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Industry round up

Gulfstream supports NTSB  
Gulfstream Aerospace Corp has flight-test and 

engineering department personnel on site in 

Roswell, NM, participating in the National 

Transportation Safety Board’s (NTSB) investiga-

tion of the April 2, 2011 crash of a Gulfstream 

G650 aircraft. 

Immediately following the accident, Gulf-

stream elected to temporarily suspend the flight 

activities of its four remaining G650 flight-test 

aircraft as the NTSB, the Federal Aviation Ad-

ministration, the company and suppliers work 

together to analyse the accident. All other cer-

tification and production work on the G650 

programme continues, and all other activities at 

the company are proceeding normally.

“We are participating fully in the aircraft 

investigation,” commented Pres Henne, Senior 

Vice President, Programs, Engineering and Test, 

Gulfstream, “and will only resume flying the 

G650 when we and the Federal Aviation Ad-

ministration are satisfied it is safe to do so.” The 

crash of G650 Serial Number 6002 occurred 

during takeoff-performance testing.

328 hands over conversion
328 Support Services GmbH has handed over 

the first of three Dornier 328 jet conversions to 

Nigerian airline SkyBird Air. The airline, which is 

the first African customer for 328SSG, accepted 

the converted 32-seat passenger airliner at the 

end of February. The conversion and mainte-

nance order, which is worth €14 million in to-

tal, will see one airliner conversion and a further 

two 328DBJ TMs VIP aircraft added to its fleet 

this year.  The newly converted airliner is due to 

be delivered to Nigeria for the airline’s inaugu-

ral operations in May, whilst the VIP models will 

follow in late summer 2011.

Tasking changes at Northolt
Northolt Jet Centre Premier Passenger Service 

(PPS) has taken over the future tasking function 

at RAF Northolt. Previously managed by the 

Royal Air Force, Northolt Jet Centre will mirror 

the service qualities already in operation at Lon-

don City Airport Jet Centre.

Northolt Jet Centre will provide a “one stop” 

booking and coordination service from initial 

enquiry to itinerary completion for all aspects 

of business aviation. Services will include slot 

booking, ground and passenger handling, cus-

toms and immigration clearance, crew accom-

modation and transport services, delivering 

streamlined quality service throughout.

Liza Transport: Grand
AgustaWestland has announced that Liza 

Transport International of Burkina Faso has 

recently taken delivery of a Grand light twin-

engine helicopter. The aircraft will be used for 

VIP/passenger transport duties. This hando-

ver marks the entrance of AgustaWestland in 

Burkina Faso and expands the presence of the 

company’s helicopters in the Sub-Saharan Af-

rica French speaking region following sales in 

Congo Brazzaville and Benin.

Liza Transport International is part of EB-

OMAF Group, focused on public works and 

housing as well as trade and transport. Head-

quartered in Ouagadougou in Burkina Faso, the 

Group operates across the Sub-Saharan region. 

CRS Jet Spares: savings
CRS Jet Spares, a business aviation aftermar-

ket parts supplier, has introduced a new plan 

to benefit operators with unscheduled mainte-

nance requirements. The pay as you need pro-

gramme is designed to support capable flight 

departments with (in-house) competent staff. 

Such a programme eliminates the need for any 

pay-by-the-hour excessive maintenance charges. 

This programme is a back-to-basics cost saving 

solution for aircraft operations that does not al-

low operational budgeting concerns to dictate 

standard capabilities and reason. CRS has been 

supporting Gulfstream, Challenger, Falcon, 

Hawker and Lear for years and is confident in 

its abilities to provide quality support that dem-

onstrates cost savings. 

Duncan and Signature partner
Duncan Aviation is partnering with Signature 

Flight Support Corporation’s Signature TECH-

NICAir in the opening of two new satellite avi-

onics shops in Missouri: one in Kansas City and 

the other in St Louis. The Kansas City avionics 

shop is located at Kansas City’s Downtown Air-

port and the St Louis avionics shop is located 

at the Spirit of St Louis Airport. Both shops are 

Embraer delivers 8 executive jets 
During the first quarter of 2011, Embraer delivered eight jets to the executive aviation sector. Of 

these eight, six were light jets and two were large jets.

Also during this period, the Legacy 650 jet was certified in the US, in February. That same 

month, Embraer began operations at the new industrial plant in Melbourne, Florida, in the US, 

which will deliver Phenom jets to the North American market.
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sentatives. India’s corporate jet fleet stands at 

450 today, and the number is projected to hit 

1,200 by 2020.

“We’ve opened this branch to serve bet-

ter the 20-plus clients we have in India, and 

beyond,” explains Founder & Managing Direc-

tor Vito Gomes. “We’re targeting the high net 

worth individuals in India who enjoy in-flight 

luxuries to and from India, and we’re also look-

staffed with fully certified technicians and have 

full avionics line services and avionics installa-

tion capabilities. 

“We are excited to provide avionics services 

in these two busy, corporate airports,” says Matt 

Nelson, Duncan Aviation’s Manager of Satel-

lite Operations. “Our avionics services are well 

known throughout the industry and we are 

confident that these facilities will be excellent 

extensions for our avionics and avionics instal-

lations services.”

JetBrokers sees recovery
JetBrokers Europe, the Farnborough-based Eu-

ropean arm of JetBrokers Inc, is experiencing 

an increased demand for midsize pre-owned 

business jets. The company has experienced a 

steady growth of interest since the end of Febru-

ary, reinforcing current reports that optimism is 

returning to the industry and recovery is begin-

ning to emerge. Currently, JetBrokers is receiv-

ing multiple new enquiries every week from po-

tential buyers and vendors with demand largely 

focused on the midsize jet market. 

JetBrokers Europe Managing Director, Tim 

Barber comments: “The global pre-owned busi-

ness jet inventory has fallen somewhat in the 

past 12 months and, as economic recovery 

strengthens, we expect to see even greater ac-

tivity in the pre-owned market. Buyers are defi-

nitely starting to return, are more optimistic and 

more ready to commit. Those looking to acquire 

high quality pre-owned business jets at attrac-

tive prices will find some great deals around.”

ASM spreads its wings
Aviation Services Management (ASM), one of 

the Indian region’s longest-serving flight sup-

port services providers, will launch a Mumbai 

branch, targeting the growth in high net worth 

individuals and corporate jet travel. It marks the 

independent company’s second Indian venture, 

complementing its Goa operation which started 

in 2006, and will be staffed by six sales repre-
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ing into many other areas where we can provide 

better services for our clients, such as logistics 

and operations support.”

Jet Aviation: refurbishment 
Jet Aviation Singapore has recently completed 

MRO and FBO facility upgrades to improve cus-

tomer comfort and appeal, safety and security. 

Jet Aviation has just upgraded its MRO and 

FBO location in Singapore to enhance passen-

ger and pilot comfort, to improve its safety and 

security equipment, and to refresh the interior 

design and furnishings. The refurbishments in-

cluded fully refurbishing the entrance and cus-

tomer lounge, bathrooms, meeting room and 

pilot’s lounge, and installation of a surrounding 

fence and closed-circuit cameras. In addition, 

the hangar’s roof was replaced and the entire 

facility was also repainted and fully refurbished. 

“These refurbishments demonstrate our com-

mitment to providing our customers the highest 

quality, safety and security standards they have 

come to expect,” says Sebastian Groeger, Senior 

Vice President & General Manager of Jet Avia-

tion’s Asian Pacific division in Singapore. 

PRISM safety training in China
PRISM, the Safety Management System (SMS) 

solutions provider, has completed comprehen-

sive SMS Training for Deer Jet, China’s largest 

charter jet operator and aircraft management 

company. PRISM delivered an SMS overview to 

the company’s senior executives as well as pro-

vided company-wide training for over 300 Deer 

Jet employees. Deer Jet selected PRISM’s training 

experts as part of its initiative to integrate SMS 

into Deer Jet’s existing management system. The 

PRISM team spent eight days on site coaching 

and actively working with Deer Jet’s safety, qual-

ity, and operational staff to improve and refine 

their processes and procedures. This ensures Deer 

Jet’s corporate culture has adequate documenta-

tion, implementation and integration of the 

four components of SMS. The four components 

include policy and objectives, risk management, 

safety assurance, and safety promotion. 

AJW launches spares service
A J Walter Aviation (AJW) is partnering with 

Loudoun Aviation, the internationally recog-

nised business jet dealer based near Washing-

ton DC, to deliver spares support excellence to 

the corporate sector. Offering a range of 24/7 

AOG, power-by-the-hour, pooling and daily serv-

ice options, AJW is able to support corporate 

operators of ACJ and BBJ aircraft, as well as 

all Boeing corporate conversions. Combined, 

AJW and Loudoun offer almost a century of 

valuable experience to provide specialist world 

class services to owners and operators of larger 

cabin long-range business jets tailored to their 

unique flight profiles. These programmes will 

immediately deliver tangible and measurable 

advantages. BBJ and ACJ operators are able to 

benefit from the flexible financial advantages 

currently enjoyed by AJW’s commercial custom-

ers across a wide range of support services, and 

the company’s strategic stock held in conven-

iently located hubs around the world including 

Miami, LA, Memphis, London, Dubai and Sin-

gapore. AJW and Loudoun Aviation will ensure 

that, with immediate effect, ACJ and BBJ own-

ers and operators can enjoy the buying power 

and economies of scale that airlines experience. 

Embraer agrees co-op with AVIC 
Embraer SA has signed a framework agreement 

with AVIC (Aviation Industry Corporation of 

China) aiming to implement a Legacy 600/650 

production line in China, using the infrastructure, 

financial resources and workforce of their joint 

venture company, Harbin Embraer Aircraft Indus-

try Company (HEAI). In the next few weeks, the 

parties will finalise the details of the project and 

execute the relevant documentation. Embraer 

Fokker: re-skinning 
In recent months, Netherlands-based Fokker 

Aircraft Services (FAS) has introduced re-

skinning to its maintenance, repair and over-

haul capabilities. The company is now one 

of only a few MRO providers in Europe able 

to offer this important service. A brand-new 

vacuum applicator was installed in FAS’ inte-

rior shop last year, enabling Fokker Aircraft 

Services to easily re-skin the side panels, lug-

gage bins and ceiling panels of aircraft inte-

riors, no matter the size or aircraft type. Any 

print of certified material can be applied.

“Re-skinning is a much more economi-

cal solution for older aircraft than installing 

a complete new interior,” explains Robert 

Koolen, Fokker Aircraft Services Sales Man-

ager, Airframe MRO. “With so many cost-

conscious operators actively seeking ways 

to prolong the life of their investment, they 

quickly recognise that re-skinning offers an 

easy, effective and affordable alternative.”

The vacuum applicator is also being 

used to facilitate Fokker Aircraft Services’ 

VIP completions activities in its Aircraft Con-

versions and Completion Centre, and is part 

of the company’s overall strategy to increase 

its back-shop capabilities and enhance its 

one-stop-shop philosophy. Because the ma-

chine is not type-specific, it is already being 

used at FAS to refurbish Fokker 100s and 

F28s, as well as Boeing, Airbus, Bombardier 

and Embraer aircraft.
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tailed design drawings are being released at the 

scheduled pace and top-level assembly drawings 

are in progress. First production parts for the first 

of four conforming articles have been produced 

and the company is on schedule for first flight of 

conforming articles in 2012.

Al Bateen posts 18% increase 
Al Bateen Executive Airport, the Gulf Region’s 

first and only dedicated private aviation airport 

operated and managed by Abu Dhabi Airports 

Company (ADAC), has announced an 18% in-

crease in commercial aircraft movements in the 

first quarter of 2011 versus the same period last 

year. The executive airport continues to register 

high double-digit growth in its commercial traffic 

from both based and visiting aircraft operators.

Al Bateen registered 15 new visiting air-

craft operators in March 2011 alone, whilst 

based operators continue to take delivery of 

new aircraft. In March 2011, Al Bateen based 

Al Jaber Aviation added a fifth aircraft, a Line-

age 1000, to its fleet. Falcon Aviation Services 

(FAS), the largest and longest established of 

the based operators at Al Bateen Executive Air-

port, registered a strong increase in Q1 traffic 

with over 8% growth versus the same period 

in 2010. In addition to private jet activities, 

FAS also conducted several hundred, helicop-

ter movements at Bateen across their offshore, 

private and tourism/charter sectors during the 

first quarter of 2011. 

Cambridge: Air Ambulance 
UK’s Cambridge Airport is bolstering the full 

time presence of the East Anglian Air Ambu-

lance (EAAA) service with the new, dedicated 

operations centre officially opened on April 19, 

2011. The “Archie Morson Centre” has been 

equipped and decorated courtesy of The Mar-

shall Group, and will be at the heart of all EAAA 

operations in the west of the Anglian region, 

providing the base for paramedics, doctors and 

pilots who operate the emergency service. 

Citation service facility – Prague
Cessna Aircraft Company has established a 

Citation business aircraft service facility in 

Prague at sister company Bell Helicopter’s 

service facility at Prague Ruzyne Interna-

tional Airport. Certificated by the European 

Kan,  at the Great Plains Air Expo in Salina on 

May 11, and in Kansas City at Johnson County 

Executive Airport on May 12 for display at both 

locations by Kansas City Aviation Center. It then 

travels to Nashville, Tenn, and Destin, Fla, with 

SouthEast Piper. In June, it will make stops in 

Georgia, Florida and Massachusetts. It will then 

stop in Chicago on its way to exhibit at EAA Air-

Venture Oshkosh 2012 in July. At the end of the 

year, it will have been on display in 16 states 

and Canada.

Piper Aircraft’s high-performance single-en-

gine very light business jet gives customers a spa-

cious cabin to complement efficient acquisition 

and operating costs. Piper has committed 175 

engineering personnel to the jet programme. De-

and AVIC recognise the rapid growth of the Chi-

nese executive aviation market and are encour-

aged with the potential of the Legacy 600/650 

to fulfil the requirements of this demanding 

market. Embraer’s corporate presence in the PRC 

dates back from the year 2000, and there are 

more than 80 Embraer aircraft currently oper-

ated in Greater China. HEAI was established in 

January 2003, and has produced and delivered 

39 ERJ 145 aircraft to date. 

Genesis: Cessna Citation dealer 
Cessna Aircraft Company has announced the ap-

pointment of Genesis Aviation of Shanghai as an 

Authorised Sales Representative in China for Ci-

tation business jets. Genesis joins long-time Ces-

sna representative Aviation Supplies in market-

ing Citations in the People’s Republic of China. 

