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Meggitt Magic autopilot
keeps turboprops flying
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Meggitt Avionics/S-TEC Is New Name;
Revitalizing of Turboprops Is Its Game
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From the Office

IntotheFuture

Thetwo articles on the cover of this
issue of the Approach show how the
press portrays the future of Meggitt
AvionicsS-TEC, and they’ve hit it
pretty closdy. But, to get thereweneed
todothingsdifferently thanwehavein
the past.

.

Dain Miller
President x173

Our New Company ID

Why Meggitt Avionics/S-TEC?- Our businesstoday
and inthefuturewill be heavily dependent on continuing
thesdeand production of our S- TEC andog autopilot prod-
uctsfor piston business and personal aircraft. We have
strong emotiond, sweat and financia equity inthe S TEC
brand name, and wewill capitalize on that valuewith this
new company ID. However, our growth plan requiresthat
our company identification project animage upon which
the penetration of new markets can bebased. We needto
belarger than S TECintheeyesof themarket. Thename
Meggitt Avionicsisassociated with transport category (air-
liners), military and businessjet aircraft in other Meggitt
companies, and the new namewill leverage that market
awarenessto our advantage.

Our Productsand Brands

We' ve mentioned thisin earlier newslettersbut itis
worthy of repeating. Capitdizingonall theequitiesdevel-
oped over thelast 23 yearsin Minerd Wellsled usto brand-
ing theanalog autopilot productsas S- TEC® and they will
continueto besold asthat by “S-TEC” deders, primarily
to piston personal and business aircraft. 1’ve placed
S TECinquotesheresncewewill havetwo different dedler
organizationsinthefuture. Thiswill bediscussed later. Our
turbineaircraft productswill be branded MAGIC® and
those productswill be sold by dedlersthat have MAGIC®
dedler agreements.

Our New Directionin Sales

Wewere purchased by Meggitt 2 %2yearsago to help
facilitate Meggitt’sgrowthinthe General Aviation market-
place by expanding the cockpit productsavailablefrom
Megaitt. | cameto Minera Wellsin August 2001 to redi-

of the President

rect the company’ sfocusto makethe growth happen. To
accomplish thegrowth expected of uswehad to make some
significant changesin theway wewill do businessinthe
future, especially in Sales. These changesdictated are-
structuring of the organization.

Ken Paul, asour new Vice President of Salesand Mar-
keting, isleading our movefrom passiveto aggressve sd|-
ing. AsDirector of Marketing for S TEC since 1995, Ken
dramatically improved the communicationsandimageof the
company intheeyesof themarket andthe S TEC distribu-
tion organization. Prior to S TEC, Kenwasin salesfor
over 25 years, 20 of themin aviation. In subsequent ar-
ticlesKenwill report ontheactivitiesin processand plan
for thefuturethat will benefit al of you, our deders, andthe
company asaresullt.

Your RoleasOur Dealer

Sincewe are acompany that focuses on the aftermar-
ket, we know that thefuture of both the S TEC® and the
MAGIC® productscan only be accomplished throughthe
best dealer organization in genera aviation. You are our
real salesforceand werecognizethat. We have been criti-
cized over theyearsby our ded er organization that wehave
too many dealers. Thistheme hasbeenreiterated and re-
emphasized by the Meggitt Avionics’'S-TEC Dealer Advi-
sory Council. Ken established thisadvisory council acouple
of yearsago asaforumto solicit degler involvementin shap-
ing thefuture of our company. The deal er advisory council
was carefully selected so that it would represent acompre-
hensive cross-section of our dealer organization. At our
dedler advisory council meetingin April of 2001, the coun-
cil portrayed our past practicesfor awarding dedershipsas
“S TEC hassigned everyone and anyonewhowill placean
order for an autopilot.” They wentonto say “the S TEC
franchisehasthelowest valueof al theavionicsdea erships
because anyone can be an S-TEC dealer.” Thistype of
dedler policy isnot in our mutual best interest. ItisOVER!

