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After years of  delay while Safran struggled with its recalcitrant 

Silvercrest engine, Dassault cancelled the Falcon 5X late last year. The 

French airframer’s CEO, Eric Trappier simultaneously announced 

another new Falcon, twin engined like the 5X, but employing Pratt 

& Whitney Canada PurePower PW800 turbofans and designed for a 

5,500nm maximum range.

On 28 February, Dassault made its latest aircraft a public reality, 

designating it Falcon 6X and announcing a seemingly aggressive schedule 

largely based on the Falcon 5X aerodynamics and system features which 

technology demonstrator for something even better.

The aircraft promises the largest cabin volume in its class, lit 

by natural light flooding in through large windows. We’ve heard 

lots about natural light and large windows before, but Dassault is 

going further, with a skylight forward, illuminating the traditionally 

dingy galley area. Alongside a promised feast of  cockpit and cabin 

technologies, the Falcon 6X will also include an aerodynamically 

advanced wing that introduces flaperon control surfaces to business 

aviation, for improved performance at low speeds and particularly 

during steep approaches.

Any new Falcon arrival is special and the 6X looks set to continue 

Dassault’s reputation for innovation, performance and quality, yet the 

jet’s performance realistically pitches it against Bombardier’s Global 5000 

and Gulfstream’s incoming G500. A cynic might suggest that by the time 

on the other hand, it might be arriving late, but with a product boasting 

proven engines and technologies years ahead of  its rivals.

international new product and the Asian Business Aviation Conference 

& Exhibition imminent, UK operators are looking ahead with varying 

degrees of  anxiety towards Brexit, the country’s breakaway from the 

to negotiate terms for their continued membership of  EU agencies.

There is little agreement, even between industry players, as to what 

would happen to aerospace should the UK not remain part of  the 

increasingly global in certification, operating and safety standards, 

it would be truly catastrophic were the UK left outside EASA and 

UK become a simple consumer of  the Agency’s rules, losing its active 

role in designing and refining regulations based on experience gained 

in more than a century of  aerospace leadership.

the Falcon 6X yet see the ridiculous duplication of  effort and money 

wasting required to achieve EASA and UK Civil Aviation Authority 

certification? Let us hope not.
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Michael Yormark prior to the 
Andre Ward vs Sergey Kovalev 
fight in November 2016

OPERATORS|VISTAJET

Turn your private luxury dreams into your trademark. 

The Luxury of Experience.



VistaJet enjoyed a great 
2017. In a recent press 
release it described 
‘a year of  incredible 
growth’, with more than 

growth in the US and Asia, and 50% growth 

cementing VistaJet’s position as one of  the 

indeed.

According to Thomas Flohr, VistaJet’s 
Founder and Chairman, quoted in the release, 
“We had our strongest ever year in 2017. We 
head into 2018 in a fantastic position. While 

trading challenging, with our unicorn status and 
robust operational foundations we are ideally 
placed to lead the market and seize any new 
opportunities that arise. We are committed to 
becoming the No.1 player in every market in 
which we operate, and we are on course to make 
great strides towards that goal over the next 
twelve months.”

Even based on a successful 2017, Flohr’s 
predictions for 2018 are lofty, but VistaJet’s US 
President, Ron Silverman, told EVA: “2018 looks 

VistaJet US President, 
Ron Silverman
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trend for the industry, and VistaJet 

all markets – VistaJet is the market’s 
favourite business model and is leading 
the growth. We expect to continue the 
momentum in 2018.

“People are travelling more globally, for 
business and pleasure. They are looking 

time requires larger cabins, so passengers 
arrive refreshed after non-stop journeys.  
VistaJet is the only company able to 
accommodate all their global needs.

“Consumers are looking for newer 

Attention to design and newness is always 
a winning point. We know our customers 
really care about consistency, premium 
design and the fact they can access one 

With regard to service, we provide a 
sophisticated elegance, an incredible 
added value that matches clients’ lifestyle 
on the ground and feels organic to their 
preferences and attitudes. We expect more 
excitement in the market with the launch 
of  new long-range aircraft models such as 
the Global 7000.”

Its promise of  unprecedented range, 
ride quality and comfort, means the 
Global 7000 is already exciting the 
market. Silverman regards it as a 
stand-out model but won’t be drawn on 
VistaJet’s plans for the largest Global. 
“It’s a fantastic project and VistaJet 

eager for the aircraft to begin service. 
Thomas Flohr holds delivery positions 
for the Global 7000, but at present we 

Bombardier-based, comprising 
Challengers and Globals, the majority 

registered in Malta, while Jet Aviation 
manages and operates the US-dedicated 
aircraft. “We feel very comfortable with 
the Bombardier product cycle and how 
much they’re ahead of  the competition,” 
Silverman says. “Bombardier is extremely 
strong, they’re delivering their product on 
time and they’re here to stay for a very 
long time. Also, the consistent quality and 
appearance of  its aircraft is a key attraction 
and point of  reassurance for clients.”

but instantly recognisable livery and the 
feeling of  familiarity continues in the 
cabin, with consistent furnishing and even 
a distinctive VistaJet aroma. It could all 
add up to something like a luxury airline, 
rather than an exclusive executive and 

about our unparalleled safety standards, 
the global coverage only VistaJet can 
guarantee, and the convenience of  our 
business model – the service simply 
matches their daily requirements, and 

and a feeling of  home away from home, 

and makes it unique. We study our 
clients’ preferences to provide a bespoke 
service including their preferred food 
and beverage choices, the publications 
they like to read, the way they like the 
aircraft set up. The attention to detail we 
place on our aircraft design and service 
style simply matches our passengers’ 
everyday lifestyle. Their houses, their 
cars, the hotels they stay in, they’re the 
reference we have in mind when creating 
their private environment.”

Unicorn Maker
VistaJet’s success is founded on 
what it calls FSP, the Flight Solution 
Program, or simply the ‘Program’. “It 
provides all the benefits of  a personal 
jet without the responsibility that 
comes with owning an aircraft. It’s 
designed for corporations, high-net-
worth individuals and entrepreneurs 
who need to fly regularly with 
guaranteed availability at a fixed 
price per hour,” Silverman explains, 
while acknowledging that on-demand 
service is also available. He reckons 
the popularity of  on-demand flying 
generally is actually bringing people 
to FSP. “The Program is resonating 

outpaced it once again in all markets 

Modest branding leaves customers in no 
doubt which operator is taking care of them

OPERATORS|VISTAJET
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with us is enriching. For example, more 
than 80% of  our clients have a real 
passion for art – it’s one of  their main 

world’s most prominent art collectors. 
This is the primary reason we supported 
the global tour and exhibition of  The 

Collection of  Peggy and David Rockefeller, 
which is expected to be the most valuable 
private collection ever sold at auction.”

Talking to the Unicorn
Just as each of  its customers demands 
a unique travel experience, so VistaJet 
acknowledges their choice in how and 

in by phone, from the web, and through 
social media and chats, Silverman 
noting: “That’s why we recently launched 
a booking service on WeChat, just for 
Chinese customers.”

of  apps. “The private aviation industry 
is starting to innovate, and VistaJet is 
leading the change. We’ve developed 
an app for our Program clients to make 

convenient, and we’ve recently launched 
VistaJet Direct. It’s a digital membership 
providing access to VistaJet empty leg 

After downloading Direct and 

with traditional and new clients, 
as the ‘on-demand’ macro-trend 
highlights the economic benefits of  
avoiding full or fractional aircraft 
ownership. Adding to this, with our 
global coverage and proprietary 
technological infrastructure, we’re best 
placed to meet increasing demand 
from the most discerning consumers.”

The Program has seen VistaJet through 
industry-wide recession thanks, Silverman 
believes, to the quality of  its people and 
their drive to deliver the optimal solution 
to customer needs. “All VistaJet employees 
are tasked with being innovators and 

something they take very seriously and 
have great pride in, and it goes all the way 
up to the senior management team; we 
have a passion for providing the ultimate 

It’s a passion to provide best-in-class 
solutions to our clients’ needs. No other 
aviation company has invested to create 

a clear VistaJet advantage for the most 
demanding passengers.

“But our great results also come from 
loyalty and recommendation. Not only 
do we provide a solid business model, 
we also strive to provide exceptional 
experiences, making sure every minute 

joining the membership, customers 
can see and book at special rates, 

often and at short notice. It’s available 
to all VistaJet clients and also facilitates 

As the industry innovates through apps 
and other alternative booking methods, 
so Silverman sees younger customers 
responding positively. “Technology is 
bringing them closer. They have more 

solutions as opposed to buying an 
aircraft. And they want it faster and with 
transparent pricing. This is why we’re 
seeing the demand for our Direct app.”

remains an intimate business, based on 
personal relationships and built on trust; 
even folk booking through an app or chat 
are reassured by the knowledge there’s an 
expert voice available on the end of  the 
phone should they need help. It’s a fact 
entirely recognised at VistaJet: “There’s 
a dedicated team following our Program 
clients personally through every stage 

experience, anytime, anywhere.”  

We’ve developed an app for our Program clients to 

and we’ve recently launched VistaJet Direct

The VistaJet fl eet comprises 
only Bombardier aircraft , 

including the Global 5000

SPRING 2018 |  International    7

OPERATORS|VISTAJET



Safet Ser ice
Hong Kong Business Aviation Centre

In the years immediately following 
World War II, the reborn airline 
industry quickly recognised Hong 
Kong as a natural hub for services 
into and around Asia. In those 
terms, little has changed – the 

territory remains a globally important 

transit stop. As a major force, business 
aviation was a little late to the party 
however, with real growth only in the past 
two decades.

