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Spotlight 
on airlines 

in Dubai 
Boeing and Airbus 

arrived at Dubai World 
Central last month 

for the Dubai Airshow 
anticipating major 

orders, and this year’s 
event did not disappoint. 

The manufacturers 
signed several 

blockbuster deals by the 
time the show closed. 

See pages 60-61 

Report: address cyber threats
by Kerry Lynch

The aviation community needs to develop 
a cohesive vision for addressing cyberse-
curity as rapidly advancing technologies 
increasingly put aircraft and air traffic man-
agement systems at risk for cyber threats, 
a new report released last month in Wash-
ington, D.C. states. 

The Washington think-tank Atlantic 
Council brought together airlines, airports, 
air traffic management specialists and other 
stakeholders to develop the report, Avia-
tion Cybersecurity—Finding Lift, Minimizing 
Drag, which finds that preventive measures 

act as a deterrent, but “declarations of fully 
secure systems are unrealistic.”

Aviation systems in the past were rela-
tively secure from cyber threats due to the 

“bespoke nature” of their design and their 
isolation from other systems, according 
to the report. “But air traffic management 
(ATM) is no longer isolated, and ground ser-
vices and supply chains are becoming fully 
integrated into an interconnected digital 
world,” the report adds. “Aircraft, be they 
airliners, UAS or helicopters, must now be 
considered nodes on multiple networks, 

whether they are airborne or not. Multiple 
claims of opportunity and vulnerability 
must be met with more than dismissal.”

A shift from legacy radar to GPS and 
ADS-B greatly improves accuracy and 
reliability under normal conditions, the 
report states, but adds those systems 

“remain susceptible to degradation by 
environmental hazards or manipulations 
by hostile actors.”

ICAO guidance has cited “considerable 
alarmist publicity regarding ADS-B secu-
rity” and has said 

Outgoing FAA boss Huerta 
sees ‘great age’ coming
FAA Administrator Michael Huerta, say-
ing aviation stands on the cusp of the 

“next great age,” focused on the need for 
collaboration, embracing change and 
transparent conversations in his farewell 
address before the Aero Club of Washing-
ton on November 14. Huerta, who stepped 
in as deputy administrator in 2010 and 
then was sworn in to a five-year term as 

administrator in early 2013, is set to relin-
quish his current role at the agency when 
his term expires in early January.

Changes are coming fast, and the indus-
try has a “new need for speed,” Huerta said 
in his prepared remarks. “The skies will 
be home to multitudes of new users, fly-
ing in ways we can only imagine,” he said. 
The community 
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Preowned market
After a long slog, the market is 
finally staring to rationalize. But 
challenges remain, particularly the 
deep discounting of new aircraft.
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“What we liked most about the Legacy 500 is the technology and value it added to our fl ight department. The cockpit 
enhancements, the autothrottle, autobrakes, the HUD, the EVS, the cabin enhancements – those were all things that stood 
out for us. 

Compared to other aircraft I’ve fl own, the Legacy 500 is much more advanced and gives you a lot more confi dence. The 
fl y-by-wire technology makes the entire fl ying operation safer because of its redundancy, its precision and its ability to 
take the workload off the pilot. The avionics system is also very intuitive; it is very easy to transition into and become 
profi cient fl ying.

I always tell people, once you fl y the Legacy 500 and feel how precise the aircraft is and know how reliable it is, you’ll 
never want to fl y anything else.

Really, I can’t imagine fl ying anything else anymore. It’s just a fantastic airplane with wonderful support. I can’t say 
enough. I highly recommended it.”

LEGACY 500: YOU’LL NEVER WANT TO FLY ANYTHING ELSE

- Paul Kohler, Aviation Manager/Chief Pilot, Michels Corporation
Watch Paul’s story and request more information at

EmbraerExecutiveJets.com/Paul

The game-changing Legacy 500, with its exclusive fl y-by-wire controls – previously available only in modern airliners and much larger business jets – is the benchmark for 
the future in performance, comfort and passenger experience. On the fl ight deck, the advanced Rockwell Collins Pro Line Fusion™ platform puts pilots in complete control 
in a cockpit environment that provides superior ergonomics. With seating for up to 12 passengers, the Legacy 500 features a spacious stand-up cabin with a fl at fl oor, fully 
equipped galley, state-of-the-art in-fl ight entertainment system, elegant seating that converts into fully fl at berths and the lowest cabin altitude of any mid-cabin aircraft. 
Its extensive main ba� age compartment is complemented by a generous in-fl ight-accessible cabin stowage space. Boasting enviable speed, the clean-sheet design Legacy 
500 delivers a high-speed cruise of Mach 0.82 and excellent runway performance.
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FBOs open DWC facilities, 
outline plans at airport 
by Peter Shaw-Smith

Last month’s Dubai Airshow served as a 
venue for a number of FBO providers to 
open facilities in Dubai and outline their 
plans for the region. 

DC Aviation Al Futtaim opened a sec-
ond hangar at its DWC FBO-MRO facil-
ity last month during the Dubai Airshow. 
(See article on page 12.)

“We committed to Dubai South at a 
very early stage, in December 2010, when 
Mr. Omar Al-Futtaim signed the land lease 
agreement with Sheikh Ahmed bin Saeed 
Al Maktoum,” Holger Ostheimer, DCAF 
managing director, told AIN. DCAF’s 
DWC facility first opened in late 2013.

Jet Aviation relocated to the shared 
terminal at Dubai South from the FBO it 
opened in the main passenger terminal 
building in 2013.

XJet said its new Dubai facility will 
occupy a portion of DWC’s Executive 
Terminal and will include four hangars 
built in two phases. “We will offer full 
private jet services, including flight sup-
port, ground handling and our…flight 
support concierge,” it said, although it 
did not provide a timeline.

XJet said it has broken ground on the 
Executive Terminal that will include 

“dedicated facilities for customs, immigra-
tion and police, duty free shopping as well 
as walkable, direct access to the apron.”

Jetex Flight Support will also have a 
presence in the shared Executive Terminal, 
CEO and president Adel Mardini told AIN.

ExecuJet plans to consolidate its 
Dubai FBO and MRO services at a sin-
gle facility at Dubai South’s Al  Maktoum 
International Airport (DWC), the Luxavi-
ation Group subsidiary announced at  
the 2017 Dubai Airshow. It currently 
manages two facilities in Dubai—an FBO 
with eight lounges and duty-free shop  
at Dubai International Airport (DXB) 
and a 6,458-sq-ft/600-sq-m temporary 
facility at DWC that provides FBO and 
MRO services.

Construction of ExecuJet’s new 
276,632-sq-ft/25,700-sq-m combined FBO/
MRO at DWC is slated to start early next 
year, with the facility scheduled to open 
in late 2019. The new facility will include 
a 148,542-sq-ft/13,800-sq-m hangar with 
ExecuJet support services offices.

Until the new facility is completed, 
ExecuJet’s FBO and MRO line team at 
DWC will continue to provide mainte-
nance support.  n

AIN Personnel Changes
AIN monthly editor Nigel Moll has 
retired. All of us here at AIN Publica-
tions thank him for his years of dedi-
cated service and hope he will spend 
many enjoyable hours flying the Kitfox 
kitplane that he built himself.

Mark Phelps has been promoted 
to executive editor, AIN Publications 
and Chad Trautvetter is now news edi-
tor, AIN Publications. Together, they 
will be responsible for shepherding 
the monthly print magazine, in addi-
tion to their other duties.

On the sales side, Georges France 
is taking over AIN’s sales territory 
in most of Western Europe from 

Daniel Solnica, who is retiring effec-
tive December 31 after 25 years in this 
position. “In addition to being a dear 
friend, Daniel has represented AIN 
to our European clients in only the 
most dignified and professional man-
ner. He will be sorely missed,” said 
AIN managing director Wilson Leach. 
France—whose territory spans France, 
Switzerland, Germany, Spain and Ben-
elux—has some 30 years of aerospace 
media experience, having worked with 
Air & Cosmos, Air Transport World, 
McGraw-Hill/Aviation Week, and Monch. 
He can be contacted by email or tele-
phone +33 1 6082 9888.  M.P.

As We Go To Press
BOMBARDIER RAMPS UP HIRING 
FOR GLOBAL 7000 PRODUCTION
Bombardier Business Aircraft announced 
on November 17 that it will hire 1,000 
workers in Montreal over the next 
18 months as it begins to ramp up 
outfitting activities for its new Global 
7000 at Montreal Pierre Elliott Trudeau 
International Airport. The company is 
also moving Global 5000 completions 
work from Montreal to Wichita 
Eisenhower National Airport, where it 
will be adding about 100 news jobs. As 
part of the announcement, the Canadian 
aircraft manufacturer designated 
Montreal a center of excellence for 
interior completions of Global 7000s 
and invested $65 million at the site 
for “forward-looking production.” The 
new ultra-long-range jet is expected to 
enter service in late 2018. Production is 
sold out through 2021, said Bombardier 
Business Aircraft president David Coleal.

EXTANT AERO EXPANDING 
CENTRAL FLORIDA CAMPUS
Legacy avionics repair and manufacturing 
company Extant Aerospace broke ground 
on November 14 for a new 54,000-sq-ft 
expansion project that will more than 
double the space at its Melbourne, 
Florida campus. The company’s new 
manufacturing and repair building 
is expected to open early next year. 
According to Extant president and CEO 
Jim Gerwien, the additional facility will 
support the company’s growing product 
portfolio, which currently includes some 
2,500 different legacy avionics products 
for business, general, airline and military 
aviation airplanes and helicopters. Annually, 
the company repairs more than 5,000 line-
replaceable units (LRUs) and manufactures 
several hundred LRUs, Extant senior 
vice president of corporate strategy and 
development Gary Boekenkamp told AIN. 
He said Extant plans to announce more 
product additions in the coming months.

TAX BILL EXEMPTS AIRCRAFT 
MANAGEMENT FEES FROM FET
Aircraft management services would not 
be subject to air transportation taxes 
under revisions made by the Senate 
Finance Committee to S.321, the Tax 
Cuts and Jobs Act. The provision, which 
was sought by NATA, was sponsored by 
Sens. Rob Portman (R-Ohio) and Sherrod 
Brown (D-Ohio). It directly responds to 
a March 2012 IRS Chief Counsel Advice 
Memorandum that concluded aircraft 
owners employing aircraft management 
services and allowing the use of the 
aircraft for occasional charter operations 
should apply the 7.5 percent Federal 
Excise Tax (FET) on amounts paid for 
those management services. That stance 
contradicted precedent and left many 
small businesses open to retroactive 
taxes, interest and fines, NATA said.

SMARTSKY OFFERS UNLIMITED 
DATA FOR EARLY-BIRD CUSTOMERS
SmartSky is offering lifetime unlimited 
data on its upcoming 4G air-to-ground 
(ATG) network for business aircraft 
operators who commit to its $4,500 per-
month Enterprise plan, which normally 
provides 25 gigabytes, by early next year. 
The company said its 4G ATG network, 
which uses “beam forming” technology 
to provide high data transmission rates, 
is on schedule to provide 95 percent 
Continental U.S. coverage in mid-2018. 
This is about the same time it expects 
hardware installations for several midsize 
to large-cabin business jets to be STC’d.

AEA: RETROFITS LIFT  
AVIONICS SALES THROUGH 3Q
Business and general aviation avionics 
sales during the first nine months climbed 
by 4.1 percent year-over-year, to more 
than $1.73 billion, according to the latest 
Avionics Market Report from the Aircraft 
Electronics Association (AEA). The dollar 
amount includes cockpit, handheld 
and cabin avionics; all associated 
hardware; batteries; and chargeable 
product upgrades. Of the total avionics 
sales during the first nine months, 57.7 
percent, or nearly $1 billion, came from 
the retrofit market and forward-fit sales 
amounted to 42.3 percent of sales. 

ZETTA JET POSITIONS SALE, 
OBTAINS FINANCING
Zetta Jet has lined up $8.5 million in 
financing from existing lessor Scout 
Aviation II as the international charter 
operator positions to reorganize under 
Chapter 11 bankruptcy protection and 
to secure a buyer for the company. The 
funding will help Zetta Jet to meet 
obligations associated with its daily 
operations, including payments for 
aircraft usage, fuel, wages, goods and 
services, said the company, which filed 
for Chapter 11 restructuring in September. 
Zetta Jet soon expects to file a motion 
that lays out a bidding process for the 
sale of the company. That plan must 
receive bankruptcy court approval. Scout 
Aviation will act as a stalking horse bidder 
and sponsor the restructuring plan.

JET AVIATION BASEL STARTS 
WORK ON WIDEBODY HANGAR
Jet Aviation held a groundbreaking 
ceremony on November 17 for its latest 
widebody bizliner completions hangar. 
Replacing two smaller hangars at the 
company’s Basel-Mulhouse-Freiburg base 
in France, the new Hangar 3 will offer 
94,399 sq ft/8,770 sq m of workspace, 
adding to the three widebody hangars 
that the company already operates 
at Basel. Scheduled to be ready for 
operations in the third quarter of 
2018, the hangar can accommodate 
aircraft up to the size of a Boeing 747.

Jet Aviation’s FBO recently relocated from the main terminal building at Dubai World Central to the 
airport’s VIP terminal, which it will share with several other service providers.
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News Briefs
FAA To Allow Own-ship Display
The FAA has signaled a sea-change in 
its attitude toward display of own-ship 
position on electronic flight bags (EFBs) 
and has issued new Advisory Circular (AC) 
guidance supporting that feature. AC120-
76D replaces the -C version issued in 2014, 
which for commercial operators specifically 
prohibited use of geo-referencing or own-
ship position display while using moving-map 
features in the air. Use of geo-referencing 
on the ground was previously considered 
acceptable by the agency. This new guidance 
applies to Part 91, 91K, 121, 125 and 135 
operators. Other significant updates include 
operators being able to make changes to 
their EFB programs without contacting their 
FAA principal inspector and eliminating all 
guidance associated with EFB classification. 
The latter means no more EFB classes 1, 2 
and 3, and the new definition of an EFB is 
simple: “a device displaying EFB applications.”

Bizav Flying Up in 
North America
Business aviation flight activity in North 
America continued its upward trajectory in 
October, climbing 4.1 percent year-over-
year, according to TrakPak data from Argus 
International. Once again, the results were 
spearheaded by gains in Part 135 charter 
activity, which increased 7.9 percent 
from a year ago. Part 91 private and 91K 
fractional flying rose 2 percent and 2.2 
percent, respectively. For the first time this 
year, midsize jet activity surpassed that of 
other aircraft categories, taking the top 
spot with a 6.9 percent year-over-year 
increase. This was followed by large-cabin 
jets, up 5.6 percent; turboprops, up 2.9 
percent; and light jets, up 1.6 percent. 

Emirates Academy  
Welcomes First Phenom 100EV
Dubai-based Emirates Flight Training 
Academy took delivery of its first Embraer 
Phenom 100EV last month. Registered as 
A6-DWC, the entry-level business jet is the 
first of the five 100EVs in the academy’s 
training fleet and the eight 100EV delivered 
thus far. The academy, located near Dubai 
World Central Airport (DWC) in Dubai South, 
includes ground school classrooms, ground-
based simulators, modern training aircraft 
fleet, dedicated runway, an independent 
ATC tower and a maintenance center, as 
well as accommodation for cadets.

VistaJet Grows in Middle East
Charter membership company VistaJet’s 
Program Membership hours have doubled 
this year in the Middle East, thanks to a 50 
percent increase in program customers in 
the region. It has also received approval 
for “full flying service” in Saudi Arabia as the 
company’s expansion in the region continues. 
That approval allows VistaJet more freedom 
to operate in and out of the country, 
which accounts for its greatest share of 
customers in the region, at 39 percent. 

“Saudi Arabia has even more potential for 
growth,” the Malta-based company said.

Bizjet, rotorcraft shipments improve,  
but billings decline slightly in 2017
by Kerry Lynch

Business and general aviation shipments 
appeared to have stabilized through the 
first three quarters of the year, inching 1.7 
percent upward to 1,532, but billings have 
still slid by 2.8 percent, the General Avi-
ation Manufacturers Association (GAMA) 
reported on November 13. At the same time, 
despite a stumble in third-quarter turbine 
helicopter shipments, the rotorcraft mar-
ket is showing signs of a turnaround this 
year, with shipments up 7.7 to 661 and bill-
ings up 8.8 percent to $2.7 billion.

Total fixed-wing shipments tracked by 
GAMA through the first nine months of 
2017 were up by 28 units. However, bill-
ings for the period are down $300, million, 
to $13.2 billion. During the same period 
last year manufacturers reported billings 
of $13.5 billion, and they logged $15.7 bil-
lion in the first nine months of 2015.

While billings dipped, business jet ship-
ments through the first nine months of 
the year were up by 1.4 percent. Manufac-
turers shipped 434 business jets through 
the first three quarters of 2017, compared 
with 428 in the same period last year.

Cessna’s Citation Latitude has helped 
provide a boost to the business jet totals, 
up 12 unit deliveries to 36 through the first 
nine months of the year. But this is offset, 
at least from a billings standpoint, by a six-
unit dip in Bombardier’s Global deliveries.

Deliveries of Gulfstream’s “mid-cabin” 
aircraft have improved by four units, to 
23, while its large-cabin deliveries have 
remained flat at 67. Honda Aircraft deliv-
eries have also remained flat, at 30 Honda-
Jets. Embraer deliveries, meanwhile, are 
down overall by 15 units to 59 through the 
first three quarters. Dassault reports only 
mid-year and year-end deliveries.

Including both pressurized and 
non-pressurized aircraft, turboprop 

deliveries were down 2.1 percent through 
the first three quarters to 374—marking the 
only drop of the three major aircraft cate-
gories (turboprops, pistons and business 
jets). Pilatus PC-12 deliveries are down 
five units, to 53, but shipments of Daher’s 
TBM series are up four, to 36. Beechcraft’s 
King Air deliveries are down just a unit to 
77 through the first three quarters.

Piston aircraft deliveries led the 
increases among the aircraft categories, 
up 4 percent to 724.

As for rotorcraft shipments, piston air-
craft have improved by 13.1 percent with 
190 delivered in the first three quarters. 
Turbine helicopters also were up 5.6 per-
cent, to 471, and total billings increased 
8.8 percent to 2.7 billion. Airbus, Bell 
and Leonardo all logged single-digit 
increases in shipments. Robinson, how-
ever, shipped 43 more helicopters in the 
first three quarters than in the same 
period last year. Its turbine R66 was up 
by 10 units, while deliveries of all of its 
piston models, except the R44 Raven II, 
were up.

Civil shipments, however, are down 
for Sikorsky, which has reported a total 
of three deliveries, all S-76s, through 
the first three quarters. This compares 

with eight, including a mix of S-76s and 
S-92s, handed over through the first 
three quarters of last year.

The third quarter results alone have 
largely followed the pattern of the year 
for fixed-wing aircraft, with piston deliv-
eries up, business jet deliveries flat and 
turboprop deliveries and billings down. 
Overall third quarter business and general 
aviation shipments, however, were down 
slightly to 431. Billings on the quarter 
were $4.122 billion, compared with $4.158 
billion in the third quarter of 2016.

In the rotorcraft market, turbine deliv-
eries were down by close to 20 percent, 
to 133. This brought down billings from 
$944 million in the third quarter of 2016 
to $797 million in the most recent quarter.

“The third quarter shipment and bill-
ing numbers continue a similar pattern 
for the industry this year: mixed, with 
some bright spots that continue trending 
upward,” said GAMA president and CEO 
Pete Bunce. “We’ve been very focused on 
streamlining certification and validation 
processes around the world, which will 
help our member companies continue 
bringing new and safer products to the 
market and hopefully spur growth in 
future quarters.” n

Business jet 
deliveries this year 
are being boosted by 
the Cessna Citation 
Latitude. Thirty-six 
examples of the new 
midsize jet have 
been handed over 
to customers in the 
first three quarters.

Teal Group forecasts return to peak market levels in 2021
Aerospace and defense market intelligence 
and analysis firm Teal Group, in its latest 
industry forecast, is calling for business 
aircraft deliveries to return to 2008 peak 
levels in 2021. However, it predicts deliver-
ies will be down 2.3 percent this year, fol-
lowed by “modest” market growth through 
the end of this decade.

Overall, Teal is forecasting production 
of 11,434 business aircraft worth $272.1 bil-
lion over the next 10 years. This includes 
8,253 business jets worth $236.3 billion; 
213 bizliners, $18.3 billion; and 2,968 busi-
ness turboprops, $17.5 billion. For compar-
ison, 11,247 business aircraft worth $260.1 
billion were delivered over the last 10 

years—7,800 business jets, $211.5 billion; 
447 bizliners, $31.8 billion; and 3,000 tur-
boprops, $16.8 billion.

Teal expects Gulfstream and Bombardier 
to be the market leaders for business jets, 
commanding 31.5 percent and 28.3 per-
cent, respectively, by value of deliveries, 
followed by Dassault Falcon (17.4 percent) 
and Cessna (13.8 percent). Next in line is 
Embraer Executive Jets, with a 6.6 percent 
share by value, which Teal said is a “very 
significant increase” and particularly affects 
Cessna, which had 21 percent market share 
a decade ago. Honda Aircraft, Eclipse and 
Pilatus would share the remaining 2.4 per-
cent, according to Teal’s forecast.  C.T.

According to the latest Teal 10-year 
forecast, Gulfstream will lead the business 
jet market by value, with its soon-to-be-
certified G500 helping to achieve this feat. 
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FAA seeking applicants for 
UAS integration program
by Mark Huber

The FAA is making progess on its new 
unmanned aircraft systems (UAS) inte-
gration pilot program, and requested 
applications by the end of last month.

This program is in response to an 
October Presidential Memorandum that 
directed the FAA to test and evaluate 
state and local government proposals 
regarding the integration of civil and 
public UAS operations into the low-al-
titude National Airspace System (NAS).

It is designed to accelerate exist-
ing integration plans by working to 
solve technical, regulatory and policy 
 challenges, while enabling advanced 
UAS operations in select areas subject 
to ongoing safety oversight and coop-
eration between the federal govern-
ment and applicable state and local 
jurisdictions. 

The FAA/DOT has established four 
program objectives: accelerate the safe 
integration of UAS into the NAS by 
testing and validating new concepts of 
beyond visual line of sight operations 
in a controlled environment, focus-
ing on detect and avoid technologies, 
command and control links, navi-
gation, weather and human factors; 
address ongoing concerns regarding 
the potential security and safety risks 
associated with UAS operating in close 
proximity to human beings and critical 

infrastructure by ensuring that oper-
ators communicate more effectively 
with federal, state, local and tribal law 
enforcement to enable law enforcement 
to determine if a UAS operation poses 
such a risk; promote innovation in and 
development of the U.S. unmanned avi-
ation industry, especially in sectors such 
as agriculture, emergency management, 
inspection services and transportation 
safety; and identify the most effective 
models of balancing local and national 
interests in UAS integration.

According to the FAA, data provided 
by the program will be used to advance 
the overall state of the industry, includ-
ing the development of enabling reg-
ulations that will increase other types 
of routine drone operations, such as 
beyond line-of-sight flights for pipeline 
inspections in remote areas or search 
and rescue operations; operations over 
human beings, including newsgather-
ing or public safety; and package deliv-
ery, including the delivery of consumer 
goods and medical supplies.

Operational experience gained through 
these partnerships will be used to enable 
the FAA to more quickly authorize oper-
ations that currently require special per-
mission and will inform future policy 
development to help expand the industry, 
the agency said. n

News Briefs
Huerta: GA Headed Toward 
Safest Year in 2017
General aviation appears headed toward its 
safest year yet in 2017, FAA Administrator 
Michael Huerta reported at the fifth-annual 
General Aviation Safety Summit. Huerta said 
the fatal accident rate is declining, “far below 
our target rate of one per 100,000 flight 
hours.” He credited a multi-faceted approach 
for the progress, including the rewrite of 
Part 23 and streamlined approval for non-
required safety-enhancing equipment. He 
further pointed to a data-driven approach 
that zeroed in on loss of control and led to 
a streamlined process for angle-of-attack 
indicators, as well as the “Fly Safe” campaign. 
But he also stressed a need for vigilance, 
made a push for increased data-sharing 
and again appealed for ADS-B equipage.

Challenger 350 Buoys 
Bombardier Bizjet Deliveries
Bombardier’s Challenger and Global 
business jet lines are “strong,” while Learjet 
remains “soft,” company president and 
CEO Alain Bellemare during a third-quarter 
investor conference call. During the quarter, 
Bombardier Business Aircraft delivered 31 
jets—four Learjet 70/75s, 13 Challenger 
350s, four Challenger 650s, one Challenger 
850 and nine Global 5000/6000s. This is 
down from 36 shipments a year previously. 
Bellemare said that business jet deliveries 

“are on track to reach our guidance of 
approximately 135 aircraft” this year, which 
would be 28 units fewer than in 2016.

Canadian Firms Using Bizav 
Outperform Non-users
According to a new study of 60 high-grossing 
companies in Canada, business aviation 
users on average outperform non-users 
by 43 percent in revenue growth. The study, 
conducted by Nexa Advisors, also found 
that business aviation users could expect to 
improve profits at a rate of 50 percent higher 
than non-users. Additionally, the report 
contends that business aviation users are 
almost three times as efficient as non-users 
at both using equity capital to generate 
income and increasing productivity of assets. 

European Bizav Reaches 
‘Watershed’ in October
Business aviation marked a “watershed 
month” in Europe in October, reaching 
a consecutive full year of traffic growth, 
according to the European Business Aviation 
Association (EBAA). Traffic was up 8.9 percent 
in October, the association said, citing 
Eurocontrol data. This was the best October 
in movements since 2009, EBAA reported. 
The 8.9 percent improvement matched gains 
in August and fell just shy of the 9 percent 
jump marked in March. Business aviation 
departures at London Biggin Hill jumped 15.1 
percent in October and departure growth 
in 2017 overall at the UK airport is among 
the strongest in Europe, up 16.3 percent. 
France, which leads Europe in average daily 
flights, marked an 8.8 percent improvement 
in October, compared with a year earlier.

Automated OKs for 
Part 107 operators
The FAA has initially authorized two 
vendors—AirMap and Skyward—to 
begin offering methods that allow Part 
107 commercial drone operators to 
request instant, automated authoriza-
tion to fly in controlled airspace near 
select U.S. airports under the agency’s 
Low Altitude Authorization and Notifi-
cation Capability (LAANC) initiative at 
four sites. These are Cincinnati/North-
ern Kentucky International (CVG) Air-
port; Lincoln Airport (LNK) in Nebraska; 
Reno-Tahoe International Airport (RNO) 
in Nevada; and California’s San Jose 
International Airport (SJC). Up to 49 
more airports will be added by 2018.

Before LAANC, the waiver approval 
process could take up to 90 days. 

“LAANC is expected to dramatically 
reduce the incidence of noncompli-
ant operations. The FAA estimates a 
minimum of 30 percent reduction in 
noncompliant operations would result 
in 450 fewer safety reports over the 
next six months,” the agency stated in 
a recent notice.

AirMap users can request automated 
authorization via the AirMap iOS and 
Android applications they currently 
use for flight planning and situational 
awareness simply by updating the 
app to access the new authorization 
features. AirMap submits the request 
to the FAA for approval and notifies 
the operator via text and in the app’s 
flight briefing that the request has been 
approved. If the flight requires manual 
approval by air traffic control, drone 
operators can request authorization 
with just a screen tap and receive con-
firmation in 30 days or less.

Verizon unit Skyward’s system simi-
larly uses a smartphone-based system. 

“Based on customer feedback, we know 
most of their jobs are in controlled air-
space and getting access to fly in these 
areas is one of their largest business 
pain points,” said Skyward co-president 
Mariah Scott. “Operators have had to 
wait 60 to 90 days to receive authori-
zation under the existing system. Now, 
with Skyward and LAANC, enterprises 
can get approval to fly in just two clicks. 
With this hurdle gone, we can expect to 
see substantial adoption of drone tech-
nology at the enterprise level.” M.H.

UAVs can fly over people
The Cable News Network (CNN) was 
granted its third FAA Part 107 waiver to 
conduct unmanned aircraft operations 
over human beings last month. Terms of 
the latest FAR 107.39 waiver allow CNN 
to operate a Vantage Robotics Snap sUAS, 
which has caged rotors, over open-air 
assemblies up to altitudes of 150 feet agl.

This waiver conceivably paves the 
way for the wider use of sUAS aircraft at 
large sporting and entertainment events. 
FAR 107.39 provides that no person may 
operate unmanned aircraft over humans 
unless they are direct participants in 
the operation of said aircraft or located 
under a covered structure or inside 
a stationary vehicle that can provide 

reasonable protection from a falling 
small unmanned aircraft.

To date, only CNN, FLIR and Project 
Wing have received FAR 107.39 waivers. 
CNN received its first subpart waiver in 
August 2016 as part of the FAA’s Path-
finder Program, and that waiver included 
an altitude limit of 21 feet agl and pro-
hibited flight over open-air assemblies. 
CNN’s second such waiver allowed 
overflight of only direct participants and 
authorized persons. The subpart waiver 
granted to Project Wing last month is 
directed to transient delivery/delivery 
experiment flights and requires that the 
aircraft maintain a minimum of 10 feet 
from any non-participant. M.H.
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The FAA has issued a waiver 
that allows CNN to operate a 
Vantage Robotics Snap sUAS, 
which has caged rotors, over 
open-air assemblies up to 
altitudes of 150 feet agl. 
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NBAA advises operators  
to remain alert for PBI TFRs
by Kerry Lynch

NBAA is reminding operators to be on 
the lookout for temporary flight restric-
tions (TFRs) in the Southeast during the 
winter months when President Trump 
is anticipated to increase visits to his 
Mar-a-Lago home in Palm Beach, Flor-
ida. At least a half-dozen presidential 
TFRs were implemented in the Palm 
Beach area over the winter and early 
spring this past year, shuttering Palm 
Beach Park Airport (LNA) in Lantana 
and making operations at Palm Beach 
International Airport (PBI) much more 
difficult during a peak season.

When in effect, the presidential TFRs 
around the Palm Beach area comprise 
a 10-nm inner circle and a 30-nm outer 
circle up to 17,999 feet agl. The TFR 
incorporates a “buffer zone” permitting 

modified departures from PBI’s Runway 
10L that require an immediate turn away 
from Mar-a-Lago.

Most business and general aviation 
operations are prohibited within the 
inner ring, with exceptions including 
approved law enforcement, air ambu-
lance and firefighting.

Aircraft must be screened before 
departing PBI, and aircraft cleared 
through a designated gateway airport 
are permitted to fly into PBI. The desig-
nated airports—New York’s Westchester 
County Airport (HPN), Teterboro Air-
port (TEB) in New Jersey; Washington 
Dulles International Airport (IAD); and 
Orlando International Airport (MCO) 
and Fort Lauderdale-Hollywood Interna-
tional Airport (FLL) in Florida—will be 

available for screening on Saturdays and 
Sundays when the presidential TFR is in 
effect. NBAA said more gateways might 
be made available.

Following last winter, industry groups 
evaluated the experiences with the 
Mar-a-Lago TFRs to find areas where 
improvements might be made and have 
maintained discussions with govern-
ment security chiefs on areas such as 
designated gateways and availability of 
increased screening hours.

NBAA further plans to discuss the 
presidential TFRs with FAA and TSA 
representatives at the upcoming NBAA 
Regional Forum at PBI on January 24, the 
association said.

“NBAA continues to work with the FAA, 
TSA and U.S. Secret Service, as well as 
other local, state and federal agencies, to 
implement a more workable, permanent 
solution for business aviation access into 
these TFRs,” said NBAA senior manager 
of security and facilitation Sarah Wolf. 

“In the meantime, all pilots operating 
into or out of the Southeast Florida must 
check Notams before each flight.” n

News Briefs
G500 On Schedule for 2018 EIS
Hopes that Gulfstream might begin 
deliveries of its new G500 early were 
dashed when Jason Aiken, the senior v-p 
and CFO of parent company General 
Dynamics, revealed that an unidentified 
supplier is behind on EASA approval of 
an unspecified component. The G500 
is Gulfstream’s first aircraft to apply for 
simultaneous FAA/EASA certification. 
However, Aiken stressed that Gulfstream 

“will meet all contract delivery dates for 
the G500,” meaning shipments should 
begin, as originally planned, in early 2018. 

U.S., China Extend Cooperation
The FAA has signed an agreement with 
the Civil Aviation Administration of China 
(CAAC) to implement airworthiness 
procedures under the U.S.-China Bilateral 
Aviation Safety Agreement (BASA). BASA 
is a framework for the FAA and CAAC 
to recognize both nations’ regulatory 
systems with respect to the airworthiness 
of aviation products and articles, the 
agency said. The Implementation 
Procedures for Airworthiness document 
enables both the FAA and the CAAC to 
submit applications for validation for 
all categories of aviation products.

ATC Plan Could Trigger 
Sequestration
The House plan to create a new 
organization to run the nation’s ATC 
system could trigger mandatory 
government-wide sequestration cuts 
of $49 billion over the next 10 years, 
according to a report from the U.S. 
Congressional Research Service (CRS). 
The CRS based that determination on 
the Congressional Budget Office (CBO) 
finding that, as currently proposed, 
creating a new ATC organization would 
add nearly $100 billion to the federal 
deficit over a 10-year period. Backers 
of the privatized ATC proposal have 
disputed the CBO finding, saying it does 
not reflect removing the organization 
from the federal budget. But under 
government budget requirements, 
increases in budget deficits must be 
taken into account. Thus, “a sequester 
would be triggered which would require 
across-the-board cuts to non-exempt 
mandatory spending programs to make 
up for the amount of the debit.”

PrivateFly Report:  
Charter Clients Younger
Charter aircraft users are “edging 
younger” and spending more, according 
to a third-quarter report issued by air 
charter broker PrivateFly. In fact, the 
quarter was its busiest ever, with private 
jet travel activity in August up 1.3 percent 
from 2008 levels. In analyzing its data 
during the quarter, PrivateFly found that 
the average age of private jet customers 
is now 38 years. Loads averaged 4.6 
passengers per flight and only 3 percent 
had pets on board, the broker said. 

TFRs around PBI will be slightly different this year, as security officials build on the knowledge gained last winter.

NTSB reports progress on  
most wanted improvements
National Transportation Safety Board 
(NTSB) officials are encouraged that the 
aviation community has made progress 
in key safety areas such as the general 
aviation fatal accident rate and want to 
continue to tighten their collaboration 
with stakeholders to chip away at areas 
that remain problematic, chairman Rob-
ert Sumwalt said yesterday during a 
midpoint look of the agency’s 2017-2018 
Most Wanted List.

The Safety Board, which has released 
the Most Wanted List annually since 1990, 
last year adopted a two-year schedule, 
but Sumwalt said officials wanted to take 
a midpoint look not only at progress of 
the list itself, but to gather input on other 
potential safety concerns.

One of the key aviation areas involved 
loss of control in flight. This is considered 

the leading cause of fatal accidents. But 
Sumwalt credited the collaborative 
efforts of the industry with helping to 
bring down the fatal accident rate, not-
ing 2017’s tally is expected to drop below 
one per 100,000 flight hours for the first 
time in history.

“I’m particularly glad that the whole 
general aviation industry is united in 
our focus on loss of control,” said John 
DeLisi, director of the NTSB Office of 
Aviation Safety. Noting the “encourag-
ing statistics,” he credited the entire 
community for working together on the 
issue and cited the “unique willingness 
pilots have to roll up their sleeves and 
talk about accidents.

“Our focus is continued collaboration,” 
he said, noting the Safety Board is assem-
bling a series of roadshows to discuss 

issues such as loss of control in areas 
where they are most prevalent. This has 
included recent events in Alaska and on 
Long Island, New York. The agency found 
that “when we do that and when we col-
laborate, it gets people talking.”

Delving into loss of control, the over-
whelming majority of the accidents 
involve personal flights. The NTSB 
believes mitigating efforts should target 
those areas and questioned how best to 
reach the community.

In addition to loss of control, the meet-
ing discussed other areas such as: how to 
encourage operators to retrofit shoulder 
harnesses into older aircraft not required 
to be equipped with them; and the differ-
ing international and U.S. requirements 
regarding the handling of lithium batteries.

DeLisi reiterated the agency’s push 
for installing video recorders in cock-
pits, and noted what he called was a 

“groundbreaking” recommendation for 
flight data monitors in Part 135 aircraft, 
expressing the belief that such systems 
could encourage more compliance. K.L.
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DCAF opens second hangar 
at Dubai World Central
by Peter Shaw-Smith

DC Aviation Al Futtaim declared its sec-
ond hangar open last month on the eve of 
the Dubai Airshow, as its DWC early adopter 
status continued to set the tone for the rest 
of the field in the provision of business and 
general aviation services at the airport.

DCAF managing director Holger 
Ostheimer was joined by Omar Al Fut-
taim, vice chairman of the Al Futtaim 
Group, Michael Kuhn, CEO of Germany’s 
DC Aviation, and representatives of Aton, 
DC Aviation’s owner, for a glamorous 
opening ceremony.

“This fantastic second hangar is a true 
symbol of the [cooperation between] 
Al Futtaim Group of the United Arab 
Emirates and DC Aviation of Germany,” 
Kuhn told an audience of local and inter-
national dignitaries. “Please accept this 
facility as our personal contact with you,” 
Ostheimer added.

The 7,500-sq-m/80,729-sq-ft hangar will 
double capacity, bringing total land-side 
plot area to 24,000 sq m/258,334 sq ft and 
apron area to 13,000 sq m/139/931 sq ft. It 
will allow DCAF to add two single-aisle 
aircraft maintenance bays and provide 
enough space for an additional workshop 
and equipment storage. It will also sig-
nificantly increase the size and number of 
aircraft that can be accommodated at the 
facility. The new hangar will also see DCAF 
further expand its MRO capabilities.

Speaking to AIN before the event, 
Ostheimer said the new facility would 
offer several new options in terms of 
space, as Hangar 1 now operates at full 
capacity. “The biggest aircraft it could 
accommodate would be a 767-300, even 
though there are very few out there in the 
market.  It provides for a convenient mix 
of about 14 aircraft—737s, BBJs and ACJs, 

as well as the G650, Falcon 7X and Glo-
bals—or 10 larger aircraft.

“We have a demand in pretty much 
everything, which reconfirms our initial 
plans in what was originally called Dubai 
World Central. Four years later, we cele-
brate the opening of our hangar expansion, 
which will give us more hangar parking, 
which is in dire demand, and more main-
tenance capacity,” he said.

VIP Service Option
The additional hangar space will also pro-
vide the foundation to further enhance 
the strategic cooperation between DC 
Aviation and Lufthansa Technik, enabling 
the company to extend its reach within 
the region and serve as first port of call 
for VIP carriers from the GCC.

“That is our plan for the second half of 
the hangar, allowing for three BBJ or ACJ 
events at a time,” he said. “This will pro-
vide the first half of the hangar with addi-
tional ad hoc parking and maintenance 
capacity. We are adding workshops and 
interior shops that can be used at a time 
in the future.

“The second hangar will be operational 
shortly after the issuing of all operational 
licenses. We are already in the process of 
securing long-term parking clients. We 
still have 5,700 sq m of space in the old 
hangar. That continues to provide MRO 
capabilities. It’s the backbone for our 
long-term hangar requirement.”

