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Russell was one of the first leaders I met here at GE, and he's been a critical partner over the last seven years. We wish him nothing but 

success in his next chapter. These changes, along with FLIGHT DECK will further support growth in deliveries in '26. Across our MRO 

network, we are removing waste to improve shop visit output and turnaround times. 

For example, we're converting from batch to flow production, which supported LEAP CFM56 and GE90 turnaround times, improving over 

10% year-over-year in the fourth quarter. Additionally, at our Wales facility, CFM56 turnaround time improved by 20%. And at [SOMA], we 

sustained turnaround times below 80 days. 

This enabled us to deliver our highest LEAP shop visit output of the year. With LEAP installed base is expected to roughly triple between 

'24 and '30, we're expanding capacity across our global MRO network to support aftermarket demand. 

In 2025, we added MTU Dallas is our sixth premier MRO partner, supporting third-party shop visit growth, now representing around 15% of 

total LEAP shop visits. We're dedicating approximately $500 million of our more than $1 billion of investment in MRO to LEAP. This includes 

exceeding several MRO sites, including Malaysia, Selma and Dallas and a new on-wing support facility in Dubai. 

We expect these investments will roughly double LEAP internal capacity. Taken together, these actions drove meaningful progress in 

services and equipment output in 2025. CES services revenue increased 26% with internal shop visit revenue up 24% and including LEAP 

internal shop visit volume up 27%. 

Spare parts revenue grew more than 25%. Deliveries across commercial and defense increased 26% for the year, including a strong finish 

with 8% sequential growth in the fourth quarter. Commercial units increased 25%, including LEAP up 28%, exceeding 1,800 units, a record 

output for this program. And defense engine deliveries increased 30%. While 2025 marked a year of progress, we know there is more to 

do to meet customer demand. And I'm confident we will deliver. 

Turning to slide 7. One of the behaviors that guides us is to be customer-driven all that we do. We're leveraging over $2.3 billion flight hours 

and nearly $3 billion in annual R&D to drive meaningful improvements for our customers. Our focus remains on delivering mature levels of 

time on wing and lowering cost of ownership. 

In November, the GEnx fleet leader equipped with the upgraded HPT blade, which has improved time on wing over 2.5 times in hot and 

harsh environments, achieved a new milestone, surpassing 4,000 cycles. Informed by our progress with the GEnx, the LEAP-1A durability 

kit will improve time on wing by more than 2 times, matching our industry-leading CFM56 performance. This is now incorporated in all 

LEAP-1A, new engine deliveries and shop visits with nearly 1,500 kits shipped since certification. 

In addition to improved durability, we're also expanding our pair catalog, which will lower cost of ownership and improve turnaround times. 

In '25, LEAP parts certified repair increased 20%, and we expect continued growth in '26. Combined with our progress on delivery, we're 

actively working to meet customer expectations on LEAP. 

At the same time, utilization of our mature engines remains robust. CFM56 is the most widely owned and operated engine in commercial 

aviation with retirements in '25 consistent with '24 levels. The third-party MRO ecosystem provides customers with optionality for servicing 

their fleets, supporting higher asset values and lowering cost of ownership. 

And we continue to strengthen MRO access to OEM materials to support further CFM56 longevity. Last quarter, for example, we reached 

a materials agreement with Aviation to support service of its growing fleet of CFM56 engines. We're also progressing the next generation 

of engines. We recently completed a ground test campaign demonstrating our first hybrid electric narrowbody engine architecture. This 

first-of-its-kind milestone demonstrates systems integration, advancing the technology from concept to practical scalable application. 

As we deliver greater customer value and advanced breakthrough technologies, we're growing our backlog. At the Dubai Airshow, we've 

recorded over 500 engine wins across narrowbodies and widebodies, including Riyadh Air's commitment for 120 LEAP-1A engines and 

flydubai's selection of 60 GEnx engines. 
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