Rolls-Royce gearing to
broaden service strategy

The Rolls-Royce
Operations India Private
Limited was expanded in
Bangalare, amid
celebrations of its S0-year-
long partnership with
Hindustan Aeronautics
Limited in 2006, Today,
Rolls-Royce, the global
major in aircraft engines,
has introduced a new
strategy to take away the
pain of maintenance from
operators of the defence
aircraft. The soft-spoken,
JOHN GAY, Senior
Vice-President — Defence
Aerospace, South Asia, Rolls-

Royce, who has been part of

the company from the age
of 16 years, explains to
Praveen Bose the ldea .
behind the strategy.

What are you offering to
make your products more
attractive for the
operators?

Inatraditional relation-
ship, the operator flies and if
something breaks, we repair
it for them. But, in case of
mussion care, 1t 1s a contracl
foravailability. Rolls-Royce
(RR) provides the contractu-
al route to maintenance. It of-
fersa numberof benefits It
allows the operator to focus
on what they are doing, I.e
just flying their aircraft It
suits the operators’ require-
ments. For instance, the RAF
air vice-marshal extolled mis-
sion care. It gives them ad-
vantages as an operator and
deliver mission requirements
and does not compromise on
the delivery of service. We
understand the cost structure.
The element 1s to complement
the operator. It puts us clos-
ér to the operations and sup-
ports customers in keeping
theirmachines in service. We
share global operations and
also maximise operations. So,
we are closely involved in the
operations. It's our responsi-
bility to monitor and support
the customers, giving finan-
cial predictability to them.

How will you implement
this programme in your
relationship with the
defence forces in India?

We already have a rela-
uonship with the Hindustan
Aeronautics Limited (HAL).
We are expanding the scope
of our relationship through a
mission care availability and
capability agreement. It rais-
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es the collaboration to an-
other level In case of the
Harrmer operations, ifthey
have a technical query, then
we deal with st If they need
local advice, then the Jocal
partmer can do it In this case,
Rolls-Royce will have a clos-
er relationship with the Navy
and the Indian Air Farce.

How’s your relationship
with India? Does this
initiative help you meet
your offset obligations?

We have a long history and
relationship with India. We
have been here from 1932 We
have about 1,300 installed en-
gines, A majority areon the
defence side. Around 1,000
are defence applications We

have gat 200 direct employ-

ees in India. On top of that,
there are 650 employees en-
tirely based with a sub-con-
tract engineering company —
Quest, in addition to many at
TCS, We work within the off-
setrequirements and hence
these investments are differ-
ent. Thisis not to satisfy the

offsetobligations, but it is an
efficient and cost-effective
method: You incentivise both
parties to optimise the prod
uct. RR makes sure (Ls assets
are used effectively

What about your
relationship with HAL?

Our relationship is over 5SS
years old. Rolls-Royce-HAL
JV is entical to both compa-
nies, [t helps us to deliver on
time and manage products
in key defence programmes.
We have a broad spectrum of
engines that HAL can man-
age. We have the new A2100
engine and our JV will have
significant operations im-
material of who wins the Mul-
ti-Role Medium-Range Com-
bat Aircraft (MMRCA) proj-
ect. We operate in a broad
spectrum in India including
the C130J Hercules, the mil-
(tary transport aircraflt which
India recently bought from
the USrecently.




