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The aerospace industry is thriving in Mexico. While still small, the industry is capitalizing on a young workforce, 

an ideal location and a competitive labor force to penetrate the sector. Today, Mexico is ranked 14th for aerospace 

manufacturing in the world while it is the sixth-biggest exporter of aerospace parts to the US, the world’s largest 

aerospace market. With exports reaching US$7.18 billion, the country has climbed from the No. 10 supplier to 

the US’ aerospace sector to sixth. OEMs are finding in the country an excellent base for growth. Some that 

started with small manufacturing operations have widened their activities to include design and engineering. 

While expectations are positive, Mexico’s aerospace industry is facing a few challenges. First, the international 

panorama is uncertain with many fixated on how Brexit will play out and the impact of protectionist US policies 

on the sector. Currency volatility is also affecting Mexican manufacturing across the board due to a strong dollar 

against the Mexican peso. Among the main internal challenges is the consolidation of the industry’s supply chain 

as the lack of ready availability of raw materials and special processes reduces the country’s competitiveness. 

Local authorities are taking strides to fill this gap. One solution promoted by both local clusters and FEMIA is 

to support SMEs and help them enter the Mexican aerospace supply chain. Another solution is to attract more 

foreign aerospace suppliers, which may pose its own challenges. Many real estate developers are reporting a 

lack of free space as companies express their interest in either coming to Mexico or expanding their operations 

in the country.

There are positive signs ahead for an economy that has always welcomed foreign direct investment and trade. 

With 46 free trade agreements, Mexico is ready to find new opportunities wherever they are.
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The aerospace industry slowed down during 2016 but 

continues to perform well. Growth rates are expected 

to fall from 3 percent in 2016 to 2 percent in 2017, 

according to Deloitte. Mexico has laid the foundations 

for its industry to grow and consolidate the supply chain. 

On the aviation side, the outlook is also positive. IATA 

forecasts that 2017 will be good for the sector as demand 

for cargo and passenger numbers grow. The organization 

also predicts that airlines’ profits will reach US$31.4 billion 

in 2017 but fuel, labor and maintenance costs will weigh. 

Profit margins have dipped from 4.9 percent in 2016 

to 4.2 percent in 2017. Latin American airlines will hit 

US$800 million in profits and regional demand in the 

passenger sector will grow 7.5 percent.
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influences all airlines. We can collaborate with Mexico on 

the development of alternative fuels and biofuels, which is 

one of the reasons Aeroméxico is working with us.

Q: How do you expect Boeing’s US$1 billion yearly investment 

in the supply chain to grow in the next few years?

A: This depends mostly on our suppliers’ ability to expand 

in the country and to develop the workforce to continue 

meriting support from federal and state governments. Our 

suppliers mostly manufacture components but we expect 

to move Mexico up the value chain by requesting more 

design and engineering-based jobs here. 

Q: What are the main reasons behind the increased 

demand in single-aisle aircraft in Mexico?

A: The country has 46 free trade agreements reflecting 

Mexicans’ interest in traveling. This offers the possibility 

of opening new routes from Mexico. A similar trend is 

emerging throughout Latin America. Aeroméxico opened 

a route from Tijuana to Shanghai that is encouraging 

many US citizens to cross the border into Mexico to 

fly from Tijuana. This direct flight is possible thanks to 

Aeroméxico’s 787. This Mexican airline is one of a handful 

of all-Boeing fleets in the region, including Copa Airlines 

and Gol Airlines.

Q: How will the 787-10 change the aviation market?

A: The 787 has opened 160 new routes to date. It has the 

size and range to be suitable to open many new routes 

and the 787-10 extends that range to allow the generation 

of more direct routes. While there are larger aircraft in the 

market, there may not be enough travelers to fill them. 

Instead of having one aircraft with 500 passengers making 

a single flight, it might be more convenient for passengers 

and airlines to fly two 250-seat aircraft twice a day. This 

aircraft has the capacity and the same range as larger 

aircraft, offering significant flexibility to open new routes. 

Another characteristic of the 787 might be best understood 

by quoting one of our executives: “Airplanes are cool but 

flying sucks.” This refers to the fact that passengers can 

find the experience uncomfortable. As an OEM, one way 

Q: How do you see the aerospace sector developing in 

Mexico and Latin America?

A: The country has tremendous potential for Boeing’s 

three sectors: commercial aviation, supply chain, and lastly, 

defense, space and security. Our participation in the supply 

chain is of great importance to us. It represents about US$1 

billion annually both in terms of direct purchases and those 

of our direct suppliers. Mexico is our largest supply base 

in Latin America. The 787-9 “Quetzalcoatl” for example 

is visibly a Mexican plane due to its patterned paintwork, 

but its interior is also Mexican. Its wire harnesses, landing 

gear and doors are made in Mexico. The 787-9 is our most 

modern and high-tech aircraft and Mexico is contributing 

in major ways to its development. 

We anticipate that Latin America will need 2,960 new 

aircraft by 2035. Mexico is the second-largest market in 

the region, so we expect many of these aircraft to come 

to the country. Of those, 70 percent will be part of fleet 

expansions, not replacing existing airplanes. Airlines will 

continue expanding their fleets to potentially double in 

size by 2035. 

We expect single-aisle aircraft will be most in demand in 

Latin America, such as the 737 MAX, the fastest-selling 

aircraft in Boeing’s aviation history. Aeroméxico has 

already ordered 60 and will begin receiving them in the 

first quarter of 2018. This type of aircraft will continue 

to grow in Latin America and we expect a total of 2,530 

will be needed by 2035. Small wide bodies will also be 

acquired for certain flight routes, such as the 787, also 

flown by Aeroméxico. It is true that orders for wide bodies 

have dropped but the market for the single aisle has 

remained strong. 

We have to listen closely to know what airlines want 

and what their passengers will pay for. There are many 

innovative technologies that could be used today, such 

as supersonic flight, but not at a price that everyone can 

afford. For the market to remain strong as the middle-

class grows and more people fly, we have to make sure 

innovations match market demand. The price of fuel also 

MEXICO A MAJOR CONTRIBUTOR 
TO ‘QUETZALCÓATL’ 
DEVELOPMENT 
DONNA HRINAK
Vice President of Boeing and President of Boeing Latin America
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demands of the market, something graduates can learn 

through relationship management before rising in the 

ranks to manage supplier companies. The companies that 

successfully incorporate this ability stand out in the sector. 

To better understand how to work with suppliers in 

Mexico, I reached out to an executive in France. We 

consider that country to be the model on how to interact 

with suppliers. He said, “here in France our suppliers are 

French companies. In Mexico, our suppliers are French 

companies,” meaning that Mexican companies are not yet 

big players and they will not be able to start at the level 

of Safran and Latécoère. But they can start as Tier 2 or 

3 companies and supply to Tier 1s. That is what Mexican 

companies should focus on. Mexican 

companies are very resourceful and are 

quick to bring new ideas to the table 

so the country is in a good position to 

enter the Top 10 in the aircraft industry, 

building on its competitive supply chain 

with innovation. 

Q: What initiatives is Boeing developing 

to make aircraft environmentally 

friendly in the long term?

A: Boeing has a project called ecoDemonstrator, in which 

we take one of our aircraft and fill it with environmental 

experiments. We have run this experiment three times 

in the US using Boeing’s aircraft and in 2016 we ran 

it for the first time in Brazil, using an Embraer E-170. 

This was a joint project aimed at addressing the 

industry’s ambitious goals to reduce gas emissions. 

Some experiments included changing the paint of the 

aircraft to one that prevents ice accumulating on the 

surface and insects from sticking to the airplane. This 

reduces drag and fuel consumption. Other tested areas 

included controlled noise pollution, air safety and flying 

and landing techniques to reduce fuel consumption. The 

industry’s goal to reduce fuel consumption can be met 

partly by improving pilot training and partly by improving 

engines. The next ecoDemonstrator, to fly in 2018, is still 

under development and might happen through another 

partnership with Embraer. 

On the commercial side, our top priority is getting the 737 

MAX to our local customers, including Aeroméxico, Copa 

Airlines and Gol Airlines. The second will be to continue 

improving the added value of the supply chain. 

we can improve the passenger experience is varying the 

temperature ranges in an aircraft. The 787 incorporates our 

Sky Interior, which creates a more welcoming environment. 

The lighting can be changed depending on the time zone 

while larger windows let in more natural light. The aircraft 

is also much quieter and its humidity level is higher. This 

is because it is made of composites instead of aluminum 

and is pressurized at lower altitudes. 

Q: What other initiatives is Boeing developing to improve 

passenger experience?

A: The best way to improve this area is by talking to 

passengers. We have two locations with an aircraft cabin 

that can simulate the conditions of a real flight, one is 

in Germany and the other at Brazil’s 

University of Sao Paulo. In Brazil, we 

recently asked for volunteers to test 

the conditions of a “flight” to measure 

preferences. For passengers with physical 

limitations, we have developed ways to 

make their experience smoother and 

easier, such as luggage storage that can 

be pulled down to an accessible height. 

It is amazing how passengers around 

the world state the same needs. The main differences 

between passengers can be classified by age. Millennials, 

for instance, want internet access so they can message 

fellow passengers. They are willing to pay for that but 

are unwilling to pay for what they do not use, including 

food or drinks. This is one of the reasons low-cost carriers 

are growing so much in Mexico and other countries in 

Latin America. While these carriers charge for everything, 

passengers who do not use most of these services and are 

willing to pay when they do need something. 

Q: What are Boeing’s recommendations to keep the 

Mexican industry growing?

A: So far, we have seen an excellent partnership 

between the Mexican government and the industry via 

organizations such as ProMéxico and FEMIA. The third 

vertex of that triangle, academia, is just starting to come 

on board. We need to ensure the labor force is adequate, 

in quantity of people and skillset, to be able to build the 

aircraft and satellites of the future. Mexico produces a 

vast number of engineers but what the sector needs now 

is technicians. 

Technical schools have to train their students not just on 

how the factory works but on relationship management 

because an instrumental part of the supply chain relies 

on good working relationships between Tier 1s and OEMs. 

We want partners that are willing to develop long-term 

partnerships and understand the changing needs and 

Boeing  is a multinational company and one of the largest 

aircraft manufacturers worldwide. The OEM manufactures the 

fastest-selling commercial aircraft in the world, the 737 MAX, 

and reported revenue of US$94.57 billion in 2016

US$1 
billion
Amount Boeing’s 

supply chain division 
buys annually from 

Mexico



140 to 240 seats), it allows the airline to choose the most 

suitable option to complement its business model. 

Also, Interjet, Viva Aerobus and Volaris have all opted for the 

A320neo, the newest member of the A320 family, allowing 

them to operate efficient, latest-generation aircraft while 

improving their environmental footprint. New-generation 

engines, Sharklet wing-tip devices and the numerous cabin 

innovations of the A320neo result in a 15 percent fuel-cost 

savings per seat compared to previous-generation aircraft. 

Q: How is the demand for Airbus aircraft evolving in Latin 

America and Mexico and how is Airbus adapting to these 

market changes?

A: Latin America is one of the most exciting regions for 

aviation. According to Airbus’ latest Global Market Forecast 

(GMF), over the next 20 years, Latin America will need over 

2,500 new passenger and cargo aircraft to fulfill increasing 

passenger demand. We estimate passenger traffic will grow 

at an annual rate of 4.5 percent (a rate on par with the 

global average) and the region’s middle class to reach 500 

million people by 2035, more than twice as many as there 

were in 2006.

In Mexico, aviation traffic has grown nearly 60 percent 

since 2000, and in the next 20 years more than 600 aircraft 

will be needed to serve the Mexican market. One of the 

main drivers of this growth is tourism, which is forecast 

to contribute 5 percent of the country’s annual GDP 

growth and account for 2.6 percent of added employment 

between now and 2024. This economic growth presents a 

key opportunity for Mexico’s carriers to expand their fleets 

and routes, especially in the international air traffic market.

There is also a growing demand for training services for 

over 85,000 technicians and pilots in Latin America in the 

next 20 years. In response, Airbus has opened training and 

maintenance centers in Mexico City, Campinas, Brazil, and 

Buenos Aires, Argentina. This also allows us to directly 

support our customers’ growth and productivity. 

Q: Which regions in Latin America do you expect to grow 

the most in aviation and in aircraft demand?

Q: How is Airbus shaping aviation in Latin America?

A: Airbus has been present in Latin America for 30 years 

and has played a vital role in building the region’s dynamic 

aviation market. Airbus is proud to promote and support 

local aviation professionals at its training and manufacturing 

centers throughout Latin America. Airbus has made a long-

term commitment to Mexico by employing highly trained 

local professionals via its Mexico Training Center and its 

suppliers’ manufacturing facilities, leveraging the high-

quality local talent and ample selections of manufacturers 

that Mexico has to offer. 

Since 1990, Airbus has achieved more than 60 percent of 

net orders in the region and just in the last 10 years, we 

have tripled the size of our in-service fleet in Latin America 

and the Caribbean. To date, we have sold more than 1,000 

aircraft in the region and have a backlog of more than 450 

orders. In Latin America and the Caribbean today, there are 

over 20 operators who fly our aircraft. 

