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YOUR ASSOCIATION IN ACTION 
 

ASA Files Life Limited Parts Comments 

January 2001 Volume 9, Issue 1 

The Airline Suppliers Association 
[ASA] filed comment in response to 
the FAA’s Life Limited Parts pro-
posal.   
 
The Association has been heavily in-
volved in the development of these 
rules, and felt that the proposal had 
gotten ‘off-track’ when the FAA pro-
posed to place the entire new rule in 
the maintenance rules portion of the 
aviation regulations (Part 43).  ASA’s 
comments to the regulatory docket 
explained that the FAA’s placement 
of rules meant to support safe treat-
ment of life -limited parts could be 
improved. 
 
The comments were offered in re-
sponse to an FAA proposal that would 
have had a significant negative effect 
on the industry with little additional 
safety benefit. 
 
The FAA issued the NPRM in re-
sponse to a Congressional mandate, 
but the effect of the NPRM was far 
broader than the Congressional re-
quirement.  The NPRM could have 
precluded ASA members from engag-
ing in certain common (and safe) 
business transactions – the FAA’s 
accompanying descriptions of the pro-
posal makes it clear that this was not 
the FAA’s intent.  In essence, the 
FAA proposal missed the mark estab-
lished by Congress. 
 
The ASA recommendation meets the 

intent of Congress without imposing 
an undue burden on industry.  It does 
this by codifying the safe practices 
currently used by the industry.  This 
approach would reward the vast ma-
jority of repair stations and other avia-
tion companies that have historically 
supported safety, while requiring 
other companies to begin implement-
ing the common industry practice of 
transferring current life status records 
with transferred life-limited parts.   
 
ASA developed this comments with 
input from members, other sectors of 
the industry and the government.  
ASA met with FAA representatives, 
who explained the FAA’s needs and 
desires with respect to the new rule.  
ASA met with a wide spectrum of 
industry representatives to assure that 
the proposal would meet the needs of 
our industry business partners.  ASA 
member emails and phone calls were 
also quite important to the develop-
ment process. 
 
The proposal would codify some of 
the industry’s best practices concern-
ing life-limited parts.  It would pro-
vide options for the safe disposition of 
life-limited parts and it makes it clear 
that the owner/operator (including an 
owner who is a distributor) may 
choose the safe disposition option that 
works best for that party.  
 
The proposal would improve aviation 

(Continued on page 11) 

The Airline Suppliers Association 

Congratulations to: 

 
 
 

Overseas Aircraft Parts, Inc. 
Coconut Creek, FL  

 
Universal Turbine Parts, Inc. 

Prattville, AL 
 

Contrail Aviation Support, Inc. 
Verona, WI 

 
Aircraft Instrument & Radio 

Company, Inc. 
Wichita, KS  

 
 
 

For their accreditation to the  
Airline Suppliers Association’s 

Accreditation Program 
 

Keep watching http://www.
airlinesuppliers.com for the ever-

growing list of AC 00-56 accredited 
distributors 

 
 

This list is continued with names of 
reaccreditees on Page 2 of this issue. 
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Consignments and Bankruptcy  ........  3 
ASA Hazmat Workshop Info  ...........  3 
2001 Board Elections  ...................... 10 
Gov’t at a Glance  ............................. 11 
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A Message from ASA’s President 
The Update Report 
is a monthly newsletter of the Airline 
Suppliers Association.  Questions/
comments should be  addressed to:  
 

Jason Dickstein 
Airline Suppliers Association 
1707 H Street, NW, Suite 701 

Washington, DC  20006 
voice: (202) 730-0272 
fax: (202) 730-0274 

email: 
jason@airlinesuppliers.com 

 
The Update Report 
provides timely information to help 
Association members and readers 
keep abreast of the changes within 
the aviation supply industry. 
 
The Update Report 
is just one of the many benefits that 
the Airline Suppliers Association 
offers members.  For information on 
ASA-100, the ASA Accreditation 
Program, Conferences, Workshops, 
FAA guidance like Advisory 
Circulars, Industry Memos, or 
services and benefits, contact the 
Association. 
 
The Update Report 
For information on special package 
rates for advertising, contact the 
Association at (202) 730-0270.   
 
Copyright © 1993 - 2000, The Airline 
Suppliers Association.  All rights reserved.  

For the past year ASA has been 
fortunate to have Deborah Romine as 
our full-time auditor for Airline 
Suppliers Association Accreditation 
Program (ASAAP).  Deborah notified 
me that she would be pursuing other 
career options and we wish her the 
best.  In 2000, Deborah conducted 90 
+ audits for ASA.    

ASA has always been committed to 
having the best auditors audit under 
ASAAP.  In line with this tradition, 
ASA has hired Richard (Dick) Smith 
as our full-time auditor.  Dick has 
over 30 years of experience in 
aviation.  Prior to becoming ASA’s 
full-time auditor Dick conducted 
audits for ASA on a contractual basis. 

