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Delivering financial benefits and security to the aviation industry by 

optimizing the supply chain end-to-end. 

Our goal is to provide aeronautical professionals with quality 

resources, the security of blockchain technology and efficient 

purchasing protocols. This will enable economies of scale for 

aerospace industry players by optimizing the supply chain as a 

whole. 
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DISCLAIMER 

Any information presented in this white paper is provisional and may be subject to change 

at any time. 

None of the information contained in this document shall be construed as legal, 

accounting or investment advice of any kind. This document does not constitute an 

investment solicitation and does not represent an offer or sale, public or private, of any 

type of financial, security or other instrument in any jurisdiction whatsoever. For more legal 

information, refer to the Token Sale warning at the end of the document. This white paper 

is for informational purposes only, describing a possible software system.   
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INTRODUCTION 

Large and complex ecosystems of manufacturers and suppliers are emerging to produce 

increasingly intelligent and connected products in almost every industry. This naturally 

affects our traditional approaches to supply chain management. A typical aircraft 

manufacturer today is likely to work with thousands of vendors and a diverse range of 

partners in multiple industries to produce the technologies, applications, platforms and 

services required for a modern aircraft. 

In the 2013 Deloitte* global supply chain risk survey, companies highlighted the challenges 

they face in managing sudden shifts in demand and margin erosion. This is mainly related 

to globalization and global connectivity. Large challenges arise because they do not 

have the latest tools to change their visibility shortages. In fact, companies often have 

trouble controlling the flow of supply and information within their tiers, having no choice 

but to trust their stakeholders - internal and external. Even using outsourcing as a lever of 

business many companies fail when they try to find a way to have reliable visibility across 

their entire supply chain, while limiting dependence on one or more stakeholders. 

In any high-performing supply chain, partners share data, financial information and even 

intellectual property. Beyond contracts, audits and other insurances, trust in each others 

integrity and performance is an invaluable asset that has traditionally worked well. In 

todays large and fluid manufacturing ecosystems, builders and suppliers lack visibility into 

each others data and activities so trust must be built in another way. Where there is a high 

volume of transactions between participants who often do not know each other - speed, 

trust and efficiency become essential. So an automated and decentralized blockchain 

solution based on data management and sharing appears perfectly logical. For example: 

▪ Moog, a precision parts manufacturer for the US Department of Defense and the 

aerospace industry is developing a blockchain platform to share computer-aided 

design specifications of aircraft parts securely with suppliers. They will be able to 

trace and audit the deployment and life cycle of each entry. 

▪ Maersk and IBM are working on cross-border transactions that use blockchain 

technology to improve process efficiency. 

▪ Walmart has tested an app that tracks pork in China that’s imported from the US, 

to authenticate transactions as well as the accuracy and efficiency of records. 

* Marchese, Kelly; Paramasivam, Siva. (2013) The Ripple Effect How manufacturing and retail executives view the 

growing challenge of supply chain risk. Los Angeles: Deloitte Consulting. 

Our GSC solution provides a shared and reliable platform for updating information such as 

a supplier’s financial strength, payment terms, quality standards, prices, delivery terms, 
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service specifications and part specifications as well as dispute resolution procedures. The 

GSC platform enables faster, efficient integration of new suppliers. In the background, a 

large, decentralized network of computers records each transaction made by a member 

of the supply chain in a shared register (the blockchain) that is continuously and 

collectively updated in real time. In addition, a POW consensus algorithm running on all of 

these computers ensures the validity of each transaction and prevents fraud and malicious 

attacks. 

In a critical sector like aviation, knowing the source of all parts, having product quality 

information and being able to locate the supplier of a faulty component is crucial for 

industry players. In addition, the transparent and verifiable features of blockchain 

technology enable an effective and rapid response to fraud detection. Blockchain 

technology can improve the transparency, speed and responsiveness of these complex 

ecosystems by: 

▪ Providing participants with a network of manufacturers and suppliers who often do 

not know each other; with secure transactions, reliable data and self-executing 

contracts, without the need for a central trusted party, thus reducing cost and 

increasing efficiency. 

▪ The recording of data, transactions, records or contracts in a secure and 

permanent way so that they are fully traceable and auditable in real time.  

▪ Providing traceability of expensive or critical items along the complex value chain 

and throughout their life cycle to minimize the risks and costs of quality issues such 

as recalls, reputational damage and especially counterfeits. This will ultimately 

reduce the cost of human lives by helping to minimize accidents attributed to 

human error. 

▪ Providing separate levels of access to different parties for adding or retrieving data 

or making contractual transactions, facilitating the exchange and control of data.  

▪ Replacing slow manual and repetitive processes, mostly paper-based such as 

billing and shipping for faster digital processes with a wide range of self-executing 

contracts and electronic agreements. Self-executing contracts according to 

predefined rules virtually guarantee the performance of often unknown suppliers 

and allow companies to bypass conventional ways of building trust while saving 

time and money. 

▪ Establish tamper-proof quality, provenance, payment and performance records to 

minimize counterfeiting and fraud. 

▪ Minimize the participation of intermediaries such as bankers or insurers. 

One could argue that the traceability of the blockchain is not necessary, because the 

RFID technology already ensures the tracking of parcels. We consider that the 
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components labelled RFID are not sufficient, because the information shared between the 

different stakeholders is not optimal. Each has its own information system making their 

interactions complex and insecure thus complicating traceability along the value chain. 

In fact the digital fusion of RFID with blockchain technologies is a prominent trend of our 

time. The RFID sealed component data recorded in the blockchain enables the vendor to 

provide the manufacturer with a complete view of the authenticity, provenance, 

processing, conditions and timing of freight transportation. 

Further reading: 

▪ Blockchain technology for supply chains — A must or a maybe? 
▪ Does Your Supply Chain Need a Blockchain? 
▪ Continuous interconnected supply chain Using Blockchain & Internet-of-Things in supply chain traceability 

GSC Aviation will implement Public Blockchain technology to ensure perfect traceability 

of equipment from their manufacture to their destination, as well as the planned 

obsolescence of this equipment to save time for aeronautics professionals. Last but not 

least: to reduce the risk of aircraft crashes due to mechanical failures. 