“We are thrilled to offer additional avenues 

for the burgeoning market in China to learn 

more about the benefits of business aviation,” 

says Trevor Esling, Cessna Vice President, Inter-

national Sales.

“Because of their work in corporate mergers 

and acquisitions, they are uniquely positioned 

to advise growing manufacturing, mining and 

finance companies, as well as high net worth 

individuals on the benefits of business jet use 

and ownership.” 

Bombardier: Safety Standdown 
Bombardier Aerospace has announced that the 

highly acclaimed Bombardier Safety Standdown 

is expanding to Asia with the introduction of 

its first event in Shanghai, China, scheduled to 

be held at the Le Royal Meridien Shanghai on 

Thursday, June 9, 2011.

The Bombardier Safety Standdown pioneer-

ing approach to safety training provides pilots, 

aircrew and flight departments with insight 

into the factors that precipitate errors in judg-

ment and highlights ways to mitigate them. 

Focusing on the human factors behind safety 

in the aircraft, the seminar format combines 

knowledge-based and skill-based training with 

a line-up of internationally recognised speakers 

and presenters. 

Altaire mock-up on tour
Piper Aircraft’s single-engine Altaire jet mock-up 

is on tour. During May it will be near Wichita, 
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Oriens Advisors restructures 
Oriens Advisors, the 18 month old aviation 

consultancy specialising in providing sup-

port for the full range of businesses associ-

ated with the entry level jet value chain, has 

restructured its management team. Original 

founder, Edwin Brenninkmeyer, takes the 

role of CEO at its London Biggin Hill Airport 

offices. Michael Ricks, also an Oriens found-

er, becomes Chief Operating Officer respon-

sible for the business operations, along with 

supporting growth and development of the 

company both in Europe and further afield. 

A new role of Chairman has been created 

and this is filled by Archie Garden, the third 

founder, who was recently appointed Airport 

Director at Cambridge Airport. The appoint-

ment followed his leadership of an Oriens 

advisory services engagement for The Mar-

shall Group. Archie remains a Non-Executive 

director on the board and will continue to 

support strategic development of Oriens on 

an ongoing basis. 
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GE Aviation recognised 
GE Aviation was recognised with the Corporate 

Award for Balance at the 37th Annual Lindbergh 

Award Celebration and Dinner, which took place 

at the SUN ‘n FUN during the 2011 International 

Fly-In & Expo. The Foundation’s Corporate Award 

for Balance is an honour bestowed on organisa-

tions whose concern for the environment and 

dedication to improving quality of life are dem-

onstrated through their business practices.

Cessna takes 30 orders 
Cessna Aircraft Company secured orders for 30 

aircraft at the Sun ‘n Fun International Fly-In 

& Expo. “The opening days of Sun ‘n Fun were 

very positive, and while the storm on Thursday 

interrupted that mood somewhat, the exhibitors 

and the crowds bounced back to finish the show 

strong,” says Mark Paolucci, Cessna’s Senior 

Vice President of Sales and Marketing. “Cessna 

took 16 orders for the new Corvalis TTX and 13 

orders for high-wing single-engine pistons. Also, 

a Cessna Sales Team Authorised Representative 

took an order for a Grand Caravan.”

Bombardier boosts network 
Bombardier Aerospace has strengthened its 

aftermarket service network for Challenger 

business aircraft customers in Latin America 

by increasing capabilities at its two prominent 

maintenance service providers in the region. 

Aerovitro SA of Monterrey, Nuevo Leon, Mexico, 

has now been named an Authorised Service 

Facility for Challenger 300 and Challenger 

604/605 aircraft, and Aviacion Atlantico Sur 

SA of Buenos Aires, Argentina, is now appoint-

ed an Aircraft-On-Ground Line Maintenance Fa-

cility for Challenger 604/605 aircraft. 

LEA celebrates 15 years 
London Executive Aviation (LEA) is celebrating 

the company’s 15th anniversary, looking back on 

sustained success through dramatic years for glo-

bal aviation. Founded on April 1, 1996 with just 

one aircraft, LEA has rapidly grown to become 

one of Europe’s largest and most respected exec-

utive aircraft operators, now flying a diverse char-

ter fleet of 25 jets. Starting out at the company’s 

headquarters at Stapleford Airport, LEA today 

operates seven bases around London and holds 

a worldwide air operator’s certificate (AOC).

 

Duncan Aviation certifies wi-fi 
Duncan Aviation has recently received a Supple-

mental Type Certification for wi-fi operations in 

a Gulfstream IV/IVsp aircraft.  The certification 

allows wi-fi access in the cabin for Aircell’s Gogo 

Biz Inflight Internet service. 

Raisbeck: 3,000th King Air 
Raisbeck Engineering is celebrating a major 

milestone with the 3,000th Beechcraft King 

Air to be equipped with Raisbeck Performance 

Systems. Hawker Pacific, headquartered in Syd-

ney, Australia, installed the systems last Janu-

ary. There is at least one Raisbeck System on 

50% of the 6,000 King Airs in operation. This 

King Air B200C is BL166 and has had an EPIC 

PLATINUM package installed. The package in-

cluded Hartzell/Raisbeck power props, ram air 

recovery system, enhanced performance lead-

ing edges, dual aft body strakes, high floatation 

gear doors and crown wing lockers.

The aircraft is owned and operated by the 

Royal Flying Doctor Service of Australia, and 

is the 31st RFDS King Air to have Raisbeck’s 

Performance Systems installed. Hawker Pacific 

will complete two more RFDS King Air B200Cs, 

BL167 and BL168 with their Raisbeck EPIC 

PLATINUM installations by the end of June.

Aviation Safety Agency in February, the centre 

has already begun performing scheduled and 

unscheduled maintenance operations. The 

new Citation service centre, sharing nearly 

3,000m2 of shop space, is staffed and man-

aged by Cessna.

Cessna is also assembling its second Mobile 

Service Unit (MSU) for deployment in central 

Europe to complement the Prague Citation 

Service Centre. The first Citation MSU, owned 

by Cessna’s Paris Citation Service Centre, was 

recently positioned in Lyons, France, and covers 

southern France, Switzerland, northern Italy and 

northern Spain.

Cessna also recently began construction of a 

new service centre in Valencia, Spain, scheduled 

to begin operations in 2012. Cessna opened its 

first European service centre in Paris in 1997.

StandardAero Falcon 50EX 
upgrade
StandardAero Business Aviation has announced 

that it has successfully completed the Rockwell 

Collins Pro Line 4 to Pro Line 21 cockpit upgrade 

on a Falcon 50EX business jet. The announce-

ment makes StandardAero Business Aviation the 

first maintenance, repair and overhaul service 

provider to successfully complete the retrofit.

Al Bateen – new FBO Manager
Al Bateen Executive Airport has appointed Pauline Smith to a new role as FBO Manager, effec-

tive immediately.  Pauline joins from ExecuJet Middle East where for the past three years she 

has been responsible for the day to day running of its highly regarded FBO facility at Dubai 

International Airport.
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 L
ondon has become a honey pot for 

Qatari investors and business avia-

tion is no exception. Leading the 

way is Rizon Jet which is part of 

Ghanim Bin Saad Al Saad & Sons 

Holdings (GSSG Holdings), head-

quartered in Doha with infl uential Qatari 

businessman Ghanim Bin Saad Al Saad at the 

helm. The GSSG Holdings is a large private 

holding that has over 30 businesses around 

the world with a wide range of interests rang-

ing from real estate, manufacturing, engineer-

ing, luxury marina developments, automobiles 

and aviation.

Two sizeable hangars and FBO/VIP Termi-

nal development projects have been under-

taken at both Doha International Airport and 

London Biggin Hill. Both shall be fully-fl edged 

EASA 145 aircraft maintenance facilities, serv-

icing Bombardier and Hawker as well as other 

COVER STORY:  RIZON JET

business jets. Talks with several aircraft manu-

facturers with regards to Authorized Service 

Center status are ongoing. 

The London Biggin Hill Airport facilities 

comprise a new 130,000m2 hangar and FBO/

VIP Terminal facility. The two-level FBO/VIP 

Terminal is designed to international tastes 

while incorporating the best of Arabic and 

contemporary European style. The ground fl oor 

level of the FBO/VIP Terminal features numer-

ous open seating areas and the mezzanine 

fl oor offers enclosed private lounge areas for 

customers as well as a crew lounge with work 

stations and a dedicated rest area. Separate 

prayer rooms for men and women are also be-

ing built. 

Coincident with the expansion in the UK, 

Rizon Jet is advancing with a similar sized fa-

cility at its headquarters at Doha International 

Airport, Qatar. Accessible via its own apron 

and with an airport parking area of approx 

5,810m², the facility will have a hangar large 

enough to accommodate four Global XRS or 

nine Challenger 604/605 aircraft. It hosts in-

house workshops and technical offi ces cover-

ing 1,579m². The 737m² adjacent FBO/VIP 

Terminal at Doha features fi ve private lounges, 

an open lounge area with a water feature, in-

door garden, duty free area as well as a male 

and female prayer rooms. 

Watching luxury emerge from rough terrain 

in the Middle East has become a signifi cant 

spectacle of the last 30 years; seeing the same 

occurrence in and around London is far less 

commonplace. One could be forgiven for think-

ing that London had become saturated with 

aviation assets over the course of the last three 

decades, but Rizon Jet has proved there are 

still gems to be polished and new concepts to 

be brought to the London market.

McGreal says that the whole Rizon Jet 

philosophy is based on providing to its cus-

tomers the best of the Middle Eastern hospi-

tality, a level of service not seen in Europe 

before – but there is more to it than that. 

Rizon Jet UK Ltd is not just a portal to the 

UK; it offers a plethora of opportunity to 

dwell, be productive and enjoy the facilities 

and services Rizon Jet is providing. Of course 

Biggin Hill is also a doorway to London, the 

world’s financial capital. 

A two-pronged 
approach: 
rising from the 
Middle East and Europe
There is nothing like a two-pronged approach to taking the 

market by storm. That is exactly what Rizon Jet is doing from 

both its headquarters in Doha, Qatar, and at its brand new 

London Biggin Hill facility. Jo Murray speaks to Allan McGreal, 

Director of FBO UK, Rizon Jet
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Essentially, says McGreal, Rizon Jet is dedi-

cated not only to perfecting departure and ar-

rival by private jet; but it is also working with 

the intangible bit in the middle of business 

aviation – the bit where passengers are often 

ignored and left to their own devices rather 

than engaged, served and become part of the 

commercial raison d’être of the organisation.

This concept of increasing and improving 

the dwell time has a number of consequences. 

The first is that McGreal is charged not only 

with ensuring traffic into Rizon Jet’s facilities 

is commensurate with the investment made by 

GSSG Holdings; it is also imperative that the 

community around Biggin Hill is invited in to 

provide services to a wider market than they 

would normally enjoy and to benefit from an 

international “passing trade”. 

“The idea is that we offer a true 5 star serv-

ice,” says McGreal, “whether people come to it 

by air or land.”

Secondly, points out McGreal, when passen-

gers flying into Rizon Jet’s Biggin Hill facility 

choose to stay and transact business in situ, 

the aircraft they own or charter become highly 

visible to business partners and associates. Es-

sentially, the aircraft becomes part of that pas-

senger’s business “profile”, demonstrating the 

lengths that he or she has gone to in order to 

close that deal, explore new opportunities or 

simply network. Where else in the world can a 

man or woman come to the table to complete 

a transaction with their private jet in full view, 

almost a party to the deal itself?

“We have to make sure that every aspect 

of this business speaks to the needs of the 

market,” says McGreal. To this end, apart from 

the copious facilities already evident at Big-

gin Hill, the airport has cleared a site for the 

construction of a hotel adjacent to the FBO, 

thereby adding a much needed service not 

only for Rizon Jet’s customers but also for the 

local area.

McGreal is also emphatic that Rizon Jet 

cannot afford to act in isolation. “We have 

to think beyond this UK facility which is why 

Doha is so important,” he says, adding that it 

is already the beginnings of a network. Rizon 

Jet’s management does not exclude the possi-

bility of there being further Rizon Jet facilities 

internationally over time.

He is also very clear about expected out-

comes. Rizon Jet is not just a fabulous FBO/

VIP Terminal; it is also a top-end aircraft 

maintenance outfit with EASA 145 and Qatar 

maintenance centre accreditations at both lo-

cations. “We have to have an integrated model 

or else we will have to rely on others,” says 

McGreal. “And we have to match these capa-

bilities to our customers’ profiles.”

Whilst Rizon Jet is emerging as one of the 

newly formed giants of private aviation, McG-

real is quick to support the small business avia-

tion organisations that nurture the market at 

the smaller end. There is progress in any mar-

ket and business aviation – hopefully upwards 

now that the market is improving – exhibits 

plenty of fluidity.

The actual location of the UK facilities – at 

London Biggin Hill – is rarely recognised suf-

ficiently for the opportunities it offers the busi-

ness aviation community. The runway can ac-

commodate an ACJ or BBJ with no difficulties. 

Landing aids are satisfactory and continual in-

vestment is expected in airfield lighting. With a 

new airport Managing Director on board, there 

are high expectations of Biggin Hill’s ability 

to absorb significant business aviation traffic 

coming into London – especially with the 2012 

Olympics in mind – but there is also a strong 

community outreach programme in place to 

protect the interests of the local populace.

With regard to aircraft management and 

charter, in the UK Rizon Jet is collaborating 

with AOC holder Oryx Jet. In Qatar, an AOC 

was granted in May 2009. In fact, Rizon 

was the first private jet company in Doha to 

achieve such status.

A management team has been assembled 

carefully and effectively so that Rizon Jet is 

truly ready to roll. Apart from McGreal, Chief 

Executive Patrick Enz has established a strong 

international team of business aviation pro-

fessionals to help run the business. These 

include: Jackie Nikolajsen, General Manager 

at the Biggin Hill facility, former Technical 

Director of ExecuJet Europe A/S (Denmark) 

in Copenhagen; and Faisal Alam, General 

Manager at the Doha facility, former Chief 

Operating Officer at Bahrain-based Delmun 

Aviation Services. 

Right now, McGreal is excited by the “empty 

page opportunity” that has been presented to 

him. He says that, in many ways, clients will 

come to the brand new facility and influence the 

ways in which it will grow and prosper. McGreal’s 

“empty page” is sure to fill up very soon.

“The idea is that we offer a 
true 5 star service,whether people come 

to it by air or land” (McGreal)
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 W
ith over 300 clients 

and more than 400 

contracts, Europe is 

JSSI’s second largest 

market after the US. 

