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Surplus Inventory Solutions

Supply chain challenges have led to a raft of inventory problems,
including holding too much inventory. However, is this the only
cause of a hugely costly problem?

By David Dundas

or ary MRO set-up, lacking parts for an
Fu'lem-er.tud repair it & nightmare and

can |esd to & costly A0S incdent. While
that cast could be finandcal, it could also cost
yau the renewal of & mamienance cantract,
especially if it is ot a ane-off coourrence.

While the solution to such a problem is ta
hold more inventary, that would be fne if it

bassurk Bimnatt, Chied Comewrcial OMcar, Sarfn

wearen't for the Tact that inventory parts are
hugely espensive and you can easly end up
with a situation where yau have invested s
mch money in parts and you can’t afford to
meet the ever-changmg requirernents of the
daily weorking enviranment

It is probably fair 1o say that if there

ware a genune solution to the problem of
parts management and, in particular, sxcess
nvenbory, then it would have been faund by
now, Howager, thare 50t & one-size-hs-all
solution, as swch, bBul thens &re cormpenom isas
that can help reduce the likelibood of
carrying surplus pans, incleding working with
third -party parts’ supphers. Consequently, we
decided to week the apinian of ten industry
professionals to get their take an surplus

imeeritory, its causes and consequences.

To what extent is inventory
surplus driven by
overforecasting vs. operational
uncertainty (e.g., ADG risk,
safety stock buffers)?

Inwentony surplus is typically driven
by & combination of averlorecasting and
operational uncertainty and overforecasting
can lead o slaw-moving ar obbolets stod,
tying up cash and reducing warking capital
efficiency. However, oparational Tactors
such &= Aircraft on Grourd (A0G) risk,
unpredictable dernand and the need for
salely stock buffers are equally important.
Ir awation, the cast of not having a required

L { Inventory surplus is therefore rarely the result of a single

issue. More often, it reflects the balance organisations

are trying to strike between forecast accuracy, service

performance and risk management.})

fames Bennett, Chief Commercial Offrcer, AerFin
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part availabde can be mmediate and
sagnificant, resulting in operational disruption,
delayed maintenance activity and increased
coits. Jarmes Bennett, 000 &t AerFin further
tells us that: "As & result, many arganisations
take a risk-averse appraach, haolding
additianal inventory to protect service levels
and ranemise operational exposure. This
can create & sitwation where sunpus and
shortages coexist within the sarme supply
chain. Inventary surplus is therefore rarely
the result of & sngle isiue. Morns aften,
it reflects the balance organisations are
trying bo stake betwesn forecast acouracy,
service performance and risk management.
Suceessiully managing that balance requires
strang crosi-functional alignment and
digcipdined inventory planning.” Monica
Badra at fero MextGen certainly feals that
surplus irventory & typecally driven more
by aperational uncefamty than by pure
overforecasting, thowgh she acknowledges
that the two are linked. She serses that "In
aviation, A0G exposure, long lesd times,
repanr variability, and regulatory constraints
push srgansations to hald buffers that wauld
be considered excessive in ather ndustries.
The surplus aften appears when thaose
buflers are set without a quantified service-
lewal strateqy [fill rate targets, ortcality
segmentation, and lead-tirme wanability).
Ouerlarecasting becomes the damanant
driver when planning is bated on static
assurngdions (Meet utilisation, removals, shop
findings) and is nat eontineously recalibrated
with actual consumption, relability data, and
repdar cycle performance. The most comman
patterm we see is reasonable salety stock
logic apphed on top of weak inputs, which
compounds into excess A practical fix is o
segment inventory by oriticality and demand
type (routing wi. nan-rautine), than sbign
stacking policies to measurable risk”

Seatt Symington, Chiel Commercial
Officer, AW Group i3 in accord with
both Berinett and Badra in that be
believies: “Surples nventory is driven by
both overforecasting and operational
uncertainty, and the two ane closely linked

Owerlorecasting is often less 8 mistake

and more a responge to the inherant
unpredictabdity of aviation. With ADG
risk always in the background, MROs
understandably bulld safety stock buffers
1o profect service leveli. That's semdible risk
rmanagement, but if market conditions shaft,
those buflers can quickly turn mta surplus.
Wi alio see thig during strong market cychas,
when businesses may deliberately bulk
buy inventory for commercial o financial
reasons. When the industry mevitably cooks
ar demand patterns change, that excess dtack
ro kenger reflects real requirements. The key
is roving away from reactive farecasting
and towards predictive, data-driven decison
rmaking.” He concledes by suggesting that:
“By wming advanced analytics to beter
understand custormer behaviour, turmaround
tirres, and ageing stock, companies can shrile
the right balance, mamtaming essential A0G
cover while avaiding unnedeisary surplus.
That balance is wherne real value B oreated”

Howeser, Harmeah Farugi Directar at
Speriture i mone focused on operational
challenges bemng the major cause of excess
inwerarias beld by airlines and MRO
facilities. He further explains: “The wgency o
solve the immediate maintenance problem
often results in the customens making
sure they order spare units for lleat] or
hiave backup additional parts that their
troubleshooting has indicated could also be
the cause af the probdem. I the exira parts
are nat nesded in the batter cage, the buyerss
hope is to return thern back to the supplier
after the maintenance event, even il there is
& re-stacking lee nvalved. Unfartunatedy, in a
few cases, the extra parts that are no longer
riseded are ‘forgatten’ and end wp in the
inwentory. For the parts ondered a8 possible
spares for fleat, these cocasionally end up as
eprais mvanbary if the OEM has upgraded
the previausly purchased pans 1o a new
part rurmber of modified the unls resulting
in ¢hanging the 'dash number’ (which now
regquares expenge Lo upgrade spares) or the
OEM has redesigned the aircraft system o
prevent fubure Failures.”

