confents -

essenfials

A quick look at Safran Group news
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Boat sponsorship: on course
for global recognition.
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Towards “more electric” airplanes
with the Safran Power Electronics Center (SPEC).
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Total service

Portrait of the booming customer support business.
afran has three pillars of growth — aerospace, defense and
security — and the former is in the midst of a boom.

We have set a new record for CFM56 engine orders each

year since 2005, including an all-time record of 2,704 in
2007. Business is equally buoyant in the aircraft equipment
and helicopter engine sectors, including more than 1,000

turbine engines ordered last year.

The fleet of engines produced by Safran companies is growing at a
heady pace, with nearly 18,000 CEM56 turbofans and 14,000 helicopter
turbines now in service around the world. A CEM56-powered plane takes
off somewhere in the world every
3 seconds, and every 2.5 seconds a
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InnOvatlve plane touches down on its Messier-
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Rafale
Mission deployment on the Charles-de-Gaulle
aircraft carrier.
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26 Turbomeca, enhancing production

29 Sagem Communications: new horizons
30 Nacelles, composite future

32 Sperwer UAV, export success

34 Landing gear for the A350 XWB

36 YpsID e, online security

38 Inertial navigation, military & civil

. Dowty landing gear.
necw Offerlngs Aircraft generally stay in ser-
vice for over 30 years, so you can
that Span a bI‘Oad imagine the tremendous business
) . potential for any company capable
bpectl um of giving its customers the appro-
32 m a r I( e I'S Of IlQGdS” priate support services for these
planes. Today, vendors no longer
The Sperwer UAV (unmanned aerial just deliver a new system and then
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GE-SAFRAN, the benchmark hicl N N ith C di = N - spare parts. Customers expect across-the-board support for the entire
Interview with Scott Donnelly, President venic e)) shown here wit dnadian . function, whether propulsion, braking, flight control, etc. Which means
and CEO of GE Aviation armed fOI'CGS, has chalked up a number - we are constantly coming up with innovative new offerings that span a

of export contracts. It is designed E]Ild e -y brqad spectrum of peeds: contracts per hour of flight, fleet management
pro dU.CG d by Sa gem Défense Sécurité S S assistance, total maintenance packages and more.

Our complete range of services, coupled with a fast growing installed
base, are critical assets for Safran, and will provide solid foundations to
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Check out the latest Safran news on

www.le-webmag.com
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