DCAF claims to have been among the 
most active of a total of five ground han-
dlers and FBO and MRO operators at 
DWC of late. “On the maintenance side, 
we have been the most active mainte-
nance provider and are adding more com-
plexity over time,” he said.

The migration from Dubai Interna-
tional to DWC continues. “I think it’s 
a matter of time until all business and 
private aviation activity relocates from 
DXB to DWC,” Ostheimer said. “I would 
estimate the share in [movements] 
activity being 60 percent at DWC, and 
40 percent at DXB at the present time. 
This is clearly going to change in favor of 
DWC. That confirms the choice of DWC 
as being Dubai’s future private and busi-
ness aviation hub.

“We started in DWC from zero. We 
have recorded continuous growth in 
ground-handling activity with the asso-
ciated side effects on secondary levels 
of business, including hangarage, main-
tenance and of course the strategic 
backbone of our business, represented 
by aircraft management, where we have 
accounted for six aircraft joining the fleet 
in the last two-and-a-half years. And we 
are in the process of adding more by the 
turn of the year.”

Ostheimer is optimistic the venture 
with Al Futtaim will continue to pay off. 

“Dubai will continue to be attractive for 
people to reside and earn their bread and 
butter. I cannot see that changing. We 
continue to expect growth in the next few 
years. I don’t think it will be exponential, 
but it will be sound growth.” n

News Briefs
Aerion Elevates Barents 
as SSBJ Launch Nears
Veteran business aviation executive  
Brian Barents is taking the new role as 
executive chairman of Aerion Corp.,  
as the Reno, Nevada-based firm moves 
to take the next step in bringing the 
AS2 supersonic business jet to market. 
Previously co-chairman, Barents will 
oversee the strategy to bring the Mach 
1.6 jet to market. He will work closely with 
Doug Nichols, who will continue leading 
the day-to-day operations at Aerion. 

Retrofits Advance for  
Avanti Brakes, Wheels
Retrofit wheels and brakes for the 
Piaggio Avanti I, II and Evo are now in the 
advanced stages of development and 
certification, according to the Italy-based 
OEM and Parker Aerospace Aircraft 
Wheel & Brake. Launched last year, the 
upgrade includes forged aluminum wheels 
and steel brakes, the latter promised to 
reduce overhaul costs by as much as 70 
percent over the stock carbon brakes. 
The companies recently completed 
overpressure, radial load, fatigue (roll), 
brake endurance tests and final wheel 
load tests. Preliminary physical fit and 
static functional checks have also been 
conducted on both the Avanti I/II and Evo 
landing gear configurations. On-runway 
braking tests will then be performed 
before final approval sometime next year.

NATA Takes On Illegal Charters
Concerned that illegal charter has 
become a leading issue for Part 135 and 
aircraft management companies, NATA 
is encouraging the FAA to dedicate 
resources to addressing this problem. 

“In 2017, NATA visited with Part 135 and 
aircraft management companies all 
over the nation, and their number-one 
concern is illegal charter,” said NATA 
executive vice president Bill Deere. 
NATA has asked the FAA to review its 
resources to enable the agency to 
identify and halt those operations, as 
well as ensure it has staff available and 
trained to investigate hotline calls.

AsBAA Launches New Chapter
The Asian Business Aviation Association 
(AsBAA) has announced a new chapter 
of the association in the Philippines 
that will help support members looking 
to operate in this part of the region. 
Its new chapter will also engage the 
Philippine government, local companies, 
educational institutions and the media 
regarding the business and general 
aviation industry. AsBAA plans to address 
congested airports where business and 
general aviation share limited slots with 
the airlines; the need for dedicated 
FBOs and MROs at airports that serve 
mineral and tourism industries; and 
establishment of a “safe and efficient” 
business and general aviation airport 
in the larger Metro Manila area.

DCAF executives and local dignitaries celebrate the opening of DCAF’s second hangar at Dubai 
World Central Airport last month on the eve of the Dubai Airshow.

NBAA continues challenge for SMO 
As work continues on a runway-shorten-
ing project at Santa Monica Airport (SMO) 
in California, NBAA is continuing its legal 
battle, filing a final brief in federal court 
on its lawsuit over the fate of the airport. 
Filed last month before the U.S. Court 
of Appeals for the District of Columbia 
Circuit, the final brief by NBAA and a 
handful of local petitioners  reiterates 
their call for the court to vacate a set-
tlement agreement reached earlier this 
year between the city of Santa Monica 
and the FAA.

That agreement paves the way for the 
city to close the airport in 2028 and to 
shorten the runway, immediately. Last 
month, the city began the two-month 
project of shortening the runway from 

5,000 feet to 3,500 feet after a tempo-
rary restraining order was lifted in a sep-
arate lawsuit. The brief argues that the 
FAA failed to comply with federal noise, 
environmental and Surplus Property 
Act mandates in signing the settlement 
agreement. The agreement marked a dra-
matic turnaround for the agency, which 
for years had rebuffed attempts by the 
city to curb access and close the airport.

NBAA expects oral arguments will be 
heard early next year in the case, and 
a decision could be handed down later 
in the year. Additional petitioners on 
the filing are the Santa Monica Airport 
 Association, Bill’s Air Center, Kim David-
son Aviation, Redgate Partners and Won-
derful Citrus.  K.L.
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Charter has a place in gov’t travel
With all the recent scandals involving 
cabinet secretaries misusing govern-
ment travel budgets to mix business trips 
with private junkets to vacation homes, 
lunches with family members or polit-
ical events, private flight charters are 
once again taking a hit in the mainstream 
media and on social media. 

Former Secretary of Health and Human 
Services Tom Price was forced to resign 
after investigative reports revealed that he 
had taken at least 26 charter jet flights cost-
ing approximately $400,000. His justifica-
tion for flying charter for government work 
looked slim—he allegedly flew a number 
of times to cities where he had vacation 
homes or to have lunch with his son—and 
the controversy painted charter flying as 
the province of the decadent elite, rather 
than as a business tool needed in appropri-
ate circumstances to get the government’s 
work done effectively and efficiently. 

If high-level officials are to be more 
efficient and productive, private charters 
are the appropriate way to travel in some 
cases. But with all the ongoing investiga-
tions by inspectors general in multiple 
executive departments, it’s likely that 
there will be a further crackdown on pri-
vate charters, even when such use would 
be not only legal and proper but also 
enhance government operations. That 
would be an unfortunate result. 

I was hoping that one of the avia-
tion alphabet groups would speak up in 
defense of high-level government officials 
such as cabinet secretaries using private 
charters to travel on government busi-
ness—in appropriate circumstances—just 
as many corporate CEOs do. The govern-
ment’s business affects all of us, and I, for 
one, would like to see that work done as 
efficiently and effectively as possible. 

And travel by private charters does 
make trips on hectic schedules not only 
more convenient but also more produc-
tive. That’s hardly a secret to any of us 
who have had the opportunity to com-
pare trying to do work on commercial 
flights with doing work on private char-
ters. And that’s not even considering the 

time involved in taking a commercial 
flight.  It’s not that these officials are too 
important to be inconvenienced; it’s that 
the American people deserve to get the 
most productivity from them as possible.

Having heard nothing from these avi-
ation groups, I thought I’d take a shot 
at defending the use of private charter 
flying by government executives, while 
condemning the abuses demonstrated by 
some of the high-profile cases that have 
come to light. 

First of all, what do the government 
regulations say about flying private char-
ters on government business? While 
most, if not all, government agencies 
have their own internal procedures for 
reviewing travel requests, travel regula-
tions are standard throughout the federal 
government and apply to “an individual 
employed by an agency, regardless of sta-
tus or rank.” So a secretary of an exec-
utive department is required to comply 
with the same regulations as everyone 
else in the federal government who is 
working and traveling. 

Of course the nature of their jobs 
will make an obvious difference in jus-
tifying travel by means other than com-
mercial airline. According to the travel 
regulations, the agency must select the 
method of travel “most advantageous to 
the Government, when cost and other 
factors are considered.” In addition, the 
travel method selected must be by the 

“most expeditious means of transporta-
tion practicable and commensurate with 
the nature and purpose of [the employ-
ee’s] duties.” For routine transportation, 

“travel by common carrier is presumed 
to be the most advantageous method of 
transportation and must be used when 
reasonably available.”

So in the interests of efficiency, a 
cabinet secretary or other high-level 
official schedules multiple meetings or 
events to multiple destinations over a 
short period of time that would make 
commercial travel difficult if not impos-
sible. That might be a basis for justifying 
private charter. 

Those who know how much better it is 
to fly private for business—or really any 
trip—and who have entered government 
service as a multimillionaire or even bil-
lionaire have another option: pay for the 
charter trips yourself. 

The opinions expressed in this column are 
those of the author and not necessarily 
endorsed by AIN.

John Goglia is a safety  consultant. 
He welcomes your e-mails at: 

  gogliaj@yahoo.com

TORQUED

Full-throttle opinion from former 
NTSB member John Goglia

 The 
government’s 

business affects all  
of us, and I would  
like to see that work 
done as efficiently  
and effectively  
as possible.”

EASA CO2 emissions rules  
to align with ICAO standard
by Gordon Gilbert

Rules to establish new European-built 
jet aircraft CO2 emissions standards rec-
ommended by ICAO have moved a step 
nearer with the recent publication of an 
EASA Opinion. In the Opinion, EASA 
explains how and why it plans to adopt 
the emissions requirement rulemaking 
the agency proposed early this year.

These rules would be the first of the 
ICAO recommended international stan-
dards for CO2 aircraft emissions that 
would apply initially to large subsonic 
jets, including business jets, for which 
the application for a type certificate was 
submitted on or after Jan. 1, 2020. The 
standard would apply to new deliveries 
of current in-production large jet aircraft 
starting Jan. 1, 2023. All covered in-pro-
duction airplanes must meet the stan-
dard by Jan. 1, 2028.

In-production aircraft that by 2028 do 
not meet the standard will no longer be 
able to be produced unless their designs 
are sufficiently modified. Jet airplanes 
with an mtow of less than 12,500 pounds 
are exempt, as are turboprops with an 
mtow of less than 19,000 pounds and all 
piston-engine airplanes.

In addition to the new aircraft emis-
sions requirements, operational effi-
ciency measures will be regulated by the 
ICAO Carbon Offsetting and Reduction 
Scheme for International Aviation, or 
Corsia. Basically, covered craft operators 
must offset the growth in their carbon 
emissions in international flying on an 
annual basis from a 2020 baseline.

However, most business aircraft 
operators will not be covered by Cor-
sia because there is an exemption for 

aircraft that emit less than 10,000 met-
ric tons of CO2 in international flights 
annually. According to the International 
Business Aviation Council (IBAC), even 
the BBJ and ACJ produce less than 6,600 
tonnes annually (assuming 900 hours of 
flight time) and less than 3,000 tonnes 
when flying 400 hours annually.  

The EASA Opinion reported that the 
43 comments it received from state orga-
nizations and from industry on the pro-
posed amendment published in January 
were “generally positive, with some sug-
gestions for clarification of the text.” Four 
comments were received from non-gov-
ernmental organizations that questioned 
the methodology of the standard-setting 
process and the “environmental effective-
ness” of the final decisions.

EASA executive director Patrick Ky 
addressed the environmental effective-
ness. “These new aviation environmen-
tal standards will contribute to improved 
local air quality and to the overall climate 
change objectives of the Paris Agree-
ment,” he said. “EASA is committed to 
a cleaner and quieter aviation sector 
through a variety of measures, including 
aircraft engine environmental standards, 
while supporting improved operational 
practices, sustainable aviation fuels, 
market-based measures and voluntary 
industry initiatives.”

EASA is expected to adopt the final 
rule in the fourth quarter of 2018.  
Meanwhile, the FAA has yet to publish 
proposed rulemaking to implement  
the ICAO standards that would establish 
emissions rules for new U.S.-manufac-
tured airplanes. 
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center outside the U.S. and also a 
Beechcraft King Air service center; 
Belo Horizonte center, which was 
recently approved for Beechcraft; 
and fledgling center in Aracati 
in the country’s northeast, with 
approvals expected to service that 
region’s King Air fleet.

Maintenance manager Valter 
Dutra said he felt improvement 
through October: “Businessmen 
had money in their pockets, wait-
ing for politics to stabilize, and 
they’re starting to spend.”

Meanwhile, TAM Aviação Exec-
utiva parts manager Joel Neves 
said demand from repair shops 
has been up as much as 50 percent 
over the last three to four months. 
And company aircraft sales man-
ager Rafael Mugnaini quantified 
2017 as being “20 percent better 
than last year, and we expect to 
end the year with a backlog, which 
hasn’t happened for several years, 
in helicopters, jets and single-en-
gine airplanes.”

Representing Textron gives 
TAM a portfolio of 25 products, 
and “we have the largest sales 
force,” said Mugnaini. TAM 
intends to expand its maintenance 
capability to include the Bell 505, 
and he sees owners of the coun-
try’s 500 Robinson 44s as natural 
prospects for the new Bell light 
turbine helicopter.

“We’re seeing improvement 
since July. Everything’s getting 
better because the economy is get-
ting better. A stable dollar helps a 
lot,” added Paulo Carvalho, the 
sales manager for Brazil at Fort 
Lauderdale, Florida-based South-
ern Cross Aviation. “We sold three 
aircraft to Brazil in September—a 
Hawker, a Lear and a King Air, 
while over the last two years we’d 
sent 25 back to the U.S.”

At Expomarte, Dallas Aero-
nautical Services showed off a 
capability it has developed in 
São José dos Campos that it does 
not yet offer in the U.S.—interior 
completions. “We’re working on 
a complete interior for a Lear-
jet 45 today, and we can do any 
Embraer business jet interior,” 
said company interiors man-
ager Leandro Abreu. “The whole 
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At Expomarte, bizav sector 
shows signs of life | by Richard Pedicini

New aviation fair Expomarte brought the 
strength of Brazil’s agribusiness to São 
Paulo, riding a strong recovery in the gen-
eral/business aviation sector in the months 

since LABACE. Previously hosted in farm-
ing centers as EABAirshow, the fair ran from 
October 26 to 28 and brought 45 aircraft and 
102 exhibitors to Campo de Marte Airport.

While the show concentrated on smaller 
aircraft, Embraer showed a Phenom 300 
and a Cessna Citation on display sported 
a “for sale” sign. Expomarte also attracted 
firms that typically eschew LABACE due 
to the show’s higher costs, as well as sev-
eral players familiar to LABACE visitors.

TAM Aviação Executiva highlighted its 
maintenance capabilities at its Jundaí cen-
ter, the largest Cessna-authorized service 

Businessmen 
had money  

in their pockets, 
waiting for politics 
to stabilize, and 
they’re starting  
to spend.”

— maintenance manager Valter Dutra
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interior—headliners, side panels, 
furnishings—is done with com-
posites,” he added.

Helicidade, unusually absent 
from LABACE this year, appeared 
at Expomarte, with director 
Edson Pedroso observing, “We’ve 
seen improvement since August. 
There’s more movement among 
our hangared aircraft. Those who 
have a helicopter are flying again. 
In fact, we’ve had the best Sep-
tember since 2014.” At Helicidade, 
he’s seen a long-term movement 
to larger helicopters.

Niche Products
Some exhibitors aimed at the 
market that not only flies pri-
vately, but lands privately. Fer-
nando Calha of IBDTech showed 
off independently solar-powered 
landing lights, which are easier 
to install and maintain at small 
or private airfields. Meanwhile, 
Plamex offered “fueling solutions 
for commercial, business and agri-
cultural aviation,” including tanks, 
filters and pumps.

APS general manager Fabio 
R.R. Nascimento has also seen 
an uptick in its propeller mainte-
nance services in Brazil. “We’re 
alone in this market,” he said, and 
while principal customer Azul, 
which formerly had the world’s 
largest ATR fleet at 62 aircraft is 
reducing the fleet to less than half, 
he’s unconcerned. “In 2017, we’ve 
increased our customers from 
three to 15. As we add capability, 
new clients appear.”

Auto parts manufacturer Motorav 
showed its 165-pound, 100-hp 
aircraft engine, based on a rein-
forced version of the magnesium 
motor blocks it’s exported for the 
Volkswagen Beetle for decades. 
Motorav mines, refines, casts  
and machines magnesium to pro-
duce a product competitive with 
aluminum, which it plans to bring 
to market next year at a price  
of $12,900.

Organizer Décio Corrêa told 
AIN on the show’s closing day 
that he had been fighting for the 
Campo de Marte Airport venue 
for 22 years. “Our coming here 
has opened the place for others,” 
he said.

The number of exhibitors 
jumped from 47 to 102 in the 
three months before Expomarte 
was held, a reflection of the 
recent recovery in the aviation 
market. Corrêa described the 
event as “a complement, not a 
competitor, to LABACE, like 
LAAD,” the biannual aviation and 
defense fair in Rio.

He also enthusiastically rat-
tled off Campo de Marte’s advan-
tages, including a broad, open, 

smoothly paved ramp larger than the 
 cobblestone alley at Congonhas Air-
port that requires LABACE organizers 
to move in aircraft in exact order; and 
the trim hangars with electricity and 
plumbing, eliminating the need for 
generators and temporary bathrooms. 
Expomarte will take place from July 5 
to 7 next year, a month before “and 
sort of a preview to LABACE.” n
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Some 102 exhibitors and 45 aircraft turned out for the recent Expomarte show in Brazil.



Supersonic POC progresses
by Mark Huber

Denver’s Boom Technology is currently 
designing a proof-of-concept aircraft it 
hopes will lead to production of a $200 
million, 55-seat, Mach 2.2 airliner/bizjet. 
The XB-1 demonstration aircraft should 
fly in 2018, according to senior system 
design engineer Nick Shreyka. “Our mis-
sion is to bring back supersonic travel in a 
mainstream way that is affordable.”

Shreyka said this could be accom-
plished by designing an aircraft that is 

“75 percent more cost effective than Con-
corde, just by applying the last 60 years 
of technological advances.” Among 
them using “advanced materials includ-
ing carbon fiber composites to make 
the fuselage into a refined aerodynamic 
shape and modern resin systems that 
can handle the heat of supersonic travel 
better than aluminum. Also, with regard 
to propulsion technology, a turbofan 
produces more thrust than turbojets 
with a lot less fuel, and we don’t need 
afterburners.…All of this technology is 
flying on airliners already today. This is 
a problem of execution, and it is a hard 
problem to solve.”

According to Shreyka, Boom’s current 
staff is populated by aviation enthusiasts. 

“We have a world-class team. Fifty percent 
of us are pilots. The team has contributed 
to 40 new air and space vehicles across 
the industry,” he said, citing the Boeing 
787, the Icon A5, SpaceShipTwo and the 
Falcon 9 rocket as examples.

Presently Boom is focused on refining 
it design, growing its team, raising capital, 
and making sales. 

Production Site Search Begun
Last month at the Dubai Airshow, Boom 
launched the manufacturing site selection 
process, saying it believes the Middle East 
could be the best place for the final assem-
bly site. Boom founder and CEO Blake 
Scholl said he sees a need for “1,000 to 
2,000 airplanes over the first 10 years…so 
we need a site that can build 100 per year.” 
A formal RFP for the production site will 
be issued in the first quarter of next year.

Meanwhile, the company conducted 
successful wind tunnel tests this year at 
Wichita State University and received $33 
million in private funding for development.

Bolstering production plans, Boom also 
announced two key additions to its team: 
Bill James, whose prior work includes 
leading the wing design team for the Air-
bus A380 as vice president of production 
operations, and Lourdes Maurice, former 
executive director of the FAA Office of 
Environment and Energy, who is joining 
Boom’s advisory board.

Even with prohibitions on civil super-
sonic flight over land, about 500 routes are 

“economically viable,” Scholl said, with 
costs for passengers equivalent to subsonic 
business class. “A ticket would cost about 
$5,000 for transoceanic” passage between 

the U.S. and Europe. Scholl believes flight 
over land, prohibited due to concerns 
about sonic booms, will be allowed in the 
future. In the airport environment, the air-
craft would be quieter than conventional 
jet airliners, according to Scholl.

While its projected 4,500-nm range isn’t 
sufficient for trans-Pacific routes, even 
with a technical stop in Tahiti for fuel, total 
travel time would be half the current 15 
hours between the U.S. and Australia. About 
10 percent of the 500 viable routes pass 
through the Middle East, which is “ideally 
positioned as a connecting hub between 
Australia, Asia and Europe,” he said. n
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Would-be supersonic airplane maker Boom is designing a proof-of-concept aircraft that it 
expects to fly sometime next year. At the same time, the company is looking for a manufacturing 
site, and at last month’s Dubai Airshow, indicated the Middle East is a possible location.
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The airspace is changing dramati-
cally between now and 2020, and 
operators need to prepare not 
only for equipment requirements 
but also for the associated training 
and regulatory requirements that 
vary internationally, Bombardier 
Business Aircraft customer pilots 
advised last month at the compa-
ny’s Safety Standdown in Wichita.

“This is unprecedented…in 
terms of the volume of change,” 
said Franco Pietracupa, the chief 
customer liaison pilot for Bom-
bardier Business Aircraft Cus-
tomer Services. He identified the 
key changes as the movement 
from ground- to satellite-based 
navigation and from voice to data 
communications.

KC Carlson, a Bombardier Busi-
ness Aircraft customer liaison 
pilot for the Learjet series, out-
lined the numerous benefits from 
these changes, including more 
efficient operations and reduced 
pilot and controller workloads.

But with this comes an array of 
new requirements, from FANS-
1/A that is being phased in with a 
mandate over the North Atlantic 
for operations at FL290 and above 
beginning Jan. 30, 2020; to ATN 
B1 that will be required in Euro-
pean airspace for both forward 
and younger retrofitted aircraft 
on Feb. 5, 2020; to ADS-B that is 
already required in some parts of 
the world but will be mandated in 
controlled U.S. airspace on Jan. 1, 
2020 and June 7, 2020 in Europe 
for new and retrofit aircraft. Add-
ing to this are emerging proce-
dures such as required navigation 
performance (RNP).

Operators are “getting ham-
mered right now” with all the 
associated changes, equipment 
requirements and Service Bulle-
tins, he said. These pilots empha-
sized the importance of placing 
focus on both the requirement 
and the associated training and 
standard operating procedures.

The requirements do not nec-
essarily line up between the global 
regions, they caution. A letter 
of authorization (LOA) is not 
required by the European Avia-
tion Safety Agency or Transport 
Canada for ATN B1, but it is by the 
FAA. All three regulatory agencies, 
however, currently require LOAs 
for FANS-1/A. Training, and SOP/
airplane flight manual approvals 
are required for both systems.

The FANS-1/A overlaps with 
ATN B1 in some of the technical 

capabilities, but uses both VHF and satcom 
(ATN B1 does not have satcom), ADS-B and 
has increased messaging capabilities and 
flight management system interface, among 

other differences. ATN B1 and FANS-1/A do 
not work together, he said, adding operators 
have to log off one and onto the other. The 
exemptions—including ability to use FANS-
1/A in lieu of ATN B1—have evolved, and the 
implementation varies by system in Europe.

He also pointed to the evolution of U.S. 
ADS-B Out requirements. Incorporating 
ADS-B once required an LOA. That is no lon-
ger necessary. Also the technical standards 

are advancing—Europe and the U.S. are 
moving toward a DO-260B standard for 
ADS-B, Pietracupa added.

In addition, procedures are rapidly 
changing with the introduction of perfor-
mance-based navigation that enables much 
more direct routing and curved approaches 
with RNP. This has demonstrated significant 
efficiencies, but also comes with training 
and operational approval requirements.  n

Bombardier execs predict  
airspace changes | by Kerry Lynch



Preowned Aircraft Report 
by Mark Huber

Market continues to stabilize
Good news. The hemorrhaging that trig-
gered the great used business aircraft 
bloodbath of the last few years appears 
to be over, with inventories rationalizing. 
But that doesn’t necessarily mean that 
the market is in for a smooth recovery. 
Used aircraft prices have yet to fully 
bounce back and are being hampered, 
in part, by new aircraft deep discounting, 
notes JetNet IQ founder Rollie Vincent.   

“The OEMs need to firm up their own 
[new aircraft] pricing policies—Bombar-
dier and Textron in particular,” Vincent 
said. “They continue to be the leaders in 
discounting, [and] they’ve been doing it for 
some time. There’re still really aggressive 
deals from those manufacturers,” he said. 

Textron CEO Scott Donnelly offered a 
somewhat different take in a third quarter 
analysts’ call. “We still struggle with this 
notion that used aircraft pricing doesn’t 
seem to want to move up, so that does 
pressure customers, because the trading 
values and the step up to new aircraft is 
more challenging when these guys have 
low residual values. Despite the fact that 
used aircraft availability has dropped sig-
nificantly over the last number of years, 
we are not seeing that reflected in used 
aircraft pricing.” 

Donnelly maintains that Textron is 
holding the line on new aircraft pricing. 

“We would love to see residual values of 
used aircraft coming up, and that would 
take some pressure off these customers.  
But that’s not something we control, and 
it’s a little perplexing for us as you see 
tightening. When the market tightens up 
for those used aircraft, why are we not 
seeing some lift in the pricing? But we 
haven’t seen that yet.” 

Donnelly thinks that part of the prob-
lem is that aircraft owners haven’t come 
to terms with the new market realities 
of used aircraft pricing as opposed to 
decade-old market dynamics when a 
general undersupply of business aircraft 
triggered inflated used aircraft pricing. 
And this bias is keeping some used air-
craft from entering the market. “There’re 
a lot of transactions. [It’s] not hard to 
move used aircraft. People just need to 

get comfortable with the reality of how 
these things depreciate and that the 
residual value over time is different than 
what it was in the early 2000s.” 

It may take owners longer to achieve 
that comfort level. Some recent data is 
encouraging. Amstat noted that the first 
half of this year closed with inventories  
measured as a percentage of the active 
fleet at their lowest levels “in some time.” 
Overall used jet inventory was down 
5 percent for the year, with 44 newer 
models posting inventory declines and 
13 increasing, according to UBS’s analysis 
of JetNet data. 

Over the summer, Embraer CEO Paulo 
Cesar de Souza e Silva said there were 

“some signs of improvement on the used 
jet markets” with “some stability in prices.” 

Alex Overstrom, head of aviation finance 
for PNC Bank, said, “Preowned makes up 
the majority of our portfolio, but when 
you look at originations over the last 
few years, the contribution from new is 
definitely increasing, particularly on a 

dollar-weighted basis. That’s both strategy 
and cost of new aircraft relative to used.” 

However, a decade worth of data ana-
lyzed by AircraftPost shows that inventory 
levels have been climbing year over year 
and the number of aircraft sold as a per-
centage of the overall fleet has stalled, a 
phenomenon that continues to put down-
ward pressure on new aircraft pricing. The 
percentage of aircraft available for sale in 
AircraftPost’s tracked fleet doubled from 
2008 to 2016 while the percentage of the 
fleet changing hands was only 6.2 percent 
from 2012 to 2016. 

UBS noted this fall that “used pricing 
is still seen as declining, albeit at a slower 
rate.” Recent inventory data this fall also 
shows a modest decline, according to 
JetNet, with business jets available for 
sale as a percentage of the fleet down 
to 10.4 percent, a 1.1 percent decline and 
turboprops falling to 7.4 percent, a 0.7 
percent drop. 

JetNet reported that over the first nine 
months of this year, the preowned busi-
ness jet sale transactions rose 5.9 percent 
year over year to 1,946, but time on mar-
ket remained constant at 313 days. Mean-
while, turboprop transactions fell 10.2 
percent, to 911, and the average days on 
market increased by 13, to 309 days. The 
preowned business jet inventory is at its 
lowest level in nearly a decade, and sales 
are up 6 percent year over year, noted 
JetNet vice president Paul Cardarelli. 
However, he cautions that the numbers 
of available aircraft are being impacted by 
owners who have decided to hold aircraft 
longer due to declining residual values. 

One wild card yet to play out in all of 
this is the effect of the FAA’s 2020 dead-
line for equipping civil aircraft with ADS-
B. A consensus seems to be developing 
that a large percentage of the U.S. busi-
ness aircraft fleet will not meet the equip-
ment deadline and that the deadline is 
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1999 BOEING  
BUSINESS JET

FEATURED EXCLUSIVELY BY AVJET GLOBAL SALES

THE GLOBAL LEADER IN LARGE CABIN AIRCRAFT SALES
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 Los Angeles-based 
Avjet Global Sales, a 
division of Jet Aviation, 
specializes in large-
cabin jets. Founded 
in 1979, Avjet also 
manages and operates 
a large-cabin charter 
fleet that includes a BBJ, 
bringing added value to 
its transaction services.

 

 Renowned for its 
maintenance, repair, 
and overhaul (MRO) ser-
vices, Duncan  Aviation, 
 headquartered in 
Lincoln, Nebraska,  
was established as an 
aircraft sales broker-
age in 1956 and added 
aircraft acquisition 
services in 1991. 

 Elliott Jets traces 
its roots to the aircraft 
sales division of Moline, 
Illinois-based Elliott Avia-
tion, founded in 1936. In 
2014 Elliott expanded its 
transaction arm, bring-
ing industry veterans 
onboard and enhancing 
services, rebranding the 
division as Elliott Jets.

 Based in Boulder, 
Colorado, family-owned 
and -operated Mesinger 
Jet Sales was founded 
in 1982 by Jay Mesinger, 
a business jet broker-
age pioneer. Today the 
second generation of 
Mesingers—his four 
children—has joined Jay 
and his wife at the firm. 

THE PANEL

Marc Foulkrod,  
chairman and CEO, Avjet

Todd Jackson, vp of  
acquisitions, Elliott Jets

Jay Mesinger,  
president and CEO, 
Mesinger Jet Sales

Steven Gade, vp, marketing 
and business development,
Duncan Aviation
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A MARKET VIEW FROM THE WORLD’S  
LEADING AIRCRAFT BROKERS
by James Wynbrandt

Across the globe, market watchers report aircraft transaction activity  
is on the upswing. We convened a panel of experts from five leading 
 brokerage firms to get their views on today’s business aircraft marketplace 
and where it’s heading. An edited transcript of their comments follows.
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What should a client expect from an aircraft broker?

 Jay Mesinger—Most people probably think of a brokerage 
service simply as a company that buys and sells airplanes for 
clients, but to compete today, a broker needs to add value to 
the transaction. It’s a team process, and we pay special 
attention to the people, not just the airplane. A lot of person-
alities and skill sets are involved. That includes aviation 
attorneys, the buyer and/or seller, and all their in-house 
counsel, all the people who deal with risk management, the 
tax experts and financial planners, and the maintenance 
facility that will be inspecting the airplane. We work with 
these groups to orchestrate and navigate, and keep everyone 
informed and focused.

 Todd Jackson—We have the ability to determine the best 
airplane for the mission, and to help clients better under-
stand the asset they’re buying: what it will cost to own and 
operate, where the airplane is in its life cycle of maintenance, 
avionics and interior, the expenses they’re likely to face. The 
transaction itself requires communication among five parties: 
the buyer, seller, brokers representing each, and the mainte-
nance facility conducting the pre-buy inspection. All those 
parties need to be involved in understanding any problem 
and the solution. We guide them through the process. There’s 
also power in working with an aircraft sales and brokerage 
company that is a full-service MRO facility [like Elliott], to 
leverage the strength of both disciplines. We had a recent 
transaction where some mechanical issues were found 
during the pre-buy, and we were able to get better pricing 

from our service center than the customer was quoted by the 
local shop, and have the parts sent. 

 Marc Foulkrod —The term “broker” does many of us an 
injustice in that we are more than just intermediaries who put 
the buyer and seller together. You need a team of people who 
are well versed in all aspects of aviation. We have to under-
stand everything from a market standpoint, legal standpoint, 
operational standpoint, and lastly a risk standpoint. Being 
deficient in any of these disciplines adds risk to the deal and 
lowers your success rate. Many of these deals are terribly 
complex, and each is different and has its own potential 
pitfalls, with multiple parties on both sides of the transactions, 
many of them with completely different agendas.

 Steven Gade—These deals are complex—they’re not like 
buying a suit from the rack. If we’re buying an airplane, 
we’re communicating with the client’s CFO, the chief pilot, 
the DOM [director of maintenance]. If we’re selling an 
airplane, we’re dealing with those people on the seller’s side, 
and the buyer’s broker. We’re also communicating with the 
facility doing the pre-buy. Hundreds of emails and points of 
contact happen throughout the process. On the sales side, 
there are test flights for the buyer, demo flights, and 
working out who pays for what. We’re currently helping a 
client sell an airplane by providing a crew to perform a 
post-pre-buy flight test. That’s just one of the myriad details 
in a transaction of this nature.



Duncan Aviation was 
founded in 1956 as an aircraft 

sales organization and is a founding 
member of NARA. Since 1956, we have conducted 

more than 3,500 transactions. We have 2,150 aviation 
experts worldwide, each with an average of 12 years 

with the company. The aircraft sales team partners 
with these experts to provide technical support 
before, during and after the aircraft transaction. 

www.DuncanAviation.aero/aircraftsales
Experience. Unlike any other. 

BACKED BY

2,150 Experts
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Buyers and sellers now have access to unprecedented amounts of data 
on preowned inventory and valuations. What impact is this having on the  
marketplace and the brokerage field? 

 Steven Gade—Buyers do have access to more information 
about what is for sale and what just sold, but there are also 
more makes and models than ever, and more aircraft-specif-
ic complexities and risks than ever. Our role is to engage all 
of the experts on our team to eliminate risk and maximize 
value. The knowledge that we have combined with our 
experience of being in the trenches day in and day out for 
decades allows us to lead our clients through the path of 
least resistance. In this business, with all the technical and 
compliance issues, a couple of misunderstood acronyms, 
such as in avionics, can make a huge difference.

 Marc Foulkrod —Yes, the amount of information that is 
available now from reputable third parties is immense. But 
much of it is generic in form and some of it is outdated by the 
time it reaches the buyer or seller. A perfect example: online 
valuation services and services that report transaction figures. 
Most of the information is good for showing the trend in 
prices, but the actual price data is outdated by the time the 
prospect gets it. With prices falling so rapidly during the past 
few years, this data can confuse buyers and sellers. With 
transactional data, or sale numbers, most services give basic 
information on the aircraft specs but no story about the deal. 
Was there a back-to-back involved? What was the mainte-
nance history? Any damage history? Why did the owner sell? 
These are among the factors that determine price. 

 Todd Jackson—The internet has allowed people to gather 
more data and become more educated on all aspects of 
ownership. It’s good and bad. Because of the tremendous 
amount of information, buyers sometimes have a tough time 
getting focused. Or you can have a deal in place with a 
potential buyer on Friday; then they spend the entire weekend 
on Controller, and by Monday there are three other airplanes 
they think they’re interested in. Moreover, operational costs 
cannot be fully understood by reading data from a paid 
service or a report. It takes in-depth knowledge of items like 
avionics obsolescence issues, engine program costs versus 
benefits, and major inspection intervals. We try to educate our 
customers to not just look at the price tag of the airplane.

 Jay Mesinger—I don’t think that all the data necessarily 
makes owners and buyers more savvy, but I think they’re 
more cognizant of making sure they’re buying fuel and 
sourcing maintenance at the best price. Price and cost have 
never been as important or as focused on as in the recent 
past. As a result, we’ve put more emphasis on speaking more 
eloquently and proactively to clients about real-time market 
valuations. We’re in the market every day. Sometimes you can’t 
get actual sale prices, but you can get a range and you have to 
interpolate a little bit—buyers say they paid less, sellers say 
they got more. This lack of transparency is one of the factors 
that makes our sophisticated industry unsophisticated. 
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Some transaction-tracking services report that average time on market  
for business jets is increasing. How can a broker get a client’s aircraft to  
move at a fair price today? 

 Todd Jackson—We understand that every day an  
aircraft is on the market it will decline in value. That is why 
we price the aircraft correctly the first time, aggressively 
market it, and utilize our industry relationships to find a 
buyer fast, and get the aircraft sold. Our number-one goal  
is to minimize the time on market while maximizing the  
sale price, and our aircraft listings have a record of selling 
faster than the industry’s median days on market. This 
comes from a combination of in-depth knowledge of each  
of the markets in which we operate and providing clients 
with accurate sale-price expectations. We also work with a 
large network of industry partners and end users to create 
more sales opportunities.

 Jay Mesinger—If you establish the right price through 
thoughtful consideration, the sooner you can get in and get 
out, the better you’ll do. The average time on market for all 
the airplanes we’ve sold in 2017 is 34 days. That’s because we 
price the aircraft correctly and back it up with data. A client 
might get less than they wanted, but if they held out for that 
price, the airplane would sit on the market and eventually 
they’d have to accept less than they could have gotten when 
the airplane was first listed. Preowned prices may be going 
down at a lower and slower residual loss rate than we’ve 
recently seen, but they’re still going down, and the longer the 
aircraft is on market the less you’re going to get for it. 

 Marc Foulkrod —The reason some airplanes sit on the 
market is simple: sellers either don’t want to hear what their 
aircraft is really worth or are using brokers who are scared to 
sit down and properly educate them about why their aircraft 
is worth what it is. The key to successfully selling an aircraft in 
a reasonable amount of time and maximizing the sale price is 
using accurate, up-to-the-minute data, and many times telling 
sellers what they don’t want to hear. Anytime a broker claims 
he can get more for your aircraft than all the other brokers 
say, that should raise a red flag. A good broker can negotiate 
better terms of the deal, but we don’t make the market; we 
simply report it.

 Steven Gade—There are really two segments of the resale 
aircraft market: those aircraft that are realistically priced 
based on current market conditions and those that are not. 
You could have four airplanes for sale, three on the market 
for three months, and one for three years, and the average is 
skewed by one outlier. An accurate measure of average days 
on the market should include only the segment that is 
realistically priced. A qualified broker can reduce a seller’s 
days on the market by educating the seller on market 
conditions and working together to develop sales and pricing 
strategies that will result in a sold aircraft in a reasonable 
amount of time. It is important that we as brokers do not 
confuse listings as the end game. 
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Where do you find the best values today, and where  
do you see the market going over the next year?

 Marc Foulkrod —I think there are good values throughout 
each segment of the market, but in particular, large cabin, 
and more specifically, aircraft such as the Gulfstream G550, 
where values have plummeted to levels unthinkable just a 
few years ago. This is an aircraft that is still in production  
and can cost upwards of $45 million from the manufacturer, 
yet you can buy one that is 10 years old with good pedigree 
for $15 million. 

In Europe, we are finally seeing years of stagnation and 
selling begin to reverse. I think in 2018 you’ll see the shift 
from net sellers to net buyers in the eurozone. Also, we’ve 
seen the influx of Asian buyers. They want new aircraft, 
or as near new as possible. Back here domestically, it’s 
all about value and price. Everything else is secondary.

 Todd Jackson—When Elliott Jets starts the aircraft acquisition 
process there is no specific avenue to find the best opportunity. 
Most of the time, the top aircraft choices come from off-market 
sources such as banks, other broker-dealers, OEMs, and even 
long-time customers looking to sell their aircraft. We have the 
financial ability to take trade for our own inventory, and that 
opens a lot of doors for us. Across the board, inventory levels 
are decreasing. This has not yet seemed to affect price, but it 
has led to fewer choices for buyers. 

North America is still clearly the dominant pur-
chaser of airplanes, but we’re starting to see Euro-
pean buyers come back. Asia remains very much a 

large-cabin region, where the light and midsize jets we 
spend the bulk of our time on haven’t taken hold yet. 

