action in a competi-
tive, hectic, business environment.

A further issue for a handler such as Lufthansa LEOS, Stern confesses, is 
that the incredibly high work rate that must be catered to during much of the 
day inevitably leads to a higher frequency of aircraft damage on the apron; 
this means more repair and maintenance work and higher associated costs – 
and keeping costs down in the wake of the surge in traffic during the day has 
proved exceptionally difficult.

OPTIONS

But Lufthansa LEOS has the resources to cope. While at Frankfurt-Main its 
main responsibilities relate to crew transport and aircraft towing, at its oth-
er gateways it provides further aviation services (de-icing, for example), and 
as a company it has many, varied strings to its bow. Thus, for example, it 
provides engineering services for GSE maintenance and overhaul, not only 
for its own assets on site but also for those of other handlers.

As well as ground power units, air starts and the like that it owns and 
uses itself in its workshops, Lufthansa LEOS also provides a marketplace 
for new and used GSE. As such, Stern notes, Lufthansa LEOS has developed 
close relations with numerous GSE manufacturers over the years, the likes 
of Goldhofer, TLD and Denge to name just a few.

The nature of Frankfurt as an airport has an effect on the types of 
GSE that are procured and used there, Stern points out. Although large 
in total land area, space is very limited at the hub, especially at and near 
the gates. For a ground handler operating there that tows huge numbers 
of aircraft, big and small, tractors that can pull the biggest of widebod-
ies quickly and efficiently yet can still manoeuvre in confined spaces are 
vital. Lufthansa LEOS is one of many handlers – not just at Frankfurt but 
at many other European gateways – that has looked to square this par-
ticular circle at least to some extent by providing the latest in driver as-
sistance systems, especially ones that improve his/her situational aware-
ness. When the handler can’t acquire exactly what it needs off-the-shelf 
from a manufacturer, Lufthansa LEOS can also make its own modifica-
tions in its own workshop, he informs. 
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M 
oving baggage and cargo, whether on the maindeck of a 
freighter or in the lower deck of a passenger aircraft, might 
not seem a glamorous part of the aviation industry but it is 
nonetheless a critical one.

As a result, perhaps, there is no shortage of companies involved in this 
aspect of the air freight business, ranging from container and pallet manu-
facturers to companies dedicated to sourcing and managing ULDs for air-
lines, and to fi rms supplying specialist equipment designed to carry sensi-
tive cool-chain shipments such as pharmaceuticals.

In terms of the first category, numerous manufacturers of air freight 
containers are operating today but amongst the largest and most well-

known are Zodiac Air Cargo Equipment (which has subsumed the 
well-known Driessen ULD manufacturer) and Norway’s Nordisk Avia-

tion Products.
Zodiac Air Cargo Equipment, part of the French conglomerate 

Zodiac Aerospace, offers a wide range of lower-deck containers and 
pallets that it markets worldwide to commercial airlines. According 
to Jasper van Gelder, sales & marketing director EMEA & Americas, 
the Zodiac philosophy is based on offering products which are as light 
as possible but that are made in such a way that impact neither their 

structural integrity nor ease of maintenance and retrofi t.
The lightweight panel sheets that make up Zodiac’s ULDs provide for 

better impact resistance than aluminium sheets yet they are suffi ciently 
stiff to ensure that the container maintains its contour when load-

ed, he observes. “And last but not least, at a decent cost,” 
van Gelder insists.

Driessen Aerospace Group, a well-known name 

Air cargo containers are more than just boxes shoved into aircraft hold: they are 
an important part of the whole business of fl ying goods around the world. They 
are produced by specialist manufacturers, leased by dedicated ULD suppliers and 
developed as the result of some pretty leading-edge technologies
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LATAM, which incorporates what was LAN, has decided on a fl eet replacement programme and is 
to replace all its old ULDs with Nordisk Ultralites, which will help the carrier to reduce maintenance 

costs, lower emissions and achieve considerable savings on fuel

Frode Ljoterud, president 
of cargo container 
manufacturer Nordisk
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CHEP and 
Envirotainer  
ink deal
In July came the announcement that 
Envirotainer and CHEP Aerospace 
Solutions had signed a deal 
according to which CHEP will ensure 
that Envirotainer’s maintenance, 
repair and handling is performed 
consistently to a high quality right 
around the world.

CHEP’s repair management 
system, ACTIS, will be employed 
at the latter’s stations, and 
Envirotainer CEO Ljunggren notes 
that the move represents “another 
solid step in our journey to build on 
our strong foundation in active cold 
chain services and to further expand 
our capabilities. It takes our global 
service network into a new era.”

Envirotainer simultaneously 
announced that it will be 
establishing four new competence 
centres in Amsterdam, Atlanta, 
Singapore and Vienna, further 
expanding its global footprint.

“Zodiac Air Cargo Equipment is 
supplying 70% of the 10 largest 
passenger airlines in the world and 
the top three, almost exclusively. In 
this calendar year, Air France has 
completely replaced its aluminum 
AKE/LD3 fleet with the Herculight 
lightweight container, following an 
extensive period of testing. The sales 
of Herculight containers has risen 
substantially since their introduction 
and they are very well accepted 
among our customer base. In 
addition, the Herculight lightweight 
product range has allowed us to 
increase our market share.” 
JASPER VAN GELDER

MINIMISING WEIGHT, MAXIMISING STRENGTH

The holy grail for any air cargo container manufacturer is a unit with mini-
mal weight yet one that is still both rugged and inexpensive. And improve-
ments in ULD designs over the years have brought significant reductions 
in unit weights. Indeed, says van Gelder: “If you look to the ULD industry’s 
weight development, you notice a gradual reduction of weight since the 
seventies, when containers were made of aluminium.

“In the late nineties, hybrid/composite and honeycomb panels entered 
the market and this resulted in further weight reductions, especially in the 
AKE container. This development resulted in weight reductions from 95kg 
to less than 60kg, and the question is whether the market will ask for fur-
ther reduction or for a stabilisation in weight and the security of a certain 
strength (of ULD) in the coming years.”

Certainly, he remarks: “Zodiac will optimise the use of lightweight ma-
terials in order to continue to offer competitive lightweight products to our 
customers and to ensure further growth in our business.”

For Nordisk, the degree to which it can help airlines reduce operational 
costs through the use of innovative lightweight containers is not only im-
portant, it is vital to its business model and has been an integral part of its 
offering for decades. Its history of working with aluminium alloys and com-
posite materials has allowed it to specialise in low-weight containers. As a 
result, Ljoterud says, it now offers the lowest weight production-built con-
tainer, at just 55kg. Kevlar panels are employed to minimise weight while 
the container remains sturdy and robust.

Of course, in using this sort of material there is a cost implication, but 
such is the demand for lightweight containers that has been driven both by 
the high fuel costs being felt by carriers and the growing influence of the 
environmental lobby to minimise the aviation industry’s fuel burn, that 
there may well be a very promising future for such technology.

ULD POOLING

The move towards lighter, yet still robust, containers has been a major 
trend in this segment of the aviation industry. Another comparatively new 
development has been the move by many airlines towards outsourcing ULD 
ownership and management functions. ULD pooling and management are 
becoming ever more common amongst the world’s big carriers, as airlines 
seek to concentrate on their core businesses of flying passengers and/or 
cargo while minimising their variable costs.

Two players stand out in this business: Switzerland-headquartered CHEP 

in the field of air cargo containers, was taken over by Zodiac Aero-
space in 2008 and, shortly after, this part of the Zodiac business em-
pire moved to a new headquarters in the Netherlands.

Nordisk represents another of the big ULD manufacturers and a key 
player in the container market. Its president, Frode Ljoterud, believes 
that his company offers the widest range of containers and pallets of any 
manufacturer and – with more than 650,000 ULDs sold in the global avia-
tion market – Nordisk products are used by almost every airline around 
the world operating wide-bodied aircraft. In addition to passenger and 
freighter airlines, the company’s customers include forwarders, integra-
tors and pooling companies, he notes.

Having been in the business for 40 years, Nordisk has plenty of experi-
ence. Most notable perhaps, says Ljoterud, is its history of working with alu-
minium alloys and its expertise in producing light but rugged containers. It 
has its own test facilities: “We know that every product that leaves here has 
been thoroughly tested and qualified,” he points out.

Recent years have undoubtedly been difficult for the air cargo business; 
the decline in demand for air freight services had an unwanted impact on 
demand for containers (though not pallets).

Nordisk’s Ljoterud admits that times became challenging for the 
Norwegian company, as orders for its products slumped during the 
virtually global economic downturn. “We had to battle in the face 
of reduced demand,” he confesses, think smarter and operate on an 
even leaner basis, but the company’s worldwide footprint and the fact 
that it was not dependent upon the shattered air cargo industry and 
hard-pressed freighter operators – the majority of its business comes 
from passenger carriers – meant that it was able to push through the 
lean years.

Moreover, demand has already begun to recover – as illustrated by the 
announcement in May that LATAM Airlines Group has purchased 3,517 
Nordisk Ultralite containers and that these will replace all those in use on 
LATAM’s freight operations (including LAN Cargo’s, TAM Cargo’s and its 
various other affiliates’ cargo businesses). 

But, for others, the market for pallets appears to have held up pretty 
well right throughout the industry downturn. In fact, during 2010 and 
2011 there was actually what van Gelder perceives to have been “a real re-
vival” in demand for pallets that were not purchased during the economic 
crisis in 2009. Plus, he adds: “The passenger market is showing positive 
figures and here we notice a rise in container sales.”