Oneof Ken'sfirst movesas VP of Sdesand Marketing
wasto authorize Dennis Tolleson, our new Director of Cus-
tomer and Product Support, toimprovethevalueof every
S-TEC dealership by reducing the number of S- TEC deal-
ersfrom over 600 to closeto 400. Thisissomething that
Dennishaswanted to do for several yearsand isadamant
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From the Office of the President Cont.

about how itistheright thing to do for our best dedlers. The
dedler cancellation | etterswent out about three weeks ago.
Thiswasadramatic move, but oneweknow isright. Start-
ing now youwill havetheopportunity toredizegreater sales
and profitswhenyou sell an S-TEC autopilot becauseyou
will not be competing withtheshopsandingtdlersthat were
not serious about representing us, or who had not madethe
Investment commitment you have made. Inadditiontore-
ducing thenumber of dedlersby reviewing past performance,
wewill beincreasing therequirementsfor those dedlerswe
keeptobringtheleve of our field representationto aneven
higher level. Dennisgpesksabout thisissueinhisarticleand
you' Il be hearing moreaswego aong. Wehopeeachand
every one of you we have chosen to go with usinto the
futurewill step up and make the commitment to continue as
our dedler.

Twin TurbopropsNeed Our New Products

The MAGIC® EFISand Engine Instruments (EIDS)
now coupled with the Meggitt AvionicsMAGIC® 2100
DFCSAutopilot systemwill dlow theownersof turboprops
builtinthe 80’'sand earlier to upgrade their instrument pan-
elsto current technology. Weare pursuing the STCsnec-
essary to penetrate this market in an aggressive effort to
realizethe growth potential beforeus. Towork withusin
thiseffort wewill besigning additiond MAGIC® dedersto
thelist of about 70wehavecurrently worldwide. Asl stated
before, thiswill beaseparate contract fromthe S-TEC con-
tract and will only be offered to dealersand modification
centersthat specializein turboprops.

Product Support

We are entering anew market withthe MAGIC brand,
amarket wherethe expectationsfor asupplier like Meggitt
AvionicdS- TEC arehigher. Morethan piston businessair-
craft, turboprop owners expect AOG product support to
keepthar busnessarcraft flying. Wehaveingaledan AOG
lineand areimplementing aplantobeavailable24/7tolive
up to the expectations of our marketplace. Detailsof this
planfollow.

L

Dealer Advisory Council

A wdl accepted practiceinavionics, weestablished our
Advisory Board inthe Spring of 2001. We had our second
meeting at AEA in Palm Springs6 monthsago and our 3rd
meeting will beheldin Minera Wellson October 18th. We
have added two new membersrecently who represent tur-
boprop mod shopsto work with usin our development of
the business plan to successfully penetratethis market.

Inclosing, my door isawaysopen, and I’ [l answer your
phonecallsaswell. Let’'swork together asteammates; as
teammateswe' || help each other to new levelsof success
and profitability.

Dealer Network Development

AsDanmentionedinhisarticle, we
know that theonly way to succeedin
theretrofit avionicsmarket isto have
thebest dedler network availablesdll-
ingandingalling our products. This
meanstheright dedlersintheright ar-
eassarving theright market segments
well. It also meansproviding those
dealerswith productsin an environment where profitable
ingallationsarethenorm.

Getting theright dedler network in placefor uswill take
several steps. Firg, we'll choosetheright dealersfromthe
S-TEC network devel oped over thelast 23 years, and next
we' |l add deal erswhere necessary for product line/market
segment coverage and territorial representation consider-
ation.

ThePast STEC Dealer Organization

Asaresult of dealer signingssince 1980, with limited
dealer reevaluation since, the S-TEC deal er organization
grew to an unwieldy 600+ domestically. Many dedlerswho
promised the world sold one system and never another.
Many claimed to have capabilitiesbeyond what they realy

Ken Paul
VP Sales & Marketing x115



Dealer Network Development Continued

had and became part of the STEC dedl er organization with-
out making thefinancid commitment each of you havemade.
Many sold very well for usinour initid years, but asbusiness
changed their representation deteriorated. Since S TEC has
had no field personnel in the past, dealer evaluations have
been impossible and the network grew and grew. Persond
conversationswith many of you reiterated your frustrations
withtheinability toenjoy fair profitsasaresult of competi-
tionfrommore S- TEC dedersthanyou arefaced withinthe
other avionicslinesyou sll.