Hong Kong Business Aviation Centre 
(HKBAC) was established 20 years ago this year, 
placing it front and centre of  the region’s business 
and VIP aviation services market. Rita Tam, 
Director of  Customer Relations at HKBAC, says: 
“There’s been tremendous change in the market.  
With robust economic growth in the Asian 
region in the past two decades, companies tend 

and have really begun to appreciate the time 
and destination advantages of  business aviation, 

15 years. When I joined HKBAC there were 
fewer than ten Hong Kong-based aircraft. That 
number has grown by at least a factor of  ten and 
we’ve had to build two additional hangars, one 
larger than the other, to meet demand.”

Voted Trailblazer of  the Year in the Asian 
Business Aviation Association (AsBAA) Icons of  
Aviation Asia Awards last November, Tam came 
to HKBAC as a customer service representative 

aviation industry working on check-in at Cathay 

advert and applied, thinking that business 
aviation would be a unique and fascinating 
industry. I was right!”

Back then, HKBAC’s Hong Kong International 
Airport (HKIA) presence comprised a single hangar 

terminal, none of  which Tam considers the Centre’s 
most important asset. “Over the years we’ve made a 

HKBAC’s 
presence 

at HKIA has 
grown to 

include three 
hangars

FIXED BASE OPERATIONS
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to deliver superior service to our customers, but most 
important is the ‘can-do’ spirit that Hong Kong 
people are known for and which we’ve treasured 
and nurtured since day one. It’s held in the heart 

everything we do. It’s what allows us to constantly 
impress customers with the seamless aviation 
services essential to safety and travelling in style – 
the hallmarks of  HKBAC and Hong Kong.”

Safety is inherent to the HKBAC spirit; it 
was recognised in the facility’s recent Stage 1 
IS-BAH accreditation. “It’s a clear recognition 
of  our dedication to safety and customer 

IS-BAH registration further assures HKBAC’s 
stakeholders, customers and partners of  the 

“But we’re still reaching above and 
beyond mere compliance to provide the 

our stakeholders, and which aligns with the 
global standard and SMS [safety management 
systems] requirements of  the International 
Civil Aviation Organization, as well as other 
operation-critical industries. We’ll continue 
enhancing our services and safety standards, 
paving the way to full IS-BAH accreditation.”

In fact, HKBAC is no stranger to recognition, 
having been voted Best Asian FBO in Professional 

Pilot’s PRASE survey every year from 2008 to 

in a dynamic, safety and service conscious 
industry? “I’d say our secret lies in our long-
standing commitment to Safety, Service and 
Style, ranging from every safe tow we perform, 

to our stand-out, highly personalised customer 
handling style. Our dedicated team grasps every 

Customer Understanding
“To help us understand our customers’ changing 
needs, we regularly engage stakeholders through 
meetings with operators, annual cocktail/lunch 
gatherings and customer satisfaction surveys, 
and we listen carefully to their feedback. Several 
of  our improvement initiatives were inspired by 
customer suggestions, including construction of  
the additional hangars and the implementation 
of  a 3m aircraft parking plan to enhance apron 

Rita Tam, 2017 
AsBAA Trailblazer of 
the Year

SPRING 2018 |  International    9

FIXED BASE OPERATIONS



lounge, in-house remote-bay towing service and 
the erection of  a fuel hydrant at the apron were 
all direct responses to stakeholder comments.”

Tam says arriving customers need spend no 

terminal before taking their limousine into the 
city – although pre-booked boat and helicopter 
travel are also available. The terminal includes a 
customs, immigration and quarantine (CIQ) hall, 
minimising time spent on essential necessities. 

lounge. Arrival and departure CIQ clearances 
therefore take only minutes to complete, a key 
feature of  HKBAC and one that demonstrates our 

is achieved as discretely as possible, with measures 
including guards positioned outside the terminal 
and CCTV monitoring the buildings and apron.

provision of  information and advice, trip 
planning and assistance with visas and other 
travel documents. “We work very closely with our 
operators and crew members to make sure VIPs 
breeze in and out of  the city with only smiles on 
their faces!” For customers with a little time before 

for meetings.
Outside, HKBAC provides a variety of  

aircraft line services, including towing, cross 
runway towing, potable water and lavatory 
service, ground power unit, aircraft cleaning, 
air conditioning unit maintenance and more. 

“They’re all performed by our own dedicated 

HKBAC supervision.”
Before an aircraft lands in Hong Kong, 

HKBAC’s dedicated team arranges all requested 
services, the line service team taking over after 
landing to ensure the aircraft is safely parked in 
its designated area once ramp services have been 

available to pilots and crew 24/7. And when it’s 
time to depart, “We hand the aircraft back cleaned, 
serviced and in the best possible condition.”

Crew and pilot comfort and convenience are 
particular concerns for Tam and the HKBAC 
team. “If  they don’t have time to get to a hotel or 
just need to quickly freshen up, we have shower 
rooms and snooze rooms available. There are 
refreshments, computers, tables and sofas in the 
crew lounge, for their convenience and comfort 

most importantly, the lounge gives them privacy 
from their VIP passengers, plus a view over the 
apron, so they can see when their aircraft is ready 
for boarding.”

weather and NOTAMs, while further assistance, 
primarily for operators and trip planners, is 
available through HKBAC Connect. “We 
launched our self-developed online handling 
request system, HKBAC Connect, in February 

bookings, place handling requests, make changes 
and record additional orders on a single platform, 
around-the-clock, enhancing productivity and 
reducing the risk of  miscommunication. Aircraft 
status may be checked anytime, anywhere and 

requested service is completed, with the invoice 
prepared simultaneously.”

On a personal level, HKBAC general manager 
Madonna Fung was voted AsBAA Icons of  
Aviation Asia Awards ‘Woman of  the Year’ in 
the 2016 honours. Tam’s own award in 2017 

but especially in the opportunity it has given the 

primarily by men. It’s a reality that’s gradually 
changing, and Tam says: “While it is a fact that 
apart from cabin crew, men occupy the majority 

A self-developed 
online handling 
request system, 

HKBAC Connect 
launched in 

February 2017

FIXED BASE OPERATIONS
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of  jobs in the industry, there is no barrier holding 
girls or young women back from applying for 
positions. We’re seeing more female colleagues 

supervisory and management.
“We have a very supportive and encouraging 

culture at HKBAC, with gender equality just one 
attribute. Every position at HKBAC is open to 

backgrounds. The sky, literally, is the limit.”

Still Number One
HKBAC will only maintain its enviable 
position in Asia through continuous 
investment in its people, ensuring that while 
joiners bring fresh enthusiasm and new ideas, 

service environment. With that in mind, Tam 

week classroom training covering subjects 
including operational safety and standard 
operating procedures. Subsequently, they’re 
assigned to a supervisor on duty for on-the-job 
training and coaching.”

refresher courses updating their knowledge on all 
necessary safety requirements. In addition, when 
new equipment or procedures are introduced, 

“There is a Chinese saying: ‘
 – It takes a decade to grow a tree, 

but a century to nurture a person’. HKBAC 

puts special emphasis on human resources 
training and planning, since its differentiating 
advantage is its people. In safety, maintenance 
or customer service, it’s always people who 
make the difference.”

With that most important aspect of  its future 

and serving the market in years to come? “As 
Asia’s international aviation hub, Hong Kong 
serves as a vital gateway to China and a majority 
of  our visitors are travelling intra-Asia. About 

region and China, with the most popular routings 
to Beijing and Shanghai, the political and 

Road initiative’ and recent national strategy of  
the Guangdong-Hong Kong-Macau Bay Area 

increasingly strong in the coming years.
“HKBAC is poised to go beyond Hong 

the business aviation sector, especially in cities 
and countries yet to be directly connected by 

and invest in co-operative opportunities with 
airports and other FBOs.

“Our vision is to strengthen HKBAC into a 
brand name respected across Asia and especially 
in mainland China. As a pioneer FBO in the 
region, HKBAC has continued to raise industry 
standards. We hope ‘HKBAC’ will become a 
brand synonymous with the highest service 
standards, embodied in our commitment to safety, 
service and style.”  

HKBAC’s 
VIP lounge
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Rotary Revelations

However long-
ranged, 
comfortable or 
well-connected 
your jet, it’s 
never going 

to deliver you to a mountaintop 
retreat or helicopter deck. As 
more passengers demand the 
kind of  access only a helicopter 
grants, industry is responding 
with a variety of  aircraft and 
operator solutions. Among 
them, Luxaviation Helicopters, 
established in February 2017, is 
bringing the service and safety 
standards of  Luxaviation’s jet 
operation to the world of  VIP 
helicopter transportation.

Charlotte Pedersen, Luxaviation 
Helicopters CEO, is passionate about 

Sikorsky S-61 Sea King as a Royal 

Danish Air Force (RDAF) search and 
rescue (SAR) pilot. She explains the 
motivation behind the new venture: 
“The Luxaviation Group recognised the 
VVIP helicopter market as one primed 
for growth and complementary to the 
other services it provides. We already 
provided a full range of  services for 
business jet owners, including help with 

support and crew resourcing – the next 
step was obviously the helicopter transfer 

“The timing was right because 
we’d developed to become a 
worldwide group and recognised that 
helicopter services weren’t offered 
on a worldwide basis, because their 
operators tend to be local.” Go back 
a couple of  decades and business jet 
operations were similarly fragmentary, 
with many companies running small 
fleets, albeit over global ranges. The 

comparatively limited endurance 
of  helicopters makes them unlikely 
candidates for global services, but 
Luxaviation Helicopters has identified 
a particular need for its services.

