
www.agsusa.com Spring 2013

AGS NEWS 

AGS ADDS TO PRODUCT PORTFOLIO

ANOTHER SUCCESSFUL AFRAA FOR AGS

AGS adds German GSE manufacturing 
giant  TREPEL Airport Equipment-GmbH 
to the family of fine manufacturers 
represented in Africa.

TREPEL Loaders, Aircraft 
Tractors, Loader Transporters 
and Passenger Catering 
Loaders guarantee the highest 
operational performance in over 
110 countries.  Even under the 

hardest surrounding conditions, like above the polar circle or 
close to the equator, TREPEL loaders consistently perform.  
AGS has been appointed to represent Trepel in selected 
African countries.

AGS meets clients and friends in South Africa.

AGS recently participated in and exhibited at the 44th Annual General Assembly of the African Airlines Association. The conference
was held in Johannesburg, 18-20 November 2012. AGS participants included Ken Connor - Director Marketing, not pictured, 
Roman Hasek - V.P. of AGS’ Honeywell division – Africa, and Joao Kol - AGS Senior Sales Representative for southern Africa, based 
in Mozambique.

AGS named authorized representative 
for Clyde Machines for all of Africa.

Clyde Machines Inc., 
serving the aviation 
industry since 1961, is a 
world leader in the design 
and manufacture of 
Aircraft Ground Support 

Equipment. The agreement allows AGS to offer their full line 
of non-motorized GSE -- including Towbars, Air Cargo Pallet 
and Container Trailers, Baggage Carts, Maintenance Stands, 
Passenger Boarding Stairs, Slave Pallets and Wheel and 
Brake Dollies.  

American 
General 
Supplies, Inc.

Roman Hasek, Vice President AGS/Honeywell Channel Partnership – Africa; Mr. 
Girma Wake, Advisor to the Ministry of Transport - Rwanda;  Joao Kol, Senior 
Sales Representative Southern Africa, American General Supplies, Inc.

Mr. Carlos Anapaz, left, Gen. Mgr. Southern Africa for TAAG  - Angola Airlines, 
receives his raffle prize, an Apple ipad, from Roman Hasek, Vice President, AGS/
Honeywell Channel Partnership - Africa. Congratulations Carlos!
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AIRLINES AFRICA INTERVIEWS KASSA MARU  
Q: Tell me a little about American
General Supplies and the 
organization.

A: American General Supplies was 
founded in 1982. As the company grew, 
we moved from one larger location 
to another until we eventually bought 
our own facility at our present location 
in Gaithersburg, Maryland. We have 
focused on being an all encompassing 
spare parts supplier to the commercial 
aviation industry. This includes aircraft 
parts, ground support equipment, inflight 
and catering supplies and a wide range of 
services to the industry’s leading airlines 
and support organizations.

Q: The company is well 
established in Africa. How did 
that come about?

A: I would say that we have had a 
great deal of success globally. When we 
started in 1982 the high percentage of 
our revenue was from the US, Europe and 
Asia. Our opportunity in Africa increased 
as we identified their core problems of 
foreign exchange scarcity, training needs 
and other technical support. Because 
we understand the needs of the African 
airlines and have made it our business 
to know what they need, we are doing 
more business with African airlines today 
than we did in 1982. In 1982 we actually 
had more clients in Europe and the US 
and steadily grew our African business. 
One of the biggest problems facing 
African airlines was difficulty in arranging 
financing to acquire the equipment they 
needed. We approached our bank, Bank 
of America, and they understood what 
those challenges were and what we were 
trying to do. They were very helpful in 
arranging very generous terms that help 
us and our African airline customers. We 
able to provide attractive lines of credit, 
training and facility development to all 
of our customers. We also appreciate 
our clients. As much as possible we 
add value into all of our arrangements. 
We like saying thank you to them in 
small ways like free training or travel 
arrangements when possible. Although 
we are maintaining a strong level of 
business around the world, we intend 
to continue to grow in Africa as it is a 
challenge and satisfying to see African 
airlines grow themselves.

Q: What is your marketing 

strategy when approaching new 
clients?