PALLET & CONTAINER DOLLIES AND BAGGAGE CARTS
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Jettainer has developed its portfolio away from simply handling ULDs for its parent car-
rier, just as it has diversifi ed its service offerings. In 2011 it launched JettLease, a short-term 
ULD lease option, while other recent developments have included the delivery of collapsible 
horse stall containers to Lufthansa Cargo.

MARKET EVOLUTION

While the ULD manufacturers have concentrated much of their efforts on producing light-
weight containers, so the pooling service providers have also had to take notice of this signifi -
cant trend in developments.

Thus, for example, CHEP offers carriers access to two different ULD fl eets – its regular 
aluminium ULD inventory and, separately, its lightweight containers. While the regular ULD 
fl eet remains slightly larger (60:40 is perhaps the current ratio of inventory levels, the pres-
ident of CHEP Aerospace Solutions, Ludwig Bertsch, estimates), the trend towards lighter 
containers in the industry and therefore in CHEP’s comparative fl eet sizes has been marked.

“The future is lightweight, 65kg or less,” he declares. The big ULD manufacturers gener-
ally have “a good product”, Bertsch argues. Nordisk’s ultra-lightweight container based on 
Kevlar panels described above is particularly interesting. However, it is rather expensive, he 
points out, and the cost of repairs might also be a stumbling block for some purchasers.

Nevertheless, for Bertsch, the future is clearly in lighter containers. Within a decade, most 
of the old, aluminium style ULDs will have gone, he believes.

Jettainer has also developed its lightweight ULD offering. It has partnered with Abu Dhabi-
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based carrier Etihad Airways to launch a new lightweight, double-width 
ULD that is known as ALF. Developed by Zodiac and manufactured from a 
range of composite materials, the container weighs just 130kg, more than 
30 percent lighter than traditional double-width ULDs. Etihad is to take 
delivery of 250 ALFs just this year.

According to Jettainer managing director Alexander Pluemacher: 
“We will continue to work with partners such as Etihad Airways and 
Zodiac Aerospace Air Cargo Equipment in order to further improve our 
products. We aim for exploring additional weight-saving opportunities 
which will enable us to enrich our customers’ ULD fl eets by even lighter 
units in the future.”

FUTURE EXPANSION

CHEP is also looking to grow further and to expand its offering. Bertsch 
notes that the company expects to expand by another 30 percent or so 
this year. Growth has been rapid since parent company Brambles brought 
together container pooling services provider Unitpool with JMI Aerospace, 
a maintenance and repair services provider in the Australasia and Asia 
Pacifi c region, and Driessen Services, which brought to the table an exten-
sive network of maintenance, repair and overhaul service centres in the 
US and Europe, in order to launch CHEP Aerospace Solutions.

Since that launch in late 2011 (Unitpool had actually been acquired a 
year earlier, JMI and Driessen Services in 2011), expansion has continued 

Aerospace Solutions and Germany-based Jettainer.
CHEP claims to be the biggest container pooling company in the world. 

Carriers for which it is asset pooling include AirAsia, Brussels Airlines, Car-
golux, Gulf Air, Monarch, SAS, Thomson and the recently signed-up Air Can-
ada – the latter a big win for CHEP, the deal secured just before Christmas 
last year.

In its standard model, CHEP will buy an airline’s ULD fl eet, integrate the 
assets into its pool of more than 55,000 pallets and containers, and then 
manage the inventory on behalf of the carrier for an all-inclusive monthly 
fee. Such a contract will typically last for fi ve or more years (although CHEP 
also offers a short-term container leasing option for customers looking for 
more fl exibility).

As well as taking all the tasks associated with ULD management out 
of the hands of the carrier, CHEP will also handle the repair and mainte-
nance of containers and pallets at one of its many repair stations around 
the world – it has 50 of them, half of which are owned, the other half sub-
contracted. This network of stations not only means containers and pallets 
can be quickly brought back into the working fl eet, but also that fewer 
empty or damaged ULDs are fl ying around the world at both a fi nancial and 
environmental cost.

American Airlines recently signed up to CHEP’s ULD repair offering, a 
not insignifi cant development for the company. Other customers using this 
aspect of the CHEP service portfolio – and there are more than 50 airlines 
on this list – include Air New Zealand, Qatar Airways, Qantas and United.

The big difference with the asset pooling option offered by CHEP – as op-
posed to an airline simply outsourcing its own ULD fl eet’s management – lies 
in the size of the ULD stock that then becomes available to the carrier. CHEP 
has large numbers of containers and pallets stocked and ready for use at nu-
merous gateways, all set for employment by any one of its customer airlines.

Again, this also saves on empty ULDs being fl own around the world by 
individual airlines when the need for a container or pallet arises at any 
given gateway where there might not be suffi cient units of a carrier’s own 
stock in situ.

Jettainer, based in Raunheim, Germany, is another alternative for air-
lines seeking to outsource their ULD management. A Lufthansa subsidiary, 
it currently manages an overall fl eet of more than 65,000 ULDs for 13 cus-
tomers and is active at over 350 of the world’s airports. The company points 
out that it “covers the complete value chain of ULD management”, includ-
ing the purchasing of ULDs, repair and management, IT and asset fi nancing.

Jettainer and Etihad have agreed a deal 
on lightweight container provision

“The future is 
lightweight, 65kg or less”
Ludwig Bertsch, CHEP Aerospace president

On-board with a CHEP ULD 



26 AIRSIDE INTERNATIONAL | OCTOBER 2013 WWW.AIRSIDEINT.COM

FEATURE | CARGO CONTAINERS

both organically, with new carriers added to its pooling client list (CHEP 
now offers asset pooling at more than 300 airports around the world), and 
inorganically. Additional acquisitions of a number of maintenance and 
repair companies around the world are planned, along with the opening 
of new repair stations in Europe, the USA and the Middle East.

Further growth may not continue at the same exponential rate, Bertsch 
confi rms, the company now considering it more important to guarantee 
successful delivery on promises made to its growing customer base. But 
there will be ongoing careful, phased expansion.

“The concept (of ULD pooling) has been proved to the market and it has 
been shown to be very popular,” he insists. The economies of scale that can 
benefi t a ULD pooling services provider are signifi cant, Bertsch believes, 
and, with CHEP’s additional, unique repair option, it has a varied portfolio 
of services on offer.

KEEPING COOL

Envirotainer, the Sweden-based company that has concentrated its efforts 
on providing active temperature-controlled ULDs, is another player in the 
air cargo container business looking to achieve steady growth. Very much 
the market leader in the area of actively temperature-controlled containers, 
Envirotainer CEO Gustaf Ljunggren is very keen that the company main-
tains that leadership while not succumbing to complacency and ‘fat cat’ 
syndrome.

Key to Envirotainer’s success in cool-chain container leasing has been 
offering “very attractive solutions”, he says, not just in terms of the contain-
ers themselves but also in the surrounding support service – before, during 
and after shipment.

Close collaboration with all its customers is vital, Ljunggren informs. 
Invoices may be sent mainly to forwarders and airlines but the wishes of 
the end-user, the pharmaceutical shippers, are also at the forefront of his 
mind. “We really need to understand all their needs and make sure that we 
all benefi t by working together,” he insists.

Envirotainer’s global presence is vital not only to maintaining those 
close relationships but also ensuring that the client is never far from an 
active container solution. Now with about 50 stations around the world, 
the company is expanding rapidly, establishing a footprint wherever it sees 
customer demand. Latin America is the latest focus for growth, although 
the key pharma trade lanes into Europe and the US remain fundamental 
for most of its business.

Expansion is evident in the fi nancials as well as in geographical pres-
ence. Last year, revenue rose by 25 percent. “We are growing faster than 
the market, so we are defi nitely doing things right,” Ljunggren observes. 
He wants to continue to grow the business, but is not willing to risk the 
good name of the Envirotainer brand by expanding too quickly. Thus, for 
example, there is no thinking to branch into the larger but less specialised 
passive temperature-controlled sector of the air freight container market.

“Envirotainer has a premium brand and a premium solution, and we 
are shipping premium products,” he advises. Indeed, it is hard to argue. Be-
tween US$50-60 billion worth of goods were shipped in the fi rm’s contain-
ers last year. Close to 40,000 shipments were made in approximately 4,000 
Envirotainer units.

But further growth is certainly envisaged, not least in the company’s 
container inventory. Thus, for example, in June it was announced that En-
virotainer’s 1,000th RKN e1 heating and cooling unit had rolled off the pro-
duction line, and that another 250 would be added during the remainder 
of 2013.

Plus, alongside the planned geographical expansion, technological im-
provements are expected to be brought in, such as advanced telematics that 
will allow an Envirotainer container to send data regarding the condition of 
its pharmaceutical contents back to a company representative in real-time 
and as long as the shipment is on the ground; long-term, the hope is that 
it may also be able to do this while the container is in the air, although the 
challenge of avoiding any possible interference with aircraft systems when 
transmitting while airborne may take some time yet to be fully overcome.

Cost is also a priority. Pharma shippers are becoming more and more 
price-conscious, and Ljunggren is keen to cut any unnecessary costs from 
the cool chain. Thus, the future might see development of lighter weight 
Envirotainer units.