Thisbus nesschallengewasbrought to usby the Dedler
Council in2001. Until the recent organi zation changewe
werelimited on what could be done but we have recently
implemented areductioninthenumber of S TEC dedlersas
afirst stepintheright direction.

MakingtheCut

It was not an easy decision to cancel S TEC dealers,
but we knew it wastheright thing to do. To accomplisha
fair consderation for al dealersweranked the dealersby
salesvolume over several recent years, not just the most
recent year. Next we considered the dealersin question
based ontheir investment inthebusiness. Werethey aCRS
for Class| & 11 Radios? Did they haveall therequired test
equipment and qualified personnd? What experience have
wehadinthe past asaresult of thequality of their instalation
work? Werethere aninordinate number of claimspointing
toinstallation problems? Thisprocess|edto uscanceling
almost 300 dealers. Wedon't know what the right number
of dealersisor if thereisaright number, but we do know
that now each one of you that has been chosen to be apart
of the S TEC dealer network of the future has a greater
potential of making afair profit whenyou sell an S TEC
product. We hopeyou agreethat asaresult of our action
your S-TEC contract hasappreciated in value.

ComparedtoNarco

Asyou canimagine, our action was not favorably re-
ceived by the ded erschosen not to goforward with us. Sev-
eral have made the comparison to the Narco action taken
20yearsago. Thatisanunfair and uneducated criticism.
From our understanding, Narco started going direct to air-

craftownersaround ALL their dedlers, effectively canceling
them and making their dealer contract worth zero. Wehave
donejust the opposite. Our action means better business
for youinthefutureand being an S-TEC dea er hasmore
vauenow than ever.

Reinstatement

Tobecompletdy fair wehaveapolicy withinwhichwe
will consider thereinstatement of acancelled S TEC dedler.
If he can present uswith acompelling story astowhy his
results have been below par and what hisplansarefor the
future relativeto representing our products, wewill recon-
sider our action. Reinstatement will not be easy. 1t will
require substantial proof that the dealer hasevaluated why
hewas cancelled and has made plansto correct these defi-
ciencies.

Wearecommitted toasmaller S TEC dea er network
for al theright reasonsbut to moveinthat directionwefed
compelled to consider morethanjust the numberswe pulled
out of acompuiter.

FutureCommitment

AsDennisoutlinesin hisarticlewhich follows, wewill
beexpectingdl S TEC ded ersto meet higher performance
and capability levelsinthefuture. Thisisawork inprogress
and will evolveaswegoforward, but theultimategoa isa
qualified dealer network that al of youwill be proudto be
part of.

MAGIC Dealer Network

Our business model isconsistent in our plansfor the
turbine product linethat includesthe Electronic Flight and
Enginelngrumentsandthe Digitd autopilot at thistime. We
believe the successful penetration of thismarket segment
will beaccomplished by deal ers/modification centersthat
arecurrently serving the needs of twin turboprop owners.
Sincethefleetinthissegment issmaller webelieve thefleet
will bebest served by asmaller set of dealer than the piston
market segment. Accordingly, our plansistosignalimited
number of dealersthat have demonstrated turboprop ex-
pertiseand acommitment to the turboprop owner.
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New Dealer Agreement

S TEC hasbecometheindustry leader
ingeneral aviation autopilotsover the
years. Werealizeour successisadi-
rect result of thededer organizationand
their hard work and dedication. As
Meggitt Avionics/S-TEC movesfor-
ward, changesin our approachto bus-
ness are necessary in order to carry
current and future productsto the next level. Part of these
changesincludesrestructuring withinthedealer organization
toincreasededer value. Other changeswithinthedealer
organization are necessary to ensureded ersareof thehigh-
est standard and up to the challengesweall faceto remain
competitive. In order to achievethisnew standard we will
bere-certifying all of our dealersinthe next few months.
Part of there-certification processwill includeanew dealer
agreement. Listed below are some of the more prominent
requirementsthat will be part of the new agreement.

TheS-TEC dedler of thefuture:

1. Must maintain an activee-mail account onfilewith Meggitt
AvionicdS-TEC.

2. Must have aminimum of $1,500,000 of liability insur-
ance. A valid copy of theinsurance policy must remainon
filewith Meggitt AvionicsS TEC.