A: Like for any business, we do our 
homework. We know our customers 
and we work hard to understand their 
business and what their needs are. After 
making an initial contact, we believe in 
doing business face-to-face. We make 
the arrangements and go to our clients, 
we want to show them how important 
they are to us by coming to them and 
meeting with them. We consider that half 
of the meeting. We want our new potential 
clients to visit us. We want to show them 
what we do and who we are. Our staff is 
made up of experts in their fields including 
a number of former airline employees. 
All of our staff understand our business 
and what our clients need. We take care 
of our customers from start to finish and 
strive to take care of all of their needs. 
We work with them to improve all aspects 
of their business whether it is aircraft 
spares, ground support equipment or 
managing the excess spare parts they 
carry on the books.

Q: How do you help them with 
their excess inventory and 
inventory control?

A: The first thing they try and do is to find 
a buyer for this excess material. We can 
help them market this excess and even 
them give them a plan with guaranteed 
monthly payments for the sale of this 
excess inventory. Our customers trust 
us that we will have their best interest 
in our dealings. We recently had a client 
that acquired a 737-500. We gave them 
a package for full component support 
for all of their rotables for three years. 
Normally the list of parts come form the 
customer, but in this case since this was 
the first aircraft of this type for the airline, 
they asked us to develop the necessary 
parts list for the agreement and what they 
had to keep in their own inventory and 
what we could hold in the AGS inventory. 
Tracking large inventory is difficult as 
you correctly put it. However, having 
ample inventory at hand is a key to the 
success of our business. It is the name of 
the game. We have a staff member who 
specializes in inventory to make sure that 
we always have what we need—never too 
much, never to little. Due to our expertise 
in the business, we have several ways 
at our disposal to have our inventory 
or stock level on the positive side at all 

times.

•  Selecting package deals to buy the 
latest spare at every opportunity

•  Approaching airlines to market their 
excess material

•  Using our strong technical capability 
which helps us scrutinize and 
purchase aircraft and engines which 
we disassemble, make serviceable 
and resell

•  Representing manufacturers to market 
their products and systems which we 
hold spares in our stock that adds to 
our inventory as it is a requirement. We 
give this type of business high regards 
and we are currently contemplating an 
arrangement with Honeywell to jointly 
set up a central distribution center in 
Africa at a properly-selected strategic 
location.

It is possible that in the Honeywell 
distribution center, we could have as 
much as $10 million on hand there. 
We have indentified three locations for 
this center—Addis Ababa, Nairobi or 
Johannesburg. The customs and duties 
regulations in these countries will be 
one of the major factors in making a 
decision. We will need a process that 
works quickly as when an airline needs 
parts it needs them quickly and not a 
week later. AGS specializes in setting 
up, developing, running and controlling 
inventories. We have done it for ourselves 
and our subsidiaries and for several 
airlines—TAAG of Angola, Air Zimbabwe, 
Mozambique Airlines for example. In fact 
we had one of our employees in Angola 
for about one year working with the airline 
and setting it up for the future. We are 
well-versed at initial provisioning, setting 
up the inventory, the facility, training the 

Kassa Maru

As Seen In
AIRLINES AFRICA  

November 
2012
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Dear customer,
 
Since the new year is now fully underway, we thought it 
appropriate to update you on the progress of our AGS/Honeywell 
partnership project.
 
This important project, which started in August 2011, is now 
entering its 3rd year. Many airlines, both new and existing 
customers, have started to benefit from our partnership with 
Honeywell.  As we have mentioned in previous communications, 
AGS has been appointed as Honeywell’s channel partner 
distributor in Africa.  This enables us to offer all of their product 
lines, both new and pre-owned, at substantial discounts. We 
are in daily contact with all the key stakeholders at Honeywell 
to ensure that all the questions posed by our customers get 
answered as quickly as possible. We understand that your 
quotes and purchase orders need to be handled quickly so that 
you can keep your operations running smoothly and efficiently.

 

It is important to mention that 
we carry many parts (mainly 
W&B) in our warehouse, here 
in Gaithersburg (Washington 
DC area), ready to ship. 
Our proximity to 3 major 
international airports allows 
quick shipments to and 
throughout Africa.
 
I hope you will contact me, or 
any of our AGS sales team, 
should you have need of any of Honeywell’s products. We also 
want to thank all our existing customers for their continued 
patronage and support.

personnel to manage it and establishing 
a control system. In fact our provisioning 
department sometimes acts on behalf 
of an airline, handling their provisioning 
functions or assisting the airline when 
asked.

Q: Are you optimistic when you 
look at where AGS is positioned?

