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China IFEC Summit 2010
June 22nNnd - 25th, 2010 - Shanghai, China

taking place June 22"4-25%, organized by GIS Events.

This unique three-day event addresses key IFEC issues
tailored towards the China region. Organiser GIS Events has
come up with a range of topics from listening to industry
feedback and Chinese airline participation. Head of market-
ing, Jeni Walters said, ‘This does match what we know the
airlines are currently seeking to learn and considering for
the future’

S hanghai is the stage for the third annual IFEC summit

A variety of leading names are sponsoring the event, and
Chinese aircraft manufacturer COMAC will be present. There
isaslow but gradual increase in IFEC developments in China,
with some major IFEC purchases completed in 2009/early
2010. The three major carriers and others such as Shanghai
Airlines, Sichuan Airlines and Shandong Airlines are watch-
ing developments closely.

With China growing into one of the largest aviation mar-
kets in the world, IFEC vendors such as Thales Avionics, Pa-
nasonic, and Rockwell Collins will be pushing through strat-
egies to win a piece of this rewarding IFEC market. This is
reflected in the interest and investment in the Summit. Wal-
ters said, ‘We are excited to turn this event into a real China
‘IFEC-Week’ with the pre-conference, the official cocktails,
the IFEC Gala Dinner and a group expo adventure.

She added, ‘A lot has been achieved since the first China
[FEC Summit was held in Beijing in 2008 by introducing
one to one meetings, private discussions and more panels
to ensure a timely and valuable experience at these events.
As China is a totally different market with different strate-
gies required, it must be emphasised that companies with
a more thorough understanding of how business is done in
this region, will be more confident in expanding their re-
sources into China. ‘

She added, ‘Let’s join all the IFEC decision makers of Chi-
na’s 12 airlines and the global players at the world’s biggest
China IFEC show this June in Shanghai.

Key topics include: Chinese and Asian airlines’ current
place in connectivity; local perspectives on global cabin
technology developments; synergies between global play-
ers and local airline market needs; China’s business travel-
ler versus tourist traveler; Chinese airlines’ vision for IFE&C
hardware for the medium term; revenue driven technology
purchasing in China; impact of airline mergers in the China
market on IFE&C vendors.
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China to grow into leading IFEC market

largest IFEC markets. Already China has

replaced Japan as the largest airline in the
APAC region, with 1,400 aircraft in China versus
530 in Japan.

C hina is set to grow into one of the world’s

According to the airline industry body, IATA, the
intra-Asian market is larger than North America
in size and volume with 647M passengers travel-
ling in the Asia Pacific region in 2009 compared to
638M in North America.

China is also Boeing’s biggest market., expected
to result in thousands of new aircraft ordered.
Boeing sold China nearly 300 aircraft in the last
nine years.

China is set to evolve as one of the largest mar-
kets for aircraft deliveries. Expectations from pas-
sengers are for services of global standards.

China’s economy expanded by 12 percent in the
first quarter of 2010. A growing middle class is
driving this growth and setting expectations for
consumer products and services.

Consequently inflight entertainment and con-
nectivity are becoming the big drivers in attracting
and satisfying passenger’s expectations onboard.

The majority of aircraft for China will continue
to be single aisle aircraft such as the B737 or A320
family, designed for domestic flights. However,
there will also be demand for more widebody air-
craft.

Production of A320 family aircraft is on track at
Airbus’ new final assembly line in Tianjin, China.
This is at the rate of two aircraft per month, and
will ramp up to four a month by 2012. This fast
track production is specifically aimed at meeting
China’s growing demand for efficient single aisle
aircraft.

Since the start of this year, ten A320 family air-
craft have been provided to customers from the
Tianjin facility, bringing the total number to 21
since the Chinese final assembly line delivered its
first aircraft in June 2009.

They include A320s for China’s first private low-
cost carrier Spring Airlines which now has 16
A320s in its all Airbus fleet. The A320 for Spring
Airlines - configured in an efficient 180-economy
seat layout - will be deployed on routes between
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Shanghai and other Chinese cities.

Hong Kong Airlines has ordered six A330-200s
as part of a larger order for 23 A330s. They will
be used to launch the airline’s first services to Eu-
rope.

Hong Kong Airlines president Yang Jian Hong
said, ‘Low operating costs and high levels of cabin
comfort make the A330-200 the perfect choice to
expand into the long haul market. We are looking
forward to offering passengers a premium service
on these routes.

And another milestone was passed in March this
year when Civil Aviation Administration of China
(CAAC) completed an intensive review of the A380
following a Validation of Type Certificate from
CAAC in December 2009. The intensive review
verified the A380 to China Civil Aviation Regula-
tions requirements. CAAC will now validate A380
entry-into-service for airlines planning to operate
the next-generation aircraft in China.

The first Chinese customer for the A380 is China
Southern Airlines, which ordered five of the dou-
ble-deck aircraft in 2005. Deliveries are scheduled
to begin during 2011.

Airbus’ overall fleet in China has grown from
one jetliner in 1985 to more than 530 today - and
covers a full range of aircraft from the single-aisle
A320 family to the widebody A330/A340.

Over four million passengers worldwide have
already flown on board the A380. Twenty-six of
these aircraft are in service with Singapore Air-
lines, Qantas, Emirates and Air France, flying to 16
major international destinations.

Besides Boeing and Airbus, China’s own aircraft
manufacturer, Commercial Aircraft Corporation of
China, (COMAC) is expected to develop and de-
liver home-grown aircraft. The first test flight of
a COMAC widebody aircraft is expected in 2014
with deliveries in 2016.

Whichever company sells aircraft — one thing is
sure, it will need to have a minimum level of IFEC
onboard. And where larger sized aircraft are con-
cerned - the latest competitive IFEC systems and
services will be required - to match airlines and
passengers’ expectations throughout the Asia Pa-
cific region.
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Lumexis wins award for Fibre Optic System

ment and communication for its fibre optic IFE system

‘Fiber To The Screen’(FTTS). The FTTS system uses fi-
bre optics rather than traditional copper piping. According
to Lumexis, the seat box and half of the other boxes required
by legacy systems are eliminated. Huge bandwidth is pro-
vided to each individual seat, so that future functionality can
be added over the 30-year life of the aircraft. The system,
integrated in the seat, reduces the weight and, as a result,
the cost of ownership by half.

l umexis has won the Crystal Cabin Award in entertain-

The system will launch on flydubai, a low cost carrier,
in the Persian Gulf. The deal is for 44 systems on flydubai
B737-800NG fleet, starting October.