Finally, the provision of support to customers away from the actual 
leasing of containers will continue to be developed, he says. Education and 
training in the use of the units and in cool-chain shipping is crucial, Ljung-
gren believes, and last year the company trained over 5,000 of its customers. 
Gaining Qualifi ed Envirotainer Provider (QEP) status as a result of training 
and education provided by the company has set a standard in this segment 
of the air cargo business, he points out. 

With pharma-related regulations growing ever more stringent, the need 
for such training is only going to increase, and Ljunggren fully expects to 
add more training sessions in coming months. 

Envirotainer’s RKN e-1 container and Gustaf 
Ljunggren of Sweden-based Envirotainer (below)

“We are growing faster 
than the market, so 
we are defi nitely doing 
things right”
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IS TRAINING GENERALLY A VITAL PART OF MAINTAINING HIGH STANDARDS?

I would say that the proper qualification requirements are the key to 
everything – you reap what you sow. Our main assets are our employees, 
not technology. We have implemented a strict staff qualification system. 
I am not talking only about the mandatory qualification requirements 
but also, for example, the need for training programme modifications 
that become obvious as a result of monitoring daily operations via our 
QA system.

Staff are also closely involved in the development of our training pro-
grammes. Thus, for instance, operations staff give presentations about 
typical errors from real examples. Such examples are collected and used 
in daily briefings. Sharing challenges and the best practices for solving 
them is essential to effective training. Besides which, the use of real-life 
examples makes recurrent training much more enjoyable for employees.

 
CAN YOU LEARN FROM OTHER PARTIES, AND FROM COLLABORATING CLOSELY WITH 

CUSTOMER CARRIERS?

Yes, of course. We are handling different customers with different re-
quirements and each carrier can provide their know-how or, vice versa, 
we can share our experience in problem-solving, setting measurable KPIs 
and improving ground operations procedures.

Such collaboration is highly important, especially nowadays, when all 
parties are looking for the most efficient performance possible. We see 
these challenges as not the suppliers’ or customers’ problem – it is ours, 
and solutions must be arrived at together to ensure joint success.

Public access to statistics regarding ground handling performance 
would be very helpful. Those statistics could then be used as benchmarks. 
I believe that ground handlers do collect such data in one way or another, 
but effective collaborative data collection and analysis would make a real 
difference. 

H
OW DOES HAVAS GO ABOUT ENSURING THAT YOU PROVIDE THE HIGH-

EST POSSIBLE QUALITY SERVICE?

Quality is critical. Offering quality at an acceptable price level 
is the edge in our offering, both to existing customers and in 

attracting new ones. It is only possible to achieve the highest possible 
level of service by using such quality assurance (QA) tools as the regular 
monitoring of operations – measuring against KPIs (key performance in-
dicators) related to safety/security, punctuality and service – and through 
regular scheduled and unscheduled inspections.

We don’t wait for the moment when the invisible part of the iceberg 
shows its face, because then the only thing you can do is deal with the 
consequences of the problem, not with the root cause. Therefore, it is im-
portant to keep the proper risk assessment programmes in place, make 
regular updates based on the data received from our QA system and set 
targets for improvements.

 
HAVAS HAS BEEN EXPANDING ITS OPERATIONS RAPIDLY OF LATE AND THAT MIGHT 

PUT PRESSURE ON YOUR HANDLERS TO CUT CORNERS; HOW DO YOU ENSURE THAT 

THAT DOESN’T HAPPEN?

It is true, we are expanding operations quickly and this does have an 
impact on our staff. Our employees create the largest value for us and 
therefore we devote the utmost care to managing the impact of rapid 
development on them. This helps us to survive and thrive in such a chal-
lenging time.

Our management (structure) is compact. Because we work closely 
with all our employees involved in operations, we are able to remain 
flexible without excessive bureaucracy, which I believe is our major asset.

I can write manuals and operational procedures that will impress you 
as long as they remain on paper, yet later it may turn out they are not 
implementable in daily operations. That’s why it is important to set the 
right attitude and maintain close co-operation (with all staff ).

In my experience, those fond of ‘corner-cutting’ will leave the com-
pany sooner or later anyway.

 
DO YOU MAKE USE OF INDUSTRY STANDARDS, SUCH AS THE INTERNATIONAL AIR 

TRANSPORT ASSOCIATION’S ISAGO? IS THIS VERY IMPORTANT FOR YOU?

Yes, we have been ISAGO-registered since 2012. For ISAGO you will be au-
dited once every 1.5 – 2 years, in order for carriers to have peace of mind 
that you adhere to correct policies regarding safety, security and service 
aspects as a ground handler.

ISAGO status gives us more faith in our capability and credibility; we 
know that we are able to perform operations in accordance with industry 
best practice.

This is what the customers want from us and this is what they are 
looking for during the evaluation process (when they are choosing a 
handler). It is essential in order to establish strong partnerships. ISAGO 
also makes my life easier – today, it is the standard.

 

Turkish handler HAVAS is expanding rapidly, yet – according to its quality manager, Kristaps Freimanis – providing the highest possible level 
of service remains a top priority. He explains to Airside International how this is ensured on an ongoing basis

HAVAS sets the standard

“We don’t wait for the 
moment when the 
invisible part of the 
iceberg shows its face, 
because then the only 
thing you can do is deal 
with the consequences 
of the problem, not 
with the root cause”
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tem (which is available in a number of different options) is not low, the 
total cost of ownership over its life is very reasonable, he insists, given the 
operational savings that it allows. Whole-life costs are kept to the minimum 
by its robust nature (it is built upon rugged, well-proven conveyor frames 
produced by GSE chassis manufacturers such as MULAG, TLD and TUG) that 
minimises the likelihood of breakdown, while its comparative simplicity 
also means maintenance costs are kept down.

The quality of the entire through-life service supplied by Power Stow 
is also a critical element of the overall product offering, he notes. “Our 
after-sales service is highly appreciated by our customers,” Warming says, 
pointing to Power Stow’s emphasis on easy access for customers to a com-
pany helpline and Power Stow’s ability to ship spare parts to those that 
need them within 24 hours. Plus, the Danish business supplies training to 
operators and mechanics for both existing customers and for those working 
Rollertrack on a trial basis, and allows customers to test systems before any 
purchase is made.

Clearly, these benefi ts are being seen and welcomed in the marketplace. 
Amongst the current customer list are airlines such as KLM (which has 
more than 20 Rollertrack units) and SAS; handlers including Aviapartner 
and Swissport; and airports such as Paris, Munich, Amsterdam and Copen-
hagen. What is more, a currently very healthy order book includes orders 
from both existing and new customers.

Some of these clients have been more than happy to furnish glowing 
testimonials. According to Peter Leene, senior buyer projects (procurement 
ground operations), at KLM for example: “KLM has chosen (the Rollertrack 
of ) Power Stow for its reliability during operation and the fact that the 
equipment offers more operating hours then ever anticipated, more than 
double that of conventional diesel driven conveyor belts. We see a higher 
availability rate then on comparable equipment.

“Being electrically driven, it creates a better, cleaner and less noisier en-
vironment for the operator; Rollertrack also relieves the physical demands 
on the operator’s body. It most certainly will help minimise dangers to the 
health and safety of operators,” he adds.

And one of the world’s biggest courier companies, which prefers not to 
be formally identifi ed, has also highlighted the cost savings resulting from 
lower labour requirements, the better working conditions it engenders for 
handlers, its ease of use and its reliability. 

Denmark-based Power Stow offers the Rollertrack 
belt loader extension to the aviation market and, according to 

the company and its users, the product has a lot to offer

Rolling on

+1 208-378-9888  |  www.aerospecialties.com
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Power Stow’s 
Thomas Warming P

ower Stow, based 40km west of the Danish capi-
tal of Copenhagen, was formed by Martin Vester-
gaard in 2003 specifi cally to design equipment to 
facilitate the loading and unloading of aircraft. 

His solution was Rollertrack, a versatile belt loader ex-
tension that is built onto a mobile belt. It has proved 
popular amongst handlers, carriers and airport cus-
tomers – describes the company’s area sales manag-
er, Thomas Warming – for many different reasons.

Perhaps foremost amongst them is the way, he 
explains, it makes the job of handlers that much 
safer, easier and more pleasurable. By using such a 

device, the frequency of handlers’ job-related injuries 
is markedly reduced – fewer back, neck, shoulder and 

arm injuries are of course good news not only for the 
handlers themselves but also for the companies that em-

ploy them, which see a signifi cant reduction in 
sick days taken.

The other big benefi t lies in the 
cost savings that accrue from using 

Rollertrack, Warming continues. 
While the initial cost of the sys-

Rollertrack can 
be used safely 
and effectively 
within aircraft
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T
he faces of organisational culture crop up as ordinary but their im-
pact is far-reaching and exhibits strong links to systemic deficien-
cies. A few examples come to mind:

• WE DON’T ALWAYS WALK THE TALK:  We make promises to our clients, our
employees, and our stakeholders that we can’t keep. We agree to improve
and do better but then don’t measure our progress or set targets. We make
plans but then don’t follow through on them. We have roundtable discus-
sions but then don’t conclude and follow up with concrete actions plans. 
The corporate agenda is frequently commercially skewed and safety’s im-
portance only comes to the fore when it comes to ticking the boxes and 
achieving ‘cosmetic compliance’.

