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MILITARY AIRCRAFT

COMBAT
Fighter - Bomber - Recce

TRANSPORT
Strategic - Tactical - Utility

SPECIAL MISSION
MPA-AEW-SIGINT-Tanker

TRAINER
Primary - Basic - Advanced

CIVIL AIRCRAFT

COMMERCIAL
Regional - Narrow Body 
Wide Body - Cargo

GENERAL AVIATION
Business Jet - Private a/c
Aerial Work - Trainer

FIXED WINGFIXED WING HELICOPTERSHELICOPTERS

AEROSPACE PRODUCT DEMAND

AIRCRAFTAIRCRAFT MISSILESMISSILES EQUIPMENTEQUIPMENTSPACESPACEENGINESENGINES

manned unmanned

AEROSPACE MARKET STRUCTURE

Satellites
Launchers
Satellites

Launchers



MAIN AEROSPACE SECTOR DETERMINANTS

TIMING

COST

QUALITY



PRODUCT CYCLE IN AEROSPACE SECTOR

Basic Research

Technology Development

Technology Validation

Product Definition

Design and Development

Production

Demonstrators

-10 -5 0

Product Test  & Evaluation

+20+10

Support

Years (Indicative)

Product Development, Production and SupportResearch and Technology Acquisition

Prototypes

Feasibility



How much does it cost and how long does it take to 
develop a new aircraft?

US$ 10 Billion , 2003 estimate

US$ 16 Billion, 2011 estimate
11 years from the launch of program to first delivery !

DEVELOPMENT COSTS



2015
ITALIAN AEROSPACE INDUSTRY

(estimate)

Sales Euro 8.5 Billion

Approx 35 000 Direct Employees

R&D  > Euro 1.5 billion

2015
EUROPEAN AEROSPACE INDUSTRY

Consolidated Sales US$ 170 Billion
Approx 5 90 000 Employees
One of the main industrial sector
Very high skilled employees
SME involvement

Source: AIAD Source: ASD

Source: ASD

Military 36% 

Civil 64%

2015
WORLD AEROSPACE SALES

Consolidated Sales US$ 660 
Billion
1 329 000 Employees

Source: ASD, AIA, AIAC, SJAC 

US 51.5%

Europe 38.6%

RoW 9.9%

WORLD AEROSPACE INDUSTRY



MAIN WORLD AEROSPACE COMPANIES



TOP LEADERS

USA

Europe

Rest of the World
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LEONARDO
2015 Total Sales

$ 14.4 billion

Leonardo-Finmeccanica: the fourth industrial group in Europe

2015 Aerospace and Defence Revenues (land & naval not included)



MAIN WORLD AEROSPACE COMPANIES LINES OF BUSINESS

Companies Aircraft Helicopters Space Missiles
Defence

Electronics
Land

Vehicles
Naval

Platforms
Engine Other A&D

USA

Boeing     

GD    

GE 

Honeywell    

LM     

L3   

NG    

Raytheon   

Textron     

UT   

Europe

Airbus     

BAES     

Dassault 

Leonardo      

RR 

Saab    

Safran    

Thales    

RoW
Bombardier 

Embraer 
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WORLD AEROSPACE INDUSTRY

MID '90 AND POST 11 SEPT 01 
CRISES

RATIONALIZATION PROCESSES 

EMPLOYMENT DECREASE
PRODUCTIVITY INCREASE Civil 64%Military 36%Civil 39%Military 61%

Consolidated Sales and Employees

1980 Sales



US and Europe Sales Comparison

WORLD AEROSPACE INDUSTRY

EUROPE INDUSTRY 
SALES IS 

INCREASING 
COMPARED TO USA
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MAIN US AERONAUTIC COMPANIES MERGER & ACQUISITION

1945 1950 1960 1970 1980 1990 2000 2010 2020

Hughes Hel.

Douglas
McDonnell
Boeing
Vertol

North American

Vultee

Consolidated

Lockheed

Glenn Martin

Chance Vought
Northrop
Grumman

  

Beech
Raytheon

MDC

Rockwel

Martin Marietta
Loral

Convair
General Dynamics

LTV Vought

Westinghouse Electronic System Group Litto

Northrop
Grumman

TRW

Lockheed
Martin

Boeing

Raytheon

Hughes Aerospace & Defence Systems

Texas Instruments defence activities

Chrysler 

E-Systems

Aircraft
Integration

Systems L3

Hawker
Beechcraft

UTC -
Sikorsky

Textron



MAIN EU AERONAUTIC COMPANIES MERGER & ACQUISITION

1945 1950 1960 1970 1980 1990 2000 2010 2020

Saab
35% 20,5% 10% 0%

Handley Page
Folland
Avro
Hawker
De Havilland
Vickers-Supermarine
English Electric
Blackburn
Bristol
Hunting

Breguet
Dassault
Air Fouga (Potez) 46%
Morane Saulnier
Ouest-Aviation Aerospatiale
Sud-Aviation
Nord-Aviation
Arsenal AFA

Dornier
Weser Flug
Focke Wulf
Heinkel
HFB   
Messerschmitt DASA
Bolkow

CASA

Aerfer
 

Fiat Aviazione 
Aermacchi
SIAI-Marchetti

Hawker Siddeley

BAC

Marconi Electronic Systems 

Aerospatiale-Matra

Matra Hautes Technologies 

AIRBUS

BAE
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The “small prime”, is an evolution of 
traditional “risk sharing partner”

The “small prime” will share risks and 
costs of all program phases 
(development, design, production, 
management, …)

System Integrators

Small prime

Subsystems Suppliers
(RSP & Subcontractors)

Component Suppliers

~ 5-8 players  

~ 50 players

> 1000 players

FUTUREPrimes from traditional platform manufacturer 
are becoming System Integrator

Primes

1st tier

2nd  tier

~ 50  

PAST

~ 50 players  

> 1000 players 
3rd tier 

THE SUPPLY CHAIN EVOLUTION



MARKET DRIVERS AND KEY SUCCESS FACTORS 

Product-related KSF Market segment KSF

Product technical performance

Flexibility /versatility /modularity

Reliability

Support capability

Price

Maturity level

Design/development 

capabilities

Manufacturing capabilities

Program management 

capabilities

Financial capabilities
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Geographical KSF

Commercial capabilities

Image / references

Offsets

11

22

33

44

11

22

33

K
E

Y
 S

U
C

C
E

S
S

 F
A

C
TO

R
S

Civil a/c  market drivers Military a/c market drivers

Economic Growth
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Fuel Price

Environmental Constraints

Geopolitical Scenario

Threat  Evolution
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