3.Must haveinsurancethat dlow employeestofly with cus-
tomersfor troubleshooting and flight test purposes.

4.Will have abusinessmail addressat their place of busi-
ness. Not post office boxesor directing mail to home ad-
dresses.

5.Must have atelephone number must belisted inthetele-
phonedirectory asit appearson the dealer application (no
dba, etc.).

6.Must have acceptablefacilitieslocated on an airport suit-
ableto accomplish service support and instal lations.
7.Agreethat either Meggitt Avionics/S-TEC or thedealer
may cancel thisagreement without noticeor cause.

8.Must keep their account current with MAVSTEC within
thetermsextended.

9.Must havean FAA Class| and |1 Radio Repair Station
Licenseor equivaent (for domestic dealers) and the appro-
priateratingslisted ontheir repair station licensefor thein-
stallation work to be performed (M eggitt Avionics/ S TEC
Equipment).

L

10.Must have Civil Regulatory Approval for ingtallation and
linemaintenance (Internationa Deders) support of both avi-
onicsandflight control systems.

11.Will agreeto providewarranty support on Meggitt Avi-
onicy/S-TEC productsinstalled by OEM’sand/or autho-
rized Meggitt Avionics/S-TEC dealersasoutlinedinthe
warranty handbook.

12.Will agreeto submit all warranty documentation, includ-
ing asigned copy of the337 form, to the Meggitt Avionics/
S TEC warranty Administrator no later than 30 days after
theaircraftisreturnedto service.

13.Will agreeto purchaseand maintain acurrent list of test
equipment asoutlinedinthedealer package. Thisincludes
any equipment that may be added inthefuture.

14.Will agreethat only the shop listed at the physical ad-
dressonthededer applicationisauthorized to sell, service
or ingtall Meggitt Avionics'S- TEC products. Shopsthat are
associated with or operate asasatellitefacility of the ap-
proved dealer are not authorized to sell, serviceor install
Meggitt Avionics/S-TEC unlessthey apply for and receive
dealership gpprovd onanindividua basis.

15.Will agreetofollow Meggitt Avionics/S-TEC minimum
advertised pricepolicy.

16.Will agreetoingtall al products purchased from Meggitt
AvionicgS-TEC andtoreturntheaircraft to service under
their FAA Repair Station or Civil Regulatory License (an Al
returnto servicewill not bealowed).

17.Will agreeto provide basic businessfinancial dataonan
annud basis.

18.Will provideabusinessplanfor thesdeof S TEC equip-
ment when requested.

AOG Product Support

Entering the businessaircraft market segment asaggressively
as we are we know that some things have to change in the
way we have historically done business. The operators of
these airplanes have a higher expectation level for our prod-
uct support.

Product Support has always been one of the trademarks
of our company, and we intend to keep it that way.

While we can't state the specifics at this time, we are
developing an AOG policy so you and your customers can
get these aircraft back in the air to meet the demands of the
aircraft owners. Details of our plan will follow in a later

newsl etter.



Regional Dealer Organization

Aspart of our effort to moreeffectively serveour deder
organization we have hired two young men who will work
withthededersaiding thesaeof our products. A substan-
tia part of their timewill befocused on thetwin turboprop
market segment with our eectronicinstrumentsand digital
autopilot, sgning new MAGI C dedersand demonstrating
our products. They will alsobeworkingwiththeS-TEC
dealer organization aswego forward.

KevinKing

Covering the Eastern haf of the country, weare plessed
tohaveKevinKingjoinus. Kevinisanavionicsand elec-
tronicstechnician who recently |eft the Navy after serving
as aloadmaster on the Navy C40 (B737). Kevinisan
Instrument rated private pilot with approximately 400 TT.

Colin Heffley

Covering the Western half of the country, wearefortu-
nateto have Colin Heffley asamember of theteam. Colin
has over 8 years of avionics sales experience with two
S-TEC dealersin Texas, the most recent his own com-
pany, Heffley Avionics. Colinhasvast installation experi-
enceand awonderful grasp of theMeggitt Avionic§S-TEC
product line. Colinisalsoaninstrument rated privatepilot
withover 700TT.