 Jay Mesinger—Value to me is not price; price is a one-time 
thing, and cost is a lifetime thing. If you misjudge what value 
means and think it’s just the cheapest, it’s not going to be the 
best value. Buy a great plane at the right price, take advan-
tage of what the seller has invested in the airplane, and in 
fact maybe even spend a little more for it. At the end of the 
day, that’s the best value.

Today, most buyers are in North America while a tremen-
dous amount of inventory is outside North America, where it 
originally sold. Typically it’s more expensive to import air-
planes for a domestic client, but because we’re quickly eating 
up domestic inventory, we’re more involved with imports. 
The higher demand will soften the residual value loss rate.

 Steven Gade—Across the board, the current resale market 
represents the best retail buying opportunity for business 
aircraft that anyone can remember. As for where to find the 
best values, the more important question is how you compare, 
select, and acquire the best value.

The market is still sluggish but recently there’s been more 
buyer enthusiasm. We’ve seen segments with lower-hanging 
fruit, such as the Challenger 300, Falcon 2000EX, and 7X, get 
picked off due to the low level of prices for what the aircraft 
offer in terms of age, cabin, performance, and desirability.
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MOLINE          DES MOINES          MINNEAPOLIS 844.937.5387          ElliottJets.com

The Wells family and Private Jets, Inc. has been in business 
as a FAR 135 charter company for thirty years and has 
been involved in hundreds of aircraft transactions during 
this time. We all live in a fast paced business environment 
and often don’t take the time to acknowledge and express 
appreciation for excellence. 

The attention to detail on our recent 
Lear 40XR acquisition with Elliott Jets, Lear 40XR acquisition with Elliott Jets, 
did not go unnoticed. Aircraft 
transactions can often times be 
challenging, at best. I want to thank 
you for your professionalism 
throughout the entire process.
We all have choices and 
Private Jets would certainly be Private Jets would certainly be 
a repeat customer.

Thanks,
Hap & Eric Wells
Private Jets, Inc. 
Oklahoma City, OK

BROKERAGE ACQUISITIONS TRADES

PROVIDING EXCELLENCE AT EVERY LEVEL
The team at Elliott Jets combines a highly experienced, process-driven aircraft sales team with 350 of the industry’s most experienced 
technical aircraft experts at Elliott Aviation. Listing an aircraft with Elliott Jets ensures you have the power of our entire organization under 
one roof working on your behalf. We employ experts in all technical competencies including maintenance, avionics, paint, interior, 
accessories, parts and flight services. From contract and pricing negotiations to all aspects of managing the pre-buy, our team works in 
your best interest to keep your aircraft moving throughout the entire sale. At Elliott Jets, we’re…redefining aircraft sales.



How and when do you advise buyers to consider resale values?

 Steven Gade—We advise our clients to prepare five-year 
budgets that include realistic depreciation expectations. As 
part of this process, we provide detailed information that 
includes estimated costs and downtime for maintenance 
requirements during this period. The timing of certain events 
can significantly impact the value of the aircraft and the total 
cost of ownership. We keep in close contact with our clients 
after the sale, as we have generally established close working 
relationships with them through the process, and in many 
cases personal relationships with them. Our clients’ level of 
satisfaction, measured on the basis of repeat business, is at 
the 95 percent level.

 Todd Jackson—It’s difficult to speculate about what’s going 
to happen with the value of a particular make and model: 
whether the OEM will continue to build it, parts availability, 
and avionics obsolescence all come into play. When we talk to 
clients about an aircraft, we talk about the depreciation 

schedule and when it might make sense to transition out. 
Accountants need to be involved in these types of questions. 
We can utilize all kinds of variables to make better-educated 
guesses, but the reality is that none of us know what they’ll 
be worth. The market will ultimately determine future values. 
The number-one advice we always give is to keep your aircraft 
well maintained at a reputable maintenance facility. That will 
create more resale value.

 Jay Mesinger—The first thing to advise clients is that they’re 
buying a depreciating piece of equipment. In the recent past, 
residual values went down 20 to 25 percent per year, and that’s 
not sustainable. We believe airplanes will probably depreciate 
8 to 10 percent per year. Whatever the decline, if you get in at 
the right price today, you will not be dissatisfied with buying an 
airplane and accepting that it will go down in value. People who 
got involved in owning airplanes from about 2003 through 2008 
think aircraft went up in value every year, because they almost 
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What’s your best advice for  buyers 
and sellers in today’s market?

 Todd Jackson—Buy the airplane that meets your mission 
and fully understand any operational costs associated. For 
sellers: price your airplane correctly.

 Steven Gade—Align yourself early in the process with a 
team you trust and that will work hard on your behalf. Spend 
time together discussing objectives and strategies and be 
patient, but be ready to act when the right opportunity arises. 

 Jay Mesinger—My best advice is to put smart people 
around you who are transparent and honest, and believe 
them. Let them do their job. 

 Marc Foulkrod —Focus on the details. Buying an aircraft is 
not like buying a car. It’s a multimillion-dollar investment and 
the wrong decision can have huge financial consequences. 
Also, when hiring a broker, don’t focus on the cost of doing 
so, but the value of what you are contracting for. A good 
broker you can trust is worth many multiples more than his 
fee. People learn this the hard way. 
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always did. Today, some people may say, “I want to wait for 
prices to stabilize before I buy,” but I guess they’ll wait forever.

 Marc Foulkrod —Resale values are the most difficult topics 
to discuss with buyers, but they’re one of the most important 
factors. Today, buyers not only want to know the best value in 
the marketplace, they want to discuss what their aircraft will 
be worth in five years when they contemplate selling it. If you 
had asked the industry’s leading brokers in 2007 or 2008 to 
predict what someone’s aircraft would be worth five years out, 
all of them would’ve been dead wrong. Even the largest 
financial institutions with hundreds of Harvard quants 
would’ve been way off. People should buy the aircraft that 
comes closest to meeting their mission profile at the best 
value, and then maintain the aircraft properly. When you sell, 
you want to have the best-maintained aircraft, with modern 
upgrades, so it stands above the rest. The best-maintained 
aircraft will retain their value better. 

Contact the Experts
Marc Foulkrod, Avjet Global Sales:  
ceo@avjetgs.com; +1 (818) 480-9964

Steven Gade, Duncan Aviation:  
steve.gade@duncanaviation.com; +1 (402) 479-1551

Todd Jackson, Elliott Jets: 
tjackson@elliottjets.com, +1 (612) 382-0386

Jay Mesinger, Mesinger Jet Sales:  
jay@jetsales.com, +1 (303) 444-6766
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We’ll Lead the Way
When you’re buying or selling a 

plane, a tough marketplace can make 

the path to success seem daunting. 

But, with an experienced and 
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way, the journey will feel effortless.



a likely impetus for older aircraft to be 
parked or scrapped. 

“Readiness is nowhere near where it 
needs to be,” said Vincent. “Only one-third 
of the fleet is ready. I think it is going to 
help separate the wheat from the chaff.” 
He noted that operators of old underuti-
lized aircraft might decide to part their air-
craft out. He added, “A chunk of the fleet 
will be down and out for a while. People 
are waiting for cheaper solutions. Very few 
expect the FAA to change the deadline.” 

“I think it [the ADS-B mandate] will bring 
down inventory, particularly among some 
older aircraft—from model years in the late 
1990s to even early 2000s,” said PNC’s 
Overstrom. “In some cases the cost to 
upgrade just doesn’t make sense relative 
to the value of the airplane. That may help 
clear the market and alter supply-demand 
dynamics to improve pricing and value.” 

Analyses earlier this year from Duncan 
Aviation and JetNet both show that the U.S. 
business jet fleet is nowhere near equip-
ping on a pace for widespread compliance 
by the deadline. “At the current rate of 
ADS-B adoption, about 4,670 aircraft will 
still need ADS-B when the mandate goes 
into effect,” noted Duncan Aviation’s Mark 
Cote, company vice president for parts 
sales, avionics, and satellites. 

Predictably, older aircraft have a 
lower equipage rate than newer models, 
according to JetNet data earlier this year. 
Of the more than 13,000 business jets and 
turboprops based in North America that 
are 15 years and older, only 1,834 or 13 
percent had been equipped with ADS-B; 
however, for aircraft 14 years and newer 
the rate was nearly 30 percent. Non-
equipped aircraft could still be viable on 
the international market, but would be 

excluded from U.S. airspace. Whether or 
not these aircraft could attract financing 
is another matter. “While we make each 
financing decision individually on the mer-
its of that specific transaction, generally, 
the airplanes we finance are less than 20 
years old,” said PNC’s Overstrom. 

While some of these unupgraded air-
craft could find homes abroad, it is salient 
to note that outside the U.S., the used 
market is even softer. The majority of 
preowned business jet transactions were 
outside the U.S. in 2008; post-recession 
that number has shrunk to less than 34 
percent. In the face of falling global energy 
prices and Chinese political reform, the 
demand for preowned aircraft, particularly 
large-cabin aircraft in the BRIC countries 
(Brazil, Russia, India, and China) has sub-
stantially declined, according to Amstat. 
What demand remains appears to be 
shifting from large-cabin to medium and 
small jets. There are some signs of prom-
ise in Brazil and Mexico; in the former, 
preowned transactions have climbed 23 
percent over the last year. 

That said, the overall market consensus 
seems to be another year or two of tough 
price sledding for the preowned market 
until inventories see further tightening. 
But a return to the robust used aircraft 
pricing of 2002-2008 may never come 
again according to Textron’s Donnelly. “I 
don’t think that’s realistic. I think people 
have to get their head out of that.” 

Jets 
While the preowned market has stabi-
lized, that stabilization has been far from 
uniform. “Late-model anything, there’s 

almost nothing available; and in large-
cabin aircraft built in the last four to five 
years, there’s very little available,” Vin-
cent said. The models that have shown 
the most volatility over the last year are 
the Embraer Legacy 650 and the Gulfst-
ream G450 Vincent said. “They’ve really 
plummeted in value, albeit for different 
reasons. The G450 is going out of produc-
tion while Embraer has realized that [the 
large-cabin market] is a tough segment 
to play in. That market has tightened up 
now and a lot of the inventory has been 
snapped up, but airplanes have changed 
hands at dramatically low prices.” 

“A higher percentage of the fleet is 
coming onto the market year over year, 
yet we’re not seeing much movement in 
the percentage being sold, particularly 
with in-production models,” said Aircraft-
Post president Dennis Rousseau earlier 
this year. Indeed, while the percentage 
of in-production aircraft on the market 

declined, concurrently the percentage sold 
did as well, creating a virtual wash and cer-
tainly no upward pricing pressure, overall. 

The Vref valuation indices bear this 
out, showing continued declines across 
all categories for this year’s third quarter, 
with light and late-model large jets post-
ing 3 percent declines from the second 
quarter, while midsize valuations fell off 2 
percent. Compared with last year’s third 
quarter, light jets are down 4 percent and 
midsize and large jets are both down 5 
percent. The one glaring difference is late 
model large jets, down 10  percent year 
over year. 

Large-cabin 
A cursory sampling of the Vref database 
of select 1997, 2007 and 2012 model val-
uation changes between the beginning of 
2016 and late 2017 shows continued price 
softness in the large-cabin sector across 
virtually all models. A 2012 Legacy 650 
valuation collapsed from $17.75 million 
to $11.5 million while the G450 dropped 
from $23.25 to $16.5 million. 

Earlier model years also took a beating, 
though not quite as dramatic, with a 2007 
Legacy 600 declining from $8.5 to $6 
million and the same year G450 moving 
from $14.75 to $11 million. While the mar-
ket for the G550 tightened considerably, 
that didn’t stop prices from falling. In fact, 
a 2007 model dropped from $26.5 to $17.5 
million and a 2012 vintage lost almost $10 
million down to $27 million. The average 
year-over-year decline for a G550 is a 
sobering 11.5 percent, according to Air-
craftPost. Though it quickly corrected, an 
early plunge for the flagship G650 was 
even more dramatic, with a 2012 model 
declining from $61.5 to $47 million. The 
four 2013 G650s sold during the first eight 
months of this year commanded an aver-
age price of $49.1 million.

Bombardier large-cabin models also 
took a hit, with 
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a 2007 
Global 5000 dropping from $18.5 to $13 
million and a 2012 Global 6000 moving 
down from $36.5 to $31.5 million. Large-
cabin Falcon trijets fared little better, 
with a 2012 7X dropping from $33 million 
to $26 million and the same year 900LX 
down from $28.25 million to $23 mil-
lion. “There are very few late model 7Xs 
available,” said Vincent. While 2013 7Xs 
traded so far this year were command-
ing an average price of $49 million, that 
year vintage dropped 25 percent last 
year according to AircraftPost. 

Values for Challenger 604s and 605s 
continue to fall; a 1997 604 declined from 
$4.8 to $3.6 million, a 2007 from $9.7 to 
$7.5 million, and a 2012 605 from $15.5 
to $12 million. Older 604s may see val-
ues stabilize in the wake of announced 
upgrade programs for the type including 
the recently announced Nextant 604XT 
program. The upgrade for the entire 
aircraft is estimated at $3 million to 
$4.5 million for new avionics, new paint, 
interior, and a 500-nm range extension 
that is expected to include winglets. The 
$599,950 cockpit retrofit piece involves 
installing Rockwell Collins Pro Line Fusion 
avionics plus $199,950 for Safe Flight’s 
autothrottle AutoPower system. 

Nextant executive v-p Jay Heublein 
said the timing is optimal for the 604XT 
program. “Values on Challenger 604s 
have continued to fall and make it a very 
attractive airplane. It’s still a relative 
young airframe with decades ahead of 
it. A large part of the fleet is coming up 
for significant structural inspections over 
the next three to four years,” he added. 

“What a perfect time to think about sig-
nificantly upgrading your airplane.” 

For those unmoved by that argument, 
a newer 2015 Challenger 650 has already 
depreciated from a new price of $32.35 

million to $23 million. While these large 
price movements would normally indicate 
a market oversupply, that is not the case, 
Vincent insists. 

Super-mediums
Transactions are up, but values are down. 
Transactions as a percentage of the fleet 
increased to 4.9 percent from 1.6 percent 
at the beginning of the year for the Gulf-
stream G200, but here again, valuations 
dropped off; a 2007 model fell from $6.75 
million to $5 million and a 2012 from $17 
million to $13 million. Citation Sovereigns 
are largely staying put, with valuation 
changes reflecting this low churn; a 2007 
model dropped from $7.4 million to $6.45 
million and the decline for a newer 2012 
was from $10.5 million to $9.15 million. 
Citation Xs of all vintages exhibited grad-
ual depreciations across the sampling; a 
1997 model fell from $3.2 to $2.8 million, a 
2007 from $7.25 million to $5.8 million and 
a 2012 vintage from $12.25 to $10.8 million. 

The fall for a Bombardier Challenger 300 
was a tad more pronounced, with a 2007 
model declining from $9.75 to $8.35 mil-
lion and a 2012 from $14 million to $11.75 

million. Falcon 2000s are depreciating 
in an ordinary trajectory: a 1997 model 
dropped from $4.5 to $3.6 million, a 2007 
2000LX from $15.7 to $12 million, and a 
2012 2000LX from $22 to $18.25 million. 

Mediums
This sector was largely drama-free and 
predictable this year, having taken a 
major depreciation hit last year. The fall 
UBS Business Jet Market Index gave tur-
boprops the highest score—54—of any 
market sector, up 7 percent sequentially. 
However, if the middle market is poised 
for come kind of comeback, perhaps 
driven by a shift in international demand, 
there is certainly no clue in current valua-
tions. Ten-year-old Hawkers, Gulfstream 
G150s and Learjet 60s are all trading at 
or below $5 million—sometimes way 
below $5 million. 

A decade-old Hawker 800XP or Learjet 
60XR can now easily be had for around 
$3 million while G150s of the same vin-
tage fetch about $4 million. Newer 2012 
vintages are doing marginally better; the 
G150 fell from $9 million to $6.3 million, 
the Hawker 900XP from $7 million to 

$5.5 million, and the Learjet 60XR from 
$5.4 to $4.4 million. 

Citations at the light end of the medium 
range are all exhibiting gradual price attri-
tion; 1997 Ultras have depreciated down 
to almost parts value at $1.45 million, 2007 
Encores fell from $4.05 to $3.25 million, 
and the 2012 XLS+ dropped from $7.4 to 
$6.6 million. Falcon 50EXs dropped; for a 
1997 from $3.7 to $3.1 million while 2007s 
lost more than $1 million, from $7.3 million 
to $6.2 million. 

Embraer’s new market entrants in the 
segment, the Legacy 450 and 500, also 
experienced the type of depreciation one 
would expect, given their relative ages; a 
2015 Legacy 450 that sold new for $16.5 
million is trading for $15 million and a 
same year Legacy 500 that was $20 mil-
lion new is now $16 million. 

Light 
On the light end of the market, Vincent 
said that “The [Embraer] Phenom 300 
has shown some strength in terms of 
value retention, and I like what I see with 
that.” He also pointed to the 53 Honda-
Jets delivered through October as a sign 
that the light jet market is coming back; 
however, he said he was surprised to see 
10 already back on the market. A 2012 
Phenom 300 dropped in value from $7.2 
to $6.2 million while a 2016 HondaJet 
already has declined from $5.3 million to 
$4.65 million. Phenom 300 values could 
be bolstered by the introduction of the 
pricier 300E announced in October.  

Learjet 40XRs continue their deep 
dive; a 2007 dropped from $2.7 million 
to $2.15 million and a 2012 from $5.6 to 
$4.45 million. The slightly larger Learjet 
45XRs parallel this trend, with a 2007 fall-
ing from $4 million to $3.3 million and a 
2012 down from $6.4 to $5.3 million. 

This year’s announcement by Textron 
that it discontinued the Cessna Cita-
tion Mustang has put mild downward 
price pressure on that model. Textron 
announced in 
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May that it 
had ended Mustang production after a 
12-year run that produced more than 470 
aircraft. A 2012 Mustang that sold new 
for $3.2 million in 2012 is now fetching 
$1.9 million and a 2007 model can be 
had for an average of $1.4 million. The 
valuations do not reflect the announce-
ment of available after-market options 
in October designed to keep the aircraft 
relevant, including an avionics upgrade 
to the Garmin G1000NXi flight deck and 
the Tamarack active technology load-al-
leviation system (Atlas), designed to 
yield a 15 percent range increase, 400-
pound improvement in maximum zero 
fuel weight, and reduced climb times. 
Textron’s upgrade strategy for Mustang 
customers had always been to move 
them into new aircraft, most notably the 
hot-selling M2. Used values for that air-
craft have been holding steady. A 2013 
new M2 that sold for  $4.4 million still 
commands $3.3 million. 

Also on the light side of light jets, 2007 
Eclipse 500s jumped in average value 
from $700,000 to $800,000, undoubt-
edly reflecting the large number that 
have received product upgrades over the 
years. Values for new production Eclipse 
550s from 2014 dropped from $2.6 mil-
lion to $2.3 million. However, these valu-
ations were computed before fresh news 
of Eclipse parent One Aviation’s latest 
financial difficulties became prominent. 
How that shakes out will have a further 
impact on product support and ultimately, 
valuations. In October, One laid off a 
second round of employees at Eclipse’s 
Albuquerque, New Mexico facility amid 
reports it was having difficulty procuring 
parts to support the existing fleet. The 
company blamed the latter on supplier 
quality issues.  

The 2012 Embraer Phenom 100 saw a 
mild decline in valuation from $2.85 to 

$2.5 million. However, aftermarket and 
factory options are available for the air-
craft that should help it hold valuations 
relative to the market going forward. Chief 
among these is Embraer’s “ACE” (Aircraft 
Completion by Embraer) interior refurbish-
ment options that add more comfort, func-
tionality and reliability to the interior over 
stock aircraft, including improved seating. 

Up the food chain but still within 
the category, prices for most flavors of 
Cessna Citation CJs saw market drops, 
save for the 2007 CJ2+, which declined a 
mere $155,000 from $3.55 million to $3.4 
million and the newer 2012 CJ3, which fell 
from $5.75 million to $5.4 million. Most 
other CJs manufactured between 2007 
and 2012 lost approximately $500,000 
across the board with the exception of 
the 2012 CJ4, which dropped from $7.2 
million to $6.3 million. 

Light Beechcrafts are arguably already 
on the bottom; a 2012 Premier fetched 
approximately $1.85 million, while 1997 
Beechjet 400As are trading in the 
$800,000 range and a decade-newer 2007 
400XP already has sunk to $1.825 million. 

Low 400A and 400XP valuations 
already have encouraged the aftermarket 

to re-think the previously announced 
upgrade programs for these aircraft. Nex-
tant Aerospace is now offering its 400XTi 
whole aircraft remanufacturing program 
on an a la carte basis. Nextant already has 
remanufactured 20 aircraft as 400XT/
XTis and last year announced that it had 
approximately 20 percent of the 550 
applicable 400/400XP aircraft signed up 
for the $3 million program, which includes 
new engines, avionics, paint and interior. 
However, earlier this year the company 
began offering an incremental program 
as an additional option. Customers can 
start with a $500,000 avionics upgrade 
to the Rockwell Collins Pro Line 21 cock-
pit that includes a TBO extension on the 
stock Pratt & Whitney Canada engines 
to 5,400 hours. 

Elliott Aviation also offers an incre-
mental upgrade program badged the 
400E that features Garmin G5000 touch-
screen avionics ($400,000), GoGo Wi-Fi, 
new paint and interior including a new 
interior shell kit that yields more cabin 
space, new cabinetry, lighting, and elec-
tric window shades. The entire package 
with avionics is priced at $700,000. 

Textron Aviation also offers its 400XPR 
program in stages including engines, avi-
onics, paint and interior, and winglets.  

Turboprops
When it comes to used business aircraft 
resale values, slow and steady wins  
the race. Turboprops for sale represent 
just 7.4 percent of the fleet, according 
to JetNet and the trend is for that inven-
tory to decline further. Across the board, 
used turboprop prices are, for the most 
part, monotonously steady, with most 
either holding price or posting modest 
valuation declines far smaller than their 
jet cousins. 

As Vref noted earlier this year, turbo-
prop values have held strong for the last 
four consecutive quarters. 

There are of course trend exceptions, 
such as both long- and short-body Mit-
subishi MU-2s, which actually increased 
in value over the last year, and the Piaggio 
Avanti, that continues to fall hard. But for 
the most part there’s “Nothing to see here.” 

Twins
There are the aforementioned market 
malcontents including the Piaggio. Val-
ues of a 2007 P.180 Avanti II dropped from 
$2.4 to $2.1 million and a newer 2012 was 
down from $4.6 million to $4.1 million. The 
situation was not helped by confusion 
last year about Piaggio’s future. Now the 
company has reaffirmed its commitment 
to building new-production aircraft and 
continuing needed product upgrades 
such as new wheels and brakes. Earlier 
this year, Piaggio Aerospace CEO Renato 
Vaghi proclaimed, “Our primary goal in 
2017 is to continue to put our customers 
first by offering them the highest level of 
support throughout the life of their P.180” 
by offering avionics upgrades, new main-
tenance regimes and an improved landing 
gear system available for retrofit. These, 
he said, are part of a “wider, long-term 
customer-driven strategy.”

The only comparable motion was on 
the high end of the twin spectrum, with 
a 2012 King Air B350 declining from $4.5 
million to $4 million. But as a whole the 
King Air line was remarkably steady with 
valuation changes that look more like 
rounding errors. Values for C90s circa 
1990 and 1997 held steady at $850,000 
and $1.075 million, respectively. Move-
ment in the B200 segment was about 
as exciting. Valuations for 1990 models 
moved from $1.2 to $1.15 million, on a 
1997 from $1.5 to $1.45 million, 2007s 
held steady at $2.3 million, and 2012s 
decreased marginally from $3.125 to 
$3.025 million. Older B350s also held 
fairly even; a 1990 dropped from $1.5 to 
$1.4 million, a 1997 held steady at $1.95 
million, and a 
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2007 was off 
from $3.3 to $3.2 million. There is no 
shortage of parties offering King Air 
upgrades and/or modifications, but none 
of this seems to have an effect on used 
valuations writ large. 

In October, Elliott Aviation marked 
its 500th Garmin G1000 installation on 
a King Air. The company said it was the 
first to install the avionics system aboard 
the King Air 200 series and the 300/350, 
and the first to deliver the upgraded 
Garmin G1000NXi package. Innovative 
Solutions & Support (IS&S) and Black-
hawk Modifications have announced an 
agreement for Blackhawk to distribute 
and install IS&S’s NextGen flight deck 
and integrated turboprop autothrot-
tle system for King Air 200s and 350s. 
The two models account for more than 
3,000 airplanes, according to IS&S, and 
there are another 2,000 C90 through 
E90 and F90 models that are upgrade-
able as well. In the twin-PT6 King Air 
application, the autothrottle will include 
engine-out thrust control, which in case 
of engine failure automatically sets the 
remaining engine to the correct power 

level if airspeed drops below minimum 
controllable airspeed. 

Advent Aircraft Systems has devel-
oped an eABS anti-skid braking system 
for B300/B200 series King Airs. “This is 
the first ever ABS solution for the King 
Air, providing you with reliable, effective 
anti-skid braking in a lightweight, high-
value, easily installed system,” said Tom 
Grunbeck, Advent’s vice president of 
marketing and sales. 

Blackhawk has also rolled out its latest 
King Air engine upgrade program, the 
XP67A, that provides a 25 percent to 30 
percent power increase; a 400 thermody-
namic shp increase over the stock PT6A-
60A engines; and better climb, cruise and 
high/hot performance, while reducing 
overall aircraft weight by 18 pounds on King 
Air 350 series. The upgrade is available for 
both civil 350s and special-mission/gov-
ernment 350ERs, the latter in cooperation 
with Blackhawk’s Vector-Hawk military 
sales division and the Sierra Nevada Cor-
poration. It includes two new Pratt & Whit-
ney Canada (P&WC) PT6A-67A engines, 
new MT five-blade composite propel-
lers and spinners and a True Blue Power 

lithium-ion battery. Blackhawk CEO Jim 
Allmon said the upgrade makes the XP67A-
equipped turboprop “the fastest King Air 
on the planet.” Blackhawk said that at 
FL280, ISA+ 20 degree C day, max cruise, 
13,000 pounds, the XP67A upgrade deliv-
ers 332 ktas versus 292 ktas for a stock 
King Air 350. Under the same conditions, 
the XP67A climbs from sea level to FL350 
in 18 minutes, compared with 45 minutes 
for the stock King Air 350. Meanwhile, in 
October, Nextant Aerospace announced 
that it had completed certification trials 
for the King Air G90XT’s new single-lever 
engine control system, paving the way 
for FAA certification. The system allows 
each engine to be controlled with one lever, 
leaving pitch control to the Fadec. 

Stable pricing has continued for 
extreme legacy twins such as the Cessna 
441 Conquest II, Piper Cheyenne series, 
and Twin Commanders. Values of 1985 
441s decreased from $1.3 to $1.2 million 
and 1983 Cheyenne IIs from $520,000 
to $505,000. A 1985 Twin Commander 
1000 still commands $1.35 million, down 
from $1.375 million, while an older Twin 
Commander 950 declined from $975,000 
to $900,000. The Mitsubishi MU2s 
increased in value, with the long-body 
1985 Marquis rising from $650,000 to 
$705,000 and the 1981 Solitaire increas-
ing from $540,000 to $555,000. 

Singles
Single-engine turboprops appear to be 
a rock-solid value store. Cessna Grand 
Caravans are increasing in value across 
the board regardless of age, up modestly 
for the year by about $25,000 to $30,000. 
Blackhawk and Metal Innovations saw a 
market opportunity given these values 
and launched the Caravan Reset Program 
this past summer for high-time aircraft 
(20,000 hours total time).

The “Reset” program includes a Metal 
Innovations Cessna 208 Special Inspec-
tion Document (SID) Reset STC along 
with the new 867-shp Blackhawk XP140 
engine, the same PT6A-140 engine 
installed on the production Caravan EX 
model. The engine upgrade delivers a 
28 percent increase in horsepower for 
takeoff, climb and cruise, while retaining 
the existing cowling, engine mount, and 
exhaust system. The upgrade includes a 
325-amp starter generator that lowers 
start temperatures by 100 degrees F, a 
new Hartzell 106-inch propeller and Hawk-
eye DigiLog Engine gauges. This program 
will allow Cessna Caravan operators to 
reset their aircraft to like-new standards 
for a fraction of the cost of a new airplane, 
Blackhawk said. 

Likewise, values of late model Quest 
Kodiaks are on the rise. A 2012 model 
increased in value from $1.16 million to 
$1.3 million. Values of Pilatus PC-12s, 
Piper Meridians and TBMs barely budged 
during the year. A 1997 PC-12 declined 
from $1.7 to $1.6 million, a 2012 from $3.8 
million to $3.7 million; a 2007 Meridian 
dropped from $1.075 million to $950,000, 
a 2012 from $1.5 million to $1.35 million; 
while a 1997 TBM 700 fell from $1.18 
million to $980,000, a 2007 Model 850 
barely moved at all down to $1.7 million, 
and a 2012 diminished from $2.52 million 
to $2.27 million. 

Upgrades are available for many of 
these aircraft including the Advent eABS 
system and the IS&S avionics upgrade 
with autothrottle for the PC-12. The avion-
ics upgrade includes new PFDs and MFD, 
dual SBAS GPS receivers and IS&S’s inte-
grated flight management system with 
LPV approach capability. Pilatus delivered 
its 1,500th PC-12 in June and used values 
for that aircraft and the Cessna Caravan 
could remain elevated in light of EASA’s 
March ruling legalizing single-engine tur-
boprop commercial operations in instru-
ment meteorological conditions in Europe. 

In October, Richard Koe of European 
aviation intelligence firm WingX noted 
that, while SET (single-engine turbo-
prop) activity is “growing fast,” so far only 
7 percent is commercial/AOC, while the 
rest is private. The total turboprop single 
fleet currently numbers approximately 
330 aircraft in Europe. The PC-12 being 
most active and fast growing, with flights 
up 92 percent compared with the same 
point last year. Overall the number of 
commercial SET flights has increased by 
72 percent from a year ago, he added. 
Could the growth of European charter 
raise values of the U.S. preowned fleet 
as more are sold into Europe to meet 
demand for new low-cost service? It’s 
not reflected in the pricing—yet.  
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Encompass to fly Surf Air’s CA ops  
by Chad Trautvetter

Encompass Aviation, which 
received its FAA Part 135 certifi-
cate for intra-state charter flights 
in March, has subleased all 12 of 
Surf Air’s PC-12NGs and assumed 

the “all-you-can-fly” company’s 
aircraft operations and manage-
ment in California, Encompass 
president and CEO Steve Harfst 
told AIN. As part of the move, 

Surf Air surrendered its Part 135 
certificate and is now solely using 
third-party charter operators for 
all of its bases, which include Las 
Vegas, Dallas and the UK.
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Hawthorne-based Encompass 
“quietly” took over Surf Air’s more than 
70 daily weekday flights in California 
in May, and Harfst is only speaking 
about the deal now that the transition 
has been completed. Ecompass has 
retained all of Surf Air’s more than 60 
pilots and its operating structure, but 
has added a safety director position 
and is in the process of implement-
ing a safety management system, said 
Harfst, who previously was the presi-
dent and CEO at charter airline USA 
3000 and a former U.S. Navy F-14 pilot.

Harfst has embraced Encom-
pass’s role as a stepping stone for 
pilots aiming to fly at the major air-
lines. Each PC-12 is crewed by two 
pilots, and SICs are typically captain 
rated in the turboprop single and 
transitioned into the left seat after 
about a year, he said.

“Our pilots fly an average of 82.5 
hours per month, so it doesn’t take 
them long to meet the 1,500-hour 
minimum requirement to fly at a 
Part 121 operator,” Harfst noted, 
adding that Encompass pilots fly 
between 14 and 17 days per month.

The company’s pilot training 
is done with in-house instruc-
tors, though Encompass does use 
FlightSafety International’s PC-12 
simulators in Houston, he said. 
Maintenance is also done in-house 
at the company’s base in Hawthorne 
overnight during fleet downtime.

Encompass plans to focus on 
commercial aviation operations and 
management, but has no intentions 
of offering traditional on-demand 
charter flights. The company has 
plans beyond just Surf Air, though, 
Harfst said. Encompass is working 
to upgrade its Part 135 certificate to 
allow inter-state flying and is cur-
rently talking to other new-model 
business aviation travel services com-
panies about managing and operating 
their fleets. n

Encompass Aviation, a Part 135 firm 
that plans to focus on commercial 
aviation operations and management, 

“quietly” took over Surf Air’s more 
than 70 daily weekday flights 
in California earlier this year.
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Cash king for aircraft buys, 
but leasing now on rise
by Curt Epstein

While the United States has spent the last year virtually mired in 
 political turmoil, the financial markets have appeared relatively 
 insulated from the chaos. But that prosperity has not spilled over to 
the business aviation industry. Those who finance business jets and 
other elements of the private air-transportation business sector are 
grappling with new dynamics, trying to make sense of why record 
profits and a steadily growing stock market have not led to more 
 people and companies buying and using aircraft.

Over the past year, the Dow Jones Indus-
trial Average grew by nearly 30 percent, 
rising from 18,000 in November 2016 
to more than 23,500 last month, while 
the S&P 500 rose from 2,100 to better 
than 2,500 in the same span. The Nasdaq 
Composite Index saw even better per-
formance, with a more than 30 percent 
increase year-over-year, reaching a peak 
of more than 6,750. 

“Record stock prices in 2017 are based 
on expectations for higher corporate prof-
its,” explained Gus Faucher, chief econo-
mist with PNC Financial Services Group. 

“Markets are forward looking, and they 
have largely discounted political volatility, 
expecting this to pass. Instead, investors 
think corporate profits will continue to rise 
thanks to improving demand from solid 
U.S. and global economic growth, rising 

prices, reduced regulation, the weaker U.S. 
dollar, and corporate income tax cuts.”

Likewise, the U.S. unemployment rate 
in October was 4.1 percent, the lowest 
since December 2000, while the Federal 
Reserve Bank of Atlanta estimates that 
the U.S. gross domestic product (GDP) 
could finish out the year with a surge at a 
4.5 percent annualized growth pace. “The 
current economic expansion began in 
June of 2009, and is now the third lon-
gest in U.S. history,” Faucher told AIN. 

“With few imbalances in the economy, 
the expansion will continue well into 
2018, and possibly longer. U.S. economic 
growth slowed slightly in the third quarter 
because of Hurricanes Harvey and Irma 
but will receive a boost in late 2017 and 
early 2018 from rebuilding that is funded 
by federal aid and insurance payments; 

job growth will pick up as businesses 
rehire after the storms.”

Against this backdrop, the business jet 
industry is set to deliver its lowest yearly 
total of new aircraft since 2004, at approx-
imately 620 units. While many experts in 
the business aviation finance community 
believe that such financial indicators are 
still valid, they are clearly no longer the 
bellwethers they once were for the indus-
try. “Those indicators are still relevant, 
but it used to be that we could look at 
USD, GDP and U.S. corporate profits and 
that would tell us where the new business 
jet sales were going,” said Kirsten Bartok 
Touw, managing partner of Virginia-based 
AirFinance. “Today, while the U.S. is still 
the largest component of new aircraft 
sales, it is no longer so dominant that U.S. 
GDP or financial markets correlate with 
the new aircraft sales, or the percentage 
of used aircraft for sale.” 

U.S. corporate profits have maintained 
a largely positive trajectory since the 
global financial crisis, but “there’s kind of 
a reset now of the relationship between 
corporate profits and business jet cycles.” 
explained Paul Cardarelli, vice president 
of sales for industry data provider JetNet. 
Speaking at the annual JetNet IQ summit 
in September, he explained that in many 
cases those profits came without prosper-
ity. “In those years, [companies] weren’t 
necessarily selling more widgets but [were 
rather] shutting down inefficient plants, 
restricting payroll and finding other 
devices to make themselves profitable.” 

Others suggest that aircraft buyers 
now have more variables at play than 

ever before. “Consideration should also 
be given to the velocity of money, how 
quickly it turns over, combined with mea-
sures of economic confidence,” said Ford 
Von Weise, director and head of Citi Pri-
vate Bank’s global aircraft finance. “Poten-
tial aircraft purchasers have been sitting 
on cash for a few years now, yet they are 
not buying aircraft due to a general lack of 
economic and political confidence.”

According to industry data provider 
JetNet, private jet utilization has been 
increasing since the trough of 2009 and 
is now approaching the levels seen in 
2003 at about 4,400,000 cycles a year. 
However, the fleet today is 50 percent 
larger fleet than at that time. “There are 
too many aircraft in the system right now 
and they’re living longer that we ever 
expected them to,” noted industry ana-
lyst Roland Vincent, creator of JetNet IQ. 

“We updated our so-called survivor curve 
for the industry,” he said, explaining that 
the curve, which measures how long an 
aircraft stays in operation, now doesn’t go 
to zero until just beyond 50 years. “That’s 
unheard of,” he added.

That longevity, along with overpro-
duction, has contributed to a glut of 
pre-owned aircraft that helped spur the 
lingering erosion in prices and residual 
values in the aftermath of the global 
recession. “The overhang of way too 
much used inventory has caused major 
value reductions, causing many people 
to not upgrade, as the delta between new 
and used [pricing] has become too great—
and thus painful,” said Allen Qualey, 
senior advisor and 
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president emer-
itus of 1st Source Bank’s specialty finance 
group. He added that his company is see-
ing “a meaningful number of business 
aircraft, primarily jets, that are being 
maintained under a low-utilization pro-
gram…as some say they don’t really need 
it, but the value has dropped to the point 
it doesn’t make sense to sell it.”

“The largest competitor we see are peo-
ple that kick tires with a new or newer air-
plane, and say they can’t make the switch 
between what they owe or what they paid 
for their airplane, what it’s worth today 
versus the brand-new airplane,” noted 
David Labrozzi, chief operating officer of 
Global Jet Capital. “This has happened all 
over the world in all the markets.” Speak-
ing at the JetNet IQ summit in Septem-
ber, he described one UK customer who 
moved from aircraft ownership into an 
operating lease after learning his 10-year 
old large-cabin jet was worth less than 30 
percent of its initial value.

“Is 10 percent [depreciation] per annum 
the new normal?” asked Chris Partridge, 
head of aircraft finance, lending and 
deposits with Deutsche Bank Wealth 
Management, rhetorically. “Clients are 
really quite unhappy when you say we will 
amortize your debt at that sort of amount 
per annum.” 

“Unfortunately, you really have to take 
a long-term historical approach and rec-
ognize that residual value curves are now 
steeper than they used to be,” explained 
Touw. “Buyers don’t always want to hear 
it, but it is the new reality.” 

Despite the recent drastic decline in 
aircraft values, some experts believe the 
situation could abate. 

“I do believe that depreciation rates on 
used aircraft will moderate and be less 
severe than in the past two years,” pre-
dicted industry veteran Michael Kahmann. 

“The high rate of depreciation in the past 
is, in my view, unsustainable, and a few of 
the key macro indicators, such as reduced 
OEM sales as well as lower used aircraft 
inventories and higher secondary market 
transaction velocity, should help this val-
ue-moderation trend.” 

Close Deals with Cash
Cash remains the preferred method 
for purchases of new jets in the U.S., 
according to analysis from Michael 
Chase, principal of Chase & Associates. 
Based on his research, 73 percent of the 
buyers of new aircraft in the U.S. use 
cash, at least for the initial purchase, a 
level that has remained relatively con-
stant since 2006. 