Q: Over 60 percent of all commercial aircraft flying in 

Mexico are Airbus. What made your aircraft so attractive 

to the country?

A: Mexico, Airbus’ top market in the region after Brazil, 

is a flourishing market with significant potential, a stable 

government, long-term investment plans and a booming 

market for commercial air travel. The growth of Low-

Cost Carriers (LCC) in Mexico has been remarkable 

in the past 10 years, and has catalyzed the growth of 

commercial aviation in the country. Interjet, Viva Aerobus 

and Volaris have revolutionized regional air transport and 

has made air travel more accessible than ever. As these 

airlines grew, we have been able to adapt to their growth 

models and fleet planning strategies at a critical time as 

they were absorbing much of the demand covered by 

Mexicana when it left the market. 

Globally, the demand for single-aisle aircraft is growing and 

the A320 family has prevailed as Latin America’s aircraft 

of choice. The A320 family has been successful for our 

customers in Mexico particularly because of its versatility. 

Because it is available in three different sizes (ranging from 

OEM DOMINATES MEXICAN 
MARKET, TARGETS THE WORLD
RAFAEL ALONSO
President of Airbus Latin America and the Caribbean
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the region’s top 20 cities are connected by one daily flight, 

leaving the rest of the region’s cities with less-than-weekly 

connections or none at all. 

Q: What are your expectations for the growth of the 

Mexican aviation industry?

A: The future of the aviation industry in Mexico is promising. 

Mexico is a very important market for Airbus at both a regional 

and global level, which can be seen in the number of milestones 

we have achieved in the country in recent years. We recently 

opened the Airbus Mexico Training Center in Mexico City (the 

first such training center in the region), which offers A320 

simulator training and courses to support growing customer 

needs for training and services regionwide. In 2016, Interjet, 

Viva Aerobus and Volaris (the first North American-based 

airline to receive it) all began operating their first A320neos, 

the newest and most efficient aircraft in the A320 family, the 

most widely sold aircraft family in aviation history. 

And we cannot forget about the largest aircraft in the world, 

the A380, which first began operating in the region in 2016. 

Transporting more people on fewer flights via very large 

aircraft like the A380 is the solution to rising aerial congestion 

as, not surprisingly, by the end of 2036, Mexico City and 

Cancun airports will each be receiving more than 10,000 

long-haul passengers on a daily basis, making them two of 

nine aviation megacities in Latin America. 

Q: What are your expectations for the growth of Airbus in 

Mexico in the short to middle term?

A: Today, about 140 aircraft are in operation in Mexico through 

four customers: AeroUnión, Interjet, Viva Aerobus and Volaris, 

which represents 63 percent of the country’s commercial 

aircraft market in service. The growing demand for single-

aisle aircraft in the country will help airlines, especially low-

cost airlines, continue to grow. Travel per capita in Mexico 

is expected to double over the next 20 years and Mexico’s 

economic growth is 3.7 percent, higher than the regional and 

global averages. This presents a good opportunity for Mexican 

companies to expand their fleets and routes, especially 

internationally.

Mexico is a strategic business market for Airbus and an 

important component of our global manufacturing footprint. 

We expect this partnership to only become more fortuitous 

as the years go by. Across Airbus, we work with more than 

95 Mexican companies and there are over 5,000 direct and 

indirect Airbus employees in Mexico via its supply chain.

A: Airbus has almost 650 aircraft in operation and nearly 

500 aircraft yet to deliver, most of which will go to airlines 

based in Brazil, Chile, Colombia and Mexico, home to 

some of the largest Airbus customers in the world such as 

Avianca and LATAM. Mexico’s economic and traffic growth 

has led airlines to acquire larger, newer and more efficient 

aircraft, and the average fleet age has been reduced by 

five years in the last decade. Many of these fleets belong 

to LCCs launched in the last 10 years, accounting for almost 

60 percent of domestic traffic in Mexico in 2014. In 2016, 

94 percent of LCC traffic came from Mexican or Brazilian 

LCCs, but the LCC model is emerging in other key markets 

such as Colombia, Chile, and Peru and we are seeing rapid 

growth coming out of these airlines. 

Q: Which aircraft are increasingly in demand in the region 

and how does Mexico differentiate from the rest of Latin 

America in this sense?

A: Our 20-year outlook for Latin America predicts a demand 

for over 1,900 single-aisle aircraft and 550 widebody aircraft 

like the A330, A350 XWB and A380, worth an estimated 

US$330 billion. Single aisle aircraft are leading demand, 

and the A320 and A320neo families have become the 

preferred aircraft families for the region’s carriers. We are 

seeing the region’s top airlines modernizing their fleets with 

the A320neo family, allowing them to achieve efficiency 

gains even in a less-than-favorable economic environment. 

The A320neo is the market leader in the region with nearly 

400 orders and almost 70 commitments from lessors 

for leading airlines such as Avianca, Avianca Brasil, Azul, 

Interjet, JetSMART, LATAM, Sky Airline, Synergy Group, Viva 

Air (presiding over Viva Air Peru and Viva Colombia), Viva 

Aerobus and Volaris. In Mexico, Viva Aerobus, Volaris and 

Interjet are all relying on A320 and A320neo family aircraft 

for the expansion and modernization of their fleets. 

However, Latin America’s long-haul route expansion is 

imminent, and we are already seeing airlines respond by 

opting for larger, longer-range and more efficient aircraft 

such as the A350 XWB and the A380, which both began 

operating in the region in 2016 with LATAM and Air France, 

respectively. The long-haul market space presents a solid 

opportunity for Latin American carriers to claim back 

market share as today, European and North American 

airlines carry the majority of long-haul traffic into and out 

of the region. 

Similarly, the intra-regional and domestic market within 

Latin America holds tremendous potential given that traffic 

is expected to nearly triple in the next 20 years, growing at 

a favorable rate of 5.3 percent. Passengers in North America 

and Europe can count on at least one flight per day to 

connect them to the 20 largest cities in their regions, but 

in Latin America this figure is smaller. Only 43 percent of 

Airbus  is the second-largest original equipment manufacturer 

in the world. It designs, manufactures and sells commercial and 

military aircraft worldwide. The OEM manufactures the largest 

aircraft in the world, the A380



movement within Latin America, so the C Series can easily 

become a tool that connects the region. 

Mexico in particular is one of the world’s largest regions 

for aviation, together with the US and Canada. The need to 

be connected opens many opportunities for Bombardier’s 

aircraft. Mexico has been evolving as airlines renew their 

fleets. A few years ago, the country had 297 registered 

aircraft with an average age of 16 years. This number now 

has grown to 356 with an average of 9 years of age. 

Q: What is behind Bombardier’s significant growth in 

Queretaro state?

A: Our employees are the main drivers behind Bombardier’s 

growth in Queretaro and have been among the key reasons 

our corporate offices are increasingly trusting in this division. 

Another reason for success is the blending of Bombardier’s 

culture with Queretaro’s, as the state prioritizes innovation. 

Our corporate offices are often amazed at the innovations 

that originate in this plant. Bombardier 

has an internal program called Excel 

Ideas, where employees propose new 

ways of carrying out existing processes 

in areas such as health and safety, quality 

and productivity. The plant in Queretaro 

is one of the largest contributors to 

this global program. We have strong 

capabilities for harnesses and a business 

jet unit that has been declared a center of excellence by 

our corporate offices. 

Our facilities in Queretaro perform mostly manual 

assemblies so most of our innovation comes from optimizing 

manufacturing processes. Our main offices recognize our 

operations in Queretaro for the value they add while lowering 

costs and improving quality. In terms of innovation, we are 

mostly focused on training our people and we have many 

agreements with UNAQ to train our employees.

These facilities are an integral part of the Bombardier 

Aerostructures Division’s internal strategy. Our main target 

now is to focus on the programs we have on site, which 

Q: What is Bombardier’s outlook for Latin America and 

Mexico?

A: Bombardier is divided into two large aerospace segments: 

commercial and business aircraft. In the business division, 

we have a strong growth forecast for Bombardier globally 

as we estimate that the global market will need 8,300 new 

business jets within the next 10 years. The outlook is also 

positive for our commercial division as we expect a need for 

12,700 new aircraft by 2034. In Latin America, we forecast 

a need for 790 business jets and 1,150 commercial aircraft 

during the next 10 years. 

Q: How does Bombardier’s C Series benefit the global 

aviation market?

A: The C Series provides significant benefits to airlines as it 

represents a 20 percent reduction in emissions and has the 

lowest fuel consumption in the 150-seat segment. It is the 

only aircraft originally designed for this segment, which is 

extremely important for Bombardier. Other manufacturers 

have adapted existing aircraft to address 

this segment, but the C Series was 

uniquely designed for it. The aircraft is 

extremely efficient and was designed 

with passenger’s comfort in mind. It was 

designed from the inside out to ensure 

that travelers have sufficient space. The 

cabin is also the quietest in its class.

In mid-2017, the CS100 landed in London City Airport, 

becoming the only aircraft of this size to do so. The plane’s 

aerodynamics reduce drag and the aircraft generates 

minimal noise, both important factors when flying into an 

airport that is located in the middle of a city. This provides 

the CS100 a competitive advantage for airlines that want to 

fly to and from airports located in the middle of large cities, 

such as London and Toronto.

Q: What potential does the C Series have in Latin America 

and how could the C Series change this market?

A: For airliners, the C Series will be a convenient aircraft 

as Latin America gradually increases the number of flights 

in the region. We have seen significant regional passenger 

BUSINESS JETS LEADER SEES  
BIG POTENTIAL IN QUERETARO
CARLOS ROBLES
Vice President of Bombardier Aerospace Mexico and President of FEMIA
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8,300
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will be necessary 
within the next 10 

years globally 



sector and through collaboration and with quality 

products we can convince foreign companies to introduce 

more processes to Queretaro. The state is big enough to 

reach critical mass and small enough to learn and grow.

Q: How is Bombardier ensuring the acquisition of 

qualified human capital?

A: Across the entire country, the aerospace sector is 

facing a challenge in acquiring qualified employees. To 

address this, the industry is collaborating with other 

sectors to train qualified professionals. Mexico has a great 

demographical advantage in its young population and the 

country generates more engineers than Germany. 

Bombardier is heavily committed to the professional 

growth of our employees. Once hired, we train people in 

the values and processes of our company and we work 

hard to retain them. Many of our employees develop their 

professional careers successfully within our company. 

UNAQ is a strategic partner in the training of our 

employees, many of whom have received certifications 

from the university in composites, aerostructures or 

electrical operations. We are looking for people who are 

committed and engaged to learn. 

Q: How will a renegotiation of NAFTA affect Bombardier’s 

operations in Mexico?

A: We will comply with any changes in the law. The 

renegotiation is ongoing so it is not possible to estimate 

the long-term impact it will have. Alongside other 

business associations, we are making sure that our 

industry’s concerns are addressed. The aerospace market 

has changed in significant ways since NAFTA was signed, 

a time when there was almost no aerospace industry in 

Mexico. For that reason, the current agreement does not 

address aerospace that much.

include aerostructures, composite manufacturing, electric 

harnesses, sheet metal and machining. All these units were 

developed a little more than 10 years ago. We are now in a 

stabilization period. Our goal is to increase the efficiency 

of these units and to become increasingly independent so 

that we can tackle all opportunities that come our way. 

Our facilities in Queretaro manufacture components 

for every single model of Bombardier’s aircraft, be they 

electrical components, composites, aerostructures or 

sheet metal. Every single one of Bombardier’s aircraft has 

a component from Queretaro. 

Q: How are these facilities shaping Queretaro’s supply chain?

A: Bombardier has the largest presence in Mexico of all 

OEMs. We are actively working to develop the sector 

alongside the local cluster, FEMIA and neighboring 

companies. The key word for the industry is collaboration. 

We have been working to develop the supply chain across 

the entire country and now we have 10 Mexican suppliers 

from Chihuahua, Sonora and Mexicali. Part of our mission 

when we established in the state was to develop Mexican 

suppliers. We are closely working with FEMIA and the 

local cluster to develop Tier 2 and 3 suppliers, which will 

help our facilities in Mexico to grow. 

Queretaro has given Bombardier a lot and we aim to 

give back. Through our initiative Causa Queretaro every 

quarter we develop a new community support program. 

We are one of the biggest employers for aerospace in 

Queretaro, thus we are very committed to the health 

and safety of its citizens. We play an important role in 

FEMIA and the local cluster, and we spend significant 

time developing the aerospace sector and the small 

companies in it. 

Q: What initiatives is Bombardier developing to support 

the incorporation of SMEs into the aerospace supply chain?

A: Aerospace is a complex industry. It takes a long 

time to acquire certifications and volume. This can be 

a chicken and egg problem because companies that do 

not have the necessary volumes are not cost-effective, 

but companies that are not cost-effective cannot reach 

these volumes. Major companies in Queretaro, such as 

ITP, Bombardier and Safran, are working together to 

generate work packages that have the volume local SMEs 

can supply. 