“Partly, we’re satisfying clients who are 

their own helicopter at their destination. 
It means we’re managing a complex set 
of  requirements with a helicopter that 
needs to be in the Caribbean, let’s say, 
one month and in Asia the next.” It’s 
a process that inevitably involves some 
degree of  disassembly, movement by ship 
or cargo aircraft, and then reassembly 
and testing ready for the client’s arrival 
at the destination.

“It’s complicated because whenever 

or maintain it, you have to do it by 
the manual. Then, when you come 

engineers at the destination.” The work 

Pedersen trained to fl y the Sea 
King SAR helicopter with the 
Royal Danish Air Force

PROFILE|CHARLOTTE PEDERSEN, CEO LUXAVIATION HELICOPTERS
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has been typical of  military operations in 
the past, but comes as something new to 
the civilian, VIP market.

Pedersen stresses that it remains an 
important niche service rather than 
something Luxaviation Helicopters does 
on a weekly basis. On the other hand, 
the company also manages helicopters 
for clients globally, following industry 
recommendations and best practices 
in the particular demands of  rotary-
wing maintenance. “I’d say helicopter 
airworthiness is almost more controlled 

there are so many moving parts. Every 
single one is checked and controlled at 
regular inspections. 

“And when there’s a fault in an 

common for helicopters. A huge amount 
of  information is released, and operators 
need to be aware of  it and act upon it, 
so it’s a complicated area in which we 
work. Often, the helicopters we manage 
are based on yachts too, a location a 
little more challenging than the hangars 

maintenance and moving them to a 
suitable location is another complex 
requirement and I would say we have the 
very best team of  helicopter experts to 

Luxaviation Helicopters provides 
support when a client’s helicopter is away 

its deployed team varying according to 
mission, geographical location and local 
regulations. Usually a team comprises 

connections ensuring that approved 
maintenance is always to hand if  
required, but where regulations insist on 

supplies trained personnel as part of  the 
team travelling with the aircraft.

Starspeed
Luxaviation Helicopters announced 
its first acquisition in September last 

year, as the UK’s Starspeed came 
into the group. With 19 managed 
aircraft and a further four available, 
its offering includes business and VIP 
charter, and instrument rating and 
conversion training. For Pedersen, the 
British company embodies everything 
that’s dear to the Luxaviation brand in 
terms of  service quality and expertise.

“We were truly so happy to get them 
onboard! We researched the market, 
looking for the perfect company match 
for us and Starspeed stood out, totally 
number one for reputation, operational 
practices, procedures, everything. In 
2018 they celebrate 40 years in business; 
it’s a long time in helicopter operations 
and proves they’ve done it well. What 
they do with helicopters is exactly what 
Luxaviation does with jets.”

Starspeed’s training capabilities shine 
a spotlight on Luxaviation Helicopters’ 
wider ambition to become a centre of  
training excellence as well as setting the 
global operational standard. Pedersen 
explains: “When we acquired Starspeed 
we also acquired one of  the UK’s most 
recognised helicopter training schools. 
When you operate VVIP helicopters on 
behalf  of  private owners, you have to 
deliver a spotless service that exceeds the 

client’s expectation. In our business we 

the assistance of  navigation and weather 
services, landing lights and so on.

“Instead, we adhere to commercial 

yacht to yacht, or from their garden 
to the ship, as well as transferring 
passengers in and out of  busy airports 
day and night. But we don’t always 

world and to do this safely you have to 
make certain your crews are trained 
extraordinarily well. They must be 
trained in the missions they actually 
perform, not just according to standard 
regulatory training programmes, and 
the best way to achieve that is with your 
own training academy.”

Starspeed’s training schools, at 
Kemble in Gloucestershire and Fairoaks 
in Surrey, also take third-party students, 
delivering courses that include yacht 
operations and other special missions. 
A typical, though perhaps less obviously 

yacht, might involve lifting a customer 
from their arrival through a series of  
stops to inspect manufacturing or other 
facilities, for example. It’s a schedule 

Starpeed’s managed fleet 
includes this EC135. The company 
has worldwide helicopter 
operating experience
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but also complex planning in terms of  
approvals to land, customs declarations 
and more; for that, Pedersen says, “We 
have simply a top operation in Starspeed. 
They have the knowledge. They know 
how to handle it in the UK and around 
the world, while delivering the customer 
service that represents Luxaviation 
quality. There’s little point in delivering a 

invoice, for example, because then that’s 
what the customer remembers.”

Yacht Flying
Pedersen is confident Luxaviation 
Helicopters is well equipped for 
yacht work, especially in light of  
the Starspeed acquisition and her 
perceived future for the requirement. 
“I believe we’ll see the market 
expanding, particularly in Asia, as 
rising wealth leads owners to build 
larger vessels.

by weather and requires considerable 

preparation with the ship in terms of  
when and where the helicopter will be 

with the yacht as a moving platform 
and very thorough procedures need 
to be in place for operations to the 
highest safety standards.

“New EASA regulations are also 
coming into force, demanding that 

EVA late 
in 2017, Pedersen revealed Starspeed as 
the only VVIP helicopter operator with 
the approvals already in place. “They’re 
about mitigating risk and ensuring 
safe operations. You need a highly 
experienced company to manage the 
operation, not just from the perspective 
of  the helicopter, but also in terms of  
what happens on the ship. Of  course, 
we go in and help with the preparations 
and planning on the ship too, ensuring 
everything is taken care of.

“We give our advice when a client 
chooses a ship and a helicopter at the 
same time. If  we’re involved in those 

discussions, we can be sure they receive 
the very best advice concerning deck size 
for particular helicopter types and many 
other factors – would wheels or skids be 
better for their operation, for example?”

The Modern Helicopter
Pedersen ‘grew up’ on the Sea King, 
entering the RDAF’s pilot training 
programme in 1989 as its first 
female student. A range of  higher 
staff  positions followed, including 
responsibility for helicopter safety 
equipment and training, experience 
that leaves her well placed to assess 
modern helicopter capability.

“Although the basics are very similar, 
in reality the modern machines are 

wire and really comprehensive avionics. 

developments in navigation systems since 
have been real progress for the better.

“For me, the Sea King was a fantastic 
transport and SAR platform, but among 
its limitations was de-icing capability, 
which is one of  the brilliant things many 
modern helicopters have. Combined 
with avionics and autopilot – we didn’t 
have autopilot – it makes them so much 
safer. Today’s young pilots don’t know 

I believe aviation is a passion for everyone who 
works in the industry. I think they’re here because they 

Starspeed brings the large 
Sikorsky S-92 into the Luxaviation 
Helicopters’ fold
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how we managed at all!”
Speaking to her, it’s obvious that 

aviation remains a passion, but Pedersen is 
typical of  so many industry professionals 

necessary for her own. “My licence is 
still valid but not current. It would take 

a helicopter company and sitting on a 
school bench for more than a month. So, 

Temporarily grounded though she 
may be, Pedersen nonetheless has a 
wealth of  military helicopter experience 
to draw upon. “I’m extremely grateful 

management, planning and teamwork 
experience. Everything I learned in the 
military environment I bring with me 
and use today, keeping things simple and 
clear so there’s no confusion about what 
needs to be done – writing what needs to 

generating hundreds of  pages to say the 
same thing.

“But I’ve learned something in each 
of  my jobs, in the military and since, 
and I take all the good experience from 
each and take it to the next.” Those 
jobs actually included a brief  period as 
a civilian helicopter emergency medical 
service (HEMS) pilot, work that proved 
equally demanding and rewarding, 
and undoubtedly added to Pedersen’s 
smorgasbord of  experience.

“I found HEMS quite similar to 
SAR, although more regulated, since 
during SAR missions it was down to the 
captain and crew to decide whether to 
proceed, we didn’t have to strictly follow 
regulations. In HEMS, even though you 
have a little more regulatory leeway than 

very regulated; it’s clear what you can 
and can’t do.”

It’s typical of  Pedersen that she 
added an additional challenge to her 

Denmark, indeed, outside Scandinavia. 

interesting! Learning the challenges 
of  working in a foreign language, in a 

Flying HEMS, at night, I’d call up and 
ask for weather, wondering if  they spoke 
English. The answer was ‘No’, but they 
were very patient with me, trying my 
best French, so that although it was 
challenging at the beginning it actually 
worked out very well.”

Fascinating Business
Considering the aerospace business 
as a whole, Pedersen reckons the 
enthusiasm of  its participants runs 
deep. “I believe aviation is a passion 
for everyone who works in the 
industry. I think they’re here because 
they find the business fascinating. 
When I think about Luxaviation 
Helicopters’ employees, the work they 
do is not just a job like any other, 
they have real passion for it. They’re 
always available when we need them 

and they’re burning to be involved.
“We serve our clients, ensuring 

everything around them works perfectly 
and is spotless. Our employees have 
to be consistently helpful, cooperative, 
creative, professional and ready to solve 
a problem, even when it’s an odd hour 
of  the night. But there’s never a dull 
moment, no two days are alike and I 
have to say I think we have fun. That’s 
what keeps us motivated, it’s that and the 
great team feeling of  satisfaction when a 
last-minute request works out perfectly 
and we have happy clients.”