Imterestingly, hMorten Espenhen, CO0
at CORAN has & very clear opinion on the

L { Forecasting is a factor that operations can control,
but if not done carefully, can result in over-forecast
and thus surplus stock. Airlines can over-forecast by
censiderably overestimating usage resulting in less
units being installed and more sitting in stock. )

Jedani Cain, Direcior of Repairs, Werner Aero LLC
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connection, or rather ndependence af
overforecasting and operational wncertainty
in relation to irmeentory surplus. Fle states
that “lrventary surplus is entirey driven
by aperational uncertamly and the ek the
airline is willing to take (read; how msch
cash the arfne want to irmest in inventary
o sacure the operation). Overforecasting is
an entirely separate Bwe —overforecasting
is 8 management prablem as alten s&en in
aviation where big private equity companies
try be rum an airline with financial peopls,
rather than having people with the aviation
‘touch'.” Beyond this and to a magor degree,
Dan Trigg, Directar of Sales — Airframe at
EirTrade Aviation sees operabional uncertainty
ai the major culprit for carmging an inventory
surplus, that and also the need o avoid
wnwanted disruptions. "By farecasting
whiat rmeght be required, operators and
MRCKS try bo avosd unwanted and costly
A situations. Forecasting cannot ahways
be 100% accwrate and dernand can be
intermittent and unexpected. That & why
having a large pool of Surplus inventony as a
safety buffer is Favaured by many. The cost
of carrying excess surplus nventory is often
depr &4 4 betler albermnative o ADE avemls,”
b carmments, adding that: “_.. the uncertain
repan cycle bead times caused by OEM piece-
part shortages means there is a further risk
of operators and MRC being lelt n an 406
situation where they nesed 1o source from the
wider market. This creates even mone nesd
o have & strong surphus inventary readily
avaidable”

At Werner Aera LLC, Jelani Cain, Director
ol Repairs senses there are a lot of factors
that can cause surplus in an operation's
stack, some of which ane within an
operatians contred, and some which aren’t

Jalain Caan, Divicnar of R, Wirssar S LLC
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“Forscaiting is a factar that operations can
cantred, but if mot dome carefully, can result

in awer-forecast and thus swrphus stod.
Aurlines can over-forecast by considesably
avenaitamating usage resultng in less unats
being installed and more sitting in stock.
Adset management COrmpanies can awer
forecast by overestimating customer demand
of a part at a certain price point. Airlines
often keep ineentory for normal consumption
and additional stock for o support ADGS and
keep the operation going. Whean that exceds
irnventory & combined with Tactars that bead
to awer forecasting, surplus imentory 5 often
the réesult,” he says.

Bath Scott Butler, Chiel Commercial
Orificer at KP Awiation and Jordan Greenkbssrg,
Regional Director-Morth Armerica at Setna
i are concie in their answears 1o the
guestion, if of diverse opinons. "Uncenainty
is usually the result of operational reliabality
and supply chan robustness, If esther of
these kevers B not lving up to expectations,
operatord & MROY are forced to change
their buying habits to compensate. This
drives surplus thraughout the valss dhan,”
sayi Buther, while Greenbsarg comments that:
"Crerforecasting inventary needs can bead
to an excess of stock of cowrse but generally,
prices af difficult to attan parts that need
planning o pracure will continue 1o rise in
price as we have seen 50 i1 may keave the
operator in, ultimately a better cost and mare
agibe cost postion. Rather than cnly planning
for ADGS,

How significant is poor data
quality or a lack of demand
visibility in creating excess
inventory?

Poor data quality creates fake dernand
signals [duplicate part nurmbers, inconsistent
interchangeability rules, mitking condition
codes, incorrect bead times, unrelisbbe repair
turnarownd imes) Lack of damand visibdity
then forces planners 1o compensate with
irventory. Monica Badra gaes an bo say
that: “sWhen consumption is not cleanty

captured at the transaction |level — and when
remavals, scrap rates, and repair yselds are
nat wiEible organisations carnnot distinguish
bertween

= true demand growth,

= grie-Lime events,

= and mome created by process gaps.

This is why rmary inventory reduction
pragrammes stall they focus on liquidation
before fixing the digital foundation. The
fastest irmprovemants carme from tightenng
master diata governance, standardisng party
senal traceability, and integrating planning,
maintenance execution, and imentory
systems so that demand s observable in
near real tirme.” Scott Syrnindgton sees thede
peeor data quality and a lack of demand
wiibility as hugely significant drivers of
exess inventory, advising us that: " you
can' dee whal’s happening in yaur supply
chiamn or accurately track what your customers
need, wou're essentially flying Blind. You end
up making imsentory decsions based on
mcormplete or outdated mformation, which
mevitably beads to aither avarstacking or
understocking. The aviation industry depends
on precice dacumentation to maintain walety,
caormpliance, and finandal values, Bul beyond
the regulatary imperatiee, scourate data is
your competitive advantage n imventory
management. Without proper records and
wHibility into dermand pattems, it becomes
smpossible to make informed dedsions
abowt what 1o stock, when o steck it, and
when to divest surplus. This is where digital
transfonmation has been transfenmative for
wi. By using advanced diata anakytcs, we
can accurately forecast demand, manitor
turnaraund times, and adjust inventory bevek
accordinghy. That visibility allows us to endgure
the right products are svailable when and
where they're needed, while avoiding bath
surplus and shortage.”

