WESTERN CANADA \\ Aero Recip – Gregorash Aviation

Aero Recip is the largest piston engine overhaul shop in
Canada, serving the commercial aerospace market.

Flyinghigh
Fernie Tiflis Aero Recip is working on consolidating all of its
companies under one name, Gregorash Aviation.
hen Winnipeg-based
aeronautics leader
Standard Aero decided
to pursue the turbine engine business in 1988, the company shut
down its piston engine division
permanently. Although Standard
didn’t see any further future in piston engines, longtime employee
Alvin Gregorash thought differently. Leaving his former employer,
Gregorash established Aero Recip
Canada Ltd., focusing on piston
engine systems for the aerospace
market.
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Today, Aero Recip is the largest
piston engine overhaul shop in
Canada, serving mostly the commercial aerospace, as well as the
private market. Over time, the
company opened two more companies – Airparts Network and
Aero Recip Alaska.
In 2008, to clearly communicate its “one-stop shop” offering,
Aero Recip and its family of companies launched Gregorash
Aviation – an umbrella brand representing the three companies
and six brands. “[We estab-

lished] Gregorash Aviation
to put together all companies
and products [President] Alvin
Gregorash owns, so we can let
our customers know the strength
we have and the products and
services we offer,” Vice President
Tracey Gregorash states.
Central to the Gregorash
Aviation launch is its interactive
Web site, which offers more
than a traditional company and
product information. It features a
customer feedback mechanism,
virtual news and a unique storytelling component that uses
videos, music and a short story
to communicate a “true-story fictionalized” version of the company’s development into an industry leader.
“We invested so much on
our [new] Web site,” Gregorash
states. “We rely on the market,
which is our customers, to tell us
what is happening to their businesses so we can provide them
a better service.”
COMPETING THROUGH QUALITY
To fully serve its customers,
Gregorash Aviation’s Web site
also offers a 24-hour AOG service
that helps customers troubleshoot
problems over the phone. “We
compete with OEMS, and what
we offer our customers is a quick
turn time, a service that big manufacturers cannot really do,” Alvin
Gregorash explains. “That’s how
we compete with OEMs –
through service and quality.
“We do a lot of work for commercial aerospace, and these
operators don’t have time for
down time, and that is what sets
us apart from most companies.”
KEEPING A FAMILY OPERATION
Aero Recip, along with its two sister companies, employs 60 peo-
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ple. Keeping a tight knit of
employees help the company
maintain a family atmosphere.
“We are small enough to treat
our employees as individuals –
they are not just numbers,”
Tracey Gregorash states. “We
know everybody, [and] we have
an open-door policy.”
To show its appreciation to
employees, the company offers
ongoing training. “We have a lot
of skilled employees working for
us,” she continues. “It’s not
something you can just find off
the street.”
OLD WITH THE NEW
As the second-generation leader,
Gregorash says she feels fortunate to work with her father. “I
feel very lucky to see how things

have been done for the past 20
years, and now I’m seeing it
move forward another 20 years,”
she states, noting that she joined
the family business in 1997. “It’s
like blending old school with new
school. I think we can achieve
the best solutions when we have
somewhat different perspectives
on things.” An important lesson
Gregorash has learned so far is
that change takes time. “I have a
lot of ideas, plans and goals,” she
says, “but it’s a matter of making
that transition over time. It’s not
going to happen over night. The
business will continue to change.
Change takes a lot of time, but
once you can grasp the opportunity, you should take hold of that.”
Alvin Gregorash says he has
learned a few lessons, too. “If you

don’t know [the business] and
you can’t control it, don’t get into
it,” he stresses. “You shouldn’t be
getting into something that you
are not knowledgeable of.”
When it comes to aviation,
Gregorash says he knows it all.
His career started in the stock
room of Standard Aero in 1968.
He then held various positions
throughout the early part of his
career gaining experience in
stores, purchasing and surplus
inventory. The aerospace business is a people industry, he says.
“Communication and friendships
with both customers and employees are important,” he points out.
“We look after our customers,
which led us to about 95 percent
repeat business. It’s really about
word of mouth.” g
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