KevinKing
Regional Dedler Represenative

Demongtrator Aircraft

Kevinand Colinwill betravelinginlatemodel Cessna
182 airplanesthat have been fitted with MAGIC EFISand
our new digital autopilot. Inadditiontoworking withthe
dedler personnd, their missonisto demonsratetheMAGIC
productsto turboprop prospectsthat our dealershave de-
veloped to the point of potential closing through ademon-
stration flight with the equipment. We' d loveto have our
peoplefly turbine airplanesto demo the equipment, but that
doesnot make business sense at thispoint in our program.

Dealer Support Activities

For yearswe have been asked by our S-TEC dealersto
have someoneavailableto conduct seminarsand participate
in Dealer Open Housesto help you sell our products. For
yearswe have been unableto support theserequests. NOW
WE CAN! Cdl your Regiona Rep whenyou havean event
planned and we' || do everything we canto be part of that
activity. Prudent businessrequires advance planning and
these gentlemen will be making travel plansasmuch asa
monthin advance, so give them asmuch notice asyou can.

s, o -
" i I g e

Colin Heffley
Regional Dealer Representative
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New Website
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Takealook at www.magic.aerothenext

timeyou' reontheweb. We vegot the

T — initial interactive product presentations

e 5 = i A —— andinformation on our MAGIC prod-
uctsand twin turboprop program.

_wﬁcﬂﬁ:tnagﬁtrﬂiun Integrated Cockpit I- www.STEC.com will remainas
the home of our legacy rate based au-
Keeping the Turboprop Fleet Flying topilots and we' ve made some recent

with Up-To-Date Technology

additionsat thisaddressaswell.

New Email Addresses

All of usat Meggitt Avionics/S-TEC
have new email addresses using the
first.last@mavstec.aero convention.
Our old stec.com addresses will also
HDG VS 3000 work for about ayear soyou havetime
MNAY 12000 - to update your contact list.

relmpitt Avionics f 5-TEG launches an entirely new gensration of LCD flet panel displays
that are, ina word, FAGIC)

MASIC® (Faggitt awionics rest Sanaration Intagrated Cockpit) & tha fiest Tuly-cartifed, TS0,
arvd reachy-to-ship technology for your Frimary Flight Display, Mavigation Displey, Engine Display
unit, srwd air Dts Attitude Heading Reference System, This quantum kssp inonagged, lightweight
parel-mount swionics interfaces with most new GF5 systems and sutopibots, [ gress the egecy
turbire Amet an ribegrated swionics sed Aight rfomaton =ute gereraly orly found on commerncal
or miitary perels

The MaGIC® 2100 OFCE 5 & digkal attrbuce bassd Aight conkrd sy=bem in sn avionics stack-
mounted Case, contaring the mode selactorprogramnes, annuncieton, roll, pech & paw
computar: and servo amphfiens. The systam prowides noll, pikch and vaw modes aong with
intagrated atitude sakector ard akertar rodes, and utilzes tha ADSHRS sarcor which is tha same
COmMpOnant & isad with the MASIC® EF1S Systam.

Meggitt Awinnics/E-TEC MAaGIc® is defining the rest beaseine of integratesd cockpit information srd
sitopdbat spatane.

Ta fied out P o can gat MACICE for woursedf, wisit us at ona the upcoming thadk shaws, of
contact an authorized MAGICY dealer,




STC UPDATE APPROVALS SINCE LAST NEWSLETTER

SYSTEM
55

60-2w/otrim

MAGIC 2100
20/30

40/50

AIRCRAFT

Lancair model LC40-550FG ~ (14V)
40/50W/YT  deHavilland model
DHC-2 Mk. | floatplane or amphibian
configurations (28V)

Rockwell International North American
modelsAT-6A (SNJ-3), AT-6B, AT-6C
(SNJ4), AT-6D (SNJ-5), AT-6F (SNJ-6),
SNJ-7, and T-6G (28V)

Twin Commander models 690, 690A, and 690B (28V)
Cessna 182P and 182Q when modified per STC
SA1382WE (Robertson STOL) and Reims Aviation S.A.
Cessnamodels F182P and F182Q when modified per
STC SA1382WE (Robertson STOL) (14V)