The sky is the limit, especially in Queretaro. The market 

opportunities are there, given the extremely large 

demand for aircraft. This represents a major opportunity 

for local companies to improve their operations and to 

attract more contracts to Mexico. I believe that this is a 

strategically important moment for Mexico’s aerospace 

Bombardier  is a Canadian OEM that manufactures aircraft, 

high-speed trains and public transit. The company is a world 

leader in regional and business aircraft. It has 73 production and 

engineering sites in 29 countries and employs 66,000 people

In Latin America, Bombardier 
forecasts a need for 790 
business jets in the next 10 years 



INSIGHT

SPANISH COMPANY HELPS  
SHAPE QUERETARO’S 
AEROSPACE INDUSTRY
JUAN CARLOS CORRAL
Director General of ITP Mexico and President of Queretaro Aerocluster

Many in Queretaro consider the arrival of Bombardier as the 

beginning of the state’s aerospace industry. In fact, a Spanish 

engine manufacturer predated the Canadian giant by almost 

a decade. Since entering the state, ITP has found in Queretaro 

the ideal place for growth and in turn has helped to shape the 

state’s aerospace sector. 

“ITP’s branch in Queretaro is the second-largest after Spain,” 

says Juan Carlos Corral, Director General of ITP Mexico 

and President of Queretaro Aerocluster. The company has 

influenced Queretaro’s development in many ways, including 

in the introduction of other companies. “ITP brought Safran 

into the state with a joint venture to repair and overhaul 

the CFM56 engine. Once this project was left by ITP, Safran 

decided to continue manufacturing in Queretaro,” says Corral. 

ITP is the ninth-largest component and engine manufacturer 

in the world, according to PwC. In 2016, the company reported 

a turnover of €780 million for 9.9 percent year-on-year 

growth. It also reported a 20.5 percent increase in activity in 

its commercial aviation division. The business outlook appears 

positive for the Spanish manufacturer, fueled by engine 

demand for civil and military aircraft. Research and Markets 

forecasts that this market will enjoy a 5.4 percent compound 

annual growth rate from 2017 to 2021. 

The company started as a joint venture between SENER 

and Rolls-Royce but now the latter is acquiring SENER’s 53 

percent of ITP for €720 million. From its beginnings as an 

MRO, ITP’s facilities quickly expanded into three different 

businesses spanning over 150,000m2. At its peak, the MRO 

division had over 400 employees but that number has shrunk 

to approximately 100 amid the demise of the JT8D engine, 

leading ITP to plan its exit strategy from that segment. “We 

expect to stop JT8D MRO operations in approximately two 

years,” says Corral. While its MRO operations are not what 

they used to be, the company’s work in the segment allowed 

it to “realize that Queretaro has excellent capabilities for 

aerospace manufacturing, thanks to its universities, training 

centers, airport, technology centers and other infrastructure.” 

ITP’s experience as an MRO also led the company into the 

design and engineering segments in 2001, establishing ITP I&F 

(Ingeniería y Manufactura). This company now incorporates 

over 100 employees and has a number of achievements under 

its belt. “ITP is the first and only company in Mexico involved 

in the certification of engines: Pratt and Whitney’s PW814 and 

PW815,” says Corral. These two turbofan engines are used by 

the Gulfstream G500 and G600 twin-engine business jets, 

respectively. The company also manufactures inter-stage seals 

and other parts for the Rolls-Royce Trent 1000 used in the 

Boeing 787 Dreamliner, the Trent900 for Airbus A380 and 

other engines including the Trent 700, Trent 500 and Trent 

XWB. “Half of the wide body aircraft fleet flying all over the 

world includes parts manufactured by ITP, including parts 

from ITP Mexico,” says Corral. The company’s third division is 

ITAM (Industria de Tuberías Aeronáuticas de Mexico), which 

manufactures aircraft pipes and end fittings. 

Overall, ITP is growing in Queretaro. “Our headcount increased 

by 8 percent in 2016,” says Corral. While ITP’s MRO operations 

(ITR) decreased in revenue, the other two companies have 

grown and Corral expects this trend to continue. “In Queretaro, 

our goal is to grow at a double-digit rate.”  

This growth can be credited to investments in the aerospace 

sector from all players, including academia, government and 

industry. “The state is heavily committed to the industry’s 

growth, which is illustrated by the creation of CENTA, the 

country’s first research center exclusively for the aerospace 

sector,” Corral says. 

Aerospace has also been good to Queretaro. Corral points out 

that the aerospace industry in the state is not the biggest in 

Mexico but it “represented 37 percent of the total aerospace 

exports in 2016.”

“ITP is the first and 
only company in 

Mexico involved in the 
certification of an engine”



requires appropriate alliances with other companies, research 

centers and academia. To achieve this in Mexico, we are 

working closely with CONACYT and CINVESTAV. 

Safran is committed to innovation, as it is fundamental to our 

long-term strategy. Even mature companies are not immune 

to market changes and may be heavily hit by them, no matter 

the sector. Such was the case of Kodak. If a company takes 

a wrong turn in its long-term business strategy, it could even 

disappear.

Q: What are Safran Mexico’s main priorities for local 

growth during 2017?

A: In 2016, we announced the construction of a new plant 

in Queretaro that was the result of the rise in demand for 

LEAP engines. We expect it to begin production in 2017. 

We have a strong presence in Queretaro and Chihuahua, 

and see potential for growth in both states. In Queretaro, 

we are implementing innovative textile techniques to make 

composite parts by “knitting” them together. This permits the 

generation of much stronger and lighter pieces. 

Protectionist policies in the US will impact all economic sectors 

so it is necessary for the authorities to prevent these kinds of 

policies as much as possible. Production in our new plant will 

be of the utmost importance as strategic components will be 

manufactured there. Our goal for 2017 is to continue ramping 

up production to achieve our 2020 goals and Mexico is an 

essential part of that. 

Q: How are low airplane orders affecting the aerospace 

supply chain?

A: The backlog at major OEMs is extensive and it will take many 

years to fill so we are not worried about a smaller number of 

orders. We see the opposite happening as high demand for 

our engines is pressuring us to increase our engine production. 

For that reason, by 2020 we plan to increase our global 

production of the LEAP engine to 2,000 per year. Increasing 

manufacturing by this amount is a significant challenge, as 

engines are sensitive products, so we must implement the 

highest quality and safety standards to ensure their integrity. 

The true challenge is speeding up LEAP engine production to 

meet demand from Boeing, Airbus and Chinese companies. 

Even though the LEAP engine just entered service in 2016, 

we have over 13,000 orders. As a point of comparison, over 

the 40 years we produced its predecessor, the CFM56 engine, 

we delivered around 30,000. To speed up manufacturing we 

decided to continue investing in Queretaro, mainly by building 

a new plant that will begin manufacturing before the end of 

2017. By 2021, it may be possible to produce an annual rate 

of over 20,000 engines blades. 

Q: What recommendations would you give Mexican 

companies interested in developing innovative technologies? 

A: Many believe that innovation starts from zero, but it requires 

building on decades of experience and a long time to mature. 

This is the reason there is so little competition in engines. The 

patience required is exemplified in Safran’s recent innovation 

award to a project that began 35 years ago. An investment in 

innovation is an investment in the future and the long-term 

plans for the company. 

Some may feel that innovation in aerospace is slowing 

down, as the airplanes do not appear to change decade 

after decade. This is false. The rhythm of innovation is simply 

different from sector to sector. For instance, innovation in 

mobile devices usually takes 18 months, while for aircraft it 

takes 40 years. A motor lasts for 40 years. Such long periods 

are practically unheard of in other manufacturing sectors. 

While we developed the LEAP engine, we manufactured many 

CFM56s, which have a lifespan of 30 to 40 years. Innovation 

A LEAP FROM FRANCE  
TO QUERETARO

DANIEL PARFAIT
President of Safran Mexico

VIEW FROM THE TOP

Safran  is a French engine and component manufacturer and 

one of the top 100 aerospace companies in the world. Safran 

started operating in Mexico 20 years ago with a plant in 

Chihuahua and now has 13 plants in Queretaro and Chihuahua

Over 13,000 
orders for  
the new LEAP 
engine



The Interconnection Systems division in Hermosillo plant 

produces a variety of complex harnesses such as the 20VU 

section harnesses, complete wings, wingtips, flaps, power 

feeders and vertical tail plane harnesses for different Airbus 

aircraft such as the A320, A330 and A350. These products 

are shipped to France and Germany. 

Q: How is Latécoère improving the landscape of the 

aerospace industry in Sonora?

A: The aerospace industry is not as automated as the 

automotive industry, so we introduced three Alema-type 

robots from KUKA Roboter in the production of the Boeing 

doors and are introducing a SPIE automated riveting 

machine. This is a robot equipped with a riveting machine 

to fasten the door’s skin to the structure. 

Q: What are the main supply chain problems in the local 

aerospace industry?

A: In Hermosillo, for the Aerostructures division, semi-

finished parts arrive and we assemble the parts together. 

For the Interconnection Systems division, we purchase all 

the raw material to produce the harnesses. When we first 

started operations, everything was shipped from France. 

But most of Latécoère’s suppliers are now US-based. We 

want to create a dual component center in Hermosillo to 

develop a supplier base around Latécoère. For instance, 

Figeac Aero, a French supplier, recently settled in Hermosillo 

and is producing some parts for the Boeing 787 doors. 

However, it is difficult to build this supply chain in the area 

because there are few companies that produce pieces for 

the aerospace industry in Sonora and Hermosillo does not 

have certified companies for special processes that clients 

like Boeing require.

Q: What is Latécoère’s strategy to reduce costs and 

delivery times?

A: We have implemented lean manufacturing practices 

in the plant. When we began production, it took the 

Aerostructures division between 60 and 70 days to finish 

a door. Our objective for 2018 is to reduce that time to 25 

days, cutting down the number of doors being processed 

and reducing our inventory. 

Q: What attracted Latécoère to Hermosillo when most 

aerospace companies are in other parts of Sonora?

A: First, we are located close to the US border, which 

allows us to transport our product by land to our clients 

in Charleston and Wichita. Second, Hermosillo is a city 

with many talented candidates. Latécoère was one of the 

first aerospace companies to land here and being the first 

was a great advantage to recruit people without major 

problems. Third, the company was in close relationship 

with the government from the very beginning. Sonora’s 

government accompanied us from the moment we started 

building our facility. Thanks to the government’s help, we 

could start producing only three months after the building 

was finished.

Q: What advantages does Latécoère’s plant in Hermosillo 

provide the company in terms of its global strategy?

A: Our assembly plant in Hermosillo enables Latécoère to 

be close to its clients based in the US. This plant assembles 

Boeing 787 doors and Airbus harnesses. In November 2017, 

we will ship the 2,000th door produced in Sonora. Aircraft 

doors also need harnesses, so Latécoère not only wants to 

build these harnesses but also aims to integrate them into 

the structure of the doors produced here before shipping 

them to the final client. 

The plant has two main divisions: Aerostructures and 

Interconnection Systems. Our Aerostructures division 

manufactures all passengers’ doors for the Boeing 787. 

The next step will be to transfer from France the baggage 

doors for Bombardier CRJ700 and CRJ900 aircraft. 

Although it is a small door, it will allow Latécoère to 

demonstrate to Bombardier that the Hermosillo plant is 

efficient. Latécoère will transfer the production line of 

the Bombardier’s CRJ700 and CRJ900 baggage door to 

Mexico by the end of 2017.

BUCKING THE LOCATION TREND 
PROVIDES ADVANTAGES
PATRICK BERNARD
General Manager at Latécoère

VIEW FROM THE TOP

Latécoère  is a 100-year-old, France-based, aircraft parts 

company. Its assembly plant in Sonora manufactures doors 

for the Boeing 787 and interconnection system harnesses for 

the Airbus A320, A330 and A350



Q: How would you compare the aerospace industry in 

Sonora with the rest of Mexico?

A: Queretaro and Chihuahua have more aerospace-savvy 

workers. People in this area have a good education, but 

the industry still needs workers with a higher level of 

specialization useful to the industry. Latécoère has an 

agreement with the Hermosillo Technological Institute (ITH) 

to develop a career focused on aerospace technology. Also, 

we are starting a dual program with the university in which 

students will take part in an apprenticeship with us. They 

will receive professional training at our plant during their 

last semester. Students will spend 80 percent of their time 

here learning how to work in the aerospace industry.

We have noticed that technicians do not want to remain 

technicians but want to become engineers. Latécoère has 

started working with schools like ITH, the Technological 

University of Hermosillo (UTH) and local chapters of the 

National Technical Professional College (CONALEP) to 

encourage technicians to realize their dream.

Q: What are your growth expectations for the rest of 2017 

and for 2018?

A: 8,000m2 of our plant are dedicated to the Interconnection 

Systems division and 4,000m2 are allocated to Aerostructures, 

but the plant has another 4,000m2 of available space. We 

want to make use of this space to introduce more production 

lines. There are many opportunities for growth in the 

Interconnection Systems segment. 

Growth in the Aerostructures segment is more complicated. 