Today, the global aviation market represents an opportunity of over $ 1 trillion. * 

Purchasing departments have a crucial role in the company. They manage a portfolio of 

purchases valued at 40 to 80% of the company’s total turnover (even more in some 

industries), the buyer has a major and central role in the company since they are 

connected with services (internal customers) and especially with suppliers. 

Here is a simplified representation of a manufacturing process in the industry: 

The purchasing department is at the heart of every business in every industry. Its efficiency 

is therefore essential for optimal development of the company. 

*http://www.eulerhermes.com/economic-research/sector-risks/Global-Aeronautics-Report/Pages/default.aspx 

  

https://operations-extranet.mckinsey.com/article/blockchain-technology-for-supply-chains-a-must-or-a-maybe
http://www.automotivebusiness.com.br/abinteligencia/pdf/BCG-Does-Your-Supply-Chain-Need-a-Blockchain-Mar-2018.pdf
https://www2.deloitte.com/content/dam/Deloitte/lu/Documents/technology/lu-blockchain-internet-things-supply-chain-traceability.pdf
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Buyer-Supplier relationship: 

▪ Providers can expand your business network. 

▪ A good partner (buyer or supplier) can become a steady bulwark to face the 

competition. 

▪ It can strongly develop the growth of the business. 

▪ It can increase the return on investment. 

▪ It can, by its competence, carry out its missions with efficiency and speed. 

 

Taking this into consideration it becomes evident that the choice of partner should not be 

made on the sole criterion of price. If you choose your partner only based on their rates 

you will certainly save in the short term, but if it’s not very effective you may lose much 

more than you had hoped to gain in the first place. There are many factors that must 

influence your selection of the right partner outside of price alone. Of course the price is 

not to be neglected, but it is better to take a closer look and take into consideration the 

price-quality ratio, the quality of the service, its reliability, its speed of execution and other 

criteria that are all parameters influencing your choice of a "good" partner. 

The Aviation Industry Use Case 

If we remember that air transport around the world has about 80,000 aircraft in civilian 

service (all types of motorization) as well as approximately 40 000 military planes, one can 

measure the vastness of the market of Aviation maintenance. When supplying parts for 

repairs during Aircraft On Ground (AOG) the aircraft is immobilized on the ground and 

waiting for one or more pieces. The buyer negotiates a deadline, working with the utmost 

urgency and the hourly penalty cost of non-flight can soar very quickly. 

  



9 

User Experience Flaws:  

There is very little information on the identity cards of suppliers which will force the buyer to make an 

RFI (Request For Information) thus losing valuable time. None of these platforms (Partsbase, Locatory, 

etc.) come with vendor performance monitoring. This would allow buyers to compare them on a 

purchase segment or to be able to make corrective actions with defaulting suppliers. There is also 

no live chat for instant contact with suppliers, especially for foreign suppliers to know if they are 

available at a glance. 

CURRENT CLIENT INEFFICIENCIES  GSC SOLUTIONS 

Securing the Supply Chain Supplier Performance Tracking 

Price Discovery Request For Quotation (RFQ) Module  

Discovery of Suppliers Detailed Identity Sheets of Suppliers 

Slow Communication Live Chat 

RFI process requires buyer initiation 
PUSH model, the information comes to the 

customer 
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1 THE GSC AVIATION 
PLATFORM 
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Source : « Buyer toolbox » - Dunod editions 

The diagram above represents the typical Purchasing process, including both the 

operational and strategic sides. Steps outlined in grey are those where GSC Aviation will 

bring tools to reduce costs and save time for buyers, enabling them to focus on other tasks 

in the process. These tools will be available on the GSC Aviation database. 
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1.1 THE GSC AVIATION DATABASE 
1.1.1 Identity Cards for Suppliers 

Finding suppliers is possibly the longest and most tedious task for the buyer in terms of 

research, discovery, sorting and analysis of data. It is a crucial step in the purchasing 

process since it allows the integration of more innovative and more responsive suppliers.  

The discovery and integration of new suppliers will be the keystone of the construction and 

development of the purchasing scope, allowing much broader knowledge of the market. 

The GSC platform will gather the identity cards of all suppliers for the buyer to access in 

their personal dashboard. These identity cards will be detailed enough to provide the 

buyer with all of the information required to control supplier tracking and market 

knowledge. Of course if they want to integrate a new supplier to the panel the GSC team 

will create the identity card of this provider if one is not already present on the platform. 

These Identity Cards cover the information required by the buyer such as commercial, 

quality, legal and economic data as well as accounting or logistical data. This will provide 

a truly global and extensive view of each supplier. All this will aim to minimize the time of 

discovery and integration of this supplier to the panel after a presentation to the 

companies Board of Directors or other relevant decision makers. 

1.1.2 Sourcing 

The GSC Supplier and Partner Database will enable the buyer to find any goods or service 

they need, so they can respond positively to their internal customers. 

A search module by keyword or Part Number (reference) will be available in 

order to target in seconds the platform provider(s) likely to respond favorably 

to the buyers need. This tool will be enhanced with the direct contact details 

of the supplier (email + phone) 

A live chat module between buyers and suppliers will be implemented on the 

platform to give maximum speed in making contact between the buyer and 

the supplier.
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A Request For Quotation (RFQ) module will then be completed by the buyer with the required details. They will be able to send the RFQ to 

all selected suppliers. 
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1.1.3 Suppliers and Buyers Rating 

Suppliers Rating 

With the return of the RFQ from a supplier, the buyer will be invited to note the 

suppliers consulted by using a very simple and fast system and to add a 

comment. 

The purpose of this rating is to create a virtuous circle for suppliers wishing to top the search 

results for buyers.  