Key learning point: Manage safety like you would any other business unit; set targets
and measure them; hold everyone responsible and the managers accountable.
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Baggage, Cargo, Pushback – 
we are able to offer a large product range 
of towing tractors, conveyor belt cars, con-
tainer pallet transporters and other special 
vehicles for high-quality Ground Support  
– with 50 years of experience.

GSE with high 
performance

Brenda Aremo, managing director of aviation training 
and consultancy fi rm TWIGA AERO, considers how 
companies across the aviation industry are managing 
safety while facing the reality of their own organisational 
cultures. She suggests that we are immersed in our 
environments and roles, and over time can become 
complacent with regard to safety matters

Is organisational 
culture affecting safety?

Brenda Aremo, managing director of TWIGA AERO
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• WE CAN BE UNWILLING TO COLLABORATE:  A simple initiative can be dif-
ficult to execute due to the silos that exist within our organisations. 
If it is beyond my scope or job description, then it is not my problem. 
If it is not part of my key performance indicators or targets, then it is 
not a priority. It is an even harder task to bring stakeholders together 
without the blame game taking effect. This is clearly visible in our cli-
ent relationship, where the interaction is often one of ‘us and them’ 
as opposed to the collaboration we require.

Key learning point: Safety is everyone’s responsibility and it is a journey that has 
no end. I can’t claim to be safe if you are not.

• RESOURCE ALLOCATION CAN BE BIASED: The initiatives of marketing and 
business development compete with safety, even though neither 
guarantees a return in value for money. We host existing and poten-
tial clients to expensive lunches, retreats etc to appease or attract 
them with no guarantee that they will be retained or acquired. If 
safety initiatives prevent an accident then the company’s profit mar-
gin is not affected. 

Key learning point: Sell safety in the way that marketing sells itself. Speak the CEO 
language if you wish to gain traction. Just because it is an industry agenda doesn’t 
mean that it is automatically at the forefront of the corporate agenda. Dare to 
make the link between the industry and corporate agendas.

• THERE IS OFTEN COMFORT IN BEING REACTIVE RATHER THAN PROACTIVE: The 
role and approach is cut out or spelled out because it is repetitive, 
monotonous and predictable. There is a lack of tactical or even stra-
tegic input to break the cycle in order to move the system from a 
reactive state to proactive and finally predictive. Sometimes it is the 
competence for execution that is lacking, other times it is unwill-
ingness to get out of the comfort zone, to make decisions and forge 
ahead with confidence and authority. All these factors drive further 
stalling and stagnation of the progress. 

Key learning point: Leverage from training programmes and mentoring to ensure 
competence that is targeted, ongoing and progressive. Empower, guide and sup-
port staff to ensure that they stay ahead of the game.

• PEOPLE DON’T ALWAYS CARE ENOUGH FOR THEIR OWN INDIVIDUAL SAFETY 

LET ALONE THEIR ORGANISATION’S: Yet the selling point for attempting 
to change the safety culture of an organisation is that the safety of 

www.guinault-lebrun.eu
info@guinault-lebrun.eu
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the individual comes first. There is a clear misalignment of individual 
values and the organisational values. 

Key learning point: The essence of an organisation is its people. Aligning individual 
and organisational values starting from the point of recruitment is key. It will de-
termine the level of positive influence future organisational initiatives will have on 
that individual and as a whole the ability of the business to be nimble, adaptable 
and versatile.

• THERE CAN BE MISCONCEPTIONS ABOUT THE ROLE OF MANAGERS: The op-
erational manager’s role is in the office in front of a computer or on 
the phone, not in the operational environment. They are formally 
dressed and protected from the elements and rightfully so because 
they have done their time and worked their way to the coveted po-
sition. Getting their hands dirty is not perceived as being a part of 
their job. In fact, if they have to, it is perceived as a sign of ineffective 
leadership. 

Key learning point: Remote supervision is still ineffective. Supervision, aside from 
the task and process control, allows for greater visibility on the challenges person-
nel face, as well as the organisation as a whole. It creates an opportunity to not 
only positively interact with staff, but also to mentor and influence them. Lastly, 
the continuous involvement with the operational environment enables the break-
down of filters as one rises up the ranks. Briefly stated, Manage By Walking Around 
(MBWA).

The organisational culture reflects our ability to progressively go be-
yond the individual or the problematic equipment, towards programme 
execution and finally to how the management system is organised, de-
veloped and controlled.

It enables us to increase our learning, our analytical depth and the scope 
of our initiatives that have a positive, long-term and enduring impact. 

“If it is beyond 
my scope or job 
description, then it 
is not my problem. 
If it is not part of my 
key performance 
indicators or targets, 
then it is not a 
priority”
Brenda Aremo warns of a possible lapse 
in collaboration and the potential impact 
on safety
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F
uel makes up around 40% of an airline’s direct operating costs, a fi gure that rises to 
50% in some parts of the world. Moreover, the aviation industry is increasingly being 
targeted by governments demanding cuts in emissions. The concerns of legislators 
are understandable, given the growing quantity of emissions from aviation. Accord-

ing to the European Commission (EC), they rose by 87% in Europe between 1990 and 2006, 
and by 2020 global emissions will be 70% higher than in 2005. By 2050 they could increase 
by a further 300%, according to the International Civil Aviation Organization (ICAO). Clearly, 
there is pressure to use the minimal amount of fuel.

Possible alternatives when it comes to improving fuel consumption by means of alterna-
tive power sources range from improving existing APU products or using GPUs to take over 
APU functions, to other more drastic steps.

APUs are one of the major sources of fuel consumption, so they are a prime target for 
innovative thinking. Perhaps the most radical solution has been proposed by Honeywell – a 
global giant in the APU market – which has come up with the Electric Green Taxiing Sys-
tem (EGTS), an innovation that the company claims will mean reduced costs, emissions and 
noise. It was successfully trialled at the Paris Air Show this summer and should be on the 
market in 2016.

The manufacturers of both auxiliary power units (APUs) 
and ground power units (GPUs) are reacting to the needs 

of their customers, who are under enormous fi nancial 
pressures from the rising cost of fuel and environmental 

legislation. Lowering fuel consumption is the number 
one priority for airlines and a number of solutions are 

being tried, as David Smith fi nds out

Powering 
a more 
fuel-effi cient 
future
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Honeywell teamed up with the high-technology group Safran to design 
the EGTS at 13 facilities around the world, a project that involved the work 
of no less than 200 engineers. The motivating factor behind the initiative 
was the high proportion of airline fuel costs spent on taxi operations, which 
represent up to 6% of fuel consumption for short-haul fl eets at congested 
airports. A single-aisle aircraft operates an average 2.3 hours on the ground 
during eight to 10 daily rotations. Short-haul aircraft burn an estimated fi ve 
million tonnes of fuel per year during taxi operations alone. 

EGTS technology allows aircraft to avoid using their main engines during 
taxiing and instead to taxi autonomously using electrical power. It is simi-
lar to the system used in a hybrid car when the vehicle switches to electric 
power at slow speeds. EGTS uses the APU generator to power electric motors 
in the main landing gear. Each powered wheel of an EGTS-equipped aircraft 
is fi tted with a control system, so pilots can manage speed and direction dur-
ing taxi operations. 

The development has been well received in the aviation industry. Michel 
Laudy, short and medium-haul fl eet director, Air France-KLM, believes that 
green taxiing could be of signifi cant value to Air France: “For us, the fuel sav-
ings using an electric solution would be signifi cant,” he notes.

“At Paris Charles De Gaulle (CDG) International Airport we typically have 
around 70 single-aisle aircraft operating on routes (of) less than 500 nautical 
miles every day. Around 60% of these fl y less than 400 nautical miles. The 
taxi-out time per aircraft averages around 17 minutes. At Orly, it is around 10 
minutes. It (electric taxiing) would also give greater autonomy to the aircraft 
and cut down handling costs.”

Meanwhile, Milan Cornelsen, director fl eet and asset management at Ger-
man low-cost airline TUIfl y, says that EGTS would bring greater independence 
to the company’s fl eet: “The independence comes because we would not need 
any push-back cart at outstations and destinations. If the push-back cart is de-
fective or occupied, or the driver is on strike, our passengers currently have 
to wait for their departure. With an electric taxi system we would just need 
the marshaller to help guide us,” he observes.

The energy savings are signifi cant because an aircraft’s main turbofan 
engines are optimised for fl ying rather than taxiing, so they burn a dispro-
portionate amount of fuel during ground operations. For an A320, for ex-
ample, making a 500 nautical mile fl ight, it is estimated that EGTS will save 
up to 4% of block fuel costs, compared with standard taxiing procedures. The 
environmental benefi ts are also interesting. One aircraft using EGTS is the 
equivalent of removing 400 cars from Europe’s roads in terms of fuel use and 
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carbon dioxide emissions, or 300 if you consider nitrogen 
oxide emissions.

Alain Chapgier, corporate strategy manager at airport 
operator Aéroports de Paris (AdP), considers that the system 
would work at any airport: “It could work both during the 
dispatch and landing phases. It could also be used to move 
aircraft to maintenance facilities or parking stands.

“This saves time and money for both the airline and the 
airport handling teams,” he goes on. “As our average airport 
taxi-out time is around 25 minutes, we think any solution 
must have certain minimum parameters, such as a taxi 
speed of at least 20 knots with good acceleration up to 10 
knots. It must also be able to deal with slopes and have good 
integration with the aircraft’s existing systems.”