FTTS offers ancillary revenue potential with passengers
able to place orders for food and beverage via the IFE screen.
Lumexis CEO Doug Cline said: ‘While it provides unmatched
delivery capacity,
the unique FTTS
fiber optic net-
workis so efficient
that the installed
system is half the
cost and weight
of earlier gen-
eration, copper-
based systems. As
a result, the latest
passenger-pleas-
ing, revenue-pro-
ducing  services
can be offered on
board the most
cost-competitive
airline.”




company estimates it is the number one supplier for
IFEC systems on China’s widebody fleets with 133
shipsets sold and delivered since 2004.

Thales has been present in China for several years. The

In terms of IFEC installations between 2007 and 2012 it
is the second largest supplier of IFEC systems overall to the
Asia Pacific region with a 19percent share of the total.

The number of Thales TopSeries systems on Chinese air-
lines totals 133. On Air China they include 15 B787 aircraft,
15 B777s and 43 A330s. On China Southern Airlines, ten
A330s. On China Eastern, 15 B787s, on Shanghai Airlines 9
B787s and on Hainan Airlines, 8 B787 aircraft,and 15 A330s.
Three further shipments are not included in these figures.

Overall, with 133 systems installed and on order the com-
pany reports ‘massive fleet growth from September 2008 to
2014

Other Thales firsts include, the first full digital AVOD in-
stallation in China, the first repair station in China for IFE
and avionics in Beijing, the first media integration in China,
the first full cabin AVOD system based on Ethernet in China
and the first airline training kiosk centre.

The only gap in the market for Thales is in the single aisle/
narrowbody aircraft sector, which is an essential form of air
transport in China. The company states, ‘We currently do
not have any narrowbody installations, but that market is
very important to Thales!

Thales is strengthening its IFE presence in China and
building up support for airlines with service teams located
across China and field support in Beijing, Shanghai, and
Guangzhou. The Beijing centre specifically deals with IFE
and avionics. The company is also close to MRO facilities
and helps airlines with MRO requirements. Thales is also in-
volved with a number of trade shows and events in China, in
particular the China IFEC summit.

The Thales TopSeries system is a web-based IFE platform
supporting broadband communications, entertainment, in-
seat power and interfaces with personal electronic devices.

The digital head-end includes servers each storing over one
terabyte of data. At the seat, passenger screens sizes range
up to 32 inches with high definition capability and fast pro-
cessing power.

The platform has been enhanced. Every aspect of the sys-
tem, from the head-end to the seat equipment is smaller,
lighter, and consumes less power. Thales has reduced the
overall weight and power footprint through optimized ar-
chitecture, integration of functionalities, and incorporation
of advanced passenger screen designs.

above: the new 12.1” monitor integrated into B/E seat

Last month the company launched a new 12.1” display in-
tegrated into a stylised economy class seat. This is a thinner
lighter modular display with a tilt mechanism and an intel-
ligent touch screen passenger control unit. This PCU enables
passengers to link to personalised onboard services. It can
carry airline branding both in content and hardware. The
display also contains a webcam incorporating a scanner
which will read the barcode on a passenger’s boarding pass.
The software in the display will then use the information in
the barcode, containing the passenger’s choices of meal and
entertainment and automate and personalise the entertain-
ment and applications on offer. It also contains a smartcard
reader so frequent flyers can swipe their frequent flyer card
and the screen will come up with personalised menus and

entertainment dedicated to the frequent flyer.

Pellegrini said, ‘We are very excited by the launch of this
new product. Our technical and marketing teams have re-
ally come up with an outstanding solution for airlines and
their passengers.

The latest IFEC installations are on China Southern with
ten TopSeries systems on ten A330-300 aircraft. Each air-
craft is equipped with audio and video on-demand at every
seat.

China Southern vice president Mr. Dong Suguang said,
‘We feel very positive about our selection. Thales’s IFE sys-
tem is proven in our region and we find that our relation-
ship with Thales people is very strong with uninterrupted
dedication and attention to our airline.

Thales’s IFE vice president and general manager Alan Pel-
legrini, says, ‘China is a very important, strategic market for
Thales. We are delighted to be selected for China Southern’s
A330 aircraft and appreciate their vote of confidence.



ThalesrRIEEFPEFREILZZE, FEzA )
H BElRPEZEEVANERESREREHE
%jditﬁ_‘ﬁ%i, H2004FE KB EHHZ(T133EIL
Z A EIHTopSeries& 3 = m&ZEEFE EFRLE
AFE. BAMEAR. FAMELT., LiSM=T
AEFEEME AR YL L. W%iT2007EE
01NEEMBEEZERREFNLELE, Thales
AT KX EZ KGN, THiHHEHLE19%

BEr, £F133EThalesA )l TopSeries&3IZ%
ZREAPEN I L. EPEERMZAR, £
R EIE1528 K EB787. 1538 F B777F043
BEEA330KM. EREAMT AR, NEE1048
TEA30EN., EFRAMELRE, BF15REE
B787%#l. ELBM=AR, B1FI%RIKEFB787%
Hl. 2ESETT A ER8SEKEB787F1158F R
A3307%Hl. ERAHFREIEIERMARXENRE.
WELIT13BEREMMTMRS, ZATF M
2008£E9H E20144, EHVIEKEE. ~

ThalesARIHME—TizE O ERBEE/ FE K
g, XtERHFERMHTIFETHN—IEZWES. %
ANEIRT, “BRONEINIEEEEEEY _ERENE
£, {BThalesABIFEEMX—HF. ~
ThalesARIMEEREVETEIE: EPEZE
TE—NEHZNMEFTNaBRS, FRERET
THESE—IEERAZIEIZ FHYESL,
FENFE—EREERRSE, FENE—FEETU
AN EERUMSENABRSE, URE—IM
/=T b=l | [T