Purchasers Rating 

Buyers are rated on their ability to pay suppliers. When they pay on time the rating is high, 

conversely when there are late payments the rating decreases. The purpose of this rating 

is to give a clear picture of the creditworthiness of buyers. 
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1.1.4 Supplier Tracking 

The monitoring of Suppliers is essential for the Buyer. It is necessary to develop 

a simple and easily transposable tool on the GSC platform so that each buyer 

can ensure they can follow-up in a regular and efficient way. That is why GSC 

will offer business status charts with one or more suppliers to allow a clear and 

reliable comparison containing the KPIs that the buyer wants to highlight in each of its 

purchasing parameters. 

The graph above will be the type of visual that the buyer will have on his buying 

Dashboard. Indeed, after filling in the indicators he wants to observe such as price, delivery 

time, quality of products/services, the commercial relationship or the ability of the supplier 

to propose innovations; the buyer will have instant visibility regarding the performance of 

these suppliers and will be able to develop improvement plans.  

1.1.5 Buyer's Dashboard to secure the Supply Chain 

Each buyer has their private space on the platform that gathers all the 

information and tools of the platform (sourcing suppliers products and 

services, suppliers recently added to the panel, suppliers below the 

objectives, preferred suppliers, purchases from each supplier of the panel) to 

allow them to have an overview so they can quickly and efficiently take the necessary 

actions. 

The goal of the GSC platform is to implement technical and easy-to-use tools for the buyer 

to save time and focus on strategic purchases and higher-value tasks.  
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GSC, a durable solution, inexpensive and easy to set up. It enables you to realize 

economies of scale in the long term. 

 

 

 

 

 

 

 

 

 

Source : http://www.eliberty.fr/kpi-les-cles-du-succes-de-votre-vente-en-ligne 

  

http://www.eliberty.fr/kpi-les-cles-du-succes-de-votre-vente-en-ligne
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2. THE GSC AVIATION 
BLOCKCHAIN 
PLATFORM 
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2.1 THE GSC AVIATION MARKETPLACE  
2.1.1 Traceability of Aeronautical Parts 

In aeronautics, Maintenance Repair and Overhaul (MRO) markets - structures and systems 

responsible for the maintenance of the aircraft - are extremely well controlled by the 

regulatory bodies of the world’s aviation. 

Indeed, the safety of passengers and crew is crucial. Aircraft accidents due to equipment 

failure are as high as 22%. Accidents due to human error, a pilot fault or an anomaly in the 

maintenance represents 57%. One way to minimize accidents is to provide mechanics with 

reliable parts they can install on aircraft that fully meet the requirements of the 

aeronautical regulatory bodies. 

An essential safety element is the traceability of this equipment from manufacture to 

installation on the aircraft, through inspections, repairs or general revisions in the workshop. 

Despite the amount of digitized data many gaps and anomalies are discovered every day 

and it takes time for the MRO to replace parts on the aircraft. More seriously sometimes 

due to lack of vigilance in various logistics or production services, equipment can be 

mounted on the aircraft when it is not correctly marked and therefore potentially 

negatively impact the safety of the flight. 

 

57%

12%

9%

15%

7%

22%

Causes of aircraft accidents

Human factor Climate event

Other Defective part

Failure in logistics quality monitoring
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Major issues 

▪ The critical parts of the aircraft have insufficient or out of date information in parts 

catalogs and manuals meaning that some part numbers (PN) are obsolete and 

mechanics waste time finding alternative PNs. 

▪ Insufficient monitoring of the logistics and quality services of the MROs or airlines 

may allow non-compliant parts to pass without release documents in accordance 

with aviation regulations. 

▪  In the case of over-activity of a company or mental fatigue of a mechanic they 

may not be aware that the documents and/or the part do not comply 

 

The aim in the interests of international aviation security is to minimize the risks associated 

with human errors in MROs and airline maintenance services. In order to "plug the cheese 

holes" and thus minimize the risks attributable to human error. The Blockchain system of 

GSC Aviation will therefore be a public safety utility. 
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Thanks to GSC Aviation's BC technology we will address the current major deficiencies by 

providing perfect traceability of all available equipment in our database. The secure 

tamper-proof, instantly available and highly relevant information will provide a TOTAL 

SECURITY GUARANTEE for all MROs and airlines, thus substantially reducing the risk of 

accidents related to this type of human error. 

2.1.2 Scheduled Obsolescence of Parts to be Installed on 
Aircraft 

A lot of aeronautical equipment has potential or planned obsolescence, meaning it’s 

possible to install them on aircraft for a certain period of time before they must be sent in 

for testing, for example, hydro static tests for a fire extinguisher. Continuing Airworthiness 

Management Organizations (CAMOs), - organizations responsible for aircraft airworthiness 

monitoring for MROs and Airlines can forget or lose information on the maintenance 

schedule requirements of equipment because documentary traceability is often 

cumbersome at the administrative level. This can jeopardize the safety of flights with parts 

that remain on aircraft when they must be filed for repair/inspection or overhaul. 

The GSC Aviation system will gather all this information and secure it in the Blockchain to 

be able to alert its MRO, Airlines and CAMO customers on the parts to be deposited on 

each aircraft concerned. In addition this information will be used by purchasing/logistics 

departments who will be aware of the potential of the parts they order. This will avoid 

ordering a piece at the end of its life cycle from a supplier and thus wasting time and 

money with unnecessary purchases.
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2.1.3 Information integration at the blockchain 
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How GSC Platform SAS is going to provide an easy blockchain access ? The miners are persons who, thanks to their computer,will proceed 

to algorythmic calculations in order that the data (Hashlinks) will be implemented into the blockchain. Once done, the data is immutable 

and secured into the blockchain. GSC team will create the hash and send it into the blockchain for the implementation by the miners. Users 

will master their blockchain requests through their personal dashboard on our website. The access to the blockchain will be invoiced in 

