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As a leading consultancy to top management in the European 
Aerospace&Defense sector, Roland Berger Strategy Consultants actively 
supports industry leaders in identifying challenges, structuring future solutions 
and driving the necessary change in their organizations.

In 2008 we identified a growing need for senior executives to discuss the key 
issues that drive the industry with their peers. Therefore, we launched a “Top 
Management Issues Radar” to support executive-level thinking in the European 
Aerospace&Defense industry. 

The latest survey was conducted between March and April 2010, involving more 
than 100 top industry executives and representing a broad range of business 
segments and positions in the industry value chain. The survey captured their 
views on two hot topics:

How did the crisis impact the industry? What measures did companies 
take in response? And what actions are planned to prepare for a 
recovery?

What are companies’ strengths and weaknesses in terms of Programme 
Management?

We trust you will find the conclusions presented insightful and hope they will 
support your strategic thinking and decision making. We would welcome the 
opportunity to have a more detailed discussion directly with you on any of the 
issues presented.

>

>

Why produce a Top Management Issues Radar?
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The 2010 survey results are based on contributions from senior 
executives across the european Aerospace&Defense industry

ROLAND BERGER STRATEGY CONSULTANTS

Sample description EXAMPLES OF PARTICIPATING COMPANIES

Survey responses from more than 100 top managers across six countries 
(Belgium, France, Germany, Italy, Spain, UK)

>

Approximately one third of the participants were CEOs>

Coverage of different positions in the value chain, from OEMs to Tier-1, Tier-2 
and pure service providers

>

48 firms represented, covering a range of business segments 
(commercial aeronautics, defense&security, space)

>
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Throughout growth and crisis, Aerospace&Defense companies have remained 
focused on two main priorities

Programme Management has remained the greatest concern: 

Efficiently delivering current Programmes is critical to a company’s 
commercial success – several companies have had to deal with significant 
delays (up to 47 months) and cost overruns (up to 78% of initial cost) in 
recent years 

Greater external and internal constraints have made effective Programme 
Management and increasingly challenging task

Market strategy / globalization: Companies have continued to search for new 
strategic options to cope with:

Limited industry growth prospects, particularly in Europe (pressure on 
Defense budgets, few new commercial Programmes planned, …)

The global economic crisis

>

>

>

>

Programme Management and Market strategy / globalization remain the 
leading priorities in the Aerospace&Defense industry for the 4th year in a row

TOP PRIORITies IN COMPANies’ AGENDAS
[4 MOST FREQUENT ANSWERS] rationale and industry trends

a. Companies’ agendas in 2010

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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Product strategy (e.g. product positioning, innovation strategy) is expected to 
be a key focus for companies in 2010 as it provides additional development 
options and is complimentary with Market strategy / globalization

Availability of engineering resources will be key for implementation. As 
they remain scarce, engineering efficiency programmes and off-shoring 
are likely to gain more importance in the future

Once again, Supply Chain is expected to be an important issue for 
companies but for different reasons than in previous years:

2007-08: Strong focus on Supply Chain to secure deliveries during a 
period of high production rates and ramp-ups (suppliers saturated)

2010: Strong need to monitor the impact of the crisis on suppliers, 
particularly risk-sharing partners in key programmes (e.g. bankruptcy risk, 
cash constraints for financing ramp-up)

In 2010, companies are expected to focus less on two crisis-related topics: 
Flexibility (how to reduce production capacity without compromising the 
ability to benefit from the next up-turn) and Marketing & sales (how to 
maintain sales during an industry downturn)

>

>

>

TOP PRIORITies IN COMPANies’ AGENDAS
[4 MOST FREQUENT ANSWERS] rationale and industry trends

Product strategy and Supply Chain  are also expected to be high priority 
issues for companies in 2010

a. Companies’ agendas in 2010
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The crisis placed pressure on Aerospace&Defense companies’ revenue streams:

Reduced sales volume due to decreased demand (perceived as a “daily 
issue” or “happened several times” by 49% of respondents) and deferred 
orders (47% of respondents saw it as a “daily issue” or “happened several 
times”)

Slow down of passenger traffic

Limited credit / capital available to airlines and leasing companies

Lower attractiveness of next generation of A/C (lower fuel price)