ThalesARMNEAEINEEERENERRER
G %, ZAEEREERIEL TIRSHAB, F#iE
b=, By mEsz TG ESL, AREA
AEPRESE. Hf, tRmRORERANERIR
REGIHMERFERSHIL. ThalesARIIESTE
M aZNEa1E RIRAMT A RRLEEET K
RIEEE. B, ZATESMTHRESNMTIE
fﬁ%ﬂ%,ﬁ¢ﬁ%%“¢5§%ﬁ%ﬁ$§
T &, 7

Thales A BRI TopSeriesZ & 2 E T MEK ZHIR
REFGETE, THEEFEM. 1RFR. ERdtEinsg
MANBEFEEHED., EHEIHEeERTENTE
ETREIENRSSS. EEFR RENFRENR
;iﬂﬂiﬁ,ﬁﬁﬁ%ﬁﬁgﬂﬁﬂ%ﬂﬂﬁ

ZEERETEEEE NEVEERRNE—F
EEMEITEN, 2, FHHE, ThalesAT)HE

5

THLEN, IREERERALHRERRER
i EETEEEENMTRIL.

EANR, ZARRT T —AEHH, SEFFRES
ERRBLI1218TRFRE R, IRTmAFE
7. EHARE R, ARAEREMERES
EHIEIT. FEEHRIT A LSREENTRRS
R, FAAtEAREITRUMEGmEN. %
AFRIEEE T — M IHERMINEE ARG, TR
ERRE BN EETE, SRR IR
AEREPERNER SREEZNE|SREE
#%, AFFRUAPUMNMELRS. M
t, ZEEETFE—TEEFEFRE HEERS

+HFEEERFZE BRIETHENZREE
HRI MR BRRAE

Pellegrinik’r, “RHXBFFmETENAEE
7. R ERFTHIZEAAME AR MREF L
HT—SARHM~R. 7

EAIME A RIR1038 = FA330-300 Kl LET10
EBHE M TopSeriesRIIZTMEZIRERSE. &
BRHBEN EAAE I MINE R aiBigE.

EAMEATRASERENLET, © RINE
CHEENFRITAREL. ThalesAAINERIRE
RS TN, Rl S%ARGE TREY
LEXR, IHELARERUBRNE T2
TAR, "

ThalesARIMNEMRIR RREH 1BIS &K R EEZIE
Alan Pellegrini®x: “HRERThalesABEGH
HMEEENNME. BIVEESMERESEANST
NEPER, AHEHTEA3Z0CHIEMIEE, H1E
= A EATEE.



ockwell Collins has enjoyed sus-
tained growth in China. The sin-
gle aisle dPAVES system has had

contract awards from China Eastern and
Shandong Airlines.

In 2007 China Eastern Airlines (CEA)
announced its selection of Rockwell Col-
lins dPAVES inflight entertainment sys-
tem for six new Boeing 737-800 and 30
A320 aircraft. This selection marks the
debut of Rockwell Collins’ dPAVES on
Boeing aircraft. Globally the system has
been installed on over 200 aircraft in the
last two years.

China Eastern Airlines’ dPAVES sys-
tem which completes delivery to the
airline this year, features the 160 gi-
gabyte Broadcast Digital Server (BDS)
integrated 3D Airshow moving map
application, which can be customized
with the Airshow Configuration Editor;
high-quality 10-inch retractable Liquid
Crystal Displays; Flyable Data Loader (FDL) for easy loading
of digital content; and the capability to automatically deliver
programming timed for the length route through automated
scripting.

The dPAVES system provides up to an 85 percent reduction
in volume, a 70 percent reduction in weight and a 75 percent
reduction in power over the analogue system. It has up to 60
hours of video, including encrypted content, and 128 hours
of audio on a 160 gigabyte hard drive. The large storage ca-
pability allows China Eastern Airlines to store two play peri-
ods of entertainment content, and the server automatically
selects the new content when the new play period starts.

Airline marketing director Dave Vernon says, ‘We anticipate
continuing growth as the latest dPAVES innovations - like our
new retractable 16:9, 12” LCD high definition (HD) ready dis-
plays, enhanced touch screen flight attendant interface, and
improved content loading - are launched into service. China
is one of the most dynamic markets in the world and with
our dedicated account management team, field service per-
sonnel, and Shanghai Service Center, Rockwell Collins is po-
sitioned for excellent continued growth’

Last month Rockwell Collins announced enhancements to
dPAVES. A new High Definition Media Server (HDMS) offers
160 gigabytes of solid state digital audio and video storage
capability. The large storage capability of the HDMS allows
for multiple play periods of entertainment content, and the
server automatically selects new content when the new play
period begins. Other enhancements include integrated pre-
recorded announcements (PRAM) and music functionality
with embedded Airshow Moving Map - in a single 4 Modular
Concept Unit (MCU) box.

Non-encrypted content can be handled by airlines inde-
pendent of Rockwell Collins’ content management system
giving, airlines the flexibility to respond to commercial op-
portunities as they arise by replacing local content at any
time or location.
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One of Rockwell Collins’ most established products is the
Airshow moving map application for both single and twin
aisle aircraft. Airshow is currently offered in both distributed
(AS4200, AS4200D) and Interactive (ASXi) versions with the
ASXi version availability limited to certain twin aisle in-seat
systems.

The new version 2 software for Airshow 4200D incorpo-
rates a new dramatic 3D map and graphic design. The new
3D maps utilize NASA's Blue Marble map data to provide
graphical realism. A new global map package that provides
major improvements in detail and coverage worldwide, new
time and flight status displays, realistic day and night views
on all 3D maps, and a new heads-up display designed to offer
a pilot’s-eye view of the flight.

Says Vernon, ‘An ongoing commitment to innovation has
enabled Airshow Moving Map to continue to lead the field in
single aisle and twin aisle markets across all regions. Our lat-
est offering includes high focus maps, points of interest infor-
mation, extensive 3D’ graphics, and a new heads-Up display
feature.
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Images in Motion acquired by Post Modern
Group

flight magazines to several Chinese airlines, will be ex-
panding its services following its acquisition by Post
Modern Group in California.

Images In Motion, which supplies programming and in-

IIM executive director Pravin Jumabhoy said, ‘Being part of
the Post Modern Group will bolster our capabilities in Holly-
wood and international content acquisitions, as well as techni-
cal services.