For years, JSSI had 

outsourced sales in the European region but, 

in early 2009, the company took a new look 

at doing business in the region and decided to 

establish a European headquarter offi ce.

Of course 2009 was the depths of recession 

so the new location was defi nitely not about 

ramping up sales in a diffi cult market; rather it 

was to re-focus JSSI’s approach to Europe and 

to “elevate our level of service here,” says Seno, 

adding that the US and the European markets 

show considerable discrepancies.

In the US, he points out, there is a preva-

lence of FAA Part 91 Flight Departments which 

buy their own aircraft, hire pilots, take on en-

gineers, rent a hangar and then operate the 

aircraft as part of the business – with JSSI or 

another organisation providing the mainte-

nance plan.

By contrast, in Europe, that model is very 

rare. In Europe there is a plethora of aircraft 

management companies who undertake the 

same work as a Flight Department on be-

half of a corporation. The different approach 

means that, when JSSI goes in to negotiate a 

maintenance plan with a European client, it is 

probably going to be the aircraft owner, the 

management company and JSSI round the ta-

ble. The contract is always signed with the true 

owner but contract-signing activity may be the 

only direct contact JSSI has with the owner.

Working with JSSI is simple. Under its main-

tenance programme, JSSI agrees on an hourly 

rate with the owner but does not perform any 

of the work itself. Rather, the airframe, engine 

or both are dispatched to an OEM-owned or 

OEM-authorised maintenance facility for over-

haul or repair with JSSI Technical Advisors 

monitoring the entire process.

What is confusing to the uninitiated is that 

JSSI thereby becomes both a competitor and 

a client to the OEM – most of which market 

their own maintenance plans to the business 

jet fraternity. There are GE’s OnPoint, Pratt & 

Whitney Canada’s ESP, Williams’ Total Assur-

ance Plan and Rolls-Royce’s Corporate Care 

programmes, to name a few – JSSI competes 

with them all. The relationship with the OEM 

is undoubtedly complicated but, at the same 

time, it is successful. We know that because 

JSSI is actively courted as a customer by the 

OEM, points out Seno.

So why would a customer go to JSSI if the 

OEM is also well placed to offer its own main-

tenance programmes? Seno responds: “It’s all 

about the service.” He points out that JSSI has 

numerous technical advisors available to the 

client so that, in effect, JSSI becomes the cli-

ent’s de facto Director of Maintenance, with 

all questions answered and all actions under-

taken in synch with the owner of the aircraft, 

his schedule and his expectations.

“If there is a problem with the aircraft, 

the operator simply pulls out the JSSI card 

and talks to someone,” says Seno. It is the 

human touch that makes JSSI successful and 

this is important now that the pool of busi-

ness jet owners is so much wider and diverse 

than the traditional pool of aviators, experts 

and enthusiasts.

Seno is also quick to point out that JSSI 

provides a high level of fi nancial security. “The 

maintenance reserves are deposited into an 

irrevocable third-party trust,” he says. “These 

reserves are secure and available to pay for 

maintenance events when they occur. The cli-

ents’ maintenance reserves are never co-min-

gled with JSSI corporate funds.”

Not only do JSSI’s maintenance pro-

grammes compete with those promulgated 

by the OEMs, JSSI also competes with Flight 

Departments who manage their own mainte-

nance reserves and their own maintenance 

“It’s all about the 
service,” says Seno

SERVICES:  JSSI

Lou Seno is the Chief Executive Offi cer of JSSI, the largest independent provider of hourly cost mainte-

nance programmes for business aircraft and engines. He has just completed a full year overseeing the 

launch of the European headquarters in Farnborough, UK, and providing leadership to the JSSI team 

based there. Jo Murray catches up with him to fi nd out more about JSSI’s gateway to Europe
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fl own Phenom market and has built up signifi -

cant personal relationships. Seno points out 

that a signifi cant proportion of these Phenom 

owner-fl yers have grown out of the piston and 

turboprop markets. They have never written 

a large cheque for a turbine engine overhaul 

and are unlikely to start now. JSSI’s engine 

maintenance plans have been a hit with this 

slice of the market because they manage the 

maintenance, the cost and the owner’s knowl-

edge-base as he moves up into more ambitious 

aircraft types.

While the Phenom has been great for busi-

ness development, there are certain assets JSSI 

will not touch. These assets are basically “old 

metal” and “oddballs”. Anything aged more 

than 20 years is unlikely to meet the criteria.

Seno is cautiously optimistic about market 

growth as we move off the bottom of the eco-

nomic curve. JSSI had a very strong December 

and he says he is “pretty happy with enrol-

ments” for Q1 of 2011. There is still a long 

way to go given that a large proportion of JSSI 

revenues are derived from US Corporate Flight 

Departments. He comments that the day after 

the three senior management teams from the 

big US car manufacturers fl ew to Washington 

in their private jets to ask for fi nancial assist-

ance, corporate fl ight hours dropped like a 

stone. There is nothing like bad PR to cause 

shareholders to crack down on expenditures.

It is a case of “onward and upward” at 

JSSI. With the European headquarters now in 

its second year and an Asian offi ce launched 

in Macau at the beginning of 2011, there is 

plenty to look forward to as JSSI continues to 

expand its global presence. Of course Asia is a 

large-cabin, long-range market and, as Chinese 

air space opens up, Seno is confi dent the re-

gion offers signifi cant promise.

For now, Seno has plenty to conjure with. 

Recession brings change in terms of client 

types, aircraft populations and fi scal attitudes. 

We may never see another 2008 but we will 

still see business aviation peaks – it is just not 

clear yet what they will look like.

“If there is a problem with the aircraft, 
the operator simply pulls out the 

JSSI card and talks to someone” (Seno)
plans. But Seno points out that, in today’s 

cost-aware environment – especially for corpo-

rate travel – there is an imperative to be trans-

parent which puts JSSI ahead of the game. 

All costs are under the microscope today and 

companies owning aircraft have to be more fi s-

cally aware. Seno says transparency is a selling 

point for JSSI as it is founded on values of hon-

esty and integrity and establishes hourly rates 

that are straightforward and based on actual 

maintenance costs.

In fact, JSSI has put in place a portal 

through which customers report their fl ight 

hours. JSSI is then in an informed position to 

call each customer and discuss overhaul ac-

tions as fl ight hours increase. “We start you 

thinking about the event 90-120 days out. We 

are proactive,” he says.

Personal relationships are also imperative 

to JSSI. In the US there is a prevalence of own-

er-fl yers who manage their business schedules 

through masterminding their own fl ights. To 

date, JSSI has done very well with the owner-
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 W
hile Gretener admits 

that the company 

still has to come 

out of a very tough 

market, he says it 

is better than two 

years ago. However, he also says that the 

company has to make sure that potential 

customers that did not complete their orders 

on the PC12 during the downturn know that 

they could actually be more effective if they 

bought the aircraft.

He is bullish that the company’s aircraft is 

top notch. “I don’t want to be arrogant but we 

really don’t have a weakness. The Pilatus is a 

very strong product, which we’ve proved with 

more than 1,000 deliveries in a relatively short 

time,” he says.

He believes that the main strength is the 

aircraft’s versatility. “It can just do so many 

things; the competition cannot match it,” he 

explains. However, in Europe, Gretener be-

lieves the ban on single engine IFR operations 

is costing Pilatus at least 10 sales each year.

“We know there are customers that would 

operate this aircraft commercially. We have 

been in contact with a variety of operators, in-

cluding MedEvac operators, but the fact is the 

EU still refuses to budge,” he says.

For Gretener, he says the situation is very 

political. “Outside of Europe every region allows 

single engine turboprops like Socata TBMs, Ces-

sna Caravans or PC12s to work commercially. 

Accident rates and reports all prove that the air-

craft is perfectly safe. It’s modern and built to 

very high standards. The EU seems to have oth-

er priorities than allowing such safe airplanes to 

fl y commercially,” he says.

That’s not to say that Gretener and the 

rest of the team at Pilatus aren’t trying to 

get this ban lifted. “We have been lobbying 

and writing letters. In fact, a few years ago at 

EBACE, we held a press conference that pretty 

much complained publicly that the EU is not 

moving forwards. The authorities have a cer-

tain process ongoing, however it is very slow.”

Perhaps the biggest frustration for Greten-

er is the list of happy commercial customers 

throughout the world. “We have so many in-

ternational customers who successfully fl y the 

PC12 in all kinds of commercial operations! 

The ban will be lifted but we just don’t know 

when,” he says.

“If you look at the facts, there’s just no rea-

son why it shouldn’t happen. Everyone else in 

the world can do it, why won’t Europe make 

the decision. Personally I fi nd it very diffi cult to 

understand why an old piston twin can fl y over 

London [commercially] but a modern turboprop 

cannot,” he says.

Aside from the ongoing battle, he says 

the company is working as always to keep 

on improving. 

Single and lovin’ it

MANUFACTURER:  PIL ATUS

Swiss-based Pilatus says living the single life is just grand, 

and although it will admit that it is working on something 

new, it will not break the silence about the new addition to 

the family. However, it is happy to talk about the PC12 and 

the remaining thorn in its side: The European ban on single 

engine commercial IFR operations. Phil Nasskau speaks to 

Vice President, General Aviation, Ignatz Gretener
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For the PC12, North America still represents 

the biggest market, however Gretener says 

that, in line with other manufacturers, regions 

outside of the US are going from strength to 

strength. He points out South Africa as being 

perfect for the PC12 because of its ability to 

utilise bush fl ying and other unprepared strips. 

“Not to mention places like South America 

and Australia has always been a traditionally 

strong market for us,” he says.

Gretener says he believes that Pilatus’ phi-

losophy of a strong dealer network and dem-

onstrating the aircraft contribute to sales suc-

cess. “We make sure to fl y the aircraft to fl y-ins 

so we can demonstrate it to potential custom-

ers, because in the end you have to fl y people 

in the aircraft. If you can show a customer that 

by fl ying a PC12 it is the most effi cient way 

to fl y in GA, then he’s sure to buy it,” he says.

While all of Europe accounts for around 

20-25% of total deliveries, Gretener is keen to 

point out that the Middle East holds potential, 

even though to date it has only delivered a 

small number of aircraft there. He says that 

this is because they are still trying to work on 

developing the region in line with its strategy. 

“When we develop a region, we fi nd out who is 

the best potential local partner and then build 

up a business model with them where they 

invest their own money to build up a Pilatus 

centre for support and sales. Then, after about 

one to two years, there’s local expertise. Right 

now, we are in the process of fi nding that local 

partner,” he explains.

However, even with the Middle East’s love 

of big cabin, long range and outright opu-

lence, he still sees a good market for the PC12. 

“Firstly people might already have these large 

aircraft, but typically they can’t fl y them them-

selves. The PC12, they can. Secondly, it really 

is a utilitarian workhorse. It can support an or-

ganisation by fl ying materials or fl ying people 

into working areas, or even MedEvac, in situa-

tions where it doesn’t make sense to fl y a big-

ger aircraft.”

Naturally, Asia is on the horizon where 

Gretener says the PC12’s ruggedness as a real 

benefi t. “We can see the aircraft fl ying from a 

regional airport into the smaller gravel or un-

prepared strips,” he says.

Gretener says that Pilatus’ support is second 

to none as all of its dealers have an obligation 

to build up their support organisation. He says: 

“They sell the aircraft to the customer and then 

take care of it for him. And this is done with lo-

cal people and expertise; obviously our people 

help by overseeing somewhat and helping out 

with technical support and tooling.

“We strongly believe in the local aspect of 

sales and support, and we’ve been number one 

nine times in a row,” he explains. That is not to 

say that the company is resting on its laurels. 

Gretener says that there are always things that 

the company can do better. For example, he says, 

there is constant effort from everyone at Pilatus 

to improve, from bettering the people that work 

on the aircraft to periodic recurrent training.

He believes that Pilatus’ training philoso-

phy goes hand-in-hand with its local dealer 

and support network. “We have a service cen-

tre manager who visits every service centre 

and then works on an individual action plan 

for each centre to help identify areas of im-

provement for each organisation. We have to 

make sure that each service centre meets our 

standards,” he adds.

“We strongly believe in the local aspect of 
sales and support, and we’ve been 

number one nine times in a row” (Gretener)

“Business is better than perhaps during the 

crisis and we are seeing more movements, as 

well as more discussions with customers. I cer-

tainly wouldn’t say that we’re back in the very 

strong markets of three years ago, but we are 

seeing a clear improvement. Certainly, there is 

more interest, and we are seeing more sales 

than we saw two years ago,” explains Gretener. 

And with 79 deliveries last year, Gretener 

reckons “we’ll have a decent year if it contin-

ues like this”, and that the capacity is scalable 

anywhere between 75 and 100 aircraft per year.

However he still sees the potential to in-

crease the company’s market share “through 

hard work”. “We work through a very proven, 

and experienced, sales and support network 

with independent dealers all over the world. 

We are especially working hard to convey what 

makes the PC12 so special in anything from a 

fl ying doctor role to combined cargo to passen-

ger transport to VIP fl ying,” he says.
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 W
hen the division was 

set up in January 2008, 

with Mottier at the 

helm, the goal was $1 

billion. However, he 

says that because it has 

already won a lot of business, that this figure 

is under review. “From where we are sitting to-

day, it is clearly achievable. So naturally we’re 

now going through our growth playbook. 

What we have today equals $1 billion.

“Now we are looking to accelerate our plans, 

and although we probably won’t have our new 

target number until sometime in June, it is not 

just going to be a little bit more, like $1.1 billion 

or $1.2 billion,” he says.

And with that target in mind, Mottier says that 

the emphasis is on creating business and oppor-

tunities. Back in 2008 it had the support work for 

the CF34 engine found on Bombardier Challenger 

aircraft, as well as what he calls some legacy prod-

ucts on early Learjets and Dassault Falcons.

Naturally, the amount of work on the CF34 

did slow down recently, he says. “But we do see 

that recovering. Larger cabin aircraft have not 

had as signifi cant an impact when compared to 

the medium segment. So I think our sustaining 

business is pretty well positioned.”

Part of the $1 billion in revenue is coming 

from the joint venture with Honda for the HF120 

engine, which he says is moving along well. Mot-

tier says that the HF120 has nearly 1,500 hours 

of testing on 13 engine builds and is approach-

ing the tail end of the certifi cation process. “We 

have some tests that still need to run, but these 

will take place in 2011. We’re full throttle ahead 

to complete our certifi cation.”