Price pressure (48% of respondents saw requests for additional discounts 
from customers as a “daily issue” or “happened several times”)

However, few Aerospace&Defense companies were forced into bankruptcy 
because:

Companies had benefited from several years of positive results prior to the 
recent downturn (e.g. high production rates)

Companies had carefully managed their investments over the last ten years 
(limited over-capacity)

>

-

-

-

>

>

>

Despite reduced sales, few Aerospace&Defense companies were forced 
into bankruptcy during 2009

PERCEIVED IMPACTS OF THE CRISIS
[% ANSWERS] rationale and industry trends

b. A year of crisis - Impacts of the crisis on the European Aerospace&Defense industry

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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Industry segments serving Commercial end-customers (large commercial 
aircraft, regional aircraft and business jets) have been most heavily affected 
by the crisis (e.g. 86% reduction in net incoming orders for 100 PAX+ 
commercial aircrafts between 2007 and 2009 and a 84% reduction for 
regional aircraft). These segments appear to be more sensitive to changes in 
the business climate compared to governmental segments

Segments serving governmental markets (e.g. Naval, Land Systems, Military 
A/C) have been protected by

The long lead-times associated with the governmental decision cycle

Decisions by several governments to continue to support the industry 
during the crisis period by maintaining their defense budgets

However, in the long term, the Defense segment is expected to suffer from 
cuts in Military spending as governments seek to reduce their budget deficits

Lower order-to-delivery lead-times

Greater contractual flexibility (customers able to significantly modify 
purchase orders)

>

>

>

>

BUSINESS SEGMENTS IMPACTED
[% occurence AS THE MOST IMPACTED] rationale and industry trends

Industry segments serving Commercial end-customers have been the 
most affected by the crisis

Large Commercial A/C 16%

b. A year of crisis - Impacts of the crisis on the European Aerospace&Defense industry
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Half of interviewees expect the industry to return to pre-crisis growth 
in the next 2 years

EXPECTED CRISIS END
[% ANSWERS]

H2 2010

b. A year of crisis - Impacts of the crisis on the European Aerospace&Defense industry

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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More dynamic industry segments serving Commercial end-customers are 
expected to recover most rapidly

> Once the crisis is over, the Defense segment is expected to suffer from cuts 
in State spending required to limit budget deficits

>

EXPECTED GROWTH RATE AFTER THE CRISIS
[% ANSWERS]
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55%
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b. A year of crisis - Reactions to the crisis and preparations for the recovery

Mid / long term improvement actions have been preferred:

The impact of the crisis was not severe enough to require extreme / 
emergency actions (divestments and refinancing)

Companies have preferred actions that do not compromise their potential 
to outperform the competition when the market recovers

In most cases, the actions undertaken have not proven successful:

Too many actions have been undertaken at the same time (insufficient 
resources and Management attention)

Many companies facing Programme delays / cost overruns are already in 
a fire-fighting mode

>

>

>

>

ACTIONS TO COUNTER THE CRISIS / PREPARE FOR THE RECOVERY rationale and industry trends

Most companies have favoured mid / long term improvement measures 
to counter the crisis and outperform competition during the recovery

ROLAND BERGER STRATEGY CONSULTANTS
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Most companies plan to move abroad to access new markets and reduce 
costs

INTENTION TO INCREASE THE SHARE of work 
conducted ABROAD [% OF YES ANSWERS]

OBJECTIVES PURSUED WHEN MOVING ABROAD
[% OF ANSWERS]

b. A year of crisis - Reactions to the crisis and preparations for the recovery

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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Aerospace&Defense companies have taken advantage of the crisis 
to renegotiate supply contracts and downsize support functions

b. A year of crisis - Reactions to the crisis and preparations for the recovery

The crisis has increased the focus on areas where little attention had 
been directed during the boom years

The two most popular actions (renegotiation of contracts with suppliers 
and downsizing of support functions) have supported cost reduction 
objectives 

Downsizing plans were announced by all major Aerospace&Defense 
companies (OEM, Tier-1, Tier-2) — companies found scope for 
improvement as there had been little focus on this subject in recent years

Companies seem to have favoured defensive initiatives. Offensive actions 
(e.g. diversification, opportunistic acquisition) appear less popular 
because:

Low visibility of the next few years (prevents risk taking)

Opportunities did not materialise (e.g. companies were not forced to 
sell businesses or relinquish scarce resources)

>

>

>

>

-

-

OPPORTUNITIES RESULTING FROM THE CRISIS
[% OF YES ANSWERS] rationale and industry trends
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The size and volume of M&A deals in the Aerospace&Defense sector decreased 
significantly in 2009 compared to 2008:

Number of deals: -35 %

Average deal value: -10% (USD M)

The decrease is due to:

Adverse financial market conditions reducing companies’ ability to fund 
acquisitions

Reduced availability of debt due to conservative lending policies of 
banks

Frequent disparity between sell-side and buy-side valuations

The total value of M&A deals in 2009 was back to levels observed in 2003-4 
(5 times lower than in 2006 or 2007)

However, most foresee a limited increase in the number of M&A transactions 
between 2009 and 2010

The majority of respondents anticipate a slow to moderate industry 
recovery following the crisis and therefore no significant increase in 
companies’ ability to fund acquisitions

With banks forecast to maintain conservative lending policies in 2010, 
there is not expected to be a significant increase in the availability of debt

>

>

>

-

-

-

>

>

In 2009, Aerospace&Defense companies have put M&A projects on-hold 
— however, most foresee an increase in m&a activity in 2010

expected m&a activity evolution 
[2010 vs. 2009, % of answers] rationale and industry trends

b. A year of crisis - Reactions to the crisis and preparations for the recovery

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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MAIN RISKS TAKEN ON RECENT PROGRAMMES
[% ANSWERS] rationale and industry trends

Most Aerospace&Defense companies have accepted multiple challenges 
on their recent Programmes — remaining room for manoeuvre is limited

b. A year of crisis - Reactions to the crisis and preparations for the recoveryROLAND BERGER STRATEGY CONSULTANTS
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>

>

>

Aerospace&Defense companies face more and more market and customers 
requirements:

Prices to compete with emerging market players

Off-set requirements

Time to market

Frequency of product renewals (reduced life cycles)

Evolution of regulations (e.g. environnement)

Market and customers requirements have forced companies to accept 
multiple challenges on their recent Programmes and to set new constraints 
for Programme Management (e.g. re-use, out-sourcing, risk sharing 
partnerships...)

>

>

>

>

>
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More than 40% of respondents think that their companies are not state- 
of-the-art in basic Programme Management areas (planning / cost / risks)

PERCEIVED STRENGTHS and WEAKNESSES Of PROGRAMME 
MANAGEMENT PRACTICES [% ANSWERS]

c. The Programme Management challenge

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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rationale

Programme Management methods and tools are well known but their 
implementation remains problematic:

Complex Programme organizations

Complex interfaces with customers / suppliers particularly in New 
Collaborative Models / Risk Sharing Partnerships

Competiting risk sharing committments for Tier-1 suppliers involved in 
multiple programmes

Limited investments made to develop long-term Programme Management 
know-how and competencies

Limited cross-fertilization of best practices between Programme teams

Significant efforts to improve Programme Management are often only 
undertaken only when a performance recovery is required

>

>

>

>

>

weaknesses strengths
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PROGRAMME MANAGEMENT DRIFT

Efforts to improve Programme Management should be undertaken 
before fire-fighting becomes the standard way of working

c. The Programme Management challengeROLAND BERGER STRATEGY CONSULTANTS
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Less and less resources are 
allocated to address root causes 
and improve ways of working

Increase in the number 
of issues

The panic mode spreads 
over the Programme / 
company

Managers give up

At this stage, the drift could be avoided
At this stage, the Programme could exit the vicious circle

Source: Roland Berger experience
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Almost half of respondents have already pursued New Collaborative 
Models (NCM) or Joint improvement plans (JIP) with customers and suppliers

c. The Programme Management challenge

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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COMPANIES WHO HAVE pursued NEW COLLABORATIVE MODELS/
JOINT improvement plans [% ANSWERS] rationale and industry trends

The increasing number of Programmes conducted in parallel has generated 
a need for New Collaborative Models between OEMs and Tier-1