It’s a passion Pedersen is determined 
to share with newcomers to the industry 
and, presumably enthused by her own 
pioneering role in the Danish military, 
she’s particularly keen to see young 
people inspired. Freshly returned from 
an International Aviation Womens 
Association (IAWA) conference in Berlin 
when she talked to EVA, Pedersen says 
she wants to reach every prospective 
recruit, not just girls and young women: 
“We discussed how to ensure enough 
young people are recruited into the 
industry. My view is that aviation is 
growing everywhere and set to continue 
growing. We need more aircraft, more 
crews and more people generally.

“We need people to understand 
that aviation isn’t just the crews, it’s 
the whole business around it. Ground 
personnel, lawyers, insurance providers, 
engineers, maintainers and more. I 
believe it’s a sector that once you’re 
in it, you’re guaranteed a job in the 
future. I thought about how we recruit 
people… and looked at the TED 
Talks.” The Technology, Entertainment, 
Design (TED) Talks allow experts 

of  18 minutes to deliver a powerful 
presentation designed to spread their 
ideas on a particular subject. Pedersen 
used the concept as her inspiration.

“In 18 minutes the speakers have 
to bring their passion for the subject to 
their audience, helping them understand 
how fascinating it is. Since everyone 
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in aviation is fascinated by it, I think it 
should be quite easy to bring that passion 
to youngsters. We need to go out and talk 
to them, taking that passion to them in 
their last years of  school, when they’re 
making decisions and will understand 
that this is a sector where they might be 
guaranteed a job.

“They need to see that it’s no less 
interesting to be an aviation lawyer or 

to go out and tell them about all the jobs 
in aviation, explain that not all of  them 
require six years of  university study.

“I thought if  I had a great 
presentation about the industry, with 
clear ideas on how you get into the 

1,750 employees to go out and talk to 
just one class in their neighbourhood or 
child’s school. I did a quick calculation. 
If  each employee talks to an average 
25 students, Luxaviation alone would 
speak to 43,000 students. Once I have 

challenging our company, I’m certain 
that when you’re passionate about 
something you can convince others.

“This is such a diverse industry with 
a real need for experts in all areas, and 
there are many people in key positions 
who will be retiring in the next 15 years. 
Our task is to ensure the next generation 
are there, ready to take over.”

For Pedersen, Luxaviation embodies 
everything that is good about aviation. 

before she moved to the helicopter 
division, she emphasises the synergy 
between Luxaviation’s jet and helicopter 
provision, which delivers a consistent, 
coordinated, single-source solution from 

customers say, ‘I need to go from Airport 
A to Airport B and then to my ship,’ and 
we can take care of  that.” It’s a uniquely 
‘helicopter’ solution, delivered in a way 
only Luxaviation can.  

My view is that aviation is growing everywhere  
and set to continue growing. We need more aircraft, 
more crews and more people generally
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Time to G

Honeywell’s most 
recent Business Jet 
Aviation Forecast, 
released in October 
2017, states: “…based 
on the expressed 

level of  purchase plans, Asia Pacific 
would represent close to a six percent 
share of  global new jet demand over the 
next five years.”

Six percent may not seem much, but Asia’s 
business aviation industry is still in its infancy. 
David Dixon, President of  Jetcraft Asia and a 
member of  the Asian Business Aviation Association 
(AsBAA), says today there are only around 400 
private jets operating in China versus more than 
10,000 in North America; California alone has in 
excess of  400! 

The region’s infancy and, therefore, growth 
potential, is seeing increasing numbers of  aircraft 
manufacturers highlight their commitment to Asia. 
For example, towards the end of  2017, HondaJet 
announced it would sell aircraft in Greater China 
in partnership with Honsan General Aviation. 
In January, the OEM opened a new FBO facility 
at the business jet terminal being constructed at 
China’s Guangzhou Baiyun International Airport. 

Trends indicate HondaJet may be preparing 
for Asia’s shift away from larger aircraft in the 
coming years. Gary Dolski, CEO of  Hong 
Kong-based operator and business jet services 
provider Metrojet, comments: “The Asian market 
is focusing on large cabin, long-range aircraft 
regardless of  their needs.” Gulfstream’s latest 

January, the OEM claimed: “…there are more 
than 330 Gulfstream aircraft in service in the Asia-

However, Dolski continues: “While I believe 
this market will continue to grow, we will see a 
rationalisation and the increasing engagement of  
aircraft suited to a customer’s actual business travel 

in smaller cabin, short-haul aircraft for business 
contained within the region.”

provider Asian Sky Group, thinks this is already 
happening, suggesting buyers are right-sizing their 
aircraft because they are looking for better value. 

private jet market in Asia is growing. He points 
out: “It used to be that the discerning Asian buyer 
would only consider a brand-new aircraft straight 
from the manufacturer.”

Textron’s focus on pre-owned aircraft at this 
year’s Singapore Airshow appears to support this 

Aviation included a Cessna Citation Sovereign+ 
from its ‘Pre-owned Direct’ inventory on the static 
aircraft display. Before the show, the OEM also 
announced it would bring a “dedicated pre-owned 
sales focus to support local APAC operations”.

Elsewhere, ATR made the press with news that 
Berjaya Hotels & Resorts is acquiring two pre-
owned ATR 42-500s for services to the Malaysian 
island of  Redang, where it has two resorts.

Asian Routes
The advent of  smaller aircraft will no doubt 
broaden the range of  routes flown, which will 
help the industry grow further. Dixon says 
that so far city pairs in Asia haven’t developed 
in the same way as in North America and 
Europe: “It’s still mainly primary-to-primary 
routes, from capital to capital, like Hong 

Stephanie Taylor explores business aviation developments in Asia, 

where the industry remains in its infancy
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Gary Dolski, 
CEO of Metrojet
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is where the airlines fly too. We need more 
secondary city-to-secondary city flights to 
grow the business.”

Dixon reckons that competing with airlines is 
a particular challenge for Asian business aviation 
because, unlike in North America and Europe, 

high standard of  service. He argues: “Access will 
drive the industry’s expansion. China now does 
business worldwide, particularly in places like 

declares, “It used to be mostly private buyers in the 

are buying a second aircraft, but this time they are 
using corporate resources and the aircraft is strictly 
for their corporate needs.”

It goes without saying that for more routes to 
become viable, the industry needs access to more 
airports. Dixon says access for foreign aircraft at 200 
airports in China is meagre when you consider that 
in North America, jets have 5,500 to choose from. 

He feels business aviation is being squeezed 

landing slots during peak hours are unavailable. 

during the night.” Dolski adds: “Parking and the 
ability to hangar an aircraft in certain prime high-

there is no space available.”

shortfall,” but with these issues in mind, chartering 
might seem an attractive alternative to owning and 
operating an aircraft. 

Charter Solution
The charter sector in Asia is growing, with 
VistaJet reporting a 16% growth in its Asian 
flight hours at the end of  2017 and naming 
China and India as the fastest-growing 
countries in the region. Manila-based PhilJets, 
which provides helicopter and jet charter, 
purchasing and MRO services, saw a 100% 
year-on-year growth in revenue for 2017. 
The company said: “The total value of  assets 
under management by PhilJets increased by 
almost four-fold in 2017, reaching […] the 

David Dixon, President of  Jetcraft Asia
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equivalent of  about 77 billion US dollars.” 
These new assets include a Cessna Citation 

Helicopters H145.

membership programmes are popular because of  
their lower initial and on-going costs, expanding: 
“As more and more people become aware of  

accessibility becomes a desired factor.”
Dixon acknowledges people are buying 

shares in NetJets or FlexJet, but counters: “In my 
opinion, there won’t be a NetJets Asia any time 

and New York and be in the same jurisdiction; 
one clearance, one permit, and it’s technically 
the same throughout Europe. If  you do a small 
circuit around Hong Kong, you go through three 

direction you may go through Singapore, Malaysia 
and Indonesia all in quick succession, so things 

service aircraft management companies with 
big overheads are being replaced by smaller, 

of  services from which the client can pick and 
choose.” It seems Metrojet is already responding 
to this trajectory, with Dolski revealing: “We are 

clients in the near future.”

development of  local talent is key for long-term 
growth in the region and this covers the full 

maintenance to general aviation management. I 
am a strong supporter of  ‘China for China’, and 
there needs to be a proper evolution process that 
takes into consideration the current status of  the 
workforce and where we want that workforce to be 

“We will see a lesser reliance on ‘expat’ or 
Western labour in many positions as local talent 

We will see a lesser reliance on ‘expat’ or Western 

trained and garners the appropriate level of  experience

Gary Dolski, CEO of  Metrojet

Hong Kong-based 
Metrojet provides 
a range of bizjet 
services, including 
maintenance
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level of  experience. This will, long term, help in 
lowering costs and merge the Eastern and Western 
cultures into an environment that continues to 
uphold all the required levels of  safety and quality, 
with an Eastern stamp.”

of  the industry will lead to improvements across 
all areas of  business aviation. “It’s about getting 
away from the ‘lifestyle’ perception,” maintains 
Dixon. “Instead, we want to highlight the value 
of  business aviation to an economy. We have an 

him an extra month’s worth of  productive time at 

the equivalent of  a 13-month bonus and to a 
multimillion-dollar group that’s a large sum. 

