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The Client 

One of the world’s leading aerospace 
engine manufacturers and one of the most 
famous brands globally, our client designs, 
develops, manufactures and services 
integrated power systems for use in the 
air, on land and at sea. 

They are one of the world’s leading 
producers of aero engines for large civil 
aircraft and corporate jets, and the second 
largest provider of defense aero engines 
and services in the world. 

For land and sea markets, reciprocating 
engines and systems from our client are in 
marine, distributed energy, oil and gas,  
rail and off-highway vehicle applications.  

In nuclear, they have a strong 
instrumentation, product and service 
capability in both civil power and 
submarine propulsion.  

Business Need  
Our client recently engaged with  
GP Strategies to extend the support we 
already provide in the America’s to 
support customer and product training 

teams in Europe for the following business 
sectors: 

• Civil large engines 

• Civil small and medium engines 

• Defence 

• Energy 

• Naval marine (gas turbines) 

• Nuclear 

• Controls and data services 

 
The client requested that GP Strategies 
provide additional capacity and capability 
which requires: 

• Provision of trainers against a 
monthly plan 

• Product training delivery 

• Provision of trainers at short notice 

• Product training design and 
development 

• Online learning design and 
development 

• Vendor/supply chain management 

• Continuous improvement initiatives 

• Method improvement initiatives 

• Adoption of the clients design and 
development support centre 
processes 
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Solution 
Working with the customer and product 
training teams within each of the client 
business sectors GP Strategies provides 
resources to help identify and support the 
varied sector specific learning needs and 
requirements.  

Determining the appropriate use of 
technology is key to controlling costs and 
expenditure in training development.  

To supply the required services  
GP Strategies created a customer facing 
learning and development team which 
includes the following roles: 

• Account Director 

• Programmes Manager 

• Account Manager 

• Senior Instructional Systems 
Designer 

• Senior Project Manager 

• Project Co-ordinator 

• Vendor Co-ordinator 

Results 
Through a blend of account management, 
relationship management and project 
management, collaborative relationships 
have been forged across both 
organisations which encourages open 
dialogue and exchanges of ideas to 
facilitate and fulfil learning needs.  

Feedback from client senior management 
in respect of the development of 
relationships has been positive. 

Facilitator resource has been deployed to 
successfully deliver training in the UK and 
overseas for a number of engine types on: 

• General familiarisation  

• Strip inspect and rebuild 

• Mechanical engine control unit 
differences 

• Magnetic chip detection and analysis   

 
A number of e-learning projects have 
been completed using a range of 
technology and complexity, with more in 
the pipeline with some pieces being a 
“channel shift” - taking existing training 
content and converting into interactive 
computer based training, and some pieces 
are newly created with the collaboration of 
client subject matter experts and 
engineers. 

 
 
 