GSCP Tokens but the price of the access will be pegged on the € rate in order to keep it the most easier and economic for the user. 
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2.1.4 GSC Smart Purchases 
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Smart Purchases, what will it be? With the Smart Purchases blockchain technology, GSC Platform SAS will make each aviation company 

able to handle his supply chain process with a end to end solution providing by the blockchain. The purchaser will prepare his contract 

(Purchase Order), once agreed by the supplier and the freight forwarder, contracts will be encrypted to become smart contracts. Then 

all the process will be entirely mastered by the blockchain in an automated manner. It will save time, money and make the information 

reliable, available, secure and immutable. 
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2.1.5 Standalone use of the GSC Blockchain  
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How it will works with Users adoption of the GSC’s Blockchain ecosystem? At first GSC Platform will provide the service to create those 

Hashes and Transactions if the user has not the possibility to do it, but the goal of GSC Platform is that all users be autonomous with data 

implementation in the Blockchain. So once a user will be able to do it there will be no more intervention from GSC Platform in the process.



27 

3  GSC AVIATION 
TOKEN SALE 
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The date of the GSC Aviation Token sale is set from August 1st, 2018, to February 27 2019. 

The total number of GSCP Tokens created will be 999,999,999  

The private sale will go from August 1 2018 until August 31 2018 at 21H59 UTC. During the 

private sale the price of each GSCP token will be 0.025$ a bonus in tokens of 50% will be 

provided*. The minimum purchase will be $1,000 equivalent in ETH/BTC/LTC. The private 

sale of GSCP Tokens will take place until reaching the Private sale Hard Cap of $1,500,000 

or 10% of the number of tokens put on sale for the Token sale, or until the date of 

completion of the Private sale. Unsold tokens will be burned. The private sale will go from 

August 1 2018 until August 31 2018 at 21H59 UTC. During the pre sale the price of each 

GSCP token will be 0.03$(bonus tokens 40%*). The minimum purchase will be $400 

equivalent in ETH/BTC/LTC. The pre sale of GSCP Tokens will take place until reaching the 

Pre sale Hard Cap of $2,700,000 or 15% of the number of tokens put on sale for the Pre sale, 

or until the date of completion of the Pre sale. Unsold tokens will be burned. 

At the beginning of the public Token sale on September 24, 2018. The minimum purchase 

will be $100 per person/institution/company/group of buyers. Our Token sale will be 

managed by Qgen Group for KYC/AML/KYB** to identify with certainty our token buyers 

and thus being compliant regarding money laundering, financing of criminal or terrorist 

organization legislation. The soft cap is set at $4,000,000 while the hard cap will be 

$29,100,000. This big difference is explained by the fact that we want to develop the GSC 

system in many industrial sectors such as automotive, railway, pharmaceutical and energy. 

The Soft cap will, therefore allow us to develop the aerospace sector and the closer we 

get to the Hard cap the more we will be able to develop other industrial sectors in the 

future. All unsold tokens during the Token sale stages will be burned.  

The public Token sale will be held in 3 different stages.  

▪ Stage one will begin September 24, 2018 until November 23, 2018. It will contain 120 

Million tokens (20%) for the price of $0.04 per GSCP Token(bonus tokens 15%*).  

▪ Stage two will begin November 24, 2018 until January 23, 2019. It will contain 150 

Million tokens (25%) for the price of $0.05 per GSCP Token(bonus tokens 5%*).  

▪ The final stage will begin from January 24, 2019 with 180 Million tokens (30%) 

available until the end of the Token sale on February 27 for a price of $0.07 per 

token. All unsold tokens during these stages will burned. 

Capital guarantee: If the soft cap is not reached by February 27, 2019, the proportion of 

invested capital refunded will be as follows: Guaranteed capital at Private Sale/Presale: 

50%(Marketing) / At Public Sale 100% (cryptos) and 95%( For Fiat – Bank fees). 

*The bonus in tokens will be locked up during 3 months, then it will be released each month by 25%. 

**KYC/AML/KYB : Know Your Customer/Anti Money Laundering/Know Your Business 
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3.1.1 Token Distribution Structure 

The following diagram illustrates the total distribution of GSCP Tokens.  

 

This diagram outlining the token structure of GSCP Tokens represents an aircraft similar to 

the GSC Aviation project. The cabin represents the tokens buyers of the Token Sale (the 

passengers) who allow us to realize this journey, the wings represent the team thanks to 

whom we can fly towards this ambitious challenge, the engines represents our aim to 

continue the journey by developing GSC Automobile and finally the tail of the plane, 

representing the advisors, contributors and the GSC Aviation community that will allow us 

to always stay the course. 
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Token Sale (60%) 

600,000,000 GSCP Tokens will go on sale at our Token sale representing 60% of the total 

outstanding. 

Escrow (15%) 

This reserve will be used to implement data in the Traceability Blockchain 

Bounty (3%)  

The rewards and bonus program is a vital part of growing our community. Rewards will be 

given to those who are actively involved in increasing the exposure of our Blockchain 

technology with articles, videos and social media content. 

Bonuses will be distributed to people who bring one or more buyers to our GSC platform. 

For any buyer who integrates the platform by paying their subscription, the person through 

whom this buyer has discovered GSC will be rewarded. If the same person integrates the 

platform with several buyers the bonus will increase accordingly. 

Crew (20%)  

The team share will be distributed equally to all team members without distinction. The 

contribution of each member of our team pushed me to make no distinction in the 

gratitude I have for each of them. It will be the same for the advisors. 

For the team the unlocking of their token allocation will be as follows: 

▪ 10% unlocked at the end of the Token sale 

▪ 15% unlocked 6 months after the end of the Token sale 

▪ 35% unlocked 12 months after the end of the Token sale 

▪ 40% unlocked 18 months after the end of the Token sale 

ADVISORY (2%)  

As with team members the GSCP Tokens shares given to advisors and contributors will be 

equal. These shares will be unlocked at the end of the Token Sale for contributors. For the 

advisors the unlocking of their token wallet will be as follows: 

▪ 25% unlocked 3 months after the end of the Token sale 

▪ 25% unlocked 6 months after the end of the Token sale 

▪ 50% unlocked 9 months after the end of the Token sale 
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3.1.2 Distribution of Funds following the Token Sale  

A Graphical representation of the funds allocated to each GSC development budget 

following the ICO.  