A: The aviation industry is dynamic. 
African aviation is booming and we are 
staying abreast of the fast changing 
technologies, catering to its needs 
with the necessary preplanning and 
preparation for any eventualities at all 
times. We are highly sensitive to the 
African market and pay close attention 
to details so that we react to fluctuations 
in the market and take the appropriate 
actions. This attention has served us well, 
especially in difficult economic times and 
we have survived without ever having to 
layoff a single employee. As a matter of 
fact, we have been hiring new employees.
As a result, we are continuing to extend 
our partnership with manufacturers, like 
that I mentioned with Honeywell, and 
taking on additional large projects from 
the fastest growing African airlines that 
need our support more than ever before. 
Consequently, we are optimistic that 
the future is very bright for AGS. We are 
confident that 2013 will be great and we 
are targeting a sales figure close to $50 
million during that period.

Q: Air Zimbabwe has had 
difficulties over the years. What 

are your thoughts regarding the 
airline?

A: The airline will have to work its own 
way through their challenges. The one 
thing I would like to add is that we have 
had a relationship with Air Zimbabwe 
since we started in 1982 and for years 
they were our best customer. We have 
worked with them on excess material, 
provisioning, we did training—for many 
years we had a contract as their exclusive 
purchasing agent. Before they shut down, 
we were working with them on a project 
to refurbish their hangar by bringing in 
a Chinese-based company. When they 
shut their doors, they owed us about $3 
million. We didn’t rush to take them to 
court but we made numerous trips there 
for meetings to try and arrange payments 
to bring the amount owed down. After 
three years of these efforts our board of 
directors decided that a court action was 
our only recourse. Although I didn’t agree, 
with pressure from our banks, we moved 
ahead with the court action. Since that 
action, Air Zimbabwe has been paying on 
time with just a small balance remaining.
When they are ready to relaunch, I or one 
of my team would visit with Air Zimbabwe 
and see how we could help. We would 
certainly be interested in this and I think 
they would be open to it as well because 
of the business relations we had for many 
years.

Q: What are your initiatives for
2013?

A: 2013 will be a very exciting year for us. 

As I mentioned earlier, African aviation is 
booming. There were a lot of backlogs 
that weren’t filled and that unspent need 
is starting to see money available to 
meet those needs—airplanes, engines, 
facilities, etc. We have been preparing 
for this for years, knowing this need was 
there and would need to be met soon. We 
are prepared to work with these airlines. 
We have hired additional professionals, 
we have upgraded our facilities and we 
are looking to build an adjacent hangar. 
We have been preparing our employees 
to meet these challenges and have 
numerous proposals and requests for 
information from airlines looking to lease 
aircraft and engines. Perhaps another 
example, is that one of our customers 
operates Q400s and we are discussing 
with them to buy the aircraft and lease 
them back to the operator. This would 
be a first for us and a very big deal for 
our future. We are also in talks to build a 
hangar in Rwanda, so as you can see we 
are looking at make great opportunities 
in 2013. Our relationship with Honeywell 
is a source of great pride and excitement 
for us. We have hired several professional 
to work this program for us. We take our 
business and our clients very seriously 
and their success is our success. We 
know what their needs are because 
we work closely with them and believe 
in going to the client and seeing their 
operation firsthand. There were many 
times in 2012 that we had four or more 
of our staff on travel. I expect the same 
for 2013.

Vice President
AGS/Honeywell Channel 

Partnership - Africa

HONEYWELL PARTNERSHIP UPDATE
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THREE THINGS THAT 
SUPPORT AFRICAN AVIATION: 

AGS, WINGS AND THE SKY.

www.agsusa.com    
Phone: 1-301-590-9200
Fax: 1-301-590-3069     
Email: Sales@agsusa.com
AOG@agsusa.com

AGS is Africa’s professional and complete one-stop resource for 
all things aviation related: commercial aircraft spare parts, initial 
parts provisioning, mechanicals, avionics, wheel and brakes, 
MRO services, ground service equipment, training, warehouse 
design, long and short term project financing and lines of credit. 

Authorized distributors for: Honeywell, eca Sinters, Malabar International, Stinar Corporation, SWITLIK,
TUG Technologies, Clyde Machines and TREPEL Airport Equipment - GmbH

American 
General 
Supplies, Inc.

Our business is to keep you flying…


