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TFDI is a leading international exhibition support business creating valuable, high-level networking opportunities for 
corporate companies and worldwide delegations. For the 8th year running, TFDI has helped its clients increase business 
and therefore their presence at European Air Shows.  
 
The below timelines clearly demonstrate, firstly how the focus on attending and exhibiting at international air shows has 
grown and secondly and in turn, how the business focus has grown to provide staggering business potential, at the 
recent 2016 Farnborough International Air Show (FIA), to over $35 million of business done at the show with who 
knows what business will come from the hundreds of new relationships established – highlighting not only how crucial 
presence at international events is, but also how attendance needs to be done well, in order to succeed and profit..  
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BACKGROUND TFDI were first involved with the Washington State Department of Commerce in 2010 and were tasked to devote the 
majority of time to the aerospace industry to develop trade and inward investment. Washington State is situated on the 
west coast of the USA and, to set the scene, is home to companies such as Microsoft and Boeing.  
 
Back in 2010, many Europeans thought that Boeing built their aeroplanes in Chicago, the company’s Head Office 
location. Yet, Washington State is where they build commercial planes employing 250,000 people directly and indirectly, 
with a 600-company supply chain and a region of world-class R&D in all aspects of aerospace. It has a ‘century of know-
how’ in aviation and space, yet  the Washington State aerospace industry in 2013 was worth $76bn with aerospace 
exports accounting for 53% of all Washington State exports, in 2013, totalling $43.6bn.  
 

 

 

FIA 2010
A small delegation from 
Washington State attends 
the event

FIA 2012
Following an increase in critical mass 
at the previous 2 events, the 
Governor of Washington State 
attends a week-long event with over 
100 delegates visiting Ithe aerospace 
supply chain in Ireland and England.

FIA 2016
The largest exhibition stand to date. 
TFDI helped create direct business 
worth $35 million, let alone the final 
value of future business
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Washington State at the FIA in 2012                                   Washington State at the FIA in 2016 
 
 
 

OBJECTIVE 
 

To increase aerospace exports from Washington State to Europe and to attract European companies and therefore jobs 
to the State: TFDI’s research identified some key issues to be addressed including: 
 

 Confusion over the geographical location of Washington State on the west coast versus Washington DC on 
the east coast was a key concern. Washington State is the home to many well-known businesses including 
Microsoft, Boeing and Amazon each with their head office in Seattle. The region has highly-skilled personnel, 
experienced aerospace workers and some of the world’s most forward-thinking aircraft and space exploration 
vehicles have rolled out of its factories. Yet, there was little European awareness of what the state could offer to 
Europe with regard to aerospace and related firms. There was clearly a need for a region-wide Washington 
State PR awareness and promotional campaign.   

 There was also a perception amongst European companies that Washington State ‘has everything it needs, so 
where is the business opportunity for us?’  

 There was insufficient traction of inward investment and developing trade, where there should be plenty. 
There was misunderstanding within recent changes in the supply chain. 
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 We also helped the WA supply chain understand the changes in the supply chain with regards to Airbus 
increasing its sourcing from the dollar region from €6 billion to over €30bn pa and to navigate the 
consolidation of sourcing from tier one suppliers. 

 

ACTIONS 
 

TFDI identified and created a strategy, to assist with the closing deals for both export trade and inward investment 
including:  
 

 To develop a deep understanding of the aerospace sector and initiate discussions with Boeing and Airbus and 
many of the other tier one companies to identify gaps in the supply chain 

 To identify gaps to allow for a complete understanding of the dimensions of this sector  

 To scope out the opportunities across Europe and how best to access those opportunities 

 To persuade the State to change its marketing messages from ‘we are the largest and best at everything’ to 
‘Washington State is the biggest and therefore has lots of opportunities’ 

 To generate a legacy of growth and activity  

 To facilitate attendance at international aerospace events including the Farnborough Air Show, Paris Air Show, 
the Aircraft Interior Show and Aeromart Toulouse. 

 To create a sister event to Aeromart Toulouse, France in Seattle – A&DSS 
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OUTCOME 
 

Since 2010, the team at TFDI has worked 
hard to educate the EU supply chain with 
regard to the opportunities available in 
Washington State. In a recent industry-led 
survey, a staggering 100% of people 
asked now know where Boeing build 
their commercial aeroplanes.  
 
