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From the Editor

Regular readers of Business View Maga-
zine might note that, over the last year or so,
we've highlighted many regional airports across
the United States in our pages. Today, there are
over 19,700 airports in the U.S.- 5,170 of which
are open to the public for general aviation,and
503 of which serve commerecial flights. Almost
all of the airport directors that we've talked to
have mentioned a growing problem facing the
commercial aviation industry: an increasing
shortage of new pilots.

The domestic travel industry is flourishing.
U.S. air travel rose 15 percent from 2007 to
2017,according to the Bureau of Transporta-
tion Statistics. That’s partially spurred by near
record-low ticket prices— the average round-trip
fare in 1990 was $539.29 in 2017 dollars; last
year, it was $339.87. The International Air Trans-
port Association predicts that, over the next 20
years,worldwide air travel will double.

According to a 2017 study by CAE Inc.,a
manufacturer of simulation technologies,
85,000 new airline pilots will be needed by
2027.But a 2016 University of North Dakota
U.S.Airline Pilot Supply Forecast predicted a
cumulative pilot shortage of 14,000 by 2026.

The reasons for the shortage of new
pilots - especially for the smaller, regional
airlines, which are responsible for 53 percent
of all domestic departures - include: a recent
increase in the flying hours required for
commercial pilots, the aging pilot workforce,
fewer new pilots coming out of the military,
low pay and poor working conditions at the
regionals,and a general decline of interest in
the career.

After some major regional airline crashes,
most notably the Colgan Air crash in Buffalo,
New York, in 2009 that killed 49 people,
Congress and the FAA changed their rules.
Co-pilots’ flight-hour requirements increased
from 250 hours to a whopping 1,500 hours.
Pilots must also have 1,000 hours as a
co-pilot. When flight time can cost more than
$100 per hour, training expenses can add up
quickly, easily exceeding $200,000 to become
a commercial airline pilot. So, many students
never make it to the cockpit.

The major airlines draw most of their
pilots from the regionals. But, today, they
are replacing an unprecedented number of
pilots due to the mandatory retirement age
of 65.And because many of today’s pilots
have come from the Baby Boom generation,
the percentage of retiring pilots is at an all-

time high. So, while the majors are shedding
older pilots,and replacing them more quickly
from the top ranks of the regionals, it’s the
regionals that are being forced to cancel flights
and routes, often negatively affecting smaller
communities.

It used to be that pilots could get their start
in the military, transition to a small regional
airline,and then move up to a larger carrier.In
fact, traditionally, more than three-quarters
of commercial pilots came from the military;
Uncle Sam, in effect, paid for the training.
Now, roughly a third of pilots are drawn from
the armed forces, and the alternative—pri-
vate flight schools—requires a substantial
six-figure investment and serious sacrifice,
given the low starting salaries for junior pilot
jobs, which can fall in the $20,000 to $30,000
range, annually. And even the military, itself,
is producing fewer flyers. The Navy predicts
a 10 percent pilot shortage in 2020, while
the Air Force predicts its own 1,000-pilot
shortage by 2022.

Finally, there are concerns about the
low number of young people interested in
science, technology, engineering, and math
(STEM,) fields. That's not a new revelation,
but with the need for aviation profession-
als expected to continue to grow over the
next decade, it could lead to a shortage of
students entering aviation careers in the not
too distant future.

Possible solutions to the growing crisis
include the following:

B Create interest at an earlier stage in
aviation education with internship, cadet, and
leadership development programs.

M Beef up collegiate training programs
with more funding and teaching personnel.

B Encourage flight schools to lower their
tuition, while encouraging airlines to help
offset the costs by offering scholarships.

B Encourage airlines to establish their
own training academies and flight schools.

M Increase salaries, sign-on bonuses, and
benefits for pilots at the regional airlines.

M Increase the mandatory retirement age
from 65 to 70.

The commercial pilot shortage is real and
growing. If changes aren’t made soon, the
“friendly skies” are likely to grow a lot less so.

Al Krulick
Editor-in-Chief
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Reese Tower
Servies

eese Tower Services (RTS), based in Drums, Pennsylvania,
specializes in providing comprehensive mapping and
inspection services to the tower and pole industries, AT A G |_A N C E
and their communications, sports lighting, electric

utility, high mast lighting, traffic,and wind energy assets,

whose structural integrity is constantly under attack by

the elements, corrosion, and fatigue.

These assets include steel poles, which are

freestanding structures varying in height to 250

feet, and which have been utilized as support

structures in the communications, utility, sports

lighting, and transportation industries for over a half

century; self-support towers, which are used extensively

in the communications industry,and can vary to 500 feet in

height; guyed towers, which are used by the communications

and broadcast industries, and can be some of the largest struc-

tures in the world at heights up to 2,000 feet; roof-top structures

SERVING THE
INDUSTRY’S
NEEDS
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that enhance cell coverage and provide cellular signals in
urban areas, and are made of steel; as well as wood and
concrete poles.

RTS was founded by Brian Reese, who received his Bach-
elor of Science Degree in Civil Engineering from Penn State
University, spent several years as a consulting engineer in
the power industry, and then moved into the tower business,
helping to produce tubular steel poles and different types
of pole structures for supporting communication devices.
“Back in those days, the richest guy in town had a bag phone
in his Porsche and none of the rest of us had anything,” he
recounts. “But, by the time | left the pole company about
eight years later, everybody had cell phones. It was a real hot
time; a lot of demand; a lot of tower manufacturers across
the county were incredibly busy.”

“The public appreciated the cell service and the data capa-
bilities, but eventually, they grew tired of seeing a new tower
going up on every block,” Reese continues.“So, the industry

moved on towards structural modifications and
retrofits. The whole modification business was born
out of a need to utilize what we had; taking existing
structures that were designed well in their day, but
by today’s standards might be under-designed, and
in need of structural modification. So, when | left
the pole company, | was involved with a company
that did structural modifications all over the United
States.