Images in Motion serves many Chinese airlines including Air
China, China Southern, Hainan Airlines, Shenzhen Airlines,
Sichuan Airlines and Xinjian Airlines. Other Asia Pacific airline
customers include Bangkok Airways, Silk Air, East Star Airlines,
MIAT Mongolian Airlines, OK Airlines and Viva Macau.

The services include audio and video programming in
Mandarin and Cantonese. The company also sources original
Asian content from regional producers throughout Asia and in
all languages. IIM also provides audio programming for many
global airlines as a subcontractor to other content service
providers. It has the leading AVOD encoding facility in south-
east Asia and also has linear and non-linear editing capabilities
as well as audio and video cassette, CD/CD and DVD duplica-
tion capabilities in house. Other activities include production
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services, as well as design and print for inflight publications.

The company has a staff of 13 including ten in Singapore and
three in Beijing. Under the terms of the acquisition by PMG,
IIM will retain its name and will operate as a Post Modern
Group company, working closely with PMG’s Airline Media
Productions (AMP) division to provide content services and
Post Modern Edit (PME) on the technical services side.

[IM airline customers will benefit from Post Modern’s south-
ern California location, near all the major AVOD hardware
providers, as well as its close connections with the Hollywood
and international distributor community.

PMG managing partner Amir Samnani said, ‘The addition of
IIM gives us a strong presence in Singapore and Asia which will
enable us to provide a greater level of services to our existing
clients such as Singapore Airlines. As a major supplier of audio
programming, production and Asian destination program-
ming, IIM also brings us added strength in those areas, as well
as design and print for inflight applications.”
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Chinese airlines equip aircraft with AVOD from Panasonic

tems to China, based on its X series. The company has
secured many contracts in the widebody and narrow-
body market and also opened several bases in China.

Panasonic Avionics is a leading supplier of IFEC sys-

Panasonic Avionics Corporation CEO Paul Margis said,
‘We began with an integration center in Shanghai and staff
in Beijing and Guangzhou to support our operations. Now
we have added a Regional Headquarters in Hong Kong to
strengthen our core efforts across China.’

Panasonic has set a precedent with a number of Chinese
airlines in the last six months, providing their fleets with
AVOD for the first time.

This month sees the launch of Hong Kong Airlines’ first
fully AVOD equipped aircraft.

Hong Kong Airlines has installed eX2 IFEC system cabin-
wide in each of its new A330-200 aircraft first in the airline’s
fleet to offer multi-language audio and video on demand
(AVOD) services, including movies, television programs,
CDs, and soundtracks to passengers. The first of the six
A330-200 equipped with Panasonic’s eX2 IFEC system en-
ter service this month. Initial international long-haul routes
will be between Hong Kong and Moscow.

HNA Group vice chairman of the board of directors and
CEO Wang Jian said, ‘As Hong Kong Airlines continues to ex-
pand its service to more international destinations, our goal
will remain the same - to provide a best-in-class experience
for our passengers. With eX2 installed in our A330-200 fleet,
we can offer our passengers the most engaging in-flight en-
tertainment available today.”

Hong Kong Express Airways and Hong Kong Airlines pres-
ident Yang Jian Hong, President said, ‘Hong Kong Airlines’
goal is to be the market leader in passenger satisfaction, and
we chose eX2 because its innovative features, rich functional-
ity, and robust performance create an inflight entertainment
experience that will engage and excite our passengers.

He added, ‘Offering an enhanced entertainment experi-
ence on our international flights enables us to further dif-
ferentiate our brand and create greater customer loyalty for
our airline in Hong Kong’s rapidly growing transportation
industry’

Hong Kong Airlines’ IFEC configuration uses touch-screen
smart monitors and multifunction handsets to provide an
interactive AVOD experience in each seat throughout the
aircraft cabin.

‘The eX2 has been installed on Sichuan Airlines’ new A330
aircraft which entered service in February.

The eX2 equipped A330 aircraft is the airline’s first audio
and video on demand (AVOD)-equipped aircraft. Sichuan
Airlines is the first Panasonic customer in mainland China to
adopt the eX2 system cabin-wide onboard.

Sichuan Airlines operates over 51 aircraft to 50 interna-
tional destinations. Based at Chengdu Shuangliu Interna-
tional Airport, Chongging Jiangbei International Airport and
Kunming Wujiaba International Airport, Sichuan Airlines
has the largest Airbus fleet in southwestern China.

Sichuan Airlines chairman Lan Xinguo said, ‘We chose

8

the Panasonic eX2 system because it has the most innova-
tive features and the richest functionality that will engage
and excite our passengers. By being the first to install eX2 in
mainland China, Sichuan Airlines will certainly differentiate
our brand in China’s rapidly growing transportation indus-
try. We aim to lead our market with passenger satisfaction,
and expect that the addition of Panasonic’s eX2 system will
create greater customer loyalty for our airline!

Panasonic Avionics Corporation executive director Charles
Ogilvie said, ‘Sichuan Airlines’ pioneering spirit sets the
stage for the company’s long-term vision for customer sat-
isfaction and growth opportunities in the region. Panasonic
is committed to serving the Chinese travel market and we’re
honored to be working with Sichuan Airlines.”

Shanghai Airlines has installed Panasonic’s eFX system on
ten A321 aircraft. eFX is a scalable system offers audio and
video on demand, games, and other entertainment options.

The digital IFE system has an open architecture to provide
maximum performance and flexibility. Shanghai Airlines can
add advanced functionality to the system as its long-term
strategy evolves.

Shanghai Airlines chose Panasonic because of its ability to
offer a comprehensive inflight entertainment solution, and
its proven success in the industry.

Shanghai Airlines senior vice president Xiaoyun Shao said,
‘After great analysis and discussion, we decided the Pana-
sonic system was the right one for us.’

Ogilvie said, ‘“This market is changing so quickly that all
companies who help airlines deliver passenger experience
must design their structure and products to be both flexible
and dependable, which is something we’ve done in the es-
tablishment of this new region for Panasonic Avionics.

Panasonic has launched a new Integrated Smart Moni-
tor, which won the Crystal Cabin Award in industrial design
at Aircraft Interiors Expo in Hamburg last month. The In-
tegrated Smart Monitor is a collaboration with Weber Air-
craft and Teague to produce an integrated IFE seat solution.
Their aim was to create an integrated product that would
decrease costs, reduce complexity and create a premium en-
tertainment experience for travelers. The smart monitor is
significantly lighter than other solutions, integrated into a
seat with fewer parts which streamlines the manufacturing
process.