The engine is fl ying on the HondaJet already, 

he says, and  so far, the engine is “running beau-

tifully”. “The engines are fl ying on the HondaJet 

and are exhibiting carefree handling of 

thrust and are supporting top-lev-

el performance and effi ciency.”

As such, the engine 

has already demonstrated 

performance up to alti-

tudes of 46,000ft and 

at speeds of Mach 0.8 

in test cells. And because 

of GE’s military business, it 

has access to the altitude 

test chambers where it can 

control everything from altitude, 

temperature, pressure and air inlet 

speeds. Mottier says the company 

was that certain on the HF120 that when it ran 

the fi rst test it was in the altitude chamber. “Com-

peting companies typically run at sea level or lo-

cal altitude. We didn’t,” he boasts.

“We’re very excited to be on the HondaJet. 

Honda is a great partner and this is a major 

game-changing aircraft. It will burn less fuel and 

fl y much faster for a signifi cantly reduced cost,” 

he says. “And making sure that the HF120 has a 

fl awless EIS for the HondaJet is a must for us.”

The HondaJet engine is not the only project at 

the front of Mottier’s mind. “The company acquired 

Walter Aircraft Engines back in 2008 with the sole 

purpose of moving GE into the small turboprop 

market. “This was not a size of engine that we had 

built before. Our strategy was to acquire the proven, 

robustly designed M601 series engine that was 

developed during the Soviet era in Czechoslovakia. 

We would then upgrade the M601 with modern 

GE aerodynamic, mechanical and material science 

technologies to make it a very competitive product 

and offer PT6 customers an alternative where there 

hasn’t been one for many years,” he says.

And GE is ready to do battle with Pratt & 

Whitney Canada’s PT6. Mottier says: “Compared 

to an engine of the same relative horsepower in 

the PT6, we have the equivalent, or slightly better 

fuel burn, less maintenance expenses and better 

temperature margins.”

Since GE Aviation acquired the M601 engine, 

he says, the transformation into the new H80 has 

been dramatic. “The signifi cant improvements in 

the power and performance of the H80 engine 

really speak for the technical expertise that GE 

has. The M601 featured 2D aerodynamic blade 

designs, which was replaced with GE’s 3D aero-

dynamic design capabilities that we leveraged 

from our TechX and GEnX programmes,” he says.

Additionally, the H80 engine received some 

upgraded materials in the engine core which 

Mottier says saw the starting 840 thermody-

namic horsepower in the latest M601 core upped 

to 1070 with the H80 – without increasing the 

GE’s billion-dollar baby
For GE’s Brad Mottier, Vice President, Business & General Aviation, it has been a good three years. When 

the parent, GE Aviation, decided to set up a pure GA and business aviation division, it set the lofty goal 

of $1 billion turnover by 2020. Now just three years in, Mottier says that the fi gure is going to be higher

ENGINES:  GE AVIATION

The HF120 engine
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wise put in the engine may 

be more effi cient if we move 

it into the cowling, or switch 

around other pieces,” he explains.

As such, for the brace of new Bombardier jets, 

GE picks up the responsibility for the entire pack-

age and has created a joint venture with AirCelle, 

called NexCelle, to help work on the parts of the 

engine that GE typically hasn’t touched before. 

“We are already seeing weight, drag and effi cien-

cy improvements,” says Mottier.

Clearly GE sees the benefi t of an integrated 

system but Mottier refuses to be drawn on wheth-

er this would be the way of the future saying: 

“some airframers may have a different view”.

But while drumming up new business and 

fi nding new opportunities to create new products 

is just one aspect, Mottier is well aware that, pre-

viously, the support for GE-powered business jets 

could have been much better. However, that’s no 

longer the case. “One of the things my team is 

working on is improving customer product sup-

port and the service network. A few years ago, a 

ProPilot survey of engine manufacturers from a 

product support point of view would fi nd GE at 

the bottom of the list,” admits Mottier. 

“However now I’m happy to say that 

core’s size. “That’s a clear indication of the ben-

efi t of infusing proven GE technology into the 

new engine. It will bring huge benefi ts to our 

customers,” he says.

The H80 is slated for certifi cation in June, 

says Mottier. And interest is high. The fi rst ap-

plication is the Thrush 510G crop-duster, a signifi -

cantly redesigned version of Thrush’s basic PT6-

powered aircraft. In the Czech Republic, the H80 

was chosen by Aircraft Industries to upgrade 

their venerable, M601-powered L410 commuter 

aircraft. Elsewhere in Russia, Technoavia has 

selected the H80 for its twin turboprop utility/

trainer aircraft. Not to mention that there are 

plans to introduce the engine into a King Air as 

an STC engine upgrade conversion. He says that 

the company is also speaking to a “number” of 

aircraft manufacturers that are interested in the 

initial 800shp H80 or a derivative thereof.

Moving on from small engines to the recent 

announcement that GE has been selected by 

Bombardier for a GE engine to power the Global 

7000 and Global 8000, it is clear that this is a 

large advancement, because not only will it mark 

the fi rst TechX core application for a business jet, 

but it is the fi rst time that GE will deliver an “in-

tegrated propulsion system”.

Mottier explains that a move to integrated 

propulsion systems is a clear step forward for im-

proving effi ciency and reducing drag. “In the past, 

the engine has been designed by engine guys to 

a certain set of specifi cations. Then the airframer 

has contracted out the design of the cowling and 

nacelle to someone else.

“With these products and engineering getting 

more and more sophisticated, and trying to 

reduce both fuel burn and emissions, 

there is a technical synergy, and real 

benefi t, by looking at the engine, the 

nacelle, the ducting and the mount-

ings as a propulsion unit. For example, 

some of the structure that we might other-

through a lot of effort we have moved up in the 

rankings. And last year fi nished second. Naturally 

we are aiming for top spot.”

To make sure that the goal of being rated as 

number one is achieved, he says there’s a dedi-

cated Business and GA Product Support Man-

ager whose job it is to make sure that GE moves 

up the rankings.

“Product support is critical, especially in this 

segment. About 70% of operators only operate 

one aircraft, and they don’t have the mechanical 

infrastructure and technical resources that an air-

line has. That’s why we’ve learnt that we have to 

treat each customer as a VIP fl eet of one,” he says.

Ultimately though, he says that the challenge 

he faces is that there is more technology that he 

can leverage from GE’s stable, derived from its 

various other programmes and applications, but it 

is all about fi nding the right balance and design 

philosophy; because designing and engine for a 

biz jet varies from designing an engine for a com-

mercial airline in terms of how much it is used over 

a year. However Mottier is bullish and says: “We 

have a long list of technology that other manu-

facturers don’t have to create the best recipe.”

“That’s a clear indication of the benefi t 
of infusing proven GE technology 

into the new engine” (Mottier)

The Technoavia Rysachok 
Aircraft which will be powered 

by the H80 engine

      The TechX integrated 
           propulsion system

The H80 engine



ConnectJets – 
changing the perception
To engage another level of customer you have to 

change the message, says Gabriella Somerville, 

Founder and Managing Director of ConnectJets. She 

says business aviation is for the aspirational consumer 

as well as the traditional user. “We have to change 

perception too,” she insists. Jo Murray finds out more

 S
omerville has most defi nitely earned her stripes 

in the aviation world. It is this long, hard-won 

experience that gives her the clout to state cat-

egorically that business aviation has to step 

out and change its image, to be put to work in 

this new world economy based on productivity, 

transparency and effi ciency. “We need to change our stuffy 

image and revise our marketing strategy to reach out to 

a much wider and diverse audience, of which a huge part 

remains untapped,” she says. “We are missing a number of 

opportunities, especially in the VLJ market.”

PRIVATE CHARTER:  CONNECTJETS
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Somerville herself has 14 year’s commer-

cial aviation experience on her CV. This time 

was spent at Virgin Atlantic working closely 

with Sir Richard Branson and then at British 

Airways. Then came a stint at Bombardier for 

two years, looking after SkyJet customers and 

aircraft sales customers. When VistaJet took 

over the SkyJet operation in 2008, Somer-

ville became Vice President Sales at Vistajet’s 

Farnborough operation.

Amongst all this airline and business 

aviation work there was a stint in the events 

world which delivered to her new insights 

into promotional and entrepreneurial activity. 

So what prompted Somerville to launch Con-

nectJets in the Summer of 2009 at the depths 

of recession?

“ConnectJets was born out of many things. 

Having been in the industry for several years, 

I looked at the business as a whole and con-

sidered ways to improve the value curve for 

a client,” she responds. “I looked at ways in 

which we could style new products and solu-

tions, and ultimately provide the client with 

an entire portfolio of options, offering multi-

ple aircraft types and products.”

In essence, Somerville wanted to put the 

client back in at the centre of a deal rather 

than having them experience the bombard-

ment of sales messages from numerous 

business aviation solutions providers. “This 

maximises their buying power. We wanted 

to be there for the consumer – providing the 

relevant due diligence to supply a solution in-

line with their requirement,” she adds. “Facili-

tating this is the sign of a perfect marriage 

between broker and consumer, whether it’s an 

aircraft sale, leasing, jet membership, private 

charter, or empty-leg.”

As for the timing of the company’s launch, 

Somerville simply states that ConnectJets’ 

business plan mirrored the climate in which 

it was launched. And having learned from the 

Branson School of Economics – maintain cash-

flow, maximise opportunities, differentiate 

yourself from the competition and keep small 

– Somerville was only too aware that success 

would follow strict financial control and niche 

product-building for a specific consumer base.

Of course, starting from a very low cost 

base in tough economic times has its advan-

tages over managing billowing businesses 

with inflated overheads and high expectations. 

“We came into the market with the prime op-

portunity to be fresh and innovative,” she says. 

“Now I believe the timing was perfect.”

Somerville says there has definitely been 

evolution in the market itself since it fell off 

a cliff in 2008. “We have to create and keep 

creating solutions in line with the clients’ re-

quirements which are always changing,” she 

says, adding that the business model has also 

adapted. “For example, clients exist alongside 

their iPhones, iPads and Blackberries. It is all 

about speed and doing business in a smart 

and efficient way. We are now not only look-

ing at business aviation as a luxury item but 

also as a smart and efficient business tool. 

This is why we need to change our message to 

attract a wide and untapped audience.”

All of this is built into the branding and 

imagery with which ConnectJets involves it-

self. There is no point promoting business avi-

ation as a productive business tool and then 

associating it with just one target segment 

with out-of-reach brands that alienate the 

business consumer. “If we can create an are-

na for the non-customer, then we’re winning,” 

she says. “Typically, these unexplored or non 

customers have not been targeted or thought 

of as potential customers by any players in 

PRIVATE CHARTER:  CONNECTJETS
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leasing opportunities – these present less risk 

and offer attractive price positions for the 

consumer,” she says.

Somerville predicts steady market growth 

going forward because there are very clear 

factors that drive customers towards private 

aviation. “Pandemics, terrorism, security scan-

ning machines, not to mention the pure eco-

nomics of time, all these factors will encour-

age the consumer to move over to business 

aviation,” she says. “Operators in Europe, the 

Middle East and Asia are growing consider-

ably along with ever expanding fleets, which 

the industry, I believe there is an ocean of 

latent demand waiting to be tapped into.”

She continues: “As an industry, I think we 

need to be looking at how we can change our 

message to engage the virgin consumer. The 

business aviation market is still evolving and no 

longer is it just for the higher echelons of soci-

ety; it is also about the corporate and the SME.” 

Of course private aviation is also taking 

notice – perhaps for the first time – of what 

airlines with their premium services are offer-

ing; certainly the airlines are aware of what is 

on offer from the business aviation sector as 

prices increasingly collide. “We have to take a 

holistic view of aviation. Business aviation is 

on a very different platform from commercial 

aviation but they are linked and it is impera-

tive that we understand what the consumer is 

looking for and where we can work in synch 

with the commercial sector,” she says. 

That is all well and good – and it may well 

be the case that ConnectJets builds a part 

of its client portfolio partly out of premium 

airline clients – but that does not distract 

Somerville from profiling every one of Con-

nectJets’ clients down to the tiniest detail in 

a very non-airline manner. “We are building a 

bespoke tailored service – it is not just about 

functionality,” she says. “It is about the jour-

ney from before they take off to when they 

land, the cuisine, the ambience, the wine, 

their reading material and their well-being; 

we need to be fine hoteliers at altitude”.

This means that private charter delivered 

through ConnectJets has to meet audit cri-

teria set by ConnectJets. Experience, AOC 

checking, insurance verification and a safety 

demonstration all assist in ensuring Con-

nectJets delivers its promise. “In fact we have 

a strict service level agreement that we ask 

the operator to adhere to,” she says.

Beyond this, Somerville has also undertak-

en flying pattern analysis for clients in order 

to maximise  clients’ buying power. Jet cards 

are also on the agenda and a new product 

in this area is being developed by Somerville 

and her team. “Again, we are looking at ways 

in which we can bring value to the client, 

above and beyond that which is currently on 

the market,” she says. “Then there are aircraft 

sales which are definitely on the incline and 

provide the client with greater choice and a 

competitive edge on price”

She says: “There has never been a more 

perfect time for the consumer to engage. 

Prices are lower and there are plenty of op-

portunities. The market is opening to a new 

clientele and the corporate world is coming 

back. Steady growth is not a bad thing – it is 

a far healthier climate for the business avia-

tion sector to grow in.” Somerville concludes: 

“Without doubt, business aviation will be a 

product of the future; it is up to us to shape 

that future.”

“Having been in the industry for several years, I looked 
at the business as a whole and considered ways to 

improve the value curve for a client” (Somerville)
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 T
here are marked differences 

between the commercial airline 

market and the business jet 

market that are virtually incom-

patible in terms of financing. 

The airline market is generally 

predicated on cash structures and is highly 

disciplined. In contrast, the business jet mar-

ket is less structured with a wide range of con-

trasting knowledge and experience.

 Luis Pinto, Chief Financial Officer, NetJets, 

notes that the recession slowed growth and 

shifted the focus to efficiency and forward 

planning. NetJets is now increasingly seeing 

a market derived from ash clouds and com-

mercial airline disruption. Growth has re-

sumed and Pinto considers that there is great 

potential in several markets such as Germany, 

Central Europe and the Balkans, Russia and 

North Africa; enough to make the majority of 

European dealmakers cautiously optimistic 

about the year ahead.

Eddy Pieniazek, Global Head of Consul-

tancy, Ascend, casts his net a little wider, ac-

knowledging that the BRIC (Brazil Russia India 

& China) collective is not the answer to over-

coming all ills just yet but is the one to watch.