“Cash is king to the extent one cannot 
find a better use to deploy funds else-
where,” said Geoffrey Kaufman, an indus-
try financing consultant and president of 
Connecticut-based Corporate Aviation 
Solutions. “The flipside to this statement 
would be that aircraft residual values are 
too much of a wild card to forecast; there-
fore, it may be better to let someone else 
shoulder that risk.”

“Big business and the ultra-wealthy still 
have significant cash war chests,” added 
Joseph DiLallo, BMO Harris Equipment 
Finance’s head of aircraft finance and leas-
ing. “Unless they use their cash for busi-
ness acquisitions and capital expenditures 
or expansion, many will continue to use 
cash versus financing when acquiring jets.”

That model may hold for the U.S., but 
JetNet IQ’s quarterly survey suggests 
that internationally, the dynamics may be 
different. The company questions more 
than 500 aircraft operators globally each 
quarter, and its results indicate that when 
international buyers are entered into 
the mix, the desire for financing seems 
to increase. To the question “Currently, 
what is your preferred method for fund-
ing your aircraft purchases?” just slightly 
more than 45 percent reported that cash, 
or cash followed by financing, was their 
preference for new aircraft purchases.

Preowned Taking Off
For preowned aircraft sales, things con-
tinue to improve, with a year-over-year 
increase in transactions of 5.9 percent in 
the first seven months of 2017. Accord-
ing to JetNet’s third quarter 2017 mar-
ket information, just 10.4 percent of the 
worldwide business jet fleet is for sale, 
the lowest level since before the Utica, 
N.Y.-based company began tracking such 
data in 2005. 

“We think the political climate is relevant, 
with a more pro-business and pro-business 
aviation administration having an impact 
on demand,” stated Alex Overstrom, head 
of aviation at PNC Aviation Finance. “That 
appears to be playing out right now, as 
greater market confidence and investment 
are driving the lowest levels of pre-owned 
inventory since the financial crisis, and as a 
result, pricing appears to have found some-
thing of a floor.”

“It represents a market that is recover-
ing, there’s no question,” agreed Vincent. 

“I see all kinds of signs of that: utilization 
is up, charter flying is up, pre-owned 
transactions are up, and the sentiment 

of the owner/operator community, that’s 
rebounded from where it was.”

For late-model, pre-owned aircraft 
such as the Gulfstream G550, the market 
has tightened considerably, with 23 trans-
actions over the last year for the type. “If 
you want an aircraft of that category and 
vintage, there’s almost nothing available. 
It’s all been gobbled up because they were 
seen as such good value for the dollar,” 
said Vincent. “The supply of nearly-new 
airplanes is pretty well getting picked 
over, causing buyers to either choose new, 
or settle for older equipment, and we’re 
seeing both,” Qualey agreed.

Donald Dwyer, managing partner of 
Connecticut-based aircraft brokerage 
Guardian Jet, is seeing many first-time 
buyers coming out of fractional programs, 
purchasing older aircraft and refurbishing 
them for about what it would cost to buy 
200 hours a year on a newer aircraft.

How customers are paying for those pre-
owned jets has changed since the financial 
downturn, at least in the U.S. “The percent-
age of financed versus cash retail transac-
tions for business jets was roughly split 
50-50 from 2000 through September 2008,” 
noted Chase, who bases his research on FAA 
filings. “But then in 2008 came the start of 
the economic meltdown, at which point 
securing debt financing for pre-owned 
business aircraft purchases became a more 
challenging task for buyers. New rules were 
established, and credit became difficult to 
obtain even for large, credit-worthy organi-
zations. Thus the pendulum swung in favor 
of cash as the method of most preowned jet 
transactions.” As an example, he cited the 
second quarter of 2008, when 56 percent 
of the 1,479 preowned aircraft transactions 
were closed with cash. By contrast, in the 
second quarter of this year, 70 percent of 
the 1,830 sales were cash deals, he said. 

“Most lenders are much more selective 
today than they were five or 10 years ago; 
we’re not falling over ourselves to lend 
to marginal credits, charter companies, 
dealer floor plans,” said DiLallo. “This 
is because lots of U.S. financiers sus-
tained large impairments or writedowns 

resulting from credit defaults, lease-end 
returns and sharply declining jet values.”

While for preowned business jets, the 
cash-payment level is now similar to that 
of new purchases, the pendulum may be 
starting to swing back to the pre-downturn 
norms. “We are seeing a return of buy-
ers who want to finance instead of paying 
cash,” said Sam Harris, president of JetLoan 
Capital. “We believe that the mind-set that 
financing is hard to find and hard to achieve, 
is starting to change.” He explained that, his-
torically, when interest rates are low, as they 
are now, many entrepreneurs believed they 
could earn a better rate of return investing 
in their business than the current cost of 
capital, leading them to seek financing for 
the aircraft. “That philosophy appears to be 
making something of a comeback,” he said.

“As confidence in the economy grows, 
we’re seeing a trend toward companies 
expanding and preserving cash to fund 
the growth,” added 1st Source’s Qualey. 

“Rising interest rates are motivating some 
buyers to lock in now with swaps or simple 
fixed-rate loans, rather than utilizing their 
revolving lines, which have floating rates.”

For some buyers, the immediacy of a 
cash transaction allows greater flexibil-
ity to jump on that great bargain deal, 
an opportunity that has clearly begun to 
become more scarce.

“Many of our clients are using cash to 
purchase an aircraft and then later financ-
ing the acquisition,” said Citi’s Von Weise, 

“the advantages of doing so are greater pur-
chase leverage, easier closing processes and 
shorter time frames. Given the extremely 
low level of debt these days, many sophis-
ticated clients looking to optimize their 
balance sheets are leveraging the aircraft 
after the initial closing and using the debt 
to better leverage their portfolio returns.” 

The comfort zone on the age of the 
aircraft varies from lender to lender, 
and for most there are no hard and fast 
rules, only guidelines. “Old aircraft are 
often classified by the age of 10 years,” 
explained Labrozzi. “With a structure 
appropriate to the airplane and relative 
to the customer 
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profile, this is not 
a primary concern.”

For others, the make and model of 
the jet could have an impact. “We have 
been stable at 15 years for jets, possibly 
shorter, depending on the model,” noted 
Robert Kent, president of Scope Aircraft 
Finance. “We usually look at 25 years as 
the dividing line for turboprops, but we 
make occasional exceptions.”

For those aircraft buyers who have not 
been in the market for financing recently, 
things are certainly not the same as they 
may remember. “This is a different envi-
ronment today compared to the free-
wheeling days before the recession,” said 
Chase. “Since the economic meltdown, 
regulators have increased their scrutiny of 
banks, which have in turn increased their 
due diligence processes for customers 
seeking business aircraft loans.”

Among the regulations affecting banks 
is Basel III, a global voluntary regulatory 
framework on bank capital adequacy, 
stress testing and market liquidity risk.

“Basel III has had major impacts 
for large business aviation financiers,” 
explained Citi’s Von Weise, who is also the 
current president of the National Aircraft 
Finance Association. “The first and most 
obvious impact is that it is no longer prof-
itable for many banks to offer loan terms 
longer than five years. Also, since aircraft 
loans are longer term than many other 
comparable loan products, the required 
reserves under Basel III have increased 
dramatically in comparison to Basel II, 
thus decreasing overall loan profitability, 
with all other factors being equal.” 

Customers with a stronger credit posi-
tion require the lending institution to 
devote less of its required loan reserve 
level to covering those transactions. “This 
has resulted in in an increased focus on 
lending to the best credits, resulting in 
more aggressive transaction structures 
and pricing for these very attractive 
ultra-high-net-worth clients, since we 
can achieve higher returns on decreased 
spreads due to the resulting lower loan 
reserve requirements,” Von Weise noted.

Many in the private wealth manage-
ment sector cater solely to customers with 
whom they have an existing relationship, 
but the number of players in the business 
jet finance market has begun to grow again. 
While some former stalwarts such as GE 
Capital and CIT have left the market, com-
panies such as Global Jet Capital (which 
acquired much of GE’s former business 
aircraft portfolio, along with much of its 
staff), Stonebriar Commercial Finance 
and others have stepped in. “There are 
many new lenders that have entered the 
market in the last few years, and more are 
coming,” said JetLoan’s Harris. “Banks 
have realized they have to make loans to 
generate earnings, and they like aircraft 
asset type, relative to other assets.”

Global Jet Capital specializes in leases, 
and Labrozzi believes that recent devel-
opments in the financing field could curb 
some newcomers. “Traditional bank 

lenders have continued to tighten their 
focus on bank customers, which includes 
a corresponding customer investment in 
assets under management,” he told AIN. 

“This trend as well as the changing capital/
accounting rules and the possibility of con-
tinuation of reduced values could be deter-
rents for new entrants. Simply put, the 
banks have their market, and we have ours.” 

The amount of available financing does 
seem to be growing, according to recent 
industry surveys. In UBS’s Business Jet 
Survey results from early October, while 
76 percent of the respondents believed 
financing conditions had remained the 
same, 21 percent indicated that they felt 
that financing had improved. Yet, the 
bank noted, while “finance for 10+ year 
old aircraft is next to impossible, the 
all-time low asking and selling price of 
these vintage aircraft is proving there are 
acquisition deals to be done.” The UBS 
analysts added, “We are certainly seeing 
more purchasing on behalf of buyers, and 
those buyers are looking for financing.”

The Terms of the Deal
The global economic downturn, and its 
resulting business aviation slump, which 
saw aircraft values decline drastically in 

some cases, cratered many lender and 
lessor portfolios. While most of the 
pre-recession leases have expired, some 
companies are still trying to digest those 
losses and either re-lease the aircraft or 
sell them off at market prices. 

Yet some seasoned financiers believe 
that newcomers to the lending market 
may fail to learn from the past, and expect 
to see what they believe is the inevitable 
return of aggressive pricing, reduced down 
payments and longer terms, the same fac-
tors that led to some lenders getting their 
fingers singed. “Credit conditions have 
been relatively benign for the past seven 
or eight years, and so invariably players 
in this market, particularly new entrants, 
forget that this is a business where you can 
lose money on credit,” Overstrom told 
AIN. “Rates have been low for a long time, 
and banks are stretched to find attractive 
areas to deploy their capital and aviation 
finance is one of those areas.”

“Eighty to ninety percent advance rates 
are the norm,” noted DiLallo. “Loan 
terms are shorter today than in the past, 
mostly five-year terms, some seven, 
rarely longer.”

Even with reduced terms, lenders 
now find themselves in the position of 

virtually shooting in the dark when it 
comes to predicting residual values on 
the aircraft they are loaning on or leas-
ing. “The tough part for us is how do you 
predict residual value curves for a new 
OEM or a clean-sheet aircraft,” acknowl-
edged AirFinance’s Touw. “That exercise 
is really tough-to-impossible these days.” 

“It’s really no more difficult for lenders 
to predict jet values five to ten years in 
the future than it is for economists and 
Wall Street to predict global GDP growth, 
corporate profits, and stock market levels 
five to ten years in the future,” quipped 
DiLallo, adding that jet values have 
dropped faster during the past decade 
than the industry has ever seen. “But in 
all seriousness, while it’s difficult for even 
the most active, experienced financiers in 
the market to forecast future jet values, 
many lenders build sound, profitable jet 
finance portfolios by prudent client selec-
tion, proper deal structuring, pricing dis-
cipline and portfolio diversification.”

Looking Ahead
While most of the major forecasts predict 
modest growth ahead for the business 
jet industry starting as early as 2018, the 
financing experts AIN spoke with believe 
current geopolitical factors should be fac-
tored into expectations.

“In the near term, our biggest concern 
is that these geopolitical issues intro-
duce a greater degree of uncertainty in 
the market, and therefore drive down 
confidence, prompting businesses and 
investors to defer making investments, 
including in corporate aircraft,” said 
PNC’s Overstrom. “Obviously if some 
of the conversation moves beyond rhet-
oric, the impact would be far more devas-
tating, but as it stands now, we are most 
focused on confidence.”

“There has always been, and there will 
always be, geopolitical unrest,” noted 
BMO Harris’ DiLallo. “I think what’s dif-
ferent is the way it’s being managed by 
today’s world leaders. There’s more vola-
tility and less predictability. This slows or 
stalls decision making by businesses and 
individuals regarding spending on expan-
sion and capex, including jet purchase/
upgrade decisions.”

Barring a major upheaval, Touw sees 
improvement in the mid- to large-cabin 
business jet segments, while Kent is eyeing 
the Pilatus PC-24. “There is more demand 
for that new model than the factory can pro-
duce in three years, and we hope it brings 
us some incremental financing opportuni-
ties,” he said. With improvements in the 
world economy, Labrozzi noted an increase 
in activity in the super-midsize category. 

“Activity is up in virtually all of the devel-
oped private aircraft markets around the 
world,” he told AIN. “Overall supply is 
not as broad as it was a year ago in many 
markets. We’re seeing ongoing reduction in 
manufacturer production, a more healthy 
economy and healing of financial mar-
kets as it relates to buyers. It’s all coming 
together to help stabilize the market.”  n
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Sage Advice
AIN asked industry experts what aircraft finance advice they would give to a 
friend looking to buy a business jet. Below are their responses.

“First, work with a firm that has an expertise in 
aviation finance. This is a relatively nuanced 
field, and it’s important to work with a team 
that understands the nature of the transaction 
and the best way to finance and protect your 
asset. A lot of banks will do one or two avia-
tion-related loans per year, and almost by defi-
nition they can’t be experts. The second point 
that I think is important is to make sure you 
understand the financing options available to 
you. There’s a wide array, and it’s important 
to find the solution that works best for each 
situation. For instance, many buyers don’t 
understand that it is possible to get a non-re-
course, non-financial, asset-based loan. That’s 
a really enticing financing option for buyers 
with complex financials or who don’t want to 
disclose their tax returns or financials.” 

Alex Overstrom, head of aviation,  
PNC Aviation Finance

“Start with your primary bank, but get pro-
posals from several of the top experienced 
jet lenders to obtain the best terms available.” 

Joseph DiLallo, head, corporate  
aircraft finance and leasing,  

BMO Harris Equipment Finance 

“First of all, the more financial information 
you can provide, the better. Second, decide if 
you want to finance it through your existing 
private banking relationship, as you will get 
a better rate, higher loan-to-value and better 
service but will have to provide a full personal 

guarantee. If this is not preferred, then con-
sider a more equipment finance style lender, 
who will have more flexibility on the under-
lying credit support but at a higher spread.” 

Ford von Weise, director and head,  
global aircraft finance, Citi Private Bank

“Start early and build relationships. There are 
many different financiers out there, but each 
one has a specific niche and it may take a while 
to find the one who is a perfect fit for you.” 

Kirsten Bartok Touw,
 managing partner, AirFinance

“The best advice is to choose an airplane  
that will satisfy 85 to 90 percent of the mis-
sion requirements and go newer, not larger 
if possible.” 

Allen Qualey,  
senior advisor and president emeritus,  

1st Source Bank’s specialty finance group

“I would first have to ask my friend what is 
important to him/her in a loan, and then iden-
tify financing options based on the answer.” 

Robert Kent, president, 
Scope Aircraft Finance

“Maintain equity in the airplane, match 
the term of the debt or lease with a lon-
ger-than-expected ownership/lease horizon, 
select an experienced lender that doesn’t 
flip its paper post close.” 

—David Labrozzi, COO, Global Jet Capital
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Single-engine SF50 model carves  
new niche in the owner-flown category
by Matt Thurber

In June 2007, Cirrus Aircraft unveiled the 
configuration of its new single-engine jet. 
At the time, it appeared as though Cirrus 
was jumping on the same bandwagon as 
other would-be or existing aircraft manu-
facturers. The apparent market for a sin-
gle-engine jet, if all the prognostications 
were to be believed, was going to soar, 
part of the then-current hype projecting 
huge fleets of very light jets about to clog 
up the world’s airspace.

The list of would-be single-engine jets 
was long, yet only a handful have actually 
flown: the VisionAire Vantage, PiperJet, 
Eclipse 400, Diamond D-Jet, and Stratos 
714. While Stratos’s effort has recently 
seen renewed activity including flight 
testing, only one—Cirrus’s SF50 Vision 
Jet—has made it into production.

Bringing a new jet into production is a 
significant challenge. In the midst of the 
development program in 2011, at a time 
when funds to see the project through 
were scarce, Cirrus was sold by its Mid-
dle East-based, majority owner venture 
capital firm Arcapita to China Aviation 
Industry General Aircraft, a division of 
Aviation Industry Corporation of China. 
The new owners were willing to pro-
vide the money to see the all-composite 
Vision jet through certification and into 

production. Finally, on Oct. 31, 2016, Cir-
rus announced FAA certification for the 
SF50 Vision Jet. 

In the early days of the Vision program, 
Cirrus quickly racked up several hundred 
orders secured by $100,000 deposits. 
Many of those original buyers stuck with 
their orders over the years and are now 
taking delivery of their new jets. Perhaps 
encouraged by seeing Cirrus overcome 
the hurdles of certification and initial 

production, more buyers have stepped up, 
and the backlog is now greater than 600. 

Cirrus is taking its time and not rush-
ing the ramp-up process. As with its 
SR-model manufacturing, jet airframe 
components are made in Grand Forks, 
North Dakota, then shipped to Duluth, 
Minnesota for  assembly. Cirrus expected 
total deliveries to reach 20 by the end of 
November. Next year’s target is 60 jets, 
with an ultimate goal of 125 per year.

From the beginning, Cirrus touted the 
Vision jet as “the slowest, lowest and 
cheapest jet available,” and its projected 
performance and price targeted owners 
of single-engine, piston-powered Cirrus 
SR20s and SR22s who wanted a move-up 
option in the Cirrus family. Until the jet 
came along, their upgrade choice was 
either a multiengine piston twin such as 
the Beechcraft Baron or Piper Seneca; a 
Piper, TBM or Pilatus PC-12 single-engine 
turboprop; or a light jet. 

But Cirrus has built a unique prod-
uct line, in general aviation terms wildly 
successful, but also different from other 
typical light aircraft. The SR20 and SR22 
have attracted new entrants into general 
aviation, likely because Cirrus designers 
recognized that light airplane design had 
stagnated and that buyers with plenty of 
money to spend didn’t have a satisfying 
product available. Cirrus brought not 
only modern luxury automotive styling 
to the general aviation market, but also 
high performance in a simple, fixed-land-
ing-gear design and, controversially, add-
ing a whole-airplane parachute system 
that could save the occupants in case of 
an emergency. 

The reason the parachute was contro-
versial has a lot to do with pilots’ egos; 
few pilots like to admit they can’t handle 
an emergency situation. But the fact that 
whole-airplane parachutes have saved 
hundreds of lives and Cirrus’s recent 
focus on teaching pilots to use the para-
chute in almost any emergency have 
proven the benefit. The parachute is such 
an important element of Cirrus’s design 
DNA that it became an essential part of 
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Cirrus is taking a ‘go-slow’ approach to ramping up production of its Vision Jet. The company 
expects to hand over 20 this year and deliver 60 of the single-engine jets next year.



the Vision jet. For those who claim they 
aren’t comfortable flying a single-engine 
airplane, the parachute offers an addi-
tional and proven layer of safety. Some 
pilots who fly multi-engine business jets 
have said that the parachute is almost like 
having a second engine, so perhaps the 
Vision jet will find a market for profes-
sionally flown transportation apart from 
the owner-flown niche.

A Typical Trip
To demonstrate the Vision jet’s capabil-
ities, Cirrus took a different tack than 
most OEMs when it comes to pilot-report 
flights. Typically, I travel to the OEM’s 
headquarters for a flight that originates 
and returns to that location; some flights 
don’t involve landing at other airports, 
while others include an out-and-return 
flight, but always during the same day.

Matt Bergwall, Cirrus product line 
manager for the Vision jet, likes to show 
how the jet performs on a typical own-
er-flown trip. He flew from Cirrus’s new 
Knoxville, Tennessee service, training, 
and delivery center to meet me at Mor-
ristown Airport in northern New Jersey. 
We decided on a flight to Bar Harbor, 
Maine, where we would stay overnight 
then return the following morning. 

I had been flying an SR20 with the lat-
est Cirrus Perspective avionics suite, and 
I wanted to see how it felt to transition 
into the Vision jet. I had high expecta-
tions for the jet, and I found that it easily 
exceeded my expectations; the jet’s han-
dling, ergonomics, comfort, and perfor-
mance all delivered on Cirrus’s promises, 
and, overall, the jet delivers as natural a 
transition from one airplane to another as 
I have ever experienced.

Although the jet skips Cirrus SR own-
ers over the turboprop phase directly 
into a turbofan-powered airplane, I 
found the jet far simpler to operate than 
a single-engine turboprop. Although the 
FAA doesn’t require a type rating for 
pilots flying turboprops that weigh less 
than 12,500 pounds, any airplane pow-
ered by a turbojet or turbofan engine, 
for some unaccountable reason, does 
require a type rating.

The Cirrus type rating course lasts 
about 10 days, or less for professional 
pilots with turbine experience. Training 
is done in a flight training device and in 
the airplane at Cirrus’s Duluth headquar-
ters. Once Cirrus puts its new CAE-built 
Vision jet full flight simulator into service 
in 2018, training will shift to Knoxville. 
Cirrus also plans to offer a Flight Oper-
ations Manual and online training simi-
lar to the excellent training material now 
available for the SRs.

Insurance requirements for the Vision 
jet are similar to those for the SR series, 
according to Bergwall, but hull value cov-
erage will be higher due to the jet’s higher 
cost. Depending on the pilot’s experience, 
the insurer may require a period of men-
torship with a more experienced pilot.

What sets the SR piston singles and 
the Vision jet apart are some subtle dif-
ferences. Of course the jet is an entirely 
different airplane, with significantly better 
performance, but from the pilot’s perspec-
tive, there are many familiar elements.

The jet’s Perspective Touch avionics 
suite remains a Garmin system, but with 
G3000-type touchscreen controllers. There 
are three GTC 580 touchscreen controllers 
arranged in landscape format instead of the 
typical portrait mode found in other G3000 
implementations. One of the GTC 580s 
(the left-side unit) doubles as a backup 
display, so there is no need for separate 
backup instrumentation. The GTCs are 
arranged under the main displays, which 
turns out to be more natural than side- or 
console-mounted controllers, because 
the touching action is physically closer to 
what’s happening on the two PFDs and 
 single MFD (all measure 14.1 inches). 

Standard avionics includes the GFC 
700 autopilot, synthetic vision, GTX 33 
mode-S transponder, ADS-B Out and Sir-
ius XM weather/radio receiver. Optional 
equipment, which most buyers will likely 
want, adds enhanced vision (infrared), 
TCAS-1, TAWS-B, ADS-B In, GWX 70 
weather radar, Iridium transceiver and 
Wi-Fi datalink. 

Switch placement is much the same 
as the SR models, so again, familiar and 
expected. 

A welcome change for the Vision jet is 
the sidestick flight control, one for each 
pilot. While the stick is in about the same 
place as in the SR—on the pilot’s left side 
and right-seater’s right side—the jet’s 
control is a true sidestick, not the side 
yoke in the SR. 

A side yoke travels fore and aft (toward 
the panel and away) for pitch and pivots 
side to side for bank. It’s not unnatural, 
but is something new SR pilots need to 
get used to. A true sidestick like the jet’s 
pivots forward and backward for pitch 
and sideways for bank, which means the 
pilot doesn’t have to move an arm when 
pitching; all control movement happens 
with wrist movement, which I find far 
more comfortable. 

SR pilots will find the jet’s ground 
steering familiar, because to keep the 
airplane simple, Cirrus opted for a fully 
castering nosewheel, so taxiing requires 
the use of brakes for steering. 

Comfortable Cabin
From the outside, the Vision jet doesn’t 
look big, but up close it revealed its status 
as a new class of airplane, what I’ll call a 
compact cabin-class single-engine jet. 

The jet’s wingspan is just a few tenths 
of an inch greater than the SR22’s, and 
the jet is longer by about four feet. The 
jet is also about two feet taller than  
the SR22. Most hangars that accommo-
date an SR22 will be able to fit the jet, 
according to Bergwall.

The door on the left opens next to but 
slightly aft of the pilot’s seat, and to make 
entry easy, the seat slides far enough for-
ward to allow plenty of room for back-
seat occupants to climb aboard. Then the 
seat slides back to give the pilot the space 
needed to enter. The door is a clamshell, 
with separate upper and lower halves and 
steps in the lower half.

The Vision jet probably wouldn’t have 
attracted as many sales if Cirrus designers 
hadn’t added the larger cabin, which has a 
volume of 170 cu ft. Seven seats may seem 
improbable in an airplane of this size, but 
it is possible to fly with that many, as long 
as the two aft-most right- and left-side 
passengers are small enough (each can 
hold a person weighing up to 90 pounds). 

The cabin is spacious, stretching to a 
maximum interior width of 61 inches at 
the middle seats, and tapering to about 
50 inches at the 
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The Garmin-based cockpit of the Vision Jet will feel familiar to pilots of the SR22. In the jet, 
however, the Perspective Touch employs G3000-based touchscreen controllers.

The cabin of the Vision is larger than it seems from the outside. In addition to the pilot, it can 
accommodate four adult passengers and two children.



rear, with 
a length of 137.8 inches. All of the seats 
can be removed to create even more 
space. An optional potty is available and 
takes up one of the center seat spaces, but 
this is not a permanent installation and is 
easy to move in and out. The seats each 
have a cupholder, a 2-amp USB outlet and 
a headphone connector. 

The externally accessible baggage 
compartment measures 23.5 cu ft, and 
an optional extender adds another 33.9 
inches and 12 inches in height (3.9 cu 
ft) along the bottom of the 35-inch long 
compartment.

Bar Harbor-bound
With the pilot’s seat slid forward, Bergwall 
easily stepped into the cabin behind the 
left seat and then into the right seat. After 
moving the left seat back, I stepped in 
then closed the bottom door and the top. 

Setting up the flight plan to Bar Harbor 
with the touchscreen controller is simple, 
almost like using an iPad app. Garmin’s 
interface is, in fact, a lot like its Pilot 
app. The weather was benign, some high 
clouds and gentle winds, nothing that 
would offer any complication to the trip.

The fuel tanks were loaded with 243 
gallons of jet-A, 53 gallons less than 
the 296-gallon maximum. With just the 
two of us onboard, our weight was 5,271 
pounds, 729 pounds below the 6,000-
pound mtow. Our calculated ground roll 
was 2,607 feet and runway required was 
4,082 feet to clear a 50-foot obstacle. 

Taxiing the Vision jet felt a lot like taxi-
ing a Cirrus SR. It didn’t take too much 
power to get moving, and idle power 
didn’t push the jet along too quickly, so 
I didn’t need to ride the brakes. Steer-
ing with the brakes didn’t present any 
challenges, and I like this feature on 
a personal airplane because it makes 
maneuvering in tight quarters easier. 
There are also no nose-gear tow limits, 
which makes it safer for line personnel 
to move the jet on the ground. 

Cirrus is big on electronic checklists, 
and I’ve gotten used to them on the SR20, 
including the important pre-takeoff brief-
ing that includes the plan for using the 
parachute. This is part of Cirrus’s effort 
to train pilots to tamp down their egos 
and use the parachute anytime it can help 
preserve the lives of occupants. 

The Cirrus Airframe Parachute System 
(CAPS) is somewhat different in the jet 
because of the heavier airframe weight 
and higher speeds. Unlike the rocket that 
extracts the parachute from aft of the cabin 
in the SRs, a much smaller rocket in the 
Vision jet blows the parachute free from 
its housing in the nose, then inflators push 
the chute up and over the engine inlet so 
it can inflate without hitting the airframe. 
The chute then supports the airframe 
from a three-point harness; one harness is 
attached to the forward pressure bulkhead 
and the other two near each wing root.

The jet must be in a specific flight con-
dition for the parachute to deploy, below 

135 kias and 145 ktas. If these conditions 
aren’t met, pulling on the handle won’t 
deploy the parachute until after the auto-
pilot automatically engages and levels the 
wing, pitches the nose up and pulls the 
throttle to idle. After deployment of the 
CAPS, the jet will descend at 1,560 fpm.

While the parachute offers additional 
backup for those wary of flying with just 
one engine, the jet’s glide ratio adds 
another layer of safety. At 14.7:1, from its 
28,000-foot maximum altitude the jet can 
glide more than 50 nm. At one point on 
the flight off the Maine coastline, we had 

nine airports to choose from in case of a 
complete loss of power. 

Before lining up on the runway, I set 
flaps to the 15-degree or 50-percent setting.

Taking Off
The Williams International FJ33-5A’s 1,800 
pounds of thrust ramped up quickly when I 
pushed the power lever all the way forward 
for the takeoff on Morristown’s Runway 23. 
I checked power output as the Vision jet 
accelerated and at 90 knots, pulled back 
a little on the stick. The jet eased off the 
runway with no need for a big rotation 

move on the controls, just a five-degree 
pitch-up on the attitude indicator.

I trimmed for the climb at 155 kias and 
pulled power back to maximum contin-
uous thrust. Climb rate was better than 
2,000 fpm, and I delayed turning on the 
autopilot so I could get more of a feel for 
the flight controls, which are well har-
monized between pitch and roll at low 
and high speeds. In the SR20, I find the 
pitch and roll control not as closely coor-
dinated, and sometimes I would tend to 
cause the airplane to move abruptly when 
changing attitude. By contrast, the jet’s 
controls make hand-flying more pleasant, 
and I didn’t feel as compelled to use the 
autopilot as I do in the SR.

Climbing through FL180, the jet still 
made more than 1,000 fpm while the 
engine burned 67 gph. It took 27 minutes 
to climb to FL270, where the temperature 
was ISA + 17 degrees C. True airspeed set-
tled at 295 knots (Mach 0.48) with fuel 
flow of 61 gph at max continuous thrust. 
Cabin altitude was 7,540 feet (maximum 
pressure differential is 6.4 psi). The left 
and right sides of the windshield fogged 
up a little at high altitude, but cleared up 
when we descended.

Most modern turboprops and jets have 
an emergency descent mode (EDM), and 
this is true of the Vision jet. Above 14,900 
feet with the autopilot engaged, EDM will 
kick on if a CAS message warning that 
cabin altitude is too high remains on for at 
least 15 seconds. The cabin pressure control 
system also must not indicate that a man-
ual cabin dump is under way. When EDM 
activates, a servo moves the power lever to 
idle, altitude preselect is set to 14,000 feet, 
and the nose is lowered to a target speed of 
10 knots below Vmo. Once reaching 14,000 
feet, power is set back to 83 percent N1.  

EDM is just one of the protections 
in the jet. At high speeds, the Garmin 
Electronic Stability & Protection system 
(ESP) pulls the nose up automatically to 
prevent exceeding Vmo. At high angles of 
attack, when pitch reaches three degrees 
above stall-warning attitude, ESP will 
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Aircraft Make/Model Specifications and Performance
Price (typically completed and equipped) $2.30 million
Engines (two) Williams International FJ33-5A, 1,800 lbs thrust
Avionics Garmin-based Cirrus Perspective Touch
Passengers (typical) 1 crew + 4 pax (plus two child seats)

Range (w/NBAA IFR reserves) 1,200+ nm at 240 ktas
High-speed cruise 300 ktas
Long-range cruise speed 240 ktas
Fuel capacity 2,000 lbs
Max payload w/full fuel 468 lbs
Ceiling (certified) 28,000 ft
Cabin altitude at ceiling 8,000 ft
Max takeoff weight 6,000 lbs
Takeoff distance at mtow over 50-ft 
obstacle (sea level, standard) 3,192 ft

Landing ground roll 1,628 ft
Length 30.7 ft
Wingspan 38.7 ft
Height 10.9 ft

Cabin

Volume: 170 cu ft
Width: 5.1 ft
Height: 4.1 ft
Length (seating area, including cockpit): 11.5 ft

Baggage capacity 23.5 cu ft (added 3.9 cu ft optional)/300 lbs
FAA certification FAR Part 23, 10/31/2016
Number built 20 (11/30/2017) 

The Vision Jet has plenty of fuel-capacity for the short trips typical of business travel. With a full load of full (296 gallons) it can carry almost 
500 pounds of payload, offering plenty of capacity for two average-size people and their bags. 
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push the nose down to one degree below 
that attitude. This happens with the auto-
pilot disengaged. The jet also is equipped 
with a stick shaker and pusher. 

In bank and pitch, ESP nudges the con-
trols back to a safe section of the flight 
envelope. This starts at 20 degrees pitch, 
then at 25 degrees the pitch servo pushes 
the nose back to 17 degrees then disen-
gages. Once reaching 45 degrees of bank, 
the roll servo starts ramping up torque to 
a maximum at 50 degrees then returns the 
bank to under 30 degrees and disengages.

ESP can be switched off, for example, 
when practicing steep turns. For situations 
where the pilot is confused about the air-
plane’s attitude, the blue lvl button on the 
mode controller panel instructs the auto-
pilot to take over and fly straight and level.

All too soon, it was time to descend to 
Bar Harbor where the weather was clear 
with 12-knot surface winds from the south-
east, straight down Runway 22. I took over 
from the autopilot after lining up on the 
final approach course for the ILS approach 
and flew the glidepath down to the runway. 

As in the SR, in the Vision jet there are 
three flap settings, up, 50 and 100 percent, 
the latter two equating to 15 and 40 degrees. 
I first set flaps 50 percent after making sure 
speed was below 190 knots, then lowered 
the landing gear before reaching the final 
approach fix, and finally set flaps to 100 
percent. Vref speed was 85 kias, about 
a half dozen knots higher than the SR’s 
and leaving plenty of margin above the 
67-knot stall speed. The Perspective avi-
onics showed the landing distance as 1,669 
feet and 2,787 over a 50-foot obstacle, at a 
density altitude of 8,000 feet.

Bergwall recommended flying the 
approach at Vref+10, then slowing to 
Vref at 500 feet and carrying about 30 
percent N1 until the flare. I didn’t notice 
any adverse effect from the jet’s V-tail 
ruddervators, although the yaw stability 
augmentation system, which actuates 
devices hinged to the ventral fins, helps 
manage lateral/directional stability, and 
the handling was perfectly natural during 
the approach and landing. 

Keeping the nose pointed at the runway, 
I barely had to pull up to level off, and the 
jet touched down gently on the trailing-link 
main gear legs, then the nose eased down. 
The jet is equipped with Beringer wheels 

and brakes, which automatically manage 
brake pressure to help the pilot keep from 
locking a wheel or applying too much pres-
sure on one side. The jet rolled out straight 
while I braked and quickly slowed to a 
comfortable taxi speed.

We still had 144 gallons of fuel remain-
ing after landing, and landing weight was 
just over 5,000 pounds.

Trip Home
After spending the night in Bar Harbor 
(and yes, I did introduce Bergwall to a 
traditional Maine lobster dinner), we 
awoke to dense low fog, which cleared by 
the time we arrived at the airport. FBO 
Columbia Air Services took good care of us, 
and added enough fuel to bring the level 
to 255 gallons for this leg. One important 
note: fuelers must be instructed to add no 
more than 75 gallons at a time through 
the wing filler necks to prevent excessive 
lateral imbalance, according to Cirrus.

After a smooth departure from Run-
way 22, I climbed to 8,000 feet for some 
steep turns before we resumed the climb 
to FL280. I made the mistake of trying 
to muscle the controls beyond the 45- to 
50-degree ESP bank limits. That just wasn’t 
productive, because it’s hard to maintain 
a constant angle while trying to push 
against the autopilot servo that’s work-
ing to lower the bank angle. Bergwall 
switched off the ESP, and the steep turn 
to the right was more satisfying, revealing 
the jet’s solid handling. 

At FL280 heading back to Morristown 
via Albany, New York, at ISA +12 degrees 
C, true airspeed settled at 293 knots and 
fuel burn 60 gph. 

After passing Albany, ATC dropped us 
down, first to 13,000 feet, then 6,000 and 
4,000 as we neared Morristown. Keeping 
the jet from speeding up too much was 
no problem, and the autopilot easily han-
dled the descents using the vertical speed 
mode. The Williams engine responded 
relatively quickly to power lever inputs, 
and I always felt like I was able to keep 
up with the airplane. 

I hand-flew again and lined the jet up 
with the Runway 23 ILS, slowing with gear 
and flaps down to vref+10 then vref at 
500 feet. With a slight left crosswind, I 
had no trouble keeping the jet pointed 
straight down the runway as I nosed 

down until it was time for a small pull on 
the stick to level off, then the main wheels 
touched and we were on the runway and 
braking to a stop. 

Although I’ve become familiar with Cir-
rus products after flying the SR20, I don’t 
have that many hours logged as a Cirrus 
pilot. But when it came to flying the jet, 
that didn’t matter; it is so easy to fly that it 
hardly seems that pilots need much training. 

After the two cross-country legs in the 
Vision jet, I came to appreciate the huge 
wraparound windshields. Visibility is not 
only the best of any business aircraft I’ve 
flown, but even better than most pis-
ton airplanes. The glareshield above the 
instrument panel barely intrudes into the 
view outside, and even in a steep climb I 
could see the sky ahead.

The jet’s systems are relatively sim-
ple, and Cirrus took full advantage of the 
Garmin capability of displaying system 
synoptics on the big center MFD.  

Fuel is contained in the wings and auto-
matically balanced anytime there is more 
than a two-gallon difference. 

The 28-volt electrical system won’t be 
unfamiliar to Cirrus pilots used to flying 
with two generators and two batteries. 
The jet’s starter-generator delivers 270 
amps and the alternator 72 amps. Both 
batteries are lead-acid, the main a 25-amp-
hour unit and the second battery rated 
at 13.6 amp-hours. Lead-acid batteries, 
while a known and reliable product, are 
heavy, and I can’t help wondering whether 
Cirrus might at some point offer a much 
lighter lithium-ion option. 

Ice protection is a combination of 
deicer boots on wing and empennage 
leading edges, bleed air heat for the engine 

inlet, electric heat for pitot probes, angle-
of-attack vane, and engine Pt2/Tt2 probes, 
and windshield and radome protected by 
ice-protection fluid spray via a windshield 
spray bar and radome nozzle.

Market Fit
A big part of the appeal of the Vision jet is 
not just its price ($1.96 million base, $2.3 
million typically equipped), but where it 
fits in the general aviation marketplace. 
As yet, there is nothing that competes 
with the Vision jet’s unique price/per-
formance niche. The airplane is capable 
of flying more than 1,000 nm at 300 ktas 
or 1,200-plus nm at 240 ktas (NBAA IFR 
range), but most owners will probably fly 
much shorter trips and carry small loads, 
which is typical of business aircraft travel. 
With a full load of fuel, the jet can carry 
almost 500 pounds of payload, plenty for 
two average-size people and baggage. 

For comparison, the current compe-
tition for Cirrus’s jet is likely the Piper 
Meridian/M500/M600, TBM 700 through 
930 and Pilatus PC-12, all aircraft that 
potential jet buyers either bought or might 
have considered while waiting for Cirrus 
to finish the jet. Epic’s soon-to-be-certified 
E1000 and eventually Textron Aviation’s 
Cessna Denali single-engine turboprops 
will also offer high-performance alterna-
tives for the owner-flown market. 

