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Asia and the Middle East are widely regarded as the

world’s next big markets for business aircraft. After years

of unfulfilled expectations, both regions are achieving

impressive growth in terms of locally based fleets and

overall flying activity.

The next few weeks will see a flurry of activity, with no

fewer than four special events scheduled to focus atten-

tion on these key emerging markets. First, Dubai will host

the Middle East Business Aviation (MEBA) conference and

exhibition (January 31 and February 1). Then the action

skips to Hong Kong, which will stage the Asian Business

Aviation Conference & Exhibition (ABACE) on February 6

and 7. ABACE is organized by NBAA, which on February

9 will hold one of its regional forums in Nagoya, Japan.

Finally, from February 7 to 11, the Aero India show will be

held in Bangalore–doubtless reflecting the extraordinary

pace of aviation growth India is now achieving. 

Next month’s edition of AIN will feature full reports

from the MEBA and ABACE shows, as well as the

Nagoya forum. In anticipation of these events, Charles

Alcock reports on the state of business aviation in the

Middle East, while David Lombardo considers the

wider Asian market and Meredith Saini focuses more

specifically on India.
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Bizav Growth Curve Spans the Arab World to the Pacific Rim
Both Asia and the Middle East have achieved impressive

growth rates over the past decade, and especially during the last
three or four years, according to new data on business jets regis-
tered in these regions released exclusively to AIN by London-
based aviation consultancy and information group Ascend.
Between the end of 1996 and the end of last year, the Middle
Eastern fleet grew by 64 percent from 193 jets to 257, while
Asia’s fleet increased by 44 percent from 207 aircraft to 298.

The Ascend data for the Middle East covers the following 14
countries: Bahrain, Egypt, Iran, Iraq, Israel, Jordan, Kuwait,
Lebanon, Oman, Qatar, Republic of Yemen, Saudi Arabia, Syria
and the United Arab Emirates (UAE). For Asia, it covers the fol-
lowing 25 countries and territories: Australia, Brunei, Cambo-
dia, China, French Polynesia, Guam, Hong Kong, India,
Indonesia, Japan, Kazakhstan, Macau, Malaysia, Myanmar, New
Zealand, Northern Marianas Islands, Pakistan, Papua New
Guinea, Philippines, Singapore, South Korea, Taiwan, Thailand,
Turkmenistan and Vanuatu. (Neither set of statistics takes any
account of business jets that, while effectively based in the re-
spective regions, have been signed in to offshore registries
such as the Cayman Islands).

Saudi Arabia continues to boast by far the largest business jet
fleet in the Middle East, with 110 aircraft as of December 31. But,
interestingly, the oil-rich kingdom has not seen such dramatic
growth as some of its neighbors who have been diversifying their
economies. It has added only nine bizjets since the end of 1996
and has actually experienced a slight decline since the recent peak
in 2002, when the country was home to 116 jets.

By contrast, the UAE has almost tripled its fleet, boosting its
jet quota from 13 to 32 to firmly establish itself as the second
largest business aviation player in the region. The other main na-
tional fleets are now found in Egypt (19 jets), Iran (18) and
Bahrain (13).

In the Asia-Pacific Rim region, Australia continues to hold
the dominant national fleet, with 82 jets at the end of last year.
But India is fast closing the gap, having more than doubled its
own fleet from 25 in 1996 to 59 last year. In the number-three
slot is China, which has raised its standing in the global busi-
ness aviation community even more dramatically by boosting
its jet fleet from seven aircraft in 1996 to 32 last year. The re-
gion’s other main players are Japan (26), the Philippines (14)
and Pakistan (12).

Analysis of the manufacturers’ market share of the jets regis-
tered in the Middle East confirms that this is a region where busi-
ness aircraft are generally markedly bigger than they are in other
marketplaces where customers tend to progress gradually up the
food chain from the smallest jets to airliner-class VIP transports.
However, looking back across fleet figures also reveals that mak-
ers of medium-size aircraft have lately been making inroads as
the Middle East customer base has broadened, bringing in clients
with a somewhat more pragmatic–and less status-driven–ap-
proach to business aviation.

Boeing still leads the pack, accounting for 22 percent of the
257 jets registered in the region at the end of last year. Gulfstream
is close behind with 21 percent, followed by Bombardier (14 per-
cent), Dassault (9 percent), Cessna and Airbus (7 percent each),

Raytheon (4 percent) and newcomer Embraer (2 percent).
Out-of-production bizplane lines such as Lockheed and Rock-

well still account for some 14 percent of the aircraft registered in
the Middle East. This is reflected in the fleet’s relatively advanced
average age of just over 16 years and should give aircraft sales
executives encouragement about their prospects for fleet renewal
transactions. By comparison, Ascend’s data for the European
business jet fleet last year showed an average age there of just
over two years younger.

In Asia, Cessna tops Ascend’s market share tables, with 32
percent of the jets registered there. Not far behind is Bombardier

with 20 percent, followed by Raytheon (10 percent), Boeing (9
percent), Gulfstream (7 percent), Dassault (5 percent) and
Embraer and Airbus (both on 3 percent). In this market, out-of-
production aircraft account for 11 percent of the market.