IMPROVING EXISTING GPUS

Other APU manufacturers have tried less radical solutions 
that involve upgrading existing APU systems to make them 
more effi cient. Eileen Drake, vice president and general 
manager of Pratt & Whitney AeroPower, points out that the 
market trend is to provide higher power APUs that are eco-
friendly and less costly to operate. 

She explains: “Our new APUs are more powerful than 
ever (in order) to accommodate the increased electrical re-
quirements of new generation aircraft. For instance, our 
APS5000 APU for the Boeing 787 produces 450kW of electri-
cal power, which is fi ve times greater than the 767 APU. We 
are also developing an advanced APU product for Embraer’s 
second-generation E-Jet – the APS2600[E] –  which provides 
more electric power capability at a signifi cantly higher op-
erating altitude.”

Drake says that the company’s customers are also de-
manding lower noise levels. She notes that Pratt & Whitney 
has taken measures to reduce APU noise, including making 
design changes to the compressors and combustor, as well 
as developing better acoustic suppression materials inside 
the installation inlet/ducts where the APU is installed in the 
aircraft.  

The fi nal demand from today’s customers is, of course, 
to reduce emissions. Pratt and Whitney’s new APUs, Drake 
informs, are made to withstand higher temperatures, incor-
porating advanced materials for hot section parts, because 
hotter temperature operations result in lower fuel burn. 
“The APS5000 is the industry’s fi rst all-electric APU for large 
commercial aircraft. It emits 10 per cent fewer emissions 

Pratt & Whitney’s tailcone APS5000 APU

“Go Green on 
Ground means 

aircraft captains can 
shut down the on-
board APU as soon 

as possible after 
docking at the gate

Poul Elvstrøm, 
AXA vice president international sales

AXA power coil and PCA unit at Melbourne International Airport
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and is 50 per cent quieter than current Boeing 767 APUs,” she enthuses.
A further trend in the market, she continues, is the move towards offering 

more integrated support solutions on an hourly basis. Pratt & Whitney has 
started to offer all-inclusive support, which covers maintenance and spares, 
at an hourly rate based on APU operational hours. “This arrangement allows 
operators to accurately predict operating costs and save money. We also offer 
24/7 worldwide customer support to ensure timely product support and issue 
resolution,” Drake adds.

Looking to the future, Pratt and Whitney believes alternative sources of 
power could play an increasingly important role and the company has been 
ploughing a lot of resources into studying both electric fuel cells and plant-
based fuels. “The hydrogen-based electric fuel cells look promising because 

they have the potential to benefit airplane efficiency and lower emissions,” 
she says. “We’re also looking at using plant-based bio-jet fuels and synthetic 
fuels. We’ve conducted significant tests, and plan further tests because we’ve 
found that our APUs can operate well with bio-fuels.”

DEVELOPMENTS IN GPU TECHNOLOGY

Manufacturers of GPUs have also had to pay attention to the green agenda. 
AXA Power, Hobart, Houchin and Trilectron are all well-known brands that 
belong to Illinois Tool Works (ITW), a manufacturer that has introduced what 
it calls its ‘Go Green On Ground’ strategy. This involves getting external 
400Hz solid-state power units and pre-conditioned air units (PCAs) to take 
over the role of the aircraft APU while the aircraft is parked at the gate. 

The benefits of a concept such as Go Green On Ground are regarded as 
increasingly beneficial because many airport operators have restricted the 
use of aircraft APUs in order to reduce carbon dioxide emissions and noise. 
It also means substantial savings on fuel and APU maintenance for airlines. 
Industry reports suggest savings of as much as £100,000 (US$150,000) per year 
for each gate.   

Poul Elvstrøm, AXA vice president international sales, remarks: “Go 
Green on Ground means aircraft captains can shut down the on-board APU 
as soon as possible after docking at the gate, and APU carbon emissions can 
be reduced by as much as 85%. For airlines, this is crucial in helping them to 
avoid exceeding their emissions quotas. If that happens, they can be forced to 
buy special emission permits, or accept fines for every excess ton of carbon 
dioxide emissions.”

A major development in the GPU world has been the change from air-
craft requiring a power factor ratio of 0.8 to newer aircraft, such as the A380 
and the B787, that require a power factor ratio of 1.0. As a result, instead of 
delivering 72kW in the case of a 90kVA converter, the requirement is now 
90kW. “Year-by-year, we notice an increase in the market demand for 90kVA 
power supplies for airport installations,” observes Vibeke Bo Hansen, market-
ing manager at AXA Power. 

Hansen sees a promising future for the GPU market because of the APU 
restrictions that are already in place at half of Europe’s airports. “The restric-
tions are driving the market away from the use of APUs to GPUs. In the Middle 
East and Far East, APUs are still commonly used, and also diesel units are 
widely used. But we see steps towards bringing in APU bans in those markets 
which will increase the demands for solid-state equipment of all kinds – not 
just GPUs and PCAs,” she concludes. 

EGTS technology allows aircraft to avoid 
using their main engines during taxiing 
and instead to taxi autonomously using 
electrical power

Fluid Transfer International (FTi) have been manufacturing 
aviation refuelling vehicles for World Wide Civil Aviation 
operators, Oil companies and defence organisations since 1967.

Tel: +44 (0)1453 833 381 | Fax: +44 (0)1453 833 529
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Aircraft icing can be a killer; the aviation de-icing business may 
be relatively small, but is absolutely essential if commercial 
aircraft are to continue to take to the skies despite the worst that 
winter can throw at us

Keeping aircraft in the 
air in extreme weather
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Gary Lydiate is CEO of 
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Meeting the ever-changing needs of customers is of course a full-time 
occupation for any supplier. Kilfrost supplies to airport authorities (Frank-
furt-Main’s Fraport, for example), airlines (such as KLM) and to third-party 
service providers (among them handlers Swissport and Servisair). These 
all have slightly different needs of course, in terms of volumes and types 
of fluid required, as well as very different capabilities to handle and store 
the materials.

This last point is important – some airports, for example, can store far 
more de-icing fluid than others, and the frequency of deliveries required 
over the winter months will differ markedly as a result. Moreover, for any 
customer, predicting the harshness of a coming winter and as a conse-
quence the amount of de-icing fluid that it will need, is incredibly dif-
ficult. Thus, in almost all cases, Kilfrost will be asked to supply a certain 
quantity of fluid up-front pre-wintertime and then be asked to top up 
stocks as the season progresses.

Hence, says Lydiate, “logistics is everything” – making sure that the 
fluid turns up where it should, when it should. That may involve, as it 
did recently, Kilfrost supplying 1,000 tonnes of de-icing product to a 
European airport just to tide it over a single four-day severe weather 

event. If that ability to react quickly or the delivery 
system fails, airports will feel the effects very quick-
ly indeed and facilities might even have to suspend 
operations as a result.

The company has about 30% market share, Lydiate 
estimates. Not bad, for a relatively small company 
compared to the aviation de-icing specialist divisions 
of big corporate concerns like Dow in the US. But, he 
insists, Kilfrost continues to set the ‘Gold Standard’ in 
the aircraft de-icing business.

DE-ICING UNITS

As important to the aircraft de/anti-icing process as 
the fluid is the equipment used at airports to spray 

the mixture safely and effectively over snow and ice-
covered aircraft. One of the leading suppliers in this 
sector is Sweden-based Safeaero.

It is perhaps best known for its one-man de-
icing units, most notably its 220 series vehicles, 
all of which are crewed by just one operator. That 

means cost savings and simplicity of operation, 
plus no safety concerns that might arise when more 
than one individual – ie, a driver and an operator – 
is involved.

Furthermore, all of the 220 series units are built 
as purpose-designed de-icing units. Indeed, that is an-
other key differentiator of this line, says Safeaero’s 
sales manager Michal Hak. Many of the company’s 
competitors offer standard truck-based chassis on 
which they mount de-icing booms and operator’s cab-
ins – but with Safeaero’s 220 vehicles, everything is 
purpose-built from scratch.

Of course, there is a price to pay for this, but 
the long-term return on investment can be well 
worth the initial outlay. Safeaero also offers a 
cheaper, truck chassis-based system called Ty-
phoon, as well as a smaller 210XXS model more 
suited for smaller airports catering to diminutive 
aircraft such as turboprops.

Perhaps Safeaero’s biggest customer is KLM, which 
acquired 27 220 series units for use at its home hub 
of Amsterdam Airport Schiphol, but other customers 
include Scandinavian carrier SAS, Vienna Airport and 
Swissport. Interestingly, each type of customer tends 
to prefer a different type of de-icing unit. The han-
dlers, often charging according to the volume of de-
icing fluid sprayed, will tend to go for cheaper models 
such as Typhoon. The airlines and airports may well 
opt for the 220 services units, which are more expen-
sive but will also  more efficient in terms of minimis-
ing the levels of glycol used and are faster – allowing 
a more rapid throughput of aircraft in and out of the 
de-icing process.

Hak identifies two big trends in on-airport de-ic-
ing today. The first concerns glycol, and its high cost. 
Equipment suppliers such as Safeaero are keen to 
limit the quantity of glycol that their customers will 
have to expend, and Hak points to the fact that his 
company’s de-icing equipment allows a ratio of glycol 
to water sprayed as low as 4% (and as high as 70%) for 
the first stage of an aircraft’s de-icing and anti-icing 
process – when the equipment is used to spray de-
icing fluid in order to wash the snow and ice from an 
aircraft’s surfaces.