Dick holds an A&P License, a private 
pilots license and also had CASE 
level III 1A & 3A authorization.  
Prior to his work with ASA, Dick 
worked for 12 years with America 
West Airlines.  He began as a Quality 
Control Inspector and at the time he 
left America West he held the 
p o s i t i o n  o f  Q A / R e g u l a t o r y  
Compliance Auditor.  Dick has also 
worked for States West Airlines, 
Standard Aero Incorporated, Connect 
Air Airlines, Republic Airlines and 
TWA. 
 
ASA’s relationship with Dick 
developed through the years, as he 
was a regular at our training 
workshops in the Arizona area and 
our annual conferences.  For those of 
you who list as your hobby building 
experimental aircraft, you share the 
same interest as Dick. 
 
At present, ASA has 2 qualified and 
respected auditors, Dick Smith and 
Kelly Lyon.  Kelly is located in South 
Florida and will continue to conduct 
audits on a contractual basis for ASA. 
 
As part of our auditor training, British 
Airways is graciously allowing Dick 
and Kelly to attend their auditor 

Board of Directors: 
Karen Borgnes              253-395-9535 
Pacific Aero Tech, Inc. 
John Butler                    661-702-7300 
Time Aviation Services,  Inc. 
Amy Cochis                    860-565-2712 
Pratt & Whitney SML 
Bill Cote                          561-998-9330 
The AGES Group 
Fred Gaunt                    310-829-4345 
Pacific Air Industries 
Paula Sparks                954-431-2359 
AVTEAM 
Mike Molli                     847-836-3100 
Scandinavian Airlines System 

training program.  The program is for 
13 days and is based on the 
International Register of Certified 
Auditors (IRCA).  Kelly and Dick 
will finish the training in February. 
 
If you are interested in running for the 
Board of Directors, the deadline for 
nominations is February 28, 2001. 
 
Best regards, 
 
Michele Schweitzer 
 

Officers: 
Karen Borgnes             253-395-9535 
Corporate Treasurer 
Jason Dickstein            202-730-0270 
Corporate Secretary  
Michele Schweitzer    202-730-0270 
President 

Congratulations to: 

 
 

World Jet Aviation Corporation 
Inglewood, CA  

 

BARON International Aviation, Inc.  
Eagan, MN 

 

Aerospace Sol ution, Inc. 
Santa Fe Springs, CA  

 

Capital Aircraft, Inc. 
Springfield, IL 

 

International Aircraft Associates 
Miami, FL 

 

Aviojet Corporation 
Upper Saddle River, NJ 

 
For their re-accreditation to the  
Airline Suppliers Association’s 

Accreditation Program 
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Sign up now for training in these cities  

For registration information contact: 

petent legal advice based on the par-
ticular facts of your situation. 
 
The conclusion to this series in next 
month’s issue will examine the other 
side of consignment bankruptcy, 
where a company holding goods on 
consignment declares bankruptcy.  It 
analyzes the owner/consignor’s rights 
and the options for protecting the con-

(Continued on page 4) 

who has title to the goods while they 
are on consignment.  Next, the article 
examines what happens when a busi-
ness that placed goods on consign-
ment with someone else files for 
bankruptcy.  In particular, it examines 
the different treatment of bankruptcies 
depending on the chapter under which 
the bankruptcy is filed.  As with all 
advice in the Update Report, this arti-
cle should not take the place of com-

This is part three of a four-part series 
on business bankruptcy.  This install-
ment begins examining some of the 
special issues that arise when one of 
the parties in a consignment sales ar-
rangement files for bankruptcy.   
 
The first two installments of this se-
ries discussed some of the basics of 
bankruptcy law, such as the particular 
terminology used in bankruptcy pro-
ceedings, and the differences between 
the two main bankruptcy options for 
an insolvent business – Chapter 7 liq-
uidation or Chapter 11 reorganization.  
The past installments also discussed 
the steps that a creditor should take 
when a business partner that owes 
money files for bankruptcy, as well as 
how to become a “secured” creditor 
entitled to higher priority when the 
bankrupt company’s assets are distrib-
uted to repay its debts.  
 
This month’s article begins by de-
scribing consignments generally.  It 
explains some of the rights and duties 
of the parties involved, and discusses 

LAWS YOU CAN USE 
 

Consignments and Bankruptcy  

AIRLINE SUPPLIERS ASSOCIATION, 1707 H STREET , NW, SUITE 701, WASHINGTON, DC  20006 
PHONE: 202-730-0270, FAX: 202-730-0274,  E-MAIL: TRAINING@AIRLINESUPPLIERS .COM 

Date City* Hotel/Facility 
February 26 & 27, 2001 Miami, FL Doubletree Miami Airport 

(305) 266-0000  

February 28 &  
March 1 , 2001 

Fort Lauderdale, FL The Riverside Hotel 
(954) 467-0671 

March 29 & 30, 2001 Dallas, TX To be announced 

*HazMat instruction will also be offered in NY/NJ, Phoenix, AZ, Los Angeles, 
CA, Seattle, WA, and Chicago, IL.  See Upcoming Events listing in this issue for 
additional dates.  Instruction can also be provided on-site at your facility. 