The price range for these single-engine 
turboprops starts at about $2.25 million 
(M500) and tops out at nearly $5 mil-
lion (PC-12 and Denali). Each airplane 
offers its own benefits, especially blazing 
fast speed in the TBMs and E1000, and 
massive load-carrying in the PC-12 and 
Denali. But for the money, none of these 
airplanes offers the combination of sim-
plicity of operation, a roomy cabin and 
performance that Cirrus’s new jet does. 

Having delivered more than 6,700 SR 
piston-singles, and with more than 600 
orders for the jet, Cirrus clearly has fig-
ured out how to tap a loyal market for the 
expansion of its product line. The typical 
missions for business airplanes up through 
the Citation Mustang are ideal for the 
Vision jet, Bergwall said, with just a few 
occupants and relatively shorter flights. 

While the owner-operator is the target 
for the Vision jet, some buyers are already 
using their jets for corporate transport. 

“It does connect people,” he said. “It’s a 
business tool; and a personal tool.”  n
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The jet’s door is 
designed to give 
the pilot plenty 
of room for entry 
and egress.
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‘Physiological episodes’ 
prompt U.S. military study
by Bill Carey

The U.S. military has confirmed one thing: 
the physiological episodes (PEs) that 
pilots occasionally experience because 
of oxygen deprivation or decompression 
sickness present a “complex, perplexing 
issue,” to use the Navy’s words. A spate 
of recent incidents involving high-per-
formance Navy as well as Air Force jets 
suggests that PEs are a recurring condi-
tion the services need to manage and not 
a problem they can simply fix.

There is also a wild card in the deck—
the human in the loop known as the pilot. 

“There is no fixing the human; every human 
reacts differently to every situation,” Capt. 
Cliff Blumenberg, head of the Navy’s aero-
space medicine branch, told reporters 
during a September teleconference. “Even 
the same person in the same aircraft on dif-
ferent days or different flights might expe-
rience a physiologic episode at one time 
and maybe not the next flight. It depends 
on what you’re doing, how hydrated you 
are, how well rested you are, what else is 
going on in your life. Do you have a mild 
cold that you didn’t recognize?”

Pressurization and Oxygen Ailments
Responding to concerns this spring 
involving its T-45 Goshawk training jets 
and an apparent rise in incidents reported 
by F/A-18 and EA-18G pilots, the Navy has 
focused on PEs relating to malfunction-
ing cabin pressurization systems leading 
to decompression sickness; and on-board 
oxygen generation systems (OBOGS) 
causing hypoxia, or oxygen deprivation.

In April, Vice Adm. Mike Shoemaker, 
commander of Naval Air Forces, ordered 
that T-45 training flights be paused after 
instructor pilots raised concerns about 
PEs caused by contamination of the jet’s 
OBOGS system, leading to cancelled flights 
at Naval Air Stations Kingsville, Texas; 
Meridian, Mississippi; and Pensacola, Flor-
ida. The service resumed flight training in 
September using T-45s fitted with upgraded 
CRU-123 solid-state oxygen monitors.

The T-45 incidents reinforced concerns 
about not only the single-engine training jet 
but also the Navy’s twin-engine F/A-18A-D 
Hornet, F/A-18E/F Super Hornet and EA-18G 
Growler jets, all of which have experienced 
increasing rates of PEs in recent years.

In written testimony submitted to the 
House Armed Services Committee in late 
March, naval officers reported that T-45 
PEs per 100,000 flight hours increased 
annually from 2012 to 2016. Based on new 
reporting procedures adopted in 2010, 
the rate of PEs per 100,000 flight hours 
increased from 30.20 to 57.24 for legacy 
Hornets; from 28.02 to 31.05 for newer 
Super Hornets; and from 42.89 to 90.83 
for EA-18G electronic warfare variants 
between Fiscal Years 2015 to 2016.

The Air Force in 2011-2012 conducted 
an investigation of PEs experienced by 
F-22 pilots that produced a number of 
safety recommendations but no deter-
mination of the root cause of the prob-
lem. Earlier this year, the service faced a 
 similar problem with its newer fifth-gen-
eration fighter, the F-35A Lightning II. 
The 56th Fighter Wing at Luke Air Force 
Base near Phoenix, Arizona, paused F-35A 
flying operations there in June after sev-
eral pilots reported experiencing PEs. 
The base distributed pulse oximeters to 
pilots to measure their blood oxygen lev-
els and resumed flying F-35As on June 21 
with an altitude restriction of 25,000 feet.

A multi-disciplinary team of engineers, 
maintainers and physiologists from the 
Air Force, the Pentagon’s F-35 Joint Pro-
gram Office, the Naval Air Systems Com-
mand and manufacturer Lockheed Martin 
investigated possible causes, leading the 
service to revise its pilot training and pre-
flight procedures. Brig. Gen. Brook Leon-
ard, the 56th Wing commander, lifted the 
altitude restriction on August 30, though 
no root cause was identified.

When the incidents at Luke AFB came 
up during a briefing at the Paris 
Air Show in mid-June, Col. Todd 
Canterbury, director of the Air 
Force’s F-35 Integration Office, 
corrected a reporter who 
used the word “hypoxia” 
when referencing the 
F-35A standdown.

“We’re not labeling it 
a hypoxia incident, as 
it’s still too early to iden-
tify,” Canterbury advised. 

“There are theories that call 
it hypoxia, there’s hypocap-
nia, there’s hyperventilation—
there’s a number of physiological 
terms that manifest the same 
symptoms. We’re very cautious 
to call them ‘physiological 
events,’ only because we don’t 
want to label it a symptom and 
chase something that’s incor-
rect. If you hear us talk around 
hypoxia it’s because it could be 
one of the others that has very 
similar symptoms; we just don’t know yet.”

In response to the T-45 incidents, Adm. 
William Moran, vice chief of naval oper-
ations, ordered the Navy to conduct a 
comprehensive review of the facts and 
circumstances attending PE episodes. 
The service released a 65-page report 
on June 15. It found that the majority of 
recent, serious PEs reported by F/A-18 
pilots were attributed to the jet’s environ-
mental control system (ECS) and cabin 
pressurization malfunctions such as fluc-
tuating pressure, over-pressurization and 

rapid decompression, causing symptoms 
associated with decompression sickness. 
The majority of PEs reported by T-45 
pilots “have an oxygen warning light with 
no symptoms,” leading the service to 
focus on breathing-air related PEs more 
than pressurization issues.

The ECS on F/A-18s is a system of 
inter-related components that uses engine 
bleed air, heat exchangers and a compres-
sor/turbine to provide warm air for pres-
surization, heating and OBOGS operation, 
and cold air for avionics cooling. While 
most of the ECS design is common across 
F/A-18 models, legacy Hornets up to lot 12 
use a closed-loop liquid oxygen (LOX) 
system to provide oxygen to the pilots, a 

system that operates independent 
from cabin pressurization.

On the T-45, the ECS and 
OBOGS are separately sup-

plied bleed air from the com-
pressor section of the jet’s 
Rolls-Royce Turbomeca 
F405-RR-401 Adour engine. 
The OBOGS uses a nitro-
gen scrubber mechanism 
called a sieve bed to remove 
nitrogen from the bleed air 

and provide pilots with con-
centrated oxygen.

According to the comprehen-
sive review, the installation of 

OBOGS in both the T-45 and 
F/A-18 fleets was “inadequate to 
consistently provide high qual-
ity breathing air,” possibly allow-
ing contaminants to enter pilots’ 
breathing air and potentially 
inducing hypoxia.” Separately, 
the report found that “aging 
parts, inadequate testing meth-

odologies and numerous other factors” 
affect ECS systems that provide cockpit 
pressurization on the jets, “inducing sev-
eral instances of decompression sickness.”

An apparent increase in PEs from 2010 
likely was the result of improved pilot 
awareness and reporting, compromising 
any comparison with previous rates, the 
review determined. PE reports by F/A-18 
pilots rose steadily from 31 in 2011 to 57 in 
2012, 89 in 2015 and 114 in 2016, it found.

The review also determined that 
“numerous human factors such as fatigue, 

dehydration, diet, nutrition, anxiety, panic, 
hyperventilation and procedural error” 
can cause PEs. But missing was a smok-
ing-gun explanation of exactly why PEs 
happen and how to stop them.

Human-machine Interface
“To date, finding a solution to the U.S. Navy 
and Marine Corps’ high-performance jet 
aircraft PE challenge has proved elusive,” 
the review conceded. “The complexity of 
aircraft human-machine interfaces and 
the unforgiving environment in which 
aircrew operate will continue to generate 
PEs whenever systems do not operate as 
intended or human physiology is a factor. 
The number and severity of PEs can and 
must be dramatically reduced with a uni-
fied, systematic approach.”

During the September teleconference 
the Navy held with reporters to discuss 
its efforts to analyze PEs, ranking officers 
emphasized that the human variable is 
key to understanding the problem.

“There’s something that comes out right 
away. This is a man-machine interface 
that we’re talking about,” said Capt. Sara 
Joyner, a rear admiral-designate the Navy 
appointed in August to lead a Physiologi-
cal Episodes Action Team. “Human phys-
iology and engineering come together, 
and in the middle, is the human who is 
operating the machine. That interface is 
where we’re really trying to work with the 
complexity of the program to make sure 
that we fully address it.”

The Naval Air Systems Command 
(Navair) has initiated a cockpit pressure 
and oxygen monitoring system (CPOMS) 
process to target which systems and con-
ditions to monitor in the different aircraft 
platforms. Already, the Navy is replacing 
analog cockpit-pressure altimeters with 
digital altimeters in F/A-18s.

The service also was considering replac-
ing the CRU-99 oxygen monitoring system 
installed on versions of the F/A-18 with the 
improved CRU-123 on nearly 1,500 jets. 
CRU-99 monitors oxygen content and 
provides an “OBOGS degrade” warning 
indication if it senses anomalous readings. 
The CRU-123 system used on T-45s mon-
itors breathing gas pressure in addition 
to oxygen content and provides for post-
flight download of OBOGS parameters.

The U.S. Navy paused flights of T-45C training jets in April out of concern about oxygen-system 
contamination.
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 The Navy has 
provided F/A-18 

pilots with Garmin 
hypobaric watches 

to monitor  
cockpit pressure 

while flying. 
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“We’re trying to let the process 
play out to say: ‘What do I need 
to monitor on the airplane?’ and 
we’re using the CPOMS process 
to define what that monitor should 
be,” said Capt. David Kindley, pro-
gram manager with Navair’s F/A-
18 and EA-18G Program Office. “If 
CRU-123 is the right answer, the 
work is already done—we can 
install it right now. CRU-123 works, 
but right now the F/A-18 series is 
trying to define exactly what we 
need to monitor before we spend 
money installing the boxes. Does 
CRU-123 monitor the things I want 
it to monitor?”

As interim steps to a more perma-
nent, installed solution, the service 
has provided F/A-18 aircrew with 
pressure-sensing Garmin Fenix 
watches and “Slamstick” memory 
devices for recording and post-
flight download of pressure read-
ings, both on a one-per-jet basis.

“We say ‘fix the machine’ would 
be a great approach, but [there’s] 
also a human involved,” said Joyner. 

“The number-one thing that I want 
to do is to alert the aircrew that 
there’s been some sort of a com-
promise in their health or safety. If 
we can alert them, they know how 
to react to emergencies, they can 
do their procedures and they can 
land this plane safely. But our lon-
ger-term goal is to fix the machine 
so it best supports the human in 
the loop. Where we’ve really come 
to is how do we optimize human 
performance in the aeronautical 
regime in fast jets?”

UK-based Cobham, which sup-
plies OBOGS and breathing regula-
tors on both the F/A-18 and T-45, was 

“actively supporting” U.S. Navy as 
well as the Air Force investigations 
into PE root causes. The company’s 
OBOGS manufacturing facility in 
Davenport, Iowa, in particular was 
supporting the Navy’s research, said 
Rob Schaeffer, product director for 
environmental systems.

In September 2016, before the latest PE 
incidents, the Air Force awarded Cobham’s 
Orchard Park, New York facility a con-
tract to supply eight versions of its Air-
crew Mounted Physiologic Sensing System 
(AMPSS), which consists of inhalation and 
exhalation sensor modules that integrate 
with a pilot’s mask and breathing hose. 
The company completed deliveries to the 
Air Force School of Aerospace Medicine at 

Wright-Patterson AFB, Ohio, this September.
The fatal crash of an Air Force F-22 

Raptor in Alaska in November 2010, later 
attributed to loss of control by the pilot, 
led to development of the breathing sensor 
suite, Schaeffer said.

“I don’t think anybody would disagree that 
these PEs have been around for quite some 
time,” he observed. “I think the Air Force had 
an inkling that a research tool was necessary, 

and it came in the form of AMPSS. AMPSS 
started around the 2011-2012 time frame 
when the tragedy with the F-22 occurred. 
That was the genesis of the breathing sensors 
as they have evolved today.”

Honeywell Aerospace, which supplies 
OBOGS on the F-35 and F-22 fighters as well 
as on other U.S. and international aircraft, 
referred questions on the F-35 to manufac-
turer Lockheed Martin.  n
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56th Fighter Wing commander Brig. 
Gen. Brook Leonard made the call on 
returning F-35s to flight at Luke Air 
Force Base.



Wyvern Registered charter rat-
ings, neither of which required an 
audit of the operator.

“Discriminating customers look 
to, and trust, such ‘seals of approval’ 
when selecting their air travel pro-
vider,” Sumwalt wrote. “This is not 
the first time the NTSB has seen an 
organization pass an industry audit, 
only to find after an accident that 
there was an illusion of safety…I 
am very concerned these industry 
audits did not detect serious safety 
deficiencies.”

Since then, Wyvern changed the 
name of its non-audited rating to 

“Registered with Wyvern data net-
work.” It has also posted the fol-
lowing disclaimer on its website: 

“Membership in the Registered with 
Wyvern data network does not con-
stitute a safety certification nor is it 
intended to imply an endorsement 
of an operator’s commitment to 
best practices in business aviation.”

Wyvern CEO Art Dawley added, 
“Knowing that the operator has 
chosen not to be audited and cer-
tified in the Wingman program, 
the data network allows custom-
ers to assess alternative criteria 
that allows them to set their own 
level of acceptable risk. Wyvern 
does not rate companies; if oper-
ators pass our criteria during an 
on-site audit, they receive Wing-
man certification.”

Unlike Wyvern, Cincinnati, 
Ohio-based Argus has several 
operator ratings. Because two of its 
programs allow charter operators 
to use round-shaped gold seals in 
their marketing materials and web-
sites, Argus president and CEO Joe 
Moeggenberg said he understands 
why some people have been con-
fused. He didn’t argue that char-
ter customers might incorrectly 
assume that a gold rating means 
it’s a gold-standard operator. Argus 
offers Gold, Gold Plus and Plati-
num ratings.

To earn the Gold rating, oper-
ators volunteer info, and Argus 
does historical safety analysis, 
pilot background checks and oper-
ational control validation. Argus’s 
Gold Plus requires an on-site audit, 
but the operator might not meet 
the high standards of its top-tier 
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Are charter ratings worth 
their weight in gold? | by Karen Di Piazza

Consumers visit the websites of charter 
operators and brokers to help distinguish 
between top providers and the ordinary. 
The myriad logos, seals and badges they find 

from charter rating firms must seem ambig-
uous at best. This is true for both the general 
public and even some within the business 
aviation industry.

Robert Sumwalt—an experienced cor-
porate and airline pilot, aviation safety 
expert and now chairman of the NTSB—
illustrated how confusing and mislead-
ing safety logos and registrations can be 
in a Board member statement contained 
within a November 2017 NTSB report 
about a fatal crash of a chartered Hawker 
700. At the time of the accident, the oper-
ator, Execuflight, held Argus Gold and 

Customers  
look to, and 

trust, such ‘seals 
of approval’  
when selecting  
their air travel 
provider.”

— NTSB chairman Robert Sumwalt
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Platinum rating; or chooses not 
to fix “non-safety” issues within 
120 days.

When asked why the company 
still offers Gold Plus since the 
Platinum rating far exceeds FAA 
minimums, Moeggenberg said, 

“Operators that choose not to 
have a safety management system 
[SMS] or an emergency response 
plan [ERP] can become Gold Plus. 
It’s not required by the FAA that 
Part 135 operators have an SMS or 
an ERP.”

There are also several scenarios 
where an operator might be down-
graded from Platinum to Gold 
Plus status. One of these is when 
an operator “has parts of a SMS 
implemented within its company 
but chooses not to train employ-
ees in the fundamentals of the 
SMS,” he told AIN.

Moeggenberg also said that if an 
operator “does not have a hazard 
reporting system in every area of 
the company,” then that operator 
would downgrade to Gold Plus. 

As of early October, Moeggen-
berg said Argus has completed 
its click-through software so cus-
tomers of operators or brokers 
can verify the status of ratings 
in real time. Wyvern has had this 
verifying process available for 
several years.

According to Dawley, Wyvern’s 
database includes approximately 
2,026 Part 135 operators. He said 
there are 21,471 commercial and 
airline transport rated pilots in the 
Wyvern database. The number of 
operators that can be referenced 
in the Wingman Certified Direc-
tory was approximately 120 at 
press time. Moeggenberg reported 
there are currently 154 audited 
on-demand charter operators in 
Argus’s system.

Broker Programs
In addition, Argus has two charter 
broker rating programs—regis-
tered and certified, the latter via 
on-site audit. However, some of 
its criteria is confusing. For exam-
ple, Argus’s Gold Plus audited 
charter operators aren’t required 
to have an ERP, yet certified char-
ter brokers are expected to have 
this program.  

“To start, a [brokerage] com-
pany is required to provide 
adequate documentation to deter-
mine the legitimacy of business, 
such as articles of incorporation; 
how that business is conducted, 
employee and operations manu-
als; what protections are in place 
for consumers; contracts; terms 
and conditions; and insurance,” 
Moeggenberg said. 

He said if the broker meets the 
standards of the evaluation, it’s 

considered Argus Registered. An Argus 
Certified Broker undergoes an onsite audit 
after completing the registration process.

“This audit verifies the information 
gained during the registration process, but 
also evaluates a broker’s due diligence pro-
cess, how well its ERP is designed and how 
knowledgeable the brokers are in their mar-
ket,” Moeggenberg explained.

Both Wyvern and the Air Charter Safety 

Foundation (ACSF) mandate that operators 
have a fully implemented SMS and an ERP. 
Neither has a broker program.

Russ Lawton, ACSF’s director of safety 
management aviation/safety action pro-
gram, said, “The ACSF does not conduct 
the audits. Instead, it trains and accredits 
audit organizations. There are at present 
two accredited audit organizations: Argus 
and R. Dixon Speas Associates. The listing 

of [15] current audited companies is posted 
on ACSF’s website.”

Lawton added that the ACSF does not 
offer any “ratings, certifications or reviews 
for non-audited companies.”

As for not having a broker program, Dawley 
said, “It is a nonregulated industry with little 
oversight and guidance, which makes assess-
ing any individual or company against a glob-
ally accepted benchmark challenging.” n
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‘Intentionally safe’ theme 
dominates annual event
by Kerry Lynch

Bombardier’s 21st annual Safety Stand-
down opened in late October with 500 
registered attendees on site in Wichita 
and drew well over 1,000 visitors online 
as top safety experts focused on this 
year’s theme of “intentionally safe.”

Entering its third decade, the Safety 
Standdown has trained more than 9,000 
professionals, Bombardier Business Air-
craft vice president and general manager 
of customer experience Jean-Christophe 
Gallagher told the audience, adding that 
attendees come from nearly every sector 
of the industry.

The 2017 edition had nearly three dozen 
speakers lined up to discuss topics ranging 
from safety management systems and cul-
ture to runway excursions, winter opera-
tions and emergency firefighting and live 
firefighting training. In addition, 10 of the 
sessions fell under the conference theme.

The keynote speakers—ranging from 
the chairman of the NTSB and a senior 
FAA official to a former leader of the Blue 
Angels, an FBI official and an expert in 
aerospace medicine, among many oth-
ers—also all provided insights on differ-
ent aspects of intentionally safe. They 
delved into organizational values, change 
management, safety leadership and fol-
lowing a safety map.

Underscoring the importance of 
“intentionally safe”—that safety is a 
choice and must filter into every level of 
a flight department—Gallagher encour-
aged attendees not only to consider the 
safety information at Safety Standdown, 
but also to share that information with 
their organizations.

Noting the effort Bombardier has put 
into designing its new aircraft to max-
imize safety, Gallagher emphasized, “A 
safe aircraft is only one part of the oper-
ation. The other part involves human 
beings. As aviation professionals we play 
a key role in making our skies safer. Each 
of us manages the interplay between air-
manship and technology, procedures and 
diligence, knowledge and mindset. True 

safety involves lifelong learning and con-
tinuous improvement…we must continue 
to ask ourselves how can we make our 
operations safer still.”

Keynote speaker Ali Bahrami, the FAA 
associate administrator for aviation safety, 
called Safety Standdown a “vital part of 
our industry” because it stops the clock 
and forces self-examination. “It is a time 
to talk about lessons learned and share 
information,” he said. “I firmly believe 
that information sharing is the only way 
we are going to advance safety together. It 
is crucial to share hard lessons.”

He praised the industry’s acceptance 
of safety management systems, calling 
incorporation of such programs a smart 
business move for all organizations. “We 
maximize collective capabilities [with 
SMS],” he said.

Bahrami also updated progress of the 
agency’s shift toward compliance philos-
ophy, which encourages organizations 
to share unintentional noncompliance 
issues to enable the FAA and the organiza-
tion to correct the issue rather than face 
enforcement. In the past two years, he 
said, “We have cut enforcement actions 
by 70 percent” and at the same time cor-
rected thousands of issues using non-en-
forcement compliance action. “We are 
seeing a focus on education works,” he 
said, “Hopefully, you are seeing the same 
thing. The goal is to identify, mitigate 
and eliminate inappropriate behavior….
The feedback we are getting is helping to 
drive change.”

An Aristotle philosophy that “you are 
what you repeatedly do” and “excellence 
ought to be a habit,” was a driving point 
of Al Gorthy, a retired U.S. Naval com-
mander and former FAA official in the 
FAA’s Office of Runway Safety.

“If we are going to be intentionally safe, we 
have got be addicted to safety with compul-
sive repetition of excellence. We have to nor-
malize excellence in our everyday routine.” 
Intentionally safe requires hard work, per-
severance and “stick-to-it-ness,” he added.

Gorthy also urged Safety Standdown 
attendees to focus on actions rather than 
intentions. “We judge ourselves by our 
intentions. Others judge us by our actions 
and our efforts,” he said, adding, “It’s our 
actions and efforts that count.” To that 
point Gorthy highlighted a road accident 
involving six vehicles in Kansas City that 
killed five people. “Everyone in the event 
was being intentionally safe, except one,” 
he said, adding everyone obeyed the speed 
limit and signs, the lane closures, reduc-
tion in speeds—except for one. The truck 
driver was driving too fast, did not slow 
down or see cars stopped in the traffic. The 
result was a collision described by observ-
ers as something that could be seen in a 
movie. “We’re free to choose our own 
behavior, but we are not free to choose 
the consequences of our behavior.”

“Are you safe? Or are you just lucky?” 
he asked, and added, “Safety is found on 
the same side of the bridge as action and 
effort, not intent. Intentionally safe is 
difficult because it is all about values, it 
is about our normal compass. It is about 
knowing the rules.”

Living Values
NTSB chairman Robert Sumwalt stressed 
the importance of implementing a strong 
safety culture, living the company’s core 
values and providing strong safety lead-
ership as flight operations strive to meet 
their customers’ expectations.

Sumwalt highlighted numerous acci-
dents—such as the May 2014 Gulfstream 

IV-SP crash in Bedford, Massachusetts, in 
which the flight operation was IS-BAO 2 
registered, but the experienced crew did 
not complete checklists, and the Novem-
ber 2015 Hawker 700A crash in Akron, 
Ohio, in which procedures were not fol-
lowed and crew not properly vetted—and 
asked if operators were providing what 
customers truly deserved.

Pointing to the underlying causes, he 
argued that sometimes a disconnect exists 
between the customers’ safety expecta-
tions and what they are actually getting.

Sumwalt urged the Safety Standdown 
audience to ask themselves if they have 
implemented a strong safety culture and 
challenged them to continually strive for 
such a culture rather than believe they 
have attained it. “We must never get too 
comfortable,” he said.

In addition, Sumwalt questioned 
whether organizations are really living 
their values. Most will espouse priorities, 
placing safety on top, he said. But priori-
ties change—core values shouldn’t. Safety 
needs to be a value, not a priority, he said. 
Sumwalt places such an importance on 
values that, after stepping in as chair-
man, he immediately assembled a team 
to develop values for the NTSB.

Surprising Reasons
John DeLisi, director of the NTSB’s Office 
of Aviation Safety, emphasized that flying 
safely and preventing accidents might be 
two different things. But flying safely will 
not always prevent accidents, DeLisis 
contended, saying accidents are happen-
ing for “surprising reasons” such as skip-
ping a preflight control check or allowing 
a second-in-command, who is not autho-
rized, to fly a revenue flight.

DeLisi also encouraged data sharing and 
flight data monitoring (FDM). He pointed 
to a company that, after a year of FDM, 
discovered bank angles of 45, 50 and even 
60 degrees happening on repositioning 
flights. After sharing that with the orga-
nization’s pilots, those angles returned to 
a more normal range. This is the value of 
understanding and sharing data, he said. 

“Just the knowledge that someone could 
be paying attention to how the airplane is 
being flown may be the best deterrent to 
prevent accidents,” he said.

The Blue Angels Debrief
Former Blue Angels leader Greg “Boss” 
Wooldridge underscored the importance 
of a debrief to foster a culture of excel-
lence whether in a business aviation flight 
department or on a Blue Angels tour. 
Wooldridge, the only commander to lead 
the Blue Angels three times, provided 
insight on his time with the U.S. Navy flight 
demonstration squadron in his discussion 
on “Soaring To Peak Performance.”

He called a debrief—in which the Blue 
Angels could discuss issues that came up 
during a show in an open, non-punitive 
manner—a “game-changer” in elevating 
performance. The debrief often took as 
long as, if not longer than, the briefing 
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Training sessions 
during the two-day 
event covered 
myriad topics, 
all focused on 
crews remaining 
prepared and 
knowledgeable, 
even for unlikely 
scenarios.
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“Information 
sharing is the 

only way we are going 
to advance safety 
together.”



session that occurred before every show. 
“Too often, debrief has a bad name,” he 
said, noting that many people wince at 
it because it brings up what went wrong. 
But with the Blue Angels, it is an oppor-
tunity for reflection, commitment to fix 
issues and a time for either mentoring 
others or being mentored. Each discus-
sion ended with the same theme: “Glad 
to be here.”

Wooldridge noted he introduced a 
debriefing program during his time at 
FedEx. It was a different program than 
with the Blue Angels, but yielded results, 
he said. “We got better. The debrief is 
about opening yourself up.”

This was particularly important follow-
ing Blue Angels missions where a squad-
ron would fly in formation as close as 18 
inches apart. This kind of operation also 
required absolute trust, which involved a 
contract to perform the mission as prom-
ised, and substantial planning, he said.

Small Details
Shifting expectations of clients was a 
central theme of Bob Hobbi, the founder, 
president and CEO of ServiceElements 
International. The industry is changing 
rapidly, he said, and so have the users of 
business aviation. He has found that oper-
ators often believe they have delivered 
more value than the customer perceived. 

“How do you know you met their expec-
tations?” he asked, stressing that not all 
dissatisfied customers complain.

Hobbi encouraged the audience to be 
proactive and manage expectations, rather 
than working to meet them. Operators 
must impress upon their customers that 
the top services are safety and security, he 
said. “You can’t have service and safety 
colliding. We need them to work together.”

As for service, he emphasized the impor-
tance of watching the smallest details, 
warning the audience that if a small detail 
is overlooked, a customer might wonder 
what else might be overlooked.

Mapping Professionalism
Tony Kern, founding partner and CEO of 
Convergent Performance and among the 
regulars in Safety Standdown presenters, 
emphasized the importance of having a 
safety direction. “We have to provide a 
map to understand when we are most 
vulnerable,” he said. 

This includes understanding what level 
of professionalism an operator has settled 
for or strives to reach. “Professionalism 
is an idea we have thrown around a lot.” 
People who believe themselves to be pro-
fessional might not be as professional as 
they think, he warned.

Kern broke professionalism into four 
levels from the base level of just having 

a job, to actively following the rules—a 
full complier—to striving to become an 
expert. And the fourth, reaching a top 
level. Full compliance is rare, he said. 
True experts strive to be all they can, the 
best they can, “just because.” The pinna-
cle is becoming an expert and then giving 
back, sharing that expertise.

He called those levels a roadmap to 
striving for improvement of safety. He 
noted that many people proclaim “We 
maintain proficiency to standards.” But 
all that means, he contends, is they meet 
minimum regulatory standards. “Why do 
we brag about maintaining proficiency to 
standards?” he asked. “There are times 
out there when Mother Nature and the 

situation can throw you demands that are 
beyond minimum standards.” Research 
shows that in stressful environments peo-
ple will perform at their standard level or 
slightly below. “You are not going to pull 
a rabbit out of your hat.”

Eliminating Vuca    
Amy Grubb, a senior industrial/organiza-
tional psychologist with the FBI, provided 
guidance on handling change in an orga-
nization. Grubb noted the rudimentary 
resistance people have toward change, 
using the military term “Vuca” (volatility, 
uncertainty, complexity and ambiguity).

She advised patience and understand-
ing to that resistance, but also the impor-
tance of preparing for the transition. 

“Change is going to be hard. Make it less 
bad for less long,” she said. Grubb called 
fairness the key. Change in an organiza-
tion needs to include procedural fairness 
with consistency and transparency; inter-
personal fairness, with an understanding 
of how the change affects personnel; and 
informational fairness, with the commu-
nication of accurate and valuable informa-
tion that is timely.

Decisions, Risks and Health
Scott Shappell, professor and chair of 
the Department of Human Factors and 
Systems at Embry-Riddle Aeronautical 
University, provided an overview of all 
the factors involved in decision-mak-
ing. “We are not in charge of our own 
decisions,” he said, adding that decisions 
are based on information and a series of 

“biases,” such as a salience bias (a person’s 
tendency to focus on things that attract 
them: loud, bright, recent and or/centrally 
focused), heuristic bias (a tendency to fill 
in gaps in information with expectations) 
or confirmation bias (a tendency to seek 
out information that confirms what a 
person believes to be true). These biases 
are entrenched in most people, but Shap-
pell said it helps to be aware of them in 
decision-making.

Other speakers included Dr. Allen Par-
met, who impressed upon the audience 
the importance of healthy lifestyles, BMI 
and factors playing into conditions such 
as diabetes and sleep apnea. Mark Briggs, 
a lead adviser for Safety Management 
Resources, stressed that risk cannot be 
eliminated, but can be managed. n
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Pilot stories: airmanship is a matter of survival
As attendees of Bombardier’s 2017 Safety 
Standdown focused on “intentionally safe” 
last month, they heard tales underscoring 
the importance of knowledge acquisition 
and airmanship and the fact that they can 
be a matter of life and death.

Most people gain knowledge, pass 
FAA check rides and then increase their 
knowledge with experience. This knowl-
edge should grow over time, speakers 
told attendees. But if a pilot doesn’t study 
his discipline, he or she might be meeting 
the minimums, but not be practicing good 
airmanship. “The FAA-regulated minimums 
are only 25 percent of capabilities [of fly-
ing],” one speaker pointed out.

A story of two pilots underscored this point.
One part of the story involved a check 

ride a check airman had given to a friend. 
During the oral part of the review, he 
quizzed his friend on several items, includ-
ing new checklist procedures in the event 
of a dual-engine flameout. The friend did 
not know the procedures. When asked 
what he would do in the case of such an 
event, the friend responded that it was a 
one-in-a-billion event. 

The check airman then quizzed his friend 
on a number of other items. The friend could 
not answer several of those questions. The 
check airman knew his friend was a skilled 
pilot. But he was “severely disappointed” 
by the responses.

The check airman decided to go on the 
check ride with his friend to see how that 

went before he made a decision on how to 
handle the situation. The check ride went 
beautifully. “Good stick-and-rudder skills,” 
the check airman thought. 

After the flight, the airman pondered his 
next course of action. He decided against 
sending his friend back to remedial training. 
Instead, he decided to give him a thumbs 
up, but tell him that he didn’t come close to 
meeting FAA standards and to never come 
back for a check ride like that again.

That was his friend’s last check ride.
The NTSB report said that as the friend 

flew over a lake, fishermen in a boat below 
could see him wave to them. “How low do 
you have to be to be seen waving?” the 
speaker asked. One fisherman told NTSB 
investigators they saw the aircraft disappear 
over trees and then heard an explosion. Left 
behind were a wife and two children.

Not knowing a checklist is a symptom of 
a larger problem, the speaker said.

Skills in Practice
This is in contrast to a pilot who had encoun-
tered a dual-engine flameout. During this 
pilot’s check ride, not only had he learned 
the checklist, but he also quizzed the same 
check airman for an hour about different 
scenarios and what he should do. The check 
airman was not the only one he quizzed. He 
also quizzed many others. 

He wanted to make sure he learned 
about every scenario possible. The pilot 
felt like something was missing in his 

knowledge and persisted until he had 
learned as much as possible.

About 18 months later, that pilot, acting 
as an instructor pilot, was flying over North-
ern Georgia with a pilot who had just five 
hours in jet aircraft. 

They were discussing flying into IMC 
weather as they flew over lower con-
vective activity. At 38,000 feet, they had 
received instructions for initial descent. 
After the thrust levers were pulled slightly 
back, the aircraft experienced a dual-en-
gine flameout. The instructor pilot told his 
new jet pilot companion to take care of 
altitude and airspeed and “I’ll take care 
of the rest.” 

He went through the checklist, includ-
ing three failed attempts to restart the 
right engine. As they descended, they 
lost the airspeed indicator. The instructor 
pilot found himself flying into rain, IMC 
for 250 miles around, no engine power or 
airspeed indication—and with one pilot 
relatively unfamiliar with jet aircraft. The 
instructor pilot decided to synch the sec-
ond hand of his watch with the “sweeps 
of the altimeter” to determine descent 
rate. 

Using airmanship and knowledge, he 
was able to land the jet “dead stick.”

“Sometimes we have to be perfect to 
survive,” the speaker noted. But to be per-
fect, pilots need the knowledge of how to 
address the situation and the confidence to 
perform it, he concluded. K.L.

Left, NBAA president and chairman Ed Bolen noted the the Standdown is part of the industry’s 
culture of learning from others. The event featured engaging presentations by some three 
dozen professionals.
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that “to a large extent, this publicity has 
not considered the nature and complexity 
of ATC,” according to the report. ICAO 
further has said its assessment of secu-
rity policies in use for ADS-B provides a 
more balanced view. Other officials have 
maintained that the security has been 
assessed, a plan is in place, and systems 
are monitored.

Authors of the report conceded they 
could not comment on the assessment, 
since it had only a limited distribution 
for security reasons, and security efforts 
are not revealed. Even so, the report 
worries that the guidance is dismissive 
of the inherent risks associated with 
ADS-B. According to the report, the main 
researcher concern about ADS-B is that 
it is “an open system with no encryption, 
authentication, or integrity checks” and 
therefore “ADS-B signals could poten-
tially be eavesdropped on, blocked, or 
transmitted by adversaries.” Further, the 
report expresses concerns that ADS-B 
hardware is fitted and networked with 
other aircraft systems, providing a poten-
tial entry point for adversaries. 

ATM Challenges
The report looks at multiple air traffic 
management system issues, such as vul-
nerabilities with controller-pilot datalink 
systems and the System-Wide Informa-
tion System. These systems contain sim-
ilar challenges involving authentication, 
encryption, auditing and monitoring.

In addition to highlighting ATM, the 
report focuses on vulnerabilities with 
connected systems aboard the aircraft. 
EFBs must meet certain security criteria, 
and permitted data transmissions are 
limited for security reasons and must 
be isolated from other aircraft systems. 
Other efforts, such as firewalls, further 
improve security.

But the report still expresses concerns 
that “as their growth in popularity has 
increased, the variety of hardware and 
software used for portable EFBs has also 
increased. Diversity and platform com-
plexity may make it harder to demon-
strate assurance and deliver reliability.” 
The report notes incidents that have 
already taken place involving third-party 
applications crashing aircrew EFB tablets.

Other technologies such as mainte-
nance monitoring and the Aircraft Com-
munications Addressing and Reporting 
System (ACARS) create further suscep-
tibility, along with the rapid growth of 
use of Wi-Fi aboard aircraft by passen-
gers. “Modern connected aircraft have 
seen a rapid growth in the amount of 
data they produce,” the report said. “It 
is estimated that by 2026, the global 
growth in aircraft-generated data could 
reach 98 million terabytes. Much of this 
data is where evidence of adversary activ-
ity or intent will be visible. Being able to 
see into this data, protect it and quickly 

analyze it for weak signs of compromise 
will be essential.”

The report points to vulnerabilities 
associated with emerging capabilities, 
ranging from additive manufacturing to 
unmanned systems, and warns that “their 
novelty may obscure the cybersecurity 
risks these technologies introduce.”

Additive manufacturing, or 3D printing 
has become widely used for components 
on commercial aircraft. The Airbus A350 
alone incorporates more than one thou-
sand parts produced though 3D printing 
the report finds. In 2015 the 3D printing 
industry was worth $11 billion and is fore-
cast to reach $27 billion in 2019.

The report cites the benefits of 3D 
printing, including less weight, lighter 
and stronger parts. “Since it is digital, 
however, there is immediate potential 
for concern,” the report said, adding that 
such a method is open to compromise 
through multiple means.

These include disruption or dele-
tion of firmware or product design; the 

compromise of intellectual property 
through the theft; or, sabotage of the 
printing process with the intention to 
weaken the products.

A number of research projects have 
examined cybersecurity vulnerabilities 
involving 3D printing.  Research revealed 
the ability to compromise either the 
printer or the design in such a way that 
the product is weakened but the vulnera-
bility is undetectable. 

Another research study showed the 
ability to weaken the design of a propeller 
to the point that it failed catastrophically 
after two minutes of use. “Additionally, 
for this attack, the researchers were able 
to demonstrate an attack chain from an 
external threat into the printer, and also 
the ability to insert the exploit into a worm 
that could be given sets of constraints and 
instructions,” the report noted. 

Concerning to the report’s authors is 
“the speed of innovation, technological 
advancement, and adversary capabilities 
potentially outstripping policy and regu-
latory development in many areas of the 
aviation ecosystem.”

The report offers numerous recommen-
dations for shaping a cybersecurity vision, 
with a need to focus on international col-
laboration on managing risks and develop-
ing resilient systems. Recommendations 
range from reinforcing standardization, 
developing a common understanding of 
cyber safety and developing robust threat 
models, to designing systems to capture 
cybersecurity-relevant data and training 
for safety. Another recommendation: 

“incorporate cyber perspectives into acci-
dent and incident investigations.”

“To ensure security and prevent poten-
tial disruption to the aviation system—
while at the same time ensuring that the 
full potential of connectivity is achieved—
requires a concerted effort from manufac-
turers, service providers and regulators,” 
said Aerospace Industries Association 
president and CEO David Melcher, prais-
ing the report for identifying issues 
and calling for a unified industry-wide 
approach to the emerging threat.”  n

can debate when drone taxis will enter 
service or how many people they will 
carry, “but there’s no debate they’re on 
the horizon,” Huerta said, noting that in 
early November Uber announced a part-
nership with NASA on research involving 
traffic systems for flying cars.