 

 

Marketing/Token Growth (20%)  

Our Marketing Token team will do everything possible to develop tokens buyers interest in 

our disruptive and innovative technology in the industry. Our regular presence on social 

media networks will help inform and guide all investors so that they have the most 

accurate idea of what GSC is. 

IT & Development (70%)  

This part will be used to develop our Procurement/SC platform for the best possible user 

experience as well as for the development of the Blockchain marketplace. This will be an 

essential element of GSC Aviation since the marketplace will bring innovative and 

disruptive tools to platform users. 

Legal (5%)  

The legal component will be focused in particular on the harmonization of the internal 

processes at the international level and for regulations compliance on the new sectors of 

the industry that wants to develop GSC Aviation. Of course, to follow closely and always 

be legally compliant with Blockchain and company regulations. 

Security Reserve (5%)  

This amount will be blocked by the CEO and will be unlocked if necessary to increase the 

investment in a particular budget. If after one year this budget has not been consumed it 

Use of the Token sale funds GSCP Tokens

Marketing / Token Growrh

IT & Development

Legal

Security Reserve
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will be used to invest in innovative Blockchain projects that could improve the offer of GSC 

for its users. 

3.1.3 Distribution of Tokens following the Token Sale 

The lock-up period for the purchases in GSCP Tokens will be the same as that of the Token 

sale, i.e. the GSCP Tokens will be distributed at the end of the Token sale, from 27th of 

February 2019 to 22H01 UTC.  
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3.2 FINANCIAL PROJECTIONS 
3.2.1 Business model 

One subscription per month per Buyer: the subscription amount is calculated according 

to the needs of the buyer according to the module. Access to the GSC Aviation Database 

is free for Suppliers who will be able to reference and offer their goods and services for 

sale. (under conditions of obtaining RFI) 

Promotion Service: 

Advertising in the form of banners will be possible if the suppliers wish to promote a product 

or service to our qualified buyers. 

Carriers/Freight Forwarders: 

A monthly subscription of 60 € per carrier (or the equivalent of 48 € in GSCP Tokens) will 

allow them to have visibility following the RFQ of the Buyer who will choose the means of 

transport for the goods they want to order. 

(Geo-location system at the place where the Buyer is located and the supplier from whom 

they wish to order). 
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3.2.2 Roadmap
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Important: The implementation periods of the Roadmap stages are given as an indication, 

and this Roadmap may be modified in the future. The Public Blockchain will be enhanced 

around Q2-Q3 2020 to include the ability to place orders between suppliers and buyers 

through Smart Contracts. The relationship between suppliers and buyers will be secured 

and improved by giving the opportunity to master the entire process of the supply chain 

and eliminating intermediaries. A buyer can directly make the transaction of his purchase 

to his supplier in a few minutes. The contract for the carrier will involve an automated 

system that will create a new order if too much time is involved in the transport process or 

the goods are damaged. With reimbursement of the first shipment) and so each party will 

be sure to see the contracts honored through the GSC Blockchain. 
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3.2.3 Use of the Token Sale funds 

 

 
Soft Cap      

4M$ 

GSC Optimum 
15M$ 

Hard Cap     
30M$ 

Infrastructure costs 400.000$ 750.000$ 1.500.000$ 

Front End/UX/UI/Back End 
development 

600.000$ 700.000$ 750.000$ 

Platform – Blockchain 
API development 

1.200.000$ 1.300.000$ 1.750.000$ 

BC Development  600.000$ 750.000$ 1.000.000$ 

Commercial development  600.000$ 2.250.000$ 4.500.000$ 

Marketing/communication 
development  

200.000$ 750.000$ 1.500.000$ 

BC Legal  200.000$ 750.000$ 1.500.000$ 

Security reserve 200.000$ 750.000$ 1.500.000$ 

GSC Automobile 
Development  

Delayed 4.000.000$* 4.000.000$* 

Other industry sectors 
development 

Delayed 3.000.000$* 11.100.000$* 
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4 THE GSC AVIATION 
COMPANY & CREW 
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4.1 PRESENTATION OF THE COMPANY 

Being of an open nature to the world and different cultures as well as believing in strong 

relationships, Maxime Legros wishes his company to reflect these qualities. Open to the 

world, passionate and ambitious, he’s recruited people from different countries and 

different cultures who all share with him the will to succeed in an ambitious project that 

requires the sustained and flawless actions of all. 

The company is based in the South-West of France, the land of gastronomy, viniculture 

and a festival atmosphere. The salary development plan is focused on recruiting students 

in Purchasing/Supply Chain and IT Development to train them in the industry challenges of 

tomorrow. Maxime will continue to recruit strategically abroad to strengthen his teams and 

always better meet the expectations of its customers, partners and the GSC Aviation 

community. 
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4.2 PRESENTATION OF THE CREW 

CEO – CAPTAIN 

Maxime LEGROS -  - Age 35 

+7 years of experience in purchasing for the aeronautical sector. Curious and Strategic, 

he enjoys developing and maintaining relationships with partners and customers, he likes 

to work under pressure. 

His mission: 

To create a powerful and influential community via the ICO to establish the financial 

independence of the Genesis Supply Chain Aviation model by developing the new uses 

of cryptocurrencies in the regulated aeronautics industry. 

 

CTO – CO-PILOT 

Cyril VUAROQUEAUX -  - Age 36 

BIP INFO CEO since 2014. Company in the digital transformation space. 

+13 years of experience - He began his career in 2005 as an intern with BIP INFO. While 

holding his Master's Degree in Internet Technologies specializing in Software Engineering 

and Distributed Systems, he moved up the company and bought it from the former CEO 

in 2014. The company has 8 employees specializing in FrontEnd and BackEnd 

development, Cloud Computing and UI/UX Design. 

