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Ayce Celikel, acelikel@aero-bay.com 
Aerobay 



Is aviation business follow the trend? 
"Add to Cart”   “ Click to Buy” 
Will traditional industries adopt of integrated information and 
communication technologies ? 
 



Second Hand Market? 

Which Sources feed the 2nd hand 
market ? 

Slow & Non-moving items on the shelves 
(Airlines & Operators) 

New Surplus & Used parts 
from OEMs 

+ 

+ 

Aircraft retirement 



Problematics of  the buyers and sellers .. 

• Airlines 
• Surplus stock, non moving stock, no  time 

for  inventory, selling   
 

• Brokers 
• How to find interesting stock  
• How to best sell quickly, 
• Make the most ROI (Find cheap, sell high) 

 

• MRO 
•  Quick fix to clients 
• Finding the right amount of stock, pricing 

etc.. 

 

 

« RFQ* / Quoting) can be  long & and need 
time and ressources » 

« Lots of non-moving stocsk from airlines & 
operators» 

« Mostly urgent parts are searched i.e. AOG, 
instead of sustainable planning»  



•24h/d  7d/w 365d/y 

•Expanded choices 

•Lower prices 

•Better interactions, shorter and faster circuit 

•Targeted customers 

•Mass customization and 1-1 marketing 

•Safe and secure transactions 

 

E-commerce: The Shift to Consumer-Driven Competition  



Disruptive effects of digital economy? 

•Set a new bar and unified standard in 
consumer convenience,  

•Post-customer experience (After 
market efficiency) 

•Disruption based on convenience 

•To increase revenues, improve 
efficiencies and enhance the ‘customer 
journey’.   

•To allow firms to reorganise their 
internal operations and distributions. 



What else can be done (Added value vs Hurdles) 



Risks and mitigation 



Aerobay at a glance… 

The first web-based BtoB marketplace for distribution of aerospace 
spares: promote, sell, buy, and more.. 

Digital 
communication 

 
SEO 

 
On-line distribution 

 
E-Sales 

 
Consignment 

New OEM spare 
products 

 
E-shop solution 

 
Used parts 

 
Non-moving parts 

sales 
 

Flash Sales 
 



… How it works for the Buyers 
Traceability, EASA/FAA documents 
attached, Shop finding reports, .. 

Secure payment :  
 Direct wire transfer 
 Credit/Debit Card 
 Secure escrow account via MANGOPAY 

Immediate purchase via BUY NOW  
or  

MAKE AN OFFER feature to negotiate prices 
with the seller 



THANK YOU, QUESTIONS? 

acelikel@aero-bay.com

www.aero-bay.com
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Q & A 