Craig Skiton, Cheef Cormmercial Officer
at APOC Aiation makes an interesting
obsersation, pointing out that "The avation
seclor generates enormaus volumes of data,
but wolurne of data and reliabdity of data

ic ]'F,ruu can't see what's happening in your a‘upp.']r'

chain or accurately track what your customers need,

you're essentially flying blind. You end up making

inventory decisions based on incomplete or outdated

information, which inevitably leads to either

overstocking or understocking. 379

Lot Symingion, Chief Commercial Officer, ATW Group
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are mot the sarme thing.” He continues: “A
single end-wser requirement iBustrates the
point well, when an end user has an urgent
reed for 8 specific part, multiple suppliers
will simultaneously go to market in pursuit
ol swpplying that one custemer. To anyone
monitoring enguiry activity, it can appear to
sipnal widespread demand, when in reality,
it is one requirerment besng chased by many.
Planrers who treat that noise 85 .8 genuins
market sigral can find themselves acquiring
slack for demand that was never as high as
it appeared.” Conversely, Harmzah Farugu
has both positive and negative thowghts an
the prablem as he feals that “With madern
technology, the quality of data in forecasting
has saigmificantly smproved in predicting
dernand. Howesear, the lack of demand
widabaity on & mew fault eccurrends, where
histarical data is insufficient, can create
excesi ordenng of parts that could lead
to surpus inventary. On new-generation
aircralt, with upgraded technology and
les s histarical data on hand, thas doss
resudl in few regquests for parts that may
have ot seen previous demand activity.
I swch arourmstances, the manufacturer =
challenged to irmprave reliability and reduce
failures by updating the parts asap and for
the end wier to have just-in-time inventary
whenever possible.”

Morten Espenhen is unequivocal in
his. epanion that poor-quality data s sery
sagiflicant and sueccincthy says: “The srdine's
feeuis is and will abaays be on aperating
withowt delays & cancellations and selling
tickets, hence overstocking due to the result
ol poor data quality will absays be questly
accepled from the floor to higher executive
management,” while Dan Trigg leels that paar
data quality and lack of demand visibadity

Soomt Symmglan, Chiel Commincal OMcen, AR Grous

AiTrader MRO 3607 - kly 2026
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could certamly create snceis inventony.
He suggests that: “If plannars cannot trst
avadability data or have poor vislity on
urnits in the repair cycle, they may buy more
irentory & an insurance. Poor data guality
could alio result in planners procunmng
irmeentory that & not at the reguired mod
lewel which wauld result in excess inventary.
There is often carmplexity when it comes o
applicabdity of Part Mumbsers and Mods and
it is irmportant the data the planner is usng is
accurate” Beyand this, Scott Butler is of the
‘rubbih in, rubbish out’ schaal of thinking
when he underlines that “Users and suppleers
ol material thraughouwt the supply chain ane
as only as good as their data. 1If there is poor
data quality or demand visbaity, then we
are wobaly relying an our past history or et
guess’ of demand. This will create unneeded
gluts in the inventary.”

This question is right up Jordan Greenkbsrg
'§ dfreet & he explaing “This question hats
Chase 1o hormes, at Setna - we first considear
owrishes a data company rather tharn an
aviation company. Everything we do is
planned and backed by data. If the data
in ismt good quality, there is no way o
properly qualify what B needed. | would
argue creating & good set of data 5 the mast
impartant thing an operatar can do o be
positioned properly for the fubure,” while
according to lelani Cain, "Poor data quality
and lack of demand play a critical rale in
creating exceds imventory. Operations relay
heavily on retrics such & manulacture’s
recarmmended stack levels, consumption
histary, part availability etc, when making
planning decsions for ack Unreliable data
skews the results making it mare difficult
to farecast usagessales which can bead 1o

Ber i Grisin L
Risgaznal Directer — Morth Amereca, Seine o

costhy excets mventory. Airlines and asgst
rranagement companies that don't put &
prigrity on obtaining and using good data
efften pay for it dawn the road.”
Forecasting, irventory planning
and proourement decisond all rely on
accurate and tmely information. When
demand signals are inasccurate, master
data is outdated, or imentory reconds are
incomplete, argansations can quickly find
themsetes overstocked in some areas and
understocked imothers Whils James Bennett
rrakes il clear that poor data quality and
limited demand visibdity are armong the
biggest contributors to excess inventary, ai
far as he is concerned, "Farecasting, inventory
planning and procurement decisions all rely
an accurate and timely information. When
demand signals are insccurate, master
data is outdated, o0 imentory reconds are
incomplete, argansations can quickly find
themsehes averitocked in some aréas
and inderstocked in athers. The challenge
becomes even greater as busmesses adopt
increasingly sophisticated lorecasting ook
and Al-driven planning systerms. These
techrnalagies are only as effective as the
data behind them. Poos-quality data can
amplify forecasting errors, ereating inflated
demand signals and wnnecessany irventory
accurnulation. & bsck of demand wsibility
creates @ samilar challenge Without a clear
understanding of custarmer requine ments,
consumption patterns and mventory |evels
aross the supply chain, crgansations often
cornpensate by holding additional stock 1o
reduce the sk of shartages. In many cases,
exceds nventony becarmes a wbstitute for
uncertamty. Improving data governance,
system miegration and end-to-end visbility is
therelone critical bo achieving a maore efficien
and balanced inventory podition.”

