
Used Serviceable Materials (USM):
Impact of the COVID crisis on market dynamics



Before the COVID crisis, Oliver Wyman, a management consultancy, valued the 
global MRO market for 2020 at USD $91.2 billion.  Current projections, which 
take into account fleet reductions, fleet retirement and significantly reduced 
aircraft use, estimate the 2020 market at $50.3 billion.  

Under normal market conditions, retired commercial jets are an excellent 
source of used serviceable material (USM). In 2020, the number of permanently 
retired aircraft has increased while demand for USM has fallen to nearly zero. 

Since March 2020, airlines have been 
forced from their long-profitable positions 
into an almost complete shutdown. To stay 
operational, many companies are deploy-
ing their asset valuation and liquidation 
strategies to generate cash. Maintenance, 
repair and overhaul costs (MRO) makes up 
10-15% of airline’s direct operating costs, 
and is home to some of the company’s 
most easily liquidated assets in the form of 
tradeable spare parts. (Source: IATA Airline 
Cost Management Group)

 $41
billion
Reduction in MRO 
demand in 2020

Up to

As the industry starts up again and airlines 
look to aggressively control costs, the 
ease of acquiring and selling USM will 
become an important tool to control and 
optimize their inventories.  11% of the $26 
billion spent on parts and materials in 2020 
is forecast to be USM.

The following analysis are mainly based on statistics derived from the IATA MRO 
SmartHub platform, which was designed to bring transparency and ease to the 
USM procurement process. When it was launched in 2019, everybody was 
delighted to find that the tool did just that. One year later, the central role USM is 
playing in the industry’s restart means that detailed valuation intelligence.

MRO and COVID: WHAT YOU NEED TO KNOW

See the MRO SmartHub video
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The spare parts market felt the effects 
of COVID early. The number of spare 
parts transactions in January 2020 was 
already 24% of the level in January 
2019.  When lockdowns arrived in 
Europe and North America in March, 
clients scrambled to cancel any 
non-essential transactions as yet 
unprocessed in order to reduce costs.  
In April and May, there were 82% fewer 
transactions than in January 2019.

New parts sales fared better due to the 
long-term contracts most airlines have 
with OEMs, but still tumbled to 36% as 
compared to January 2019. By April, 
new parts sales were about 16% of 
their usual volume. The number of 
stored aircraft had increased so much 
that OEMs and airlines had to revise 
their contracts to reflect the reduced 
demand for maintenance and parts.

MRO and COVID: AN ANALYSIS

Transaction volume – monthly average
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The historical pricing data of USM from MRO SmartHub shows a wild variance in 
part prices in 2020 as compared to 2019.  +/- 20% are considered to be within 
normal range. In 2020, however, a change of +/- 60% is observable in the data.

Between January and March 2020, the changes were likely caused by the fact 
that airlines traded only essential parts in lower volumes to ensure they could 
keep operating.

Drill down: Rotables and components the most affected

Data from MRO SmartHub shows that prices in the rotable and compo-
nent categories were more volatile in 2020 than consumables and 
expendables. The sales volume for rotables and components dropped 
in January 2020 by 88%. Consumables and expendables settled at 32% 
as compared to January 2019 and then fell to 18% in April 2020.

The reason for this discrepancy is that consumables are predominantly 
purchased in new condition directly from OEMs or distributors, whereas 
components are sourced more often from the USM market on an as 
needed basis.  

Beginning in mid June, prices started to drop significantly. More airlines consoli-
dated their fleets to save costs and thus more USM was available on the market 
but demand was still comparatively low.

2020 PRICE VOLATILITY
USM 
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As expected, the new parts market, while experiencing higher prices than 2019, 
was much more stable.  Long-term contracts with OEMs don’t allow for any sig-
nificant savings by reducing order volume.  Prices started to approach the 2019 
price index in May and June 2020, whereas the price volatility decreased com-
pared to the first half of 2020.

New Parts 

Price volatility - New Parts
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Knowing the current market price and how that price has been impacted by the 
COVID crisis and several other factors means you can benchmark market activi-
ties accurately, forecast with real market insight and find cost-optimal solutions 
to unexpected problems. One of the great advantages of using MRO SmartHub 
is having instant access to current and historical asset valuations.

The transactional data populating MRO SmartHub is contributed by its sub-
scribers, and is fully anonymized for use on the platform to generate analyses 
and inform strategy. Purchasing, sales and repair transactions are utilized and 
the resulting data points are presented in a manageable format in Evaluator, the 
business intelligence module. The same data is also used to calculate the Fair 
Market Value (FMV) for USM in all conditions.

Each new customer works together with the IATA product team to determine 
the exact data scope and update cycles for the data contribution. The informa-
tion is then continuously integrated in the database and used for the FMV cal-
culation, the material evaluation and comprehensive market analysis.

Currently, the IATA MRO SmartHub database covers more than 30% of the sur-
plus USM parts market, that is to say more than 1 million part numbers and 
around 100 different aircraft types and engine models. At the moment, the 
database mainly consists of parts for narrow-body and wide-body jets, howev-
er transactional data for regional jets and turboprop aircraft is expected to 
increase significantly over the next months. 

Sign up for an IATA MRO SmartHub trial and discover a variety of additional 
COVID related analytics that will directly improve your operational efficien-
cy and reduce the pressure on your budget.

MRO SmartHub Trial

GET IMMEDIATE ACCESS TO CURRENT PRICING DATA 

Stay in control of your data
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technical sales. This followed in 2006 when he 
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Garath studied at the University of Bradford 
(UK) and gained a B.Sc. (Hons) in Managerial 
Sciences. His career to date has been within 
various high-tech industries and for the last 13
years in aviation and aerospace. After a  

grounding in sales, marketing, product man-
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bility within materials procurement, inventory 
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After studying computer science, Michael did 
his Ph.D. in mathematics at Clausthal University 
of Technology. In parallel, he started his career 
at Lufthansa German Airlines in the operations 
control center and other departments focusing 
on operations research topics. In 2003, he was 
appointed to the program “Future European 
Operations” which was directly reporting to the 
CEO. While working as Head of Competence 
Center Simulation at Lufthansa, he revealed 
deficits of the revenue management systems 

in use by building simulation tools together 
with Ph.D. students. Later, he was appointed 
to rebuild the revenue management systems 
of Lufthansa with the aim to create new fore-
casting, optimization, reporting, and training 
tools and put them into operations. After the 
cutover, Michael was appointed Director IT 
Governance. 
After working 11 years for Lufthansa, Michael 
was looking for new challenges. He left the 
company and joined airberlin group as Vice 
President Commercial Information Systems, 
where he was responsible for the introduction 
of new IT systems for revenue management, 
network planning and business intelligence. 
After realizing that he was only engaged with 
governance topics at airberlin, he decided to 
leave airberlin and to found his own company.
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MRO SmartHub

More information:
iata.org/mro-smarthub