Given the greater distances that Asian business travelers often
have to fly, it is not surprising that longer-range jets have proved
popular in this region. Over the past decade, however, it is 
also clear that manufacturers offering more diverse product
ranges–with jets for varying client needs–have begun to make
clear market inroads out East. The average age of business jets
currently registered in Asia is just under 12.5 years. –C.A.
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Ascend Provides Data and More

Ascend is the new name for the information and consultancy arm of the UK’s Airclaims group. In addition to fleet data, the com-
pany provides aircraft valuations and appraisals, asset management and monitoring, as well as market analysis and forecasting.
Its clients include aircraft manufacturers, operators, financiers, lessors and suppliers. o
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Growing wealth driven by inflated oil
prices and diversifying regional econ-
omies are proving to be potent catalysts
for business aviation expansion in the
Middle East. In some respects the Arabic
marketplace is developing into a western
model that increasingly uses aircraft as
business tools. And yet at the same time
the region continues to march to the beat
of a different drum, with some growth
manifesting itself as private aviation that
mirrors local social norms.

But there most certainly has been
growth in recent years, according to in-

dustry sources in key locations such as
Dubai, Abu Dhabi, Saudi Arabia and
Bahrain. And all agreed that the curve is
still upwards and that annual market ex-
pansion of between 10 and 20 percent is
attainable for at least the rest of this
decade if the region experiences no wors-
ening of political instability and oil prices
remain buoyant.

Dubai in the United Arab Emirates is
laying a strong claim to being the Middle
East’s business aviation hub. Within the last
two years two major new service and sup-
port facilities have opened at the existing

international airport–one run by Jet
Aviation and the other by ExecuJet
Aviation (see box on page 24).

The emirate has started to build
a new international gateway air-
port called Dubai World Central,
located at Jebel Ali, 25 miles from
downtown. This will fill the com-
bined areas of Chicago O’Hare
and London Heathrow airports.

The vast Dubai World Central
site will include a dedicated Ex-
ecutive Flight Centre, capable of
handling more than 100,000
movements each year and due for
completion next year. If Dubai is
planning to receive up to 100,000
bizav movements per year, what
does this tell us about expecta-
tions for market growth in the
Middle East? Dubai is famed for
a sense of bigger-is-better hyperbole
that makes Texans seem modest, so is
this a realistic traffic benchmark or just
wishful thinking?

The financial basis for bizav market
growth has long been present in the
more prosperous parts of the Middle
East (mainly Saudi Arabia and the Gulf
states). But in the past growth seems to
have been stunted by a combination of
political/infrastructure restrictions and
cultural issues. According to aircraft
sellers and support providers, this situa-
tion is most definitely changing as obsta-
cles are cleared and a much wider
customer base develops.

“The market is expanding rapidly and
we will see greater variety of aircraft
types and ownership becoming more
prevalent among both individuals and
local trading companies,” predicts
Christopher Crum, CEO of Abu Dhabi-
based charter company Royal Jet. His
company has added to its fleet an all-
business-class British Aerospace Avro
RJ85 that it is operating in the charter
market under a management contract.
The 42-seat aircraft joins a fleet that con-
sists of four Boeing Business Jets, a pair
of Gulfstream G300s, a Bombardier
Learjet 35 (with another arriving in the
spring) and a Learjet 55.

Royal Jet has found that while delays
over flight clearances and landing per-
mits are definitely still a daily issue in
the Middle East, the situation is becom-
ing more user-friendly, and established
operators are able to set up short-cuts.
The new Middle East Business Aviation
Association (MEBAA) is now lobbying
to make the clearance process easier, fo-
cusing its efforts first of all on the states
of the Gulf Cooperation Council, namely
the UAE, Saudi Arabia, Kuwait, Qatar,
Oman and Bahrain.

The company also runs an FBO at
Abu Dhabi International Airport, which
is embarking on an ambitious growth
plan starting with a new third runway.
Royal Jet has drawn up its own plans for
a completely new business aviation serv-
ice and support complex that will include
hangars. This facility is expected to open
in three to five years.

Business aircraft manufacturers agree

that the shape and nature of the Middle
East’s business aviation marketplace have
changed in recent years.

“The region was completely domi-
nated by Saudi Arabia until recently,”
commented Ted Farid, Raytheon Air-
craft’s v-p for international sales. “All the
aircraft were very big and they simply
wouldn’t consider smaller jets.”

Market Now Broadening 
Toward Smaller Jets

Happily for Raytheon and its light- to
super-midsize product range, that mind-
set is beginning to change. Accordingly,
there has been greatly increased interest
in the manufacturer’s Premier IA, which
offers substantial headroom for an air-
craft of its size. Raytheon has responded
to its improved market prospects by
transferring its sales office for the Middle
East from Europe to Dubai.

According to Farid, a greater sense of
urgency in local business dealings is con-
tributing to rising demand for private air-
craft. This has made local business
people less willing to tolerate airline
service requiring two days of travel for
what could be done comfortably in a day
with a business aircraft. In his view, con-
cern about security is also drawing peo-
ple to business aviation.

Elite Jets is Raytheon’s authorized
Beechcraft and Hawker representative.
The company manages a Hawker 1000
and two Hawker 850XPs and has seen
sharp increases in charter bookings. Early
this year, it will move into the large-cabin
sector when it begins a management con-
tract for a Dassault Falcon 900B trijet.

According to Caron Gledhill, Elite
Jets’ director of sales and marketing,
aircraft management is a viable avenue
of entry for new members of the Middle
East business aviation community. 

Bombardier too has found that shifting
social trends in Arab states have brought
significant numbers of new prospective
customers into the market for business
aircraft. So too have the growing interna-
tional business communities in the Gulf
states, led by outsiders not entrenched in
local convention and who are especially
receptive to charter services.
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Business aviation market 
expands in Middle East
by Charles Alcock

continued on page 24

Private aircraft ownership is gaining traction in the region and
is no longer reserved solely for the patriarch of a large family.

Flight Planners Ease Operational Obstacles

You are the captain of a U.S.-owned, N-
registered business jet and your passengers
have just conducted a week of business in Is-
rael. Now they need to fly from Tel Aviv to
South Africa.