Given the length of time involved in the development of 

new aircraft, the related production for subcontractors will 

only really take off from 2025. Nevertheless, we are focused 

on the optimal execution of our order book. 

Proximity to our suppliers also enables just-in-

time production by having them manufacture and 

deliver components exactly when we need them. The 

Interconnection side is quite different due to the completely 

different manufacturing process, which is manual, with 

significant changes of configurations between aircraft. 

However, we have implement a pull system and full kitting 

techniques to improve productivity and reduce costs.

Q: What are the key challenges when assembling new 

products in Hermosillo?

A: The first is focused on behavior when building your crew; 

behavior is the mandatory foundation to develop great 

employees. We prefer people with great potential to people 

with existing industrial skills. People are eager to learn, to 

do the right thing and to take challenges with pride. 

The second is to train the personnel we require. Training 

is instrumental to get a reliable workforce that follows 

instructions. That definitely leads to quality work.

We have implemented several programs to prepare 

people to work with our products. For instance, Latécoère 

developed a training center alongside Sonora’s government 

called the Sonora Institute for Aerospace and Advanced 

Manufacturing (SIAAM). Also, once employees start 

at Latécoère, they receive one of two distinct kinds of 

training depending on the division in which they will be 

working. Training in the Aerostructures division lasts up to 

five months. Interconnection Systems, on the other hand, 

has an internal training program with special qualifications 

that requires one month. The employees of the Latécoère 

plant in Hermosillo are well qualified. To reduce turnover, we 

provide attractive benefits and a pleasant work environment 

so employees are pleased to work with us.  

Manufacturing activities at Latécoère / Latécoère Sonora



Q: What are your growth expectations for flights between 

the US and Mexico in the long term?

A: The entire Latin American market continues to grow, 

not just Mexico. Of the 20 most important cities in Latin 

America, only 43 percent have a direct flight services, 

while 100 percent of the important European cities have 

these kinds of connections. The aviation industry in Latin 

America will grow more than in the rest of the world. The 

average growth of this industry in Latin America is 4.6 

percent, while growth in the Mexican market is expected 

to be 4.7 percent. The agreement between the American 

and Mexican governments provides more options for 

flight destinations. Before this agreement existed, only 

two foreign airlines were allowed to fly to the same 

destination. Lifting this limitation will boost competition 

and provide customers with a greater number of options 

to choose from. 

Q: What are United Airlines’ most important alliances and 

what does it look for in a partner?

A: United Airlines is a founding member of Star Alliance. 

But the company also has separate agreements with 

various airlines. We have a codeshare and frequent-flyer 

agreement with Aeromar that helps us take passengers 

to some destinations where we do not fly. Before this 

partnership, United Airlines had an average of 40 

codeshare flights to 16 cities operated by Aeromar. Now, 

we have increased it to 74 codeshare flights to 20 cities. 

Partnering with these kinds of companies increases the 

number of destinations offered and the frequency of 

operations and makes air tariffs more competitive. Among 

Latin American companies, we also have codeshare and 

frequent-flyer program agreements with both Copa 

Airlines and Avianca. 

We have joint ventures with Lufthansa and Air Canada. 

Passengers flying on any United Airlines, Air Canada or 

Lufthansa flight departing from any country from Canada 

to Panama and going to Europe, the Middle East, Africa 

or India can interchange flights between these three 

airlines at the same tariff, connect between each lines’ 

flights and have their luggage dispatched to their final 

Q: How big a factor is Mexico in United Airlines’ long-term 

sales strategy?

A: Mexico is United Airlines’ second-biggest market in 

terms of operations outside the US. We operate flights to 

64 destinations in Latin America and the Caribbean with 

an average of 1,000 flights a week. Of these, 550 are to 

Mexico. Mexico City is the only destination connected with 

all seven hubs in the US: Houston, Denver, San Francisco, 

Los Angeles, Chicago, Newark and New York. 

United Airlines continuously analyzes its routes to 

determine when to increase capacity. When we notice 

growth in demand in a market, we either schedule more 

flights for this destination or use a larger aircraft. For 

instance, five years ago we started flying seven times a day 

from Monterrey to Houston. As demand grew we added 

five more flights for a total of 12 daily flights in this route 

and one in the Monterrey-Chicago route. Shortly after, we 

started to operate 14 weekly flights. United flew 70-seat 

CRJ-700 airplanes in this market but as demand grew, we 

replaced these aircraft with the 76-seat Embraer E-175. 

This measure meant an increase of almost 10 percent in 

the number of available seats per flight. 

Q: What are the most important routes for United in 

Mexico?

A: Cancun is our busiest airport outside the US. During 

peak season, we operate up to 40 daily flights. In Mexico 

City, we have up to 16 flights a day and all our operations 

are mainline flights. In Queretaro, we fly three daily flights 

using 76-seat ERJ175 aircraft and in Leon we grew from 

a daily flight to Los Angeles and four to Houston to four 

flights to Houston and two to Los Angeles. Last year, 

United added a new flight to the Aguascalientes-Houston 

and San Luis Potosi-Houston routes. This was done largely 

to further connect the automotive industry as air traffic 

between Europe, Asia and the US related to this sector 

has grown. United Airlines used to partially operate its 

mainline flights using Airbus A319s, Boeing 737s and other 

large aircraft while operating a few flights using 76-seater 

regional jets. Now, all United Airlines’ flights are mainline 

and jets are used in other destinations.

BUSINESS DESTINATIONS  
OPEN OPPORTUNITY
ROLF MEYER
Managing Director, Mexico and Latin America Sales of United Airlines

VIEW FROM THE TOP



demand for certain services depends largely on the kind 

of passenger at hand. But all passengers regardless of the 

type want to reach their destination safely and to wait the 

minimal time possible. 

Q: How is United Airlines facing the saturation of AICM 

and what does it expect from NAICM?

A: The number of slots at AICM is limited but United 

Airlines is fine with the number of slots it holds. Replacing 

smaller aircraft with bigger planes has enabled the airline 

to increase and even double capacity. For instance, 

changing from 75-seat aircraft to 146-seat planes almost 

doubles the number of available seats per flight. Also, 

increasing the number of operations and destinations 

from cities close to Mexico City, such as Puebla and 

Queretaro, reduces the need for customers who live there 

having to fly from Mexico City. 

NAICM’s capacity will be valuable for the country as AICM 

is saturated and there are companies that want to fly to 

Mexico City but are unable to. NAICM will bring in more 

companies and more people, generating a trickle-down 

economic effect that will result in investment that benefits 

both Mexico City and the country. Its three air strips per 

terminal will enable more simultaneous 

take-offs and landings, permitting more 

flights to more destinations.

Q: What are United Airlines’ growth 

expectations in terms of cargo and 

passengers for 2017 and 2018?

A: Several industries in Mexico are growing, 

including automotive, technology, pharmaceutical, 

aeronautics and petrochemistry. Since growth is not 

focalized in a single industry, there are many opportunities 

for this to continue. United Airlines flies to all the business 

centers in which these industries are concentrated but we 

have limited cargo operations in some places because we 

only fly smaller aircraft to and from these destinations. As 

a result, we hire the services of a local company to move 

cargo by truck to airports where United Airlines works 

with larger aircraft. This enables us to boost the demand 

for cargo transportation by plane. In terms of passengers, 

United Airlines operated 1.6 million flights worldwide 

and transported over 143 million passengers in 2016. We 

expect the number of flights United Airlines operates in 

Mexico to grow beyond the current 550 flights a week as 

investments continue to arrive to Mexico. 

destination. This means a passenger flying from Mexico 

to Europe will find a better price connecting between 

these companies’ flights. United Airlines also has a joint 

venture with Japan’s ANA for all flights over the Pacific 

to Asia. This provides passengers with more options and 

destinations when choosing a flight. 

Q: What technology and aircraft is United Airlines 

interested in having in its fleet?

A: We are replacing our fleet, both wide-and narrow body 

aircraft. We are retiring our Boeing 747s and introducing 

more efficient and newer planes. Also, our 50-seat planes 

are being replaced with new Embraer E-175s. United also 

has several Boeing 737-900s and has placed an order for 

Boeing 737-MAX, Boeing 787-10, Boeing 777-300ER and 

Airbus A350 aircraft. All these new planes produce less 

environmental and noise pollution and have a greater 

flight range. Although the Boeing 747 is an iconic plane, 

its four engines make it much more expensive to operate 

than newer aircraft. In terms of technology, we are 

innovating in many of the planes we are refurbishing by 

introducing slim line seats but no screens. Passengers 

can connect to onboard internet and access to inflight 

entertainment (IFE) system from their own devices. Also, 

all planes with 70 and more seats 

have satellite onboard Wi-Fi. In terms 

of boarding passes, United Airlines 

has an app in which passengers can 

check in and scan their boarding 

pass, get notifications in their email 

or phone in case there is a delay or 

a gate change, as well as track their 

checked luggage. 

Q: What are your plans to implement the Polaris business-

class service in Mexico?

A: United Airlines invested over 12,000 hours in the 

development of this business-class product. All the 

seats in this class are bed-like and have direct access to 

the aisle so that passengers do not have to climb over 

each other to reach the aisle. We are not operating this 

type of aircraft to Mexico, but passengers connecting 

from Mexico at any of our hubs and who are flying 

intercontinental routes will experience this product as 

well as the Polaris lounges where available. 

Q: What are passengers looking for when choosing United 

Airlines?

A: First of all, our network. Most United Airlines’ passengers 

are business travelers as 80 percent of our routes are to 

the main worldwide business centers. With the on-board 

Satellite WIFI, business passengers appreciate being able 

to connect anywhere they are so they can solve problems 

before arriving to their destination. In other segments, 

United Airlines  is a US-based airline with over 339 destinations 

in 50 countries that transported 143 million passengers in 

2016. In Mexico, it operates 550 flights per week. It has a total 

operating fleet of 475 aircraft of various sizes and brands

550
United Airlines’ 
flights arrive to 

Mexico every week



Q: What impact will the bidding for Air Berlin have on 

Lufthansa’s operations?

A: This is still an ongoing negotiation. Lufthansa is bidding 

for part of Air Berlin and we have already leased 38 airplanes 

from Air Berlin to enlarge our Eurowings division. The airline 

business grows 5 percent on average every year. There is a 

need for mobility but leisure is growing significantly more 

than business flights. Eurowings targets leisure traffic and we 

had suffered some limitations in our available aircraft. With 

the leasing of Air Berlin’s equipment, we have managed to 

grow our capacity and the bidding for the airline is the next 

step in our strategy. 

Q: How have you innovated to offer the best options to the 

customer?

A: Innovation is a key part of our strategy, not only regarding 

our fleet but also our on-board products and services. We 

recently introduced a new class called Premium Economy 

and we have invested significantly in renewing our services 

in all our available classes: First Class, Business, Premium 

Economy and Economy. This includes new upgraded seats, 

upgraded entertainment systems, wireless internet access and 

a new signature restaurant service for our Business class. New 

products require new processes as well but we have received 

positive feedback from our passengers, both private and 

corporate. As another example of innovation, we have stopped 

distributing printed newspapers and magazines. Clients can 

now download different titles from our e-journal platform, 

which helps us reduce weight and thus fuel consumption. 

This year we are also focusing on digitalization and between 

now and 2020, we will invest €500 million (US$596 million) 

in digitalization, customization and other innovation projects. 

Q: How do these innovations impact the prices of Lufthansa 

flights?

A: Our investments are not directly related to an increase in 

fares. We live in a competitive environment and prices must be 

aligned with what the market expects from us. There are times 

when our prices can go up but that relates more to demand 

and how sold out our flights are. In the service industry, you 

need to invest and offer clients the best products, which have 

to be combined with profitable routes. That does not translate 

Q: What would you highlight as the main competitive 

advantages that have allowed Lufthansa to achieve positive 

results?

A: The Lufthansa Group is the leading aviation conglomerate 

in the world. We had a turnover of €32 billion (US$38 

billion) in 2016 and combining our different airlines we 

currently have 674 operational aircraft that result in over 1 

million flights annually. We serve 308 destinations in over 

103 countries and only in 2016 we transported 110 million 

passengers. 

Lufthansa’ strategy is based on three pillars. The first is 

oriented to our hub airlines: Lufthansa, SWISS and Austrian 

Airlines. These are our premium carriers that cater to both 

business and leisure travelers. Regarding point-to-point traffic, 

Eurowings and Germanwings offer flights within Europe as 

well as other long-haul options. Finally, our service-oriented 

line is comprised by Lufthansa Technik, Lufthansa Cargo, LSG 

Sky Chefs, Lufthansa Systems, Lufthansa Flight Training and 

Lufthansa Consulting. 

In addition to our core values of safety, reliability and quality, 

our main competitive advantage against other airlines 

is our people. This is closely related to the way German 

companies work and how much they invest on their human 

capital. Lufthansa’s employees are distinguished by their 

attitude and high level of proficiency, and now our business 

approach is based fully on the customer with our Nonstop 

you strategy. Customization and individualization have 

become a key part of our business and the human factor 

plays a crucial role in that. 