What commercial models can
help companies avoid creating
surplus inventory in the first
place?

Dafferant modek serve different purpades,
and the key is matching the right strecture

22

o your busness rmodel and custamer nesds.
With Power by the Hour (FEH) arrangements,
far instance, pou arena shifting some of the
ineentory risk o the service provider bacause
you are comrmitting o specific avaiability
and perlarmands metrics That lorces
dis<ipline around forecasting and imventory
lewels, you cannot afferd to have surplus
sitting idbe when you have comrmitted to
specilic service bevels, The contract structure
itsall becomes a mechanism for invenary
discipline. Beyond this, Scett Symington
points aut that: “"Candigrnrment madels wark
differently. In some cases, consigning surplus
o & specaalist thard party makes denge,
particularly if they have access o markets

or regeons yau don't. At AW, we dont
typically consigr our awn mwenony unbss

it opens a different market opponunity, but
we do suppart ather MO who prefer to
outiource the sales risk and experise The
advantage s clear: you avoid tying up dapital
in skow-mosing stock. Pooling arangements
can ako be effective becase they allow
multiple operatars to share imeentory, which
reduces the total amownt of salety stock
each party nesds to maimtain individually.

It's & more collaborative approach. What =
critical, howeser, is regardless ol tha cantract
structure, you need robust data visiality and
clear communication channeks built nto the
agreement. You also need to be strategic
about what inwentory you're committing

bou AFW'S aset management services allow
clients to outsource the administratve tasks
astncizted with monatisng surplus irmeentaory,
and we provide detailed monthly reparts to
ensure transparency thraughout the pracess.
A5 | mentioned earber, we need 1o be foreand
thinking and ensure we have a plan, but we
must plan for the potential that the plan may
change. Your cantracts shauld reflect that
reality.”

Far Hamzah Farugi, however, “FBH,
pooling and cansigrments can be helpdul
but lack of availability of certain parts in the
market specially for new generation aircraft,
due to supply shortages, has created a
situation where the supplers are sager o
sign up oustomers with a wish list that may

L { Everything we do is planned and backed by data. If the
data in isn't good quality, there is no way to properly
qualify what is needed. [ would argue creating a good
set of data is the most important thing an operator can
do to be positioned properly for the future.})

SJordan Greenberg, Regional Director - North America, Setng i0
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mot be an all-encompasding and bedt list of
stack parts lor the customers. [t B mportant
that custormers constantly evaluate the
reliability data of their fleat to determns the
impartant parts that must be an hand. IF such
parts are ot added to a PEH/Paaling, then
customers may end up having to acquire
parts an their awnwhich have a podsibility of
ending up as surplus and idle inventary.”
The solution here would appear to be
very simple for Morten Espenbein. He
believes that: "I you pay the price for an
all-inchusive agreement, you can avosd
surplus accumulation. Unfortunately, this
comes with an un-econarmically price for
anyone, 30 airflines in the end must decde
which rigk they want to aperate with. The
higher the operational risk due 1o leaving
out certain comporents, the higher the
surplus accumulation ower tirms will be,”
while Dan Trigg is af the opanson that PBHS
tan be structured so data and forecacls
are shared between airline and the FBH
provider. “Thid clowe syfergy meand the
FBH provider will tador their poal to be able

1o prowsde the required level of Supparn.
The provider could alkso have a combined
paal that provides support to a nurniser
of customers. If desigrned correctly it can
allow for optimisation of stock levels. Like
PEH, Posling can akno be stroctured to
areoid excess surplus scoumulation. |t allows
rimlipde Operators, Lesiors of MROS bo ihara
invenary, providing a deeper pool of stock
and reducing the amaunt of ADG stustions,”
he further explans. For Scaott Buther, he is
rmcre inclined to feel that the Best structures
are contracts have to be mutwally beneficial
1o the suppleers as well as the operatars.
By this he maans that "The operabors need
guaramteed access Lo the material at the
paint of demand. 5o, the supplier will mot
anly get & guarantesd sale, they will also
get real-time demand information that
they can use 1o ensure they always have
the right sized inventory. This coupled with
shared lorecasting allaws the rght part to be
areailabde at the right tirme.”

There are many ways conlracts can
bre structured to avaid surplus inventory.