Agency Culture Change
“Coming into this job, it was appar-
ent to me that we needed more con-
sensus and clarity around the goals 
we were  pursuing as an industry. We 
also couldn’t just think about making 

technological changes—although there 
were many in the works. We also needed 
to think about changing the culture 
inside the FAA,” he said.

Things needed to move faster, he said, 
adding that FAA couldn’t afford to move 
at the traditional pace of government. 

“We’ll get left behind at the launch 
pad, wondering what just happened,” he 
said, adding that’s why he spent so much 
time working to change the culture. “As 
an agency, we traditionally spent a lot of 
time studying things—thinking through 
all the angles before taking even a single 
step,” Huerta said. “We no longer have 
time for these luxuries.”

Huerta said one of his favorite 
moments during his tenure occurred a 
few years ago when Dorenda Baker, who 
was shepherding the Part 23 rewrite, 

began a presentation by saying, “So, you 
said it was okay to break some china.” 
When she finished, Huerta asked the team 
whether they really wanted to make those 
changes. The response, he said: “Not only 
do we want to, but we have to.”

The agency has strived to become 
more flexible and proactive. But Huerta 
also underscored the importance of col-
laboration. “Our aviation family is only 
going to keep expanding…We need to 
hear from a broad range of voices if we’re 
going to get things right.”

He conceded the industry will have 
its disagreements and “it’s very easy to  
dig in when somebody challenges the 
 status quo.” Huerta pointed to the var-
ious opinions involved in debate sur-
rounding the future of the air traffic 
control organization.

“People are entitled to their own opin-
ions. But they’re not entitled to their 
own facts,” he said. “We need to have a 
transparent discussion that’s based on 
where we are today, not [where we were] 
a decade ago.”

Structure alone won’t solve fund-
ing challenges facing the ATC system. 

“It’s time to have an honest conversa-
tion about what the American public  
expects us to do, and how best to pay 
for it,” he said. “We can’t keep talking  
past each other. We need to talk with  
each other.”

Huerta said his advice to his successor 
will be: “Embrace change. Be a good lis-
tener. And make the tough decisions. The 
pace out there is full throttle and the avi-
ation community needs someone at the 
FAA who is going to lead.” K.L.
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on ‘next great age’

Astronautics to continue FAA cybersecurity work 
Astronautics Corporation of America is 
continuing to the next phase of the FAA’s 
Aircraft Systems Information Security/Pro-
tection (ASISP) program under a modified 
contract with the U.S. agency. In June, 
Astronautics successfully completed 
Phase 1A, which focused on developing 
and validating the methodologies for 
cybersecurity on core avionics systems. 

The FAA awarded Astronautics the initial 
ASISP contract for Phase 1A in August 2016.

The recent contract modification for 
Phase 1B is focused on cybersecurity mit-
igation strategies and safety risk assess-
ments on different avionics systems. It also 
includes working with other research teams 
to integrate critical elements of indepen-
dent methodologies from Phase 1A.  C.T.

Aviation’s increasing 
use of 3D printing 
offers a number of 
advantages, but it also 
introduces vulnerabilities 
to cyber attacks.
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Jet Aviation celebrates  
its golden anniversary
by Curt Epstein

Jet Aviation is celebrating its 50th anni-
versary this year. During five decades in 
business, it has evolved from a two-hangar 
maintenance facility in Basel, Switzerland, 
to an international enterprise offering FBO, 
MRO, completions and management ser-
vices throughout Europe, the Middle East, 
Asia, North America and the Caribbean.

The company was founded in November 
1967 by Carl Hirschmann Sr., a Swiss-Ger-
man who escaped to New York in World 
War II. He learned to fly in 1944 at the age 
of 24, and after the war started a business 
selling precision Swiss machinery. The 
U.S. Air Force was among his clients, and 
to visit his customers Hirschmann began 
flying his own airplane, a war-surplus P-51 
Mustang that he purchased.

In the 1950s, he moved back to his native 
Switzerland and expanded his reach into 
more businesses. When the founders of 
Executive Jet Management—retired U.S. 
Air Force generals Olbert Lassiter, Cur-
tis LeMay, and Paul Tibbets (pilot of the 
Enola Gay, the B-29 that dropped the first 
atomic bomb on Hiroshima)—decided to 
expand to Europe in the late 1960s, they 
remembered dealing with Hirschmann and 
contacted him for help. He quickly made a 
deal to rent a pair of hangars in Basel, for-
merly occupied by bankrupt charter airline 
Globair, and provide maintenance for the 
company’s four Lear Jet 23s. To manage and 
conduct the maintenance, he also hired the 
former airline’s deputy technical director 
Elie Zelouf, who became the backbone of 
the fledgling company’s operations, often 
driving hundreds of miles to pick up a part 
or, after the company began working on 
Dassault aircraft, flying to Paris for supplies.

In 1969, Jet Aviation had expanded 
to Zurich and Geneva as it purchased 
the ground handling and maintenance 

operations at those locations from Swiss 
airframer Pilatus, and it offered services 
to private and corporate jets, charter 
airlines and government and military 
aircraft. As the company grew, it went 
from occupying just a few offices at 
Hirschmann’s Zurich corporate head-
quarters, to his main focus. When he 
created a separate Business Jet Aviation, 
Hirschmann selected Zelouf to lead it.

The company expanded out of its 
native Switzerland in 1975, setting up a 
maintenance facility in Dusseldorf, Ger-
many, and shortly thereafter added air-
craft charter operations to its portfolio, 
starting with a pair of Lear 24s. Aircraft 
management followed soon after.

VIP Market
Noting that Middle Eastern clients tended 
to travel with large numbers of family, 
friends and staff, Hirschmann believed 
that larger aircraft would soon be required, 
and he began considering converting 
airliners into VIP aircraft. Hirschmann 
purchased an old former Cathay Pacific 
Convair 880, dispatched his son Carl Jr. to 
Miami to pick it up, and instructed Zelouf 
to have his staff work on it when short on 
maintenance work. When Hirschmann 
decided he would exhibit the aircraft at 
the 1977 Paris Air Show, it became a com-
pany priority to finish the conversion, with 
teams working round the clock.

The aircraft proved a smash at the 
show, attracting thousands. “We were 
immediately on the map,” said Thomas 
Hirschmann, who took over from his 
father as president and CEO in 1990. “We 
did demo flights around the world.” The 
aircraft then entered the company’s char-
ter fleet, exposing new customers to the 
prospect of a converted airliner. The com-
pany’s Basel facility handled several more 
completions, including its first widebody 
707s, gaining proficiency. Then the elder 
Hirschmann again gambled, purchasing 
five former Lufthansa Boeing 727-100s 
and converting them to VIP bizliners. The 
aircraft sold as fast as they were com-
pleted, and in some cases Jet Aviation was 
retained as the operator.

In 1982, the company expanded across 
the Atlantic, establishing its first presence 
in the largest business aviation market 
with an office in Washington, D.C. It then 
acquired a hangar at Boston-area Bedford 
Airport, to establish its first FBO in the 
U.S. as well as a base for several Massachu-
setts-based aircraft management clients. 
Since those customers tended to fly to 
Florida in the winter, it made sense for the 
company to service them at both ends, so 
in 1985 it acquired Rockwell Aviation and 
FBO and maintenance provider in West 
Palm Beach.

The company cemented its presence 
in the U.S. in 1988, when it purchased 
Executive Air Fleet, which at the time was 
country’s largest aircraft charter and man-
agement provider, and obtained an FBO at 
New Jersey’s Teterboro Airport, the busi-
est business aviation airport in the world.

By the early 1990s, Carl Hirschmann had 
retired, and the company employed more 
than 1,600 people at 17 locations world-
wide. As the decade rolled on, Jet Aviation 
expanded its aircraft management and 
charter operations with the acquisitions 
of several operators.

Eye on Asia
In 1995, the company made its first inroads 
in Asia, with the opening of its facility in 
Singapore. With that expansion, it began 
to market its worldwide presence with the 
tagline “the only Global Business Aviation 
Service Company.” The company’s tim-
ing was unfortunate, however, as just two 
months after the facility’s debut, the Asian 
financial crisis hit, causing business avia-
tion in the region to plummet. Yet Thomas 
Hirschmann vowed to take a pragmatic 
approach. “We are in Singapore for the long 
haul, period,” he noted at the time. “We will 
be here through the lean times, and when 
the economy improves, we will be well 
positioned to take a leading role in corpo-
rate aviation in Asia.” In 2001, the company 
opened a location in Hong Kong, just days 
after the 9/11 terror attacks in the U.S..

While the company saw an immediate 
decline in its charter operations in the 
aftermath, business soon rebounded, as 
customers weighed the security measures 
that were instituted at commercial air-
ports in response to the attacks. “Compa-
nies didn’t want to put executives through 
taking off their shoes and all of that,” 
noted Paul Engl, Jet Aviation’s director of 
FBO services and client relationships at 
TEB during that period. 

In 2003, Hirschmann stepped down 
after 13 years as CEO, with Heinz Köhli, 
the former COO for the company’s 
EMEA and Asia operations taking over as 
the first non-family member to run the 
company. Two years later it opened its 
first Dubai FBO and maintenance oper-
ation, filling the gap in its repair service 

network between Basel and Singapore.
That year also saw the end of the com-

pany as a private entity, as it was acquired 
by London-based private-equity firm Per-
mira Funds, which was eager to expand Jet 
Aviation’s reach in the U.S. The first move 
was the purchase of maintenance provider 
Midcoast Aviation from Sabreliner.

In 2007, Köhli left the company and Carl 
Hirschmann Jr., Thomas’ elder brother, 
returned for a brief stint as interim CEO, 
until the arrival of Peter Edwards, who 
headed the company until 2011.

By 2008, the company totaled 26 loca-
tions, with more than 5,000 employees, 
when it was announced that it would be 
sold to General Dynamics, which also owns 
airframer Gulfstream. The sale closed just 
weeks into the worldwide economic down-
turn. Being owned by a U.S. company meant 
that Jet Aviation could at last qualify for its 
own U.S. charter certificate, and the com-
pany quickly snapped up TEB-based K Ser-
vices. It also made the decision to manage 
its commercial charter and corporate flight 
department to more stringent commercial 
standards.

In 2011 the company made its first 
expansion to the U.S. West Coast with a 
charter/management office at Los Ange-
les-area Van Nuys Airport. A year later, Jet 
Aviation moved its global headquarters 
from Zurich to Basel, the site of its largest 
facility, and also its first to be occupied by 
Carl Hirschmann back in 1967. The com-
pany had come full circle.

“Throughout Jet Aviation’s 50-year his-
tory, we have always prioritized safety 
and service excellence with a steadfast 
commitment to meeting our customers’ 
needs” said current Jet Aviation group 
president Rob Smith. “This focus has 
guided our investments in new technol-
ogies, equipment, facilities and our peo-
ple, and ultimately directed the ongoing 
expansion of our network and service 
capabilities. We are also empowering our 
people, our teams of professionals, to 
foster their passions and better enable 
accountability and career growth…I have 
every confidence that by remaining true 
to our past, our commitments and our 
partners, we’ll remain relevant for the 
next 50 years and beyond.” n
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Carl Hirschmann Sr. founded Jet Aviation 
to provide maintenance for several aircraft 
operated by Executive Jet Management.

As the company was expanding its footprint beyond Switzerland, Jet Aviation was also 
boosting its service portfolio, offering more for private and corporate travelers.
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Expansion and mx training  
on agenda for Jet Aviation
by Samantha Cartaino

Jet Aviation may have closed its U.S. 
maintenance facilities, but the company’s 
locations in Europe, the Middle East and 
Asia continue to offer support for cus-
tomers around the world. The company 
currently operates seven MRO facilities, 
in Basel and Geneva, Switzerland; Vienna, 
Austria; Moscow/Vnukovo, Russia; Dubai; 
Singapore; and Hong Kong and Macau in 
China. With an increase in traffic to these 
locations, Jet Aviation is expanding some 
facilities and setting up a maintenance 
training program at its Basel facility for 
its sales team.

Jet Aviation closed its St. Louis comple-
tions and MRO facility in August (sister 
company Gulfstream Aerospace took over 
the location), and shuttered its MRO facil-
ity at Boston-area Hanscom Field in Sep-
tember. However, this does not mean that 
the company stopped supporting U.S. cus-
tomers. According to Jet Aviation’s head 
of global MRO marketing services Tommi 
Krell, the company’s worldwide facilities 
remain available for business jet operators 
based anywhere, including the U.S.

To spread the word with U.S. custom-
ers, Jet Aviation has dedicated two Euro-
pean sales directors to the U.S. market: 
Antonia Kerschbaum and Beatrice Ashe. 
Working with customers in Europe, the 
Middle East, Africa and Asia, the two also 
have plenty of experience dealing with the 
U.S. market on an almost daily basis.

To meet the needs of Jet Aviation’s 
international market, the company is 
expanding some facilities. The Basel facil-
ity will see the addition of a 94,000-sq-ft 
hangar in the second half of 2018 to meet 
the demand for completions, mainte-
nance and refurbishment services. Jet Avi-
ation’s Singapore facility will expand to 

accommodate an interior shop as well as 
a third 49,000-sq-ft hangar with humidity 
control and air-conditioning.

Another way Jet Aviation is preparing 
to meet the needs of its international 
market is a new sales-force training pro-
gram in Basel. The program, which is still 
in its trial phase, would take place two to 
three days a year and allow sales direc-
tors to receive exposure to operations in 
the maintenance hangar. Suppliers would 
teach the directors about different avi-
onics products or regulations and other 
technical subjects. The program would 
consist of 50 training events along with 
external and internal coaching sessions.

“The way forward, in my opinion, is 
training, training, training,” Kerschbaum 
told AIN. “Together with a colleague 
from the training department, we started 
a global sales training [program] for our 
sales force worldwide. This training pro-
gram gives the sales director the oppor-
tunity to do hands-on training in the 
hangar, have our suppliers teach [them] 
about the different avionics products or 
learn about the challenges we face on a 
daily basis with aviation authorities…I 
believe that Jet Aviation will end up with 
the best trained and most up-to-date 
sales force worldwide, once this program 
is up and running.”

Jet Aviation’s MRO sales for this year 
are “satisfying,” according to Kerschbaum. 
Some delays arose for the company’s 
Macau facility because of Typhoon Hato 
in August, and the Basel facility could not 
take in as many aircraft as usual because 
of limited space caused by the construc-
tion of the additional hangar. However, 
the company is expected to meet its MRO 
sales levels from last year. n

Viking Air updates CL-415, 
mulls new-model launch
by Alan Warnes

After purchasing the type certificate, tooling 
and spare parts inventory for the CL-215/-415 
amphibious firefighting aircraft on October 
1 last year, Vancouver-island, British Colum-
bia, Canada-based Viking Air had been 
quiet about its future plans. However, that 
changed in late October when the company 
launched the CL-415EAF enhanced aerial 
firefighting (EAF) model. The -415EAF will 
address short-term requirements of cur-
rent or potential new customers who want 
to expand their fleets and, with updated 
avionics, serve as a base for a potential 
future aircraft. Now considering launching 
an upgraded model to be called the CL-515, 
Viking is building the business case and plans 
to make a decision by the middle of next year.

Viking Air director of special projects 
sales and marketing Christian Bergeron 
told AIN, that after the acquisition of the 
program, “The most important thing was 
to rebuild confidence in the customer sup-
port functions. Significant investment has 
been made in spare parts and building a 
team to establish better service levels, then 
take it further than before.” When Viking 
bought the business, spares support was 
difficult and the aerial firefighting market 
was not a priority for Bombardier, which 
had inherited the “Super Scooper” aerial 
firefighting aircraft program from Canadair.

Viking Air’s Bergeron explained that 
normal delays in restarting production 

prevented the company from meeting 
operators’ short-term needs. He pointed 
out, “There are also new [ADS-B-related] 
navigation regulations in place and obso-
lescence of components in the -415 that 
needed short-term resolutions.”

The CL-415EAF will address those 
issues for operators. Viking will upgrade 
the engines and reinforce the airframe 
and electrical distribution system. The 
next step is to update the avionics suite. 
The company has not yet selected which 
suite, but it will be a “well-established 
commercial-off-the-shelf system that 
will address the 2020 navigation changes 
and evolve it into future functionality. 
It will serve as a configuration for the 
future aircraft if we restart production,” 
said Bergeron.

Viking has purchased 11 piston-engine 
CL-215s for the project, has reservations 
for three of 11 aircraft and is pleased with 
that reaction. “We have a solid founda-
tion to do the conversion, as there are 
already 25 CL-215Ts [turboprop conver-
sions] in operations. We are targeting 
delivery of the -415EAF between 2020 and 
2023, which would lead us into the start of 
new aircraft, if we start production of the 
CL-515,” Bergeron said.

Production and customer support for the 
-415EAF/-515 will be concentrated at Viking 
Air’s Calgary headquarters facility. n

Tech improvements for the Super Scooper 
Babcock International, which operates 
Italy’s Vigili del Fuoco (Fire Fighters) 
19-strong fleet of CL-415s, is introducing 
an infrared camera installation, mounted 
in front of the aircraft’s windshield. The 
system was certified in March, so inte-
gration took place on only one aircraft 
before the firefighting season stopped 
the upgrade temporarily.

Vincenzo Tataglione of Babcock’s Mis-
sion Critical Services told AIN, “Pilots 
can use the system during the reconnais-
sance phase and during the fire attack. 
You can detect the hot spot from a long 

distance and improve the efficiency of 
the mission. The imagery can also be 
datalinked to the ground station, tablet 
or smartphone. We have tested the sys-
tem up to 5,000 feet and up to 100 knots 
and transmitted at 3 mb per second. Our 
next step is to install external antennas.”

Improving technologies is clearly the 
way ahead for the aerial firefighting com-
munity. With 58 CL-215s, 25 CL-215Ts, 
86 CL-415s operating worldwide, and 
the CL-415EAF on the horizon, the Super 
Scooper is set to continue playing its part 
in the war on fires.  A.W.

Viking Air has outlined its plans for the CL-215/-415 fleet, with a decision on whether to start 
production on the new CL-515 expected in mid-2018.

Jet Aviation has several facilities in Dubai: one at Dubai International Airport and one at  
Dubai World Central, where it recently moved from a temporary facility to a permanent one.
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Qantas pilot draws on military training 
by Pete Combs

When the autopilot suddenly switched 
itself off aboard Qantas Flight 72 on 
Oct. 7, 2008, pilot Kevin Sullivan was 
puzzled. The Airbus A330, on a f light 
from Singapore to Perth, was approach-
ing the coast of northwest Australia 
near the town of Exmouth. The weather 
was clear and the aircraft seemed to be 
operating normally.

The mystery was compounded by the 
jarring sound of the stall warning. Odd, 
Sullivan thought. He was in cruise config-
uration at 37,000 feet on a clear day. What-
ever the A330 was doing, it wasn’t stalling. A 
moment later, Sullivan found himself star-
ing straight ahead at the Indian Ocean, and 
his world changed forever. The aircraft’s 
complex automation had malfunctioned, 
and the only thing that stood between 
Qantas Flight 72 and the deep blue sea was 
Sullivan’s extensive experience.

“It was an aggressive pitch-down—violent, 
without warning,” Sullivan told AIN. “I had 
to brace myself on the glareshield. There 
are no warnings that say the airplane can 
maneuver violently on its own. But it did.”

Sullivan hauled back on the sidestick, 
pulling it almost to the stop. Nothing 
happened. So he reverted to his training 
as a high-time U.S. Navy fighter pilot. He 
neutralized the controls.

“I was looking at the Indian Ocean 
filling my windscreen. My control input 
was not effective. I was basically a pas-
senger at that point, not a good place to 
be if you’re pilot-in-command. So I let go 
of the stick,” he said.

At the moment of the pitch-down, the 
Airbus had been holding a nose-up atti-
tude of +2 degrees. Two seconds later, 
the nose had dropped -8.4 degrees. The 
wings sliced through the air with an audi-
ble rushing sound as the aircraft went 
from +1g to -.8g.

Violent Pitching
In the back of the airplane, dozens of 
passengers who were standing or seated 
without wearing their seatbelts were 

thrown up to and in some cases, through 
the carry-on bins and ceiling panels.

“What the hell just happened?” asked 
Sullivan’s second officer, who was flying 
right seat.

“That’s when the startle hit,” said Sul-
livan, a veteran pilot who had logged 
more than 17,000 flight hours. He didn’t 
know what happened, but he figured the 
A330’s computers were reacting to some-
thing. He noted a fault in one of the flight 
control primary computers (FCPC). Sul-
livan reset the FCPC, known as PRIM3.

Again, without warning, the aircraft 
pitched down violently. Again, Sullivan 
was unable to stop it by pulling back on 
the stick. Again, he let the stick go to neu-
tralize the controls.

“I’m in trouble,” Sullivan remembered 
thinking. “I don’t know what’s happen-
ing and the airplane isn’t communicat-
ing with me. I’m getting master caution 
chimes. But every time they sounded, a 
message would flash on the computer 
monitor and quickly disappear. We 
couldn’t discern what was wrong.”

Unwilling to trust the A330’s automa-
tion anymore, Sullivan left the autopi-
lot off. He disconnected the auto-trim 
and autothrottles. He declared a Pan 
(indicating an urgent situation that was 
not immediately life-threatening) and, 
moments later, a Mayday.

The closest airport was a sleepy joint 
military/civilian field called RAAF Base 
Learmonth, approximately 37 kilometers 
south of Exmouth. Given the number and 
extent of injuries on board, Sullivan opted 

to land there rather than continue another 
hour-and-a-half to Perth. Exmouth had a 
small hospital with just two ambulances. 
ATC told Flight 72 the hospital would need 
a half-hour to prepare. That was fine with 
Sullivan. He needed the time to figure out 
how he would land his crippled A330.

The stall warning continued to sound—
as did the master caution and overspeed 
warnings. The cacophony was terribly dis-
tracting, Sullivan remembered. Ignoring 
them required a special effort, he added, 
since company policy called for a man-
datory response to some of the warnings. 
Unable to ascertain the extent to which 
his aircraft was malfunctioning, Sullivan 
again reverted to his military training.

“In the Navy, we used a ‘high-energy’ 
approach in single-engine jets when we 
suspected airframe or engine damage 
due to combat,” Sullivan said. From 
37,000 feet, he would pull the throttles 
back to idle, then approach the field in a 
high-angle, high-energy configuration.

Even then, the aircraft refused to 
cooperate, Sullivan recalled. His first offi-
cer had returned to the flight deck by this 
time, his nose broken in the pitchdowns. 
The first officer tried to enter a non-pre-
cision approach to Learmonth. The com-
puter refused to accept it.

Manual Approach and Landing
Flight 72 circled Learmonth, descending 
until it was abeam the field at 11,000 feet. 
That’s when Sullivan began his visual 
approach. He recalls his thoughts during 
the experience.

Thrust to idle. 
Nose down.

We need to lose 8,000 feet to arrive at 
3,000 feet for a 10-mile final.

Sullivan turned to base at 5,000 feet, 
constantly worried that the aircraft 
would again pitch down. Using the radio, 
the Second Officer activated the PAPI as 
Flight 72 turned to final.

“Speed,” warned the first officer.
“Acknowledged,” replied Sullivan. He 

wanted to be fast as he aimed just shy of 
the runway threshold.

Gear down. That worked. Good. 
Flaps at configuration 2.
Trim manually.
Throttles still idle.
1,500 feet, still descending at 3 degrees, 

verified by the PAPI.
Threshold.
Touchdown.
From the back of the airplane, the pas-

sengers gave Sullivan and his flight crew 
a rousing cheer. The stall, master cau-
tion and overspeed warnings continued 
to sound even as Flight 72 taxied to the 
small terminal at RAAF Learmonth.

As medical crews rushed aboard to 
help the injured passengers and crew, 
Sullivan walked aft through the passen-
ger cabin. He was “heartbroken” at the 
devastation. Images of the bruised and 
bloodied passengers and crew seared 
themselves into his brain.

Sullivan remained in command of both 
passengers and airplane until all of the 
injured had been cared for. He then shep-
herded the remaining passengers into the 
terminal. Hours later, two Qantas aircraft 
landed at Learmonth to fly the passengers 
and crew on to Perth. Only after they 
arrived at their original destination, said 
Sullivan, did he allow himself to relax.

Post-flight analysis by the Australian 
Transportation Safety Bureau (ATSB) 
showed one of the A330’s three air data 
inertial reference units (ADIRUs) was 
sending faulty information to the FCPCs 
in spikes every 1.2 seconds. The flight 
control computers misinterpreted that 
data, causing them to react as though the 
aircraft was in a nose-high stall. That led 
to the pitchdowns.

Sullivan and his crew were commended 
by the ATSB for their professionalism.

In all, 110 passengers and eight crew-
members were injured in the pitchdown 
incidents—some severely.

And you can add one more casualty to 
the list.

Plagued by post-traumatic stress disor-
der and the memory of those who were 
so badly hurt, Sullivan attempted several 
times to resume his career as a pilot. But 
after seven torturous years, he gave up in 
2015, convinced that his future lies some-
where other than in the cockpit. n

During a flight to 
Perth, the Qantas 
Airbus A330 
began pitching 
violently because 
the airplane’s 
automation 
system was 
misinterpreting 
faulty information  
and acting as if 
the aircraft was in 
a nose-high stall.  

I  was basically a 
passenger at 

that point, not a good 
place to be if you’re 
pilot-in-command.”

— pilot Kevin Sullivan

“AIN’s The Human Factor: Tales from the Flight Deck” is a different kind 
of aviation safety podcast presented twice monthly. You can hear both 

parts of Kevin Sullivan’s story at www.ainonline.com/humanfactor.
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(866) 328-1313 
www.corpangelnetwork.org

	 Corporate	Angel	Network	arranges	free	flights	to	
treatment	for	cancer	patients	in	the	empty	seats	on	
corporate	jets.
	 Since	1981,	Corporate	Angel	Network,	a	not-for-
profit	organization,	has	worked	with	more	than	500	
major	corporations	including	half	the	Fortune	100,	

to	fly	more	than	50,000	cancer	patients	to	specialized	
treatment	and	currently	transports	225	patients	
each	month.	
	 The	process	is	simple.	Corporate	Angel	Network	
does	all	the	work.	All	you	have	to	do	is	offer	an	
empty	seat	to	a	cancer	patient	on	your	next	flight.

Corporate Angel Network
Bringing Cancer Patients 

Closer To Their Cure.

Give	a	cancer	patient	a	lift	
on	your	next	flight.

Fill	an	empty	seat	with	hope.

50,000 flights and counting!
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Honeywell announces 
cockpit upgrade offerings 
by Mark Huber

Honeywell is expanding its Primus Elite 
cockpit offerings with new FAA certifica-
tions for Bombardier, Cessna, Dassault, 
Embraer and Fairchild-Dornier aircraft, 
including an LCD display upgrade option. 
Honeywell also has received regulatory 
approval for its Primus Elite advanced 
features software upgrade that includes 
synthetic vision.

The new Primus Elite STC allows oper-
ators to gradually update their systems 
rather than opt for a full cockpit upgrade 
up front. Operators can first install new 
Honeywell DU875 liquid-crystal dis-
plays (LCD) which are more reliable 
and lighter than the DU870 cathode ray 
tubes they replace. Once the displays are 
upgraded, pilots will have access to elec-
tronic charts, maps, graphical weather, 
and video inputs via Primus Elite. Hon-
eywell has certified the Primus Elite 
advanced features software upgrade via 
STC. The update is available to operators 
with the new LCD displays and Primus 
Elite cockpit upgrade, providing access 
to synthetic vision, 3-D color image of 
runways, and terrain and obstacles.

New STCs include replacing the DU870 
CRT with the DU875 LCD on the Bom-
bardier Global Express and Learjet 40/45; 
Cessna Citation X, Bravo, Excel, Ultra and 
Encore; Dassault Falcon 900/EX; Dornier 
328; and Embraer Legacy 600/650. New 
STCs for the Primus Elite advanced fea-
tures software upgrade for the Dassault 
Falcon 900C/EX platforms includes syn-
thetic vision. Primus Elite is currently cer-
tified and available on aircraft including 
the Bombardier Global XRS and Global 
5000, Fairchild-Dornier DO-328, and 
Dassault Falcon 900C. Primus Elite’s  
advanced features upgrade is available 
for the Gulfstream GIV, GIV-SP, and GV.  

Separately, Honeywell’s BendixKing 
division is making ADS-B solutions 

available for more aircraft through several 
new offerings. ADS-B Out is now available 
via a new upgrade for aircraft using the 
Communication, Navigation, and Identifi-
cation (CNI) 5000 integrated avionics sys-
tem, giving operators of Cessna CitationJet 
525s, 525As and 550 Bravos an expeditious 
way to meet the new federal mandate.

For helicopters needing an ADS-B solu-
tion, BendixKing is distributing the ACSS 
MST 70B transponder. The transponder 
recently completed helicopter vibration 
testing and is ready for certification 
for commercial helicopters. Bendix-
King already is the exclusive distribu-
tor of the transponder for the military 
and business jet market. The transpon-
der is designed for slide-in installation 
using BendixKing MST 67A mounting 
racks and connectors. The transponder 
already has STC approval for fixed wing 
installations from the FAA, TCCA, and 
EASA and is available for installation at 
any Honeywell or BendixKing dealer. n 
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AVIONICS & technology

News Update
Esterline Demonstrates  
Advanced Helicopter Cockpit
Esterline Avionics Systems introduced 
its integrated CMC Electronics 
helicopter cockpit demonstrator 
at the Dubai Airshow, marking its 
capabilities in integrating systems to 
meet varied customer requirements. 

The scalable, flexible and customizable 
system uses a modular approach to 
meet a range of needs from minimum 
to advanced, as well as to offer 
minor upgrades of existing systems 
through to a full integrated avionics 
suite. Flexibility comes from an open 
architecture that allows end-users 
to employ their own software.

On display in Dubai in the cockpit 
demonstrator were the company’s MFD-
3068 six- by eight–inch smart displays, 
which can host third-party applications. 

The displays feature MOSArt 
(modular open system architecture) 
middleware that permits the 
partitioning of applications. The high-
definition displays can show primary 
flight data, navigation information, 
engine data and moving maps.

Also included in the integrated 
flight deck display is the CMA-9000 
flight management system (FMS), 
supporting both civil and military 
navigation modes. The FMS is compliant 
with the latest standards for required 
navigation performance (RNP) and 
satellite-based augmentation system 
(SBAS) approaches. Also included 
in the demonstrator is the CMA-
6024 GPS landing system sensor 
that provides SBAS GPS capability 
from departure to approach.

Satcom Direct, ForeFlight  
Team On ‘Own-ship’ Notification
Satcom Direct and ForeFlight have 
integrated their service offerings so 
that the Satcom Direct Router (SDR) 
can serve as data source to display 

“own ship” location on ForeFlight’s 
Performance electronic flight bag apps 
without additional GPS hardware, the 
companies announced at NBAA 2017.

With GPS location, groundspeed, and 
altitude information, passengers and 
crew traveling with an iPad or iPhone 
can track their flight’s progress in real 
time. When linked to SDR’s internet-
connected Wi-Fi, ForeFlight customers also 
can receive and display high-resolution 
radar, icing, turbulence, winds aloft 
and other graphical weather layers. 

“Pilots rely on accurate timely delivery 
of essential information to maintain 
secure operations,” said Jim Jensen, 
founder and chairman of Satcom 
Direct. “Integrating these solutions 
provides pilots with a clear, unimpeded 
view of their real-time situation.”

The SDR own-ship integration is available 
to ForeFlight Performance Plus and 
Business Performance customers. M.T.

Garmin adds features to GTN navigators
After releasing a new visual approach fea-
ture in the upgraded G1000 NXi avionics 
suite in January, Garmin has added visual 
approach guidance to the GTN 650/750 
touchscreen navigators. Other features in 
the latest GTN software upgrade include 
control and display of the GTX 3000 tran-
sponder and GTS 8000 TCAS II/ACAS II and 
LNAV+V approaches without space-based 
augmentation service.

The upgrade allows pilots to load a new 
visual approach procedure that provides 
advisory vertical guidance based either on a 
published glidepath angle or a three-degree 
glideslope that originates from the runway 
threshold. The visual approach takes into 
consideration terrain and obstacle clear-
ance, according to Garmin, and helps pilots 
fly a stabilized approach.

The new LNAV+V capability offers advi-
sory vertical guidance when flying an LNAV 
approach using the GTN 650/750, and this 
also aids in maintaining a stabilized approach.

Garmin now offers a simpler method of 
ADS-B compliance for aircraft equipped with 
certain third-party TCAS II/ACAS II systems, 
and this includes pairing a GTN 650/750 
with a GTX 3000 mode-S extended squitter 
(ES) transponder. The combination also adds 
WAAS/LPV approach capability.

For aircraft equipped with Garmin’s GTS 
8000 TCAS II/ACAS II, the GTN touchscreen 
can be used for display and control of the 
GTS 8000. This includes traffic overlaid on 
the GTN moving map and traffic page and 
Garmin’s TargetTrend technology. Garmin’s 
Correlated Location Enhanced ADS-B 
Receiver Collision Avoidance System (CLEAR 
CAS) “uses a blended surveillance method 
of active interrogation and passive recep-
tion of 1090 ES ADS-B data, reducing active 
interrogations by using intruder position 
data received via ADS-B-equipped aircraft,” 
the company explained. M.T.

Visual approaches are now available on 
Garmin’s GTN 650/750 navigators.

A new STC allows 
Honeywell to 
replace DU870 CRTs 
with the DU875 LCD, 
shown, in a number 
of business aircraft 
models.
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CEFA Aviation software lets 
pilots review their flights
by Ian Sheppard

Colmar, France-based CEFA Aviation has 
developed a new product for iPads that 
will allow pilots to review their detailed 
flight profiles in confidence and learn 
from them. The company’s main product 
Flight Animation System (FAS) is already 
in use with airline flight data management 
(FDM) departments worldwide and was 
developed by company founder and CEO 
Dominique Mineo after he left Switzer-
land’s Crossair in 2000.

According to Mineo, the new prod-
uct—CEFA AMS (Aviation Mobile Ser-
vices)—will help address issues with 

“loss of piloting skills due to automation,” 
something even the latest flight simula-
tors don’t really help to address.

He said AMS takes evidence-based 
training a step further; the fact the com-
pany’s launch customer for AMS is All 
Nippon Airlines (ANA) of Japan (with 
3,000 pilots using it since last March) 
goes a long way to explaining where it 
fits in. Loss of face in Japanese culture 
can, more than in other cultures, prevent 
pilots from admitting mistakes. “The idea 
is to have a better, individualized briefing 
tool,” Mineo said.

Experience with ANA has shown how 
well AMS works, said Mineo, and how 
much it can add compared to just simula-
tor recurrent checks. “To improve train-
ing, you’d need more simulator time with 
the greater costs involved,” he said.

Informal Post-flight Briefings
AMS allows pilots to review every flight 
with instrument and external views, 
reflect on it and correct anything that 
they know to be wrong. Crews are able 
to discuss flights afterwards, giving them-
selves a post-flight briefing even If it’s in 
the bar afterwards. 

“This also increases acceptance of any 
failures,” compared with an instructor 
telling a pilot, said Mineo. He noted that 
NASA led the way in approaching this form 
of evidence-based training. “Every flight 
can become a potential training event,” he 
said, pointing out that simply relying on 
memory, might also be inaccurate.

Mineo said that for most operators, 
“getting to review FDM data can be a long 
process, following a request from a pilot. 
This is the first self-improvement tool. 
Nothing else exists on the market” to allow 
pilots to review their flights in such detail.

The iPad has to be connected to the 
Internet so that it can take the flight data 
from the Cloud, but the download happens 
straight after a flight so it can be reviewed 
as soon as the pilot(s) want, in the cock-
pit, in the bar, or back at home in privacy.

It took seven months to put the system 
in place with ANA, said Mineo. It is also 
set up to provide video, and ANA pilots 
have already “created tens of thousands 
of videos” they have reviewed after flights, 
said Mineo. “All videos are de-identified 
and encrypted,” added Mineo. “Pilots can 
view it together as a team if they wish. The 
idea is to have a mirror. They can play it 
back at various speeds and compare.”

He added, “ANA had an idea: to bring 
a video of their flight to each pilot. I said 
I have had the same idea.” So the next 
step, having completed implementation 
with ANA, is to seek other customers 
by promoting AMS at shows such as the 
Dubai Airshow.

Price depends on the an operator’s size (it 
is mainly aimed at airlines at present). There 
is an initial fee and a fee per flight. “We will 
do a case-by-case price for existing [FAS] 
customers,” said Mineo, “but it is a separate 
product.” He said savings for an operator 

could be huge, but is intangible, noting that 
avoiding tail strikes and other anomalous 
flight situations, such as hard landings, 
through a well-trained pilot workforce 
would save maintenance costs, preserve 
aircraft in good condition and help to avoid 
their being removed from service for repairs.

Experience with ANA has shown that 
“one out of five takeoffs has been watched 
by a pilot, and every second landing. And 
there is not the stigma of the pilot having 
to ask to review something.” An internal 
survey by ANA’s flight operations depart-
ment showed that 90 percent of its pilots 
said it was a good addition.

Mineo pointed out another advan-
tage: the flight operations department 
can check how many videos have been 
requested for a particular airport. He 
used Runway 05 at Geneva as an exam-
ple. “It’s a proactive way to see that there 
might be something tricky, such as a hill 

where northerly wind speed increases 
on short final. Then you can put it in 
the simulator and re-create the threat.” 
The airline cannot see the identity of the 
pilots who flew the approaches.

Mineo said, however, that “it’s good to 
have a neutral advisor available to speak 
with a pilot who has a concern.”

He concluded by saying airlines tell 
their pilots they need to put the autopilot 
on “so they don’t make an error,” aware 
that they are getting less manual flying, so 
errors could be more likely.

CEFA participated in a round table 
on automation at the GATE (Gulf Avia-
tion Training Event) last month at the 
Dubai Airshow. A “White Paper” titled 

“The Benefits of Flight Data Animation: 
An Airlines Perspective” is available for 
download on CEFA’s website. It was pro-
duced in conjunction with Rick Adams of 
AeroPerspectives. n

Every flight 
becomes a 
training flight 
if pilots can 
debrief their own 
performance in 
confidence, with 
instrument and 
outside views, 
according to 
CEFA Aviation.

Rockwell Collins expands 
Stage content, enhances IFE
by Sean Broderick

The Rockwell Collins Venue cabin man-
agement and entertainment system has 
surpassed 1,000 installations and enhance-
ments are in the works, including integration 
of its newly expanded Stage content service.

Stage is set to get more content, thanks 
to agreement between West Entertain-
ment and Collins. The deal, announced 
at NBAA 2017, expands access to regional 
and premium content beyond the nearly 
1,000 movies and TV episodes already 
available to Stage customers.

West will oversee the content rela-
tionship and certain technical require-
ments, including the management of 
the content database with Hollywood 
studios and distributors.

“We’ll help source movie and TV pro-
gramming from major Hollywood and 
independent studios, as well as interna-
tional film and TV distributors worldwide,” 
said Rick Warren, West Entertainment 
managing partner. “This, combined with 
our expertise on the technical side of the 

business, will provide even more enter-
tainment options for passengers.”