 

AIRLINE SUPPLIERS ASSOCIATION 

HHAZAZMMATAT——DDOO  YOUYOU  MEETMEET   THETHE C CURRENTURRENT   
TTRAININGRAINING R REQUIREMENTSEQUIREMENTS??  

ASA HazMat Training includes instruction on: 
•    Hazardous Materials Regulations; 
• legal responsibilities in transporting hazardous materials; 
• selection of proper packaging for shipment of hazardous 

materials; 
• marking and labeling hazardous material containers/

packaging for shipment;  
• completion of bill of lading for shipping hazardous                 

materials, and vehicle placarding requirements for   
transporting hazardous materials. 

Training required every three years. 

The Glueckler Award  
Call for Nominations 

 
 
The Edward J. Glueckler Award is presented annually in recognition of 
outstanding commitment, dedication and contribution to the Airline 
Suppliers Association and to the aviation industry.   
 
ASA is currently seeking nominations for this year’s recipient.  Complete 
information is available on the internet at: 
 

http://www.airlinesuppliers.com/glueckler2001.html 
 
Nominations are due to ASA by March 31, 2000.  
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HOLD FOR BARON AD 

 BARON International Aviation, Inc.          
 

       Solutions that fly ™ 
 

SPARES SUPPORT FOR REGIONAL TURBO-PROP, NARROW 
 AND WIDE BODY JET AIRCRAFT SINCE 1986. 

 
  

  

QQ  24 Hour A.O.G. QQ  Over 50,000 Line Items in stock QQ  Accredited - Airline Suppliers Association QQExtensive Sales & 
Customer ServiceTeam  QQ  Listings on Spec 2000, ILS, EDI & Internet QQConsignment Inventories  QQ  

  
  
  

MINNEAPOLIS FACILITY: 2910 Waters Road, # 150, Eagan, MN  55121  USA  
Phone:  (651) 681-9525  Fax:  (651) 681-9414  Email:  mspsales@baronintl.com 

    
 
 
 

WEST COAST FACILITY: 3415 South 116th Street, #103, Seattle, WA 98168 USA 
 Phone:  (206) 241-8009  Fax:  (206) 241-8994  Email:  seasales@baronintl.com 

 

(Continued from page 3) 
signor’s goods that are placed on con-
signment from the claims of the con-
signor’s creditors.  
 
What is a Consignment?   
 
Consignments raise some special 
questions because the legal character 
of a consignment arrangement may 
vary, depending upon the understand-
ings of the parties involved and the 
manner in which they drafted the con-
tract governing the relationship.  In 
some cases, particularly when the 
party holding the consigned goods 
files for bankruptcy, the courts will 
consider the consignment itself to be a 
sale of the goods involved, regardless 
of the intent of the parties or the 
wording of their consignment con-
tract, with the result that the con-
signed goods are subject to the claims 
of the creditors of the party in posses-
sion of the goods (next month’s in-
stallment discusses what an ASA 
member can do to protect its rights in 
such situations).  
 

Consignments, while familiar enough 
to most business people, have some-
times been the focus of some conten-
tion in the courts because of their re-
semblance to some other forms of 
commercial relationships, such as a 
sale on credit or a “sale or re-
turn” (discussed below).   
 
Basic Consignment Terms 
 
In a true consignment, one party, the 
“consignor,” turns some goods over to 
another party, the “consignee,” with 
the understanding that the consignee 
will sell the goods on the consignor’s 
behalf.  The consignee will generally 
keep a designated portion of the pro-
ceeds as a commission on the sale.  
Under general commercial law, the 
consignor and consignee have what is 
known as a “principal-agent” relation-
ship, that is, the consignee acts as an 
agent of the consignor in selling the 
goods.  Unless otherwise specified in 
the consignment agreement, the con-
signee may sell the goods in his or her 
own name at his or her own place of 
business. 

 
Who Retains Title to the Goods? 
 
An important characteristic of a con-
signment is that title to the consigned 
goods remains with the consignor un-
til such time as the goods are sold.  At 
the time of sale, title passes directly 
from the consignor to the buyer of the 
goods.  At no time does the consignee 
have title, although the consignee 
does have a duty to account for the 
goods and any proceeds from their 
sale.  One consequence of this is that 
unless the parties have expressly 
agreed otherwise, the consignor bears 
the risk of loss of the goods, such as 
loss through fire or theft, while the 
goods are in the consignee’s posses-
sion.  The question of title to the 
goods also determines, to a large ex-
tent, how those goods are treated once 
either the consignor or the consignee 
file for bankruptcy. 
 