Weber business development senior director Jean-Marie
Daout said, ‘Starting with R&D and at every step of the
seat design, Weber ensures the IFE integrates in a way that
creates the most living space while minimizing the impact
to the overall seat weight. We've taken cooperation a step
further’

Teague design director Sebastian Petry said, ‘This is a col-
laborative solution that allows airlines to offer a personal
entertainment space, closer to the home entertainment
experience. It will help make travel a better lifestyle experi-
ence.

Margis of Panasonic added, ‘Working together with We-
ber and Teague, we made considerable progress in chang-
ing the profile of our IFEC systems.
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Handheld IFE — holding on to China

here are several companies who have sold or leased

portable players in the Asia Pacific region, but only a
few who have signaled definite interest in China. Glob-
ally the market consists of digEcor, IMS Inflight, e.Digital,
Bluebox Avionics, AIRVOD, Panasonic, and more recent-
ly IFE Services. Another company, Mezzo, also supplies
portable players to airlines as an agent or broker.

digEcor has made specific efforts to enter the Chinese
market. In 2009 digEcor entered an agreement with Chi-
nese company Lefeel Media Technology based in Shang-
hai, to offer portable players for the China market. Estab-
lished in 2007, Lefeel already has experience as a vendor
in offering portable entertainment solutions to several
airlines including China Southern, Spring Airlines, Deer
Air and ChongQing Airlines. The company has developed
its own Aircraft Portable Entertainment System (APES).
APES consist of a portable personal computer indepen-
dently developed by Lefeel, with battery recharge cabinet,
content upgrade system, support systems and statistical
analysis system. The system is patent pending.

But together with digEcor, the companies are develop-
ing a new joint product, branded L Series, specifically for
China. The L Series is a global offering though the sales
territories are divided into two regions. Lefeel will handle
all sales and marketing in China and other parts of Asia.
digEcor will handle the sales and marketing for the rest
of the world. Naturally the companies will offer Chinese
language content (both Hollywood content with dubbing
or sub-titles and native content).

digEcor and Lefeel are nearing completion of the di-
gEplayer L Series development with production to follow
shortly. digEcor CEO Brent Wood said to Gethin’s China
IFEC Review, ‘We received valuable feedback from air-
lines who viewed the player at the Aircraft Interiors Expo
last month.’

Wood added, ‘The new digEplayer L Series offers the
latest in technology and innovation to airlines and passen-
gers alike. The rugged and reliable design of the device

Below: Several airlines will be offering their
passengers the Sony PSP from IFE Services

is suited for the abuses of inflight use. Further, our experi-
ence and expertise in content sourcing and encoding pro-
vides a complete solution to airlines at a very competitive
price.’

digEcor is also offering its FAA approved aircraft inte-
rior replacement parts to the Asian market. For example,
airlines considering retrofits or upgrades can source LED
lights, video and audio reproducers, and LED monitors of
various sizes.

IMS Inflight is also a successful portable player vendor
with contracts around the world and also wants to sell
portable players to China. The company has had several
conversations and meetings with airlines in China, but
notes that only a few have made efforts to introduce any
handheld IFE onboard their aircraft. According to IMS, the
reluctance stems from several concerns such as a lack of
choice from Chinese vendors and cultural acceptance.

IMS says it will continue efforts to market its products
and services around the world, including China.

Recently a new portable player entered the inflight mar-
ket. IFE Services is working with Sony Computer Enter-
tainment America (SCEA) to distribute the PSP (PlaySta-
tionPortable) system to airlines. Six airlines have agreed
to distribute the PSP onboard their fleets.

IFE Services is a leading provider of entertainment
solutions including audio and video programming, au-
dio and video on demand (AVOD), branded content,
custom publishing, animation, original productions
and software development. The company already has
a base in Singapore as well as in other major hubs.
The PSP system contains games and programming such
as movie and television. Like other products on the mar-
ket the PSP can be customised by the airline in terms of
branding. It has a high-resolution, widescreen TFT display
and a sleek, lightweight design.

To provide an enhanced experience to passengers,
the PSP systems will be equipped with an extended
battery life offering from 5.5 to 11 hours while playing
games. |FE Services provides comprehensive crew
training and full logistical support and can tailor, load and

refresh content to suit airline requirements.

‘We’re delighted to be able to bring the PSP
system to the airline industry,” said IFE Ser-
vices CEO Mark Hogg. ‘With up to 11 hours
of battery life and full aircraft certification, our
view is that this has been long awaited by
the airline industry and the passengers they
fly.’

‘We currently have six airlines signed up
and many more very interested, including
several in China which is a market we are
interested in developing. We opened up an
office in Singapore in 2008 with the specific
aim of growing our presence within the Asian
market.’

California-based e.Digital is also targeting
China with its e.Vu portable player already in
service on multiple airlines.



Airlines in China who are interested in bringing hand-
held IFE onboard should bear in mind several factors.
Portable players are often perceived as a low cost al-
ternative to embedded inseat IFE. They are certainly an
attractive option for narrowbody fleets and regarded as
a more flexible and scalable solution, since they can be
taken on and off the aircraft without expensive installation
which inseat systems require. When using portable play-
ers it is important to remember that the players need to be
well maintained and supported, since, being a handheld
option, they are subject to excessive wear and tear by
passengers. They also need battery charging during air-
craft turnaround times. In addition, security of content and
management is essential. All content, especially the most
popular type of content like movies, must be encrypted to
ensure copyright protection and prevention against theft
or illegal downloads.

Inseat power can also play a part in powering the play-
ers. Players can be used without batteries if there is in-
seat power in the seat to connect the player and enable
its operation. Astronics is a specialist inseat power sup-
ply company that has experience in supplying such power
sources for handheld IFE. The advantage in powering the
players with inseat power is the reduction in weight on-
board (since in this case they do not require batteries for
their operation) and therefore a reduction in fuel burn.