Your aircraft has plenty of range to make
the trip nonstop, no problem. Wrong, prob-
lem. Regardless of who you are and where
your aircraft is registered, you cannot fly direct
from Israel if you will be overflying Muslim
states en route to your destination.

This is the sort of dilemma
that flight planner Universal
Weather & Aviation unravels
for its clients. The company’s
master trip support specialist,
Keith Foreman, told AIN that in
the case of flights out of Israel,
he has to arrange for a client to
make a technically unnecessary
“technical” stop at an approved
airport 30 minutes flying time
out of Tel Aviv to overcome the
political obstacles of a trip like
this. His team also has to carefully plan where
it would be acceptable for the aircraft to land
en route to South Africa in the event it had
genuine technical difficulties.

Operators do need to know what they are
doing if they are going to fly in the Middle East.
As a flight planner, the Houston-based company
sees its role as being to forewarn and prepare
clients for each aspect of each trip, smoothing
out wrinkles such as the need to carry a passen-
ger with an Israeli passport. Some clients
choose to fly an additional hour or more on a
Europe to Asia flight, rather than spend up to
two-and-a-half hours flying over Iran.

In a region still disrupted in parts by mili-
tary conflict, Foreman explained, “You need to
stay up to date on the routes for which over-
flight permits are being given.” Getting the
necessary permits can take a few days, but,
with the intervention of well connected ex-
perts, this can be reduced to a few hours.
“Last-minute changes in schedule can be a
real challenge,” added Foreman, suggesting

that business aircraft in the Middle East can’t
necessarily deliver the level of itinerary flexibil-
ity that they can in other parts of the world.

During the first quarter, Universal is
opening a new Middle East operations center
in Dubai. This will replicate the role played
by the U.S. group’s European operations
center at London Stansted Airport in provid-
ing direct support to operators within the re-
gion, as well as serve as a base for helping
clients farther east in India.

The company’s UV Global Net-
work of handling support opera-
tions includes partners in Egypt,
Jordan and Kuwait. The company
is also establishing a partner oper-
ation in Beirut, Lebanon, and this
plan is now recovering after seri-
ous disruption during the recent
military conflict between Israeli
and Hezbollah forces. It already
has a handling presence in Dubai
through an alliance with Executive
Flight Services.

In fact, the Middle East has had its own
flight-planning and handling support special-
ist for almost three decades in the shape of
Hadid International. The company is based in
Damascus, Syria, and has a major opera-
tions center in Dubai.

According to Dr. Ahmad Zuhaili, Hadid’s re-
gional manager for the UAE, the number of busi-
ness aircraft registered in the Middle East has
increased by more than 30 percent in the past
decade. At the same time, in his view, bureau-
cracy is still standing in the way of business avi-
ation progress in the region. “If you don’t know
people personally, it is next to impossible to get
permits,” he told AIN. “Hadid’s agents are espe-
cially adept at negotiating permits in tricky loca-
tions where they can take days.”

Hadid recently introduced its own fuel pur-
chase card in association with Jet Fleet Inter-
national (JFI). This will give JFI clients easier
access to Hadid’s full range of services, as
well as provide credit at many new interna-
tional locations. –C.A.

Dr. Ahmad Zuhaili



24aaAviation International News • February 2007 • www.ainonline.com

Business aviation’s next b    markets

Traditional private ownership
in the region has consisted of
the patriarch of a family busi-
ness (generally a royal family
member or someone very close
to him) owning a large aircraft
in his own right. Other family
members would be able to use
this aircraft only with his ex-
press permission. If they wanted
to take the unusual step of own-
ing an airplane themselves it
would–by unspoken conven-
tion–need to be of a size and
class proportionate to their posi-
tion in the family.

According to Judith Moreton,
managing director of Bom-
bardier’s Skyjet International
block charter business, a new
generation of Arab business lead-
ers is emerging, many of them re-
turning from education in the
west with more pragmatic ideas
about working practices and the
use of aircraft. “Their approach is

not status-driven and we can now
talk [about business aviation] to
people at all levels of companies
about what Skyjet can do for
them,” she said. 

The new free-trade zones
being established in states such
as the UAE and Qatar are also
happy hunting grounds for Sky-
jet and other charter providers.
Crucially, the largely foreign-
owned businesses in these zones
do not have to have the usual
local business partner and there-
fore feel less constrained by
local customs. Another factor
driving demand for business air-
craft is that with continuing po-
litical unrest in some parts of the
region, Middle Eastern investors
are increasingly looking for
other places to put their capital,
necessitating trips to places like
Europe to examine property and
other investment opportunities.

Skyjet now has 20 aircraft in
the Middle East operated by
Royal Jet, ExecuJet Aviation,
Arcus Air, Zas Aviation, Qatar
Airways, Bexair, Cirrus Avia-
tion, Arab Wings and Elite Jets.

All of these operators are hard
pressed to meet demand for
charter flights.

So in some respects the Mid-
dle East is following the classic
market model seen in North
America and Europe, with busi-
ness necessity and rising wealth
pushing customers up the busi-
ness aviation food chain from
small aircraft to larger models.

On the other hand, local social
norms continue to be reflected in
the preference among local cus-
tomers for full aircraft ownership,
rather than various forms of
shared use. 

