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Product folders

Folders use the same designs established for 

other covers, but at the slightly larger size. 

The template provided is a cover only. You will 
need to add the panels for the pocket and 
specify any capacity required.

6

Folder size

Folder template size:

215 x 300mm (8.5 x 11.8")

The template provided is a 
cover only. You will need to add 
the panels for the pocket and 
specify and capacity or other 
items (business card slots, for 
example) required.
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Case study sheets
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Case study sheets use an informational, bullet 

point style to describe the essence of an 

operational case study. 

Templates are provided in Word, so you do not 
require the DTP programs used for all of the 
other printed datasheets and brochures.

1. Document Code 
Used to track the origin of 
any document issued by the 
company.

2. Title 
Arial Bold, as per the template. 
Here, PMS 451 or PMS 301 in 
these examples. Choose any 
colour from the Colour Palette.

3. Hanging Lines

‘Case study’ and the Hanging 
Lines are a constant on all 
case study sheets.

4.  Image 

Scale and insert your image 
accordingly to look natural 
within the area left to you. 
Refer to the examples shown 
here for guidance.

5. Content

Use the headings given as 
a starting point for your own 
content.

6. Operating Group/Business

Insert as required.

7. Logo

Size B on all case study 
sheets. Do not use the Logo 
and Tagline on case study 
sheets.

Arial

Case study sheets use Arial which is installed as a systems 

font on all PCs. For more information on type:

Type >

07.03.A124.001

AI24 Foxhunter

Service requirements
- Service support package for life of the F3
- Agreed Flying Hour profile priced in contract
- Thereafter agreed price per hour
- Risks agreed and quantified in the contract

Demand satisfaction rates
1 Hour 85%
24 Hours 95%
28 Days 100%

Performance to date
- All demands to date exceed target performance.
- Initial service is showing excellent DSR’s with 98% of demands satisfied within one hour, 
 over 99% of demands satisfied within 24 hours, and 100% satisfied within 28 days
- In-service support infrastructure established at RAF Leeming and RAF Leuchars
- Industry support infrastructure established at Milton Keynes, Edinburgh and DARA Sealand
- Industry Total Support Service in place prior to end of Transition Phase (Feb 2003)
- Disposal of £20m surplus assets during 2002 with another £30m planned for 2003  

Customer perspective
- All demands to date exceed target performance.
- Initial service is showing excellent DSR’s with 98% of demands satisfied within one hour, 
 over 99% of demands satisfied within 24 hours, and 100% satisfied within 28 days
- In-service support infrastructure established at RAF Leeming and RAF Leuchars
- Industry support infrastructure established at Milton Keynes, Edinburgh and DARA Sealand
- Industry Total Support Service in place prior to end of Transition Phase (Feb 2003)
- Disposal of £20m surplus assets during 2002 with another £30m planned for 2003

CASE STUDY

MILITARY AIR SOLUTIONS

07.03.PCLSP.001

Phoenix contractor 
logistic support programme

Service requirements

EX change points
- HITW replacement service
- Equipment maintenance
- Support to user
Logistic support
- Spares provision
- Surge planning
- Asset tracking
- Repairs management
- Training
Technical services
- Design authority for system
- PDS
- Technical tasking (TAAF)
- Obsolescence monitoring
- Provision of Phoenix tracking system

Performance to date
- Programme delivered to schedule and within budget
- All demands to date exceed target performance
- Demand Fulfilment 100% at first 4 monthly review
- Flexibility of support Programme demonstrated by Companies ability to  
 successfully meet demands placed by Operation Telic

Customer perspective
- CLS provides the customer with fully inclusive support through one contract
-  CLS concept has already demonstrated its flexibility through its ability to 

provide operational support (Op-Telic) within main contract
-  Contract Framework provides opportunity for gainshare through project 

efficiency improvements

CASE STUDY

CS&S INTERNATIONAL

www.baesystems.com/ourbrand/ourbrand/ourbrandidentity/type