Finally, Chinese airlines should explore all the com-
mercial and economic models available. Some portable
player providers are also offering flexible finance models.
When portable players first entered the inflight market,
many airlines tended to purchase them outright. Today it
is not always necessary to buy the players upfront. It is
sometimes more economical to lease or rent the players.
Bluebox Avionics in the UK even helps airlines source the
finance from global investment and banking firms.

Leasing and renting players is an attractive option for
airlines that may want to upgrade to newer technology
or the latest versions of players as their fleets change
and consumer habits evolve. Airlines should also bear in
mind their passenger profile. Portable players are usually
offered free of charge to passengers in premium class.
However an airline can use the portable players to create
ancillary revenue through a rental/hire fee to the passen-
ger in economy class or in all economy class aircraft, and
also by selling advertising space on the video content. An-
other option is to charge ‘pay per view’ of movies. Some
portable players even incorporate a credit card swipe fa-
cility in order to enable customer transactions.

Other points to bear in mind: content storage capacity
and battery power. Traditionally the more powerful the
battery, the heavier the unit. But today’s new generation
of players are usually lightweight, even when they incor-
porate batteries. But even a little extra weight can create
extra fuel burn for the aircraft — so these small details can
add or subtract costs to an airline.

IFE Services will present a session on the morning
of day two of China IFEC summit, entitled ‘Providing a
PSP Alternative to Content Managed IFE Devices;.

digEcor will present a session on the afternoon of
day two entitled Case Study: Hawaiian Airlines Suc-
cess Personalising their IFE Service with digEor’s
Content Management and Revenue Generative Pro-
grams
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IFEC and retail technology drive onboard revenue

history, the airlines with the most sustainable business

models today are those who have moved away from
relying entirely on seat revenue, focusing instead on ancil-
lary revenues, which offer higher margins. Fluctuating costs
and fading loyalty from passengers have made it difficult for
airlines to earn revenue per available seat kilometre growth
difficult.

E merging from the worst financial decade in aviation

Inflight connectivity, including wi-fi access, creates poten-
tial for higher value selling using real-time credit card autho-
rization. Inflight entertainment, access to the internet and
onboard retail technologies, are converging to create new
online and offline sales opportunities for carriers, enabling
them to capitalise on the cabin experience and beyond.

Mobile networking is also providing new ways for carriers
to connect with travelers and for consumers to personalize
their travel experience using their own devices. GuestLogix
is already working with IFEC vendors to bring these revenue
opportunities to airlines.

On-Board Retail Then & Now

Items Sold 20 Years Ago

Items Sold Today & in the Future

The onboard retail marketplace allows airlines to monetise
more touch points with travellers. Asia Pacific accounts for
more than 8,300 flights and 1.2 million travellers daily. China
is Asia-Pacific’s largest player, with the top ten Chinese air-
lines representing over 200 million passenger trips a year.
GuestLogix predicts that in the next decade, China and India
alone will produce one billion new middle class consumers
who will travel.

This presents a huge opportunity for revenue growth for
airlines in China through onboard selling. Onboard retail in-
cludes ancillary sales previously bundled into the airfare as
well as products and services that are destination-based. Ex-
amples include tickets for ground transportation or special
events. This has already been successfully implemented in
US and Europe, and Asia is quickly catching on.

Most airlines have been selling onboard duty-free and
catalogue merchandise for years. Operators are, in general,
offering the same products today as they did 20 years ago.
Onboard retail still involves mainly duty-free and drink or
snack food sales.

Yet its potential remains enormous and is now being har-
nessed. Hong Kong-based Inflight Sales Group, which op-
erates duty-free concessions is developing onboard sales
oriented towards destination. The Centre for Asia Pacific Avi-

14

ation (CAPA) predicts that the airline industry will generate
USD$50 billion in ancillary revenues this year. As a leading
onboard retail technology provider GuestLogix believes that
more than 10 percent of ancillary sales will be attributed to
onboard initiatives. This growth trend is expected to con-
tinue well into the decade as a result of technological inno-
vation and changes in consumer behaviour.

GuestLogix is the world’s onboard store technology lead-
er, providing solutions to help carriers build, manage and
control onboard stores tailored to both their requirements
and their passengers’ needs. The company has captured
over 35percent of the world airline market, based on an-
nual passenger trips, with deployments of its onboard retail
technology. GuestLogix has partnered this year with Inflight
Services Group in Hong Kong, Alpha Flight Services in Aus-
tralia, to help develop its business in China and the Asia Pa-
cific region. It also has a long standing partnership with IT
Well], its POS handheld manufacturer in South Korea.

Among 4,000 airline travelers in Europe, North America
and Asia Pacific, a GuestLogix survey showed that passen-
gers take advantage of offers when planning their travel.
Through its OnTouch™ merchandising platform, GuestLogix
provides numerous travel-relevant, destination based,
products and services serving over 400 destinations world-
wide, such as entertainment tickets, ground transportation,
catalogue shopping, communications services, advertising
and much more.

Passengers can be captive for an average of 3.5 hours at
a time. Most traditional retailers on the ground have con-
sumers for an average of only 30 minutes in retail outlets on
the ground. In order to maximize onboard revenues, airlines
must create a branded onboard store, reducing exposure to
competitors and accessing total passenger journey to mon-
etize more touch points with the customer.

contributed by GuestLogix Asia Pacific director John Devins

How GuestLogix works:

OnTouch is GuestLogix’ branded onboard store technology and mer-
chandising platform. It incorporates a core transaction processing engine
which can operate in an online and offline environment, accepting any
form of payment, and across all borders and tax regimes, in any currency.
It records all transaction data and keeps it secure.

The platform can be integrated into an IFEC system to support onboard
retailing. This can be accomplished by integrating the airline booking path
with Point-of-Sale (POS) devices, IFE servers, and personal devices,
such as Smartphones and laptops. The IFE servers can provide the cata-
loguing and promotion of content with fulfillment being completed through
the POS and or personal devices. So for example, the popular onboard
SkyMall catalogue can be stored on the IFE server rather than providing
a print copy to each traveler. The passenger can browse the catalogue
on the seat back screen, enter all their information including delivery ad-
dress, and send the purchase information to the onboard point-of-sale
device. The flight attendant completes the purchase using credit card or
cash currency by using the onboard POS device. Similarly this same pro-
cess can be used to purchase ground transportation tickets and the POS
receipt is used as the proof of purchase voucher. In the event that a bar
code can be used as entry, the POS device is capable of distributing the
appropriate bar code to the traveler’s Smartphone.
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A new land of opportunity for inflight connectivity

China represents an untapped market for inflight connec-
tivity. Globally the inflight connectivity market is dominated
by a handful of companies. Internationally, those planning to
offer service in China include OnAir, Panasonic/AeroMobile,
and Row44.