“The Hong Kong Government’s inbound 
investment department in Hong Kong is seeking 
to attract foreign companies to make their regional 
bases in the SAR [special administrative region], 
but limited access and lack of  parking aren’t 
making it easy enough for people. There is a 
famous example where one of  the richest men in 
the global IT industry was essentially turned away 

from Hong Kong because the airport constraints 

tell someone to park in Chicago for a meeting 

talked about! In fairness, there has been better 
slot coordination of  late, but there is still plenty to 
do. The aviation business needs a third runway in 
Hong Kong.”

incorporated from the beginning, when new 
airports or expansions to existing airports are 
being planned.” And change is on the horizon. In 
February 2017, the Civil Aviation Administration 

plan, with one of  its targets being the vigorous 
promotion of  business and general aviation. 

The CAAC hopes to achieve this by: “Building 
more infrastructure, putting in place a standard 
system, continuously improving the operating 
environment and expanding service areas. There 
will be over 500 general airports and over 5,000 

2 million.” If  this is the case, the business aviation 
industry in Asia won’t remain in its infancy too 
much longer…  

Carmen Chan, 
ASG’s Business 

Operations 
Manager, handles 

the company’s 
charter operations
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MAKE YOUR WISH AND
WE’LL MAKE IT HAPPEN

www.igs.is  I  igs@igs.is  I  Tel. +354 425 0277

WE KNOW THAT EVERY FLIGHT IS UNIQUE
Let us take care of both your and your aircraft’s every need. Whether it is 
relaxation you seek, a meeting you need to hold or if you feel like exploring 
some magnificent Icelandic nature while your plane receives excellent 
service, we do our best to fulfil your requirements.



THE GAS…
Margie Goldsmith spoke with Race Car Driver Brad KeselowskiNigel Kinrade 

Photography
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Seventy-two years ago, 
bootleggers who’d 
souped up their 
vehicles to evade the 
authorities during 
prohibition, founded 

National Association for Stock Car 
Auto Racing (NASCAR). Today, stock 
car racing is among America’s most 
popular sports, with top-level races 
ranging between 200 and 600 miles 
in length and cars reaching speeds 
in excess of  200 mph (322 km/h).

Team Penske, owned by Roger 
Penske, is one of  the most successful 
teams in NASCAR history and Bradley 
Aaron Keselowski, one of  the sport’s 
top drivers, competes full-time for Team 
Penske in the Monster Energy NASCAR 
Cup Series (MENCS), driving the 
No.2 Ford Fusion, and part-time in the 

the No.22 Ford Mustang. 
Voted most popular driver by his 

fans, Keselowski is hoping to bring 
home a third Daytona 500 victory for 
Team Penske in 2018 and a second 
MENCS championship. Continuity is 
an important element in the 33-year-old 
Michigan native’s success and he has the 
same crew chief  and most of  the road 
and pit crew he had in 2017.

Keselowski entered the 2017 MENCS 
season among the pre-season favourites, 
tipped to take home a second career 
series championship, and advanced 
to the Championship 4 during Ford 
Championship Weekend at Homestead-
Miami Speedway. Along the way, Team 
Penske won three races, scoring 15 top-

also won two pole positions, including his 

his home track.
Raised in a racing family, Keselowski 

previously worked full-time for his 
family’s NASCAR Camping World 
Truck Series team while managing his 
own short-track career, racing Factory 
Stocks and Limited and Super Late 

when he competed for Germain Racing 
at Memphis Motorsports Park.

He took pole and led for 62 laps, 
a performance that landed him a 
ride in Dale Earnhardt Jr’s No.88 
NXS full-time entry two weeks later. 

for JR Motorsports and in 2009 
claimed his first MENCS victory, 
driving for James Finch at Talladega 
Superspeedway. He was also owner 
of  Brad Keselowski Racing, fielding 
two full-time teams in the NASCAR 
Camping World Truck Series. 

Penske’s eye and was hired to compete 
full-time for his team. Since joining 
Team Penske in 2010, Keselowski has 
won a remarkable total of  53 MENCS 

championship, an NXS driver title and 
four NXS owner championships. 

Away from the racetrack, Keselowski 
married his long-time girlfriend, Paige, 
a year ago and lives in North Carolina 
with their two-year old daughter. 
Both Brad and Paige are active in his 
Checkered Flag Foundation, which 
honours and assists those who have given 

the foundation has supported more 
than 50 organisations and individuals in 

their road to recovery. 
EVA caught up with him during a rare 

What did your father do?
My uncle, grandfather and dad were 

car experts. My dad had a business as 
both a race car driver and helping to 
tune other people’s cars. He was a little 
bit of  a do-it-all performance car guy, 
but mostly race. 

Did your mother work?
She was in real estate and then 

transitioned to administrative work for 
my dad’s business.

What did you want to do as a kid?

remember ever not wanting to become a 
race car driver. 

Did your father teach you how to 
drive when you were young?

helped me learn. He got me a go-kart 

Was your father a race car driver?
Yes, up until 1999. He had a number 

of  bad accidents that essentially retired 
him as a driver, so he took the family’s 
business and transitioned to putting 
trucks together in what’s now the 
NASCAR Camping World Truck Series.

on your own and your career took 

What were the most important 
things he taught you about racing?

“Never forget, when you get in the car, 
everyone weighs the same, everyone’s 
the same size, everyone has the same 

your heart and your mind, it’s not about 
what you were born with physically.” 
Mental strength with respect to desire, 
passion and overcoming obstacles has 
stuck with me my entire career.

A huge stress relief, because you are 

for your seat. And winners always 

transitioned to driving for Team Penske. 

eight years. 
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measurable early career success. 

What goes through your mind when 
you’re driving?

Probably the biggest thing is to always 

control and to always look for opportunity. 
There’s always an opportunity – you just 

used to a really good routine and rhythm 
and you’ll start singing a song to yourself, 
like running on a treadmill and your brain 
takes you other places, but you are still 
running. Sometimes that happens, but it’s 

have a bad race, what does it mean, how 

more team related. 

does it encourage you to take more 

once in a while, those thoughts enter 
your mind. As they say in racing, you’re 
only as good as your last race, so you’re 
constantly striving to prove yourself, week 
in, week out, despite how good or how 

producing the results my team deserves. 

Do you ever think about the fact that 
you’ve won more than 50 races? Is 

now with a young daughter, so the wins 

have a family to celebrate a win. 

Did your father discourage you 
from racing?

but he never encouraged me early 

wanted to do it, not because he wanted 

one of  the best ways of  handling that, 

got to want to. Dad always told me 

enough and want to quit?

have actually wanted to quit. 

Foundation?
The Checkered Flag Foundation is 

a 501(c) (3) which is fancy words for a 
US tax code, a recognised and approved 

way to give back to the community. The 
emphasis is on military personnel and 

the way they went out with respect to 

to kind of  embrace them, sending the 
elevator back down to those who are 
not only less fortunate than me, but are 

driver; they go out and risk life and limb 
not to entertain, but to save lives and 

think it’s a necessary way to engage the 
community, because the community has 
given me so much. 

Foundation do?
We have many initiatives. We help 

put on camps for service members who 

are trying to return to their normal life 
with their family. We’re helping build 
what’s called a Fisher House, which is 
essentially like a hotel close to a military 
hospital that allows family members to 
be with their loved ones while they are 
being treated for something that might 

or even at home. We have sponsored 
race weekends for military families to 

been fun and engaging, allowing us to 
meet people, inspire them and get them 
excited about life again. 

Keselowski joined a Checkered 
Flag Foundation ‘Huntsman 
Shootout’ event in June 2017. 
Dana Jo Photography
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important. Hydration is critical. Eating 
healthily is critical for maintaining energy. 
And then there’s a mental aspect of  
preparation. A lot of  times the airplane is 

notes from others or myself, which is why 

gives me the opportunity to pull through 
notes and do research. 

and/or sponsor event that’s usually timed 

We’ll transition from there to on-the-track 
practice sessions. The day after is usually 

race weekends are just two-day shows and 
others might be three days, with more fan 
events and then the race. 

Are you in competition with your 
two team mates?

Absolutely, but we’re probably the 
closest friends in the world. 

and going through the race?

lot and have the airplane to help with 
that; it helps reduce the stress and 
keep the schedule as maintainable 
as possible. Then, we have people to 
help us schedule. That’s actually part 

hardest thing about my job is trying to 

What do you think is the secret to 
your success?

advance them every year. Then there’s 

got to keep working out to make sure 

there’s persistence in making sure that 
we show great value to our investors, 
sponsors, partners, and so on, through 

know what God has planned for me, 

another championship at the highest 
level of  the sport. That’s probably my 
biggest desire right now. Along with that, 

and enjoy the time with my family and 
see and do things together. Those are 
probably the two most critical things 

be successful and take care of  the people 
that are working so hard for them. 

What do you think has been your 

accomplishment would be winning the 
NASCAR Championship in 2012. 

Considering how many races you 

200 segments, in a year, mostly by private 
airplane, a Lear 45.

late. There’s no excuse that the airplane 

Wi-Fi is an essential tool 
aboard Keselowski’s Learjet 45. 
Matthew T Thacker/

Nigel Kinrade Photography

A family selfi e aft er Keselowski won the 
2017 Monster Energy NASCAR Cup Series 
STP 500 at Martinsville Speedway, Virginia. 
Nigel Kinrade Photography
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a race on a Sunday, they’ll run the race 

somewhere else that same day or two 

places and do more things because of  

everybody would want to kill me!

helicoptered about 30 hours a year too. 