(€ 1eis important that customers constantly evaluate the

relia bfﬂty data of their fleet to determine the important

parts that must be on hand. If such parts are not added to a

PBH.-’P‘uang. then customers may end up having to acquire

parts on their own which have a possibility of ending up as

surplus and idle inventory. 3

Hamzah Farugs, Nrecton, Aventure
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Many PEHS are structured in & way whens
the Airline exchanges the core for an SVC
it Paaling and congignmant contracts
can include clawses that specily a minimum
and racimum gquantity coversd as & way bo
mitigate risk of the PEH prowider. Jelani Cain
then adds that: “The maxirmurm quantity puts
a ceiling on the quantity the provider nesds
to suppart, so they can rmone accurately
plan and buy irmentory withaut endng up
with exftra imventory they don’t meed. Whils
arry PN coversd under the PBH minimizes
the srline's risk of excess inventary, the
PBH provider & at risk of takmng on surplus
imventory o support the pragram. The PEH
provider can implement a force majeurs
tlause into the contract that protects them
frarm beng penalized for any unforeseen
disastesr that. |E, an unloragasrn woald
event can lead o supply chain shortages
that that eventually beads 1o an operatson
accumulating inventary they cannol senace
or sl.” On the aother hand, Jordan Greenberg
adopts a no-ponsense approach to the
problern, suggesting that: “IF yowne entering
an agraerment with & partner, the best way
to plan lor the proper scoumulation of parts
is bo carefully review the sgreement bkeaking
at histoncal infarmation and needs of the
LR parts planned. From there abgrang with
what the agresing party does best and facus
there.”

fesoading surplus imventory is a8 msch a
commercial challenge as a Torecasting one.
Traditional buy-and-hold rmodels provide
contral, but they alio expoie organisations
bo o -mewng tock, obdolescence and
imwentory write-downs. Reducing that
risk increasingly depends on creating
Rexibility around materal acceis, Pooling,
consignment, exchange programmes

Harreah Farui, Diraclir, Ssarmure

fATrader MRO 360
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( Consignment can work well when data sharing is

strong and the replenishment logic is transparent.

Without shared visibility, it becomes a hidden surplus

warehouse. 1)

Monica Bodre, Founder & CEOQ Aero NextGen

and tadored support agresmeants can all

help reduce the need lor airlines, lessors

and MROs ta hold dupheate nventory
independently. Jarmes Bennett expands on
thes when be says that "Paaling models

are particularly effective where demand is
unpredictable, providing access ta high-
value or lower-yalume companents without
regquiring autright ownership. Congsigrment
arrangements can halp asiat awners
manetise surplus imentory while retaining
greater control over value recavery. Exchange
programmes offer anather route, enabding
operatons o sccess serviceabls material while
repamrable assets are retumed into the supply
chain. This is where specialist partrers such
a5 farFin can belp. Through & combination

of teardown matenal, used seraceable
ireertory, repair management and glabal
stack positioning, AerFin enables customers
to mave beyond traditional awnership
madels and adopt more fleable, demand-
led inweritory strategies. The obpective s not
wumply o depase of surplus onds it exiis,
bust to present unnecessany accumulation

in the first place - protecting cash flow,
improving material availability and creating
greater rediliendcs adnodd the supply cham.”

T conchude this sechaon, contracts redude
surplus when they ane structured around

aligried incentives and clear decision rights

o Shilben, Chaal Commancial Cocir, APOC Srrtaon

Monica Badra tells us, painting out that
“thres principles mattes

1. Defne ownership of forecasting and
pravisioning dedsions. If the aperatonMREOQ

retaing lull decisan authorty but the prawvder

carmes avanlability rsk, surplus is likely.
Deasion nghts should match risk.

2. Build in dynamic rebalancing
rechanisms. Pooling and PBH agresments
showld incleds pariodic optimisation:
reallocation across stations, retum-to-vendar
pathways, and triggers tied to utilisation
changes, fleet transitions, and reliability
trends.

3. Use parfonmance metrics that
discourage boarding. Avadability SLAs should
be paired with inventony efficiency metrics
(twms, obsolescence thresholds, aged stock
lirmits) so the sasiest path 5 not sirmply
stocking more.

Consignment can work well when data
sharing is strang and the replenishment logic
is transparent. 'Without shared wvisibilty, it
becomes & hidden surplus warshouse.”

What role do specialised
surplus management
companies play in maximising
financial returns on sales of
excess inventory?

Parts suppliers can be extremely useful
partners in s&lling an owner's surplus
inventory and to ablain the best ROL Chwners
of idle inventary must do research on the
right partners who have expennence in the
busineis far & sigrificant nurmbser of years
collecting valuable data on Suppdy and
demand amd who have & warehouse faality

24

Wioriica Backa, Foundar B CEC: Aane RanlGan

that can store the congignrment. They also
e to have appropriate sales staft and a
warshouse tearn who are abde 1o handle ales
and A0Gs queckly with & major airpart nearby
to allow quick sales, and impartantly, e
Accredited (not just Dembers’), of the Aiflnme
Suppliers Adaciation, which means the
partner's process and procedures are audited
to Fh standards on a regular basis. Hamzah
Farugi at sventure addi A good partres
would be hmancially secure with a long list

of relisble custamers, have knowledge on
which parts shauld be upgraded for best

sale opportunity, and have relationshap with
key end users (who share ther regular parts
requirements). Additionally, & partrer wheo
has “accounts receivable insurance’ is & hig
ple and guarantess that in case of wales
made by the partnes to customers, and the
customers file for bankrupicy, the partner
[and subsequently cwner of the surplus
inwentony], will get back most of their money
inwested in that sald part.” APOC Aviatian's
Craig Skiltan however is more focused on
strategic parinerships for best results. He
eaplains: “The core advantage specialist
companies bring is market reach - access to
a global buyer metwork, an wnde rstanding of
redal-time dermnand sorass multiple platforms,
and the commerdal infrasbructure bo mawe

L { The core advantage specialist companies bring is

market reach - access to a global buyer network, an

understanding of real-time demand across multiple

platforms, and the commercial infrastructure to move

material efficiently and at the best achievable price.})
Crarig Skilton, Chief Cormmercial Officer, APOC Aviation
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Dan Tringg, Dirwetir al Sabis - Airfram, ErTrade Aviation

rmaterial efficienty and &t the best ac hievable
price, The value can often axtend beyond
duposal and the best owtcarmes tend o
come from operatars who treat thes surplus
management comparry, Swuch a8 APOC, a5 &
sfrategic partner.”