For the second stage of the process, anti-icing, dif-
ferent blends of 50, 75 or even 100% anti-icing Type 
II and IV fluid mixtures can be sprayed by Safeaero 
units (the different ‘Types’ of aviation de-icing fluids, 
denoted by the Roman numerals of I to IV, are each 
used to provide different levels of protection on dif-
ferent types of aircraft). This is made possible by the 
equipment incorporating three separate tanks, for 
water, de-icing fluid and anti-icing fluid.

Also part of the effort to minimise the use of 
glycol in the de-icing/anti-icing process is the use 
of forced air de-icing. Blowing over a snow-covered 
aircraft saves significantly on the need for water or 
chemicals as a first stage in the de-icing and anti-
icing process; the function can also be performed 
at the gate prior to leaving the stand, allowing time 
to be saved during the chemical anti-icing that has 
to take place off the stand, usually at a remote loca-
tion on the way to the runway. To this end, Safe-
aero’s 220 series and Typhoon units can use forced 
air for the initial phase of snow and ice clearing, 
Hak notes.

We don’t just set the
standard, we raise it.
Five-star products are at our heart and we’re 
proud of our reputation for continually raising 
the benchmark through innovation. For quality 
that you can trust visit kilfrost.com 

ice clear vision
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Kilfrost Limited 4th Floor  Time Central  32 Gallowgate,
Newcastle upon Tyne  NE14SN  UK    T +44 (0)1434 323 184
Kilfrost, Inc. 6250 Coral Ridge Drive, Suite 130, Coral Springs,
Florida 33076 USA T +1 954-282-5050  
www.kilfrost.com

Kilfrost (Beijing) Trading Co., Ltd  
2709, China World Office 1, No. 1 Jian Guo Men Wai Avenue,
Beijing,100004, China. T +86 10 6535 4020

www.kilfrost.cn

Michal Hak of 
Safeaero
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Another important supplier of de-icing equipment to 
the aviation community is Global Ground Support of 
Kansas in the US. Global Ground Support offers a range 
of GSE, from ground power units to de-icing vehicles 
and equipment. The latter are designed, says Global, for 
simplicity of use, ease of maintenance and reliability.

Various de-icers within the portfolio can handle aircraft 
sizes from small regional models to aeroplanes as large as 
the A380. All its de-icers make use of conventional heated 
Type 1 fluids for de-icing, while on most of its models 
undiluted anti-icing Type IV fluids can be sprayed from 
a second, separate tank using a positive displacement 
pump.

One of Global’s de-icers, of which it is very proud, is 
called Orion. This has “year-round usability”, being able to 
combine other functions in the same piece of equipment 
– as well as de-icing the tail of an aircraft as large as a 
B747 (its basket can reach a height of nearly 15 metres), 
it can also act as a pushback vehicle for aircraft as heavy 
as B737s and A321s and can, once the quick-release basket 
is detached and the appropriate attachment installed, act 
as a forklift or crane with up to an 8,000 pound lifting 
capacity.

No change in the set-up of the vehicle is required for 
aircraft pushback, so Orion can de-ice an aircraft and then 
be used to push the aircraft off the gate. To make the 
necessary changes for Orion to serve as a forklift or crane 
takes only 10 minutes.

Global has worked hard on what it calls AirPlus, a 
forced air system that allows operators to use significantly 
less fluid than would otherwise be the case if only 
spraying glycol. And the company has also developed a 
new de-icing telemetry system called MIDAS. It is being 
installed in four units with Sun Country Airlines at 
Minneapolis - St Paul International Airport.

Clearly, this is one de-icing equipment manufacturer 
that is looking to provide a whole range of systems for 
its customers in an effort to maximise efficiency and 
minimise costs.

De-icing support KLM has 27 Safeaero 220 model de-icing vehicles 
in use at Amsterdam Airport Schiphol

The second noticeable trend in aircraft de-icing that 
he identifi es concerns achieving greater cost-effi ciencies 
through the use of telematics and centralised co-ordinating 
systems. Safeaero’s web-based offering, which the company 
calls the Deicing Management System, not only allows each 
vehicle and operator unit to send back data on what fl uid it 
has sprayed and in what quantities, but also allows Safeae-
ro’s de-icing co-ordination centre to instruct each individual 
operator on what he should be doing and when. All the rel-
evant information is stored on a database and can be recalled 
and analysed for later study with a view to identifying fur-
ther effi ciencies. 

According to Hak, demand for Safeaero’s de-icing units is in-
creasing, largely due to a larger number of handlers – itself the 
function of new regulations that called for greater competition 
amongst service providers at airports by abolishing handling 
monopolies at gateways – requiring more equipment. The fact 
that air traffi c continues to grow over time will also mean more 
demand for de-icing units, he points out. 

Global has worked hard 
on what it calls AirPlus, 
a forced air system that 
allows operators to use 
signifi cantly less fl uid than 
would otherwise be the 
case if only spraying glycol

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 
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T
REPEL Airport Equipment puts quality at the top of its priority list, ex-
plains the company’s sales director, Carsten Schimkat. It is one reason why 
it continues to manufacture all its GSE in Germany – “not that common 
anymore,” he notes – and why indeed it continues to manufacture at all, 

rather than sub-contract that work and simply handle fi nal assembly; this way, all 
quality control is retained in its hands, Schimkat notes.

While its products may be of the highest quality, they are also designed and 
manufactured to be relatively simple, in order to make them easy to maintain. Cus-
tomers lacking sophisticated repair shops can still maintain their own equipment, 
he observes.

They are also produced so that they are comfortable to operate. Thus, for ex-
ample, the tractors are designed with an ergonomic cabin, while a hydro-pneumatic 
front-axle system offers the best possible driving comfort (as well as having some-
thing of a safety benefi t).

Effi cient after-sales service adds value to the product – “We put a lot of focus on 
this,” Schimkat insists. Spare parts are made available at short notice and individuals 
from a large team of TREPEL fi eld engineers criss-cross the globe to assist customers 
wherever and whenever needed. 

Delivering GSE to more than 100 countries right around the world, TREPEL is cer-
tainly doing much that’s right. Yet it is not resting on its laurels. Always attempting 
to retain a competitive edge, it regularly upgrades its products in order to incorpo-
rate the latest in available technology.

NEW PRODUCT

The manufacturer is also not lacking when it comes to introducing new models of 
GSE to the market. Its latest offering is the Challenger 150, a small pushback tractor 
that comes “at an attractive price”, informs Schimkat. Capable not only of towing 
the world’s huge fl eets of B737s and A320 family aircraft, they can also handle air-
craft as large as the B767-300. There’s been a lot of interest in the Challenger 150, 
which was only placed on the market earlier this year.

According to Schimkat, other new conventional pushback tractors will be added 
to the TREPEL portfolio over the course of the next six months or so. And also on the 
drawing board is a re-design improvement of the fi rm’s CHAMP 35 loader, a small 
unit intended for the handling of small containers such as LD2s and LD3s.

It’s been a good year so far for TREPEL sales, he insists, with no sign of the eco-
nomic downturn affecting its equipment’s popularity. Indeed: “It could be one of our 
best,” he says. And further growth is expected soon. 

Airside International talks to TREPEL and fi nds out how the 
German company has positioned itself as a high-end provider 

of loaders and pushback tractors

Moving forward 
with TREPEL
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The Challenger 150 in 
cabrio form; the Challenger 

150’s hydro-pneumatic 
front-axle suspension is 
said to provide the best 

possible driving comfort for 
the operator (right)

TREPEL’s new Challenger 150. Designed to readily 
handle narrow-bodies such as the B737 and A320, it 
can also push out an aircraft as heavy as the B767-
200/300 at maximum ramp weight (left)
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W
HAT WERE THE HIGHLIGHTS OF INTER AIRPORT EUROPE 2011? WILLT

YOU BE BUILDING ON THOSE FOR 2013?

For the airport industry, inter airport Europe 2011 was an im-t
portant industry event. Held some three years after the global 

economic crisis (hit), the exhibition sent positive signals for the airport in-
dustry. The show had grown in size, as well as exhibitor and visitor numbers, 
compared to the 2009 event and everyone was more optimistic again. A large
number of newly developed and enhanced airport equipment was on display, 
and visitors were prepared to invest again on a larger scale.

For this year’s inter airport Europe we are able to announce further t
growth. Compared to the previous event, inter airport Europe 2013 has con-t
siderably grown in size, in particular in the outdoor area. Exhibiting com-

This year’s show in Munich 
runs between 8 and 
11 October. The event 
continues to grow and 
Mack Brooks Exhibitions’ 
inter airport Europe show 
director Nicola Hamann 
explains the secret of its 
success 

All set for inter airport Europe

Brenda Aremo, managing director of TWIGA AERO
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panies who will present their large-scale equipment and vehicles in the 
outdoor area have booked 20% more stand space for this year’s show. Four 
months ahead of the event, the indoor area in halls B5 and B6 of the Mu-
nich Trade Fair Centre were already almost fully booked.

This strong demand for exhibition space seems to reflect a currently 
positive outlook for the airport industry that is due in large part to an 
overall increase in passenger figures, mainly in emerging markets. How-
ever, everyone in the airport sector is aware of the economic situation 
remaining fragile. 