In a statement to Gethin’s China IFEC Review, OnAir said,
‘At the moment, we are actively working on the regulatory
process to introduce connectivity into China. We have a
dedicated team working on it, alongside Airbus China.’

Airbus is a shareholder in OnAir and therefore has
close ties with the company’s operations. A sign of this
is a change at the top tier of management. Former OnAir
CEO Benoit Debains has returned to Airbus in Toulouse,
France. lan Dawkins, former senior vice president, head
of future programmes, of Airbus SAS, has become OnAir’s
new CEO.

OnAir's board members have tasked Dawkins, age 52,
with furthering OnAir’s ‘profitable pace of growth, including
its global reach onboard connectivity solutions and internet
services to increase market share, profitability, customer
loyalty and satisfaction,” according to a company state-
ment. The company adds, ‘Those objectives, in line with
the company’s objectives and strategy, will translate into
an economically viable business model for the transport
industry.’

When OnAir originally announced agreements in China,
its former CEO Benoit Debains said, ‘China is a signifi-
cant and fast growing aviation market and we are proud to
be able to deliver our innovative services that will provide
increased levels of passenger services and additional rev-
enues.’

Based on the information to date, it appears that gaining
regulatory approval in China is fundamental to success.

OnAir has enjoyed continued success in other target mar-
kets where western companies usually face challenges.
Recently it announced service with Libyan Airlines. It also
has a cellular roaming agreement in place for the Russian
market. Besides airlines, OnAir has customers from gov-
ernments and VIP aircraft operators, and maritime opera-
tors. Overall OnAir has signed agreements with more than
15 airlines worldwide.

Its service portfolio includes inflight mobile voice, data
and internet using SwiftBroadband from Inmarsat. Besides
Airbus, OnAir is owned by SITA, the leading IT solutions
provider to the air transport world and is a member of the
GSM Association and an Inmarsat Distribution Partner
for SwiftBroadband services. The company celebrated its
100,000th commercial flight at the end of last year.

The other contender for inflight connectivity services in
China is Panasonic Avionics Corporation, a solution based
on a Ku band spectrum. Panasonic’s Global Communi-
cations Suite (GCS) consists of email, internet, and live
television. The Suite will be installed on Lufthansa, Virgin
Atlantic, Air New Zealand, V Australia, Qantas and also to
Turkish Airlines. The company is offering GCS on a global
basis.

GCS consists of three products. The internet product,
16

eXConnect is an inflight wireless high-speed broadband
Internet and data service that provides access to real-time
content for passengers and the flight crew. Passengers
can access eXConnect via a laptop, PDA or other Wi-Fi
enabled device. Airline crews can also use the service to
transfer data on and off the aircraft in five key areas—cabin
operations, maintenance, flight operations, airline opera-
tions, and airport.

eXPhone is an inflight mobile phone service. An impor-
tant so-called ingredient brand of this product is leading
inflight GSM operator AeroMobile. Headquartered in the
UK, AeroMobile delivers successful onboard mobile phone
service to Emirates passengers. AeroMobile has partnered
with Panasonic to provide eXPhone. As a partner to the
GCS service, AeroMobile’s parts and products are brand-
ed to Panasonic and carry the Panasonic warranty and
worldwide support for airlines.

The third part of the suite is the live television product:
Panasonic Airborne Television Network. Yet to launch,
this will be a broadcast TV distribution system and service
across multiple regions on a near-global basis. Airlines can
generate revenue using the opportunity for advertisements
or tv commercials to be included in the live programming
or for pay-per-view access. At its heart is the first world-
wide in-flight television distribution system powered by the
same Ku based satellite network as eXConnect.

MTN Satellite Communications will provide the satellite
network via the Ku band spectrum. EMS Technologies’
Defense & Space Division will provide the advanced du-
al-panel, satellite-tracking antenna, developed collabora-
tively by Panasonic and EMS. The antenna delivers strong
performance and global coverage, especially at lower lati-
tudes such as near the equator. The antenna’s dual polar-
ization receive-capability, unique to the EMS Technologies
antenna system, doubles the available receive bandwidth.

Another Ku band connectivity provider, Row44, has just
launched service on US low cost carrier Southwest Airlines.
The company has not confirmed its strategy relating to Chi-
na but the service is planned to provide coverage across
vast tracts of the world over the next few years. Even if
China is not included in this global coverage, Row44 says
it is interested in partnering with other ku band global pro-
viders (such as Panasonic) to give its international airline
clients seamless coverage in other regions. In other words,
Row44 would be interested in partnering on another pro-
vider’s network, following the same commercial model as
in terrestrial roaming providers.

Row44 president Gregg Fialcowitz explained, ‘Other pro-
viders have approached us about potential relationships.
And we're interested in all potential relationships primar-
ily because we don’t think the world needs very many of
these networks.’

‘There’s a precedent in the cellphone industry. Every
cellphone operator roams on each other’s networks. We
don’t believe the market is large enough to support many
of these networks in fact possibly not more than one so
you might see in the future providers figuring out how to
co-operate and work with each other.’




The Row44 portfolio of services includes internet for both
passengers and airline operations, as well as a full suite
of wi-fi applications across both laptop and PDA type de-
vices. Live television offering sports and news is planned
for later this year.

Row44 uses a state of the art antenna by two compa-
nies TECOM and QEST for global coverage. Since airlines
need to install a ku band antenna, the cost and installation
is of vital importance.

Fialcowitz said the company has found ‘the best antenna
on the market that could work across all global zones. The
criteria revolved around global regulation, physics, and
economics.’

‘Our requirements for a global antenna have to meet some
difficult milestones, not only a performance milestone, but
it has to live inside the regulatory restrictions, to meet the
physics of what an aircraft can actually carry, and what
makes money. The TECOM/QEST antenna comes close
to everything we need. It has a number of things about it
that operationally allows us to more efficient and for cost
of operation to airlines to be lower than the previous an-
tenna.