In reviewing current deliveries, Brazil is 

seen as “small is beautiful” with 36 of 57 de-

liveries being Phenoms, three Mustangs and 

four CJ2/3s. Russia has only accepted five 

but they’re all for long haul aircraft – Falcon 

7Xs, Global Expresses and Challengers. Pieni-

azek considers that India remains a mixed 

promise, with 10 aircraft delivered including 

the G550, Falcon 7X and Global Express all 

the way down to Lear 60 and Phenom 100. 

In the case of China, distance is the key, re-

flected in 22 aircraft delivered of which seven 

are Gulfstream 450/550s, three Falcon 7Xs, 

two Challengers and four Hawker 4000s. The 

Middle East is simply seen as “bigger is bet-

ter” with 21 aircraft delivered of which four 

were Gulfstream 450/550s, five Challengers, 

four Falcon 7Xs and three Globals.

Pieniazek notes that the average wealth 

of the 1,000 wealthiest Chinese grew 26% in 

the last year. This year there are 1,363 Chi-

nese individuals with US$150 million, com-

pared with 1,000 individuals last year and 

only 24, 10 years ago. However, the lack of 

airport infrastructure in China has limited the 

development of business and general avia-

tion, though more are now being built. 

The last two years have not been the best of times for business aviation. However, a recent International 

Corporate Jet & Helicopter Finance Conference in London suggested that the industry is edging 

back to better times. Perhaps it is a matter of geographical positioning, with a number of emerging 

markets that seem set to change the face of business aviation, writes Don Parry

Emerging markets boost 
investor confi dence
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MSFL and it has taken on the vital financing 

role for the GA market. MSFL will provide fi-

nancing and operating leasing services, such 

as: aircraft evaluation, importation, aircraft 

management, consultancy, operational sup-

port and disposal. MSFL is willing to develop 

diversified and multi-level cooperation with 

all manufacturers of corporate jets and heli-

copters, sales agents, aircraft management 

companies and financing institutions, and to 

promote the development of Chinese GA.

Aircraft ownership is not an easy task. 

Financial and legal considerations are no 

places for the feint hearted and expert opin-

ion is vital. This is true of another of the “re-

High import taxes are a concern and can 

be more than 20% of the purchase price in 

some cases. The situation is further exac-

erbated by the lack of personnel expertise, 

ranging from flight instructors to FBO man-

agers, engineers and maintenance facilities, 

brokers and air traffic controllers. Recruiting 

and building facilities are underway and the 

government has started to address the is-

sues. How the Government and Military will 

change their attitudes is very uncertain. How-

ever, a start has been made with the recent 

announcement that China will open parts of 

its low-altitude airspace to promote the coun-

try’s general aviation (GA) sector. 

Apparently, lower airspace in China will 

be divided into three sections. These being: 

areas under control, areas under surveil-

lance and areas where aircraft can fly freely, 

after reporting their flight plan in advance. 

Original test points were Pearl River Delta 

(Southern China), Northeast China and the 

GA Industrial Park in Xian. The open airspace 

reform will be initially trialled in Changchun 

and Guangzhou this year and includes the 

setting up of lower airspace in controlled air-

space that is different to the one that covers 

the majority of China. Other areas are also 

now being tested, such as the tropical island 

of Hainan.

These facts and figures are reiterated by 

Zhang Bo, Vice President, Minsheng Finan-

cial Leasing Company Limited (MSFL). MSFL 

was set up in April 2008 as one of the first 

five financial leasing companies approved 

by the China Banking Regulatory Commis-

sion (CBRC) in China. The focus is on GA, the 

company currently owning 32 corporate jet 

aircraft and with a declared intention of “vig-

orous” expansion into the helicopter business 

this year. The intention is to become the top 

GA leasing company with plans for rapid ex-

pansion of the business jet fleet to 50 aircraft 

and 20 helicopters.

At the end of 2010, there were 56 corpo-

rate Jet and 206 Helicopters in mainland Chi-

na (excluding military operations). Compared 

with the development of Chinese economy, 

Chinese GA is still in the initial stage. 

Zhang Bo said the intention to develop 

Chinese GA is the most important strategy for 

cession proof areas” – the Middle East. Aoife 

O’Sullivan, Partner in Gates & Partners, says 

that prospective vendors should be less afraid 

of Islamic finance. “In terms of Sharia law, we 

can’t beat them so let’s join them,” she says.

O’Sullivan points out that UAE courts, for 

instance, will not honour any provision that 

is contrary to Islamic Sharia, public policy or 

other mandatory law in the UAE. Where the 

UAE courts have jurisdiction they will apply 

UAE law to the dispute, irrespective of any 

choice of law provisions in the contract. To 

Western minds the basic problem in structur-

ing Islamic deals is that payment and receipt 

of interest is forbidden, though there are 

other economic similarities with traditional fi-

nance. However, it would seem that this does 

inhibit interest by western banks. O’Sullivan 

emphasises that there are other ways of do-

ing things; it’s a case of restructuring proce-

dures to reflect local interest and a need to 

compile “customer friendly” contracts that 

recognise local traditions which include other 

costs that balance the equation. Perhaps the 

best advice is to ensure that the prospective 

vendor has as good a lawyer as accountant. 

The importance of India to this corporate 

jet market cannot be ignored. Alok Wadha-

wan, Director of Investec – a company with ex-

tensive experience in financing both new and 

pre-owned aircraft for commercial airlines, 

leasing companies, corporates and individu-

als – points out that India is now the second 

fastest growing economy with a GDP growth 

rate of about 9% per annum. The domestic 

aviation industry has been growing at over 

15% per annum since 2004, with passenger 

traffic increasing from 16 million in 2004 to 

over 50 million in 2010. The total number 

of commercial aircraft in India is about 400 

with capacity having nearly doubled since en-

try of the private airlines in 2003. 

Business jets constitute a fast growing 

market with, currently, 143 aircraft that rep-

resent less than 1% of the global business 

jet market. An indication of future growth 

can be noted by a market forecast compiled 

by Bombardier. This implies a compounded 

growth rate of 13 and a business potential 

of about US$8billion. It is noteworthy that, 

in India, the business jet is seen as a tool for 

“Collective is not the answer to 
overcoming all ills just yet 

but is the one to watch” (Pieniazek)

Aoife O’Sullivan, Partner,
Gates & Partners

William Kelly, CEO, 
Milestone Aviation Group
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100% of the asset, taking 100% of the re-

sidual risk. Kelly stresses that “we are quick 

and decisive dealing with new/pre-owned 

and sale-leaseback, short or long term leases, 

fixed or floating”.

Kelly admits that, although the private jet 

market has bounced back slightly from the 

lows of the past few years, financing remains 

scarce. Milestone’s focus is on new and near-

new large cabin and super mid-size private 

jets. While finance leases are available on 

new aircraft, Milestone’s 100% financing is 

very rare. Kelly concludes: “The last downturn 

taught the market that you can never have 

too much cash.”

to provide major sources of financing. His 

view of international bank financing is col-

oured by the fact that only a few of these 

banks have been active since the 2008 finan-

cial crisis.

The final word must go to William Kelly, 

Chief Executive Officer of Milestone Aviation 

Group, who describes his company as a bou-

tique helicopter and private jet lessor, found-

ed just nine months ago and having secured 

$500 million in equity to start the business. 

Milestone is said to be unique in that it is 

solely focuses on helicopters and private jets 

and “we have operator backgrounds”.

The Milestone product offers finance at 

increased productivity, rather than a luxury. 

Large companies have built landing strips 

near manufacturing facilities to connect to 

their businesses. Wadhawan says that flying 

point to point in a private aircraft to desti-

nations off the scheduled carrier routes will 

become increasingly common over the com-

ing years. Currently, the market is dominated 

by corporate ownership, with very few charter 

companies. Nevertheless, charter is now a fast 

growing segment and significant demand is 

expected from this segment in the future.

Such activity can only be healthy if ad-

equately financed and Wadhawan is largely 

optimistic about the ability of domestic banks 

 “W
e’ve already done 

as much business 

this year as we did 

all of last year,” says 

Schwartz, speaking 

of the fi rst quarter 

of 2011. “Last year was challenging. It appeared 

to us that there were a lot of cash deals - if deals 

were being done at all. There really were very few 

sales last year.”

She says this year has shown a defi nite improve-

ment. “Regarding values though, it seems that the 

bigger, better, newer aircraft have improved in 

pricing. However, the older aircraft - even the big-

ger, better, older aircraft - seem to be doing not as 

well,” she says.

Citi focuses on high net worth individuals as a client base but Schwartz 

is nevertheless aware that there are a lot of corporate buyers coming back 

into the market too. She is also concerned primarily with whole aircraft 

although fractional shares are often on Citi’s agenda too.

In terms of client scrutiny, Schwartz says: “Of course we want to see their 

fi nancials to make sure that they qualify for a loan. We want to build a re-

lationship with them – it is truly a question of relationship banking. We’re a 

private bank and we want to have comprehensive relationships with clients 

where we’re able to provide the full range of Citi Private Bank’s services to 

manage their wealth – in addition to meeting their aircraft needs.”

When asked if Citi is putting in place complex fi nancing structures, 

Schwartz responds: “The majority of our transactions are fairly standard. 

But if the client has a unique need or desire to do 

a different type of transaction or term we try to 

accommodate them.”

As for assets Citi simply will not fi nance, 

Schwartz says that if the aircraft are too small or 

too old then the bank may decline a fi nancing. As 

for other criteria, Schwartz says: “We want to make 

sure that the asset is well maintained, that it is 

managed by a good management company, that 

it is hangared in a safe jurisdiction and we want to 

make sure that it is insured properly.”

As to the incessant aviation and economic 

cycles, where on the curve does Schwartz put us 

at present? She responds that realistic and stable 

aircraft values are still at least a year away - and 

perhaps even two years. Is this the point at which 

the manufacturers will be truly occupied with serious volumes of new 

orders? “Yes,” she responds.

Until the re-entry of the manufacturers as signifi cant suppliers in the 

aircraft trading market, Schwartz says we will continue to see the pre-owned 

trading market increase its momentum. “I think the inventory that is cur-

rently being traded is pre-owned but it is nevertheless newer pre-owned 

inventory. However, there are defi nitely new aircraft orders for the bigger, 

better, newer planes and there even backlogs on certain models.”

While we wait for the halcyon days of 2008 to return we can at least 

be comforted by the upward change in fortunes the market is experiencing 

during 2011. Schwartz concludes: “The improvement since last year and the 

year before has been dramatic.”

Mary Schwartz, Managing Director and Head of Global Aircraft Finance at Citi Private Bank, says that 

Citi has seen plenty of aircraft trading activity in the last few months. Jo Murray asks her what has been 

on Citi’s agenda since January 2011 and where the market for business aircraft fi nancing is headed

Citi celebrates: the market is rebounding
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 M
ariat is both designer 

and engineer by train-

ing. He understands 

the balance between 

aesthetics and function 

that challenge all cabin 

designers. “The cabin is very complex,” says 

Mariat. “However, my objective is good aes-

thetics.” He points out that as long as the 

engineering aspects of the cabin are under-

stood, time is not wasted on creating designs 

that are just not workable from an engineer-

ing perspective.

“We, as creative designers, also have to 

have the skills to communicate with the en-

gineering teams. We do not always speak the 

same language,” says Mariat. “We, as design-

ers, have to try to improve the technical as-

pects of the design as well as the look of the 

design itself.”

Mariat has now seen the design process 

through from the very beginning through to de-

livery. In fact two Mariat cabins are now about 

to be delivered. “When I start a project I create 

a trend board on which there are no images 

of aircraft; rather the images are of hotels and 

house interiors,” he says, adding that it is his job 

to guide the client. He says that also the client 

tends to know what he does and does not like, he 

often fi nds it diffi cult to express these wants and 

needs. “My job is to help the customer to choose 

what is in his mind,” he says.

For example, ACJC has recently delivered a 

private aircraft with VIP interior to a Chinese 

customer. This particular customer wanted 

rounded edges in synch with the principles of 

Feng Shui. This customer, says Mariat, wanted 

his interior choices to match his culture.

Details are important, but the overall im-

Sylvain Mariat is the Head of Creative Design at Airbus Corporate Jet Centre (ACJC). He says that 

when it comes to cabin interior design, it boils down to satisfying the customer. However, there is no 

getting away from the fact that form follows function

Form follows 
function at ACJC



June 2011    Executive & VIP Aviation International    31

COMPLETIONS:  AIRBUS CORPORATE JET CENTRE 

are becoming smaller and lighter. It is balanc-

ing itself out.”

Mariat says that ACJC has a philosophy of 

keeping supplier lists under control, although 

he often seeks out new suppliers working in 

the luxury sector that he likes to try out. Ul-

timately, he says, inspiration for interior de-

signs tends to come from outside the aviation 

industry. “Often, our customers will talk to us 

about their yacht or car interiors, so for this 

reason I visit the Monaco Yacht Show, I go to 

car exhibitions and I am in contact with au-

tomotive designers. We cannot design a VIP 

cabin as if it were an airline premier cabin – 

the two cabins are completely different. A VIP 

pact is what hits you first about a VIP cabin 

and this is often heightened by appropriate 

lighting. Mariat explains that ACJC takes cab-

in lighting so seriously that the interior com-

pletion centre uses a mood-lighting designer 

who specialises in this very area when very 

complex lighting is requested. “Lighting is a 

very important part of the design,” he says. 

“You can change or destroy the whole design 

with the lighting.” 

He adds that before materials are used, 

they are tested to see the impact of lighting 

on them. This enables Mariat to judge how the 

materials are going to perform under different 

types of lighting – cool or warm – before they 

are incorporated into the cabin design.

The materials themselves are at the crux 

of an interior design. Yes, they have to look 

good in all circumstances; but they also have 

to meet stringent fire retardancy regulations 

and not add too much weight to the cabin. 

They also have to be appropriately durable 

and fit for purpose.  “This is a very complex 

area,” he says. “When we meet the customer 

for the first time, they  tell us they want mate-

rials like they have seen in a hotel or in their 

own home.”

This means that the materials discussed 

are often not yet tested and ACJC only has a 

very short time to get them through their test-

ing process. And let’s not forget, we are often 

talking about very short runs of materials 

that have to go through lengthy processes in 

order to meet fire retardancy standards, and 

still look and feel the way the client chooses. 

This is a tall order. 