 
 
 

(Continued on page 5) 



January 2001January 2001                                                            ASAASA --The Update ReportThe Update Report                                                                                                55     

(Continued from page 4) 
Fact Pattern One 
 
Suppose your company has entered 
into an agreement with Company 
XYZ [XYZ] under which your com-
pany agrees to sell XYZ’s inventory 
of engine parts on consignment for a 
fifty percent sales commission.  Your 
company and XYZ execute a consign-
ment agreement that specifies, among 
other things, that the parts will be 
shipped to your company’s warehouse 
and sold through your company’s 
regular catalog.  The contract also 
makes it clear that XYZ retains title to 
the parts until they are sold, and that 
your company will make monthly re-
mittances of the proceeds of any 
sales, minus commissions.  Your 
company retains the option to return 
any unsold parts to XYZ after two 
years.  Sales are steady and your com-

pany sends XYZ a list of the items 
sold and an accounting of proceeds 
and commissions every month.  After 
six months, however, you receive no-
tification from the local bankruptcy 
court that XYZ has filed for bank-
ruptcy.  What happens now?  Can you 
continue selling XYZ’s parts?  If not, 
what are your responsibilities? 
 
The Bankruptcy Estate 
 
The provisions of the Federal Bank-
ruptcy Code are triggered as soon as 
XYZ files a properly composed bank-
ruptcy petition with the local bank-
ruptcy court.  Under the Bankruptcy 
Code, the commencement of a bank-
ruptcy case creates a “bankruptcy es-
tate” consisting of all of the debtor’s 
assets as of the date of filing.   The 
estate is defined very broadly, taking 
in “all legal or equitable interests of 

the debtor in property,” no matter 
where they are located or who holds 
them.  Legal title is an “interest in 
property”; accordingly, since XYZ 
retained title to the engine parts on 
consignment with your company, the 
parts would be considered part of 
XYZ’s bankruptcy estate.  Once the 
bankruptcy estate is created, the 
debtor retains no interest in the prop-
erty making up the estate.  Rather, the 
estate is controlled by the trustee in 
the case of a Chapter 7 liquidation, or 
by the “debtor in possession,” the 
company management acting in the 
capacity of a trustee, in a Chapter 11 
reorganization.   
 
The duties of a consignee of the 
debtor will vary depending on 
whether the debtor opted for a Chap-
ter 7 or Chapter 11 proceeding.   

(Continued on page 7) 

LAWS YOU CAN USE 
 

When a Consignment Becomes Part of a Bankruptcy... 

  
IF YOUR PRESENT INSURANCE AGENT DOESN’T UNDERSTAND YOUR BUSINESS, IF YOUR PRESENT INSURANCE AGENT DOESN’T UNDERSTAND YOUR BUSINESS,   

IT’S TIME TO CONSIDER CHANGING TO SOMEONE WHO DOES.IT’S TIME TO CONSIDER CHANGING TO SOMEONE WHO DOES.  
 

 
As members of the ASA, the Silver Eagle Agency works with aviation operations worldwide to cover all kinds of 
exposures.  With our direct access to United States and international insurers, we are able to provide insurance 
programs and policies engineered to cover your specific needs and exposures at the best available cost. 

 
Please call John Howard at the number below to discuss any of the following: 

Property, Automobile, General Liability 
Life & Health Care, Workers Compensation 

Shipping & Parts in Transit. Aviation Products & Grounding Liability 
 

 
 

 
Silver Eagle Agency, Inc. 

401 S. Milwaukee Avenue, Suite 210 
Wheeling, Illinois 60090 

Telephone 847-229-1500 Fax 847-229-1515 
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IT’S NOTIT’S NOT  
ROCKET SCIENCE.ROCKET SCIENCE.  
Running a successful service 
company is not hard to understand. 
It is, however, very, very hard to do. 

We are the JDC Company.  We are  
the hardest working company in  
aviation today. 

TRY US.TRY US.  
Our business is helping your business. 
Try us for instrument sales, exchange, 
overhaul, and repair services. 