His mission: To put in place the necessary tools to accelerate and facilitate team 

productivity, automate heavy and/or redundant processes, listen to teams in order to 

identify underlying issues. Optimize error detection and reaction times during the various 

phases of product development (production/staging/dev). 
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Achyut SHRESTHA -  - Age 40 Dave Lee 

GSC Blockchain Core Developer - 

Developing Dapps since 2016 in Ethereum 

using Solidity. 

Blockchain Developer 

Developed Smart Contracts and Data 

Contracts in Solidity. Developed 

Chaincode in Hyperledger to prototype 

the Blockchain use cases. 16 years of 

Software Development starting with 

Desktop applications, Dynamic Web 

pages, Enterprise Secure Web applications 

for Fortune 500 company and now 

Blockchain Dapps. Well versed in Java, 

Go, Solidity, JavaScript, Haskell, VBscript 

and creating wonders with REST APIs and 

AI. 

React programmer, developing Frontend 

application for the Best user experience. 

Prajan Pradhan Anuja Singh 

Blockchain Developer Software QA 

Backend Software Engineer, seamlessly 

integrating the Frontend with GSCP 

Blockchain. Making sure of every 

transaction hashed into Blockchain. 

User Acceptance Engineer, reviewing 

every users feedback and suggestions. 

prioritizing to get improvement in GSCP 

platform. All Blockchain transaction 

validated and reengineered to use the 

least gas not compromising the security 

and efficiency. Documenting User Manual, 

making GSCP platform use, like a walk in 

the park. 

INFRASTRUCTURE – PLATFORM DEVELOPMENT 

 

Jonathan ZERBIB -  - Age 35 

Platform Development 

+8 years of experience in web application development at BIP INFO. He will be in charge 

of defining the functional design of the platform, supervising and participating in the 

development of various modules and components as well as the Platform/Blockchain 

API. Curious, Rigorous, Organized. 

BLOCKCHAIN DEVELOPMENT 
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MARKETING - 

DEVELOPMENT OF GSC AVIATION COMMERCIAL OFFERS 
 

 
Sean MOEKE -  - Age 29 Juan Pablo Fernández Agüero -  

CMO Marketing and Outreach Specialist 

+5 years of experience in online marketing. 

Main roles are product exposure, acquisition 

of new business and customer management. 

Curious, Proactive, Organized. 

Juan Pablo is founder and CEO of his own 

sport services business, from a young tennis 

professor in 2004 untill now, managing a 

healthy company.  

Always interested in new technologies, the 

blockchain is his passion from 2015. He is a 

professional and good connected ICO 

expert and advisor, with proven 

experience in marketing and negotiation 

with investors. 

The Mission of the Marketing Departement: 

During the period of Pre-ICO and ICO, they will search for potential investors and take 

care of the development of the Marketing strategy. At the end of the ICO the team will 

work to develop the marketing of the GSCP Tokens to provide maximum growth potential 

as well as listing the GSCP Tokens on exchanges. Oliver will also be responsible for 

managing and informing the GSC community in Asia. 

COMMUNICATION/COMMUNITY MANAGEMENT 

Matt PALMER –  Age 42 

CCO 

Matt will oversee the GSC Aviation Social Media presence and Community 

Management. Strongly experienced in Social and a Passionate User Advocate. Calm, 

Organized. 

Gaëlle BARRIERE –  Age 32 Lief Eric Malone -  Age 33 

Communication - Facebook Instagram Writer/GSC Blog Manager 

With 10 years of experience in the personal 

and professional customer banking sector, 

Gaëlle excels in communication. She will be 

in charge of FB and Instagram accounts. 

Certified Bitcoin Professional with 12 years 

of system admin experience, 7 years of 

pedagogical dev, 3 years of marketing, 

and has been involved in cryptocurrency 

since 2011. 

 

The Mission of the Communication Community Management Team:                                        

Develop the GSC Aviation brand image and ensure that we develop a reliable and 

important community around our project.  
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DEVELOPMENT NETWORK OF AERONAUTICAL PARTNERS 

 

Joshua CAMPBELL -  Age 36 
CBDO 

+15 years of experience in the supply chain. Strengthening relations with major military 

suppliers in air operations. Joshua will handle the business development strategy and will 

manage our business developers. 

 

Heinrich BERG -  Age 24 

 

Chafic FARKH -  Age 22 

Business Dev Europe Business Dev Asia/Middle-East – 

Distributed Knowledge Co-Founder 

+6 years of experience in sales. +2 years of 

experience in marketing. 2 years’ 

experience in customs regulations 

US-Turkey export control. Proactive, 

Passionate and Ambitious. 

As a Master in Purchasing Management 

at Airbus Procurement, Chafic will 

develop GSC's business in Asia and the 

Middle East. Through its association DK, 

Chafic will provide users of GSC with 

videos and media explaining the 

Blockchain. 

The Mission of the Business Development Team:                                       

Developing the GSC Aviation market in the global aviation industry, Joshua will focus on 

developing the GSC’s Business Development strategy and manage the business 

developers team. Mohammed will be in charge of the French sector and Africa as well. 

Heinrich will be in charge of development in Europe. Chafic will work in developing Asia 

and Middle-East areas and will help our customers and partners to understand better 

Blockchain technologies. 

 

FINANCIAL DEPARTMENT 

 

Rachel IQUI –  Age 37 

CFO 

+ 12 years of experience in the banking sector. Her organization, rigor and determination 

make Rachel an outstanding collaborator in the relationships with our clients and the 

French institutions about the financial sector. Responsibility for financial management 

financial planning, risk management, record-keeping, and financial reporting. 
Mission of the Financial department : Rachel will be in charge of the GSC’s relations with 

institutions and lead our financial strategy to develop our company. 
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ADVISORS 

  

Kris BENNETT –  Aravinda BABU –  - Age 40 

Ethereum Architect – Volunteer ERC20 Developer/Computer systems 

security for GSC 

Kris has 20 years of experience in custom 

software design, maintenance and consulting. 