Meanwhile, after being slow
to buy into business aircraft as
investments, local banks are now
increasingly willing to finance
jet transactions. According to
several industry observers this
trend could remove one of the
last remaining obstacles to mar-
ket growth in the region. o

Middle East bizav
market expands
continued from page 22

Dubai Leads Region’s Business Aviation Boom

The Executive Flight Centre at the new Dubai World Central
airport is not so much an FBO as a dedicated business aviation
gateway that promises to rank alongside international corporate
hubs such as Paris Le Bourget Airport and New York-area Teter-
boro. It is set to open next year and will feature extensive passen-
ger and crew areas, as well as duty-free stores, a business center,
fitness room and food outlets.

The complex will also offer direct access to a landside heliport
that will encourage rotorcraft connections to and from the new
airport. This is being developed with wealthy residents and guests

at the exclusive Burj Al Arab resort and The World residential de-
velopment (now being built in the Arabian Gulf on manmade is-
lands shaped to represent continents).

Impressive as these facilities are, business aviation facilities at
the existing Dubai International Airport are in no way sub-stan-
dard. Jet Aviation and ExecuJet Aviation have made substantial
investments in new FBOs, and these operate alongside the air-
port’s own Al-Majlis VIP terminal operated by government-owned
Executive Flight Services. The airport is likely to remain popular
with business and private traffic, not least because it is located
barely three miles from downtown Dubai.

According to Executive Flight Services, private jet movements
at Dubai during last year’s first quarter were up 24 percent on the
same period the previous year. This came on the back of a 57-
percent hike in this category of traffic from 3,940 movements in
2004 to 6,216 in 2005.

Last month, ExecuJet opened new handling facilities that will
complement the aircraft sales/management/maintenance/charter
operation that it opened in late 2005. The company is the Middle
East sales agent for Bombardier Business Aircraft and operates
the Canadian airframer’s only authorized service center in the re-
gion (covering its Learjet, Challenger and Global product lines).
The Dubai facility also houses a Bombardier spares warehouse.

ExecuJet Middle East managing director Mike Berry can see
direct evidence of the region’s marked business aviation growth in
the fact that he has had to increase his workforce by almost 48
percent in the past six to eight months. “Our ad hoc maintenance
work is well ahead of our business plan,” he told AIN. In fact, ris-
ing demand for skilled business aircraft flight crew and support
staff means that it is by no means easy for companies to expand
their operations, and the price of doing so can be quite high.

According to Berry, many new players are entering the market
or planning to do so. He is aware of at least 10 recently completed
applications for aircraft operator’s certificates in the UAE and he
understands that at least another five are now being processed.

Jet Aviation is running a full-service FBO at Dubai and its han-
dling business is currently taking care of between 5 and 15 move-
ments each day. Phil Balmer, senior v-p and general manager of the
company’s Dubai operation, said that all the Gulf states are seeing
steep increases in activity and that a lot of the traffic is now moving
to and from the booming eastern economies of India and beyond.

Jet Aviation plans to expand its maintenance capability in Dubai
in the coming years and is currently in talks with several OEMs
about possible new service center authorizations. It has official sup-
port status for the Boeing Business Jet, GIV/GV and Hawker 800.

Arguably the longest-established business aviation service
provider in the Middle East, Jet Aviation has had a presence in the

core Saudi Arabian market since 1978. It provides ground han-
dling and aircraft support for operators using the private and
royal terminals at these airports, enjoying a trusted status with
the Saudi government.

According to Toni Gisler, general manager of Jet Aviation Saudi
Arabia, Jeddah’s airport could be expanded to allow for more traf-
fic growth. Jet Aviation owns its terminal there, but it would like to
be able to add hangars to expand its maintenance capacity.

Gisler told AIN that infrastructure for business aviation in the
Middle East is as good as, if not better than, that in Europe and
the U.S. “It has to be good enough because the customers here
have high standards,” he said, adding that most of the region’s
airports are open 24 hours and that slots are rarely an issue.

Jet Aviation has made a special effort to recruit local staff, in-
cluding female service representatives, for its FBOs. “We have
been able to adapt our service standards to the local culture,”
said Gisler, observing that Arab clients generally care more about
privacy than western customers.

Gisler expects to see further bizav growth in the Middle East,
built mainly on the significant personal wealth accumulated in the
region over the last two or three years. He predicted that the new
“Open Skies” air transport agreement that takes effect between
Saudi Arabia and neighboring Gulf states in the middle of this
year could boost this sector as well as the airlines. –C.A.

MEBA Show Raises Bizav Profile in Middle East

Next month’s edition of AIN will include full coverage of the Middle East
Business Aviation (MEBA) conference and exhibition being held in Dubai
(January 31 and February 1). At press time, more than 60 international ex-
hibitors were confirmed for the show and some 30 aircraft were due to ap-
pear on the static display of the Airport Expo Dubai site.

The keynote speaker for the conference will be HH Sheikh Ahmed bin
Saeed Al Maktoum, president of Dubai’s Department of Civil Aviation. Other
speakers will include Ali Al Naqbi, chairman of the new Middle East Business
Aviation Association (MEBAA). The Abu Dhabi-based group expects to have
around 300 member companies by 2012. Its founding members include
Royal Jet, National Air Services, Bexair and Falcon Aviation Services, as well
as leading aircraft manufacturers and service providers. –C.A.

Royal Jet’s charter fleet consists
of an Avro RJ85, four BBJs, two 
G300s and a Learjet 35 and 55. 

ExecuJet opened a handling operation at Dubai airport last month.

Jet Aviation has plans to expand its maintenance hangar in Dubai.



While there is business avia-
tion activity in various parts of
Asia, the big story is what’s hap-
pening in China. It is ironic that
China, historically one of the
most xenophobic countries in
Asia, is leading the pack when it
comes to the development of
business aviation in the region.
And while progress is moving at
a snail’s pace in the eyes of
those who either want to own an
aircraft in China or get access to
its airspace from outside, the
seeds are planted and growing. 