HAVE YOU ANY EXPECTATIONS FOR VISITOR AND/OR EXHIBITOR 

NUMBERS THIS YEAR?

More than 600 exhibitors from over 30 countries have booked their stands 
at inter airport Europe 2013. This is about the same number of exhibitors 
as the previous event. Given the growth in floor space of this year’s event, 
it shows that exhibiting companies will present themselves with larger 
stands, in particular in the outdoor area. For visitors, this means that 
they will be able to expect even more large-scale equipment and live dem-
onstrations of new products and systems at this year’s show. We can also 
once again expect a large number of trade visitors at this year’s event. A 
total of 12,641 visitors from 119 countries attended the 2011 show.

WHAT, IN PARTICULAR, DO YOU THINK THE SHOW WILL OFFER FOR 

SUPPLIERS OF GROUND SUPPORT EQUIPMENT?

The increase in floor space in the outdoor area at this year’s exhibition 
as well as the almost fully booked indoor area of the event demonstrates 
that, amongst GSE manufacturers and suppliers, inter airport Europe is 
renowned as the major platform to present their equipment and tech-
nologies to a professional audience from all over the world.

The exhibition attracts professionals from airports, airlines, air cargo 
carriers and aviation support businesses ready to invest in innovative so-
lutions across all areas of ground support equipment – from aircraft, pas-
senger, cargo and baggage handling to rescue systems and consumables.

AND FOR GSE USERS/OPERATORS?

All involved in the airport industry, and GSE operators in particular, are 
facing challenges such as increasing energy costs, stricter environmen-
tal standards and the need to continuously adapt capacity to demand. 
Operational efficiency together with the improvement of the environ-

One partner for 
all your entrances
ASSA ABLOY Entrance Systems offer a total entrance 
solution for your airport openings. We are the world-
leading provider of a wide range of safe, convenient, 
reliable and energy-efficient automatic entrance 
solutions. 
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 High-performance door solutions
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Meet us at the InterAirport show! 
Hall B5, stand 1431
Welcome!
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Already confi rmed as exhibitors 
at inter airport Europe are big 
names in the GSE business and 
airport equipment supply such as:

ADB AIRFIELD SOLUTIONS

AEBI SCHMIDT

AIRSIDE GSE

AMSS

ATG AIRPORTS

CHARLATTE MANUTENTION

DOUGLAS EQUIPMENT

GOLDHOFER

JBT AEROTECH

MALLAGHAN

POWER STOW

TBD

TCR

TLD

TREPEL

VESTERGAARD

And, of course, Airside International 
will be there. A full list of the 
exhibitors can be found on the 
inter airport Europe website at: 

http://www.interairport.com/europe/
english/exhibitor-list/

A big turnout
mental impact of airports are key issues for GSE operators. inter airport 
Europe 2013 will present solutions to tackle these challenges. Through 
new and improved equipment and technology, exhibiting companies of-
fer tangible solutions with a direct impact on fuel and carbon emissions 
reduction and that offer a more flexible approach to managing passenger 
and freight capacity. 

For industry professionals the exhibition is an excellent opportunity 
to get an overview of trends and to source the latest products and servic-
es, ranging from electric vehicles and environmentally friendly runway 
cleaning solutions to intelligent traffic and operations management sys-
tems. Designed to minimise costs and save on environmental resources, 
the equipment and systems on display can make an enormous contribu-
tion to increasing the revenues of those working at airports of all sizes. 

IT’S BEEN A DIFFICULT FEW YEARS FOR THE AVIATION INDUSTRY; 

IS THIS A GOOD TIME FOR A BIG SHOW LIKE INTER AIRPORT EUROPE?

The economic outlook for the airport industry remains fragile. However, 
the figures for this year’s leading international exhibition in this indus-
try sector demonstrate that companies are looking ahead with optimism. 
Manufacturers are investing in research and development in order to pro-
vide the industry with innovative equipment and practical solutions, and 
airport operators are continuously seeking to enhance their airports with 
efficient, passenger-friendly and environmentally sustainable technology.

Let’s also not forget the large number of projects for airport expan-
sion and new constructions that are currently under way – and not only 
in growth markets such as Russia, China, South-east Asia and Brazil. 

WHAT DO YOU THINK SETS INTER AIRPORT EUROPE APART FROM 

OTHER SHOWS IN THIS BUSINESS SPACE?

inter airport Europe is the world’s leading trade show for airport equip-
ment, technology, design and services. Within the aviation industry, the 
exhibition is renowned as a one-stop-shop for airport professionals from 
all over the world. With its comprehensive range of equipment and ser-
vices for ground handling, terminal operations, airport IT and airport 
design, the exhibition attracts a global audience of industry specialists 
from airports, airlines, air cargo carriers and aviation support. The show 
is unique, as there is no other industry event of this dimension covering 
such a comprehensive choice of exhibits for terminals, terminal-adjoin-
ing facilities, runways, aprons and hangars. 
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N
AS is growing fast. From its introduction as the first private ground 
handler at Kuwait International Airport, it has expanded steadily to
now operate across 10 different gateways in Kuwait, Jordan, the UAE 
and India. Its customers include some of the world’s biggest carriers, 

airlines such as British Airways (IAG), Emirates, Etihad, Qatar Airways, Lufthansa, 
United and Turkish.

When it comes to GSE, the handler’s fleet takes in “just about everything you
can think of”, says Bruce Richterkessing, global chief operating officer for NAS. 
From apron buses to pushback tractors and passenger stairs, from GPUs and start-
er units to forklifts and maindeck loaders, the handler pretty much has it all, he
notes.

While its extensive inventory of equipment is obviously added to on an as-
needs-be basis – when NAS starts up at a new station, for example, or is required 
to handle an additional carrier or extra flight frequencies at a current location – it 
also assesses its GSE replacement needs on at least an annual basis.

Fleet replacement is an ongoing consideration, but the decision-making pro-
cess is mostly concentrated in NAS’s budgeting period of late summer/early au-
tumn, Richterkessing says, when factors such as the recorded age of GSE units and 
the previous year’s maintenance log for all units are considered when assessing
replacement requirements.

“Of course, we try to get the maximum utilisation out of our equipment,” he 
says, “as long as it is economically viable (taking into account any increasing costs 
of maintenance) to do so.” And, when it comes to ensuring a long life for GSE 
units, “It’s all about maintenance,” Richterkessing notes.

NAS conducts most of its own maintenance in-house and makes use of IBM’s
sophisticated Maximo inventory maintenance and lifecycle management software 
to get the most from its GSE. Maximo is “a big investment, but well worth it”, he 
believes.

SPECIAL NEEDS

When it comes to choosing the right GSE, there’s a lot to bear in mind, for NAS as
for any handler. The company has two, or maybe three, preferred suppliers in each
class of GSE, Richterkessing informs, pointing out that concentrating on a limited
line of different vehicle and equipment types not only saves on maintenance costs
but also will mean greater reliability, easier training requirements and improved 
safety levels. “That doesn’t mean we don’t look at new lines of equipment as they 
become available,” he declares, but there are significant benefits to standardising
on a limited number of manufacturers and their specific product ranges.

Safety & Quality
begin and end on the ground

consulting@twigaaero.com
www.twigaaero.com

Airside International talks to Kuwait-headquartered handler 
National Aviation Services (NAS) about its GSE needs and 
procurement strategies

GSE buyer interview

Brenda Aremo, managing director of TWIGA AERO
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NAS has some equipment requirements that are perhaps fairly dis-
tinct to this particular handler, functions of its business model and op-
erating environment. Given its work in the Middle East especially, heat 
and dust are big problems. NAS’s GSE has to be able to stand up to the 
ongoing wear and tear that results from these practically ever-present 
environmental factors, hence Richterkessing’s preference – for instance 
– for certain specifications of engine type that can cope with harsh cli-
mate conditions. NAS doesn’t modify equipment itself: “We find the 
right specification that suits us and go with that,” he informs.

NAS handles wide-bodies and narrow-bodied aircraft, so the range of 
GSE it acquires and uses varies widely, from small towable ground power 
units to big, maindeck loaders and truck-mounted air-conditioning and 
starter units. All of the equipment is very robust, a not-unimportant con-
sideration given the quality of some of the service roads on which NAS’s 
equipment must move.

Moreover, “I’m a big believer in ‘you get what you pay for’,” Richter-
kessing says. While the initial investment may be a little higher, opting 
for high-quality GSE that can stand the rigours of both the harsh operat-
ing climate and rough roads means long-term savings, not least in terms 
of lower ongoing maintenance costs, he believes.

Another major consideration in the GSE procurement process can be 
a specific customer requirement. For example, many carriers are now 
insisting their handlers meet certain criteria relating to minimising the 
impact of their operations on the environment. The ‘green’ factor will 
thus be important, and the move, for example, towards electrically pow-
ered equipment is growing in momentum at NAS as well as at other 
handlers around the world.

Finally, it’s important to see what the competition is up to, Richter-
kessing says. Carrier clients, actual and potential, will come to an NAS 
station to assess its GSE inventory, and it has to square up not only on 
its own merits but against those of the competition. After all, he con-
cludes: “Along with their human resources, the backbone of a handler 
is its GSE.” 

Power Stow  
Rollertrack Conveyor
The Versatile Belt Loader Extension

A powered rollertrack extension built into  

an existing, ground based belt conveyor.  

Facilitating the loading and offloading of 

passenger baggage inside the aircraft cargo 

hold.

