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A BBJ cabin refurbished by ALTEA

Refreshed and Refurbished

With relatively little pre-owned inventory available and lengthy wait times for new aircraft

deliveries, many business jet owners are choosing to refurbish rather than buy, as ALTEA

partners Michael Hoby Andersen & Robin Dunlop reveal

ading from memory though

it might be, the Covid

pandemic caused a shift

in the habits of business

aviation users, creating

unprecedented demand
which, while it has settled to a new
normal, continues to affect the industry.
For several months there were so few
business jets on the pre-owned market that
buyers committed to purchases and then
addressed any emerging issues, including
cabin refurbishment.

With expertise ranging from asset
inspection through cabin design to finance,
London, UK-headquartered ALTEA worked
through the crisis. Company partner
Michael Hoby Andersen explains how the
market changed: “The demand surge during
Covid led to a rapid reduction in available
pre-owned private jets and drove prices
to a record high. As market conditions
began to stabilise after the pandemic, more
owners decided to list their aircraft for

sale. However, even though the number of
available aircraft has grown, the percentage
of fleet available globally on the aftermarket
is still limited. Many owners are choosing
to hold on to their assets given recent price
stability, while supply chain challenges
mean OEMs are still catching up to meet
the demand for new production jets. In
summary, while inventory has risen since
the peak demand during Covid, pre-owned
options remain below historical averages in
terms of fleet proportion overall.”

The limited pre-owned inventory
and long wait times for new jets have
encouraged some owners to invest in
cabin and connectivity upgrades instead
of buying new or replacement aircraft.
“ALTEA has seen that upgrading cabins
and improving connectivity is becoming
ever more popular among business aircraft
owners,” Hoby Andersen confirms.
“By investing in a modern CMS [cabin
management system| and new IFE
[inflight entertainment] system, installing
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advanced Wi-Fi and satcom, upgrading
seats and interior finishes and even opting
for a new exterior livery, owners can enjoy
a refreshed ‘new aircraft’ experience,
without the significant expense or delay
associated with buying another jet.”
ALTEA founding partner Robin Dunlop’s
background is in aircraft cabin design
and he has worked across a wide range of
bizliners, bizjets and helicopters. Regarding
exterior paint, he says: “External paint is a
well-oiled request for ALTEA. We have a
dedicated in-house design studio in London
which can suggest design concepts, and
good links with several paint shop facilities.
They appreciate the quality of our design
work and that we run through the technical
aspects with owners, making sure designs
are compliant with regulations and feasible
to apply. These requirements can vary
between aircraft types, so we keep up to
speed with the OEMs’ latest requirements
on new and older models. One key aspect
is creating CGI imagery for the owner so



they can see any proposed design from all
angles before we commit; this allows the
paint facilities to see the ambition and make
sure they can quote accurately for the whole
paint refresh. We can then oversee the
design’s application by the paint technicians
and support them in interpreting the design
and in any last-minute adjustments that
might be needed.”

Refurbish to sell

The very fact that there is pre-owned
inventory shows that some owners are
choosing to sell, however and, in this

case, Hoby Andersen says many invest in
upgrades to enhance or retain a competitive
resale value as the pre-owned market slowly
expands. He continues: “A business jet with
modified cabin and upgraded CMS/IFE and
connectivity systems can be significantly
more attractive to buyers seeking a plug-
and-play solution.

“A well-maintained
aircraft with an
upgraded cabin

will often command
a premium in the
resale market, as
buyers recognise
the value of an
aircraft that doesn’t
require immediate
costly upgrades,
cabin refurbishment
and expensive
maintenance”

Michael Hoby
Andersen, Partner,
ALTEA
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“Of course, an upgraded cabin doesn’t
stand alone. A well-maintained aircraft with
an upgraded cabin will often command a
premium in the resale market, as buyers
recognise the value of an aircraft that

doesn’t require immediate costly upgrades,
cabin refurbishment and expensive
maintenance. From a remarketing
perspective, such a machine is a dream
scenario for ALTEA to list, since it will
stand out among other pre-owned listings.”
While passengers appreciate the latest in
cabin equipment, pilots look for modern
avionics, especially where regulatory
compliance relies on new systems. Dunlop
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notes: “We adopt a broad approach and
make recommendations around cockpit
avionics. These normally come under the
umbrella of what relevant service bulletins
and regulatory upgrades are necessary, or
potentially value enhancing, to the aircraft.
Or what might be needed by a new owner’s
planned operations.”

Those operations ought to be as
sustainable as possible, a responsibility
that falls to every member of the business
aviation industry to fulfil. Or does it?

Is sustainability important to ALTEA’s
customers? And if it is, how is the company
playing its part?
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“I think our customers care,” says
Dunlop, “but the questions are, as with
anything else, ‘at what cost?” and ‘what
compromise? It’s the industry’s job, and for
advisers and designers like us, to support
that opportunity and make sure the costs
and compromises are minimal. If it’s easier
and cheaper to be sustainable then it’s a
no-brainer!

“And sustainability isn’t a new subject.
Several firms specialise in recycling airliner
interiors and for some bizliner cabins where
we might need ten or more business-type
seats and so on, we review what’s available
to identify what might be perfectly useable,




functioning and compliant seating. We then
refurbish the seats, soft goods and décor to
fit our customers’ requirements.

“For more traditional business aircraft
the industry is catching up a bit in terms
of using recycled whole assemblies. On the
other hand, this unique part of the industry
is really accelerating the development
of biomaterials and finding ways to
generate a smaller carbon footprint for
manufacturing. That trickles down into the
supply chain, where we now have a wider
variety of décor materials, for example, that
have sustainability attributes, including
biomaterials, and improved raw material
manufacture or production methods. We all
see opportunities to improve and create a
circular economy and product.”

Beyond sustainability, Dunlop sees
other trends in cabin refurbishment
requirements. “It is evident that owners of
all ages have the internet at their fingertips
24/7 so in many cases they really do their
own research. Identifying what they like
from other designers, interiors already
built, and of course the array of concept
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designs proposed by Al blue sky designers

and futuristic propositions. Our job is to ‘ ‘
look at all those requests, ideas, materials,
and colours and to then create a vision

that will be not only be equally appealing
but also interprets the customer’s wishes
into a concept that can be engineered,
manufactured and installed. We also
consider the customer’s proposed aircraft
operation and make sure we are enhancing
and retaining value and potential resale
prospects. If you make a cabin or exterior
too bespoke and personal, you are simply
diminishing the pool of potential buyers for
the future.

“Connectivity is a definite must for owners
and the rapidly changing landscape of
possibilities and enhanced specifications can
be a bit of a minefield. It depends on your
location, aircraft type and what you expect in
terms of guaranteed performance, customer
support and cost. At ALTEA we have a good
knowledge of what is available and work
closely with preferred partners who can
support us and the owner regarding the best - - ‘
solution for their needs.” m Robin Dunlop, Partner, ALTEA

Your Trusted Partner On The Ground in

= "N ASE

Group

Your Partner On The Ground
EGYPT MOROCCO 17:13

www.asegrp.aero

evaint.com 22