The four factors most fre-
quently cited as inhibiting the
growth of business aviation in
China and, in many cases,
throughout Asia are lack of in-
frastructure, access to airspace,
cultural bias against business
aviation and the high cost of op-
erating an aircraft.

“I began flying in Asia in
1998 and for about the past five
years 95 percent of my flying
has been there,” contract pilot
Jeff Beck told AIN. Beck is
type rated in the GII, GIII, GIV,
GV and G550.

Beck, whose company, World-
wide Aviation Logistics, offers
consulting services to those plan-
ning an Asia trip, recommends pi-
lots take an Asia-specific
international procedures class
during their next recurrent train-
ing session. He adds that this ses-
sion should include flying to their
intended destination airports in
the simulator. 

“The other issue is, once you
get off the beaten path in China
you’re flying QFE so it’s zero al-
titude when you touch down. I
can tell you when you’re flying in
the mountains it’s a very freaky
feeling,” Beck said. “While most
countries have allowed their
cities to be globally mapped,
China, Russia, Mongolia and a
few others are non-WGS 84
(World Geodetic System) coun-
tries. I have done a GPS overlay
approach and come out right on
target only to find myself as
much as a half mile off.”

Beck also emphasized that
business aircraft infrastructure is
sparse and maintenance oriented
almost exclusively toward airlin-
ers. “Finding de-icing for a pri-
vate jet is difficult throughout
Asia,” he said. Beck did give
high marks to handlers such as
Universal and Air Routing and
said they have become invalu-
able for such flights.

“China can clearly do what-
ever it wants as far as infrastruc-
ture is concerned, but the
question is whether the cost of
doing business will inhibit the
growth,” said Ed Smith, senior 
v-p of international affairs for the
General Aviation Manufacturers
Association. China currently im-
poses a 4-percent import duty
and 17-percent value added tax
(VAT). “They’ve eliminated VAT
for [airliners] but business jets
have to pay the full freight; that’s
a major inhibitor to growth.”

While it appears China is
moving slowly in the develop-
ment of civil aviation, in fair-
ness it should be said that as far
back as 1991 it established 10
new state-owned aviation corpo-
rations, including splitting AVIC
(Aviation Industry of China),
which had 560,000 employees,
into AVIC I and II. Both operate
under the direct supervision of
the Central Government but
have a different emphasis. AVIC
I focuses on large and medium-
size aircraft while AVIC II gives
priority to feeder aircraft and
helicopters. The nation places a
continuing emphasis on the de-
velopment of civil aviation-re-
lated businesses. 

Access to the airspace in all
Asian countries is challenging,
as most nations typically require
days of notice and have zero tol-
erance for mistakes. There are
natural limitations such as the
typhoons that ravage the Pacific
Rim from May through Decem-

ber, but it’s the manmade limita-
tions that provoke the strongest
comments. Geopolitics contin-
ues to play a role when going
from one country to another.

Only the 45-mile-wide Strait
of Taiwan separates that coun-
try from Mainland China, yet
Taiwanese operators are not al-
lowed to fly direct to China.
Flights originating in Taiwan
must go through Hong Kong 
or Korea. However, China has
begun to allow air ambulance
flights to go direct and last 

Chinese New Year allowed
some airline charter operations
to make the crossing so visitors
could go home for the holidays.
Conventional wisdom holds
that the triangular system will
end before too long.

“One thing you learn very
quickly is to tell your passengers
they can’t be late,” Beck said. “I
tell them a 2 p.m. clearance
means we’re in the aircraft ready
to taxi. If you’re late you’re out
of luck, and you have to start the
process all over again.” Pilots
have reported being hung up for
days in various countries be-
cause they were late for a sched-
uled departure time.

Beck also emphasized that
while English is the international
tongue of aviation, controllers’
ability to speak the language
varies throughout the world and
pilots should be prepared. “I have
found the Chinese to be nice, and
with a little experience it’s fairly
easy to operate there, but you

have to do your homework.
When you get your package from
Universal, for instance, you re-
ally need to study it and learn the
names of the fixes. The English
capability of most ATC person-
nel is absolutely limited to stan-
dardized air traffic control
terminology; if you stray from
that you’re in trouble.”

Beck explained that the re-
sponsibility of individual air traf-
fic controllers is usually limited to
a specific, small segment of the
airspace and consequently they
tend to have limited knowledge
of the rest of the airspace. “If you
ask for a direct clearance, many
of them have no idea what you’re
talking about,” he said. “If you

contact ATC and don’t include
‘N’ before your number they
again have no idea what you’re
talking about; they have to hear
things in the right order.”

Beck also suggests there are
challenges in overflying China.
“China still doesn’t allow us to
overfly the country, and that’s a
pain,” he said. “Depending upon
your destination you might have
to go up north to Russia to get
around China. China is also
stingy with altitudes; you’ll sel-
dom get anything above 12,200
meters [approximately 40,000
feet]. The Russians, on the other
hand, are good about that sort of
thing and I’ve routinely gotten
49,000 to 51,000.”

The anti-business-aviation
cultural bias throughout most of
Asia is rooted in several facts,
the most fundamental of which
is a lack of general aviation in
Asian countries. 

The other contributing factor
is the quality of airline travel.

Until recently the majority of
business in Asia was conducted
in a handful of major cities such
as Beijing, Hong Kong, Singa-
pore and Tokyo. The flight status
boards at every major city air-
port throughout Asia will show
direct flights to just about every
other major city in Asia.