Why did you decide to buy the Lear 

the value package for purchasing the 

control over maintenance and upgrade, 
and felt more comfortable with the 
wear and tear that my family put on the 

rather than something that’s leased. 

If  you were going to move or 

Well, the Lear has been very good 

most likely consider something in the 

Gulfstream G250. But again, the Lear’s 

hard pressed to leave it. 

When you’re visiting a new 

you have your own preferences?

been going to over the years. 

Do you have a preference for on-

to the team? 

a reset point for me and so what that 

with someone or host an event – and 
even though the people there might be 

the destination? 

Do you put the Lear out for charter?

or do you take the view that if  the 

more, not less, to make sure we are not 

like to cut corners.
When people ask me about owning 

everybody owns their own airplane. But 

we’ll take the airplane, but my airplane 

a bit of  stigma to private aviation, that 
the people who own private airplanes 

to Hawaii every week and having a 

happens or there aren’t people who do 

way of  living and the airplane is a heavy, 
heavy part of  the equation.  

Keselowski’s Checkered Flag Foundation supports 
military and civilian emergency services personnel 

who’ve suff ered severe trauma in the line of duty. 
Nigel Kinrade Photography
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THE GROUND SERVICE REVOLUTION
TO GIVE OUR CUSTOMERS 

A UNIQUE EXPERIENCE.
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You’ve mostly y worked in sales, includingg a 
spell as a Cessna area sales representative, 
yet just a decade on from joining Textron 
you’re SVP Customer Services. What’s 
been your motivation and how are sales 
and customer service related?

Kriya Shortt, 
Textron Aviation SVP 
Customer Services

Kriya Shortt on Textron Aviation 
Customer Service
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as they progress through ownership. Ultimately, 
whether in sales or service, it’s about helping 
our customers succeed in aircraft ownership and 

When a customer purchases a Textron Aviation 
product, they join a family. And as part of  that 
family we build relationships with our customers 
that transcend the sale or maintenance event. 

Textron Aviation has a broad product 
range, from Skyhawk to Hemisphere. Do 
you consider every Skyhawk customer a 
potential future buyer of  a larger Textron 
Aviation product? 

It’s a privilege to represent and support the 
broadest and most diverse product portfolio in 
the industry. We have an equally diverse customer 
base, but every customer has the same expectation 
of  maximised operational availability, regardless 
of  product or mission. To meet that expectation, 
it’s essential that we remain astute and responsive 
to all our customers.

Textron Aviation has established a global 
support network designed to optimise operational 
availability: including the largest factory-owned 
service centre network, complemented by a 

and line maintenance stations, as well as 1CALL, 
our AOG response team. 

And we continue to innovate, remaining agile 

the needs of  our customers evolve.

How does technology enable Textron 
Aviation to maintain its high customer 
service levels?

Textron Aviation is continuously innovating 
and incorporating the latest available technology 
on our aircraft, including the AReS [Aircraft 
Recording System] and LinxUs intelligent 
diagnostic systems. These enable us to collect 
aircraft data in real time so that we can diagnose 
and solve for maintenance events, often before the 
aircraft lands. 

customer service and support. Most recently, 
we’ve launched several new technical service 
platforms to simplify and improve accessibility 
to maintenance and support. These include the 
Customer Portal, 1View technical publications 
portal and eCommerce website. 

And just as technology is critical to customer 
support, so we are leveraging technology to 

The priorities for 
Shortt and her 
team are keeping 
Textron Aviation’s 
customers fl ying 
and continuously 
improving their 
ownership 
experience
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ensure our team is the best trained and equipped 
in the industry. 

What’s the customer service process 
post-delivery? I imagine you speak to new 
customers frequently, but what about in the 
longer term?

A diverse product portfolio is critical to 
meeting our customers’ needs, but support and 
service have a profound impact on the ownership 
experience beyond delivery. That’s why our sales 
and service teams work shoulder-to-shoulder 
throughout the delivery process, ensuring 
customers experience a seamless transition from 
delivery into ownership and support. 

We’re also mindful that many customers join 
the Textron Aviation family as second or third 
owners of  an aircraft. So, we work to develop 
those relationships and familiarise them with the 
robust support that comes with owning a Textron 
Aviation product, just as if  they purchased new.

Whether our customer takes delivery of  a 
new production aircraft or a pre-owned aircraft, 
therefore, our goal is the same: ensure they are 
equipped with the right tools for a successful 
ownership experience. 

What are the high points in your job, the 
experiences that make it all worthwhile? 
And what about the lows?

Building long-lasting relationships inside the 
organisation and with our customers is the high 
point. I view my role and that of  my team as 
ultimately to help our customers succeed. I also 

really enjoy a challenge and solving problems, so 
when we as a team succeed in helping a customer 

when we fall short of  meeting our customers’ 
expectations. But we learn from the experience 
and use it to help us become better at what we do. 
It’s important that we acknowledge those misses 
and confront them, so we can improve for the 

Where does Customer Service go next? How 
do you keep up to speed with what your 
customers need?

I’m thrilled and excited about where Textron 
Aviation customer service is going. With a 

we’re an ever-evolving, agile team. We have 
made great strides in the last several years with 
support enhancements, including 1CALL, our 
eCommerce website and Customer Portal, just 

innovative solutions that maximise operational 
availability for our customers.

Through Customer Advisory Boards, we work 
directly with our customers to develop and test 

customers, we ultimately provide meaningful 
solutions that deliver real value for them. And, 
because they were involved in creating these 
enhancements, they are further invested in 
the success of  Textron Aviation, just as we are 
invested in theirs.  

Exemplifying the 
upper end of Textron 
Aviation’s business 
aircraft  line, the 
Citation Longitude will 
carry four passengers 
3,500nm, with a 
maximum cruising 
speed of 476kt.
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Call us: +49-2151-65083-82 · Fax: +49-2151-624-673 · info@mototok.com · www.mototok.com Innovative remote controlled
electric driven tugs

German 
Engineering
with Passion.

Meet Mototok – the worlds most innovative,
safest and money saving tug!
Mototok tugs are developed for multi purpose use. Whatever your task is, Mototok 
will help you to manage all aircraft shuntigs both inside and outside your hangar. 
And this at the quickest possible time and the lowest costs!

Only Mototok excels with these and other unbeatable advantages:

 Clean Full Electric Drive:
low maintenance – no fuel costs

 Radio Remotely Controlled:
Only one person needed for shunting –
no wing walker required

 Easy Operation:
No driving licence required

 Flexible use for aircraft
up to 39, 50, 95 or 195 tonnes

 Loads and unloads the nosewheel automatically in seconds 
with one click on the remote

 Save space by using your hangar more effi cient
for about 60% more aircraft

INCREASE YOUR EFFICIENCY!
MORE HANGAR SPACE –
MORE SAFETY –
LESS COSTS

M
eet us!

EBACE
May 29-31 2018

Geneva · SwitzerlandABACE
Apr 17-19 2018

Shanghai · China



Change & Compliance&

Within its 
support 

business 
and VIP
aviation 

Support division is drawing 

changes contained in the 2018-001 

operations departments need to 

NAT High Level Airspace (HLA) is 

The Change & Compliance

Avplan Explains the Latest 
North Atlantic Regulations

FLIGHT PLANNING
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Avplan offers operators a 
comprehensive, personalised trip 
support package
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Business and VIP 
customers make very

their cabin connectivity, 
in particular that 
it must work, as

expected, with any device, every time,
but there are also considerations 

customer base so demanding that 

operators, where national security sets 
the gold standard in systems that might 

you go connection to journalists and 
other passengers.

It’s a market served, among others, by 
Aero-Satcom, a joint venture between Eclipse 
in France and the UK’s NSSLGlobal. Shaun 

CONNECTIVITY|AERO-SATCOM
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Flanagan, Sales Director at Aero-Satcom, 
explains the Aero-Satcom construct and 
the company’s challenging mission. “To 
get satcom up and running on an aircraft 
requires a solution, it’s not a case of  simply 
switching on a satellite service, selling a 
satcom box or designing a network that’ll 

a head of  state/VIP aircraft or an ISR 
[intelligence, surveillance, reconnaissance] 
aircraft performing video transmission.

“Eclipse has been around for 20 
years or so as an aeronautical satcom 
solutions provider, delivering satcom 
hardware solutions based on equipment 
from Honeywell, Rockwell Collins, 
Cobham, ViaSat and others, then 
working with the satellite operators 
directly or indirectly through their 
distribution channels, for the airtime 
component. In the middle of  all that, 
we do a lot of  application development, 
building the optimal architecture for 

“The French market began booming 
in the early 2000s in terms of  the 
uptake of  satcom applications, more so 
than in many other EMEA countries, 
where some governments were focused 

than considering satcom and airborne 
video transmission. Eclipse grew up 
providing solutions to the French 
government, for everything from head-
of-state, through maritime patrol to 
special operations aircraft.”

Eclipse became very good at what it 
does through providing innovative new 
solutions for the French government, 
usually related to providing as much 
bandwidth as possible to and/or from an 
aircraft. Flanagan joined Aero-Satcom 
with the remit of  taking what he describes 
as an ‘insular, French point of  view’ and 
taking it to international markets.