“There are two tests we have to perform,” 

says Mariat. “The first is a fabric heat test to 

prove that the fabric can withstand heat for 

a specific time and there is another heat test 

performed on the foam inside the seating.”

From soft furnishings we move on to the 

technical aspects of the cabin. Of course to-

day’s aircraft cabins tend to incorporate a 

plethora of entertainment and communica-

tions gadgetry, all of which has to be hidden 

and discrete. “The customer always wants to 

have installed the latest system available but 

we have to keep the system invisible. On the 

one hand, we have to incorporate more and 

more systems; but on the other, these systems 

cabin is fully tailor made and a premier cabin 

is more industrial.”

When asked at what point creative design 

(aesthetics) and engineering (safety) clash 

and whether Mariat has to talk through these 

issues with the client, he responds that this 

is rarely discussed with the client because 

usually an alternative approach can be sug-

gested that meets both the client’s and the 

engineering department’s imperatives.

Ultimately, says Mariat, the secret to VIP 

cabin design is that form should follow func-

tion. There have to be some aeronautics in 

mind but, ultimately, ACJC’s wish is to have a 

very satisfied customer.

“My job is to help the customer to choose
 what is in his mind” (Mariat)
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 C
omlux’s President, Richard 

Gaona, admits that the first 

quarter for Comlux has been 

“disturbed”.  “With the turmoil 

there has been much less de-

mand for charter, and the Mid-

dle East represented a good portion of our 

charter business, around 25-30%. And it re-

ally dropped in February,” he says.

However Gaona believes that while the 

Middle East represents a good chunk of its 

business, that the company’s strategy to not 

become dependent on a single region, is pay-

ing dividends in this particular situation. “The 

market is still there,” he says.  “We are mainly 

doing business from Bahrain and Saudi, and 

we certainly don’t think the market has disap-

peared. We are not changing our plans.”

He says it is interesting to note that, while 

the Middle Eastern market is dropping, the 

CIS is coming back. “We are crossing our fi n-

gers for these markets to go back to normal. 

When the Middle East started to pick up, the 

CIS dropped. And now it seems to be the other 

way round. In the Middle East we have to wait. 

Will it be months or years? That we don’t know. 

We do know that people are travelling less,” 

he says.

However, in Europe, he says the market 

is remaining constant. He attributes this to 

Comlux’s decision to fly bigger jets and fly 

for governments. “We’re also flying more 

delegations to places like New York, and we 

are really picking up on that portion of the 

market.”

Gaona admits that times are still tough in 

the charter market, caused by a combination of 

higher costs and lower demand. “It is clear that 

the cost of fuel has increased a lot, by around 

10%. And, at the same time, we have a market 

where demand has dropped and there is more 

competition. As a result, prices have dropped.“

Because Comlux has a presence in differ-

ent regions, Gaona isn’t too worried about the 

effects of a dropping Middle Eastern market. 

He says that the strategy now is to “consoli-

date its business and not lose too much mar-

ket share. The operators who are the weakest 

[financially] are the ones that are dropping 

the prices the most. If they don’t drop prices 

they are going to die,” he says.

As part of the consolidation process, he 

says the company has to make sure that it 

is not oversized. “You have to make sure you 

are in several markets, as well as trying all 

the new markets like China. Additionally 

you have to make sure you open your eyes 

and ears to the customers so that you can 

adapt to the general situation without chang-

ing what we’ve already established so far to 

become the leader in wide body charter and 

aircraft management,” he says.

Avoiding dependence on one market is 

Swings and roundabouts 
Political instability has swept across the Middle East since the start of 2011, and this has had a knock-

on effect on everyone’s charter business. Phil Nasskau reports on the swings and the roundabouts 

one particular operator – Comlux – is experiencing in the charter market and how it is building its 

fl eet despite the volatility

OPERATOR:  COMLUX
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and that we aren’t too big a company or too 

small,” Gaona says. “Aviation is all about the 

long term, and that’s what we are always 

looking at. We don’t see any particular spots 

where we need to improve, other than we 

need to make sure that all areas of our busi-

ness keep up their service levels,” he explains.

The company has eyes on China, as does 

everyone, and for Gaona it is a promising pros-

pect. “China has a growing economy. It’s large 

in size and has many people. It is certainly 

a place that is moving towards the business 

jet mentality, and there are more and more 

businessmen buying or flying in jets now,” he 

says. However, doing business in China won’t 

be easy. “It is very important to get the right 

partner in the country. The culture in China is 

very different to Western culture, and we have 

to adapt to the Chinese market and their cul-

ture. There are lots of companies trying to set 

up business there, and we are flying there from 

time to time,” he says.

“Sooner or later we will be active in China. 

We don’t know when, but the only thing we 

do know is that China has time. There are a 

lot of people who believe aviation is short 

term. But that’s just wrong. It’s long term, al-

ways. We have to provide quality and safety, 

and this takes time,” he says.

While Asia represents a potential growth 

region, Gaona says that the company’s diversi-

fication into completions is helping it weather 

the current difficulties, mainly because it helps 

something that Gaona sees as key. This is not 

only in terms of the regions it focuses on for 

charter flights but also in terms of how the 

company composes its fleet. “Our current fleet 

is five aircraft, and we are looking for maybe 

six or seven. Naturally, some of those will be 

managed aircraft, and this benefits the owner 

as they get the volume discounts of fleet own-

ership and also the expertise for flying. We 

don’t like to be 100% for one aircraft seg-

ment, and one market,” he explains.

On the fleet side, Gaona says the company 

is set to receive an A320 at the end of April 

that should have started revenue service at 

the start of May and is scheduled to be at 

EBACE – so the company can show off its lat-

est addition. In addition, the company is fin-

ishing up the refurbishment of a 767, which 

will be finished by the end of May and should 

be available to do AOC work at some point in 

September. He says: “Nobody else will have 

an aircraft like this.”

Gaona notes the development of both com-

petitive and collaborative behaviour in the 

charter market.  “We have two or three very 

serious competitors in Europe, and the same 

again in the Middle East. One day you are a 

competitor competing for business, and the 

next day you may not have enough aircraft 

and you are helping each other out,” he says.

“Above all, we have to remain competi-

tive and keep the customers happy. We have 

to make sure we are there for our customers 

bring customers into the family.  He explains 

that the completions side of the business deliv-

ers the opportunity to potentially operate the 

aircraft for the customer too. “Then one day 

these owners will want to buy a new plane, and 

maybe we can help. It’s all part of our long-term 

strategy,” he says. “The most difficult part is 

to persuade a customer to join your company. 

Once you have done that, you have got to keep 

him happy by delivering what he expects and 

keep him loyal. The day you stop delivering is 

the day he leaves.”

With the recession, charterers have be-

come pickier. “Whereas, before the recession, 

customers might have treated chartering a jet 

much like they treated a yacht, now they are 

being more careful. Careful not throw money 

out of the window, and this gives us a more 

competitive market. Obviously this helps 

everyone improve their business but, more 

importantly, those that cannot will cease to 

exist,” says Gaona. He also believes that the 

recession hasn’t killed the market; it has just 

changed the way it behaves. He explains: 

“The crisis affected the world, but maybe not 

in the same way throughout different regions. 

There are places where there are still rich peo-

ple, but they’re not the same type any more. 

We see everyone counting the costs when 

they are negotiating.”

Gaona concludes that the recession has 

performed a clean-up of the smaller opera-

tors. “This brings more quality,” he finishes.

“You have to make sure you are in 
several markets, as well as trying 

all the new markets like China” (Gaona)
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 T
he Formula One world has long 

been associated with private 

fl ight. Since July 2010, Bernie 

Ecclestone’s former Biggin Hill 

storage facility has been in use 

as a private aviation business 

– Global Flight Solutions – focused on aircraft 

sales, management and charter with a number 

of other services in the pipeline. Both fi xed wing 

and rotary aircraft are on the agenda.

Forster is responsible for putting the busi-

ness together, along with his business partner 

who stays behind the scenes. Forster himself 

has 30 years’ experience in the business, hav-

ing started out as a fl ying instructor, became 

a commercial pilot and then moved into senior 

management. Both Cabair Group and Sloane 

Helicopters is on his CV, along with signifi cant 

experience in air ambulance work – a scene his 

is eager to re-enter.

Apart from copious offi ce space, an aircraft 

hangar and a maintenance hangar leased out 

to Hawker and Cessna maintenance company 

Avtech next door, Global Flight Solutions’ as-

sets include a Lear 45XR and a Hawker air-

craft. An AOC is a hard-won prize and it is this 

that enables Global Flight Solutions’ transition 

from delivering purely private operations to of-

fering public transport fl ights. 

Through aircraft ownership, sales and man-

agement, Forster is in the process of build-

ing a charter fl eet that includes a King Air, a 

Citation Jet, two eight-seat Hawkers, a nine-

Global Flight Solutions: 
part of the new breed

SALES & MANAGEMENT:  GLOBAL FLIGHT SOLUTIONS

Out of the former Formula One hangar at London’s Biggin Hill Airport is emerging a new business 

run by a team with long-standing experience. Global Flight Solutions, with Chief Executive Officer 

Paul Forster at the helm, is part of the new breed of business aviation businesses that are emerging 

post-recession and engaging with the new opportunities derived from the new landscape for 

business aviation. Jo Murray reports
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guished in the doldrums for far too long but is 

emerging as a shining star of London private 

fl ight.

Forster is an advocate of supporting the 

other companies operating on the 

airport and is enthusiastic 

about the potential being 

unleashed at the airport 

– with more to come 

over the next fi ve 

years. 

He also points out 

that owners and op-

erators have become 

much more savvy during 

the course of the reces-

sion; they are asking many 

more questions and they require 

transparent pricing. They are also ques-

tioning the choice of airports operated into, 

the costs associated with those choices and 

the appropriateness of the services available 

at those airports.

Forster says that Global Flight Solutions 

will offer the personal touch, provide a great 

safety culture and operate by the book. He 

has a chief pilot on board who has earned his 

stripes on Concord. There are four other pilots 

on the payroll and three or four freelance pi-

lots on call. Steve Miller has come over from 

London Executive Aviation to provide opera-

tions management and all fl ight planning is 

outsourced in order to control costs. 

Business development going forward is 

also on his mind. Training may well be on the 

agenda given that the facilities provide copious 

space for expanded services and the team has 

this experience to bring in this line of activity.

In the fi nal analysis, Forster says that op-

erating in this market is all about operating 

at the right time, at the right price and be-

ing transparent. He says profi ts will fl ow from 

servicing a large pool of clients rather than 

dependence on limited revenue streams. He is 

also confi dent that the business will be built 

by the team – not by Forster alone.

“People are still looking for deals. There are 
still some very good deals out there, 

especially for Hawker aircraft” (Forster)

CRS helps to synchronize 
your flight department. 

Nose to tail parts support, 
we provide solutions that 
keep your team unified to 
maximize flight time and 
minimize down time.  

passenger Learjet, and a Challenger 604 for 

inter-continental operations. There are also 

Globals under management but these will 

remain privately operated. Forster is also re-

evaluating the air ambulance market 

and looking for a way back in, 

using the Citation Jet as a 

possible conduit.

What is really en-

couraging to Forster is 

the way in which pre-

owned aircraft sales 

have picked up since 

the beginning of Feb-

ruary. He is now record-

ing three or four expres-

sions of interest a week from 

market players who are truly in-

terested in buying – not just kicking tyres. 

When it comes to aircraft values, Forster 

says: “People are still looking for deals. There 

are still some very good deals out there, espe-

cially for Hawker aircraft.” He reports that the 

corporate world is coming back into the pre-

owned aircraft purchasing market if the deal 

makes sense for the business and if sharehold-

ers approve. He refers to a 1993 Hawker, for 

example, priced at $2.5 million which is not 

untypical in the prevailing circumstances. At 

these prices, if shareholders approve, it cer-

tainly seems to makes sense to own the asset, 

after all, it has already taken a hit in terms of 

depreciation.

And, at this level of pricing, buyers often 

do not need to approach a bank for fi nancing. 

Even a brand new interior is probably only go-

ing to cost another $30,000 which, for some, 

is eminently affordable.

Where banks are involved in the transac-

tion, Forster says they are generally looking 

for a 30% down payment and enough com-

fort built into the deal to be sure that the bor-

rower is going to repay. Lending criteria have 

become stricter, he reports, but they are not 

so different post-recession compared with the 

heyday of 2008.

Apart from his fl eet, an AOC and long ex-

perience, the other factor strongly in Global 

Flight Solutions’ favour is that it is part of the 

renewed enthusiasm for operating out London 

Biggin Hill. This is an airport that has lan-
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 “W
e are very much 

an active inte-

grator of the 

services that 

enable success-

ful operations,” 

says Hardie who leads the ARINC Direct 

business unit which caters to the business 

aviation market. “We have built some of our 

own solutions within the package we offer 

the business aviation market, we manage 

the user interface and use this to integrate a 

number of third-party applications.”

He says that it is this bundled way of ap-

proaching the market that allows the nec-

essary synergy to occur for ARINC Direct’s 

customers so that a complex system become 

simple at the user level. “From the moment 

a pilot or dispatcher considers a flight we 

can provide valuable information and plan-

ning capabilities,” says Hardie. “In the air we 

can update them with the latest information 

about anything that affects the flight and 

their passengers will have access to the most 

effective communications systems available 

in the cabin environment. We strive to be as 

complete a solution as we can.”

The team at ARINC Direct is also patently 

aware that it has to be very active on the front 

line to support its clients in the fi eld. “We have 

a 24/7 operations centre housed in Annapolis 

which assists our customers with day-to-day 

operations support. We also offer additional 

high levels of customer support in terms of 

engineering and troubleshooting, for example 

in Europe we have three full-time fi eld based 

customer support managers,” he says. 

There is local support in ARINC’s regional 

offices in Annapolis (HQ), Crawley UK, Delhi, 

India, and most recently in Singapore. ARINC 

Direct has also moved to web-based market 

support which makes support highly accessi-

ble. “But this is also backed up by real people 

who are genuine experts,” says Hardie. “For 

example, all our Flight Coordinators are FAA 

qualified dispatchers and there is a training 

programme to support that. Many of them 

have some level of pilot training or even com-

mercial pilot licences.”

He continues: “We have highly qualified 

engineers with years of aviation experience 

both within the ARINC Direct team and in 

the greater ARINC company. We encourage 

our customers to use the web to get the lat-

est available information but we also support 

other means of communication.”