THE JDC COMPANY A TRIUMPH GROUP COMPANY 
                                                                                                    800/422-4559 
FAA # W14R623M                                    jdcmail@jdctgi.com                                  FAA# J7DR707N 
5520 NW 21 Terrace                                                                                                                      425 Round Rock West Drive, # 105  
Ft. Lauderdale, FL  33309                                                                                                                                   Round Rock, TX  78681  
tel) 954/772-4559  fax) 954/493-8960                                          tel) 512/218-1900  fax) 512/218-1212   
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-COMMERCE 
 

How to Become One of the Ready-For-Online Players 

(Continued from page 5) 
 
Chapter 7: Surrender of Property to 
the Trustee 
 
In a Chapter 7 liquidation, the trustee 
is required to gather all of the assets 
of the bankruptcy estate together and 
sell them for cash to satisfy the credi-
tors.  This means that any goods in 
the possession of a consignee must be 
surrendered to the trustee as soon as 
the consignee is  notified that the 
bankruptcy case has commenced.  
Ordinarily, the trustee is responsible 
for sending out the required notifica-
tion, based on information provided 
by the debtor.  Once the notification 
arrives, sales of the debtor’s con-
signed goods must stop, because the 
consignee has a statutory duty to de-
liver the goods to the trustee, even if 
there has been no formal request from 
the trustee or court order.   
 
How must the goods be delivered?  
The definition of what constitutes 
“delivery” under these circumstances 
is a question of state law, and there-
fore will vary depending on the cir-
cumstances.  In some cases it is possi-
ble that the consignee could merely 
tender possession of the goods to the 
trustee where they are, leaving the 
cost of removal and transport to the 
bankruptcy estate.  Depending on the 
circumstances, the estate may be in-
terested in paying storage costs rather 
than moving the inventory immedi-
ately.  This is a matter to be discussed 
with the bankruptcy trustee and your 
own attorney. 
 
Parties in possession of inventory be-
longing to the bankruptcy estate have 
a statutory duty to “account for” the 
property to the trustee.  This means 
that the consignee no longer has the 
right to sell the inventory.  The duty 
to account for property of the estate 
also means that any amounts owed to 

the debtor/consignor for sales that 
have already taken place must be re-
mitted to the trustee.   
 
If, for some reason, the consignee 
knowingly continues to sell consigned 
goods belonging to the debtor’s estate 
after notification of the commence-
ment of the bankruptcy case, the con-
signee will be liable to the estate for 
the full value of the items sold, with 
no commissions retained.  If the parts 
are sold below market value, then it is 
possible for the bankruptcy trustee to 
sue the consignee for the market value 
of the sold inventory, rather than the 
actual sales price, so the consignee 
could actually lose money on the 
sales! 

title to the goods free and clear of any 
claims by the trustee.   
 
Continuing the Consignment Agree-
ment 
 
The obligation to halt sales and turn 
over the goods to the trustee may rep-
resent a significant inconvenience to 
the consignee, who may have relied 
upon the commission revenue gained 
from the consignment sales.  Further, 
where the trustee steps in to take pos-
session of consigned goods and sell 
them off for cash, this would clearly 
conflict with any exclusive distribu-
tion agreements concluded between 
the consignee and the consignor.  
What becomes of such agreements?   
 
Under the Bankruptcy Code, the trus-
tee has the authority, subject to ap-
proval by the court, to assume or re-
ject any executory contracts to which 
the debtor is a party in order to relieve 
the estate of burdensome obligations.  
The Bankruptcy Code does not define 
“executory contract,” leaving the 
question once again to state law.  The 
most common definition holds that an 
executory contract is one in which 
substantial obligations still remain on 
both sides.  The question of whether 
an exclusive sales agreement would 
constitute an executory contract for 
these purposes depends upon a num-
ber of factors, such as whether this 
sales agreement is part of the consign-
ment agreement itself or was con-
cluded as a separate agreement.   
 
In most cases, executory contracts are 
deemed rejected as a matter of law in 
a Chapter 7 liquidation unless the 
trustee expressly assumes or rejects it 
within 60 days of the commencement 
of the bankruptcy case.  A consign-
ment agreement may be in the best 
interests of both the estate and the 
consignee, as consignee sales may 

(Continued on page 8) 

LAWS YOU CAN USE 
 

Protecting Your Company in a Consignor’s Bankruptcy 

 
Does this mean that purchasers must 
undertake extraordinary measures to 
assure that the parts do not come from 
a bankrupt company’s consignment?  
No.  If the consignee sells the parts, 
then purchasers may be protected if 
the purchaser: 
 
1)            bought the items in question 
in the ordinary course of business; 
and,  
2)            bought the items without 
knowledge that the consignor had 
filed for bankruptcy.   
 
If the purchaser meets each of these 
two elements, then the purchaser 
should be protected and shall hold 

A chapter 7 bankruptcy 
trustee may be able to 

continue the consignment 
agreement, but will only 
do so if the agreement is 
‘executory’ and the con-

signment benefits the 
bankruptcy estate. 
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-COMMERCE 
 

How to Become One of the Ready-For-Online Players 

(Continued from page 7) 
return a much higher value than the 
trustee’s estate sale would return.  For 
this reason, it is important to contact 
the bankruptcy trustee as early as pos-
sible to begin discussions about the 
merits of assumption of the consign-
ment agreement. 
 