Currently Row44 has acquired licences to deploy on the
B737 aircraft and is working on gaining certification on oth-
er aircraft. Row44 also has licences for satellite networks
to deliver the two way Ku broadband in North America,
Canada and Mexico. Later this year it will have satellite
licence coverage in Europe for its next airline customer
Norwegian Air Shuttle on 40 aircraft.’

In the first quarter of 2011

etc) and the airline selects the options it wants to offer. A
number of popular brands are available, including Skymall,
iTunes,
EBay
etc.
While
the con-
tent is
free to
access,

a n vy
trans-
actions
made by
passen-
gers via
the por-
tal for any of
the brands’
products or services, generates ancillary revenues for
Row44 and the airline.

TECOM/QEST antenna KuStream 1000

From the statements made by connectivity service provid-
ers and their achievements to date, it is still too early to see
which companies will successfully enter the Chinese mar-
ket. As stated earlier, a major factor is regulatory approval
and certification on the relevant aircraft types. But Chinese
airlines can be confident at least, that if and when they do
choose one of the global connectivity service providers,
that the technology and commercial viability is proven in
other parts of the world.

It is worth remembering

Row44 will have transat-
lantic ku band coverage to
Europe. Pre-recorded pro-
gramming such as video
content and movies will be
contained in the onboard
server, freeing up more
capacity in the connectiv-
ity pipe. The server has a
terabyte of capacity com-
bined with a management
server unit for storing video
content to be distributed in
broadcast mode from the
cabin.

Row44 has a flexible busi-

A market study by IMS Research in the UK
found that in 2009 a total of 1400 aircraft
were equipped with connectivity. This will
increase tenfold by 2015, to more than
14,000 aircraft worldwide. The company
states, 'This will be good news both for busi-
ness travellers and for others just wanting
to surf the web to pass the time or to chat
to friends online. Most important, this may
become a lucrative revenue stream for the
many airlines struggling to make a profit. A
$5 charge for connectivity for a short flight
of up to 1.5 hours equates to significant rev-
enues with today’s passenger numbers.’

that such achievements are
no mean feat, since regula-
tory approval and certifica-
tion can take years to ac-
complish in any region. This
new market sector has been
growing for more than ten
years, which is still a very
short period of time for any
new aviation technology to
start operation. It was the ef-
forts from two separate pro-
viders: the Boeing service,
(Connexion By Boeing), a
full internet broadband Ku
band solution, and Tenzing

ness model for price setting

and revenue generation, as

follows: 1) Row44 sets price to the passenger, collects the
fees, and shares the revenue with the airline; 2) The airline
pays Row44 a set fee for every passenger who boards,
then the airline sets the price, Row44 collects the fees and
gives 100percent revenue back to the airline, so the airline
‘gets all the upside potential’. Both customers, (Southwest,
Norwegian Air shuttle) have adopted the latter.

Row44 is also offering an inflight internet portal (commonly
termed a ‘walled garden’) and branded Skytown. With Sky-
town Row 44 establishes a revenue-sharing arrangement
with the airline for the specific content and advertising they
choose to deliver within their walled garden. Row44 supplies
amenu of content options (games, shopping partners, video
content and other entertainment options, texting services,
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L band narrowband (since
acquired by SITA, and sub-
sequently OnAir) that initiated the race.

The new service providers have learned lessons in many
ways from the Connexion costly Ku band solution which
eventually folded due to economics. For example Row44
and Panasonic have created newer, far more economic Ku
band solutions.

Tenzing also demonstrated its operational validity on-
board Singapore Airlines. Tenzing was also the precursor
to today’s successful OnAir.

What does all this mean for China? One thing is appar-
ent: when China eventually opts for inflight connectivity,
the country’s airlines will have the benefit of more mature
and more economical solutions than ever before.
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Astronics launches new
EmPower systems

over 140 airlines to power over 500,000 seats. As-

tronics’ EmPower inseat power systems are used to
power passengers’ personal electronic devices and laptop
computers as well as aircraft inflight entertainment sys-
tems.

ﬁ. stronic inseat power systems have been installed on

As increasing numbers of passengers bring their own per-
sonal devices onboard, the demand for inseat power in sin-
gle aisle aircraft and nose to tail installations (cabin-wide)
of the EmPower systems has risen. Size, weight and cutting
edge features are paramount.

The company confirms China is a target market and its Em-
Power products are either integrated with IFE suppliers of-
ferings or installed as a stand-alone solution on the carriers
listed above.

Astronics has launched two new product lines to its Em-
Power inseat power supply range. In particular the latest
product addresses the growing demand for powering pas-
senger’s personal electronic devices inflight. This new unit
will allow use of up to three laptops and power up to three
USB devices simultaneously.

The new unit produces 200VA for each Personal Electronic
Device (PED) and includes three Universal Serial Bus (USB)
power outputs for passenger devices such as smart phones,
iPods, cameras, and other standard +5 Volt devices. This is
all accomplished in a unit smaller than previous generations
of the EMPOWER product line.

This newest version (P/N 1191-3x) is in direct response
to customer feedback and requests. Astronics cabin elec-
tronics business development director Dennis Markert said,
‘Adding the +5 Volt USB output was a logical step as more
passengers carry on electronic devices and airlines deploy
new services such as mobile boarding passes that depend
on charged passenger devices.

As airlines around the world offer off-aircraft passenger
connectivity and other services, Astronics is experiencing
an increasing demand. ‘With the EmPower system, airlines
will no longer receive calls from their valued passengers
concerned that they will not have power available during
flight.’

A new AC to DC power unit converts 115VAC, 360Hz to
800Hz aircraft power to 150 Watts of +28VDC. The power
is provided by four individual +28VDC outputs with a cur-
rent limited at 1.5Amps each. It is a compact and lightweight
product that meets the stringent requirements of the avia-
tion environment and the aircraft manufacturers.

The outputs may be paralleled to create a single 150 Watt
output and multiple units may be used in parallel to create
300 Watts or 450 Watts with current sharing.

The unit provides hold-up of the outputs to 200 mSec so
that connected devices stay powered during normal bus
transfers and power interruptions. The new power supply
(P/N 1314-3) is in direct response to increasing market de-
mand and customer feedback.



