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1. Learn the Process
2. Transform Outcomes
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What does it mean to be in Helicopters?

• Deliver safety improvements / mods

• Deliver reliable product on-time to customer commitments

• Proactive approach to minimize risk and delivery disruption

How do our roles play into “Keeping the Rotors Turning” mission?

• Emergency Medical Response

• Serving Our Communities

• Small businesses

• Protecting Our Country

Rolls-Royce content only | © 2025 Rolls-
Royce | Private | Not Subject to Export 
Control 
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• Safety

• Excellence

• Delivery

• “Keep the Rotors Turning:

Program Mission

WE SAVES LIVES!
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Program Execution and 
Supply Chain Management

Uniting supply chain and program execution to meet 
demand for high-performance engine platforms



INDEPENDENT OF 
ORGANIZATIONAL DESIGN

EXECUTION IS NOT OPTIONAL!

CUSTOMERS EXPECT RESULTS!

BUSINESS KPIs ARE NOT 
GRADED ON A CURVE

1. WHERE IS THE BELLY BUTTON?

2. SWISS ARMY KNIFE?
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SAN

BBE

BBS

BBC

BBO

Cross Functional Integrated 
Team Governance
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Forecasting and Decision Making

Managing constrained components by forecasting intelligently 
and engaging suppliers earlier in the process
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1. Cross Functional Team
 Weekly Constrained Part 

Reviews
 Escalate to Leadership to 

break the tie

2. EMPOWER THE TEAM
 Decision Matrix
 Set Clear Boundaries

CUSTOMER 1
PO Arrears - Strategic

CUSTOMER 2
PO Arrears - Strategic

CUSTOMER 3
AOG - Several Missed 

Commitments

CUSTOMER 4
Upcoming Contract – Don’t 

Disappoint

CUSTOMER 5
Spare Sales - Must Deliver

WHO GETS THE 
PART?

EXAM PROBLEM
• CONSTRAINED PART(S)
• MULTIPLE CUSTOMERS

POST COVID 
CHALLENGES

MARKET DEMAND 
EXPLOSION

SUPPLIER RESOURCE 
AND CAPABILITY 

MISMATCH



BALANCING ACT TO
LIMIT BUSINESS & 
CUSTOMER IMPACTS
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TRIAGE SUPPLY
• Supply Chain Design
• Commodity Strategy
• Dual Sources
• Transfers
• Engineering Mods

SUPPLY / DEMAND BALANCING

PROGRAM DEMAND

SUPPLY DEMAND

FIRM ORDERBOOK

CAMPAIGNS AND 
PWIN - PGOs 

PARTNERSHIP 
DEMAND

STRATEGIC BUFFER
PLANNED AND 
UNPLANNED 

MAINTENANCE

HISTORICAL 
MARKET USEAGE

FLEET OPERATIONS & 
AVA

CUSTOMER FORECASTS / 
TRIBAL KNOWLEDGE

MARKET 
FORECASTS

OPERATIONS 
CAPACITY

Program Demand Reviews 
aligned to Corporate 

Governance Cycle

* Insertion of AI Toolkits

What Data Set is Most 
Important to You?

What is your 
constraint?
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GOVERNING FOR SUCCES
Establishing clear escalation paths to address bottlenecks 
without impacting customer delivery timelines
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Program Management Governance Model

SC Strategic Playbook
 Fast Make Offload
 Manu Ops Offload
 2nd Source Strategy
 Quality Improvements
 MoM Changes
 Eng/ME Collaboration

SC 101 Tactical Playbook
 Supplier Leadership
 RR Senior Engagement
 “BOG”
 Expedite Fees
 Commercial Leverage
 Engineering Support
 VOC

Mon
1. Crit Path
2. OPS Plan

Tue
1. SC Plan

2. OPS Plan

Wed
1. Eng/Other
2. OPS Plan

Thu
1. Allocations
2. OPS Plan

Fri
1. Open Invite

2. OPS Plan

* Insertion of AI Toolkits

EMS

SUPPLY CHAIN 
ESCALATION

BB /SAKs 
/ Cx FT

1

2
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Q&A