Where the bankruptcy trustee decides 
not to assume the consignment agree-
ment, it is unlikely that a court would 
force the assumption, or reimburse-
ment of costs.  Even if the consignee 
could assert a claim against the bank-
ruptcy estate under state law for 
losses he or she incurs from losing the 
right to sell the goods as previously 
agreed, the claim would be treated as 
“unsecured,” and hence enjoy a low 
likelihood of ever resulting in any 
substantial compensation.   
 
Chapter 11: Reorganization 
 
When the consignor files for Chapter 
11 reorganization, the effect on the 
consignee is much less dramatic.  Un-
der Chapter 11, the management of 
the debtor company assumes the role 
of “debtor in possession” and contin-
ues to run the day-to-day business of 
the company while working together 
with committees comprised of its 
creditors to devise a reorganized, or 
more extended, payment plan, usually 
spanning five years.  The debtor in 

possession generally has the powers 
and duties of a trustee in overseeing 
the bankruptcy estate, but, given the 
different purpose of a Chapter 11 pro-
ceeding, is not obligated to gather up 
and sell off the assets of the estate like 
in a Chapter 7 liquidation.  Instead, 
subject to the approval of the creditors 
and the court, existing arrangements 
such as consignment agreements will 
usually continue as part of the reor-
ganization plan.   
 

to be in effect, particularly if it was 
working out well and generating 
steady sales.  The key determination 
on the part of the debtor in possession 
(the new management at XYZ) and 
their creditors is whether, in their 
business judgment, continuing to sell 
the inventory through ABC on con-
signment would help XYZ reach its 
goal of returning to profitability.   
 
Bear in mind that the debtor in pos-
session and the creditors could decide, 
subject to the approval of the court, to 
reject the contract as part of the reor-
ganization plan if they found the 
agreement was not in the best inter-
ests of XYZ.  Were that to occur, the 
burden would be on XYZ to retrieve 
its goods from ABC’s possession.  As 
in the case of the rejection of a con-
tract by the trustee under a Chapter 7 
liquidation, ABC’s likelihood of re-
covering any damages would be slim. 
 
 
Next month’s issue of the Update Re-
port will feature the conclusion to this 
series on bankruptcy.  It will focus on 
the consignor’s rights where the con-
signed inventory is placed with a 
company that subsequently enters 
bankruptcy proceedings.  It will also 
address strategies for protecting 
against this possibility when you 
place your inventory on a consign-
ment. 

LAWS YOU CAN USE 
 

Protecting Your Rights In Someone Else’s Bankruptcy 

 

Ten reasons not to miss the ASA 2001 Annual Conference…                                                          ASA -The only way to stay informed!  

Airline Suppliers Association 1707 H Street, NW, Suite 701, Washington, DC  20006, E-mail: conference@airlinesuppliers.com  

Topics from 2000 conference include:  

Q Hazardous Materials 
Q Accreditation  
Q Part Marking 
Q Aviation Law 
Q Parts Traceability 

Q E-Commerce 
Q Industry Updates 
Q FAA Guidance Advisories 
Q JAA & The European Marketplace 
Q Networking with key industry       

officials and peers 

OPERATIONS 

MANUFACTURING MAINTENANCE 

DISTRIBUTION 

The VoiceThe Voice  
of theof the  

Aviation SuAviation Suppply ply   
IndustryIndustry   

DISTRIBUTION DISTRIBUTION 

Complete conference agenda and registration details 
will be posted on our website late 1st quarter 2001.  

July 8-10, 2001 
For reservations call: 

Toll Free: (888) 273-2537, or  
Locally: (561) 655-6611 

 

Fact Pattern Two 
 
Company XYZ [XYZ] has filed for 
Chapter 11 protection.  XYZ has an 
ongoing consignment agreement with 
the Comp any ABC [ABC].  Through 
that agreement, XYZ has placed in-
ventory at ABC’s facility, which ABC 
is selling.   
 
In this fact pattern, the consignment 
agreement would probably continue 

In the case of reorganiza-
tion, the consignment may 
be ‘business as usual,’ but 

beware: the debtor-in-
possession may be able to 

void the consignment 
agreement. 
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TradeAir.com, the fastest growing aviation Internet market for parts,       
announces TradeAir Professional Services!  Provided by seasoned      
aviation  industry veterans.  TradeAir’s Professional Services is all about 
making you more effective. 