As well as increase awareness of the State 
as an Aerospace hub and increase 
participation and business at European 
events, part of the initial strategy was to 
identify an event in Washington State 
which could be used as an anchor to 
invite overseas companies to visit the 
region. TFDI worked with the organisers 
of Aeromart Toulouse, the largest B2B 
event in the aerospace sector, to 
encourage them to establish a 
Washington State event.  
 
The first A&DSS was held in Seattle in 

2012. It has now become the second and most important B2B event in the Aerospace calendar and has grown year on 
year. In 2016, the event hosted 900 companies from 40 countries with 11,000 pre-arranged meetings.  
 
In addition, the event organisers have gone on to set up a clean technology event in the state as well – this was held, 
for the first time, in 2015.  
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Once the show gathered sufficient critical 
mass, the Governor of Washington State 
attended the Farnborough Air Show. TFDI 
were tasked with creating an additional 
itinerary for a multi-sector 5 day inward 
missions, visiting companies and 
government, arranging networking 
functions, logistics, accommodation and site 
visits. This also included special arrangements 
for the Governor, which extended to the pre-
mission visit by the Governor’s security detail.  
 
 
 
 
 
 
 

Governor Inslee and 
UK Minister Barker  

Governor Inslee addressing a 
delegation of aerospace 
executives at the Shard, 
London 
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Dinner cruise on the Sienne, Paris  
Cocktail reception at the Aero Club, Paris 

Reception on the stand at the exhibition  
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TFDI regularly carry out multi sector inward 
missions which included over 60 delegates 
visiting Ireland and the UK lead by 
Governor Gregoire. TFDI provided all of the 
arrangements for high level government 
meetings and company meetings for the 
Governor. Visits with leading organistaions 
were also included as part of the itenarary  
which lead to a number of MOU’s 
recognising the increased cooperation 
between specific industries in both regions. 
 
In addition one to one meetings between 
the delegates and local companies a 
number of networking events were 
established as well as site visits 
concentrating on ICT, renewable energy 
and aerospace. 
 
 

Governor Gregoire with Irish Prime 
Minister, Enda Kenny



 
 
 
 
 
 

Aerospace Case Study 9 

 

The delegation with Governor Gregoire 
following visit to Open Hydro 

Governor Gregoire signs an MOU between the 
Irish Maritime and Energy Resource Centre 
(IMERC) and the US Northwest National Marine 
Renewable Energy Research Center (NNMREC)  
on research collaboration on marine renewable 
energy. 
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BENEFITS 
 
 

Through the outreach and relationship building process with key companies, regions, cluster and multipliers, TFDI has a 
wealth of experience, knowledge and high-level contacts. 
 
TFDI assisted the Washington State supply chain and helped change the perception, in regards to Airbus, increasing 
sourcing from £6 billion to over £30 billion. TFDI also advised on the navigation with regards to consolidation of sourcing 
from tier-one suppliers. 
 
Through a programme of increased visibility at international events in Europe, TFDI has the know-how, dedicated 
European representatives, quality logistical event planning providing highly qualified business opportunities for their 
clients.  
 
Part of the role in 2010 was to arrange appointments for the delegates attending Farnborough International Airshow. 
Over the years, the support from TFDI to the Washington State Department of Commerce has extended to providing 
support with logistics, pre-attendance briefing, accommodation, events and functions, appointment-setting, stand 
location and building advice and negotiation, stand management, and post-show reporting. 
 
 

NEXT STEPS 
 

Since 2010, there has been an increase in the number of companies establishing a presence in Washington State, 29 to 
date. This has therefore seen a rise in the number of companies attending the event and in turn millions of dollars of 
business reported. The number of European events that Washington State participates in has grown from 0 to 6 over 
the last 5 years.  
 
Space, specifically commercial exploitation of space is now emerging as a significant opportunity for the State. TFDI are 
already connected with many of Europe’s leading organisations and companies in preparation of the emergence of this 
new sector.   
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Event services 
provided by TFDI: 
 

 

Before the event 
 

 Highly qualified b2b appointment setting 

 High level executive and political engagement 

 Exhibition stand design, building and commissioning 

 Logistics and transport 

 Entertainment and events 

 Catering 

 Project management 

 PR campaign planning and implementation 

 Literature production and supply 

 Recruitment of delegate companies 

 Pre-event briefing 

At the event 
 

 Exhibition staffing 

 Stand management 

 Translation and promotion 

Post event evaluation 
 

 PR and communication 

 Lead follow up 

 Reporting 

 

 Tel: +44 (0)1451 822252             
Email: info@tfdi.co.uk 
Web: tfdi.co.uk 
 

 