We had a very successful first half in 2017 and we had our 

best year ever in our Mexican operations. We have also been 

voted by SKYTRAX as Europe’s best airline. This market 

research company surveys over 18 million passengers in 

116 countries. Our investments in technology, digitalization 

and customization have paid off and these recognitions let 

us know that customers appreciate our products and our 

strategy. Our goal now is to be recognized as a five-star airline 

not only in First Class but across all our services and to be a 

premium alternative among hub airlines. 

INNOVATION, RENOVATION 
BEDROCK FOR GROWTH
DIRK VAN NIEUWKERK
Director General Mexico and Central America of Lufthansa
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Q: What opportunities do you expect NAICM to deliver?

A: Before setting new targets for the country we need to 

know when the new airport will be finalized. We understand 

that infrastructure projects tend to have delays even in 

countries like Germany. However, it is true that AICM has 

no more slots to offer. The infrastructure is saturated and 

modernizing it would require an added investment that is 

not likely to come once the new airport is inaugurated. 

However, while construction is underway, the government 

must ensure that the old airport keeps its service level and 

that there are no budget cuts that would hinder current 

operations. Our growth would demand more flights and 

larger planes but under the current circumstances, that is 

challenging. 

My hope is that NAICM will be a state-of-the-art facility 

that operates 24/7 and has shorter connecting times for 

passengers. The infrastructure must also be able to support 

larger aircraft such as the Boeing 747 and Airbus A380 

airplanes, while operation is handled digitally through 

electronic boarding passes, immigration 

kiosks and all other services offered in 

a first-world airport. The entire project 

must also be cost efficient and so far, we 

have not seen a clear business model. 

Therefore, we are still waiting to have more 

information to plan our own operations. 

Our expectation is that regardless of the 

Mexican presidential elections in 2018, 

there will be continuity in this project and 

that the new people in charge will help us have certainty 

through constructive dialogue. 

Q: What are your growth projections for Lufthansa’s 

operations in Mexico?

A: According to the growth forecast for Mexico’s economy 

of 2-2.5 percent in 2017, the aviation sector would grow by 

3-5 percent, given the need for mobility not only to the US 

and Latin America but to Europe and Asia. We want to grow 

over the market and thanks to our extra flight to Munich we 

have increased our capacity. One day we would like to have 

that flight daily but the restrictions in terms of infrastructure 

make that impossible at the moment. In the meantime, we 

are planning to include one more flight to Cancun to keep 

supporting tourism and we expect to keep growing in the 

Latin America and Caribbean region. Leisure travel is growing 

much more than business operations in Europe and we want 

to participate in that development. 

to a cost-based pricing approach. The market is dynamic and 

we must strive to be the best airline not only in Europe but 

around the world. 

Q: What plans does the company have to renovate its fleet?

A: We have a strong renovation plan that will be completed 

by 2025. We have over 180 plane orders valued at €33 billion 

euro at list price. In 2017 the Lufthansa Group will receive 

40 new planes. Having new aircraft allows us to reduce our 

carbon footprint and implement more efficient processes, 

while offering the latest technology to our passengers. 

We have already received our fifth Airbus A350, SWISS is 

employing Bombardier C Series planes and we are getting 

the new Airbus A320neo. 

Q: How has Lufthansa’s offering grown in number of flights 

and what further opportunities do you see in Mexico?

A: Lufthansa has been in Mexico for 51 years and we have 

grown continuously from our initial operations, when we 

had two weekly flights stopping in Montreal. In April 2014, 

we added our second flight to Munich, 

which now operates along our flight to 

Frankfurt. Outside Germany we have 

destinations such as Vienna and Zurich, 

which makes us a multihub company 

and allows us to offer different choices 

to our passengers. Our schedule is 

complementary and clients can arrange 

their flights based on their needs. The 

market needs that kind of mobility and 

there are many German companies with operations in 

Mexico that benefit from this offering. We think an effective 

connection between Mexico and Germany will be more 

important than ever because of the commercial relationship 

between both countries. Almost 80 percent of all Mexican 

exports go to the US, which means that some business 

opportunities with other countries might have been 

missed. Private passengers have also found a competitive 

and comfortable option in Lufthansa and because of that 

we have a very loyal customer base. Mexico is a young 

country with a strong cultural and historical relationship 

with Germany that will be beneficial for new generations.

We have supported tourism growth to Mexico and now we 

have two weekly Lufthansa flights to Cancun from Germany, 

Eurowings has also two flights per week to Cancun and 

Edelweiss, a subsidiary of SWISS, has two more. Our increased 

capacity has not only favored European tourists but also 

supported the Mexican economy with more tourism cashflow. 

However, we have not limited our presence only to Mexico. 

Our different airlines have grown their footprint in the Latin 

American market and the Caribbean as well. These countries 

have shown strong signs of growth and our strategy is to take 

advantage of that and keep expanding our presence. 

Deutsche Lufthansa , generally known as Lufthansa, is a German 

company and the biggest airline in Europe. The company 

serves 308 destinations in over 103 countries, transporting 

over 110 million passengers per year

110 
million

passengers were 
transported by 

Lufthansa in 2016



strategic this market is for the group. We have doubled the 

capacity of our lounge in Mexico City airport, and constantly 

increase the quality of food, beverages and service.

Q: What advantages does the Air France and KLM merger 

offer to its customers?

A: Air France and KLM are two experienced airlines that 

constantly innovate in products and services to meet 

clients’ needs. The merger can only bring benefits to our 

customers as our route options have increased. We are now 

able to provide our Mexican clients with more scheduling 

and pricing options, as well as more travel experiences.

The combination of our customer services will probably 

represent the lion’s share of advantages afforded by 

our alliance. KLM has always stood out as an airline that 

constantly innovates in customer service. For instance, it 

provides the most answers to enquiries posed through 

social media. Every week, KLM receives over 100,000 

messages through its social networks. To provide adequate 

and immediate answers to every message, 250 analysts are 

responsible for providing assistance over social media with 

a response time of less than 30 minutes. Additionally, last 

year KLM launched a project that involves a robot called 

Spencer at Schiphol airport. Spencer helps passengers find 

their departure gates and provides them with boarding 

passes. Using robotics to improve passenger experience 

is part of a long-term strategy to offer exceptional service.

Improving operational services is also part of our combined 

benefits. Punctuality and client communication add value 

to our product. We are proud that KLM has recently been 

recognized as the most punctual airline in the world. However, 

due to the very nature of our business, which depends 

on weather conditions, disruptions can happen such as 

cancellations and delays, even if they are very rare. To offer the 

best service to our customers, our Air France-KLM Connect 

service informs passengers of any possible disruption as well 

as alternative solutions. As many of our passengers have 

connecting flights, we do everything we can to make sure 

they can reach their final destination in the fastest and most 

comfortable way.  

Q: What market strategies is Air France-KLM following to 

excel in Mexico?

A: The Mexican market has been displaying solid 

development in the past 10 years. The Air France-KLM 

group cannot expect to grow without considering Mexico 

as an important component in its investment strategy. 

The growing demand for intercontinental flights led us to 

inaugurate the Airbus A380 on the route from Mexico City 

to Paris. This development represents a milestone for the 

aviation industry in Mexico. Never before has the world’s 

largest aircraft been used on a route in Latin American 

countries. The introduction of this travel route is the 

culmination of combined efforts from Air France-KLM and 

Airbus, as well as Mexican and French authorities. 

The direct route between the Mexican and French capitals 

has proven to be a commercial success, exceeding our 

expectations. Demand for routes between Mexico and 

Europe has enjoyed a solid expansion, showing average 

year-on-year growth rates of 6 percent. In April and May, Air 

France-KLM was responsible for almost 35 percent of the air 

traffic between Mexico and Europe, which is an outstanding 

market share for international airlines, becoming the No. 1 

airline group traveling between Mexico and Europe. We 

are proud to say that in less than six months our market 

share has increased by almost 10 percentage points thanks 

to the commercial success of the Airbus 380. Also, we 

increased our seat offer by 10 percent between Mexico 

and Amsterdam through KLM to nine flights per week. 

KLM’s Mexico-Amsterdam route was one of the first to be 

equipped with World Business Class seats. 

To date, our market share in First Class cabin to Europe 

exceeds 50 percent, placing Mexico among our top three 

most important markets for first-class ticket sales, just 

behind the U.S. and France. The Airbus A380 Business cabin 

increased ticket sales by more than 100 percent. Now that 

our expectations have been surpassed, we have to make 

this performance sustainable in the long term and we are 

confident that this is achievable in the Mexican market. In 2016, 

Air France-KLM available seat kilometres (ASK) increased 

globally by 3 percent and 10 percent in Mexico, showing how 

BRIDGE BETWEEN  
MEXICO AND EUROPE
VINCENT ETCHEBEHERE
General Manager of Air France-KLM Mexico
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Q: What are Air France-KLM operation plans in Mexico 

for 2017?

A: Our priority for 2017 is to continue the successful trend 

we witnessed in 2016. The acceptance of the Airbus A380 

has convinced us to add our new Air France inflight cabins 

named BEST, on the Boeing 777 we will operate between 

Paris and Mexico from October 2017 to April 2018. 

The Airbus A380 cabin investment at the beginning of the 

year reinforced our leadership in travel comfort. The La 

Premiere and Business cabins offer comfort and privacy 

for our travelers, with fully reclining seats, improving our 

clients’ flying experience. Boeing’s BEST cabins will not 

disappoint Mexican customers and will set us apart as the 

best in the industry in terms of comfort. These cabins will 

comply with a standard that we call FFF. This means full 

flat seats, full access with no middle-seat that can disturb 

aisle passengers and full privacy. We are excited to present 

this innovation to the Mexican market.         

Our goal is to become the most customer-oriented airline. 

We will continue to work on passenger experience and 

punctuality, as well as new European routes for our Mexican 

customers. KLM will launch in summer 2017 seven new 

routes in Europe (Gdansk, Graz, Porto, Malaga, Split, Cagliari 

and Catania), which means more flying flexibility. We intend 

to become the preferred airline for intercontinental flights 

between Mexico and Europe. Cancun is also proving to be 

an increasingly popular destination, especially during the 

autumn and winter seasons, due to it being a destination 

that combines leisure and culture. 

Q: What are the conditions in Mexico that could impact Air 

France-KLM operations?

A: Even though several external elements are having an 

impact on the Mexican economy, we do not believe our 

operations will be severely affected. For instance, the 

exchange rate between the Mexican peso and US dollar 

concerns us because it affects the purchasing power of 

our Mexican clients. 

However, regardless of the currency exchange situation, 

flights between Mexico and Europe continue to register 

high demand and have not been affected. On the contrary, 

during the April-May period our company registered a 17 

percent increase in demand for flights between Mexico 

and Europe. 

It is important to keep in mind that for our routes to grow 

and become successful we need to guarantee a positive 

reception within the Mexican and the European markets. 

Depending on a single market to buy flight seats is not 

sustainable in the long run. Fortunately, our clients are not 

limited to a homogenous nationality profile. Tickets for 

the Cancun to Paris route are mostly bought by European 

citizens, bringing a high volume of tourists to Riviera Maya 

and contributing to the region’s economic growth. However, 

on flights linking Mexico City with Paris and Amsterdam 

enjoy more popularity among Mexican citizens. Mexicans 

buy more than half these seats.

While it does not necessarily affect us directly, we follow 

the progress of the Bilateral Aviation Safety Agreement 

(BASA) between Mexico and the US. As an airline group, 

we have a favourable position within these agreements. 

When the passenger flow between countries is favoured by 

governments, everyone benefits, particularly citizens and 

the aviation industry. An agreement of this nature highlights 

the potential the Mexican market has to continue growing.

Air France-KLM  is the result of a merger in 2004 between Air 

France and KLM, both members of the SkyTeam airline alliance. 

The two airlines rely on two major hubs, Amsterdam Airport 

Schiphol and Paris–Charles de Gaulle Airport

Air France La Première seat 



Q: How could Mexico benefit if it successfully adapts to 

changing policies abroad? 

A: The global market for aerospace products is strong, 

thus many international companies have a positive outlook. 

Mexico has one of the most open economies in the world, 

counting trade agreements with 46 countries. A climate 

of uncertainty may cause an economic slowdown as 

companies become increasingly cautious to expand or 

invest. Many are waiting to see what happens before they 

commit to any changes in strategy. 

Some are talking about an elimination of NAFTA but this 

is not a realistic scenario, while renegotiation is. The treaty 

is almost 20 years old, so some of its clauses need to be 

updated taking the three countries’ interests into account. 

Even if the treaty were eliminated, Mexico has many 

other trade partners. The reasons Mexico is attractive to 

the aerospace sector will not change. It is not possible to 

manufacture markets’ behavior as markets themselves act 

as equalizers. This period of uncertainty is a hiccup in an 

otherwise healthy sector.

Q: What actions is FEMIA taking to support the sector amid 

economic challenges?

A: We are now implementing a national supply chain 

development program and developing other strategies 

to support the sector, including certification and business 

Q: What are the most influential trends affecting the 

aerospace sector?