TradeAir’s Professional Services—Committed to your success. 
Call us at 1 262 796 8144 or visit www.tradeair.com  

TRAINING    

• ESD (Electro Static Discharge) 
• New Executive/Manager  
• SUPs (Suspected Unapproved 

Parts) 
• Regulatory/Industry overview for   

Purchasing and Sales personnel 
• FARs (Federal Aviation           

Regulations)  a primer 
• HAZMAT (Hazardous Materials) 
• Receiving and Shipping Inspection 
• Human Factors for Aircraft          

Maintenance 
• Quality Auditing 

SERVICES    

• Parting out  
• PMA 
• New Repair Station startup 
• JAR 145 Acceptance  
• CASE Audit preparation 
• Export DAR 
• ISO 9000/ AS9100 Gap 

analysis 
• Legal Referrals 
• Distributor Accreditation  

assistance 
• Certificate Crisis                

intervention 
• Conversion to the           

expected new FAR 145 
regs 

• Quality Auditing 
• Temporary Inspectors 
• Aircraft Parking 
• Government Affairs 

“I used TPS to apply for our  
JAA Acceptance certificate.    
The training, Supplement     
manual, application process,  
and FAA liaison went very 
smoothly.  I would certainly   
recommend TPS to anyone      
interested.” 
~ Tom Wolz, President, 
   Stapp Industries 



  1010                                                                                             ASAASA --The Update ReportThe Update Report                                                            January 2001January 2001  

YOUR ASSOCIATION IN ACTION 
 

ASA 2001 Board Elections 

At least five positions on the ASA 
Board of Directors will be open for 
election in 2001.   
 
Each of these five Board members 
must either stand for re -election or 
step down from office.  The five indi-
viduals are: 
 

• Karen Borgnes 
Pacific Aero Tech 
 
• John Butler 
Time Aviation Services, A Unit 

of Ameron Global  
 
• Amy Cochis  
Pratt & Whitney 
 
• Fred Gaunt 
Pacific Air Industries 
 
• Mike Molli 
Scandinavian Airlines System 

 

The two ASA board Members elected 
last year, Bill Cote and Paula Sparks, 
will continue to hold their positions 
for the coming year.   
 
All seven of the current Directors 
have served with distinction.  This 
Board has presided over some very 
important decisions about the future 
of the Association, like significant 
changes (both implemented and 
planned) to improve the ASA-100 
Accreditation Program, introduction 
of significant hazardous materials 
training courses and resources, and 
substantial government affairs initia-
tives. 
 
ASA Directors must be employees, 
officers or owners of an ASA member 
company.  Board members who end 
their relationship with the ASA-
member company are required to for-
feit their seat on the ASA Board. 
 
ASA Board members are expected to 
attend four Board meetings per year 
as well as participate on telephone 
conferences to help guide the Asso-
ciation.  Each Board member is re-
sponsible for his or her own expenses; 

they are not compensated for their 
efforts nor are they reimbursed for 
their expenses by the Association.  
Board members remain in frequent 
contact with the ASA President, and 
they are often instrumental in devel-
oping new programs and membership 
benefits. 
 
Being a member of the ASA Board is 
a great responsibility, and ASA has 
been lucky to have some of the best 
people in the industry sit on its Board.  
ASA is looking forward to continuing 
its tradition of excellent Boards of 
Directors through this coming elec-
tion. 
 
ASA Members   interested in running 
for these positions should submit 
nominations to ASA.  Nominations 
should include the name, company 
name, and contact information for the 
nominee. 
 
Nominations are due no later then 
5:00 pm Eastern Time on Wednesday, 
February 28, 2001.  Ballots for the 
election will be distributed to the 
ASA membership on or about March 
2, 2001. 

Register at our website WWW.GICPARTS.COM to have access to our daily        
updated inventory of JT8D engine components.  Search by part number or            
description.  Search results include part condition, quantity, tag and trace 

details. 

 
For more information, please contact us at info@gicparts.com. 
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In recent meetings on and off Capitol 
Hill, it has become clear that the num-
ber one issue before Congressional 
transportation committees is air traffic 
control [ATC].   
 
While this may not appear important 
to distributors at first glance, it is im-
portant because it means that Capitol 
Hill will be looking at our industry 
under a microscope, and this may pro-
vide an opportunity to have Congress 
address some other issues that plague 
the industry. 
 
Norman Mineta, the former Chair of 
both the Transportation Committee 
and the Aviation Subcommittee, has 
left the Congress but his stay in the 
private sector was short-lived.   After 
six month’s as Clinton’s Commerce 
Secretary, Mineta has agreed to stay 
on with the Bush Administration as 
Transportation Secretary.  He has 
confirmed that ATC reform is his 
number one issue. 
 
There are a variety of solutions to the 
aviation congestion issues facing the 
nation.  The long term solutions of 
building infrastructure (runways) will 
take many years to complete, so 
short-term solutions must also  be 
adopted.  Short-term solutions include 
government interaction in the flight 
scheduling process, and technology 
solutions like advanced avionics that 
make it possible to reduce the separa-
tion between aircraft.   
 
All of this means that a larger than 
normal percentage of the FAA’s regu-
latory resources will probably be de-
voted to ATC issues.  This could de-
lay non-ATC priorities from receiving 
the attention they deserve.  In the 
coming year, it will therefore be espe-
cially important for ASA members to 
communicate their problems to ASA, 
and to support ASA’s efforts to 
achieve solutions. 