What makes it even more
significant is that, unlike their
U.S. counterparts, most Asian
air carriers offer outstanding
service. When an Asian CEO 
is asked if he has considered 
acquiring a business jet, the
most common response is,
“Why?” Today, with the Inter-
net spurring business in areas
with little or no airline service,
and the harsh security issues
surrounding airline travel, the
argument for business aviation
is more compelling.

Ted Farid, v-p of international
sales for Raytheon Aircraft, feels
there’s a market in Asia but at
this point it’s not very large.
“There was a time when the
Philippines had a number of
business aircraft, but after the
fall of Marcos most of them
moved away. They’ve only just
begun to try to reestablish busi-
ness aviation,” he said. “I think
it’s pretty clear that China is inte-
grating itself into the world econ-
omy and its culture is evolving to
be more in line with Western
thinking with respect to business
aviation. Companies throughout
Asia that would charter an air-
craft occasionally in the past are
now seeing the need for owning
one, especially to get into China
as that market opens up.”

Farid said some Asian coun-
tries are working on the develop-
ment of infrastructure. “Hawker
Pacific just signed an agreement
with Shanghai Airport to put in a
western-style FBO,” he said.
“They already have one on Sin-
gapore Seletar airport and
they’re working on an FAA Part
145 MRO.”

There’s no denying it’s expen-
sive to operate an aircraft in
Asia. “Just touching down in
Hong Kong costs $5,000, and
then the bill really starts to add
up,” Beck said. “I’ve paid $22,000
to land and have a GV taken care
of in Beijing. The costs are over
the top all over Asia.”

Jason Liao, chairman of the
Asian Business Aviation Associ-
ation (AsBAA) and Raytheon’s
regional sales director for North
Asia, said the issues business
aviation has confronted over 
the years have gradually im-
proved, though they still exist.
The recently revitalized AsBAA
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China leads Asia’s bizav market
by David A. Lombardo

now has more than 32 corporate members,
up from about a dozen two years ago.

“I think it is important to understand
that the CAAC [Civil Aviation Administra-
tion of China] really has been doing very
well supporting the growth of general avia-
tion in China,” Liao said. “[It has] imple-
mented versions of U.S. FAR Parts 91 and
135. One significant step forward is that for
a B-registered aircraft [an aircraft regis-
tered in China] it is now necessary to have
only one day advance notice to access the
airspace instead of five as before. In most
cases, if you apply by 3 p.m. you’ll get an
answer before 9 p.m. the same day. The
wait period for an N-registered aircraft has
even dropped to two or three days.

“CAAC representatives have been visit-
ing the FAA in the U.S. to study how their
ATC works,” Liao said. “Not everyone rec-
ognizes all of China’s efforts. For instance,
China has been building about five new air-
ports per year, opening up areas that have
been inaccessible in the past, especially in
western China.”

Liao also pointed to the Japanese econ-
omy as an indication that aviation will ex-
pand in that part of the world, but he
cautioned that Japan still has no counterpart
to the U.S. FAR Part 91. “Private Japanese
business aircraft are still required to operate
in full compliance with the Japanese 

equivalent of FAR Part 121 for air carriers.”
The tack that many western companies

seem to be taking is to ease into Asia and
see what happens. Tom Mekis, v-p for air-
craft sales charter and management with
Landmark Aviation, said his company an-
ticipates continuing industry growth in
Asia. “We have three aircraft under man-
agement on our Part 135 certificate that are
based in Kaohsiung, Taiwan: a Global Ex-
press, Challenger 300 and G550.”

If You Build It,They Will Come
There is a prevailing theory that if you

can get clients to charter today, you’ll sell
them a whole aircraft tomorrow. Jolie
Howard, director of business development
for TAG Aviation Asia, said there’s a “pent-
up demand” in China for business aircraft
but the regulations still don’t support the
concept well enough to make it practical.
“Mainland Chinese B-registered aircraft
must have Chinese pilots,” she said.

Howard explained that Mainland Chi-
nese aircraft tail numbers are all letters
(for example, B-ABC), as they are all
owned by airlines. Hong Kong and Macau
aircraft are also “B” registered but many
have numbers indicating they are privately
owned (for example, B-123).

“The problem in China is there are few
pilots and not much in the way of mainte-

nance for business aircraft,” she said.
“CCAR 91 and CCAR 135, modeled after
the U.S. FAR 91 and 135, were published
last year. Both Deerjet and Air China oper-
ate business aircraft under Part 121 and
will probably switch to the new regulations,
but it is a long process.”

Howard said it is permissible to use
expat pilots but that any China-based oper-
ation must have some Chinese pilots too;
some small airports require the use of Chi-
nese if only because no one speaks English.
“Chinese pilots have been trained by the
airlines and put on contract, with the airline
holding their pilot’s license, so there aren’t
many available to fly private aircraft.”

Chuck Woods, CEO of Jet Asia on
Macau International Airport, operates two
Challenger 601s registered in Macau and a
Global Express and Legacy, each N-regis-
tered. Woods explained the reason Macau
and Hong Kong have “B” registration as
business aircraft is because they are both
special administrative regions with their
own government functions, including sep-
arate aviation authorities, both friendly to
business aviation.

continued on next page

Business aviation is gathering momentum in Thailand, which has gained a reputation as a nation that is particularly easy to work with.

The infrastructure in Asian countries, such as
this terminal in Phuket, is not necessarily what
U.S. operators have come to expect.
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“We operate in China all the time and the
culture is definitely changing,” he said.
“China is one of the darlings of Asia when it
comes to business aviation because the
CAAC has really taken some steps to change
its regulations while other countries have
not.” Woods has operated in most Asian
countries and ticked off some thoughts.