"The technology itself is obsolete, useless and 

boring, technology combined with people is 

insightful, dynamic and revolutionary.” 

+17 years of software development 

experience and strong experience in 

Blockchain development and security, 

Aravinda will help our team in the 

creation of the MVP and the control of 

platform security.  

 
 

Alex NEAGELE –  
 

Jorge RODRIGUEZ -   

GSC Legal Advisor 
Ethical Hacker – GSC Web solutions 

Security 

Litigation, Taxation, Corporate Transactions, 

Bankruptcy, Estate Planning and International 

Law 

Expert Web 3.0 and Artificial 

Intelligence, Jorge works for large 

international groups to secure their 

Web and Blockchain solutions. Jorge 

will be in charge of testing the security 

of the GSC website as well as the IT 

systems. 
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Christophe COSTES -  Age 39 Robert SCHWERTNER –   

Founder of Fly Dynamics  Communication Advisor 

+4 years of experience in team management 

in the aviation industry. +15 years of experience 

as an airline purchasing manager. Christophe 

will test the beta version of the GSC Aviation 

platform and make a return to improve it. 

Robby Schwertner is active in the 

blockchain domain: he serves the 

crypto community as a social media 

influencer and blogger focusing on 

cryptocurrencies and startups built on 

blockchain technology. His critical 

insights are published globally, 

including at www.wallstreet-online.de 

and he is a frequent speaker at 

international blockchain events. 

Previously Robby managed R&D funds 

for Smart City and Urban Technology 

projects, including nano-technology 

and sustainable energy services, 

alternating frequently between 

Europe and China. 

  
 

Dan CAMACHO Renato P. DOS SANTOS -  Age 61 

Founder of CryptoCamacho.com & 

Youtube.com/CryptoCamacho 

Marketing Architect / Crypto Junkie / IOT & 

IIOT Strategist 

Blockchain researcher at the Lutheran 

University of Brazil. GSC Mentor  

Dan will be a support to GSC Marketing / 

Communication Services 
Member of the British Blockchain 

Association. 

System Developer for Second Life, 

Forex Market, Qualitative Physics and 

Computer Algebra. Doctor of Science 

(Physics) 
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Richard Williams -  Age 45  Paul Shuteyev -   Age 29 

President of Wifidelity.com – Volunteer 

Founder of StartupRadius.com  

Responsible for the Digital Marketing 

Strategy for GSC 

 

WWW pioneer with 25 years of experience in 

building web technology. 

Worked on bitcoin/blockchain technologies 

since 2013. Developer, Supplier Relationship 

Management and Market Data SaaS under 

license from ProPurchaser.com. 

10 years of experience as a CMO and 

practical experience in digital 

marketing for SaaS, Software, Online 

Education, Travel and Finance 

companies. 

 
 
 
 
 
 
 
 
 

 

 

Vincent VUAROQUEAUX -  Age 30 Jack AMBLER -  Age 52 

Engineer/Airbus Defense & Space Project 

Manager 
Development of GSC Automotive and 

Rail 

+8 years of experience at Airbus Defense & 

Space, Vincent is a seasoned project 

manager. He will use his experience to detail 

all stages of GSC’s roadmap and create KPIs 

to ensure the smooth execution of these steps 

on schedule. 

An accomplished engineer in the 

automotive and rail sectors, Jack is 

passionate about blockchain with over 

three years of experience in ICO 

investments and blockchain 

technology. 

Advise on the development and use of 

blockchain by always seeking to 

expand initial markets and conceptual 

ideas to attract new investments and 

improve the quality of services. 
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Theodoros Stylianou -  Age 25 

 

 
Florian LEPITRE -  Age 30 

LLM IP & IT Law Researcher specializing in 

Intellectual Property and Information 

Technology Law 

 

Office Manager of a Freight 

forwarding company 

Focusing on ICO Regulation Legal and 

Governance. He will help GSC to comply with 

Blockchain regulations. 

Experienced manager in transport and 

customs regulations, Florian will help us 

develop and configure the transport 

module and prepare the GSC 

Blockchain End to End solution with the 

GSC developers. 

  

Clyde Collins -  Age 38 
 

Responsible for GSC’s Business Dev in the 

Military sector 

 

20 years of experience in program and project 

management for the United States 

Department of Defense. +5 years of 

experience in logistics management and 

contracts, specializing in logistics and 

technological acquisitions also for the US 

Department of Defense. 
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TOKEN SALE DISCLAIMER 
This document is an informational white paper describing the future development 

strategies of the GSC Platform SAS (Joint-Stock Company). The products and innovations 

described in this document are under development and are not currently deployed. GSC 

makes no warranties with respect to the success of the development or implementation 

of such technologies and innovations, or completion of other activities contained in this 

document and disclaims all warranties implied by law, or otherwise, to the extent 

permitted by this law. The information contained in this publication is derived from data 

obtained from sources that Genesis Supply Chain considers credible and is issued in good 

faith, but no warranty or representation is made by GSC as to its accuracy, completeness, 

or durability. Any plans, projections or forecasts mentioned in this article may not be 

realized due to multiple risk factors, including, but not limited to, defects in technological 

developments, legal or regulatory exposure, volatility of market, the volatility of the sector, 

the actions of the company or the unavailability of complete and accurate information. 

Any reader must rely solely on his/her own knowledge, investigations, judgments and 

evaluation of the content that is the subject of this document and the information that is 

made available, as part of any future request, and to comply with the accuracy and the 

completeness of such information. 

This document is only available through GSC Platform SAS and may not be redistributed, 

reproduced or transmitted to any other person or published, in integrity or in part, for any 

purpose, without the prior written consent of GSC Platform SAS. The distribution of this 

document may be limited by law or regulation in some countries. Persons in possession of 

this document are required to inform themselves and observe these restrictions. By 

accessing this document, a recipient agrees to be bound by the implicit limitations of the 

consumers. 