A: Commercial aviation is being led by Boeing and Airbus, 

for commercial aircraft, and Bombardier and Embraer, 

for regional jets. These companies and their suppliers 

constantly work to optimize their manufacturing practices 

to reduce costs as the market demands, which often leads 

them to outsource processes and services from their 

home countries. There are concerns that this trend will 

reverse due to internal policies in certain countries but any 

policy that prevents companies complying with market 

demands will impact manufacturers’ competitiveness, 

creating an opportunity for OEM competitors from other 

countries, including China and Russia, to enter the North 

American market. Regardless of the policies, in the long-

term the market will always correct itself. 

There are two situations to consider. The first is the global 

market, which is growing especially for the commercial 

aviation segment. Globally, passengers prefer flying over 

other methods of transportation. This trend will continue 

unimpeded unless there is another global crisis. To 

address the needs for this large number of passengers, 

airlines must grow and update their fleets. Aircraft 

are part of a complex supply chain that incorporates 

companies all over the world and the market is pressuring 

manufacturers to reduce costs. This may lead them to 

best-cost countries where they can outsource quality 

processes and services. 

The second aspect of the economy which could impact 

the aerospace industry is seen in specific trade scenarios, 

but uncertainty at this point means it is not possible to 

determine how the wind will blow. We are assessing 

different scenarios and constant analysis should help us 

to react and prepare for evaluated events. 

INTERNAL POLITICS ABROAD 
COULD OPEN DOOR TO 
COMPETITORS
LUIS LIZCANO
Director General of FEMIA
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FEMIA  represents the Mexican aerospace industry with the goals 

of promoting it internationally and attracting FDI. It represents 

the industry's interests and helped to create the Pro-Aéreo plan 

to position Mexico as the 10th aerospace supplier globally



we attract attention to the business opportunities in 

aerospace and strengthen the supply chain. We are also 

connecting companies to suppliers they did not even know 

existed. We had cases wherein companies were neighbors 

in an industrial park but did not know that their services 

complemented each other. Companies trust FEMIA to 

make the connections, protect their privacy and look for 

their best interests. 

Q: How can Mexican aerospace reach new markets and 

which areas should the industry turn to?

A: The Mexican aerospace industry is still young. While 

a few companies have existed for over 40 years, the 

sector only started to take shape about 13 years ago. To 

convince foreign companies to invest in Mexico we are 

reaching out through events and investment seminars 

all over the world. We have to look toward the European 

Union and Asia. Europe is a great ally. We estimate that 

approximately 25 percent of FDI for the aerospace sector 

comes from this region and the rest comes mainly from 

the US and Canada. Working with Asian companies is a 

possibility but it is necessary to take into account the fact 

that business practices vary widely between countries. 

Japan, one of Asia’s strongest players, can take up to six 

years to make investment decisions while European and 

US countries usually make them in two years. We could 

also look toward Latin America, especially to Brazil which 

we have identified as a potential partner with growth 

possibilities.

development programs. We are in line to reach Pro-

Aéreo’s export and industry growth goals and are already 

developing the next edition of the program alongside 

the federal government. FEMIA will continue its course 

to supply chain development and human resources 

preparation. If we continue on this road and fulfill the 

lacking core competencies, I am certain the sector will be 

successful. 

Q: How is FEMIA supporting the development of the 

aerospace supply chain? 

A: Our supply chain development program is collecting a 

significant amount of technical data and information about 

core competencies of every company in the industry. This 

data will facilitate the identification of sector needs and 

what can be done to promote and support individual 

companies. 

We are studying the market to determine how many 

companies have the AS 9100 certification and estimate 

those to hold it at 60 to 70 percent of Mexican aerospace 

companies. There are also many other companies that have 

sufficient personnel and core competencies but have not 

entered the aerospace sector as they lack the certifications 

or equipment to do so. This study is a long-term process to 

create awareness, of which the first phase will be finished 

by September 2017.

We also support companies that are not already certified 

and help them connect with potential buyers, including 

OEMs and Tier 1s who can sponsor and advise them. 

Moreover, FEMIA is developing a pre-assessment program 

for companies that want to enter the industry that consists 

of a comprehensive analysis of business practices, quality 

and technology. This helps them determine their standing 

and figure out what they are missing to enter the sector. 

Through the identification and inclusion of more companies 

Approximately 25 
percent of FDI  
comes from Europe 
according to FEMIA

Latècoére plant/ Sonora 



Q: How is the aviation sector growing in Mexico and 

what global passenger and cargo transport trends are 

shaping it?

A: The sector is growing at an accelerated pace. In 2016, 82.7 

million passengers flew with commercial airlines, which is 46 

percent more than in 2012 and reflects an average annual 

growth rate of 9.8 percent. From January to March 2017, 

commercial flights grew almost 3 percent in comparison to 

2016. During this first quarter of 2017, AICM alone transported 

10,364,775 passengers, which represents an increase of 

almost 10 percent in comparison to the previous year. 

Demand for air freight is also increasing. In that same quarter, 

a total of 184,022 tons of cargo were transported by air, 

representing a 6.7 percent increase over the same period 

in 2016. National freight transport rose 9.5 percent in 2017 

while international cargo expanded 6 percent. Safety has 

also improved, by strengthening the effective verification of 

compliance with the standards established by DGAC.

Global and Mexican flight demand is expected to rise 

and, if trends continue as expected, by the end of 2017 

more than 89 million passengers will travel by airplane.  

Q: How has the sector changed and how does DGAC 

support its development?

A: Low-cost flights have grown exponentially, making it 

possible for many people to travel by plane and leading 

airlines to make important changes. Airlines are looking 

for ways to lower their operating costs as they move to 

increase efficiency. DGAC verifies that airlines take the 

necessary measures to ensure that optimal conditions 

of aircraft and operations safety are met as operational 

savings are made. Despite cutting operating costs, airlines 

must guarantee certain services and safety to protect 

passengers, their belongings and third parties. We have 

implemented several programs to monitor the activities 

of concessionaires and air permit-holders with the goal 

of detecting and preventing unsafe actions in advance.

To permanently improve overall air safety in Mexico and 

prevent accidents, we have requested aviation service 

providers to install safety management systems (SMS). 

Our goal is to organize every air service provider’s checks 

and systems process to anticipate and address security 

issues before an accident happens. These systems will 

also help us resolve problems if an accident does happen.

We tailor the operational parameters of airports and 

air transport companies so they can qualify for foreign 

certifications, such as the State Safety Program (SSP), 

Runway Safety Team (RST), the International Standard for 

Business Aircraft Operations (IS-BAO), IATA Safety Audit 

for Ground Operations (ISAGO) and IATA’s Operational 

Safety Audit (IOSA) for global safety management.

Q: What are the main challenges that the aviation sector 

will face in Mexico? 

A: The biggest challenge is the acquisition of ICAO’s 

Annex 14 certification. Of the 63 Mexican airports with 

international flights, 32 comply with this standard; a 51 

percent compared to 2015. Mexican airports will continue 

undergoing this certification process over the next two 

years. Three of the 16 airports to be certified by the end 

of 2017 successfully received the certification during the 

first quarter of the year, so we expect that by the end of 

2017, 71 percent of Mexican airports will be certified. The 

remaining 18 airports should be evaluated with ICAO’s 

standards by the end of 2018. 

Q: What is the aviation industry’s contribution to 

Mexicans’ quality of life?

A: The industry’s growth has led to the modernization 

of several airlines’ fleets. Aeroméxico’s introduction of 

IMPROVING AIRPORTS, 
INCREASING FLIGHT SAFETY
MIGUEL PELÁEZ
Director General for the General Direction of Civil Aviation (DGAC)
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efficient use of slots, stipulating that airlines must apply 

best practices. Alongside COFECE, we have implemented 

programs for efficient slot allocation and to monitor 

compliance with IATA standards. In accordance with new 

amendments to the Civil Aviation Act on passenger rights, 

new policies have also been created to monitor compliance 

with the new rules protecting passengers’ rights. We will 

see the application of these rights in all airlines to improve 

passengers’ experience.

Q: How is airport construction changing to make them 

more sustainable?

A: NAICM, which will replace the existing airport in Mexico 

City, will be the first sustainable airport in the country. Its 

construction should address flight demand to and from 

Mexico and create new jobs in the aviation sector, all while 

meeting environmental standards. Mexico’s 2015-2018 

Plan to Mitigate Greenhouse Gas Emissions in Mexican 

Civil Aviation (Plan de Acción de México para Reducir las 

Emisiones de Gases de Efecto Invernadero de la Aviación 

Civil Mexicana) includes strategies for infrastructure 

improvements in airports, building on the 97 percent of all 

airports that have procedures for handling, storage and final 

disposal of solid waste. More than 65 percent of airports 

that are concessions of airport groups keep inventories of 

direct and indirect hazardous waste management but this 

can be increased. The plan also encompasses objectives to 

improve airport facilities and services that would contribute 

specifically to the reduction of air pollution. 

the new generation 787-900 and 737-800, Viva Aerobus, 

Interjet and Volaris’ acquisitions of the A320-271neo 

and Aeromar’s integration of the ATR 72-212A y ATR42-

500(600) into its fleet all represent modernizations that 

improve passenger comfort and safety. 

Flying is the most effective and safest form of travel so 

the industry can anticipate the need for more routes to 

meet rising demand, whether for tourism or business. 

Growing connectivity is reflected in the increase in 

passengers. Passenger numbers on domestic flights 

increased nearly 8 percent in 2016 and the number of 

international passengers grew over 10 percent.

Aerospace industry growth has boosted connectivity 

internally and with the rest of the world. The A380 

that began operations in January 2016, for example, 

created direct flights between Mexico City and Paris. 

New international flight routes include Aeroméxico’s 

connections with Toronto and Vancouver and Interjet is 

now traveling to Dallas, Las Vegas, Lima, Chicago, Santa 

Clara, Orlando, and Chicago. Aeromar also has a new 

direct flight to Tucson from Mexico and new airlines like 

Alitalia and All Nippon Airlines (ANA) are linking Mexico 

with direct flights to Rome, Italy and Narita in Japan, 

respectively. These air links broaden Mexico’s options for 

business and pleasure travel.

Q: How instrumental has BASA been for the growth of the 

aerospace sector?

A: BASA has generated growth in the aeronautical industry, 

in sectors ranging from design to parts production. It has 

also facilitated the development of manufacturing hubs such 

as that located at Queretaro’s airport. Due to the success 

of this agreement, we are looking for a similar deal with 

European authorities to certify parts that will be exported 

to Europe. Mexican manufacturing is growing quickly and 

increasingly gaining global recognition so we are keen on 

obtaining quality certifications to export further and faster. 

On top of developing Mexico’s production, BASA has 

boosted civil aviation safety. The DGAC is working with the 

Ministry of Foreign Affairs and the Ministry of the Interior 

on transport safety management to develop personnel. The 

goal is to improve specific regulations for civil aviation via 

measures including consultations, training and equipment 

donation for aviation security. 

Q: What strategies exist to prevent flight delays and simplify 

processes in Mexico City’s airport?

A: The AICM is re-engineering its operations to 

consolidate flights, allocate slots to airlines fairly and to 

meet percentages stipulated by the Federal Antitrust 

Commission (COFECE). It is also working toward the 

DGAC is a division of SCT that regulates all airlines, airports, 

private aircraft and drones. Its goal is to make aviation an 

efficient mobility solution that will allow better passenger and 

cargo transportation on a national and international level
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Q: How important is connectivity for the airline industry?

A: Connectivity is all the rage in the industry. Even in the 

avionics sector that has traditionally been more reserved 

in this regard because of its critical nature, connectivity 

is increasingly important. Thales has been involved in 

the aviation connectivity business for a good number of 

years. Passengers are coming to expect similar levels of 

connectivity while on an airplane as in their homes. Not only 

is connectivity important for the passenger who wants be 

able to interact with the open world during a flight, but it 

becomes and operational enhancement tool for the crew 

to maintain connection with ground crews to streamline 

operations and reduce turnaround times.

This is a similar use of connectivity that is envisaged in smart 

cities, where governments can control energy consumption 

and traffic flows and monitor security through cameras. 

For these systems to work, governments need data that is 

integrated, analyzed and presented in an accessible format. 

In the avionics sector, pilots, crews and passengers want to 

be more connected as technologies evolve. 

Q: How is Thales contributing to aircraft connectivity?

A: Our connected electronic flight bag (EFB) devices offer 

services to pilots and airline operations centers, enabling 

them to share information for mission planning and 

operations. In addition, EFBs equipped with open world 

technologies can offer pilots additional data and services 

like real-time weather monitoring during a flight. This future 

cockpit entails a more intuitive human-machine interface 

(HMI) that provides the pilot with the right information at 

the right time and displayed in a way that allows them to 

reach a decision easily. Thales is also a world leader in in-

flight entertainment (IFE) systems and we are deploying 

systems that are fully connected. Today, passengers can 

play games, listen to music, watch movies and live stream 

television as well as shop online through their IFE systems

Q: How is Thales addressing the technological development 

of aviation in Mexico?