“After that, | joined another company that provid-
ed professional services around that industry. What
| mean by that is mappings, weld inspections, and
examinations - professional services that aligned
nicely with my history in the tower business, as well
as the fact that I'm a registered, professional engi-
neer and a certified weld inspector. Four years ago, |
decided to take a swing at this, myself,and | opened
Reese Tower Services and decided that | was go-
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ing to provide professional services — all in,and
around, the tower modification business.”

Reese explains that, in addition to the public’s
aversion to poles going up everywhere, its ev-
er-increasing demand for more data usage has
made tower modification absolutely necessary.
“When cell sites and the original cell systems
were designed, they were designed for voice
calls,” he states.“You can move a lot of voice calls
on a network, but when you're watching Netflix
movies all night long, youre pumping a lot of
data through. Today, nobody cares about minutes,
and nobody cares about texts, but all the data
they use strains the systems and requires carriers
to do antenna change outs, and, in many cases,
the antenna sizes go up, which in turn, creates
more load on the structures, which then requires
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us to modify the structures to meet their structur-
al demands.

“So, we will go in and look at structures from a
feasibility standpoint before theyre modified, and
then we come alongside while theyre doing the
work. On a percentage basis, our highest product
line in terms of volume is certified weld inspec-
tions, as well as non-destructive examinations
- methods which examine welds and check for
quality and structural adequacy of the welds. This
is a significant amount of our work.

“We work in the telecom industry; we work in
sports lighting, where we will do similar inves-
tigations, for example the lights at your high
school football field - the structural adequacy
of those light supports. We also do work for the
broadcast industry. We typically find ourselves

nicely entrenched in the area where we are pro-
viding professional services in the field, as well
as providing our deliverables to engineers who
either don’t have the ability to do what we do,

or no interest to do what we do. But we have an
understanding of what engineers want and need.
We're very careful with the quality of the data and
information that’s obtained before we turn it over
to engineers. It’s a big challenge in our industry; if
you send somebody out to collect data, they don't
always know how it’s going to be used at the end.
And if you don’t know what you're doing, it’s very
easy to obtain incorrect information.”

While RTS only has four employees, Reese
maintains that the company actually has a na-
tional footprint, because he has the ability to call
on a nationwide network of subcontractors.” In
addition to what we self-perform, over the last
eight or nine years, | have developed an out-
source network, where we will subcontract the

labor,” he says.“But, it’s very specialized; theyre
certified weld inspectors and they have ASNT
Level 2 credentials in both magnetic particle and
ultrasonic testing techniques. So, it’s a very unique
group of approximately 40-45 guys.And they're
all strategically located - Atlanta, Los Angeles,
Louisville, Denver, New England, Nashville, Hous-
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ton — most of the major metropolitan areas. We
probably work in 45 states in any year and that’s
doing mapping, condition assessment, as well as
the guys involved in the weld inspections.”

Reese adds that RTS differentiates itself from
the competition because of the quality of its work
and “the accuracy of our deliverables. We are able
to respond quickly with the size of the subcon-
tract network we have, and it’s worked for us,” he
remarks. “We're very good with the details and
moving the pieces around on the map to make
sure were accommodating our clients’ require-
ments. And, if you're able to do that, you can be
very effective with the subcontract model. If you
don’t have good project managers and you're not
good with the details, you will get eaten up by a
subcontract model.”

What also differentiates RTS are Reese’s own
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credentials. During the time he worked in the
tower business, he became Secretary of the
TIA (Telecommunications Industry Association)
Committee, TR-14, the structural standard for
the design of towers in the U.S. He went from
there to Vice Chairman, and then Chairman of
the Committee from 2006 -2012. So, he was able
to leverage his unique background and a lot of
experience in the tower industry.“If you're going
to retrofit old towers in the field, you’ve got to be
familiar with them, in the first place,” he notes.
Of the four employees at RTS, three are in the
Reese family.“Jeremy Klapac, a well experienced
communications industry veteran, is Vice Presi-
dent,” Reese says. “But, my daughter, Shelby, han-
dles the office administration and my son, Cody,
is our small unmanned aircraft system (UAS)
pilot. The use of small unmanned aircraft systems

(UAS) is revolutionizing many industries. In the
tower industry they allow us to access a structure
and obtain better photos without climbing. Any-
time we don’t have to climb the structure, we are
much safer and reduce costs by utilizing a UAS.
While there are limitations to what a UAS can do,
they are another tool in our toolbox to provide
the best solutions for our customers.”

In conclusion, Reese maintains that RTS is able
to “provide a unique product to support what the
tower owners are trying to do .Theye trying to
be good stewards with their structures so they
can have them for many years and continue to
lease space on them. So, their QA/QC (Quality
Assurance/Quality Control) requirements have
increased over the past few years. Tower owners
were not as diligent years ago in keeping an eye
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Sabre Industries has over 40 years of telecom industry experience
and we offer an end-to-end solution with both products and services
to wireless, renewable energy, oil and gas, government and defense
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on what was going on with their structures in the
field. Today, they have very high standards of what
they expect and what they will and won't allow
on their sites. They have increased the QA/QC
requirements and we fulfill that goal for tower
owners who are having work done on their sites
and want us there to witness, verify, and testify
what’s being done to meet industry requirements.
We have the experience, the attention to detail,
and a quality work product. We have a speed and
quickness that does not sacrifice safety,and a
unique product line that meets the needs of the
communications industry.”

PREFERRED VENDOR

m Sabre Industries
www.sabreindustries.com
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