The following section should be read in full. If you are unsure of what you should do, please 

consult the appropriate financial, tax, legal or other advisors. 

This white paper is not intended to constitute an offer or prospectus for securities or a 

solicitation to invest in securities in any jurisdiction. GSC Platform SAS products, such as 

GSCP Tokens, are not intended to constitute security in any jurisdiction whatsoever. 

This white paper does not constitute or form part of any opinion or advice to sell or solicit 

a GSC Platform SAS Offer for GSCP Tokens. The presentation on white paper does not 

constitute a basis nor should it be considered as a contractual or investment decision.  

Any agreement between the purchaser and GSC Platform SAS with respect to a sale 

and purchase will be governed by a separate legal document from the general terms 

and conditions (GC) of such a contract. The proceeds from the sale of the GSCP Tokens 
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will be used to fund different parts of GSC Platform SAS project, development, operations 

and operations. 

The information in this white paper comes from sources that GSC Platform SAS considers 

reliable and is given in good faith. There is no guarantee as to the statements made by 

GSC Platform SAS as to the accuracy, adequacy or completeness of the information 

presented. The opinions expressed reflect the current judgment of the authors of this white 

paper. These opinions may change without notice. These opinions do not necessarily 

represent the opinions of GSC Platform SAS. 

Currently, no securities or regulatory authority has reviewed or approved the information 

in this white paper. 

The publication, distribution or dissemination of this white paper does not imply that 

applicable laws, regulatory requirements or rules have been complied with. There are risks 

and uncertainties associated with Token Purchasing and Investing 

Distribution, reproduction or dissemination of this white paper should include this "Important 

Notice" section. The transmission of any part of it and any copy of this white paper shall 

not be taken or transmitted in a country where distribution, reproduction or dissemination 

is prohibited or restricted. 

IMPORTANT INFORMATION ABOUT THE SALE OF TOKENS 

The following opinions relate to different jurisdictions and countries that prohibit or prevent 

the participation in token sales. Unless you fall into the descriptions below, then our future 

token sale is available to you. 

The information disseminated serves as a starting point for documents that require your 

own research and due diligence when making purchasing decisions. The list cannot be 

fully complete or cover all the information necessary for the jurisdictions. Regulatory 

environments may change at any time, and GSC Platform SAS does not warrant the 

accuracy and completeness of the following statements for different countries. 

Please ask for legal, financial and tax advice regarding the risks of buying tokens. This 

document should not be used or relied on by people. 

Persons who participate in the sale of GSCP Tokens by providing false or inaccurate 

information on their nationality, residence and/or nationality are in violation of applicable 

laws and are required to indemnify GSC Platform SAS for any damage and/or loss suffered 

in accordance with the indemnification provisions set forth in the future terms and 

conditions contained in our token sales agreements. 

US CITIZENS 

There is currently regulatory uncertainty regarding laws and guidelines provided by the 

SEC. 
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The United States of America, citizens and green card holders and residents of the United 

States of America are not eligible to make contributions to GSC Platform SAS and to 

participate in the ICO.  

CANADIAN CITIZENS 

Sales must be permitted or exempt under securities laws. Residents of Canada who 

purchase tokens may be required to comply with future securities legislation. A letter of 

permission or waiver may be sent to GSC Platform SAS or the investor regarding investments 

in Canada and GCS tokens. Until then, persons residing or buying in Canada are excluded 

from participating, directly or indirectly, in this sale of tokens. 

UK CITIZENS 

FCA has recently extended its guidance to UK ICOs and Token Sales and UK resident 

investments. Current guidelines suggest that any sale of the ICO in the United Kingdom 

should be directed and distributed only to those concerned. The persons concerned are 

persons who meet the definition of "investment professionals" and who are "qualified 

investors" within the meaning of the Financial Services and Markets Act 2000, as amended 

by the order of 2005. 

As a result, UK residents in the definition of data subjects are allowed to participate in the 

symbolic sale unless regulatory changes occur or the sale of the ICO and Token is 

exempted or authorized by the FCA to a later stage. 

CITIZENS OF THE PEOPLE'S REPUBLIC OF CHINA 

Persons residing or purchasing in the People's Republic of China are excluded from 

participating, directly or indirectly, in this token sale due to the current registration. It 

appears that special regions such as Hong Kong, Macau and Taiwan do not fall within the 

exclusions of the shareholdings in the sale and purchase of tokens. 

CITIZENS OF THE NORTH KOREA REPUBLIC 

Residents or Purchasers in the North Republic of Korea are excluded from participating, 

directly or indirectly, in the sale of Tokens.  

SERBIAN CITIZENS 

Persons residing or buying in Serbia must recognize that the Serbian Authority does not 

consider Tokens to be legal tender. There may be problems and contradictions with 

security laws. Unless the sale of the ICO is exempted or authorized by the Serbian Authority, 

persons residing or buying from Serbia are excluded from participating, directly or 

indirectly, in this sale of tokens. 
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The Pilot’s Word 
I have thought of GSC Aviation, from the very beginning, as a way to create a virtuous 

circle in the relationship between suppliers and buyers by improving trust and transparency 

in processes. 

I have always focused my thinking in a positive way, wanting to bring benefits to all actors, 

buyers or suppliers, micro, small or large companies without distinction. 

I am deeply convinced that it is not necessary to take something away from one to give 

to the other, we must concentrate on our strengths only to advance together in the 

challenges of tomorrow that are already there! 

I want the GSC Platform SAS to answer all supply chain issues and be helpful to improve 

businesses in new technologies area such as Hyperloop, drones, AI or robotics. 

THERE IS NO TIME TO LOSE! 

The Industry we are building together today will be the one for our children tomorrow. 

         Maxime LEGROS 

       GSC Platform Founder 

 

 

 