A: Thales started working in Mexico in 1965 when we 

provided the first civil air traffic control radar to the air 

traffic control authorities at Mexico’s SENEAM (Services 

for Navigation in Mexican Air Space). We have been the 

main provider of air traffic control systems to the civil 

aviation authorities in Mexico since then. There are four 

Air Traffic Control Centers (ACC) in the country and Thales 

has provided systems to all of them so all have a common 

system operating with common software. The company has 

also provided 21 of the 26 radars for air traffic control (ATC). 

These radars constitute 80 percent of the civilian radar 

systems in Mexico. Thales has the bulk of the navigational 

aids market in Latin America and is one of the main ATC 

systems suppliers worldwide. Today, two out of three 

aircraft in the world either lands or takes off with the help 

of a Thales system. 

Q: How would you describe the level of Mexico’s connected 

infrastructure in comparison to the rest of the Americas?

A: Mexico is hungry for innovative technologies. As both 

private companies and public-sector customers are keen 

to adopt the latest solutions, Mexico has top-of-the-line 

technology implemented throughout the country and is 

a world leader in ATC systems. Thales’ strategy for the 

Americas includes providing total onboard connectivity 

through satellites. The company has signed an agreement 

with satellite operator and manufacturer SES and broadband 

operator Hughes to provide telecommunications coverage 

over the Americas via satellite. This service should start 

operating by the end of 2018. The company also signed 

an agreement with SES for the construction of the new 

Ka band High-Throughput Satellite (Ka-HTS) that will be 

launched in 2020 to provide coverage to a large part of 

North America, South America, the Caribbean and the 

Atlantic. Once this system is operative, all flights from the 

US to South America will have total connectivity to Europe. 

Q: What is Thales Alenia Space’s value proposition in its 

bid to build the support satellite for Morelos III? 

A: That depends on the path the client wishes to follow. 

SCT is looking for a leasing agreement with an operator 

rather than a satellite manufacturer. Thales can provide 

whatever capacity SCT needs, but we need to partner 

with a satellite operator. We can work together with any 

SAFETY, CONNECTIVITY 
GO HAND IN HAND
ANTONIO QUINTANILLA
President and Director General of Thales Mexico
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be integrated to manage this input. Finding the relevant 

information that needs to be presented to the user through 

the exploitation and exploration of data has become an 

increasingly complex challenge. The acquisition of Guavus 

is important for us to overcome this challenge. 

Implementing cybersecurity in systems is also a particularly 

relevant trend in the avionics segment and the acquisition 

of Vormetric enables Thales to improve in this segment. 

The consequences of someone fiddling with an airplane’s 

or a control center’s critical systems can be dramatic if the 

appropriate security measures are not in place. We are thus 

actively integrating cybersecurity solutions into new and 

some existing products as customers are more aware of the 

risks entailed by hackers intruding into their systems. The 

company is gaining more experience in data processing 

and cybersecurity both from its regular operations and its 

mergers and acquisitions. 

Q: How can the avionics sector take advantage of Big Data?

A: Integrating Big Data analysis into the aircraft enables 

a better analysis of passenger engagement and to 

personalize the experience passengers have in the air. 

Being able to perform this analysis in real time and provide 

comprehensive information is helpful for the airlines to 

monitor passenger behavior and to win the loyalty of the 

users. In this sense, when NAICM is completed Thales and 

its solutions will be valuable. 

Q: How is Thales planning to further contribute to NAICM’s 

development?

A: Thales wants to maintain its position as ATC systems 

supplier to NAICM authorities. The company will continue 

introducing navigational aids, NAICM’s ACC and radars. 

We have started working on a value proposition for 

NAICM regarding the airport’s security perimeter, its 

operational control centers, internal communications 

systems, biometric security systems for restricted areas, 

check-in kiosks for passengers and anything related to 

the communications systems inside NAICM’s terminal. 

We are aware that NAICM is not only about air traffic 

control, but also about land operations. Thales wants to 

take part in any future train and bus line projects that go 

to and from the airport. There are many opportunities for 

the company to take part in the development of NAICM. 

This constitutes a key priority for the company as the 

call for tenders will come out at the end of 2017 and the 

beginning of 2018.

satellite service provider to offer customers the right 

hardware to put in space. Thales is the number one payload 

manufacturer worldwide as it builds the satellites and their 

onboard electronics and also defines the bands in which the 

satellite will operate. Thales can meet any expectation for 

this L-band satellite by working together with the Mexican 

government’s operator of choice.

Q: Beyond its production of security and transportation 

systems, in which segments would Thales like to work?

A: Thales is interested in doing more in avionics, particularly 

products related to IFE systems. This is not a decision that 

has been taken, though. Thales is developing software 

and installing urban security systems in Mexico. In the 

security industry, Thales together with its technological 

partner Telmex implemented one of the largest urban 

security systems in the world in Mexico City. We placed 

15,000 cameras around the city and built the C5 command 

center and five smaller command centers called C2s. We 

created another two mobile C2s that are used at concerts 

and events. In this industry, Thales is looking to offer video 

analytics services in Mexico City. In the transportation 

sector, Thales provides tolling systems for CAPUFE and 

concessionaries that operate highways and tolling systems, 

ticketing systems for several Metrobús lines and signaling 

and communication systems for the Mexico-Toluca train. 

Q: What are Thales’ most important contributions to the 

aerospace industry?

A: Over 360 (ATC and ACC) Thales TopSky solutions, 7,000 

navigational aids and 700 surveillance radars have been 

implemented worldwide and are operated by 16,000 air 

traffic operators. The most important airports where Thales’ 

systems are being used are AICM, Bangkok International 

Airport and Cairo International Airport. Also, Thales has 

been awarded the UK Ministry of Defense’s Marshall Project 

for a UK-side airfield air traffic management transformation 

project and Australia’s OneSky project for joint civil and 

military air traffic management. 

In Latin America, the company has delivered over 170 radars, 

25 ACCs and several navigational aids. Approximately 70 

percent of all radars operating in Brazil were manufactured 

by Thales. We provide Embraer with navigation and GPS 

systems for their KC-390 military jet and have a significant 

IFE activity in Chile, especially for LATAM Airlines’ Boeing 

767 aircraft. In Mexico, Thales’ systems are used to control 

landings and take-offs at AICM and other Mexican airports.

Q: What role will the acquisitions of Guavus and Vormetric 

play in Thales’ long-term strategy?

A: The acquisition of Guavus is mostly related to Big Data, 

data mining and artificial-intelligence solutions. The more 

systems evolve, the more sensory information needs to 

Thales Mexico  is the Mexican subsidiary of Thales Group, a 

French-based electronics company that develops solutions for 

the aerospace, defense and ground transportation industries, 

including air traffic management systems
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Q: What is Mexico’s role in DB Schenker’s global network 

and what are your expectations regarding the company’s 

development?

EV: We are part of the Americas region, which includes 

all operations from Canada to Argentina and Chile. Across 

the entire region, Mexico is the third-strongest participant 

in terms of bottom-line results, after the US and Canada. 

If we analyze DB Schenker’s results on a global scale, the 

strongest regions are Europe and Asia. The Americas 

represent only 20 percent of the company’s bottom-line 

numbers, with Mexico contributing 5 percent. We hold 3 

percent of the air freight market, between 2 and 3 percent 

of the sea freight market and less than 1 percent in land 

transportation. Five years ago, Mexico’s participation in 

our global operations was less than 1 percent, which shows 

our significant growth and the important role we play in 

the company’s international strategy. Furthermore, in the 

past three years, DB Schenker Mexico has doubled its top-

line results and we expect that by 2018, the country will 

generate approximately US$200 million in revenue. 

Q: What changed in the last five years that allowed DB 

Schenker to grow from 1 percent to 5 percent participation 

in the company’s global operations?

EV: DB Schenker Mexico has always been a profitable 

organization. We focus on logistics services, mainly on 

air and ocean imports and exports. That being said, we 

are also strong contenders in contract logistics services, 

land transport, as well as in Air and Ocean products. Our 

performance for the past 20 years has been positive and 

stable, although our growth has been slow. We turned that 

around over the last five years with structural changes to 

our sales organization and also by opening new locations. 

This transformation also triggered a change in mindset within 

DB Schenker Mexico and it has led to significant growth to 

700 employees from the previous 220 we had in 2014. 

Our new structure has also helped us approach new 

clients. Within the aerospace sector, the opening of our 

Queretaro branch was a milestone to connect with potential 

collaborators, supported by the reinforcement of our 

operations in land transport in Mexico and the NAFTA region.

Q: What are the main strengths of DB Schenker’s 

operations in Queretaro and how are you supporting the 

local production chain?

KD: We have a dedicated team that works directly with 

our clients in the aerospace sector and is available 24/7 

to address any concerns companies may have. We started 

this division in 2004 and we were among the first logistics 

providers to target this segment with a specialized service. 

After DB Schenker acquired BAX Global, we had an 

aircraft fleet at our disposal. We put one of these planes 

in Queretaro to support Bombardier’s operations, which 

had also just arrived to the state in 2004. This strategy has 

paid off and today most companies in the sector know DB 

Schenker and its operations. The aerospace industry has its 

own language and we have formed a team with experience 

in MRO, OEM and airline activities to understand what our 

customers need. This specialization is what has allowed us 

to grow in this market.

In addition, we have established a daily roundtrip service 

between QRO and MEX airport to serve our customers with 

a fast and competitive service.

Q: What are the company’s plans to establish another 

division in Sonora or Chihuahua?

KD: Our goal is to have a centralized operation for the 

whole country. We already have a 24/7 AOG-Desk (Aircraft 

on Ground) based in Queretaro with an entire team around 

it. We still have room for growth in our operations and to 

support other aerospace clusters we must first strengthen 

our position in the country. We also need to establish 

new commercial relationships with clients in the north of 

Kaizad Dalal 
Branch Manager Queretaro and 

Founder of Aerospace Division of 
DB Schenker Mexico

Enrique Valera 
CEO of DB Schenker Mexico
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However, we cannot plan anything without knowing what 

will happen with the project. 

Q: What are the main challenges DB Schenker faces to 

continue growing?

KD: Our main challenge is understanding our clients’ needs, 

particularly in the north where we are looking to grow our 

footprint. Most of the aerospace companies in this region 

are part of the IMMEX program, which means that imports 

and exports are crucial activities for them. Most of our 

competitors are already targeting the region, so our job 

is to identify what added value we can offer to potential 

customers. Our sea freight services to Ensenada are a clear 

example of the benefits we can bring to companies. This is 

a service that most clients are looking for but few logistics 

providers offer.

We analyzed the demands from customers in Tijuana and 

Chihuahua, and we came up with specialized services to ship 

components not only to the US but to Europe as well. We also 

give clients more options to move their shipments through 

ports like Altamira, instead of using ports in the US. This made 

processes more efficient and reduced transport times. 

Q: How much did your air freight operations grow during 

the first half of 2017?

EV: Compared to our 2016 results, our operations increased 

by 18 percent. We expect this number to be maintained till 

the end of 2017 but our forecast for 2018 is to grow at least 

20 percent. In past years, we have been growing faster than 

the market and gaining market share. We expect this trend 

to continue for the coming years, while maintaining a stable 

profit margin. 

Q: What are DB Schenker’s priorities for 2018?

EV: We are driven by our budgets and our previous results. 

Besides our 20 percent growth expectations in our bottom-

line numbers, we also expect a 16-17 percent increase in our 

top-line figures. This means that we have to be innovative 

and conscious about our costs and investments, enabling us 

to be very aggressive in the pricing structure we establish 

for our customers. 

KD: Our human capital is also a top priority for the company. 

Globally, almost 40 percent of our expenses are related to 

training, career planning, labor turnover minimization and 

other similar activities. We do not own any assets, so the best 

resource we can offer clients is our people. 

Mexico before thinking about opening a new branch. We 

already work with Zodiac and other companies based in 

the north but we can still manage their operations from 

Queretaro and through our team based in the Mexico City 

International Airport. 

EV: Growing our client base in the north of the country is 

among our priorities to sustain continuous growth and for 

that, we will lean on our offices in the US. We have two 

projects currently in the pipeline. The first is with Zodiac in 

Tijuana and Chihuahua, and the second is with Embraer in 

Chihuahua. We are competing in the tenders to win these two 

projects and we expect the results to be announced soon.

Q: Why should an aerospace manufacturing company 

choose DB Schenker as its main logistics provider?

KD: The main reason is that we are the most specialized 

company in aerospace logistics in Mexico. We are 

pioneers in the sector and a benchmark in solutions for 

these companies. Our CEO in Germany has outlined a 

global strategy called Primus that states DB Schenker’s 

goal of becoming a leader in the logistics sector and the 

fastest-growing freight-forwarder by 2020. To reach that 

objective, everyone from our top managers to our ground-

floor operators must be aligned to a performance-driven 

and service-oriented operation. Although there are still 

areas of improvement, our success shows that we are on 

track. Clients are always looking to team up with the best 

and we consider ourselves that. 

Q: How will NAICM affect your operations?

EV: We must first have the certainty of the timeframe 

in which the project will be concluded. Today, we have 

offices close to Mexico City International Airport and 

also in the customs area to supervise our clients’ imports 

and exports. Whenever the airport moves, we will move. 