Collins sees the deal as a value-add 
for Stage customers, who can worry less 
about ensuring there is suitable content 
onboard before departure, said company 
business jet cabin solutions marketing 
director Phil Kim. “The wider selection 
of content will allow them to worry less 
about planning entertainment or making 
content purchases before they fly.” Inte-
grating Stage into Venue is one of several 
enhancements that Collins has planned 
for Venue. Others include Bluetooth con-
nectivity options and larger, higher-reso-
lution displays as technology progresses.

Introduced in 2007, Venue trans-
forms a cabin into a fully integrated 
and on-demand office and multimedia 
entertainment environment. The scal-
able system supports integration with 
features such as wireless on-demand 
entertainment, internet connectivity 
and Airshow moving map. n

Citing safety, Collins zaps 10K approaches
Rockwell Collins removed approximately 
10,000 approaches last month from both 
the Jeppesen and Lufthansa naviga-
tion databases for its Pro Line 4 and 21 
avionics due to a safety-of-flight issue. 
According to a company bulletin sent to 
customers, manually edited or tempera-
ture-compensated “Climb To” altitudes 
in the databases “will command the air-
craft to turn in the wrong direction under 
certain conditions.” The action removed 
about 35 percent of the approaches in the 
databases.

As a result of this discovery, “Starting 
with the 1712 cycle, Rockwell Collins will 

remove [affected] approaches from both 
the Jeppesen and Lufthansa Navigation 
Database types 6, 7, and 8,” the latter 
referring to “specific types of Pro Line data-
bases.” The company confirmed to AIN 
that the issue is specific to Rockwell Collins, 
meaning databases for non-Pro Line 4 and 
21 avionics systems are unaffected.

Rockwell Collins said it is working on 
corrective actions for this issue to restore 
the removed procedures and will provide 
further details for registered Rockwell Col-
lins customers before the release of cycle 
1713. It also encourages operators “to verify 
their flight-planning procedures.” C.T.
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FAA proposed update for Part 27/29 rules  
governing helicopter certification
by Mark Huber

The FAA is seeking comment on a notice of 
proposed rulemaking (NPRM) that would 
broadly update FAR Parts 27 and 29 that 
govern the certification standards for civil 
rotorcraft. Comments are due on or before 
Jan. 30, 2018. As proposed, the changes are 
designed to reduce or eliminate the need 
to obtain special condition approvals for 
the certification of new rotorcraft and 
incorporate requirements of equivalent 
level of safety (ELOS) findings and means 
of compliance (MOC) issue papers that 
the FAA has imposed/issued for improving 
certain design features.

According to the FAA, the proposed 
rule “would address these problem areas 
by updating those standards that cause 
unnecessary burdens in cost and time to 

both the FAA and the rotorcraft industry.” 
While compliance with these proposed 
regulatory changes would continue to be 
shown by the same testing, analysis and 
inspections as in the current certification 
process, there would be a reduced burden 
through clarification of the safety require-
ments for the installed systems.

Sections of the current rotorcraft certifi-
cation standards are technologically obso-
lete and the bureaucratic circumvention to 
the problem is overly burdensome, the FAA 
essentially acknowledged in the NPRM. 

“The FAA is proposing to update Parts 
27 and 29 because the regulations were 
originally published in 1964 and revisions 
to the airworthiness standards have not 
kept pace with advances in technology for 
rotorcraft…In some cases, advancements 
in technology have rendered the regula-
tions obsolete…Existing airworthiness 
standards are inadequate because they do 
not address increasing design complexity.”

The current method of using spe-
cial conditions, ELOS and MOC as a 

workaround negatively affects “FAA 
resources and the applicants’ schedules 
for obtaining FAA approval for their 
products” the FAA noted, adding that 
updating the certification standards 
would reduce the regulatory “burden on 
both the FAA and industry.”

The areas proposed to be addressed 
would include flight control automation 
(FAR 27.1329 and 29.1329) with regard 
to autopilot functionality; flight director 
systems (27.1335 and 29.1335); lithium-ion 
batteries (27.1353 and 29.1353); and pow-
erplant instruments (27.1305 and 29.1305) 
to allow for synthesized power indicators; 
and to permit manipulating powerplant 
instruments to simulate OEI without 
damaging the engines (29.1305(b)(4)).

In two areas alone—flight guidance 
and control systems and engine dis-
plays—the proposed rules could elimi-
nate considerable paperwork.

The FAA proposes to combine the 
requirements for automatic pilot and 
flight director systems into one rule. Cur-
rently, FAR 27.1329 and 29.1329 address 
automatic pilot systems while 27.1335 and 
29.1335 cover flight director systems. The 
FAA notes, “Having these systems in sep-
arate rules that use different terminology 
has resulted in some confusion” and that 

“modern designs include both automatic 
pilot and flight director systems.”

With regard to synthesized power 
indicators (SPI), the FAA notes that it 
already is virtually an industry standard. 

“Many rotorcraft manufacturers have 
started to incorporate [an SPI] that pro-
vides a single indicator of engine per-
formance. This single value displayed to 
the pilot is generally presented as a per-
centage of the nearest engine limit. The 
continuously displayed SPI presents the 

calculated value to the flight crew on 
the primary flight displays along with 
a caption indicating the nearest engine 
limiting parameter that is being used for 
the SPI displayed calculation.

“Acceptable designs allow the pilot to 
monitor engine performance and trends. 
Technologies such as an SPI, which com-
bine multiple indicators into one, cannot 
meet the requirements of the current 
rules. By allowing means other than ded-
icated indicators, the proposed changes 
would permit designs incorporating an 
SPI or similar concepts.”

Eliminating ‘Irrelevant’ Distinctions 
The FAA also is proposing a more struc-
tured and repeatable method of failure 
analysis for complex and integrated 
 systems in Part 27 aircraft and eliminat-
ing the distinction between single- and 
multi-engine aircraft for this purpose 
under FAR 27.1309. The agency explains, 

“This distinction is now irrelevant since 
current analysis tools for technologies 
and associated failure effects do not 
consider number of engines as required 
input.” However, the proposed rule 
would “clarify the requirement to per-
form a proper failure analysis and also 
recognize that the severity of failures 
can vary.”

In addition, the FAA wants to eliminate 
the distinction between Category A & B 
aircraft under FAR 29.1309 when it comes 
to evaluating the differences in the depth 
of evaluating failures of complex systems 
and equipment. “This distinction is now 
irrelevant since current analysis tools 
for technologies and associated fail-
ure effects do not differ between Cate-
gory A and Category B,” the FAA notes. 

“Although the effects of the failures may 
be different, the method for conducting 
the failure analysis is the same regardless 
of the operations evaluated.”

The rules on isolating pilot instrument 
systems (FAR 29.1333 and Appendix B to 
Parts 27 and 29) from any other operat-
ing systems were promulgated before the 
advent of microprocessors and today’s 
integrated systems and are therefore “no 
longer appropriate” given today’s redun-
dant technologies, the FAA adds. The 
agency proposes to revise § 29.1333(a) 
and section VIII(b)(5)(i) of Appendix B 
to Parts 27 and 29 to make them applica-
ble only to pneumatic systems.

The FAA also is suggesting scrapping 
rules governing flight instrument display 
and design that are leftovers from the 
analog era. The agency made particular 
note of those dictating instrument green 
arcs, radial lines, Vne barber poles, and  
fuel gauges and markings. n

News Update
PHI Buying HNZ’s  
Asia-Pacific Operations
Last month U.S.-based PHI and Canada’s 
HNZ announced a two-part transaction 
wherein HNZ’s long-time CEO Don Wall 
will acquire all of HNZ’s outstanding stock 
for $188.8 million after which PHI will buy 
HNZ’s operations in Australia, New Zealand, 
Papua New Guinea, and the Philippines 
from Wall for an undisclosed sum.  

Bell Partners with Reignwood 
on 505 Sales in China 
Bell Helicopter signed an agreement on 
November 8 with Reignwood International 
Investment Group Company Ltd. 
(Reignwood) under which Reignwood 
has agreed to purchase an additional 50 
Bell 505 light singles over three years, 
act as the exclusive reseller for the Bell 
505 in China and establish a Bell 505 
delivery and maintenance center. The 
new contract follows previous purchase 
agreements with Reignwood for 60 
Bell 505s, totaling 110 Bell 505 aircraft. 

Bell Helicopter Boosts  
Textron’s Bottom Line 
Third quarter revenues at Textron 
improved by 7 percent in part due to 
better performance at unit Bell Helicopter, 
which posted a 13.1 percent operating 
margin on the delivery of 39 commercial 
helicopters for the period, up from 
25 in the same period last year. The 
deliveries include five 412s and the start 
of 407GXP deliveries to China’s Shaanxi 
Energy Group, part of a 100-ship order. 
Largely on the strength of increased 
commercial deliveries, revenues at Bell 
were up $78 million in the quarter and 
segment profit increased by $9 million 
from last year’s third quarter. Backlog 
slid to $5 billion, down $413 million.  

Honeywell Wi-Fi OK’d for Helos 
Honeywell was awarded an FAA 
supplemental type certificate (STC) for 
its Aspire 200 satellite communications 
system on the Airbus Helicopters AS350 
and Sikorsky UH-60 Black Hawk and has 
applied for an FAA STC for the Bell 429, 
while Transport Canada has certified the 
system on the Bell 429. The European 
Aviation Safety Agency (EASA) approvals 
for those helicopters are also under way 
and EASA recently approved the installation 
of the Aspire 200 on the Leonardo AW139.   

CHC Deploying AW189s 
in Australia
CHC Group said it will be the first 
helicopter operator to introduce the 
Leonardo Helicopters super-medium 
AW189 into Australia. The three AW189s 
will be flown from CHC’s Karratha base 
on behalf of Woodside to support its 
operations on the North West Shelf 
starting this month. The twin-engine 
AW189 will provide passenger transfer 
flights to Woodside’s installations. M.H.

Updating the Part 27/29 regulations, published in 1964, would eliminate the considerable 
paperwork currently required of the FAA and OEMs to secure exemptions.
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Helo ambulance service 
cleared in 2013 accident
by Mark Huber

An Ontario court judge issued a ruling last 
month in the case of a 2013 crash, find-
ing that helicopter ambulance service 
Ornge was not negligent under the Cana-
dian Labour Code for failing to equip a 
Sikorsky S-76A with night vision goggles 
(NVGs). The S-76A crashed on a night 
flight shortly after departing Moosonee, 
killing both pilots and the two paramed-
ics aboard. The helicopter was destroyed.

In 2014, Canadian health and safety 
investigators charged Ornge with 17 vio-
lations of the Canadian Labour Code 
related to the accident. The helicopter 
went down shortly after takeoff en route 
to a patient pick-up. The charges include 
pairing two pilots who had inadequate 
currency, experience and training in the 
S-76, including one who had not passed 
all required proficiency checks and one 
with insufficient night experience; failure 
to provide the pilots with “a means to 
maintain visual reference” during night 
flights; and failure to adequately supervise 
the helicopter base.

Justice Bruce Duncan dismissed the 
charges against Ornge. In his  opinion, 
Duncan noted that NVGs were not 
required equipment in 2013 for Cana-
dian EMS helicopters and were not 

commonly in use in the industry then, 
the crew was instrument rated, and that 
the advanced age of the accident aircraft 
made fitting it with NVGs an imprudent 
use of  public funds. He also wrote that 
Ornge’s decision to eliminate its base 
manager at Moosonee did not materially 
affect safety, noting that the command 
pilot of the accident helicopter had been 
a former helicopter EMS base manager 
at Moosonee and that Ornge pilots had a 
good safety culture.

However, in a stinging critique of the 
pilots, Ornge, and its Transport Canada 
(TC)safety overseers, Canada’s Trans-
portation Safety Board (TSB), concluded 
in its report, “The causes of this accident 
went well beyond the actions of this flight 
crew. As the crew turned toward Attawa-
piskat that night, they were turning into 
an area of total darkness, devoid of any 
ambient or cultural lighting—no town, 
no moon, no stars. With no way to main-
tain visual reference to the surface, they 
would have had to transition to flying by 
instruments. Although both pilots were 
qualified according to the regulations, 
they lacked the necessary night- and 
instrument-flying proficiency to safely 
complete this flight.”

The TSB faulted Ornge management 
for failing “to ensure that the crew was 
operationally ready for that flight” and 
took the service to task for having stan-
dard operating procedures that failed to 

“address the hazards specific to night oper-
ations. Compounding this was the issue of 
insufficient resources, and inexperienced 
personnel in key positions, which led to 
some company policies being bypassed 
and, ultimately, a sub-optimal crew pair-
ing that night.”

In particular, the TSB found Ornge’s 
pilot training to be seriously defective. 

“This investigation found weaknesses in 
the design of the training conducted at 
Ornge RW (Rotor Wing), notably with 
respect to controlled flight into terrain 
(CFIT) avoidance, night visual flight rules 
(VFR), and crew resource management 

(CRM). These weaknesses were exacer-
bated by ineffective or inconsistent deliv-
ery of the material. For example, some 
pilots, including the occurrence captain, 
were given little time and/or material 
to prepare, the training was not always 
conducted in accordance with company 
SOPs, nor was it necessarily conducted 
under conditions considered to be oper-
ationally realistic.

“Afterward, pilots received little in the 
way of follow-up supervision or training. 
The crew involved in the occurrence flight, 
for example, received no additional flight 
training or checking after completing their 
simulator training.” The TSB also found 
that Ornge’s night flight training was vir-
tually non-existent. “At the time of the 
occurrence, Ornge RW’s SOPs (standard 
operating procedures) did not contain a 
dedicated night-flying section. Although 
there was a specific procedure for “black-
hole” departures, it did not apply to 
Moosonee. As a result, the crew elected to 
follow the daytime procedure of turning 
out at 300 feet, as opposed to climbing up 
to at least 500 feet before turning, which 
was an informal practice that had been 
adopted by most of the company’s expe-
rienced pilots for all night takeoffs.”

The TSB also took Transport Canada 
to task. “Transport Canada (TC), mean-
while, was aware that Ornge RW was 
struggling to comply with regulations 
and company requirements. However, 
the training and guidance provided to 
TC inspectors led to inconsistent and 
ineffective surveillance. In particular, 
despite clear indications that Ornge RW 
lacked the necessary resources and expe-
rience to address issues that had been 
identified months before the accident, 
TC’s approach to dealing with a willing 
operator allowed non-conformances and 
unsafe practices to persist.”

Following the accident, both TC and 
Ornge took corrective actions and Ornge 
equipped its fleet with NVGs. However, 
through this past summer, staffing con-
tinues to be an issue for the service. CTV 
News Toronto found that that between 
July 1 and September 30 this year staffing 
shortages of both pilots and paramedics 
forced Ornge bases to shut down 186 
separate times. n

Bell V-280 tiltrotor achieves controlled conversions
Last month, the Bell V-280 Valor tiltrotor 
prototype successfully achieved controlled 
conversion from 95 to 75 degree pylon and 
back, allowing for full hover and low-speed 
agility maneuvering. The aircraft will con-
tinue ground run testing at Bell’s Amarillo 
assembly center, where it will undergo a 
series of functional tests running all aircraft 
systems and flight controls in preparation 
for first flight before year-end. In October, 
Bell achieved 100 percent rotor RPM during 
ground runs at Amarillo. Bell completed 
build on the prototype in September.

The V-280 is competing to win the U.S. 
military’s Future Vertical Lift Program to 

replace the Army’s Sikorsky UH-60 Black 
Hawks and the Bell UH-1 operated by the 
Marines. The program ultimately could 
result in deliveries of as many as 4,000 air-
craft by 2030 under a contract potentially 
worth $100 billion. The V-280 airframe 
features extensive use of monolithic honey-
comb and carbon-core composite compo-
nents in the fuselage, wings, tail structures 
and ruddervators. Power comes from a pair 
of GE Aviation T64-GE-419 engines.

The in-development model differs from 
the Bell/Boeing V-22 tiltrotor in that on 
the V-22, the engines, gearboxes and 
prop-rotors all rotate as thrust direction is 

changed; on the V-280 only the gearboxes 
and prop-rotors rotate. The smaller V-280 
also will have 50 percent more flapping 
capability in its rotor system than that on the 
V-22, giving it greater agility in all axes. The 
tiltrotor can carry 14 passengers and four 
crew and eliminates the V-22’s rear load-
ing ramp in favor of six-foot-wide fuselage 
doors under the wings. V-280 specifications 
include a maximum speed of 280 knots, 
combat range of 500 to 800 nm, maximum 
self-deployable range of more than 2,100 
nm and 13,000-plus pounds of useful load.

Bell is looking to the next generation of 
military avionics for the aircraft including 
perhaps the Lockheed Martin so-called 

“smart helmets” coupled to the pilotage 
distributed aperture system (PDAS), simi-
lar to the system on the F-35. PDAS uses a 
series of sensors on the aircraft linked to 
computer processors to generate images 
and stitch them together to provide the 
pilot with a real-time, 360-degree field 
of view outside the aircraft. Over the last 
several years Bell has displayed a V-280 
mockup that features a single-screen 
touchscreen instrument panel designed 
to use the foundation of the PDAS. M.H.

After the 2013 accident involving a Sikorsky S-76A not equipped with night-vision goggles, 
Canadian air ambulance provider Ornge updated the fleet with the devices.
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Metro 
Aviation 
turns 35
by Mark Huber

Louisiana-based Metro Aviation is 
marking its 35th year in business. 
Metro is the largest privately owned, 
traditional air medical operator. In 
addition, it operates a completion 
center and fields a fleet of more 
than 140 aircraft for 35 air medical 
programs across the country.

Over the course of three-and-
a-half decades, Metro became 
the first operator to equip its 
entire fleet with night-vision 
goggles (NVGs) and partnered 
with FlightSafety International 
to build the world’s first level-D, 
full-motion EC135 simulator and 
the Western Hemisphere’s first 
level-D full-motion EC145 simu-
lator. Metro was among the first 
companies to see the benefit of 
simulator time for pilots, sending 
them to train in other model types 
before simulators for their fleet 
even existed. In addition, Metro 
was one of three Part 135 opera-
tors out of 2,200 to reach Level IV 
of the FAA’s Safety Management 
System Pilot Program, and the 
only Part 145 certificate holder to 
reach Level IV.

Metro’s Helicopter Flight Train-
ing Center (HFTC) in Shreveport, 
Louisiana, attracts clients world-
wide including Aerios Global ear-
lier this year, the first South African 
company to train there. The heli-
copter services company, stationed 
in Cape Town, operates a variety of 
aircraft including an EC120, AS350, 
AS365 and the EC145.

Metro has added services over 
the last decade that include a 
smartphone app to request a heli-
copter; a customer support team 
to aid operations customers with 

billing and business management;  holding 
the annual Leadership Education, Advance-
ment and Development Conference; and 
making large inventory investment to 
reduce program down times.

“We have always been invested in our 
customer as a partner, and because of that 
we have enjoyed a slow and steady growth,” 
says Metro CEO Mike Stanberry.   n

Metro’s Helicopter 
Flight Training Center in 
Shreveport, Louisiana, is 
equipped with FTDs for the 
AS350 and Bell 407 and 
full-motion sims for the 
EC135 and EC145. 

We have 
always been 

invested in our 
customer as a 
partner, and 
because of that 
we have enjoyed 
a slow and steady 
growth.”

— Metro CEO Mike Stanberry
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India’s bizav sector seeks  
more room for helicopters
by Neelam Mathews

A working group will be formed by early 
January to look into the travails of India’s 
helicopter industry, Jayant Sinha, state 
minister for civil aviation confirmed at the 
second annual Aero Expo held in Delhi 
on November 2. Languishing in India for 
sheer lack of awareness and political will, 
helicopter services were set to get a boost 
in the new civil aviation policy announced 
last year. But the major proposals, includ-
ing one on helicopters being free to fly 
below 5,000 feet without prior ATC clear-
ance, has not been implemented, as an air 
defense clearance has yet to be resolved.

“It is not difficult to come out with a 
policy, it is the enactment that is more 
tedious,” said RK Bali, managing director 
of the Business Aviation Operators Associ-
ation (BAOA), while expressing optimism 
the policy would be implemented soon. 
Secretary of Civil Aviation R.N. Choubey 
said that helicopter taxi services should be 
encouraged from Delhi, but that is not pos-
sible until the Delhi International Airport 

resolves issues such as parking and slots.
Helicopter emergency medical services 

(HEMS) have significant potential in 
India’s geographical expanse, particularly 
in hilly and remote areas. Satpal Maharaj, 
tourism minister for the northern state 
of Uttarakhand, said helicopters have a 
“huge scope for enforcing law and order, 
rendering air ambulance services, tack-
ling forest fires and connecting religious 
and tourist destinations located in rough 
terrain of hilly areas.”

However, India’s Regional Connectivity 
Scheme (RCS) that has permitted helicop-
ter operators to bid for hilly “priority” areas, 
mandates twin-engine models. “There is a 
big business case for flying single-engine 
helicopters at a much lower cost without 
compromising safety,” Airbus Helicopters 
India president Xavier Hay told AIN.

“There are restrictions of height in 
mountainous terrain where twin-engine 
helicopters cannot operate. The plan is 
skewed. If charter operators can carry 

tourist traffic to mountainous areas 
[usings singles], why are they not allowed 
under the RCS?” queried BAOA president 
Rohit Kapur. Of the approximately 300 
helicopters in India, more than 65 percent 
are single-engine, with the majority of the 
remainder used for offshore operations.

What is required, Bali said, is a change 
in mindset to realize that single-engine 
machines are safe. To accomplish that, 
“We are in the process of gathering 

statistics on single-engine helicopters, 
which even EASA allows for night opera-
tions, to present to the regulator.”

Hay said rooftop helipads are an urgent 
requirement, primarily for HEMS and air 
taxis, given the congestion in metro air-
ports. In Bangalore, for instance, only one 
rooftop helipad on the ITC Sheraton hotel 
has been cleared, said Hay. “Time is money,” 
he added. Airbus said it is willing to help in 
mapping routes for helipad operations. n

FAA OKs power boost for  
Hélicoptères Guimbal Cabri G2 
Pilots of the Hélicoptères Guimbal Cabri 
G2 can tap additional horsepower from 
the aircraft’s Lycoming 0360-J2A piston 
engine, now that the FAA has approved 
Service Bulletin 17-009. Previously, the 
allowed power had been capped at 145 
hp. The new rating allows the pilot to use 
160 hp without any negative implications 
to operating costs or additional inspec-
tions, the company said last week.

U.S. flight schools had been awaiting 
this approval. Chris Bailey of Midwest 
Helicopters, which operates four Cabris 
with more planned to come in 2018, said, 
“The Cabri has been a safe and reliable 
training platform for our school. With the 
new bulletin, the additional power will 

further enhance the margins of safety 
we’ve come to rely on.” 

The power upgrade is accomplished 
via software download into the aircraft’s 
electronic pilot monitor (a system similar 
to the Airbus VEMD).

The worldwide Cabri G2 fleet now has 
nearly 140,000 flight hours and no serious 
injuries from accidents to date. The 200th 
aircraft was delivered this year and aircraft 
number 215 is in production now. The com-
pany recently boosted its annual production 
rate to 55 per year. More than 10 percent 
of the fleet has made its way to the U.S. 
since it received FAA certification in 2015. 
It is distributed in the U.S. by Precision Heli-
copters of Newberg, Oregon.  M.H.

India got its first dedicated helicopter ambulance, an Airbus H130, early this year, and it was 
on display at Aero India in Bengaluru. 

Bell adds EASA certification 
to Jet Ranger X approvals
by Samantha Cartaino

Bell Helicopter reported at the Dubai Air-
show that its Bell 505 Jet Ranger X has 
received EASA certification. The light-sin-
gle helicopter already has certification 
from civil certification authorities in 
the U.S., Mexico, Chile, Argentina, Peru, 
Indonesia, New Zealand, Australia, South 
Korea and Japan.

“This is an important milestone for the 
Bell 505, and the timing of the news is very 
exciting,” said executive v-p of customer 
support and services Glen Isbell. “We 
are hosting our first Bell 505 European 
operators this month at our Bell training 

academy in Fort Worth, and the first air-
craft in the region is scheduled to be deliv-
ered at the beginning of 2018.”

The $1.07 million Bell 505 Jet Ranger 
X features a flat floor with an open cabin 
that can be configured to carry up to 
four passengers or be adapted for other 
mission needs. In fact, the company has 
shown an EMS interior for the Model 
505 that it has developed in cooperation 
with Air Methods. Earlier this year, Bell 
 delivered the first 505 Jet Ranger X to 
Pylon Aviation owner Scott Urschel at  
the Heli-Expo show. n

The Bell 505  
Jet Ranger X now holds 
approvals from multiple 
aviation authorities 
around the world.
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StandardAero Completes 
Vector Buy from Airbus
StandardAero Aviation Holdings has 
acquired Vector Aerospace from Airbus in 
a move that fortifies its position among 
the major maintenance, repair and over-
haul (MRO) organizations. Combined 
annual revenues total $3 billion and the 
work force includes 6,000 employees 
across 42 locations worldwide. Terms of 
the acquisition were not disclosed.

Airbus and StandardAero revealed ear-
lier in the year that they entered exclusive 
negotiations over the sale of Vector. Air-
bus, formerly EADS, had acquired Vector 
in 2011 for $625 million, but in late 2015 
reportedly began shopping the firm.

This acquisition brings to Standard- 
Aero an entity that generated $700 mil-
lion in revenues in 2016 and employed 
2,200 workers in 22 locations across 
Canada, the U.S., the UK, France, Kenya, 
South Africa, Australia and Singapore. 
The combined entity will operate under 
the StandardAero brand.

It expands StandardAero’s capabil-
ities on Pratt & Whitney Canada PT6 
and PW100 turboprop engines and sig-
nificantly extends the company’s reach 
in the civilian and military helicopter 
engine MRO market, said StandardAero 
CEO Russell Ford. “Vector also brings 
along new helicopter airframe and com-
ponents services/support aligned with 
major OEMs like Boeing, Sikorsky, Airbus 
Helicopters and Bell Helicopter.”

Gama Aviation Partners with 
China Aircraft Services
Gama Aviation Hutchison (Hong Kong) is 
collaborating with China Aircraft Services 
Ltd.’s (CASL) facility at Hong Kong Inter-
national Airport for business jet mainte-
nance services as a general sales agent. 
The collaboration exclusively permits 
Gama Aviation to sell CASL’s business jet 
maintenance services in Asia.

CASL has already acquired FAA and 
Cayman maintenance approvals for 
the Gulfstream G350/450, G550 and 
G650/650ER, as well as for the Bombar-
dier Global series. Bermudan and Hong 

Kong civil aviation department approvals 
are expected shortly.

Asked about the company’s Asian 
strategy and growth plans, Gama Avia-
tion Hutchison general manager Sergio 
Oliveira e Silva told AIN, “Our collabora-
tion with CASL is a win-win. We’re bring-
ing tremendous value to clients where 
they can finally have what we’d like to 
call a ‘normal MRO experience.’ There 
are plans to expand the facilities in Hong 
Kong, and we’ve got a few ideas for China. 
For us, it’s all about the right timing, the 
right place and the right partner.”

Constant Aviation Debuts 
Arizona MRO Location
Ohio-based MRO provider Constant Avia-
tion cut the ribbon on its newest location in 
Mesa, Arizona last month. The brand-new 
facility at Phoenix-Mesa Gateway Airport, 
which accepted its first aircraft mainte-
nance project in September, totals 75,000 
sq ft, with 50,000 sq ft of hangar space.

“It is with great excitement that we cel-
ebrate the official opening of our Mesa 
facility,” noted company president and 
CEO Stephen Maiden, adding it will pro-
vide full-service MRO capabilities to sup-
port the company’s West Coast business. 

Premier Jet Center Selected 
as Pilatus Satellite Mx Center
Premier Jet Center (PJC) is now desig-
nated an approved satellite Pilatus ser-
vice center by KCAC Aviation, which is 
itself an authorized service and sales cen-
ter in the Midwest for Pilatus. The PJC 
authorization covers support for aircraft 
throughout KCAC’s Pilatus aircraft sales 
territory, encompassing Illinois, Indi-
ana, Iowa, Kansas, Minnesota, Missouri, 
Nebraska, Oklahoma and Wisconsin.

Based at Flying Cloud Airport in Min-
neapolis, PJC offers a “one-stop shop” for 
aircraft, the company said. In addition 
to maintenance support, the facility pro-
vides aircraft paint and interior services 
and detailing. Also, avionics services are 
provided through a partnership with 
Duncan Avionics.

STS Aviation Creates  
NDT Division
After acquiring the business assets of 
aircraft maintenance company AWI, 
STS Aviation Group created a division 
called STS Non-destructive Testing 
(NDT). Based out of AWI’s facility in 
San Antonio, Texas, STS NDT is certified 
by the FAA and is an authorized repair 
station for aircraft and related aviation 
ground equipment. STS NDT joins STS 
Aviation Group’s eight other divisions: 
STS AeroStaff Services, STS Engineering 
Solutions, STS Line Maintenance, STS 
Component Solutions, STS Air-Pro, STS 
Repair and Modification, STS Mod Cen-
ter and STS AeroMod.

New senior v-p of operations for STS 
NDT Tim Staples, who previously acted 
as managing director of AWI, will lead the 
company’s global non-destructive aircraft 
testing and aerospace welding initiatives.

STS NDT’s services includes 160kV, 
>160kV and 300kV X-ray inspection; 
straight beam, shear wave and thickness 
UT inspection; bench, yoke and mobile 
MT inspection; high and low frequency 
ET inspection; visible and fluorescent PT 
inspection; training, testing and consult-
ing for NDT level III services; borescope 
inspection; and welder qualification.

Aero-Dienst Performs First 
of Three Falcon 7X C Checks
Aero-Dienst Nuremberg performed the 
first of three Dassault Falcon 7X C inspec-
tions in September. The MRO provider 
involved its maintenance planning, design 
and modification and avionics depart-
ments in preparations three months 
before the arrival of the first 7X for long-
term customer Shell. Aero-Dienst will 
complete a second 7X C inspection for 
Shell, and a third inspection is scheduled 
for an undisclosed 7X operator during the 
first half of next year.

During the inspection downtime, Aero-
Dienst also completed cabin and cockpit 
overhauls and installed a quick access 
recorder, based on a new STC. Previously, 
the aircraft had work done to comply 
with a service bulletin on the fuel tank.

Florian Heinzelmann, the Dassault 
maintenance manager at Aero-Dienst, 
said participating partners worked 
together to complete this inspection. 

“Basically, all three of the participating 

partners—Shell, Dassault and Aero-
Dienst—benefit from the direct and open 
communication that is required to carry 
out this event successfully and to the cus-
tomer’s full satisfaction.”

Habco Becomes  
FAA Part 145 Repair Station
Connecticut-based Habco Industries 
is now an FAA-certified Part 145 repair 
station. Named Habco MRO, this sepa-
rate new business will provide repairs 
for airframe, powerplant and limited 
accessories. More product categories 
will be added once the new company 
begins to expand.

The new Habco MRO will operate in a 
separate location within Habco’s facility. 
Initially, the MRO business will focus on 
repairing products that involve actuation, 
pressure and airflow/oil flow. According 
to Habco Industries, this is the product 
category its new company can focus on 
based on its manufacturing and servicing 
experience with these products.

West Star To Team with 
Colorado on Apprenticeships
West Star Aviation is working with the 
Careerwise program in Colorado to estab-
lish a long-term apprenticeship  program 
that will begin in August 2018. The state 
of Colorado formed the Careerwise ini-
tiative to meet the need for skilled and 
trade competencies.

Under the program, West Star will 
employ at least five apprentices a year for 
three years, providing training, develop-
ment opportunities, business coaching 
and guidance, and consideration for full-
time employment. West Star expects 
to decide on the exact number of open 
apprentice positions next month. But 
initial plans call for hiring one appren-
tice for aviation technology and another 
for paint, with the possibility of 14 spots 
opening next year.

“There is a growing need for new trade 
and skill development, especially in avi-
ation, and there is a lack of trade schools 
for aircraft maintenance and paint, so if we 
can train students interested in the aviation 
market, we can take them to whatever level 
we want or need them to be,” said Katie 
Johnson, director of human resources for 
West Star Aviation.   

MAINTENANCE NEWS  by AIN Staff 

Gama Aviation Hutchison and China Aircraft Services signed a deal permitting Gama Aviation 
to sell CASL’s business jet maintenance services in Asia.

Premier Jet Center is an approved satellite service center for the Pilatus PC-12. 
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Boeing bags commitment 
from Emirates for 787-10
by Gregory Polek

Emirates Airline resumed its tradition of 
bucking trends at the Dubai Airshow last 
month by committing to an order for 40 
Boeing 787-10s, giving the U.S. airframer a 
major breakthrough in the region for its 
Dreamliner family with the Middle East’s 
biggest airline. Worth $15.1 billion based on 
list prices, the deal comes just after Emir-
ates announced a 77 percent profit increase 
during the first half of its fiscal year, at a 
time of a perceived downturn in the region.

Appearing at the 2017 Dubai Airshow’s 
opening press conference, Emirates chair-
man and CEO Sheikh Ahmed bin Saeed Al 
Maktoum explained that the airline con-
tinues to examine the engine option for 
the order and expects to decide between 

the Rolls-Royce Trent 1000 TEN and 
General Electric GEnx-1B shortly. 

“So you can look forward to another 
announcement very soon,” he said.

The order takes Emirates Airline’s 
Boeing widebody order total to 204 air-
craft worth more than $90 billion. “Our 
announcement today speaks to our con-
fidence in the future of the UAE and the 
region,” Shiekh Ahmed added. Scheduled 
for delivery from 2022 to 2030, the 787-
10s would replace several aging Emirates 
airplanes scheduled for retirement “in 
the next few years,” including its Airbus 
A330s, said Sheikh Ahmed.

On the decision to choose the Dream-
liner over the Airbus A350, an order for 

70 of which Emirates canceled some three 
years ago, the Emirates boss explained 
that fleet planners looked closely at both 
options and reached the conclusion that 
the Boeing product made the most sense 
for several reasons, including mainte-
nance cost considerations.

Sheik Ahmed insisted that even though 
the order calls for fewer airplanes than 
the now-cancelled order for A350s, it does 
not signal an adjustment of the airline’s 
growth ambitions following two years of 
less-than-stellar financial results. “We 
always take the future into consideration, 
what’s happening in the UAE and how the 
UAE is becoming a very attractive place 
for visitors to come,” he said. “We also 
have the Expo 2020 coming. So we always 
believe that we will sign for something 
that we need. It’s not about adjusting.”  

Emirates’s commitment pushes the 
total number of new 787 orders and 
commitments Boeing has received this 
year to more than 180 airplanes, and 
orders and commitments for the 787-10 
to 240 overall. n

News Update
Boeing, MHI Sign Wing Deal
Boeing and Mitsubishi Heavy Industries 
(MHI) have signed a new agreement 
aimed at cutting costs associated 
with MHI’s production of the wings 
for the 787 Dreamliner, the companies 
announced in late October. The 
contract also calls for joint studies of 
new aerostructures technologies for 
future-generation commercial aircraft.

MHI manufactures 787 composite wings 
at its factory in Nagoya. The agreement 
defines methods for increasing efficiency 
in MHI’s production system and supply 
chain through lean production methods, 
automation and other activities.

The Dreamliner program suffered several 
delays attributed to difficulties associated 
with quality control and delivery schedules 
at Tier 1 suppliers, prompting Boeing to 
return much of the work outsourced 
to contractors to its own facilities in 
Everett, Washington, for the 777X. 
Boeing will make the 777X’s composite 
wings, for example, in Everett, leaving 
MHI primarily with fuselage sections.  

SIA Signs for 39  
Boeing Widebodies
Singapore Airlines in late October 
signed a firm order with Boeing for 
twenty 777-9s and nineteen 787-10s 
after settling on plans for fleet growth 
and route development over the next 
decade. The signing took place at the 
White House in Washington D.C., during 
a ceremony witnessed by U.S. President 
Donald Trump and Singapore Prime 
Minister Lee Hsien Loong. It marked the 
finalization of an agreement announced 
in February as a letter of intent.

SIA expects delivery of the 777s to 
start in its 2021/2022 fiscal year and the 
787-10s starting in its 2020/2021 fiscal year.

SIA became the launch customer for the 
787-10 in 2013, when it placed an order for 
30. It plans to become the first operator of 
the type when it takes the first production 
787-10 in the first half of next year.

MC-21 Flight Testing 
Accelerates in Zhukovsky
Flight testing of the first Irkut MC-21 
narrowbody airliner continues at the 
Gromov Research Institute in Zhukovsky, 
outside Moscow, where since November 2 
Irkut has tested stability and controllability 
characteristics at altitudes ranging from 
3,000 to 12,000 m/9,843 to 39,370 feet. 
According to program leaders, all aircraft 
systems have operated normally.

Flight testing at Zhukovsky follows a 
direct ferry flight in October from the 
Irkutsk Aviation Plant (IAP) in Russia’s Far 
East, where the MC-21 had performed 20 
test sorties since its maiden mission on 
May 28. During the six-hour 12-minute 
ferry flight to Zhukovsky, the airplane 
traveled more than 4,000 km/2,158 
nm and reached an altitude of 10,000 
m/32,808 feet. —Gregory Polek

Shiekh Ahmed bin Saeed 
Al Maktoum, president of 
the Dubai Civil Aviation 
Authority, and CEO and 
chairman of the Emirates 
Group (left), and Boeing 
Commercial Airplanes 
president and CEO Kevin 
McAllister (right) sign an 
agreement for forty 787 
Dreamliners as Sheikh 
Mohammed bin Rashid Al 
Maktoum, vice president 
and prime minister of 
the UAE, and ruler of the 
Emirate of Dubai (standing), 
looks on.
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Boeing, Airbus sign deals in Dubai show’s waning days
Boeing signed a $27 billion agreement 
at the Dubai Airshow with UAE-based 
flydubai for 225 of the manufacturer’s 
737 Max narrowbody airliners. Airbus 
countered with the announcement of a 
memorandum of understanding (MoU) 
with private equity firm Indigo Partners 
for 430 A320neo narrowbodies, destined 
for four airlines. That deal, if ultimately 
completed, would come to close to $50 
billion at list prices.

The Boeing deal is defined as a “com-
mitment” for 175 aircraft, with purchase 
rights for 50 more. Fifty of the first 175 
aircraft will be 737 Max 10s, the newest 
and largest version of the 737 family. The 
balance of the initial flydubai order will 
consist of Max 8s and Max 9s. The deal 

represents the largest narrowbody order 
ever placed by a Middle East carrier, 
according to Boeing.

His Highness Sheikh Ahmed bin Saeed 
Al Maktoum, chairman of flydubai, said, 
Boeing’s 737 series has “provided the 
foundation for the success of our busi-
ness model, providing us with the oper-
ational flexibility and range to build a 
network of 95 destinations in 44 coun-
tries. Understanding the demand for 
travel across our network, our innovative 
approach to our cabin design and devel-
oping a product unique to our market has 
allowed us to exceed our passengers’ 
expectations in their flying experience.”

The 430-aircraft Airbus MoU with 
Indigo, which sets up low-cost airlines, 

would be allocated among the firm’s four 
carriers: U.S.-based Frontier Airlines; 
JetSmart of Chile; Mexico’s Volaris;  
and Wizz Air of Hungary. The deal con-
sists of 273 A320neos and 157 A321neos. 
Indigo-controlled airlines have already 
placed orders for 420 A320-family 
narrowbodies.