“To do that, you need to develop 

governments go to niche satcom or 
MSS [mobile satellite services] providers 
within their market. These are usually 
very good at satcom, but get ‘scared’ 
when it comes to anything to do with 
aircraft, because they start hearing 
terminology and discovering regulatory 

issues they know nothing about.
“Eclipse and NSSLGlobal 

established Aero-Satcom to provide a 
Tier 1 distribution entity for Inmarsat 
airtime, capable of  working with local 
partners to distribute aeronautical-

largest distributor of  Inmarsat global 

outside North America. It was already 
a Tier 1 distributor of  Inmarsat into 
the government land and maritime 
markets, a fact that brought a great deal 
of  interconnectivity with Inmarsat’s 

also had access to the niche satcom and 
MSS providers already working with 
governments, having provided them with 
land and maritime airtime.

“Meanwhile, when Inmarsat launched 

the IP-based SwiftBroadband service 
for the aeronautical environment, there 
were six manufacturers that could 
produce type-approved equipment for 
aircraft. They built a range of  products 

with distinct interfaces, various numbers 
of  broadband channels and alternative 
protocols, some including in-built router 
functionality.

“As a reseller of  those products over 
many years, Eclipse gained a thorough 
understanding of  which would meet 

understanding extended to the airborne 
network environment, from selecting the 
correct satellite services provider through 

interconnect and implementation of  
appropriate security levels, since the cost 
of  certifying equipment precluded a large 
number of  the available solutions.”

Eclipse has been around for 20 years or so as an 
aeronautical satcom solutions provider
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Government Support
Today, Aero-Satcom works with 
government operators throughout 
Europe, the Middle East and Africa 

support to keep their systems working. 
“The same goes for head-of-state 
aircraft, where we provide hardware 
and/or airtime services for many 
countries throughout EMEA; we 
have support always ready for those 
customers, on the end of  the phone.

providers in the business aviation and 
government sector is that business aviation 
providers frequently have thousands of  
‘tails’ on their books, often supporting 

level support from skilled aeronautical 
engineers is seldom available on the initial 
call. But most of  the people who pick up 
the phone for us are ex-military operators 

for example, and we also have a former 
Royal Air Force Hercules engineer and 
a couple of  people from the French 
AWACS community.

“If  an operational government or 
head-of-state aircraft starts seeing trouble, 
the operator doesn’t want to hear, ‘That’s 

an issue with your router. That’s not 
ours, you need to speak to someone else.’ 
What they want is to speak to someone 
who knows the complete system… we do, 
and we can usually get to the seat of  the 
problem very quickly.”

While head-of-state transport is 
typically about moving a principal and 
his or her advisors, entourage and press 
corps, in times of  crisis, the aircraft may 
become a national headquarters or refuge 

among the senior leader’s primary means 
of  communication with the military 
and information of  national importance 
is likely to be passed; security clearly 
becomes an essential parameter.

“These customers generally operate 
with security policies set in stone and, 

they’ll go beyond commercially 

cryptos that need to be used over the 
network. It’s not always an easy thing to 
accomplish. Sometimes you apply the 
crypto and the communications channel 
stays open and the data reaches the 
other side, but more often, the sensitive 
nature of  cryptos means some tweaking 
with the network equipment or service 
type is involved.

“I think one of  the things making us so 
successful now is that we’ve failed so many 
times in the past. We’ve been learning 
those lessons for 20 years. Because there 

there have been many, many times, at 
customer facilities and in our own lab, 
where our engineers have set the system 
up with the crypto and then had to leave 
the room while government personnel 
carry on with the testing. It makes things a 
little more complicated, but we always get 
there in the end!  

business aviation and the government sector is 
that business aviation providers frequently have 
thousands of  ‘tails’ on their books
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WELCOME TO

Here you don’t just land, you arrive!

There are many reasons to choose Eccelsa Aviation for your trips to Sardinia
 
· The only real FBO in Olbia
· State-of-the-art dedicated Business Executive Terminal
· Gateway to Costa Smeralda and Sardinia since 1963 *
· 3 km from the Marina of Olbia and 25 km from Porto Cervo
· Complete under the wing services for aircraft up to A340 and B747
· Tailored passenger services
· Full plannig for crew stay(s) at preferential rates
· Hangarage recovery
· Maintenance service in cooperation with Meridiana Maintenance
· Slot- and PPR-free landing and take-off **
· Great value-for-money services and easy payment methods
· Award-winning professional and experienced multi-language staff
 
However, you can forget about all of them.
In fact, what you’ll really appreciate is how you will feel. 
And that’s all the difference between simply landing and truly arriving.

 * Eccelsa Aviation inherits the dedicated ground assistance 
   service of private carrier Alisarda.

Eccelsa Aviation
Olbia Costa Smeralda Airport, 07026 Olbia, Italy
Air Freq. 131.675  |  Fax +39 0789 563 481  |  Tel +39 0789 563 480 
handling@eccelsa.com | www.eccelsa.com

OLBIA COSTA SMERALDA AIRPORT



Push, Roll,
Power, Recover

In the early hours of  1 June 
2009, Air France Flight 447 
plunged into the Atlantic Ocean 
after a high-altitude stall. The 
accident investigation quickly 
focussed on inaccurate speed 

computers after pitot icing, and the pilots’ 
inappropriate reactions to that data and 
the A330’s attitude. A highly experienced, 
professional crew had reacted badly 
and fallen to what may have been a 
recoverable situation.

As the circumstances of  the accident emerged, 
the commercial aerospace industry quickly 
realised that in an era of  automation, where 

professional pilots were losing fundamental skills 

with which the crew was unfamiliar and from 
which they were without the skills, under extreme 

to take even a few seconds to consume and 
interpret the data from the multiple inputs around 

There was an obvious need to train airmanship 
back into pilots, to place them in upset scenarios in 
the simulator and under controlled conditions in real 

the training could show them how to avoid an upset 

performance, single-engined, propeller-driven 

Patriots Jet Team UPRT

Used by the L-39 Patriots Jet Team precision 
aerobatics demonstration team, as here, the 

L-39 is also fl own in the UPRT programme

SPOKEN FROM THE FRONT
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aerobatic aircraft, and there is little doubt that 

providers, however, one stands out for its unique 

main halls might well have spotted exactly what 

With its peculiar, triangular cabin windows, 
knife-edge windscreen and clean, swept wing, 
it might have been a futuristic prototype, yet 

double-takes throughout the show and bringing 
back fond memories for the many corporate pilots 

Patriots Jet Team

passion for improving airline and corporate 

engineering, type ratings in multiple 
aircraft and a fistful of  training and display 

as a training platform and explains: “We have two 

all the newly required avionics and other systems – 

g 
and 1 minus g

really putting it through its paces, and they all 

wing while the other is to a later standard with a 
more recent, longer-span wing, the models being 
allocated to clients depending on which modern 

for a faster roll rate, while the pitch rates are 

are a very close match to the in-service corporate 

UPRT Clients

professional pilots, often with hundreds if  not 

The client programme, therefore, begins 
with four hours of  ground school, followed 

Patriots Jet Team 
founder and 
owner, Randy 
‘Howler’ Howell
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REGISTERNOWCall Gemma Keen 
+44 (0) 208 253 4002 or Email:gemma@evaint.com
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through, it takes two days, but typically we 
run two at a time over three days, which 

programme, but never hurried and always 
with space for rest so that clients are fit and 

The four hours of  classroom tuition include 

“Our primary goal is to prevent an upset, then 
to teach the correct recovery techniques should 

airplane, we roll it to simulate wake turbulence, 
high-altitude stall, low-altitude stall, automation 
malfunction, engine loss and other causes of  
ending up in the upset attitude, with the recovery 

Attention is also paid to the psycho-physiological 

unexpected situation is examined and the course 

normal instrument scan, focusing on the attitude 

talk about how the brain works and how the startle 
factor typically causes people to close their eyes and 

speed indications might be wrong, we say listen – at 

Is the seat tilted back more than usual? With the 

but it can give them important information on 

Instructing UPRT
The industry has many competent pilots of  
average ability, some with more refined flying 
skills and others who might be exceptional, 
but instruction, the ability to pass on flying 
technique to others, requires another skill set 
altogether, one that even the most capable 

very experienced in the low-level airshow 

ease during sorties, we know the airplane very well 

get too excited about anything in the air because 

inputs are put in to prevent the airplane exceeding 

getting a better feel and understanding of  stick 

Although the UPRT 
programme’s 

Sabreliner 
aerobatics are 

low energy, 
they’re a new and 
sometimes initially 

discomforting 
experience for 

many pilots 
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my pencil and ask them to grab it… as they do, 

encounter wake turbulence, or a high-altitude stall, 

“We use that startle factor as a test and almost 

startle factors and then not only can they recover 

and airshow pilots coming through, with lots of  
aerobatic experience, but none of  them have the 

in the airshow environment for quite a few years 

I started working on the recovery technique I was 

studied it properly and fully understood the exact 

Sabreliner Supreme

generally carried its student aviators in the 

pilot awaiting their time in the cockpit could 

than sitting in the back getting sick and then 

Marked as a 
USAF T-39, N607CF 

is actually a 
Sabreliner 60

SPOKEN FROM THE FRONT
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With the instructor in the right-hand seat 

matter of  the slower roll rate, side-by-side seating 

why single-piston aerobatic aircraft remain the 

“Taking a propeller-driven, low mass, high roll 

teach a corporate pilot how to recover from an 
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REGISTER FOR THE PREMIER BUSINESS 
AVIATION EVENT IN EUROPE 
Join European business leaders, government officials, 
manufacturers, flight department personnel and all those 
involved in business aviation for the European Business 
Aviation Convention & Exhibition (EBACE2018). Visit the 
EBACE website to learn more and register today.

