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AMAC Aerospace says it has been experiencing 
very high levels of demand in recent months. 
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and time. But if you want good quality, you 
can’t compromise on time. 

“Typically, customers come to AMAC 
Aerospace when they are looking for quality 
and reliability. For budget projects, they 
would probably look elsewhere.” 

The first step is choosing the right 
completion centre. 

Hoegen says: “Look at the completion 
centre’s history. What size projects do they 
work on? What is their quality level? What is 
their pipeline?” 

He notes that this should narrow down the 
selection, but he also highlights the 
importance of customers feeling that they are 
receiving good consultancy from the 
completion centre. 

“The completion centre will be more than 
just a provider. It will consult customers on 
the choices and the customers should go for 
a place where they feel valued and taken 
care of.”

Last but not least, Hoegen points out that 
companies will be very busy in the future 
due to the current market situation and 
emphasises the importance of proactive 
planning. 

“We advise all customers with larger 
projects to approach completion centres and 
try to secure slots as early as possible.” n

both narrowbody and widebody aircraft. We 
see both private and government aircraft 
coming in for completion.” 

Meanwhile, the company’s interior design 
department is evolving to meet the demand. 
Hoegen says they have a larger showroom 
with more people and the designers are 
introducing new materials and new finishes. 

“For the ACJ A350 completion project, for 
example, we used new carbon fibre materials 
in the cabin. In business jets, we see a trend 
of using laminates instead of wood materials 
to minimise downtime and weight.” 

These films will be developed and offered by 
AMAC Aerospace’s sister company, JCB Aero. 

Hoegen notes that while laminate doesn’t 
offer the same level of elegance or exclusivity 
as wood, it’s good enough for many customers 
who don’t want a very high-end finish.

CHOOSING INTERIOR DESIGN 
The level of elegance is one of the many 
factors customers should consider when 
designing an aircraft interior. 

Hoegen emphasises the importance of 
customers first identifying what is important 
to them in the interior design. 

He says: “Every project circles around three 
factors: price, time and quality. If you want a 
low price, you have to compromise on quality 

As one of the largest MRO and 
completions centres, AMAC Aerospace 
continues to experience very high demand. At 
its headquarters in Basel, Switzerland, the 
company has constantly had more than 30 to 
35 aircraft in for maintenance, modifications, 
refurbishment and completion simultaneously 
for the past several months. 

A number of large inspections, such as C 
and D checks, have been performed and 
many of these projects have included cabin 
interior work, such as refurbishment, 
upgrades and modifications. 

A milestone for AMAC Aerospace was the 
completion of the world’s first VVIP ACJ 
A350, which the company redelivered to the 
customer at the beginning of this year.

GROWTH IN THE COMPLETIONS MARKET
AMAC Aerospace anticipates continued busy 
times in the completions market in the years 
to come. 

A key factor in this optimism is the arrival 
of many new aircraft on the market, as 
predicted by Eric Hoegen, Director Group 
Sales at AMAC Aerospace. 

He says: “The completions market is at a 
historic peak that we have never seen before. 
This is due to the large number of aircraft 
being sold by Airbus and Boeing, including 

Scaling new heights
In this article, AMAC Aerospace provides insight into its continued optimism about the aircraft 
completions market. 
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