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Sikorsky's 592 has made significant inroads into the offshore heli· 
copter market, which many analysts estimate will be the industry's 
fastest growing segment in years to come. The 592 was the first heli
copter to be certified to the new FAR Part 29 standards. 

Lockheed Martin-led "Team US 101 "' has been entrusted with supply· 
ing the next-generation VH71 to USMC squadron HMXl, which will 
operate it on Marine One duties-most importantly, transporting the 
US President. The US 101 started life as the AgustaWestland EH 101. 

Pilot had an opportunity to discuss 
MD's past, present and future with 
Patriarch CEO (and MD Helicopter 
Chairwoman) Lynn Tilton, who has 
taken Patriarch from zero to $6 bil
lion in assets over the course of its 
5-year existence. 

When Tilton and Patriarch pur
chased MD from RDM-the previ
ous owners who themselves had 
purchased the company from 
Boeing-they found a company that 
was "broken-more broken than I 
could have imagined 

"The reality was that McDonnell 
Douglas spent many years develop
ing this incredible [NOTAR] tech
nology, and then they sold the com
pany shortly lafterwardsl to Boeing, 
who in turn really didn't have an 
interest in the commercial side of 
the business. 

''Then it was sold to RDM, who 
really didn't have the depth of capi
tal base to be able to support the 
company," she continues. "The 
aerospace industry is very working
capital-intensive, and if you make 
any kind of mistake procuring for 
long-term production [it becomes a 
problem] if you don't have sufficient 
working capital. You end up piecing 
it together financially, and that's sort 
of a death spiral. So you have prob
lems stemming from the absence of 
working capital and then you stop 
attracting the right management and 
it really becomes a self-fulfilling 
prophecy." 

During RDM's tenure the compa
ny saw long-term customers express 
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their dissatisfaction as painfully as 
possible-by purchasing other man
ufacturers' aircraft-and in some 
cases grounding aircraft they had 
chosen to keep in hopes that spares 
would eventually become available. 
Confidence in the company plum
meted and vendors stopped filling 
orders for both original manufacture 
and spare parts. 

Patriarch has literally spent mil
lions to repay the vendors who had, 
for all intents and purposes, written 
off the debt incurred during the 
ROM years. Still, Tilton was shocked 
at the ill will many of the vendors 
still felt toward the company. 

"I was very unpleasantly sur
prised," she says. "I didn't expect to 
have the taint of the past with the 
suppliers. I expected to be able to 
pay them off and start fresh, and it 
hasn't worked out that way. It has 
taken a lot to make them believe in 
us again. I thought [vendorsJ would 
have been grateful that we were 
buying the company and were pay
ing them money that they would 
have otherwise never received. 

"I thought that we would be 
embraced by the people who had 
gotten burned [by RDMI, but they 
were very tentative. 

"When you take over a company 
that has basically been broken and 
shuttered, you can only win back 
people so quickly-but for every 
one who has turned their back on 
MD there are 10 people waiting to 
open the door. Some people will 
jump all over the negative aspects 

of what was, and some people will 
rise on what will be." 

Tilton continues, "This is not new 
to me. This is what I do every day 
for a living. I have built an almost
$6-billion company in 5 years-and 
you don't do that without making 
magic happen. And I always start 
from the same place-a company 
that's been written off. And until we 
make our customers happy we can 
expect nothing less than that some 
people will lose hope. 

"Patriarch bought this company 
back in the end of July 2005," notes 
Tilton. "Since then we have gone in 
as a prime contractor on a compli
ant LUH bid, we've been chosen to 
go to SFPD with a compliant bid 
[and we've] built 2 beautiful LUH 
aircraft that are heading down to 
Alabama for the fly-off. 

"We've rebuilt the production 
line, reduced AOGs by 80%, gotten 
a supply chain up and running, 
delivered helicopters lo the Turkish 
Police," says Tilton. "This team has 
made tremendous strides. Do we 
sti 11 have a long way to go? Absol
utely. We are walking dual paths. 
We are walking one path of what I 
would call triage-getting your sup
ply chain up and running, meeting 
your promises to customer demand, 
as well as LUH needs to meet pro
duction. 

"The second is starting from the 
bottom up at refining and cleaning 
and re-sourcing to make sure that 
you can take the company into the 
future." � 
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