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AEROMART TIANJIN Presentation 

 
 
After Toulouse (Europe), Beijing (Asia) and Montreal (North America), the next phase of 

AEROMART is Tianjin, China, held from the  20th to the 24
th 

April 200.9  
 
7 November 2008,  

Li Jun GOU, Secretary General and President of Tianjin Binhai 
New Area (TBNA), Xuefeng REN, Deputy Mayor of Tianjin, and 
Stéphane CASTET, Managing Director of Business Convention 
International (BCI) have officially announced and signed an 
agreement to co-organise this 2nd Chinese event.  
 
The aim is to allow firms from the aviation sector to set up new 
business, technical and trading partnerships in the "Tianjin Binhai 
New Area" and the Chinese market in general, through scheduled, 
targeted "BtoB" business meetings.  

 
In particular with the official backing of Airbus and China Aviation Industry Corporation 
(AVIC), Tianjin Binhai New Area and BCI have the support of two heavyweights of the 
aviation sector towards the organisation of the event.  
 
Over 250 businesses - aircraft manufacturers, engine makers, airlines, suppliers and 
principals - from all around the globe are expected to attend. Many of the major players in 
global aviation will be taking part: AVIC, AIRBUS, BOMBARDIER, BOING, P&WC, UNITED 
AIRCRAFT CORPORTION, ROLLS-ROYCE, etc.  
 
The participation of the China Aviation Industry Corporation ensures the attendance of all 
those Chinese firms in the sector that are the most highly-qualified, the most expert in 
subcontracting and the closest to the cutting edge of technological innovation.  
 
Apart from these BtoB meetings, AEROMART TIANJIN will also offer an exhibition area, 
lectures, and 3 days to discover the massive industrial potential of the Tianjin Binhai area 
through tours of local businesses.  
 
Tianjin Binhai New Area (TBNA) is the new economic zone of the port city of TIANJIN, with 
its perfect location just 30 minutes from Beijing and fronting onto the Bohai Sea. It represents 
China’s 3rd most important development zone and is specially devoted to aviation and new 
technology. TBNA is driving growth in northern China, which is becoming both a modern 
research and development base and an international aviation and logistics center. The area 
is now attracting widespread investment, 70 of the top 500 global companies having already 
set up shop there.  
 
In September, AIRBUS set up an A320 assembly line there, the first time that it had built an 
assembly line outside Europe, selecting the Tianjin region in order to be closer to its 
customers.  
 
AEROMART TIANJIN will be the platform for trade to foster economic development and 
industrial cooperation for the aviation sector in this important new area of northern China.  
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PRACTICAL INFORMATION 

VENUE 

Binhai International Convention & Exhibition Centre  
5th Avenue,  
TEDA, Tianjin 300457, P. R. China 
Tel: +86 22 65302888��  
Fax: +86 22 65301188 
P.C:300457 

The event is opened to press journalists from 8.30 am to 6.00 pm. on the 21st and 22nd of 
April 2009. 

Program 

Monday 20, April   

 10.00 - 11.00 Visit FALC (Final Assembly Line Chain) of Airbus  

 11.00 - 12.30 Visit to an industrial zone in Tianjin  

 12.30 - 14.00 Business Lunch  

 15.30 - 18.30 
Panorama of the Asian aerospace market  in Tianjin Teda Renaissance 
Hôtel  

 19.00 - 20.00 Cocktail  in Renaissance Hôtel  

Tuesday 21, April   

 09.00 - 10.00 AEROMART Tianjin Opening ceremony  

 10.30 - 12.30 Face to Face Meetings / Conferences  

 12.30 - 14.00 Business Lunch  

 14.00 - 18.00 Face to Face Meetings / Conferences  

 19.00 - 22.00 Gala Diner  

Wednesday 22, April   

 09.00 - 12.30 Face to Face Meetings / Conferences  

 12.30 - 14.00 Business Lunch  

 14.00 - 18.00 Face to Face Meetings / Conferences  

Thursday 23 & Friday 24, April   

 09.00 - 17.00 Industrial sites visit to Xian, Beijing, Shenyang, Guizhou  
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KEY FACTS ON AEROMART  

In 14 years  AEROMART has become a must-attend event. It is today the leading global 
aerospace venue  based on pre-planned face to face meetings. 

AEROMART has grown into a major aerospace event offering outstanding networking 
opportunities  to manufacturers, tier 1 suppliers, subcontractors, service providers and 
clusters from around the globe. 

By alternating between Toulouse, Tianjin and Montreal  AEROMART delivers an excellent 
business platform to the entire aerospace community. AEROMART helps aerospace actors 
explore new markets, create more awareness about new programs and trends. 
 
Most importantly AEROMART gives a remarkable opportunity to identify new partners and 
business contacts and better apprehend the future 

AEROMART is organised by Business Conventions International (BCI) aerospace division 
BCI Aerospace and in each country it is co-organised with local industrial and institutional 
partners and supported by public authorities.   
 