REGISTER TODAY: www.ebace.aero



been asked to put in a very small amount of  aileron 

occasionally a client will come along concerned that 

“We recommend those clients take a non-

feel nauseous and we almost always get through; 

Why UPRT?

fatality in the corporate, airline and general 

I love instructing and making pilots better, so 

of  safety training available, but given the choice, 

roll the airplane and then recover, and especially 

the aircraft with big smiles on their faces and most 

walk away a much better pilot, more prepared for 
a recovery on the line if  an upset happens with 
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AFRICA
ExecuJet, Lanseria International 
Airport, Johannesburg, South Africa
ExecuJet, part of  the Luxaviation 
Group, has seen its Berlin and 
Lanseria FBOs gain International 
Standard for Business Aircraft 
Handling (IS-BAH) Stage II 
accreditation.

The Lanseria FBO has 9,000m2 of  
hangar space, a private ramp and world-
class amenities. 

ASIA
Deer Jet, Beijing and 
Shanghai, China
Deer Jet has earned International 
Standard for Business Aircraft 
Operation (IS-BAO) Stage II 
registration for its Beijing and 
Shanghai branches, adding 
to numerous safety awards 
and certifications, including 
the recently acquired Wyvern 
Wingman Standard.

Universal Aviation, Seletar 
Airport, Singapore
Universal Aviation Singapore, 
based at Seletar Airport (WSSL), 
has earned IS-BAH accreditation.

It joins Universal Aviation London 
Stansted (EGSS) as the second Universal 
Aviation location to become IS-BAH 
accredited. Universal Aviation, the 
ground support division of  Universal 
Weather and Aviation, has more than 40 
locations in 20 countries.

HondaJet China, Guangzhou 
Baiyun International Airport, China
HondaJet China (Honsan General 
Aviation) has opened a new FBO 
at the business jet terminal being 
constructed in Guangzhou Baiyun 
International Airport, Guangzhou, 
China.

EUROPE
TAG Farnborough Airport, 
London, UK
TAG Farnborough Airport has 
announced a record increase in 
air traffic movements (ATM), 
reporting the highest ever growth 
in its history for the month of  
January, with an increase of  17.9% 
in January 2018. The statistic 
follows a year of  significant 
growth, 2017 having been the 
airport’s busiest since 2007.

For the full year 2017, TAG 
Farnborough Airport saw a year-on-
year increase in ATM of  7.4%. The 
facility serves customers from around 
the world and noted substantial growth 
from Asia, with an increase of  13% 
year-on-year, as well as Africa and 
Europe, both up by 10% year-on-year.

Harrods Aviation, London Luton, UK
Harrods Aviation is leasing 
53,000sqft of  the space at its 
London Luton FBO for aircraft 
parking, as the airport faces 
overcrowding.

The space will enable up to five 
additional aircraft to park while the 
company continues its search for a long-
term solution to the growing demand for 
its FBO services.

ExecuJet, Berlin Schönefeld, 
Germany
ExecuJet’s Berlin FBO has gained 
IS-BAH Stage II accreditation. The 
Berlin Schönefeld FBO features an 
exclusive luxury VIP lounge with 
conference facility and extensive 
pilot and crew provision.

Edeis, Annecy-Mont Blanc 
Airport, France
Edeis, a new French company 
specialising in infrastructure 
projects across Europe and 
particularly in France, began 
operations at 18 airports on 
30 December 2017; among them, 
Annecy-Mont Blanc Airport is 
offered as the ‘best alternative to 
Geneva Airport’, with ample slots 
for jet operators.

Since May 2017, Annecy has been 
the leading airport in the Auvergne-
Rhone-Alps region and was also the first 
in the Edeis group to obtain IS-BAH 
certification. Some 40,000 flights were 
recorded in 2017, including 2,400 
business flights, a total that looks set to 
increase in 2018. 

Major development over the last 
year has almost tripled the size of  the 
apron, while the airport is beginning 

HondaJet, Guangzhou

News On The Move
FBO Round-up

FIXED BASE OPERATIONS
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to assume a hub role for local business 
aviation. Alongside a strategic 
partnership with Jetex, there are plans 
to construct a business aviation hangar 
and improve the terminal. 

Milano Linate Prime and 
Leonardo
Leonardo and SEA Prime have 
reached an agreement to open 
a maintenance base at Milano 
Linate Prime.

The facility will include a dedicated 
hangar offering maintenance on 
AW109 and AW139 helicopters, in 
business and commercial service.

Avfuel, Rome and Milan, Italy
Avfuel has announced a branding 
agreement with the Argos VIP 
FBOs in Rome and Milan Linate.

SUBSCRIBE NOW
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CARIBBEAN
W Aviation, Queen Beatrix International Airport, Oranjestad, Aruba
W Aviation, a privately-owned international FBO network based out 
of  Fort Lauderdale Executive Airport, continues its expansion 
with a new facility at Queen Beatrix International Airport (TNCA), 
Oranjestad, Aruba.

The company is taking over the existing general aviation facility, as the sole 
fixed based operator. Covering 10 acres, the facility houses a 4,000sqft executive 
terminal and ramp space to handle all inbound and outbound general aviation 
traffic for the island.

An investment of  US$1.8 million for interior refurbishment and major 
improvements to the existing infrastructure will include a state-of-the-art passenger 
lobby, customer service area, bistro bar, VIP passenger lounges, executive 
conference rooms, pilots’ lounge, flight planning room and more. 
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MIDDLE EAST
Jetex Dubai Global 7000
Bombardier displayed its Global 
7000 mock-up in the Jetex Private 
Terminal in Dubai between 
11 January and 3 February. The 
mock-up was making its Middle 
East debut, demonstrating its 
spacious cabin to visitors.

NORTH AMERICA
Lynx FBO Network, Clinton 
National Airport, Little Rock, 
Arkansas
The Sterling Group Lynx FBO 
Network has completed the 
acquisition of  Fly Arkansas’ FBO 
assets at Clinton National Airport in 
Little Rock, Arkansas.

Fly Arkansas retains the FBO at 

Boone County Airport, and Aircraft 
Management and Charter. Sterling 
launched Lynx, a buy-and-build FBO 
effort, in August 2016. Little Rock is its 
sixth acquisition.

Luxivair SBD/Jetex, San 
Bernardino, California
Luxivair SBD and Jetex Flight 
Support have entered into a strategic 
partnership to provide Jetex service 
at the San Bernardino FBO.

partnership expands the Jetex global 

12,000sqft, two-storey terminal featuring 
a spacious glass-enclosed atrium lobby, 
ramp-side vehicle access, a pilots’ lounge, 

conference facilities and crew cars. Guests 
also have access to an extensive range of  
concierge services, a luxurious cinema 
and an outdoor lounge area providing 
stunning panoramic views of  the airport 
and San Bernardino Mountains.

Passengers also benefit from on-site 
US customs, helping international flights 
avoid some of  Southern California’s 
most congested airspace at Los Angeles 
and Van Nuys. The San Bernardino 
FBO is located in the greater Los 
Angeles Basin, approximately 60 miles 
east of  the city and boasting convenient 
access to many of  Southern California’s 
top attractions, the majority of  which 
are within an hour’s drive of  the airport.

Jet Aviation, US FBOs
Jet Aviation’s eight US FBOs have 

registration, joining the company’s 
13 FBOs in EMEA and Asia. 

Avfuel, Goodyear, Arizona & 
Davenport and Muscatine, Iowa
Avfuel has announced new 
branded FBO partnerships with 
Lux Air Jet Centers in Goodyear, 
Arizona, and Carver Aero at 
Davenport and Muscatine, Iowa.  

London Oxford Airport, UK
Among the UK’s busiest business 
aviation hubs, London Oxford 
Airport’s FBO, has been formally 
awarded Stage II IS-BAH 
accreditation.

Oxford Aviation Services Limited’s 
(OASL’s) OxfordJet-branded FBO, 
is among only a handful of  FBOs to 
have received Stage II endorsement 
and only the second in the UK, after 
TAG Farnborough. OASL was also one 

IS-BAH Stage I, in 2015.
It passed the highly stringent Stage II 

safety management audit in November 
2017, following an external assessment 
by an International Business Aviation 
Council-accredited auditor.
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Behind every aircraft movement a large 
and disparate collection of  people, 
equipment and technology moves in 
often seemingly unrelated directions 

fuelled and planned, despatched and 
passed safely through airspace sectors, even without 
considering the needs of  passengers and crew. Take 
any one of  these components out of  the equation and 
the result’s unlikely to be a satisfactory conclusion, 
however small the factor might be.
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A  R E F L E C T I O N  O F  E X C E L L E N C E

TAG Farnborough Airport
Design and people working beautifully together
The purpose-built airport for BUSINESS, for PRIVACY, for LONDON

tagfarnborough.com 



YOUR DESTINATIONS ARE LIMITLESS.
YOUR INFLIGHT EXPERIENCE SHOULD BE TOO.

For tech savvy travelers, only Gogo offers the fastest, most 
reliable connectivity solutions available for any size aircraft: 
gogo.to/ifc-solutions 

Text & TalkInternet Entertainment

FLY SMARTER