OEMs have re-allocated most of their resources up- and down-stream to cope 
with the increased number of simultaneous Programmes/developments

OEMs have set their focus on

Research (architecture and technologies)

Front- and back-end of the development cycle (upper part of the “V” 
development cycle): specification, integration, validation

Customer financing support

Services offering support

Once partners are selected there is a need to optimize operations between 
the 2 parties (JIP) and occasionally modify the way of working at the interface 
(NCM)

>

>

>

>
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First steps (fair initial risk sharing scheme, selection of the right 
partner) appear to be the most difficult when implementing ncms

c. The Programme Management challenge

GREATEST DIFFICULTIES OF NEW COLLABORATIVE MODELS
[% APPEARANCES AS MOST DIFFICULTY] RATIONALE

Fair initial risk sharing scheme/BP appears to be the major difficulty during 
the implementation of New Collaborative Models:

Difficulty to set and contract prices based on very preliminary 
specifications (due to the early involvement / selection of suppliers)

Difficulty to  set a fair scheme / BP with partners already involved 
in previous Programmes (management of different business models 
concurrently, potential lack of trust based on previous negotiations, …)

The selection of the right partner also appears to be a major concern:  

Limited number of candidates (e.g. partners imposed due to the nature 
of governmental contracts, few players with required capabilities)

Difficulty to evaluate candidates’ proposals based on very preliminary 
specifications 

An underlying lack of trust between partners contributes these difficulties

>

>

>

>
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Fair initial risk sharing 
scheme/ Business Plan 23%

Selection of the right 
partner 19%

Internal reluctance / 
Change management 16%

Day to day operational 
interfaces management 14%

Lack of visibility / control 
on the Supply Chain 10%

Loss of technological 
competencies 9%

Ability to specify 9%

19
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Senior management sponsorship from both companies

Symbolic acts to change mindsets and improve transparency

Balancing of internal action plans and projects at the interfaces

Win-win approach

Focus on a given development / product rather than generic approaches

>

>

>

>

>

Joint improvement plans (JIPs) have become key improvement levers

EXAMPLES OF JOINT improvement ACTIONS KEY ATTRIBUTES OF JOINT improvement plans

c. The Programme Management challenge

Source: Roland Berger experience
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ENGINEERING

Joint development plateaus

Joint reviews (DMU, systems installation, …)

Sharing of test or simulation resources (to test strategy / plans)

PROGRAMME MANAGEMENT

Alignment / optimization of interfaced organizations

Re-engineering of interfaced processes (e.g. configuration / alignment, 
non-conformities management, …)

Implementation of shared steering tools (e.g. schedules, risks)

INDUSTRIAL / PROCUREMENT

Joint analysis of root causes for quality issues

Sharing of production plans

Optimization of procurement plans (smoothing)

Optimization of logistic flows

Bundling of needs and joint negotiation with suppliers (e.g. raw material)

Improvement of the contractual structure

>

>

>

>

>

>

>

>

>

>

>

>
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Complexities are mainly generated by

The Aerospace&Defense industry topology

Multinational companies / Programmes

Large and integrated companies following the 1998 – 2008 
consolidation trend (mix of cultures)

The generalization of Project / Programme plateaus

The integration of external resources (early involvement of suppliers on 
joint development plateaus)

The involvement of companies in multiple programmes at the same time

Programme Management teams have to deal with the consequences

Lack of accountability leading to long decision-making processes, 
redundant positions, …

National objectives in international groups (limited team spirit)

Complex interfaces with Risk Sharing Partners

Frequent escalation to Top Management / long decision-making 
process

Different methods of deployment (methods, process and tools)

>

-

-

>

>

>

>

>

>

-

-

rationale

Programme Management teams have to deal with numerous organizational 
complexities — culture & behaviour appear to have the greatest impact

c. The Programme Management challenge

ORGANIZATIONAL COMPLEXITIES WITH THE GREATEST IMPACT 
[% APPEARANCES AS GREATEST IMPACT]