 
Previous AEROMART events: 
 

AEROMART Toulouse (FRANCE) – 3-4 December 2008 – 7 th edition 
�� 1000 international companies 
�� 38 countries represented 
�� 13 000 face to face business meetings 
 
 

AEROMART Montreal (CANADA) – 8-10 April 2008  - 1 st edition 
�� 500 international companies 
�� 20 countries represented 
�� 7500 face to face business meetings 
 

 

AEROMART Beijing (CHINA) – 16-21 September 2007 – 1 st edition 
�� 200 international companies 
�� 12 countries represented 
�� 3000 face to face business meetings 
 

 
TESTIMONIALS: 
 
 ‘Perhaps one of the most effective ways for larger Aerospace OEM companies to gain 
insight into the workings of small to medium Aerospace entrepreneurs. The personal 
meetings foster an effective means to establish connectivity outside the current venerable 
supply relationships. With an increasing emphasis from large OEM's to rely on the 
technology, talent and intellectual capitol of smaller companies, the business model offered 
at AEROMART is an efficient way to engage and broaden the working knowledge of the 
supply capability. The conference is superbly managed and staffed all across on a multi-
lingual basis.’ 
Pete ENGQUIST, Technical Principle, BOEING Commerci al Airplane - AEROMART 
Toulouse 
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‘The growth and success of Bombardier are based on the vitality of its supply chain. By its 
unique structure, AEROMART is therefore an excellent opportunity to effectively meet 
potential suppliers from around the world. This forum allow us to optimise our discussions 
and exchanges in order to improve the overall competitiveness of Bombardier.’ 
Claire AUROI, Director, Supply Chain, BOMBARDIER Ae rospace - AEROMART 
Montreal  
 
‘Aeromart Beijing opened a window into the huge Chinese market and its opportunities. Now 
the aerospace world leaders can see the market potential and the opportunities offered by 
Chinese manufacturers. Their system is growing and improving day by day, all of us will have 
to face it. Aeromart Beijing 2007 helped us to explore and to have a better knowledge of this 
market and their major players : for sure a useful and stimulating experience.’ 
Daniele TOVAGLIERI, Purchasing Subcontracting Manag er, AERMACCHI- AEROMART 
Beijing 
 
‘This is my first AEROMART, but it is a regular part of Embraer’s procurement operations. 
We want to improve our knowledge of suppliers’ production and service potentials. We 
already work with regional suppliers, including Latécoère.’ 
Cesar MIGLIACCIO, Senior Manager, EMBRAER - AEROMART  Toulouse  
 
 
‘The pre-organized business meetings enhanced the participants’ knowledge of new 
technologies and advanced management experience in world aerospace industries. They 
also stimulated technological innovation, strengthened the image of business within the 
aerospace industry, and will have a positive infl uence on the development of the Chinese 
subcontracting business. As the international business convention, Aeromart Beijing played a 
positive role in promoting the future development of the aerospace subcontracting trade.’ 
Jie LIU, Management, Chengdu Aircraft Industry Comp any of AVIC - AEROMART 
Tianjin 
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CONCEPT & METHODOLOGY 
 
Over 2 days at AEROMART Tianjin, all decision-maker s in the aeronautical and space 
industries can conduct exchanges thanks to: 
 
One to One Meetings 
- Manufacturers, OEMS, Tier 1s and the entire network of aerospace subcontractors are 
directly connected through customized and pre-planned face to face meetings.  
 
Product / Technology / Market Workshops  
- Sub-contractors are given the opportunity to lead workshops and present their know-how 
and innovations. 
 
Thematic Sessions 
- Experts and institutions will be addressing current aerospace issues and matters. Each 
session will last 30-40 minutes. Examples of topics: Green Aviation, Euro-Dollar parity etc.  
 
The sessions and workshops at AEROMART Tianjin will be led by: Airbus, Torino Piemonte 
Region (Italy), Prima Industry (Italy), Mission Economique (France), Marco Polo Association, 
MMI Sarl… 
 
Do Business With 
- A limited number of Prime Contractors are granted time slots to give presentations on how 
efficiently work with them and their current and future subcontracting policies : CAIB, AVIC, 
AIRBUS. 
 
In 2007, during AEROMART Beijing , Do Business with sessions were led by: AIRBUS, 
AGUSTA WESTLAND, SHENYANG AVIATION ECONOMIC ZONE, C AIB (China Aviation 
Industrial base).  
 
Visits to Industrial sites 
- The participants are given the opportunity to visit aerospace areas in the region where the 
event takes place. Those visits include meetings with local actors, presentations and tours of 
production facilities.  
 
AEROMART - How does it work? 
 
1. Presentation Form   
At registration, each participant fills out a detailed presentation form. It includes buyers’ 
needs and suppliers’ products or services. 
 
2. Catalogue of Participants ��������

3 weeks prior to the event the participants have access the on-line  catalogue containing  
presentation sheets and a thorough program of the solution workshops and conferences.  
 
3. Choice of Meetings and Validation 
Each participant chooses his or her meetings and conferences using the on-line system. In 
order to make meetings target specific and efficient, the buyers validate the requests from 
the suppliers. 
 
3. Meetings Agenda 
A program specially designed by the BCI takes into account the choices and availability of 
each participant. This program permits us to organize and establish private and personalized 
meetings. The meeting agenda is sent out several days before the event. 


