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Could you give us A brief history  
of your CompAny?
Certainly. Availon was originally known as the SSB 
Companies, and it was launched in 1972 in Germany. It 
began as a specialty electrical shop, and one day in the 
early nineties they were approached by a company that 
was manufacturing what eventually became the GE 
1.5MW wind turbine, which is now the workhorse of 
the U.S. wind fleet. They first asked SSB to provide the 
pitch motor for the system, and they liked it so much 
they eventually asked them to build the entire pitch 
system, including the controls. So we’ve been involved 
in wind throughout Europe ever since. We entered the 
North American market in 2009, and we’ve grown ac-
cording to a three-phase plan. First we just provided 
parts for pitch systems, and then we moved into full-
tower parts. We then entered into what we refer to as 
our “high-tech services” phase, conducting end of war-
ranty inspections, engineered solutions, and product 
upgrades. In the third phase we became a full-service 
O&M provider, handling scheduled and emergency 
maintenance, uptower gearbox repair, blade inspec-
tions, and 24/7 remote condition monitoring. Shane 
Sterling is our director of O&M business development, 
and he’s been traveling the country in recent months 
making our existing clients aware of this new capabil-
ity and introducing ourselves to potential customers, 
or partners as we like to think of them. We specialize in 
MW-class turbines, and we work with OEMs includ-
ing GE, Vestas, Siemens, Suzlon, Gamesa, Nordex, 
and many others. Actually, we’re the only GL-certified 
independent service provider for both Vestas and the 
GE 1.5MW turbines. So we provide full-tower parts, 
high-tech engineering, end of warranty inspections, 
and complete O&M services.

to learn more: Call (515) 986-9101 or visit www.availon.com.

John Boorman
director of sales/Availon, inc.

end of wArrAnty inspeCtions Are so importAnt, 
espeCiAlly At this point in time throughout 
north AmeriCA. why do you refer to it As 
“high-teCh,” though?
That’s because our engineers are involved in these inspections, 
actually going uptower and performing the work themselves. 
I’m a mechanical engineer myself, so I know how engineers 
relish a challenge, so when ours detect a problem we encour-
age them to follow the links all the way to the solution. This has 
obvious benefits, of course, because an engineer is equipped to 
detect problems others might not see, so we can alert the owner 
in case the same problem is occurring in other turbines, or even 
OEMs so they can check their design specs. Quite often, if you 
find a problem in one turbine, you’ll start to see the same thing 
in others of the same make and age, so you can really save a lot 
of money and frustration by addressing it as soon as possible. 
Another thing our engineers do is upgrade turbines that are ex-
periencing systemic problems, or that have dated technology or 
components. They will actually design parts that correct these 
problems, which is an incredible asset to our customers. And 
we have an exchange program with our German counterparts 
where we send our technicians and engineers to work with 
them for six to eight weeks, and they send their engineers to 
visit with us for that long as well. One reason that’s so important 
is because the European wind industry is about 10 years ahead 
of us here in North America, so we want to take advantage of 
their expertise as a knowledge resource.

i would think All of this would give your 
Customers A greAt deAl of ConfidenCe in  
your Abilities. you’re CleArly tAking it  
very seriously.
We definitely are, and we wanted to enter the renewables mar-
ket in the right spirit, as well. Our North American operations 
are based in Rochester, New York, and we have a satellite loca-
tion in Sweetwater, Texas.  In Europe we have sites in Germany, 
Italy, and Spain. We our best to source the products that we can 
from local sources in order to lower our carbon footprint. At the 
same time we’re always looking to expand our product line and 
service offerings. We were just named a distributor for Schunk 
Graphite Technology in North America, so it’s all about becom-
ing a “one-stop shop” for our customers.  My job is to get out 
there, learn about the challenges they face, and then come back 
with a solution that will help them to achieve their goals.   And 
one of those goals is to maximize the return on the investment 
our partners have made. If the average service life of a wind tur-
bine is 20 years, and we can extend that by five years, then a 
certain portion of that uptime will be clear profit.  So between 
Shane’s expertise in finance and business development, mine in 
mechanical engineering and sales, and the expertise of our wind 
technicians and enginers – along with our excellent products, 
of course – we’re an excellent resource for our partners in the 
wind industry.   