Reims Aviation S.A. Cessna models F182P and F182Q

Mike Keirnan
Director of Flight En:

Cessnamodels 182P and 182Q; Reims Aviation S.A. Cessnamodels

60-2
55/55X

PROJECTS

SYSTEM
MAGIC 2100

MAGIC 2100
MAGIC2100

55X
20/30

F182P and F182Q when modified by: 1. STC SA485SW (Wren
conversion) and STC SA3825SW or 2. STC SA950CE (Horton
STOL) and/or STC SA2285CE (Horton flap gap seals) and
STC SA3825SW (260 H.P. engine conversion) or 3. STC
SA1382WE (Robertson STOL) and STC SA3825SW (260 H.P.
engine conversion) (14V)

Cessnamodels 320, 320-1, 320A (28V)

Piper models PA-28-140, PA-28-150, PA-28-160, PA-28-

180; and PA-28-235, S/N 28-10003 through /N 28-11393

and S/N 28-7110001 through S/N 28-7210023 (14V)

IN PROCESS SINCE LAST NEWSLETTER

AIRCRAFT

Twin Commander models 690, 690A, and 690B and the
above model swhen modified by any of thefollowing
STC's SA236CH (Garrett TPE 331-10T-515K engines),
STC SA3861NM (“Q” tip propellers), and STC SA1359GL
(winglets)

Cessnamodel 441 Conquest (28V)

Raytheon (Beech) Aircraft models 65-90, 65-A90, 65-A90-1,
65-A90-4, B0, and C90 “King Air” (28V)

Twin Commander 500S S/N 01755 through S/N 03305 (28V)
Rockwell International (North American) modelsAT-6A
(SNJ-3), AT-6B, AT-6C (SNJ-4), AT-6D (SNJ-5), AT-6F
(SNJ-6), SNJ-7, and T-6G (28V)

Current Publications

Listed herearethe current revisionsfor S TEC

documents important to your business. |f

you need an updated copy, please order by

part number by calling 1-800-USA-STEC.
(Bold Items are NEW)

Prices Date P/N
A/P Selection Guide 02/01/01 86194
TEC Line MSRP 02/01/01 86183B
Dedler Price List 02/01/01 86184
STC List 10/04/01 86203

Technical Publications

Master Index 09/19/02 86195
Technical Manuals

System 60-1 03/10/98 8755
System 60-2 04/21/99 8789
System 40/50 06/6/85 8792
System 55 02/01/02 8750
Yaw Damper 06/1/96 8753
Turn Coordinator 04/29/93 8709
System 20/20/30ALT 03-10-98 8764
POH’cxS

System 55X 05/31/02 87109
System 550 09/27/00 87105
Altitude Sel/Alr 10/26/00 87110
GPSS 01/14/02 8799
System 20/30/30ALT 06/24/02 8777

(2nd Edition)
Service Bulletins & Letters

SLO0- 001 Install Insulators 01/04/00 7708
SL00- 002 Alt & VS on 55 02/21/00 7709
SL00- 003 GPSS ARINC 429 12/06/01 N/A
SL00-004 Alt/Ver Spd Sel/Alr 10/17/00 N/A
SB 02-001 APFIt Manual Supp (AFMS)

P/N 891729, Rev 3 05/17/02
SL-02-001 FD anomaliesduring

NAV GPSS Op 09/16/02

7710
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Approach

Published and copyrighted by Meggitt
Avionics/S-TEC, the Approach is intended to
provide S-TEC and Meggitt Avionics dealers
with information valuable in the everyday selling
and servicing of S-TEC flight controls, TEC
Line Avionics, and MAGIC.

Comments and suggestions are encouraged
and welcomed. For additional copies of the
Approach for others in your organization or
for distribution to your own mailing list,
contact:

Jennifer LaCaze, Editor ............... x113

Ken Paul, Publisher ......ccccccoovueneee. x115
MEGGITT
AVIONICS

S-TEC

M eggitt Avionics/S-TEC
One S-TEC Way
Mineral Wells, Texas 76067

WWW.Ss-tec.com
Phone: 800.872.7832 « 940.325.9406

* www.magic.aero

Fax: 940.325.3904