Marten Espenbein 8t COREX, Scott Butler
at KP fvsation and Jordan Greenberg at Setna
#0 are all anes to get straight to the poant
and are equally concise with their answers.
“Burplus management companies hke
CORAX, play & signilicant rale on maximizing
the financial rebum 1o the Airlines on the
sabes ol excess inventany. The key lar the
Airlines is to pick a surplus mansgement
comparry withaut comgeting irventary at the
kel expendes on the inventory sald, for
the highest and fastest return of liquidity,”
suggests Espenhbein, “Spedalised companses
have the ability to look across the entire
market for peaks and valleys. They can be a
waluable tool in leveraging "stale’ inventony
fram ane supplier that it in Righ demand
at anather. Most suppliers are focused on
and users and rmiay not be ale 0 connect
the dots on their awn,” Butler tells us, while
Greenberg believes “_there B always gaing
1o bee beis money to be made when giving
the responsibility of selling e nventony
Fway 1o someane else Unless the third-
party selling & goang to actively manage the
mwerbory and get to creative salutions there
& not gomng o be maximsing of financial
retwums. You need o find & smart campary
wom trust.”

Dan Trigg at EirTrade Aviation bebeves
that such companies can awsist by way of
conmdignments and goes on to confirm that:
“Thid is someathing we are very lamiliar with
at EirTrade. Whe have warked with our bessor

and airlne customen to manage large
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(€ We have worked with our lessor and airline customers
to manage large inventories of surplus stock. This
gives the stock owner a much wider reach when it
comes to gaining revenue for surplus stock. The stock
owner still regains control of the inventory and can
recall a part whenever needed. 1)

Dan Trgg, Director of Sales - Afrfraome, EirTrade Aviation

inventories of surplus stock. This gives the
stock owner a mucdh wider reach when it
carmes io gaining revenee for surplus stock
The stack awner still regaing contral of the
inventary and can recall 8 part whenaver
neaded. But at the same time, they can
utilge EirTrade's wide customer paal,
market knowledge and strategic trading
expertise to extract as much value fram
EXCESs inventory as possible.” Jelani Cain
at Werner Aero LLC is ol a samilar mindset
to Trigy, in particular when referring to
Comsignment programmes which he says
ara " popular because they offer inventary
holders flexible options. Some pragrammes
rmeghit physically hald the operatar’s
invwentory in their warehouse, market and
sell the units far thern for a percentage of
the cost. This allows airlines to focus mose
on their critical inventory while turning on
stagnant inventory into liquid cash flaw.
Contracts cam be structured where airlines
face na upfront cost wntil the part is sold,
wihich adds extra benelits to the airline.”
The way lames Bettett at AerFin sees
it, "specialised surplus management
cormpanies play an mportant rake in
corerting excess inventary from a balance-
sheat burden into recoverable value. In the
aviation altermarket, & component’s vakloe
is determined by far more than its original
purchate prce. Traceabdity, conditian,
certification status, repair sconomics,
platfarm demand, remaining life and rmarket
tirming all infleence what a part is ultimately
worth. Effective surplus managemeant
therefore requires made than simply finding
a buyer. It requires a detailed understanding
of markel conditions, technical
requirements and future dermand. The maost
eflective providers assess whether material
should be repaired, sold, eschanged, leased,
bundled with other inventory ar retained
to support future oppartunsties. For aiset
owners, the benefit eatends beyond access
to additional sales channels. It includas
market mtelligence, technical expertise
and actve inventory management. By

combining technical knowledge with market
insaght, specialist providers can dentify
which parts have immediate demand, where
repair investrnent may unlock additional
walua and whan sltermative routes such as
axchange, leasing or package sales may
generale stranger returns than outright
disposal.” Going slightly deeper, Founder
and CEQ of Aero NextGen, Manica Badra
leeds that: "Spedialised surplus management
companies can materially improve retwrng
because they bring market access, pricing
intelligence, and compliance discipline that
many aperators and MREOS da not maintain
internally. Their value & highest when they:
+ correctly classify inventary (trace,
condition, certiication statws),
+ package documentation to reduce buyer
Imction,
+ access a broad buyer netwark scross
regiang,
= and time the market jwhen dermand spikes
far specilic platforms or camponents).
However, they are not a substitute
far fining the upstream problem. If
the inventory s poorly docurmented,
incorrectly identilied, or lacks traceability,
the liguidation discownt will be Severs
regardless of wha sells it She concludes
that: “The bait autcomes happan whan
surphus partners are engaged early —
before stock ages aut and when the
seller has clean data and clear disposition
pathways.”
Oreer at AN Group, Scotl Symington
is quite forthright in his opinion that it
comes down to brimging diccipline, data,
and market insight to what can otherwise
e & quite camplex and fragrmented
process. He looks at the challenge through
his company's lens stating that: “ANW
atarts with a thorough initial appraisal.
We establish a clear baseline value for the
Asgal, gugecy ity condition, and caleulate
the remaining green time across key
companents. Gething that foundatson right
is vital, because it informs every decision
that Tollows. From there, we buld owt a
AxiTrader MRO 3507 - Jly 2026