As an integrator of its own and third-party 

services, ARINC Direct has become expert at 

bundling services. To what extent does the 

way in which ARINC bundles services accom-

modate all flavours of operations? Hardie 

responds: “We try to package services in sen-

sible bundles that meet the majority of the 

needs of business jet operators. This enables 

us to plan and budget effectively with our 

partner suppliers and to offer a well balanced 

set of services in each package.”

He explains that sometimes a customer 

may not need a service item, or cannot see 

how he will use it, but often this line of ques-

tioning reveals another advantage of being 

an ARINC Direct customer: they are part of a 

community of operators. “Every item we have 

built or added to a package has pretty much 

been in direct response to a customer request. 

For 80 years ARINC has been providing the aviation industry 

with the means to communicate. Today, ARINC has developed 

a major presence in the business aviation world by transposing 

the knowledge gained in the airline and military sectors to the 

business aviation world, right down to the “one man; one plane” 

set up. James Hardie, ARINC Direct Business Manager, explains 

how ARINC accommodates all sizes of operation and Lee Costin, 

Director, Satellite Solutions & Cabin Services, talks us through 

ARINC’s satellite communications offering

Think ARINC 
and think 
communications

TECHNOLOGY:  ARINC

James Hardie, 
ARINC Direct Business Manager
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that require the highest network performance 

(such as Streaming Video or GSM telephony) 

the ‘Streaming IP’ service ring fences network 

resources to ensure optimum customer experi-

ence.” 

SwiftBroadband also supports cabin inter-

faces for a single voice line (although further 

lines can be supported over VoIP solutions), 

ISDN and fax.

Costin continues: “In addition to the dif-

ferent cabin interfaces, SwiftBroadband can 

be bought in a range of tariff structures to 

support aircraft operators’ needs. These struc-

tures vary depending on the class of anten-

na (High Gain, Intermediate or SB200) and 

the expected usage pattern for the aircraft 

or fleet. ARINC is able to talk all customers 

through these options and make sure they are 

provided with the most appropriate tariff for 

their individual situation.”

What about flight deck communications? 

“While flight deck communications do not 

currently operate over SwiftBroadband they 

are still very important to consider when 

selecting cabin communications,” responds 

Costin. Typically SwiftBroadband SATCOM 

terminals support both Inmarsat SB and In-

marsat Classic for Safety service. This means 

that the business case is that much stronger 

for SwiftBroadband than other services that 

aren’t able to support safety services.

He explains that Inmarsat is aiming to 

make safety services available on SwiftBroad-

Our customers give us our best ideas because 

they know how they want to operate, but they 

also have a lot in common with each other.”

Of course the business aviation market 

is diverse and fractured and so the personal 

touch becomes imperative. “It is certainly nec-

essary in order to build trust and be respon-

sive to customer needs,” says Hardie. “That 

is why we have a global sales team and cus-

tomer support.”

Support aside, it is technology that has re-

ally made ARINC – as a whole organisation 

– what it is today and business jet operators 

stand to benefit from these advances through 

ARINC Direct. “The investment that ARINC has 

made in its network infrastructure to support 

other businesses is the backbone of the con-

nectivity that we can offer to the private jet 

market,” says Hardie. “New technologies are 

increasingly available to smaller aircraft opera-

tors and they are then able to access the same 

level of data as their commercial cousins.”

He points out that private aviation is now 

leading the way in terms of uptake of Swift 

Broadband and other cockpit advances, both 

in new aircraft fit and retrofit. “The lifecycle 

and the appetite for new technologies is dif-

ferent on private jets, it is a very young fleet, 

but it is the knowledge that ARINC has built 

up in the commercial sectors that is a foun-

dation for us supporting these operators,” 

points out Hardie.

He is emphatic that the availability of 

Swift Broadband connectivity via ever smaller 

hardware is a huge step change. “It was not 

that long ago that satellite connectivity was 

limited by the size of the aircraft, now this 

technology is available on all aircraft types 

using a variety of different antenna fits,” he 

adds.

Costin, from the Satellite Solutions divi-

sion, explains further the levels of service 

available for passenger communications. 

“There are a number of services that can be 

delivered over SwiftBroadband,” he says. “The 

interface in the cabin is able to support Eth-

ernet IP at two levels of service: ‘Standard 

IP’ which is a best effort service capable of 

supporting most IP based applications, (for 

example web browsing, instant messenger, 

email etc); however for those applications 

band for the industry within the next few 

years. Costin says: “In short, safety service 

is going to be available on L-band (the fre-

quency spectrum that Inmarsat Classic and 

SB operate on) for many years to come, mak-

ing the return on investment for SB SATCOM 

equipage better.”

Of course the increased adoption rates 

of the iPad and other tablet computers are 

changing the way that passengers communi-

cate and are creating increased possibilities 

for crew connectivity and cheaper inflight 

entertainment. “Wifi access is a pre-requisite 

for the savvy passenger wanting to stay con-

nected while inflight,” he says. “Connectivity 

is becoming more and more important; it’s no 

longer a means of differentiation among busi-

ness jet owner/operators. As with all emerg-

ing technologies, what was once an optional 

extra has now been adopted into the core of 

the service offering.”

Hardie adds: “With Swift Broadband, I see 

the ease of connectivity to the aircraft tak-

ing a new and exciting leap and there will be 

some interesting developments as a result of 

this. I am sure ARINC Direct will have a big 

part to play. We have some ideas about how 

to make use of this with our iPad App devel-

opment programme but as always we will be 

carefully listening to our customers.”

So what has it meant for ARINC to be an 

Inmarsat Distribution Partner for SwiftBroad-

band now that it is a full year into the partner-

ship? “We are very proud to have been chosen 

as a SwiftBroadband Distribution Partner,” 

says Costin. “This status has enabled us to 

develop cabin technologies and offer new ap-

plications and products to our customers. It’s 

a very important market for us and we are 

happy to be able to offer SwiftBroadband.”

Returning to the wider picture, Hardie 

says that the world really is ARINC Direct’s 

oyster. He says that all of the BRIC countries 

are not only on ARINC’s radar but the com-

munications company is already there with 

sales and support plans to meet the market’s 

needs. 

“We feel we are well placed to assist op-

erators wherever they are with the right type 

of services as proven by our customers all over 

the world,” Hardie concludes.

“Wifi access is a prerequisite for the savvy 
passenger wanting to stay 

connected while inflight” (Costin)

Lee Costin, Director, Satellite 
Solutions & Cabin Services, ARINC
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 T
he environmental impact of the 

airport’s operations is also care-

fully monitored and helicopters 

are denied access for that reason. 

All aircraft are parked “nose-out” 

on the ramp, so there is no re-

quirement for push back and it also makes 

for an expeditious departure. Airside vehicles 

have virtually all been converted to electric 

traction, over a three year period, reducing 

both emissions and noise. As a further recog-

nition of local sensitivity, the airport closes 

at 12:30 hours on Saturdays, for 24 hours, 

under an agreement with local residents. Not 

only are there no flights, there is no other 

noise such as ground equipment running or 

maintenance tasks. Not only is it an environ-

mental success but a commercial success too, 

according to a study by York Aviation, one of 

the UK’s leading, specialist, independent air 

transport consultancies and a leader in air-

port economic impact assessments, London 

City Airport directly contributes over £0.5 bil-

lion to the economy each year.

Such attributes would appear to be ideal for 

business aviation and this has been refl ected in 

the construction of a dedicated Jet Centre in a 

discreet corner of the airport and has the dis-

tinction of being the only fi xed base operation 

(FBO) actually in London. It was completed in 

mid 2002 and has since been upgraded three 

times, the last being completed just a few 

months ago. It is a process that has been eased 

by the modular design of the building, though 

refi nement and improvements are continuous 

on-going programmes. 

Typically, an adjacent, main, gas pipeline iso-

lation valve occupied an area that could be used 

to extend the ramp. The work to reposition this 

item was completed at the end of last July. The 

result being 20% more ramp capacity. 

Jet Centre Manager, Donie Braddick, leads a 

highly experienced team, providing a complete 

corporate aviation package, including fl ight plan-

ning, weather briefi ngs and landing clearances, 

slot requests, ground handling, fl ight watch, 

cleaning, catering, line maintenance, refuelling, 

baggage and aircraft handling. Customs and 

immigration clearance is available also, with pre-

clearance by arrangement.

When asked how he would describe the aims 

of the Centre, he replied without hesitation: 

“Service, convenience and discretion, all of which 

are achieved by careful attention to detail.” At-

tention to detail ensures that passenger wishes 

and instructions are carefully monitored to en-

sure that the experience of using the Centre is 

London City Airport (LCY) boasts excellent transport links, proximity to a major world class fi nancial 

centre and is compact enough to soothe even the most apprehensive of traveller. It is also friendly, 

thanks to its unique layout and the fact that almost half the staff is locally recruited, ensuring a 

strong local bond. This is refl ected in relations with the local authorities, who work closely with the 

airport even down to ensuring that new, adjacent buildings are carefully sited and contoured to 

reduce risk of interference with navigation aids. Don Parry reports

London City: 
convenient and friendly

AIRPORT:  LONDON CIT Y AIRPORT 
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that an aircraft must demonstrate proficiency in 

the 5.5 degree approach and must be able to op-

erate from the airport’s short runway of 4,327ft 

(1,320m) for landing and 3,937ft (1,200m) for 

takeoff.

New types are continually applying for the 

necessary approval. Last year the Gulfstream 

G150 received clearance, offering passengers the 

advantages of long range and high speed, easily 

connecting cities such as New York to Los Angeles, 

London to Moscow or Rio de Janeiro to Santiago.

More recently, Dassault brought a Falcon 

2000 to carry out evaluation flights in order to 

gain approval. Dassault took the opportunity to 

demonstrate a new auto brake feature that re-

duces the landing distance of the Falcon series, 

allowing greater ease of operation into limiting 

runways. It is said to offer an advantage of some 

150ft in landing distance, a very useful perform-

ance consideration.

For aircraft that do not yet meet these ad-

ditional requirements, it is still possible to enjoy 

the services and handling, offered by the Jet Cen-

tre, by using Northolt Jet Centre, at RAF Northolt. 

This is an extension of London City Airport Jet 

Centre, providing a convenient gateway to north 

and west London, including the Thames Valley. 

With a 5,525ft (1,684m) runway Northolt can 

cope with a wide range of corporate aircraft, up 

to and including Boeing and Airbus business jets, 

with a maximum capacity of 30 seats. Helicop-

ters are also accepted. 

replicated for every visit. On arrival, the necessary 

security checks are professional and swift, using 

the standard airport type of screening arch. 

Passengers have a choice of five lounges all 

with full facilities for office work or just relaxing. 

Each of these is furnished in different styles to 

suit passenger preference and to mark corpo-

rate identity. The design of the building ensures 

that all main windows overlook the ramp, a ploy 

that facilitates a seamless passage through 

pre-flight checks and procedures, with minimal 

delay. It is policy that the aircraft are parked 

as close to the building as possible, prior to de-

parture. It is a combination that gives an effect 

of immediacy to the situation and enhances a 

rapid, trouble free departure. Similar facilities 

are available for arriving passengers.

Acknowledging the status and sensibilities of 

many passengers, the entry and exit areas from 

and to the car park, are shielded by opaque, 

translucent screens to inhibit opportunistic, pred-

atory paparazzi.

The demands and idiosyncrasies of corporate 

aviation place special demands on crews and it 

is necessary to ensure that they receive the right 

standards of service and accommodation. The 

Centre offers a dedicated crew lounge and a crew 

briefing station, the latter featuring free compu-

ter and Internet access, with full weather brief ca-

pability. This is adjacent to the flight operations 

centre, ensuring optimum liaison at all times.

Operationally, London City is famous for its 

steep flight paths that require certification of the 

aircraft, additional pilot training and approval of 

operators by the airport. In practice, this means 

Northolt Jet Centre Premier Passenger Service 

is managed by London City Airport Jet Centre 

Ltd. All handling and security staff are employed 

by London City Airport Jet Centre Ltd and the 

terminal is shared with the Royal Air Force.

From April 1, 2011, Northolt Jet Centre has 

introduced a “one stop” booking and coordina-

tion service on behalf of the Royal Air Force for 

all aspects of business aviation at RAF Northolt. 

Northolt PPS will now manage all the visiting 

aircraft operator’s needs; from their initial en-

quiry through to their slot booking, ground and 

passenger handling requirements – ensuring a 

streamlined and professional service throughout.

Braddick comments: “I am delighted to take 

over management of the airport slot coordina-

tion function at RAF Northolt to provide pas-

sengers with a single point of contact, ensuring 

their journey is seamless and stress-free. Whilst the 

RAF will still have full operation control of their 

airbase, with our experience and expertise, passen-

gers and crews can expect continued impeccable 

quality and bespoke customer service tailored to 

their specific requirements. London City Airport’s 

investment at RAF Northolt has included a recent 

refurbishment of the crew and passenger facilities 

to compliment our improved service.”

General aviation movements at London City 

are expected to be in the region of 8,500 for the 

current year and there is much anticipation re-

garding the forthcoming Olympic Games, to be 

held in 2012.

London City Airport will now see an increase 

in the number of flights, following a High Court 

rejection, last January, of a plea by a residents 

group aimed at halting expansion. The deci-

sion upholds planning approval granted by the 

London Borough of Newham, in July 2009, to 

increase the annual number of flight movements 

at London City Airport to 120,000. 

When asked about future plans, Braddick says: 

“The future is all about driving the customer serv-

ice through 2011 to the Olympic Year of 2012. 

No redevelopment plans for the Jet Centre are 

planned for the next 18 months. The current build-

ing, staff numbers and infrastructure are more 

than capable of dealing with the anticipated traf-

fic during the Olympics. So, for me, it’s just about 

recognising that London City is a prime location 

for Olympic landing traffic; it’s a matter of being 

ready and delivering good customer service.” 

“Service, convenience and discretion, 
all of which are achieved by careful 

attention to detail” (Braddick)
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T
hose who have been receiving our 

services know Rosemary Kacungi-

ra for more than 12 years. Mostly 

they know me as the name at the 

bottom of the emails we send 

each day I receive their request. 

Some of my clients think I don’t have a staff 

working with me because they see all the emails 

come from me.... This is the commitment I have to 

the client! Although I have communicated with 

many of you over the years, I wanted to take this 

long overdue opportunity to introduce myself 

and thank you for being part of my life and for 

working with you 24/7/365.

I am the founder of Peckair aviation more 

than 12 years ago and then changed the name 

to Equity Aviation.

It’s hard to believe it’s been that long, but it 

has been an incredible journey so far and it really 

has just begun in many ways. 