“The Koreans have a thing about ap-
pearing opulent. They don’t like it; it’s very
cultural. If you took 15 Asian countries and
ranked them for their openness to business

aviation, I think you’d find Korea and Japan
are quite low on the list,” he said.

“China, Malaysia, Singapore and Thai-
land are all seriously looking at business avi-
ation, and Hong Kong is on fire, with more
than 20 aircraft based there now. The Hong
Kong Business Aviation Center is building a
second hangar and its space is already com-
mitted. There’s even some maintenance
available through Metrojet,” he explained.

Woods said there is an increasing de-
mand for the severely limited space on the
airport in Macau, particularly since the Las

Vegas Sands Casino opened two years ago.
“We’ve got several new carriers coming
here, and now the rumor is the casino is
looking at getting some large aircraft. I
have no idea where they’re going to put
them, but somehow things will work out.”

Woods sees a strong future for Bangkok,
predicting it will likely become a business
aviation hub. He feels there’s a lot of potential
for business aviation in all the small countries
in that part of Southeast Asia but none of
them is as easy to work with as Thailand.
“The Don Juan Airport has already become a

feeder airport,” he said. “We fly our aircraft
there now that there’s a new international air-
line airport. It’s a good deal for us because all
the traffic that used to exist there is gone.”

Woods also thinks Vietnam will be one
of the first of the small countries in that re-
gion to serve as a base for business aircraft,
particularly now that China Beach is be-
coming a major resort destination.

“First they have to clean up political is-
sues regarding their treatment of commer-
cial code. There are still too many examples
of capricious acts on the part of the govern-
ment to make someone comfortable about
placing a business aircraft there perma-
nently.” Woods also suggested nothing is
foreseen in either Laos or Cambodia.

U.S. Charter Operators Look East
Priester Aviation of Chicago focuses on

aircraft management and charter. Andy
Priester, president and COO, said the com-
pany operates 35 aircraft, either on its cer-
tificate or going through the conformity
process, based in Chicago and seven other
U.S. locations. Priester has branched into
Hong Kong, partnering with Business Avia-
tion Asia, and has three G200s in place,
with a GV slated to arrive this month and a
G450 in July.

“Business is brisk and by the end of
2007 we anticipate having at least two addi-
tional aircraft based there,” he said. “The
aircraft are staffed with U.S. flight crews
and Chinese flight attendants. We’re now
exploring the possibility of locating aircraft
in Bangkok and Beijing.”

U.S. charter operators aren’t focused
solely on China. Ken Silverman, president
of River Run Air Charter (dba Infinity Avia-
tion Group) of Pelham, N.H., chose to try
the Japanese market. “Several years ago we
made the decision to explore the long-term
possibilities at Nagoya Airport after taking a
look at the opportunities throughout the re-
gion,” he said. “We were impressed with the
Aichi Prefecture Government’s desire to use
the Nagoya airport to turn the tide in favor
of business aviation. We appreciated the
foresight of the Nagoya Airport Authority to
understand the need for business aviation
development and to back up that vision with
solid plans and committed capital.”

Silverman added, “Companies like
Nakanihon Air Service in Nagoya have
shown their commitment to being flexible,
forward-thinking and patient in supporting
the development of the necessary infra-
structure. They’re focused on working
with our company to develop a compre-
hensive management and charter program
geared to locally based, multinational
Japanese companies.”

Silverman concluded, “To be successful
in Asia it is imperative to have a knowledge
and understanding of the culture and the
people of the country you are working in.
To be successful a company needs to focus
on long-term goals rather than short-term
gains. More so in Asia than anywhere else,
it is about relationships, and only time and
experience can engender the trust and un-
derstanding that is required to be successful
for the long term.” o
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Though still considered the stepchild of
the industry, business aviation in India is 
finally beginning to turn some heads as it
wrestles for position at the nation’s over-
crowded commercial airports. Karan Singh,
managing director for Air Partner in India
and president of aircraft management firm
KuBase Solutions in New Delhi, told AIN
that he and several others are planning to
launch the first general aviation FBO in the
nation, possibly within the next few months.

“There’s no rocket science here; we’re
not looking to reinvent the wheel,” Singh
told AIN last month. “The only difference
over here is that at many of the bigger air-
ports, there will be some government in-
volvement. It will not be a purely open
market, and a restricted number of players
will be allowed to do this. But the concept
will be very similar to what you are used to
seeing in the U.S.”

In September, Swissport International, a
major ground-handling provider, an-
nounced a joint venture with Punj Lloyd
Limited, one of India’s largest engineering
and construction companies, to expand the
ground handling services available at
India’s airports. Singh’s other company, In-
doPacific Aviation (which holds the charter
certificate for the managed aircraft) is now
a subsidiary of Punj Lloyd. Singh said that
Swissport would likely be involved in the
infrastructure side of the FBO project 
and that other companies would partner to 
develop and implement services.

Singh declined to say which airport or
airports would host the first Indian FBO,
though it is widely believed that a brand-

new privately run airport in Bangalore, as
well as the privatization of the existing
New Delhi and Mumbai airports, will offer
opportunities for aviation businesses at
those locations.

However, changes at the airports are com-
ing very slowly and are not keeping pace
with passenger demand. The construction of
additional ramp space and the initiation of
FBO services in India is critical to the con-
tinued growth and survival of business avia-
tion in this market of more than one billion
people, where the economy is booming and
the middle class surging at historic rates.
This is creating an increasing demand for
private aircraft and charter services, in addi-
tion to airline service into smaller cities that
until now were not served by aircraft at all.

“There’s a lot of people who you never
saw earlier, smaller and medium-sized busi-
nesses,” said Singh, a commercial pilot and
president of the Business Aviation Associa-
tion for India (BAAI). “People who before
never thought an aircraft was within their
reach. Companies you’ve never heard of are
looking at aircraft.”