SUPPLY CHAIMN

detailed harvest strategy. This s just a list
of parts to rermove, iU'S & carefully modelled
plan based on historical performance data,
current repair costs, and a Fair market
value view of each component By taking
that approach, we can develap a strong
business case and project realistic returns
befare any investrment is made. One

area that's aften underedtimated i the
impartance of reconds, A comprehenine
aircraft and decwementation audit can hawve
a direct impact on financial outcormes.
Carmponents with complete, well-
documented maintenance histories are far
more attractive in the aftermarket and can
command sgnificantly higher prices. It's
it sirmply about the part itéell it's about
being able to evdence i1 provenance

and servceability with confidence. Then
there's the execution piece A stroctured,
methodical disaisembly process ansures
that each cormponent is remaved, checked,
and matched back to its documentation.
That level of traceabdlity is critical as

it underping airwarthiness, sSupparts
requlatory compliance, and gives buyers
the assurance they need That confidence
translates into stronger demand and better
pricing from operators and MROs. AJW s
glabal netwark and aitablished industry
redationships are crucial too. We'ne well
positianad o identify the mght buyers far
specilic comgarants and sccess markets
that individual MRDL might not reach an
their own. Combined with our optimised
logistics netwoek, we can streamline delivery
and reduce carrying costs, which directly

improves the bottom line.”

If companies consistently
recover only a fraction of the
cost of any surplus inventory,
is the real failure happening
at the point of sale—or at the
point of purchase?

Ultirnately muech of this will depend not
only the poant of sale or purchase, but the
nature of the compary keoking 1o recover
costs. Hameah Farudg sees this as & third
element 1o be taken into consideration as he

tells us that "The price paid Lo scquire parts
15 the 'rght price’ &t the time of purdhags
since data-driven technology shows buyers
the market's supply and demand availability
and current price range. However, the
sale of surplus ineentory, much later aftes
stquisibon when the parts are possibly 24+
years on since the part recesed an P
tag, the value will depreciate and could
bre aut of warranty. It is important that the
awner finds & partrer who can guide and
prowade the best aptions on sale of surplus
inwentory, whether on an outright basis as a
lot sale, on cansignment, or a hybrid wersion
of the latter options.” He then makes his
thaughts very dear “An owner, such as an
airline or MRO facility, trying to sell surplus
inwentory themsetees will be challenged
every tirme they try and sell individual parts
ared willl likely recover only a fraction of the
cost spent in acquiring the parts inventory.
This is simphy because the airine and the
MRC companies are not selling parts 24
haurs & day, T days a wesk, 365 days a year
and da rot have the up-to-date supply
and demand knowledge of the parts, or
atcess to customers. By wsing a qualified
partrer, the awner of surplus inentary
can recover mammum RO To add 1o this,
Morten Espenhaim has his own viesw of
the situation and one which makes perfect
sende “You cannol make it up ke that. The
higher aperational risk the airline decides
1o go with at the point of purchase, the
higher the instant revward there is to gain
if the “garnble” on rik turns out positive.
Alternatively, if going with a very low rick,
the cost willl carme wp front, which will never
b fully recovarad wears later upon the paint
of liquidating old surplus mventory. The real
queitan, as it has always been in aviation -
‘How much of your expected profit do you
want o gamble vi operational risk’. Only
people with the true sviation "touch’” haee
the answer o this,” he says.

Far Dan Trigg, it is all about the
circurmstances, &% he explaing: “IT Operators

8 MRO: are buying units ta put into pool

stock, they will purchase at a better rate than

if they were purchasing for an ADG event.
This is because they have more time to

L The real question, as it has always been in aviation

-~ 'How much uf]r'uur L'xpl:ch:d pmﬁ'! do you want to

gamble vs operational risk’. Only people with the true

aviation ‘touch’ have the answer to this. J)

Morten Espenhein, Chief Operating Qfficer, CORAX
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search the wider market and can often wait
on a lead teme for part delivery. This gives
them a wider aray of options o chose fram.
Because of this, at the point of purchase
stack will be pracured at a competitive
price against current market averages.”
Howewer, be goes an to sdmit that: "_there
will be occasions when surplus inventory
cannat be sold with & profit. Market value
on certain parts is becomng increasingly
wolatde. Sarmetirnes it can waork in yaur
favour and demand will significantly increase
walue, But ather temes markel value can
decraase. There are several reasons for this
but one of the main being the number of
retired aircraft coming for teardown which
can saturate the market, often in waves AL
EirTrade we can keep a close eye on market
trends and can optimise the value of exces
stack &l the point of sale. Other ways we can
do this & through exchange transactions
and modificatson to higher standards to gain
back valus, It is vitally impartant st the paint
of sale that the salespersan has reviewed all
avenues and oplimised the oppartunity.”
Curiously, James Bennett has an
interesting opinion on why soms
companies recover only a fraction of the
origmal value of their surplus inventory,
believing that the root cause often lies
much earlier than the point of sale. As Far
a4 he i cancerned, "While an maffectve
disposal strategy can expose a loss, it
rarely creates it Valee i< usually lost when
material is acquired without suffcent
consideration of demand visibility, repair
economics, platform lifecycle dynamics
or & clear exit strategy. This is particularky
relevant in the avistion aftermarket. Mot
every carmponent remayved during a
teardawn programme will have the same

Muitan Eipenhiin, Chied Operaling OMoar, CORAX
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liquidity or demand profile. Some parts can
be sold quickly, while others may require
repair investment, documentation review,
bundling ar lang-term market positioning
before they ganerate meaningful returms
That is why value recovery starts long
betare inventory becomes surphes. By
linking acquisition strategy, teardown
planning, repair management and market
demand, arganisations can make more
informed inventory decisions fram the
outiet Partners such as AerFin support this
approach by combining asset acquisition,
teardawn expertise, used serviceabla
material sales and repair management with
a desp understanding of global dermand.
The result is & more strategic approach

to inventory management, whens value

is protected belore swurplus becomes a
prablern rather than recovered after the
face.”