DB Schenker   is the logistics and transportation branch of 

Deutsche Bahn. The company has air, sea and land freight 

operations, along with contract logistics and special operations 

based on the client and industry
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the demand for airplanes also increases. For UPS, this 

translates into an increasing need to transport aircraft 

pieces and related goods.

The growing demand for cargo transportation is also 

due to new manufacturing models. Companies used to 

manufacture in one country and send finished goods 

to consumer countries. But today manufacturing is 

more complex as companies are based in one country, 

manufacture in a second, while goods come from a third, 

the assembly is done in a fourth and the target market 

is a fifth. This increasing complexity provides challenges 

for UPS, especially as most of its clients work under the 

just-in-time and zero-inventory schemes. UPS offers 

guaranteed services. Our clients can trust that they will 

receive their products at a specific time. There are several 

Key Performance Indicators (KPIs) the company follows 

so that every step of this process is properly structured 

and measured. We cannot fail to meet our delivery 

agreements because that would entail both operational 

problems and bad KPI results.

Q: How does UPS differentiate itself from other air 

logistics companies?

A: UPS has direct representation in over 220 countries 

and territories instead of virtual offices or outsourced 

services. Also, UPS invests US$1 billion in technology per 

year and has a pool of developers focused on coming up 

with new solutions to add value to its clients’ processes. 

UPS has developed digital platforms where clients can 

track a package, container or shipment without having 

to depend on less-advanced communications via email. 

In terms of trade documentation, UPS offers customs 

services alongside its shipping solutions. Having UPS do 

both the transportation and customs clearing both in 

Mexico and in the destination of the shipment is easier 

for clients. Also, paying attention to aerospace customers 

and their behavior enables us to increase our presence in 

the areas where we are needed.

Q: How has UPS adapted to cater to the e-commerce 

trend and what are its expectations for this area?

Q: What key trends in the air transportation market has 

UPS identified?

A: About 53 million tons of airborne cargo were carried 

in 2016, according to IATA, representing about 35 percent 

of global trade. UPS has aligned itself to the key trends 

in the air transportation market, which required the 

creation of its own infrastructure and airline division. In 

a continuously reconfiguring, globalized world, countries 

attempt to enter new markets and increase their presence 

in those where they already are, as goods and the way 

they are consumed change. UPS takes advantage of its 

global presence to help its clients achieve their objectives 

and gain international recognition.

Everybody wants deliveries made as quickly as possible 

in the logistics market. This has a bearing on whether a 

client decides to fly their goods instead of sending them 

by boat or by terrestrial means. Companies that position 

themselves in the market are those that can produce and 

deliver to clients the fastest. UPS helps its customers with 

guaranteed services that ensure a timely delivery. 

Q: What are the main drivers behind the acceleration of 

the air cargo market?

A: The air cargo transportation sector remained stagnant 

for several years until late 2016 but demand is now on 

the rise, according to IATA. Technological advances 

have a significant impact on how trade is carried out. 

For instance, demand for national flights in countries 

like India and China is growing at a double-digit rate as 

a consequence of the increasing need to move goods 

much quicker. As the demand for national flights rises, 

ALIGNING TO TRENDS 
MEANS BUILDING OWN 
INFRASTRUCTURE
MARCELA PÉREZ
Manager of Industrial Manufacturing and Aerospace at UPS

VIEW FROM THE TOP

53 million tons of air  
cargo in 2016, representing 

35 percent of global trade



Worldwide Express Freight is a service for palletized cargo that 

crosses borders. It is a guaranteed service in which shipped 

pallets are treated as a regular package. UPS can offer next-

day delivery for shipments between Mexico and the US and 

two-day delivery for shipments between Mexico and Europe 

and Asia. In 2016, UPS entered more areas offering import/

export services because manufacturing services require 

these kinds of solutions. The second service, UPS Expedited 

Ground Freight is a hybrid terrestrial service. All the transport 

operations take place on the ground but customs clearance 

takes place in the internal airports of each country. It is hybrid 

because it receives the customs treatment usually applied 

to aerial shipping. This mix makes the clearance process 

much faster than doing it through the border. Several UPS 

aerospace clients, particularly those based in Chihuahua, 

Tijuana and Monterrey, have benefited from this model 

because they can use the terrestrial infrastructure to move 

their goods faster and at a good price.

Q: How will the renegotiations of NAFTA affect air logistics 

companies like UPS?

A: UPS is pure commerce. We have 237 “brown tail” airplanes, 

420 charters and 1,090 daily international flights. In Mexico, 

UPS has three brown tail airplanes flying from Monday to 

Friday to UPS’ global hub in Louisville, Kentucky, and charters 

in several Mexican airports. Our more than 25 years in the 

Mexican market have taught us that trade and the free 

exchange of goods boost economic growth. The US is 

our main driver as 80 percent of our goods in Mexico is 

destined to this market. Therefore, UPS has assigned a 

group of people to work directly with the Congress in 

Washington and other authorities to generate an agenda 

that benefits all parties involved. 

A: E-commerce is not a new thing for UPS Global. This is 

an advantage for UPS in México because the company can 

benefit from the experience and technology previously 

acquired or developed for other countries. The main 

challenge is adapting solutions to Mexico as the country 

has its own specific infrastructure and consumer habits. 

Several UPS clients that used to stick to traditional 

distribution channels are starting to open their own 

online stores. Their new B2B and B2C trade brings new 

challenges and opportunities for UPS. Another important 

challenge is that clients are rarely at home today as shifts 

are longer and everybody in the household works. For that 

reason, UPS invested in the development of a personalized 

system called UPS My Choice that enables recipients of 

packages and shipping to choose an address and delivery 

time to receive their goods. In terms of infrastructure, 

UPS announced an increase in its number of shipping 

centers to more than 70. These centers add up to more 

than 700 access points in Mexico. In addition, we recently 

closed an agreement with MercadoLibre that will help this 

e-commerce company with customer satisfaction.

Q: What technologies does UPS plan to introduce to the 

logistics sector?

A: We are introducing more alternative-fuel vehicles into 

Mexico and other countries to reduce our environmental 

impact. UPS is also implementing 3D printers in some of 

its shipping centers so clients can bring in digital storage 

devices and print and send their designs. Delivery drones 

are still in the beta phase. Several tests are being carried 

out in the US, specifically for humanitarian deliveries of 

medicine. But because there are no regulations on these 

devices, issues of privacy still need to be addressed. 

Q: What specific services has UPS designed for aircraft parts 

manufacturers and maquiladoras in Mexico?

A: There are two services that have been well-received in 

manufacturing, specifically for industrial manufacturing and 

the retail, high-tech and automotive industries. First, the UPS 

UPS  is an international logistics company with presence in over 

220 countries and territories. It provides shipping and customs 

clearance services. UPS has been in Mexico for 25 years and 

has 700 shipping centers throughout the country
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A: During 2015, we focused on the design and planning 

of the project. Part of this was the design of the master 

plan. It involved the active participation of all the parties 

involved in the project, and balancing their needs. We 

held over 230 meetings with regulatory and international 

agencies, national and international airlines, government 

agencies and service providers, to hear their needs and 

concerns and take them into account in the design of 

the master plan.

The biggest challenge for me is to prove that Mexico 

can carry out projects of this magnitude in a transparent 

and honest way. GACM endeavors to become a reference 

for projects of this scale. Also, we want to complete the 

project on time and within budget, especially given 

its level of complexity. This project involves a series 

of contingencies and uncertainties, and we constantly 

encounter surprises that we must solve. The possibility 

of making a mistake with decisions is always present, 

so we try to have the best counseling possible. It is also 

paramount to have a sense of urgency because often 

we do not have much time to react to certain situations.

Q: What strategies are being implemented by the 

different companies involved to optimize processes and 

the areas where cost overruns are arising? 

A: Only 6 percent of the megaprojects constructed 

around the world are finished on time and within 

budget. We are one of the first projects in Mexico and 

the first of its kind to use BIM (Building Information 

Modeling). This methodology helps us use intelligent, 

connected workflows to help improve predictability 

and productivity. We also work closely with the project 

manager, contractors and supervision entities to develop 

management strategies.

NAICM is also a self-financing project. Recently, we issued 

Green Bonds for up to US$4 billion, which gives us a 

total financing of US$6 billion. The financing scheme is 

backed by the current airport’s excess cash flows and 

eventually by the new airport. Fortunately, the financing 

scheme is based on the TUA that is charged to most 

Q: What progress has been made on NAICM’s development?

A: The project was announced in September 2014 by 

President Peña Nieto. Since then, GACM has hired the best 

team worldwide. We have the world’s best consultants, 

Parsons as our Project Manager, the best architect in the 

world, Norman Foster, in partnership with FR-EE Fernando 

Romero, Dutch engineering firm NACO and Arup, which is 

responsible for the master plan. In that regard, 2014 and 

2015 were years dedicated to planning and carrying out 

the required tests. Several studies were carried out even 

before this point. An airport is a project that involves 

complex logistical development and demands a high level 

of sophistication.

We then focused on the design, always keeping various 

questions in mind: What sort of airport do we want, a 

regional or an international hub? What was the desired 

capacity and the expected growth? This was necessary to 

plan the size of the project according to passenger and 

airline growth trends. The project was designed to meet 

the country’s needs, so that it could serve as the gateway 

from Mexico to the world. Starting in 2016, the construction 

began with preliminary projects for site preparation, such as 

the 33km perimeter fence, access roads, construction of the 

on-site offices, the removal of debris, the temporary sewage 

and ground leveling. All those projects are now completed. 

In the same year, we tendered around 65 percent of the 

project’s value, awarding runways 2 and 3, the foundation 

piles and the electrical substation, among others. 

In 2017, we started the construction of the terminal 

foundations, the control tower and runways 2, 3 and 6. The 

runways are being built simultaneously, starting with 2, 3 

and 6 in the first phase and 1, 4 and 5 in the second. This 

year we started to see the project take shape in a tangible 

way. We have 7,000 trucks moving material every day and 

40,000 people working on the project. By next year, we 

expect to have generated 160,000 direct and indirect jobs.

Q: What challenges has GACM faced in the initial 

construction phase and in the creation of the master plan 

for tenders and construction?

NEW AIRPORT PROGRESSING 
ACCORDING TO PLAN
FEDERICO PATIÑO
Director General of GACM
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and modern city that is environmentally friendly and that is 

directed to the potential middle class and to younger people.

I would avoid the excessive use of cars and instead have 

a great number of bicycle paths. I would also like to see 

a lot of technology and many universities to build a city 

of knowledge, as well as a place in which people can live 

where they work and in which they will find everything they 

need. This would be a happy city that can regain the style 

of the typical Mexican neighborhood, similar to La Condesa 

or La Roma. With the AICM land, we have the ideal place 

to achieve this goal, but we must come up with something 

completely out of the box, involving lateral thinking instead 

of duplication and making more of the same. We have a 

great opportunity here to build a masterpiece like we expect 

NAICM will be, but also an extraordinarily cultural space for 

our citizens.

Q: How are GACM and SCT ensuring the continuity of 

NAICM’s development beyond the presidential elections 

in 2018?

A: Funding is guaranteed by the placement of Green 

Bonds for US$6 billion. The contracts for the tenders 

are signed and construction is underway and advancing 

very quickly. We have contractual obligations with 

the bondholders and the contractors working on the 

construction of the new airport. Canceling the project 

would be a waste of money and it would imply the loss 

of thousands of jobs, sending the wrong message to the 

capital markets about Mexico’s obligations.  

passengers, and is charged in dollars. This protects 

the private financing from the peso’s devaluation and 

volatility in the markets.  

Q: What are the expectations for NAICM for the end of 

2017 and into 2018?

A: 2017 was the year for big tenders and the beginning 

of construction. By the end of 2017, we will have already 

tendered around 85 percent of the project’s value with 

our most important projects awarded. These include the 

passenger terminal building, the air traffic control tower, 

runways 2, 3 and 6, the electrical substation and the 

ground transportation center, among others. The next 

two years will see the development’s consolidation as we 

will really be constructing these projects simultaneously. 

We will see harmony among the people, ground and 

machinery. These years will be the most construction-

intensive so GACM can finish the project by 2020.

GACM is the owner of AICM and the concessionaire 

of NAICM. Once we inaugurate NAICM we will have to 

close AICM, which is 770ha. After constructing NAICM, 

GACM will be its operator. In the meantime, we are 

carrying out the required tests, in collaboration with the 

Mexico City government, to determine what we will do 

with AICM’s land.

Q: What do you believe is the best future use for the 

AICM area?

A: I believe this land comprises a territorial reserve that is 

unavailable elsewhere in the State of Mexico; it is twice as 

big as Central Park. We cannot make a mistake, as we owe 

it to future generations to put the area to best use. In my 

personal opinion, we must consider the best practices of 

other countries when closing an airport and opening a new 

one. I find this a marvelous opportunity to build a smart 

The Mexico City International Airport  is the principal 

connection for the country’s airport network to the rest of the 

world. In the last six decades, it has been repeatedly expanded, 

to accommodate a constantly increasing number of passengers
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