I live 37 miles from the airport, north of Dar 

es salaam, Tanzania in a small town called Mbezi 

Beach with my two kids Ian and Zoe. When I 

have time (which isn’t very often) I play tennis 

and do aerobic.

I could not have built this company without 

the unwavering support of my maid Da Rose. 

She encouraged me to pursue my dream. I am 

blessed to have her support and my family is my 

cornerstone in life.

I got interested in aviation business through a 

friend from Nairobi and I started the business by 

providing security services to the airlines. Many 

were wondering how a woman could do aviation 

security! In 2 years I expanded the services up to 

Zanzibar and increased the number of airlines.

One morning when I was at the airport, I saw 

a Learjet parked at the terminal and the captain 

was looking for help how to get catering and 

do the fl ight plan… I greeted the captain and 

assisted him with all the services he wanted at 

the airport. He advised me to start operating as 

FBO so I could provide the kind of services I had 

given to him.

I applied to the Airport Authority to operate 

as FBO. As you know this is the special services 

to be provided to the private Jet (VIP, business 

travelers and owners of planes). To me it is like 

letting the pilot fl y and I do the ground work. 

I got good staff focused on FBO and bought 

all the required equipments for operation. I 

didn’t feel like I was fully prepared to start the 

business with full system! Did any of you have 

a similar experience? 

Unfortunately, most of the people are trained 

for handling airlines only. To handle special jet 

really needs time and to arrange all the required 

services to the client you have to love this busi-

ness. Just imagine landing permits, arrange crew 

transport, accommodation, catering, security for 

the aircraft, fuel etc.

The most beautiful part of the job is when 

the plane is touching down and to be there 

and see the captain open the door and fi nd 

Rosemary Kacungira is there waiting....I love 

this part when captain comes down and says: 

“Rosemary, nice seeing you here” and I will reply 

“Welcome to Africa”.

When I expanded the services to Kilimanjaro 

and Zanzibar, planes used to land and ask for 

Rosemary and found I was not there although 

I had been communicating with them for 24hrs. 

Instead my good staff were on the ground wait-

ing for them.

Building Aviation business has been a thrill 

for me. As many of you know, starting a new 

business in this market (or any market for that 

matter) is quite a challenge. I left my printing 

business of 7 years to security in aviation and 

FBO in high tech to pursue my passion. Many 

people thought I was crazy. Maybe I was, but I 

was determined to build a world class aviation 

business in East Africa dedicated to profi ciency 

and general aviation safety.

Rosemary Kacungira, Founder, CEO, Equity Aviation

My Personal Story
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 F
ounded in 1989, the European 

Aviation Group began with the 

acquisition of BAC 1-11 aircraft 

and a substantial spares inven-

tory from the Royal Australian Air 

Force, by Australian entrepreneur 

Paul Stoddart. The venture has now grown 

into a multi-national group of specialist com-

panies, providing a wide range of services to 

the aviation industry.

Typically those services comprise: aircraft 

engineering support, aircraft spares and inte-

riors, as well as flight simulator training, air-

craft sales and leasing to airlines worldwide. 

More recently it has introduced a programme 

of converting ex-airline Boeing 737s into ex-

ecutive configuration, business jets.

Speaking from European Aviation’s UK 

headquarters in Ledbury, Herefordshire, Man-

aging Director, Trevor Whetter, explains that 

the facility includes a spare parts department, 

comprising some 500,000 items covering all 

aircraft types. The company also refurbishes 

aircraft seats, of which there are currently ap-

proximately 10,000 in stock. These are business 

class standard seats that originated with British 

Airways and Virgin Atlantic, and various other 

airlines. The process changes the look of them, 

as well as applying new foams and fi xtures, and 

leather upholstery to produce a high quality, 

bespoke seat at an affordable price.

The company’s main engineering facility is 

at Bournemouth, Dorset, UK, which has the ca-

pability to modify and repair 737 aircraft up to 

D Check status and also has a comprehensive 

paint shop. Bournemouth is also the base for 

the company fl ying training school, complete 

with 737-200, 747-200/300, 727, BAC 1-11 

and Sikorsky S61-N helicopter simulators. 

Currently, the company is purchasing 737 

aeroplanes that have just come out of service 

with well-established major airlines. These are 

then converted into a 48-seat, all executive, 

business class configuration. “We are then 

selling them on or coming to suitable ar-

rangements with potential operators or buy-

ers of the aircraft,” says Whetter.

By April of this year, nine of these aeroplanes 

had been purchased. Of these, two have already 

been sold, the company has a letter of intent 

for a third and there are four more prospective 

deals. Of the two sold, one is to a UK company 

and the other to a Middle East customer. Whet-

ter likes to emphasise that all this activity has 

taken place over a period of just 16 months. 

The company is highly fl exible and adapt-

able to suit customer requirements. Typically, 

ENGINEERING:  EUROPEAN AVIATION GROUP

A custom designed, executive business jet that, 

with the addition of winglets, offers a non-stop fl ight 

capability from Dubai to London carrying up to 48 

passengers, yet does not break the bank, seems to 

be a tall order. Not so, says the European Aviation 

Group, it is simply a matter of placing your order

A fl exible, 
executive, 

business jet
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Instead there is the offer of hand-held per-

sonal devices. This is an easier option rather 

than the complexity of “plumbing” it into the 

aircraft, with all the attendant complication, 

such as certification. However, technology is 

moving quickly and there have been many 

enquiries from customers regarding wi-fi con-

nectivity. This is something that the company 

is currently reviewing and now has various 

proposals as options on offer to customers.

As an indicator of customer acceptance, 

one of the finished aircraft was taken to 

the recent MEBA show in Dubai. There were 

more than 250 visitors to the aircraft and it 

proved to be a very successful show for the 

company. A constant query from the visitors 

was: “Can the aircraft fly direct from Dubai to 

London?” In basic configuration the answer 

is in the negative. However, a seven-tank fuel 

system has been developed for the aircraft, 

as an optional extra, which can offer up to 

an additional two hours flying time. The addi-

tional tankage is mounted in the freight hold, 

meaning a slight loss of baggage capacity. 

Although the additional tankage installation 

is a permanent fixture, it has been designed 

for the tanks to be installed or removed in 

just a day and a half. Consequently, once the 

initial installation work has been carried out, 

it is equally easy to remove the tanks if op-

erational requirements change or long-range 

flights are not a regular occurrence.

The complete, conversion work is carried 

out in two phases. Firstly, the actual physi-

cal tasks of gathering materials, seats, inte-

rior modification, etc, which takes some three 

months; then finalising the changes and the 

very necessary paper work can mean a total 

time of approximately four months, depend-

one private individual wanted to purchase an 

aircraft and, although he wanted to operate 

it for himself, he also wanted to generate ad-

ditional revenue. To achieve a solution, Euro-

pean Aviation teamed with an airline, which 

placed the aircraft on their AOC, and then 

marketed the aircraft to attract charter work 

– a neat, financial solution that contributes to 

the investment and also helps to defray the 

operational costs. “To date, we have done one 

of these in the Middle East and one in UK,” 

says Whetter.

When an aircraft is being converted, all 

of the interiors and all exterior liveries are 

totally of in-house design. The interior de-

sign features, that Whetter refers to as the 

“chameleon process”. This is a decorative film 

process, manufactured by Chameleon Products 

Ltd, that is widely applied in the interior 

to give the impression of materials such as 

carbon fibre, wood or even marble. This has 

proved to be much more durable than using 

wood veneers, which may crack and the glue 

deteriorates. This film process, which can be 

applied to any substrate and has passed all 

the smoke and toxicity testing, is a very light-

weight product. It is even used in the toilets 

where it transforms the standard, plastic look 

to a highly effective, simulated wood finish.

The aircraft are usually configured in a 

purely executive passenger configuration but 

special requirements, such as beds, can also 

be provided. The company has done work on 

these fittings and can carry out configuration 

changes to suit specialised customer needs. 

“If they want a VIP aircraft we can do that for 

them as well,” says Whetter.

Whetter confirms that there is no “built-

in” in-flight entertainment on the aircraft. 

ing upon the type of configuration.

Once completed, the customer can take 

advantage of a maintenance package deal. 

Because the engineering organisation has D 

Check approval on the 737, it can offer com-

prehensive support for such things as C Checks 

or adding new equipment or modifications and 

line maintenance at the Bournemouth facility. 

The engineering division has the advantage 

of a very large, spares support sister company 

and, if operational needs require, flying span-

ners can be provided. In fact, European Avia-

tion can offer a one-stop shop facility, includ-

ing assistance with complex documentation, 

such as aircraft registration.

Although not directly involved, in a com-

mercial sense, customers can be helped to 

recruit flight crew through an introduction to 

an agency, called GainJet, based in Athens.

When completed, each aircraft commands 

a different price, depending upon the prospec-

tive owner’s specification, aircraft history and 

current maintenance status; some having just 

completed a D Check and some of the engines 

having many more cycles than others. The 

company tries to tailor the aircraft to the re-

quired budget. A purchaser may see an aircraft 

straight out of a D Check, with 5,000 cycles 

remaining on each engine, yet the customer 

only intends to fly 200 cycles a year. Whetter 

emphasises that customer satisfaction is prime 

“so we can often optimise the price of the air-

craft by switching engines around.”

The result is a flexible, executive business 

aircraft that can offer a useful range, backed 

by an organisation with considerable experi-

ence of the 737 and at an average price of 

$8-12 million, depending on specification. 

That has to be a bargain!

The aircraft are usually configured in a purely 
executive passenger configuration but 

special requirements, such as beds, can also be provided
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 “T
he airport is the former 

production airport for 

Dornier Aircraft and was 

in private ownership by 

the Dornier family for 

more than 70 years,” 

explains Mayr. By 2002, Fairchild Dornier had 

entered bankruptcy proceedings and EADS 

took over the property. EADS then founded 

EDMO Flugbetrieb GmbH which acts as the 

airport authority for the airport.

The private airport is situated 25km south-

west of Munich City – whereas the publicly 

owned Munich International Airport is located 

about 35km northeast of the City. Mayr is at 

pains to point out that Munich Executive Air-

port is a totally independent operation that 

does not rely on the international airport in 

any way for its business; even aircraft mainte-

nance is available on site.

RAS promotes the airport at Oberpfaffen-

hofen as “Munich Executive Airport”, a much 

easier name to tackle than the names of its 

location. In terms of facilities, RAS is promot-

ing a very nice set up. There remain all the 

old hangars as well as the old production lines 

now occupied by RUAG. In fact RUAG now has 

three strings to its bow: fi rst there is the pro-

duction of A320 family tail parts; then there is 

the production of the Dornier 228 New Gen-

eration aircraft; and fi nally there is the mainte-

nance organisation for the business jet sector.

Infrastructure itself is also substantial. “The 

runway is 2,300m long and 40m wide – the 

ICAO standard – with extended thresholds of 

about 60m,” says Mayr. In essence, this means 

that almost any aircraft can land there. “We 

also have an extended operator’s licence so 

that we can operate business fl ights,” says 

Mayr. “This is a special purpose airport – the 

special purpose being aircraft production and 

maintenance as well as scientifi c fl ights for the 

German Aerospace Research Centre.”

There is an ILS on Runway 22 and two pub-

lished departure routes in direction 22. This 

runway is in use about 80% of the time and 

Munich Executive Airport: 
a honey pot for growth

FBO:  MUNICH EXECUTIVE AIRPORT

Deep in Bavaria sits Munich Executive Airport. It is located at Oberpfaffenhofen at the site of the former 

Dornier plant. The FBO is operated by Rheinland Air Service (RAS) and Thomas Mayr is the FBO Manager. 

Jo Murray fi nds out what it is about this airport, its history and its potential that makes it such a promising 

option for the business aviation community
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operates an FBO at the airport – there are no 

other FBO players. It started operations about 

18 months ago. “There was no other handling 

service before we started,” says Mayr. “It really 

was a clean sheet of paper.”

He continues: “We started with an office 

and now we have a public lounge with a TV 

room. We are now adding two quiet rooms 

equipped with beds and chairs to relax in. Last 

summer we installed a garden lounge.” About 

90% of traffic is business travellers. There is 

also a general aviation aspect to the airport.

RAS has committed €500,000 investment 

to date in Munich Executive Airport. This in-

cludes VIP cars, tugs, toilet service equipment 

and a de-icing truck.

“Our next step is to offer the airport and 

our facilities to jet operators to base their air-

craft at Munich Executive Airport instead of 

Munich International Airport. The Internation-

al airport is full, the hangars are full and we 

have enough capacity for operators to make 

their homes with us,” says Mayr. He says that 

once operators see the airport’s handling proc-

ess and how easy operators gain access to the 

apron, the advantages will be evident to them. 

Of course growth of any business aviation 

airport has to be managed carefully so as not 

to upset the local status quo. However, the 

airport’s operator licence is in place and the 

airport is working within the limits set by that 

licence so the path ahead is clear.

But let’s face facts, the bankruptcy of Fair-

child Dornier had a devastating effect on the 

community nearly 10 years ago. This event was 

a shock for the entire region. Today, the air-

port is becoming a honey pot for businesses, 

investors and general economic activity. This 

all drives job creation and growth. Surely that 

is positive all round.

“The International airport is full, the hangars 
are full and we have enough capacity for 

operators to make their homes with us” (Mayr)

the rest of the time Runway 04 (which does 

not have an ILS) takes over.

He explains that prior to the new set up 

at the airport it was difficult for business jets 

to make use of these facilities; however, since 

it acquired its extended operator’s licence for 

business jets a couple of years ago, this has 

enabled the airport to accommodate business 

jets up to 25 tonnes. This means that the Fal-

con, Gulfstream and Bombardier families of 

aircraft can land there. Just the BBJ and the 

ACJ are absent.

RAS operates the FBO at Oberpfaffenhofen 

and can undertake all the usual services apart 

from refuelling, which is performed by the air-

port authority on behalf of Air BP. Only RAS 





GE Aviation

You need unique support. You got it. 

You have your own space. 

We’ve listened. And now we’re launching a more personal, custom-designed 
program tailored to the specifi c requirements of business and general 
aviation, called Customer Connect. This new program will provide a rich 
offering of engine support and services including training, rapid resolution 
response, predictive diagnostics and much more – backed by the proven 
expertise of GE. Get connected at 877.456.5387 (U.S.) or +1.513.552.5387.   

61048_bga_ad.indd   161048_bga_ad.indd   1 2/10/10   11:48:30 AM2/10/10   11:48:30 AM