Stott Butler is pretty adamant that
when it comes 1o apportioning blame, the
failure can be at either the point of sale
or the point of purchasze, advising that: “If
companies are consistently getting only
a fraction of cost in return, then they will
stop buying the material in the future.
This will cause future case issues where
the purchaser may naot find the material
in the market, and then over-paying in
the futere” Joardan Greenberg, however,
has a different view of things as he feels
that: "Material is always needed in the
USK market, the only situation where the
failure can happen is the inability to have
enaugh outreach amd rmarket data to make
correct choices and pricing dedssons. |
woauld say if thers is faslure it comes Iram
the vendor who is in charge of selling the
materal " Meanwhale, lelani Cain is Tairly

Scolt Buthe:, Chisl Commarnc il Ofea, KP Sdaton

camfortable apportioning blame at the
paint of purchase, but sdmits that the
raaiond far this can wvary, Le, "a high cast
1o obtain the irventory can hawve the sales
team starting in & hode, having to sdjust 1o
strategees to make sure a profit is urned.

A ot of asiet managerment cormganies bid
for teardowns and inventary packages, and
when demand is high, they may end up
paying a higher price than they can recover
fram sales.” The positive advice he shares
with us it that “It's Empartant for whoeswer
i bidding on inventory acquisition to
understand the changing market conditions
along with their sales teams ability Lo move
the imventory, and make a decision to

walk away if they have been consistently
underperforming in recouping cost. Whils
purchase price is & huge factor, dermand is
also impartant. Whoever is doing the point
ol purchase needs ta make sure there iz
enough of a market for the inventory for
the sales team to try to market to.”

Wonica Badra is aligned with Felani Cain
and Crasg Skilton in that she feels quite
canfident the failure s overwhelmingly
at the paint of purchass, Her reasoning
for this B because “The sale price s a
consequence of eadier decisions: buying
without validated demand, buying
without & disposition plan, and buying
without ensuring the documentation and
traceability needed to preserdse asset value.
When inventory s purchased based on
wortt-cate gisumplions, the arganisation
is effectively paying an inturance prermaum.
I that insurance lagic is not quantified
{probability of need, cast of downtime,
alternative supply optiond), the premium
becarmes wunjustified and surplus is
inevitable.” She goes an to say that: “The
second failure i purchasing without
data discipline: it part identification,
intarchangeability, condition, and trace are
not controlled at receipt, the item becomes
harder o monetise later,” concluding that:
“Paint-ol-sale eaxecution matters, but it
canmot recover value that was destroyed
by poor purchasing governance and

wask data foundations.” Far Skiltan, he s
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adamant that: “The point of sale is where
the consequences becorme visible, but
raraly where the problem ariginated. By the
time & company is negotiating the disposal
of surplus inventory, maost of the value
depletion has already occurred. The money
has been spent, the storage cosls have
been accurnulating, and the market has
long sance mowed an.”

Where Scott Syrmingtan is concermed, he
sees that "By the time you're trying to sell
surplus inventary, the damage i already
done. You™we alresdy committed capital,
tied up warehouse space, and incurred
carrying costs You're now in @ position
ol trying to recover whatever you can
fram a decision that was made months or
years @arlier. That's reactive management,
and it's inherently inefficient” He then
goes an 1o say that: “The real failure
happans when companias dant have
the I'url:sighl., data, or discipline to make
better purchasing decisions in the first
place. It's abaut predicting change in
demand rather than reacting ta it | you're
consistently recovering anly a fraction
of your investment on surphus stock, it
suggests ane of several things: you're
over-lorecasting dermand, you're not
manitaring aging inventony dosely enough,
you're investing in the wrang aircraft
applications, ar you lack visibility into your
customers” actual needs. AW is strategic
about its inventory investment precisely
because we understand this, We leverage
advanced data analytics to forecast
demand sccurately. We continuausly
source praducts from teardowns o
replenash inventory and rmeet oustadmer
needs. We maintain robust technical record
systerms. fnd critically, we have the market
intelligence and indwitry relationships to
understand which aircraft applications hold
wvalue, and which carry higher retiremant
risk.” He ends by suggesting that: "If you're
consistently taking lodsed an sunplus
inventory, the conversation needs to shift
upstream to your purchasing strategy, your
lorecasting discipline, and your demand
wigibility.”

L ( If companies are consistently getting only a fraction of
cost in return, then they will stop buying the material
in the future. This will cause future case issues where
the purchaser may not find the material in the market,
and then over-paying in the future. 3

Scott Butlen © .I'.rr'e'_,.l‘ Cormmerciol ﬂ_ﬁ:ﬂ: AP Aviaiton
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