– Reduced manpower requirement
– No additional weight during flight
– Faster loading and offloading
– Enhanced working environment
– Fast pay-back, low operating costs
– Easy access to all parts of the cargo hold
– Special roller design for exceptional stability
– Easy to use
– Robust, easy to service and maintain

Visit www.powerstow.com for more information and live video demonstration!

See our Live Demo  (Booth #1311) at the International Airport Expo, Las Vegas Sept 25th – 27th

From left to right: NAS passenger stairs ready for use; Bruce Richterkessing is the handler’s global COO; NAS has a broad range of GSE, whether towed or self-propelled
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What’s new in the airside world?AIRSIDE UPDATE
dnata City a step closer to reality

This summer saw a ‘topping-out’ ceremony at London Heath-
row International airport to mark the progress made on dnata 
UK’s Heathrow Cargo Centre. Amongst the big names there 
were dnata UK CEO Gary Morgan and Gary Chapman, president 
dnata and group services.

The Cargo Centre is scheduled for completion in November 
and involves an investment of more than £100 million over the 
life of the facility. Dnata exchanged contracts with the Airport 
Industrial Property Unit Trust (AIPUT) – an owner and manager 
of airport-related industrial warehouses – in January this year to 
commit to the logistics park. According to AIPUT, it will deliver 
over 19,045 square metres of area in three customised ware-
house units, a facility that represents Heathrow’s “largest pre-
let to a cargo and aviation-related operator for over 12 years”.

MUNICH SHOW TO MARK THE 
REBRANDING OF COBUS

The occasion of inter airport Europe in October will mark the 
completion of the rebranding process of airport bus manufac-
turer CONTRAC GmbH to the new identity of COBUS Indus-
tries GmbH. According to Andreas Funk, the company’s sales 
director, by the time of the Munich event all elements of the 
rebranding will have been put into place and ‘CONTRAC GmbH’ 
will be a thing of the past.

Port of Seattle adds PC air units

In August, the Port of Seattle revealed that it had gone live with 
a new pre-conditioned air (PC air) plant that delivers pre-con-
ditioned air through 15 miles of pipes to each of the airport’s 
73 gates. PC Air heats or cools the aircraft during boarding and 
deplaning. It allows aircraft to shut down their auxiliary power 
units, which emit carbon dioxide gases and other emissions, 
and add to airline fuel costs.

With this new service, the gateway predicts that customer 

airlines will be able to save more than US$15 million in annu-
al fuel costs and that the gateway will reduce greenhouse gas 
emissions by 40,000 tonnes – the equivalent of taking 8,000 cars 
off the road. 

“Pre-conditioned air is truly a win-win for the airport, air-
lines and the surrounding community,” says Elizabeth Leavitt, 
director of planning & environmental management at Sea-Tac 
(Seattle-Tacoma) International Airport. “This long-range invest-
ment by the airport will save money for the airlines, reduce our 
carbon footprint, clean the air of emissions and reduce noise for 
our neighbours.”

Aviramp delighted with award recognition

Aviramp, a Telford, Shropshire-based manufacturer of air-
craft stairs, has been recognised for its innovative approach 
to the design and production of its range of GSE. June saw 
Aviramp scoop the Made in the Midlands ‘Innovative Manu-
facturer of the year for Insider Midlands Businesses’ award 
as well as the Shropshire Chamber of Commerce’s business 
award, again for innovation.

Aviramp’s stairs have been sold around the world, 
in countries across Europe, in Japan, the US and Australia.

Lufthansa Cargo boosts energy effi ciency

Germany’s Frankfurt-Main Airport-based Lufthansa Cargo is 
lowering its energy costs by taking 40 existing electrically 
powered GSE vehicles out of service and replacing them with 
new, more energy-effi cient models. A total of 31 new electric 
forklifts and nine electric tractors began going into service at 
the end of July and the freight carrier was expecting – at the 
time of writing – for most of the vehicles to be in service by 
the end of August.

According to Bettina Mörth, Lufthansa Cargo’s environmen-
tal offi cer: “With the same performance, the new industrial 
trucks use around 14 percent less energy than their predeces-
sors. They operate much more effi ciently and can be used lon-
ger before the battery needs changing.”

Lufthansa Cargo has a total of more than 120 of these types 
of what it calls ‘industrial trucks’. With the one exception of 
a vehicle designed to transport particularly heavy loads of be-
tween 9 and 12 tons, all of them are electrically powered.

Birmingham lays out ambitions for expansion

Birmingham Airport has big plans. June saw it release a vi-
sion for the future – Great Airport for Great Cities – that 

See us in Hall B6, stand 733 at 

Inter Airport Munich, 8 – 11 October 2013

Oshkosh inks deal with Terberg DTS

Specialist vehicle supplier Terberg DTS (UK) 
has agreed a deal with North American vehicle 
manufacturer Oshkosh Corporation that will 
see Terberg act as the Wisconsin-based giant’s 
UK and Ireland representative for airport fi re 
fi ghting and rescue and industrial vehicles.

Terberg’s Fire and Rescue Division will 
now sell all Oshkosh and Pierce airport prod-
ucts throughout the UK and Ireland; it will 
also provide after-sales support and a full 
parts service.

In other Oshkosh-related news, in June 
Birmingham Airport unveiled its new fl eet of 
Oshkosh Striker fi re tenders. The fi ve vehicles 
represent a multi-million pound investment 
on the part of the UK Midlands gateway. And, 
in August, Oshkosh announced that its 1,000 
Striker Aircraft Rescue and Fire Fighting (ARFF) 
vehicle had been placed into service; it joined 
the existing ARFF fl eet at Las Vegas’ McCarran 
International Airport. 
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could see the gateway expand to enable it to handle up to 70 
million passengers and 500,000 air transport movements a 
year. Part of the strategy is a second runway that would be 
built “only when demand requires it and/or in response to 
government policy”.

According to the airport, this long-term vision is in line 
with the UK Airport Commission’s questions regarding the 
need to grow the country’s airport capacity and its remit to 
recommend how any necessary growth might be achieved.

According to Paul Kehoe, Birmingham Airport CEO: 

“Great cities like Birmingham deserve great airports. In 20 
years’ time British air travel will double and it is widely ac-
knowledged that all the country’s long-haul traffic cannot 
be routed through one airport in West London.

“Instead, we believe that the best thing for UK aviation is 
to create a network of long-haul national airports, each sup-
porting the comparative economic advantages of that region 
to boost trade, foreign investment and tourism.” 

ASIG acquires assets of 
Gategroup at LHR and LGW

Orlando, Florida-based aviation services provider ASIG has 
acquired the assets of Gategroup’s aircraft cabin cleaning, de-
icing and aircraft exterior washing business at London Heath-
row and its de-icing and aircraft exterior washing business at 
London Gatwick.

ASIG said that it will be supported by its sister company, 
Signature Flight Support, in operating the newly acquired capa-
bility at Gatwick.

Etihad agrees global partnership with WFS

Etihad Cargo has certifi ed ground handling services provider 
Worldwide Flight Services (WFS) as a Preferred Handling Part-
ner (PHP). WFS revealed the two-year certifi cation had been 
awarded in June; it initially covers the Etihad Cargo stations 
in London, Brussels, Paris, Bangkok, Washington and Seattle.

As a PHP, WFS said that it had shown it can “meet the 
high service performance standards of Etihad Cargo”. It 
must measure up to specific performance levls in the ar-
eas of safety, security management, regulatory compli-
ance, training, IT interfaces, business planning and risk 
management.

David Kerr, Etihad Airways vice president cargo, com-
ments: “The Etihad Cargo-WFS PHP deal will standardise 
the product and service we jointly deliver, strengthen our 
network operations, and will enhance the reliability and 
quality of ground handling service to our customers.” 

Berlin Cargo Center open for business

The newly built Cargo Center on the site of Berlin Brandenburg 
Airport was offi cially inaugurated in July, and the facility then 
opened for business on 1 August. The fi rst aircraft to employ the 
services of the new facility operationally was a UPS freighter.

Directly connected to the apron by way of its own access 
control point, already in situ are tenants such as handler WIS-
AG Cargo Service Berlin-Brandenburg. 

Of course, until such time as Berlin Brandenburg Airport 
itself becomes fully operational, which will not now be until 
next year at the earliest, only limited work can be undertaken 
at the BER Cargo Center. Matthias Platzek, minister president 
of the state of Brandenburg and chairman of the Supervisory 
Board of Flughafen Berlin Brandenburg, is putting a brave face 
on things however, saying: “The opening of the Cargo Center 
clearly shows that fundamental parts of the airport have al-
ready been completed and are operational.

“It is therefore only logical that such areas be put into ser-
vice. By doing so we are sending out an important signal to the 
region,” he noted.

Hartmut Mehdorn, CEO of Flughafen Berlin Brandenburg, 
adds: “We are commencing initial airport activities at BER with 
the Cargo Center, and at the same time we are beginning to 
establish the basic infrastructure that is the prerequisite for suc-
cessful passenger service.

“The Cargo Center also enables us to relieve the freight fa-
cilities at Tegel, which are currently working to the limits of 
their capacity. The overriding goal, however, is to put BER into 
operation successfully and promptly.”

The current hope is that Berlin Brandenburg Airport will 
fi nally open for full fl ight operations in 2014, but no more exact 
date is currently being given by its operator.