(Continued from page 1) 
safety by assuring implementation of 
good record-keeping practices de-
signed to prevent any possibility of 
unsafe conditions.  Under the pro-
posal, owners and possessors of life-
limited parts would be required to 
transfer current status records with the 
parts when sold or otherwise trans-
ferred, and installers would be re-
quired to make reference to these re-
cords to assure that a life-limited part 
was not installed inappropriately. 
 
ASA filed its comments jointly with 
five other industry trade associations 
in support of this proposal: Aeronauti-
cal Repair Station Association, Air-
craft Electronics Association, Heli-
copter Association International, Na-
tional Air Carrier Association and 
Professional Aviation Maintenance 
Association.   Each of these organiza-
tions contributed input to the final 
comments. 
 
In addition to these joint comments, 
ASA filed separate comments ad-
dressing come of the particular con-
cerns of the distribution industry.  
These separate comments ended with 
the same conclusion as the joint com-
ments: the issuance of a supplemental 
notice to the public using language 
similar to that recommended by ASA. 
 
The next step in the process is for the 
FAA to review the comments re-
ceived from all commenters.  The 
FAA has not made any promises to 
ASA, so there is no guarantee that the 
joint proposal will be accepted by the 
government; nonetheless, the joint 
proposal makes sense and it allocates 
the regulatory risks and responsibil i-
ties the way that these risks and re-
sponsibilities are already allocated by 
those engaged in ‘best practices’ 
throughout the industry. 

GOVERNMENT AFFAIRS  
 

Gov’t at a Glance 

ASA IN ACTION 
 

LLP Comments 
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Issues of the Update Report Are Now Online! 

Are you reading a borrowed copy of the Update Report?  Subscriptions to the Update Report are now FREE to persons in the 
aviation industry or the government.  To receive your free subscription, send your name, title, company, address, phone number, 
fax number and email address to ASA.  Our email address is info@airlinesuppliers.com and our fax number is (202) 730-0274. 
 
Back issues of the Update Report are now on-line!  Missing a prior issue?  Issues of the Update Report are being added to the 
ASA web site about one month after they are published.   Complete sets of volumes six through eight (except this issue) are now 
on-line! 

UPCOMING EVENTS                                * = Schweitzer, Lewis or Dickstein will be speaking there 
 
 
Feb. 11-13            Heli-Expo 2001, Anaheim, CA.  See http://www.heliexpo.com for details. 
Feb. 26-27            * ASA Hazmat Training , Miami, FL, Doubletree Miami Airport.  See Page 3 for details. 
Feb. 28- Mar. 1    * ASA Hazmat Training , Ft. Lauderdale, FL, The Riverside Hotel.  See Page 3 for details. 
Feb. 28-Mar. 2    Regional Airline Valuation Conference, Tyson’s Corner, VA.  Call Caroll Everest at (44) 1892 515364.  
Mar. 25-28           Conference on Quality in Commercial Aviation , Dallas, TX.  Send email to info@asdnet.org for details. 
Mar. 26-28           Commercial Aviation Indus. Suppliers Conference, Los Angeles, CA.  Call (310) 203-9603 for details. 
Mar. 26-28           * PMAs & Spare Parts , Atlanta, GA, Atlanta Airport Marriott.  Call (207) 892-5445 for more details. 
Mar. 29-30           * ASA Hazmat Training , Dallas, TX.  See Page 3 for details. 
Apr. 3-5                 MRO, Dallas, TX.  Contact Ryan Leeds for details at (212) 904-3892. 
Apr. 22-24            Air Cargo Industry Conference,  New Orleans, LA.  Call Caroll Everest at (44) 1892 515364. 
Apr. 25-27            NY School of Int’l Aviation Finance , NY, NY.  Call Euromoney at (44) 0 20 7779 8999. 
Apr. 25-28            * Aircraft Electronics Ass’n Convention & Trade Show, Dallas, TX.  Call (816) 373-6565 for info. 
Apr. 27-30            Aeronautical Repair Station Ass’n Symposium, Arlington, VA.  Call (703) 739-9543 for details. 
Apr. 29-30            * HazMat Training for the Aviation Community, Long Beach, CA.  Call (202) 730-0260 for details. 
May 1-3                  * Aviation Services and Suppliers Supershow, Long Beach, CA.  Call (202) 730-0260 for details. 
July 8-10           * Airline Suppliers Association Annual Conference , The Breakers, Palm Beach, FL.   
                        Call ASA at (202) 730-0270 for more information, or send email to conference@airlinesuppliers.com. 

Airline Suppliers Association 

1707 H Street, NW, Suite 701 
Washington, DC  20006 
Telephone: (202) 730-0270 
Facsimile: (202) 730-0274 