Singh’s companies manage a fleet of
seven aircraft, including four helicopters
(two Bell 407s, one Bell 206L4, and one
Robinson R44), two Gulfstream IV-SPs
and a Citation III. Singh said he is in the
process of adding another GIV and an
AgustaWestland A109. He expects the Ci-
tation will fly 600 charter hours this year,
and the Gulfstreams 800 hours. The heli-
copters are flying about 400 hours of char-
ter a year, he said.

A recent query of India’s Directorate
General of Civil Aviation (DGCA) Web
site revealed about 25 business jets regis-
tered to private owners or non-scheduled
operators, more than double the number
of aircraft on India’s roster two years ago.
Among these are a Hawker 800XP and a
Bombardier Global Express owned by Re-
liance Industries, and a Gulfstream V
owned by Essar Shipping.

The query showed that the most popular
fixed-wing aircraft in India is the Beech
King Air, of which there were about 35

continued on page 32

India makes
room for 
business 
aviation
by Meredith Saini

Business and general aviation will 
need the support of the Indian 
government if they are to thrive.
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registered. However, helicopters are clearly
the aircraft of choice in India, where access
to runways is severely limited. The fleet in-
cludes about 140 single- and twin-engine
turbine helicopters by various manufactur-
ers, including Bell, Eurocopter, Agus-
taWestland and India’s HAL.

“My prediction is that you’re going to see
a doubling of those numbers in the next two
years,” Singh said, noting that there are more
than 100 aircraft registrations pending with
the Indian aviation authorities. “The number
of new aircraft coming here is phenomenal.
People are realizing that an aircraft is a tool
and not a toy.”

The International Business Aviation
Council welcomed BAAI as a member last
year, a sign that business aviation in India is
starting to be taken more seriously around
the world. Singh said the group, which now
has about 40 members, plans to make ad-
dressing government regulations regarding
aircraft licensing and maintenance a top pri-
ority. “We want to work [general aviation]
into the forefront so that they realize that we
are an integral part of this country,” he said.

ATC Upgrades Needed
In November, FAA Administrator Mar-

ion Blakey and Praful Patel, India’s Minis-
ter for Civil Aviation, signed an agreement
designed to further modernize India’s civil
aviation infrastructure through the develop-
ment of enhanced GPS navigation. India is
developing its own satellite-based augmen-
tation system (SBAS) similar to the wide
area augmentation system (WAAS) in the
U.S. Since 2000, the FAA and DGCA have
worked together to research and develop
India’s ATC system through its GPS and
GEO augmented and navigation (Gagan)
project. (Gagan means “sky” in Hindi,
India’s national language.)

Randall Fiertz is the FAA’s first repre-
sentative in India and will be supported by
the FAA regional office based in Singa-
pore. “This is all very new that the U.S.
and India are cooperating on a variety of
things,” Fiertz told AIN. “Clearly, infra-
structure is a huge challenge. They’re hav-
ing a hard time keeping up with the
capacity that they need to build.”

Dan Hanlon, the FAA’s air traffic repre-
sentative for the Asia-Pacific region, said
the main goal is to improve the efficiency
of the Indian ATC system, which handles a
growing number of transiting international
flights. “We’re very concerned about
safety. There are problems with radar, pro-
cedures with automation, and handoffs are
not automatic.”

Raytheon developed and built much of
the ground infrastructure for India’s current
ATC system and is one of the many com-
panies enlisted to develop Gagan. Robert

Jackson, Raytheon’s program manager for
the Gagan project in Fullerton, Calif., said
the first SBAS signals would be broadcast
during the first half of this year. “The ulti-
mate objective is for you to take off from
Chicago, fly over Europe, and land in Delhi
navigating with Gagan,” he said. “It is
cheaper to go with a space-based augmen-
tation system for your navigation require-
ments than to proliferate VORs and DMEs
everyplace. You get better performance and
higher capacity. They will get good wide
coverage of tight RNP navigation for less
infrastructure investment.”

Jackson said that in the next few years
India plans to launch two or three addi-
tional GPS satellites that will be used for
the operational Gagan system, with the
primary control center based in Banga-
lore. Existing satellites in orbit will be
used for integration testing.

Hanlon echoed Singh’s desire for reg-
ulatory change in India. “To change
something you’ve done for 25 years is a
difficult thing to do. There needs to be a
major overhaul of the procedures and
rules,” he said. “We’re in this to adopt
the new technologies that are available:
advanced communications, both ground
and air; fully automated hand-offs; en-
hanced navigation procedures; and per-
formance-based navigation. They want to
do that, and they’re asking for help to
give them the background so they can
make those decisions.”

“Clearly the lack of parking is
stymieing the growth of general aviation
here,” Fiertz said. “That point was made
clear to us. It is something that they need to
address as they build these new airports.
The new airport in Bangalore is supposed
to be up and running in 2008. But every-
body knows that it’s a problem. [Blakey]
very clearly wants us to focus on general
aviation here as well as [on] the other
things we are doing. She’s a keen supporter
of general aviation.”

Singh said that while the Gagan initia-
tive is promising, the Indian government
has a lot of red tape to unravel before it can
make real progress.

“Right now what concerns me are the
basic procedures for buying and running
an aircraft. That’s more critical now than
getting into a lot of the high-tech stuff,”
Singh said. “They’ve gotten ahead of
themselves. The basic infrastructure has to
be upgraded at those airports. You can’t do
a GPS approach into an airport where the
runway is too short or needs work.” o
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These Beech 1900Ds are among
the Aviators charter fleet in India.
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