ROLAND BERGER STRATEGY CONSULTANTS

Culture & behaviour 25%

Internal resource scattered 
in various locations 22%

Matrix organization 21%

Lack of a dynamic 
resource allocation system 19%

Internal resources coming 
from various countries 13%

21
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Team leading 26%

Customer management 24%

Overall programme 
orientation 22%

Communication skills 11%

Fast decision making 6%

Manufacturing / Supply 
chain competences 6%

Technical competencies 5%

New challenges for Programme Managers have caused an evolution in required 
skills / competencies

Former Programme Manager challenges included:

Delivery of the product focused on Time, Performance, Quality and Cost

Management of internal resources

Today Programme Managers face additional challenges

Accountability for the Program business case

Significant involvement in Customer relationship management

Management of internal and external resources

Dedicated industrial organization (inc. selection of Risk Sharing Partners)

Multinational companies

These requirements often drive change within the company as new processes / 
methods / tools are tested and fine-tuned on current Programmes

>

>

>

>

>

-

-

New challenges for Programmes have caused an evolution in required 
skills / competencies

MOST IMPORTANT SKILLS / COMPETENCIES FOR PROGRAMME 
MANAGERS [% APPEARANCES AS MOST IMPORTANT] rationale

c. The Programme Management challenge

Source: Roland Berger ”Top Management Issues Radar 2010” survey
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Both HR and non-HR levers are used to develop Programme Management 
competencies

c. The Programme Management challenge

HR as well as non-HR levers are used to develop Programme Management 
competencies

Other potential levers include

Incentives to retain leading talent

Specific forums to share best practices / strengthen the Project 
Management network

Selective staffing on project leadership teams to balance experiences 
(functional experiences, nature / type of previous developments, 
experiences at different stages of Programme Development / 
Production…)

Training should only be used to align teams on key processes, tools and set 
a common Programme “language”

Further levers to enhance competencies rely more heavily on improving 
exchanges of lessons learnt / experience

>

>

>

MOST FREQUENT LEVERS used TO DEVELOP PROGRAMME 
MANAGEMENT COMPETENCIES [% ANSWERS] rationale

ROLAND BERGER STRATEGY CONSULTANTS
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Marketing and Sales Efficiency
Listen to the “voices of customers” (perceptions and 
future expectations)
Redesign of Business Capture processes
Redesign of marketing organizations and processes
Bid management efficiency (organization, processes, 
indicators tools)

>

>
>
>

Programme Management / Product Policy / R&D Efficiency
Product policy strategy, implementation and monitoring 
Optimization of R&D process efficiency (organization, 
practices, tools)
Programme management professionalization (IPT, resource 
allocation, monitoring)
Programme recovery action plans

>
>

>

>

Lean Manufacturing / Strategic 
Purchasing Supply Chain Optimization

Reduction of assembly / integration cycle lead-time
Optimization of Supply Chain organization and of global 
industrial schemes
Strategic purchasing optimization (costs and 
organization)
Supplier panel optimization, supplier management and 
development

>
>

>

>

Growth Strategy and M&A
Market studies
Competitive analysis
Growth strategies
Services growth strategy
Migration along the Value Chain
Target screening
Strategic due diligences

>
>
>
>
>
>
>

Corporate Organization and PMI
New business model definition
Redesign of international organizations
Design of matrix organizations
Strategic and operational Post Merger 
Integrations
SP/MTP/Budget planning process

>
>
>
>

>

35 senior industry specialists
40 clients operating in 10 countries
More than 250 projects conducted since 2000
80 consultants worked on an Aerospace&Defense project in 2009

>
>
>
>

10%

30%

20%

25%

15%

The Aerospace&Defense team benefits from comprehensive industry and 
functional experience thanks to 250+ projects conducted so far

Split of Practice turnover by type of projects

c. The Programme Management challengeROLAND BERGER STRATEGY CONSULTANTS
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We would like to thank the following people for collaborating to produce 
this survey:

Roland Berger teams for analyzing the data and writing the study: S. Albernhe, 
S. Cailliau, D. Gobin (coordination of the survey), M. Hader, P. Plouvier, J. Rein, 
K. Szczudlik, R. Thomson, J. Polard, M. Koerfer-Schuen, E. Piens

Roland Berger Partners, Principals, Project Managers and teams who helped 
collect the data from participating companies

To receive the complete synthesis of the survey, please 
send your request to: 
Aerospace_Radar@rolandberger.com
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