John Leahy, Airbus COO customers, 
said, “Indigo Partners has been a tre-
mendous customer and supporter of the 
Airbus single-aisle fleet for many years. 
An order for 430 aircraft is remarkable, 
but it’s particularly gratifying to all of us 
at Airbus when it comes from a group 
of airline professionals who know our 
products as well as the folks at Indigo 
Partners do.”  M.P.



Airbus shifts into high gear 
to meet Neo delivery target
As the year came to a close, Airbus’s 
A320 program leadership expected a busy 
November and December, with the com-
pany attempting to approach its original 
target of 200 A320neo deliveries by the 
end of the year. Speaking during the com-
pany’s third-quarter earnings call with 
investment analysts in late October, Air-
bus CFO Harald Wilhelm expressed some 
reservations about the company’s ability to 
meet last year’s guidance of 720 airplanes 
in total for 2017, due mainly to the engine 
delivery shortfalls from Pratt & Whitney 
for the A320neo. Rather, the company was 
expecting to deliver slightly more than 700 
units, including the 31 A320neos it shipped 
during the third quarter.

Wilhelm declined to specify how many 
A320neos the company delivered in Octo-
ber, but its total of 89 for the first nine 
months of the year suggests it would need 
to ship 111 during the fourth quarter to 
meet its Neo delivery goal. The CFO also 

revealed that the A320neo’s engine prob-
lems extend to the type’s alternative CFM 
Leap-1As, some of which CFM Interna-
tional shipped as spares to airlines expe-
riencing endurance deficiencies related 
to peeling of ceramic matrix composite 
coatings on their shrouds.

However, the CFM diversions haven’t 
reached nearly the proportions of those of 
the Pratt PW1100Gs, final fixes to which 
the engine company planned to test in 
November and December and apply early 
next year, said Wilhelm.

“We can confirm that the solutions to 
overcome these technical issues have been 
defined and will be tested,” said Wilhelm. 
“As I’ve said before, they should come on 
line in aircraft in the first quarter.”

Wilhelm added that Airbus expects 
A320neos to account for at least 50 per-
cent of all A320-family deliveries next year.

“In terms of the number of engines we 
need to have from Pratt as well as from 

CFM, I think that is very clear,” said Wil-
helm. “But the tests that need to be done 
in the remainder of the year, in ’17 and 
into ’18, still need to confirm the plan. 
Remember what we have been doing in 
2017. Probably we could have pushed for 
more engines to us, i.e. to fit on wing and 

deliver the aircraft, but it doesn’t help 
if the customer isn’t happy with it…So 
that’s the remaining uncertainty that we 
need to go through, but I would expect 
from today’s point of view from the 
beginning of ’18 we really see that clarity 
coming through.” G.P.
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Airbus A320s undergo final assembly at the company’s factory in Mobile, Alabama.

Bombardier, Egyptair ink 
LOI for 24 C Series jets
Bombardier secured a letter of intent from 
Egyptair covering 24 C Series CS300 nar-
rowbodies last month at the Dubai Airshow, 
less than a month after Airbus announced 
its intention to take a majority stake in the 
program. The contract stipulates an even-
tual firm order for 12 airplanes worth $1.1 
billion and purchase rights on another 12. 
With the commitment, Egyptair becomes 
Bombardier’s second C Series customer 
in the Middle East, a market where it his-
torically has struggled to place its CRJ 
regional jets and Q400 turboprops.

Appearing with Egyptair chairman 
and CEO Safwat Musallam, Bombar-
dier Commercial Aircraft president Fred 
Cromer said he hoped to conclude the 
firm order by the end of the year. He also 
reported that Bombardier would deliver 
the airplanes from its factory in Mirabel, 
Canada. If the Airbus acquisition passes 
antitrust scrutiny early next year, the 
European manufacturer would establish 
a second C Series assembly line at its U.S. 
A320 facility in Mobile, Alabama.

Egyptair would not reveal delivery 

schedules, but Musallam reported that 
the airplanes would fly with the compa-
ny’s Egyptair Express unit and eventu-
ally serve as replacements for some small 
narrowbodies at the mainline.

“We selected the C Series because its 
excellent range will allow us to best serve 
domestic and regional destinations, includ-
ing neighboring Arab cities, the Middle 
East and several European destinations,” 
said the Egyptair boss. “We look forward 
to expanding our network with the CS300, 
and we are happy to see that the partner-
ship announced with Airbus will bring 
added support to the C Series program.”

Despite his reference to Airbus, Musal-
lam added that the European airframer’s 
involvement in the program did not influ-
ence the decision to order the airplanes.

Market Demand
In service with Swiss International 
Airlines and Latvia’s Air Baltic, which 
together had taken 19 airplanes as of early 
this month, the C Series next will enter 
the fleet of Korean Airlines by year-end. 
Its other Middle Eastern customer—
Iraqi Airways—holds a firm order for 
five CS300s and options on another 11. 
More interest has come from airlines in 
the Levant, northern and eastern Africa 
and even the Gulf region, where Bombar-
dier has resumed discussions with Qatar 
Airways after airline CEO Akbar Al Baker 
expressed interest in the C Series several 
years ago, but later suspended talks.

“We still have some work to do to pen-
etrate other areas such as Saudi Arabia, 
but generally speaking, it is an aircraft 
that has appeal throughout the region,” 
Bombardier Commercial Aircraft senior 

vice president Colin Bole told AIN ahead 
of the show. Relatively small markets, 
as well, could find the C Series’s range 
useful to reach places such as Europe, 
he added. “Those countries, they require 
range to reach some of the European des-
tinations. They require performance, yet 
they’re not always countries that have 
significant aircraft size requirements,” 
explained Bole. Bombardier can point to 
Air Baltic as a good example of an airline 
making use of that kind of application; 
the Latvian carrier on October 29 began 
a six-hour service between Riga and Abu 
Dhabi with one of its 145-seat CS300s. 
“We have the takeoff performance and 
the range of the larger single-aisles, yet 
we have capacity and economics that are 
typically better even than the current 
single-aisle aircraft,” he noted.   

Bombardier’s 20-year market out-
look, released in September, shows a 
Middle East demand for 450 airplanes 
in the 60- to 150-seat category out of a 
global total of 12,550. Long considered 
a market dominated by widebodies and 
large narrowbodies, the Middle East 
will see more penetration by smaller 
narrowbodies as carriers begin to re-ex-
amine and re-balance their fleet mixes 
in reaction to geopolitical pressures 
on their long-range widebody services, 
according to the report.     

“There are a lot of routes that are 
either not developed at this stage or 
require further development and where 
perhaps some frequency increases could 
be very desirable, and I think in that 
respect we have a very good shot,” Bole 
said about the C Series’s prospects in 
the region. G.P.

Bombardier Commercial Aircraft president Fred Cromer (left) and Egyptair CEO Safwat 
Musallam sign the ceremonial contract papers for an LOI covering 24 C Series jets.
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TOUCHING bases FBO and Airport news  by Curt Epstein 

Chicagoland Airport  
Benefits from FBO Investment
Gary/Chicago International Airport has 
seen recent expansion from its FBOs. 
Gary Jet Center, which has been in 
operation at the airport for more than 
a quarter century, has completed a 
new 8,300-sq-ft corporate jet terminal, 
which more than doubles the space 
of the existing structure. That facility 
will be retained for tenant offices and 
expansion of the company’s aircraft 
maintenance department. Construction 
on the $2.5 million building began in 
January and finished last month. On 
track for LEED Gold certification, the 
terminal features a 45-seat lobby that 
offers expansive views of the newly ren-
ovated 8,859-foot runway through spe-
cially tempered glass that reduces solar 
heat gain; a business center; 12-seat 
A/V-equipped conference room, three 
crew lounges with quiet and snooze 
rooms; shower and locker facilities; 
coffee bar; and kitchen/catering area. 
It adjoins a 40,000-sq-ft LEED Gold 
hangar, part of the location’s 115,000 
sq ft of aircraft storage space. “Gary 
Jet Center has transformed the FBO 
ordeal from the routine and expected 
to a first-class experience from start to 
finish, for both passengers and crews,” 
said company president Lynn Eplawy.

Next door, B. Coleman Aviation, the 
other service provider on the field, 
expected to open a new 40,000-sq-ft 
hangar by the end of November, which 
will bring the four-year-old FBO to 
90,000 sq ft of heated hangar space. 
The company was given a 30-year lease 
on the 12-acre property, on which the 
$5 million project was built. Plans 
call for a further $15 million in devel-
opment on the parcel, which could 
include as many as four more hangars.

The Indiana airport, located less 
than 30 minutes from downtown 
Chicago, is also expecting to intro-
duce onsite U.S. Customs and Border 
Protection service early next year.

Signature Brings CBP  
In House in New Hampshire
Signature Flight Support has intro-
duced on-site U.S. Customs and 
Border Protection (CBP) services at 
its FBO at New Hampshire’s Man-
chester-Boston Regional Airport. The 
result of a six-month project between 
the company and the airport author-
ity, it allows international arrivals to 
proceed directly into the Signature 
terminal rather than have to wait at a 
remote parking stand for clearance. 

“Signature has been working with 
our airport partners to constantly 
evolve our products and services, with 
a consistent focus on accessibility for 
our customers to the markets that 
we serve,” said company president 
and COO Maria Sastre. “Our collab-
oration with the Manchester-Boston 
Regional Airport and U.S. Customs 
and Border Protection demonstrates 
a conscientious effort to reduce 
transit time for our customers.” 

In addition to the new CBP check-
point, the location features four acres 
of ramp space, a 70,000-sq-ft of han-
gar and international trash disposal.

W Aviation Expands 
at Fort Lauderdale
W Aviation International, which oper-
ates FBOs at Fort Lauderdale Executive 
Airport (FXE) in Florida and Simon Boli-
var International Airport in Maiquetía, 
Venezuela, expects to wrap construction 

of its first-phase development at the 
Florida FBO campus this month. On the 
company’s nearly 8.5-acre leasehold at 
FXE, the first phase of the development 
includes two 20,000-sq-ft hangars with 
5,000 sq ft of office space and a 155,000-
sq-ft airport parking apron expansion. 

The second phase, which is slated 
to begin next year, will add a two-
story 24,000-sq-ft executive termi-
nal and additional airport land for 
future expansion. Each hangar is 
built to host a variety of business 
aircraft, including a Gulfstream V 
that was recently added to the fleet 
of W Aviation International’s sister 
company Windsor Jet Management. 

“Our expanded ramp, new hangars 
and office space will allow for W 
Aviation to provide first-class avia-
tion services to more domestic and 
international aircraft coming inbound 
to South Florida,” said Windsor Jet 
owner and CEO Ignacio Martinez.

Jackson Hole Airport 
To Buy FBO
In a meeting last month, the board of 
directors at Wyoming’s Jackson Hole 
Airport (JAC) voted unanimously to 
purchase the FBO there for $26 mil-
lion. The move came after the airport 
pondered allowing a competing FBO 
to be established at the airport for the 
first time in two decades. Under FAA 
guidelines, the airport would have been 
required to accommodate a second ser-
vice provider when its new fuel facility 
becomes operational in mid-2018. The 
FAA, however, provides a “proprietary 
exclusive” exemption to the mandate 
in situations where the airport operator 
itself chooses to exclusively own and 
operate the FBO. The existing service 

provider, Jackson Hole Aviation, sug-
gested this avenue as the airport was 
preparing to open the RFP process.

JAC is prohibited by its lease with 
Grand Teton National Park to build out-
side of a 28-acre developmental parcel, 
much of which is already occupied by 
the airport’s terminal, runway, parking 
areas and other facilities. According 
to local news reports, the prospect of 
conserving scarce land by avoiding 
the construction of duplicate facilities 
and the possibility of an additional 
revenue source were deciding factors. 

Wyoming Jet Center, which made 
an offer to establish a new FBO at the 
airport, has filed a lawsuit to block 
the deal. It claims the airport made 
the decision to buy the FBO in pri-
vate, ahead of the board meeting. 

To take effect in May, the pur-
chase will require an amendment to 
the airport’s budget that must be 
approved by the county and the town 
of Jackson. The airport expects to 
recoup its purchase price over the 
next five years, the amount of time 
remaining on the FBO’s lease. 

Delhi Airport FBO Terminal 
Hits Snag as Site Moves
New-build private aircraft terminal and 
hangars at Delhi International Airport 
have been delayed by two years, fol-
lowing a change in their location in 
the airport’s master plan. The planned 
site of the multi-FBO facility that 
was to be ready by 2018 is now being 
shifted, because it is near an air force 
base, AIN has learned. The revised 
location is awaiting the demolition 
of the India government-owned Cen-
taur Hotel near Runway 29, where the 
FBO will be constructed, according 
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Charter broker Magellan Jets has seen 
rapid growth in revenues, up nearly 120 
percent during the past two years, and 
recently added a corporate membership 
program. Included in the new program 
are guaranteed hourly rates and airborne 
connectivity (for midsize and large jets); 
as little as six hours’ notice; no peak fees 
or blackout dates; insurance coverage for 
specific flights; and the ability to use multi-
ple airplanes on a same-day trip.

FAI rent-a-jet is adding a 2001 Airbus 
ACJ319, and after a cabin refurb, the new-
est member of the FAI fleet will be available 
for charter in early 2018. The cabin will fea-
ture 29 VIP seats, a shower and high-speed 
airborne connectivity, and range is more 
than 5,000 nm. The FAI fleet will number 
25 aircraft with the addition of the ACJ319.

Jet Access Aviation of West Palm Beach, 
Florida, has added a second G200 to its 

charter fleet. With seats for nine passen-
gers and coast-to-coast range, both G200s 
are part of Jet Access’s floating fleet and 
thus available for one-way charters.

Directional Aviation’s Skyjet has intro-
duced Skyjet Explorer, a new member-
ship service that offers fixed hourly rates 
for charter trips. Explorer is the first mem-
bership-based product for charter broker 
Skyjet. Annual cost is $9,500 and offers the 
choice of four sizes of jet categories and as 
few as 10 hours’ notice for trips in the more 
than 1,000 Skyjet-approved charter aircraft.

OneJet has expanded its Milwaukee, 
Wisconsin, nonstop flights with twice-
daily service to Columbus, Ohio; Omaha, 
Nebraska; and Pittsburgh, Pennsylvania. 
With the new routes, OneJet is now flying 
60 nonstop flights to and from Milwaukee 
every week. OneJet flights are operated by 
Corporate Flight Management. n

CHARTER NEWS notes  

Gary Jet Center recently completed an 8,300-sq-ft FBO terminal.

W Aviation is nearing completion of Phase 1 of an expansion project at FXE.



to airport CEO I. Prabhakara Rao. 
Two consortia were awarded 20-year 

deals in late 2015 for the design, 
construction, finance, development, 
operation and maintenance for the 
FBOs. Concessionaires Bird World-
wide Flight Services-ExecuJet and 
Indamer-MJets are mandated to invest 
approximately $15 million each in the 
terminal, lounges, hangars, fuel stor-
age and parking. Meanwhile, interna-
tional and Indian trip support services 
offering clients end-to-end flight 
support solutions have expressed 
frustration with the arrangement of 
the present “makeshift” lounge used 
mainly by the concessionaires “that 
is affecting our service standards,” 
said an industry handler. He was 
referring to lack of parking, quality 
of lounge services and the lack of 
customs and immigration service.

“If you want to build the business 
aviation industry, development needs to 
be fast-tracked,” said R.K. Bali, man-
aging director of the Business Avia-
tion Operators Association (BAOA).

JFI Shutting its LGB FBO
JFI Jet Center, one of three full-ser-
vice FBOs at Los Angeles-area Long 
Beach Airport/Daugherty Field (LGB), 
will cease operations by the end of 
the year, according to parent com-
pany Alerion Aviation, which also 
provides aircraft charter and manage-
ment services. Alerion has operated 
the facility, the only one on the com-
mercial terminal side of the airport, 
since it acquired it a decade ago. 

It inherited long-time tenant the 
Los Angeles County Sheriff’s Depart-
ment’s aviation unit, whose fleet 
numbers 19 helicopters and two fixed-
wing aircraft, only part of which were 
based at JFI. With the unit’s lease 
on another hangar set to expire, the 
sheriff’s department began inquiring 
about more space at the JFI facility. 

“Through the course of a couple of 
years of discussions, this thing mor-
phed from an increase of space to store 
aircraft; to would we consider turning 
over the entire site to them,” company 

CEO Bob Seidel told AIN. He noted 
the decision was made easier for the 
company by the fact that several of its 
managed aircraft had moved from LGB 
to other area airports in recent years. 

Alerion itself will relocate to Van 
Nuys Airport where it has leased 
hangar and office space. Seidel said 
the LGB facility is winding down 
its fueling arrangements, while 
its other tenants relocate to other 
hangar arrangements. As part of the 
negotiations with the airport. Ale-
rion received a 10-year lease exten-
sion on the LGB property, out to 
2038 so it can serve as landlord.

Signature Expands 
into Mexico
Signature Flight Support has added 
a new location to its global support 
network, having signed a licensing deal 
with Fly Across, one of several service 
providers at Mexico’s Toluca Interna-
tional Airport. The $17 million FBO 
opened in January 2016 and from the 
start there was discussion of a rebrand-
ing deal in the works with Signature.  

“Our decision to license our new 
state-of-the-art location at Toluca was 
made based on Signature Flight Sup-
port’s global reputation for excellence 
in customer service and the strength 
of their network,” said Fly Across 
CEO Pedro Corsi. “Our customers will 
benefit from the consistent, world-
class service no matter where they 
land within the Signature network.” 

The three-story, 14,400-sq-ft termi-
nal FBO features onsite customs and 
immigration service; three passenger 
lounges with Wi-Fi; concierge; onsite 
car rental; an AV-equipped conference 
room; pilots’ lounge with showers 
and snooze room; a theater room with 
stadium seating; snack bar with compli-
mentary refreshments; and a duty-free 
shop. Toluca is the closest business 
and general aviation airport to Mexico 
City, and the busiest in the country. 

“We are extremely excited to license 
Fly Across and add our first location 
in Mexico,” said Maria Sastre, Sig-
nature president and COO. 
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Alerion's JFI Jet Center will be shutting down its Long Beach FBO operation by year-end.

FBO PROFILE: Gateway Aviation Services

FBO Takes Care of OEMs
While most FBOs earn their keep by tak-
ing care of passengers and flight crews, 
Gateway Aviation Services, the lone FBO 
at Arizona’s Phoenix-Mesa Gateway Air-
port, has made a name for itself serving 
a different category of customer: aircraft 
manufacturers. Established in 1994 at the 
former Williams Air Force Base, the air-
port has three things in abundance, run-
way length (its three runways are all over 
9,000 feet long), uncluttered airspace, 
and predictably unrelenting heat in the 
summer, all of which combine to make it 
an attractive venue for heat-soak testing 
for new aircraft programs. 

According to Matt Nebgen, the FBO’s 
director, this past summer, the location 
played host to four test programs: the 
Mitsubishi MRJ, the Boeing 737 Max, the 
Bombardier Global 7000, and engine tests 
on the Embraer E190. Each brought dozens 
of technicians and engineers to the facility, 
with three of the programs taking up res-
idence at the same time. All that activity 
was in addition to the FBO’s normal opera-
tions, plus its role as a seasonal firefighting 
base for the National Forest Service and its 
trio of DC-10s.

Customer-facing Services
This year marks the 20th anniversary of the 
airport’s management of the FBO, which 
occupies approximately 5,700 sq ft of 
space in what was formerly the late 1960s 
vintage T-37 “Tweet” jet training operations 
center at the military base. From its incep-
tion in 1941 to its closing in 1993 the center 
supplied the U.S. Army Air Corps and then 
the U.S. Air Force with a quarter of its pilots. 

When the airport, which is located less 
than 30 miles from downtown Phoenix, 
was converted to civilian use in 1994, the 
FBO was managed by a private operator 
for several years, but after hearing dis-
satisfaction from customers regarding the 
service, the airport board decided to let 
the lease expire, and bring the facility’s 
management in-house.

Nebgen is just the second director of 
the FBO in the two decades since. “I really 
believe I inherited a Cadillac,” he said, 

crediting his predecessor with establishing 
a “first–class service culture” at the facility. 

“Hopefully I haven’t dinged it up too much.”
The FBO has a staff of 36 and is open 

24/7. The terminal offers the standard ame-
nities including passenger lobby, pilots’ 
lounge with convertible sofas, flight-plan-
ning room, 20-seat A/V-equipped con-
ference room, training/flight test room, 
shower facilities, onsite car rental and 
crew car. An outpost of the local favorite 
Barrio Brewing Company recently opened 
in the facility and can provide catering.

With the exception of the fuel the Tex-
tron Service Center sells to its customers, 
Gateway Aviation provides all the fuel-
ing service to the airport’s commercial, 
general aviation and military customers, 
pumping more than 16 million gallons a 
year, more than 3 million gallons a year to 
GA alone. The FBO manages the airport 
fuel farm, which can hold 250,000 gallons 
of jet-A and 12,000 gallons of avgas.

Despite operating from a 50-year 
old facility, the airport has continually 
improved the FBO’s terminal, and it is plan-
ning an $800,000 renovation and remodel 
that will add several thousand square feet 
of space, including moving the customer 
service counter closer to the ramp to pro-
vide the CSRs with a 180-degree view of 
the apron activity. This comes after the 
company completed a $10 million project 
to replace one million sq ft of WWII-era 
concrete on the ramp in September. In 
June, the FBO’s onsite U.S. Customs and 
Border Protection facility was relocated 
to a $500,000 facility, which opens onto 
the ramp and allows aircraft arriving from 
international trips to taxi right up to the 
FBO for clearance.

The facility is home to eight turbine 
aircraft ranging from a GIV to a pair of 
Eclipse 500s, and for hangar space, it 
has four landmark status hangars dating 
from WWII. They provide a total of 50,000 
sq ft of shelter and are limited to aircraft 
up to a Hawker 800, mainly due to tail 
height. Nebgen hopes to be able to add 
a 30,000-sq-ft, 30-foot-tail-height hangar 
in the next few years. C.E.
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PRELIMINARY REPORTS 

Piper Cheyenne Crashes in 
Field Just After Departure

PIPER CHEYENNE PA-31T, 
JULY 13, 2017, TYLER, TEXAS

A Piper Cheyenne twin-turboprop was 
lost after takeoff and its ATP-rated pilot 
and one passenger killed in Tyler, Texas. 
The pilot departed Tyler airport (KTYR) 
uneventfully and began the climb en 
route to Midland Airpark (KMDD) in VFR 
conditions on an IFR flight plan when the 
aircraft suddenly lost altitude and hit the 
ground in a field surrounded by trees. 
The wreckage was found at the edge of a 
small pond about one-half mile from the 
end of Runway 17 at KTYR. There was no 
post-crash fire despite fuel being found at 
the accident site.

Investigators documented the wreckage 
and recovered the airplane to a secure facil-
ity for further examination by the NTSB.

Virginia State Police Bell 407 
Down without Clear Cause

BELL 407, AUG. 12, 2017, 
CHARLOTTESVILLE, VIRGINIA

A veteran Virginia State Police helicop-
ter pilot and his camera operator were 
killed when the Bell 407 they were flying 
in support of the governor’s motorcade 
went down in trees and was destroyed by 
fire during day VFR conditions.

The helicopter had refueled at Char-
lottesville-Albemarle Airport (KCHO), 
in Charlottesville, Virginia, and the ATP-
rated pilot and video operator lifted off 
to fly cover for the governor’s motorcade. 
Preliminary radar data showed the heli-
copter at an altitude of approximately 
2,200 feet msl in the area of the motor-
cade. Radar then showed the helicopter 
descending through 1,450 feet msl, at a 
groundspeed of 30 knots. Moments later 
it descended below the floor of radar cov-
erage and radar contact was lost.

Approximately 37 witnesses to the acci-
dent were interviewed. Most reported 
that the helicopter was hovering, then 
began a rolling oscillation, rotating about 
the vertical axis and then descended in a 
45-degree nose-down attitude, while con-
tinuing to spin, until it dropped below the 
treetops. They then observed a plume of 
smoke. Nearby security camera footage 
corroborated witness statements.

The main wreckage came to rest 
upright deep in the trees, adjacent to a 
house. The helicopter fuselage was in 
dozens of pieces and damaged from the 
post-crash fire, but most major compo-
nents were present. A debris field several 
hundred feet long to the west of the main 
wreckage contained pieces of the tail-
boom, aluminum honeycomb sandwich 

structure from the airframe, tail rotor 
drive system pieces, and tail rotor control 
tube pieces. Several pieces of debris also 
landed on the roof of the house.

Examination of the tail rotor drive 
shafts (TRDS) revealed that the oil cooler 
remained installed to the airframe. The 
forward and aft splines were thermally 
damaged but did not exhibit evidence of 
smeared or missing spline teeth. Rotation 
of the forward splines resulted in rotation 
of the cooler fan and the aft splines. 

Several pieces of separated TRDS were 
also discovered in the debris field. Nor-
mally four hanger bearings are present 
on the TRDS on the tailboom. Only three 
bearings were recovered. On a typical 
installation, there is one steel TRDS seg-
ment between engine and oil cooler, then 
five aluminum TRDS segments between 
oil cooler and tail rotor. 

The five aluminum TRDS segments 
were supported by four hanger bearings. 
The aluminum TRDS are numbered 1 (for-
ward-most TRDS) to 5 (aft-most TRDS). 
The steel TRDS was whole with evidence 
of heat stress, the forward end flex cou-
pling was fractured, and the attaching 
hardware was present. The splines at the 
aft end of the steel TRDS did not show 
evidence of smearing or fractured teeth.

The tail rotor gearbox was firmly 
attached to the structure. Manual rota-
tion of the input flange resulted in a 
 corresponding rotation of the tail rotor. 
The oil sight gauge revealed the pres-
ence of oil within the gearbox. The chip 
detector was removed and revealed no 
evidence of chips or debris.

The tail rotor, which was still installed 
on the aft portion of the tailboom, came 
to rest in the top of a tree. Both of its 
blades (white and red) remained attached 
and it rotated without binding. The white 
tail rotor blade displayed damage to the 
tip consistent with contacting the left 
side of the tailboom. Its leading edge also 
displayed a damaged area approximately 
three inches wide approximately 15.5 
inches inboard from the tip. The red tail 
rotor blade did not exhibit any damage.

Examination of the engine revealed 
hard body foreign object damage on the 
first stage compressor blades consistent 
with the engine operating at the time of 
the accident.

The combined engine oil and fuel fil-
ter were found loose within the wreckage. 
The filter elements were present, but the 
aluminum filter bowls were missing with 
evidence of melting and were not recov-
ered. The left engine mount was frac-
tured from the structure, and the engine 
was lying on its right side. Residual oil 
observed in the gearbox was tarred; the 
oil from the top was bright brown in color.

Examination of the gearbox chip detec-
tors revealed that the upper and lower 
chip detectors were missing their mag-
nets. Manual rotation of the first stage 

compressor resulted in rotation of the 
gears and the spline to the turbine. The 
electronic control unit (ECU) was loose 
in the wreckage with one of its electrical 
connectors connected. It was damaged in 
the post-crash fire.

The flight control main actuators were 
in the debris at the main accident site 
near their normally installed locations 
and control continuity was established 
between the cyclic pitch control to the 
mixing unit.

No evidence was found suggesting that 
the accident was the result of a midair 
involving another aircraft, animal or object.

According to FAA airworthiness records 
and helicopter maintenance records the 
Bell 407 was manufactured in 2000 and 
underwent a 100-hour inspection Aug. 3, 
2017. At the time of the accident, the heli-
copter had accrued approximately 6,000 
total hours of operation.

The NTSB retained the wreckage for 
further examination.

Heli Hunting Expedition 
Hits Hard on Power Loss

HUGHES MD369A, SEPT. 2, 2017,  
BURNET, TEXAS

A Hughes 369A turbine helicopter was 
severely damaged after its pilot was 
forced to perform an autorotation near 
Burnet, Texas. The pilot and one pas-
senger were not injured; however, one 
of the other two passengers received 
minor injuries and the other sustained 
serious injuries. The helicopter, regis-
tered to and operated by Lyft of Mis-
soula, Montana, under 14 CFR Part 
91, was in VMC conducting aerial hog 
hunt operations en route to the Bur-
net Municipal Airport-Kate Craddock 
Field (KBMQ), Burnet, Texas, when the 
engine lost power. The pilot performed 
an autorotation to a road, landing hard, 
which caused substantial damage to the 
fuselage and tailboom. 

FINAL REPORT

Midair Brought Down 
Aeromedical Rescue Flight

BAE-125, SEPT. 5, 2015, 
BURKINA FASO, WEST AFRICA

Accurate altimetry is one of the hallmarks 
of the RVSM flight levels. A BAe-125 on 
a medical transportation flight from 
Ouagadougou, Burkina Faso, to Dakar, 
Senegal, with a French patient and two 
crewmembers as well as a mechanic, a 
doctor and two nurses was lost over 
the Atlantic Ocean off Senegal after an 
apparent midair with a Boeing 737-8FB 
operated by Ceiba International. Inves-
tigators determined that the BAe-125 had 
inaccurate altimeters, (reading 1,000 feet 

low) which caused the crew to put the 
airplane at the same altitude as the Ceiba 
737, even though just one minute before 
the midair the pilot of the BAe-125 con-
firmed to ATC he was at FL340.

The aircraft departed Ouagadougou 
and climbed to the cruising altitude of 
FL340. The flight contacted the control-
ler at Bamako Center asking if FL380 
was available because of the presence of 
clouds ahead. The controller then cleared 
the flight to FL380. After negotiating 
several other options to avoid severe 
turbulence, the crew decided to remain 
at FL340. The flight was allowed to devi-
ate 10 nm from the route to avoid an area 
of bad weather. Last radio contact with 
the flight happened as it was proceeding 
westward on Airway UA601 at a cleared 
altitude of FL340.

At the same time, Ceiba International 
flight CEL71 was heading eastward on Air-
way UA601 at a cleared altitude of FL350.

The Boeing 737-8FB was en route to 
Cotonou, Benin and Malabo, Equatorial 
Guinea. The aircraft crossed paths with 
the BAe-125 at 6:12 p.m., between points 
DEMOL and GATIL. At 6:15 p.m. CEL71 
contacted the controller at Dakar Cen-
ter, stating they had observed descend-
ing traffic from the opposite direction, 
passing their altitude just behind them. 
Initially the crew referred to the event 
as a “near miss.” 

The Dakar Center controller then 
attempted to contact the BAe-125, but 
there was no response. At 6:16 p.m. 
CEL71 contacted Dakar Center again, 
this time reporting that the crossing 
traffic likely touched their wing. How-
ever, they reported, there were no air-
craft control issues. The crew chose not 
to land at Cotonou and continued to the 
final destination, Malabo. After landing, 
they found damage on the top of the right 
hand winglet.

Despite several attempts, ATC made 
no contact with the BAe-125. At 6:22 p.m. 
the BAe-125 appeared on radar at Dakar, 
showing an altitude of FL350. The air-
craft continued on the planned flight 
track. It passed Dakar, heading over 
sea. At 7:07 p.m. the aircraft began to 
descend. At FL330 the aircraft turned 
right and immediately left, passing FL126 
level before it disappeared from radar 
approximately 59 nm from Dakar.

The aircraft was not found.
A forensic investigation of the air-

craft’s maintenance logs showed that 
earlier that year the aircraft’s altimeters 
had discrepancies of more than 1,000 
feet logged that, according to the opera-
tor’s own safety manuals, would prohibit 
it from entering RVSM airspace. Crew 
operating the aircraft nearly two months 
before the accident documented this, but 
the aircraft was returned to service and 
there is no documentation of the altime-
try issue being corrected.  T

ACCIDENTS

The material on this page is based on the NTSB’s  report (preliminary, factual or final) of each accident or, in the case of  recent accidents, on information obtained from the FAA or local authorities. 
It is not intended to judge or evaluate the ability of any person, living or dead, and is presented here for informational purposes.
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 Letters and Opinions

Despite inconvenience, 
wear oxygen masks  
I am writing as chairperson on behalf of the 
SAE A10 Aircraft Oxygen Equipment Commit-
tee regarding Supplemental Oxygen: The open 
secret of non-compliance (AIN, October, page 
70). It seems there is opposition to the require-
ment of wearing an oxygen mask above Flight 
Level (FL) 410.

As an aerospace industry committee, we are 
taking this opportunity to remind operators and 
other interested parties that such use is man-
dated due to the margin of safety it represents 
compared to the converse. We understand 
the issues and certainly some of the inconve-
niences perceived with compliance. However, 
studies and other considerations in the devel-
opment of the regulation and in the intervening 
years unequivocally indicate that in the event 
of a rapid decompression, there are significant 
benefits to having flight crews already wearing 
an oxygen mask before a rapid decompression 
event. At the applicable high altitudes, this 
configuration eliminates any time delay asso-
ciated with donning the mask. This approach 
provides the highest probability of maintaining 
functional performance so that the situation 
can be successfully remedied.

We would also like to point out that this is not 
a new issue, and we are sensitive to the concerns 
expressed. The major oxygen equipment man-
ufacturers represented on the A10 committee 
have considered the issues and potential solu-
tions for at least 20 years, often in coordination 
with the FAA and EASA. This has led to the 

development of numerous features designed 
to improve comfort. There is no doubt these 
efforts will continue since continued improve-
ments in this area are obviously desired.

Representatives from concerned flight 
departments have attended our meetings a few 
years back and we would welcome continued 
discussion with them, NBAA representatives, 
or other interested parties in defining areas for 
improvements in the design and use of oxygen 
systems without unduly compromising safety.

We hope you will consider this perspec-
tive and consider working together to find 
the best solutions to this as well as any other 
aerospace oxygen issues that may be of con-
cern to the industry. 

If you need more information related to the 
A10 Committee or the SAE in general in terms 
of Aerospace Standards development, it can be 
found at www.sae.org. Our meetings are open 
to the public and the next meeting will be held 
May 15-17, 2018 in Grand Forks, North Dakota.

Nicolas Bloch, chairman,
SAE International A-10 Aircraft  

Oxygen Equipment Committee

U.S. Stage 5 noise rules  
go into effect this month
by Gordon Gilbert

The FAA is adopting new Stage 5 noise stan-
dards for newly certified subsonic jet and 
transport category airplanes. This applies 
to any entity submitting an application for 
a new airplane type design with an mtow of 
121,254 pounds or more starting on Dec. 31, 
2017; or with an mtow of less than 121,254 
pounds on or after Dec. 31, 2020.

Seven comments were received on the 
new limits when they were published as 
a notice of proposed rulemaking (NPRM) 
in January 2016. Two commenters sup-
ported the rule as proposed, four sug-
gested technical changes to the rule and 
one identified a typographical error in the 
NPRM. The Boeing Company and Airlines 
for America (A4A) supported all aspects 
of the proposal.

The Los Angeles International Airport/
Community Roundtable and the city of 
Culver City, California, requested that 
the FAA include a phase-out of exist-
ing Stage 3 airplanes as part of the 
adoption of the new Stage 5 noise stan-
dards. However, the FAA said it con-
siders this request to be “beyond the 
scope of the proposed rule and does not  
provide any basis to attach an opera-
tional restriction.”

The agency further emphasized that 
the Stage 5 rule is “intended only for 
new aircraft” and “should not be inter-
preted as signaling the start of an action 
aimed at phasing out the existing noise 
standards that apply to the production or 
operation of current models.” n

AIN’s The Human Factor is a twice-monthly podcast dedicated to furthering aviation safety.  
Visit: www.ainonline.com/humanfactor.
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Within 6 Months
Dec. 7, 2017 and Jan. 30, 2020

Expansion of Datalink Com  
in North Atlantic

Phase 2 of the North Atlantic data-
link mandate began with Phase 2a in 
 February 2015, at which time flights 
within the North Atlantic Tracks 
(NAT) between FL350 and FL390 were 
required to be equipped with FANS-1/A 
controller-pilot datalink communi-
cations (CPDLC) and ADS-C. The 
program expands to these altitudes in 
the entire ICAO NAT region on Decem-
ber 7 this year, and to all flights in this 
region above FL290 on Jan. 30, 2020.

Dec. 30, 2017 ESTIMATED

RCO Radio Frequencies  
To Be Decommissioned

Before the year is ended, the FAA is 
scheduled to start decommissioning 
641 remote communications outlet 
(RCO) radio frequencies used by Flight 
Service Stations to communicate with 
aircraft in flight. The frequencies are 
associated with dedicated RCOs and 
237 outlets co-located with VORs. 
Frequencies in Alaska and those 
designated for emergency or military 
use are not affected by this reduction 
program. Notams will be issued as 
each frequency is decommissioned.

Within 12 Months
Jan. 1, 2018 and Jan. 1, 2021

Stage 5 Noise Rules 
Go Into Effect

A more stringent noise standard for 
newly certified jet airplanes goes into 
effect starting January 1 for applications 
for new type certificates for aircraft 
with an mtow of 121,254 pounds or 
more, and starting Jan. 1, 2021, for 
aircraft less than 121,254 pounds. The 
new rule, known as Stage 5, is intended 
only for newly designed aircraft and 
is not “signaling the start of an action 
aimed at phasing out the existing noise 
standards that apply to the produc-
tion or operation of current models.”

Jan. 3, 2018

EASA Would Ease 
non-ETOPS Rules

The European Aviation Safety Agency 
has issued a notice of proposed 
amendment that would permit larger 
European-certified multiengine business 
jets used in on-demand charter service 
to operate with 120- to 180-minute 
one-engine inoperative (OEI) diversion 
times without obtaining approval for 
extended range twin-engine operation 
performance standards (ETOPS). This 
NPA proposes to extend the current 
non-ETOPS operation mtow threshold 

to accommodate business jets with an 
mtow of more than 100,000 pounds 
and remove the specific type design 
approval for non-ETOPS operations 
between 120 and 180 minutes.  
Comments are due by Jan. 3, 2018.

Jan. 30, 2018 NEW

Proposed Update of  
U.S. Rotor Certification Regs

Under an FAA notice of proposed 
rulemaking, normal- and transport-cat-
egory certification regulations would be 
extensively amended and updated to 

“address modern designs currently used 
in the rotorcraft industry and would 
reduce the burden on applicants for 
certification of new rotorcraft designs.” 
The proposed changes also would 
reduce or eliminate the need for certain 
special conditions currently required to 
obtain certification of modern rotor-
craft. The proposed changes would 
also incorporate the requirements of 

“equivalent level of safety findings” that 
the FAA has imposed as conditions 
for approving certain design features. 
Comments are due Jan. 30, 2018.

Jan 31, 2018 NEW

EASA Proposes Expansion 
of Flight Time Limits

A notice of proposed amendment the 
EASA would expand flight time limita-
tion rules to cover air-taxi operations, 
emergency medical service operations 
and single-pilot commercial opera-
tions. The proposed amendments are 
mainly expected to improve safety 
during night duties and where sci-
entific principles to measure fatigue 
have not been used so far, as well as 
to ensure standardization and harmo-
nization of requirements across the 
EU. Comments are due Jan. 31, 2018.

Beyond 12 Months
Jan. 1, 2020

U.S. ADS-B Out Mandate
ADS-B Out equipment must be oper-
ational starting Jan. 1, 2020, in aircraft 
that fly in the U.S. under IFR and where 
transponders are currently required, 
namely class A, B and C airspace.

Jan. 1, 2020

Taiwan ADS-B Out Compliance

The Republic of China has pushed the 
deadline to Jan. 1, 2020 for compliance 
with ADS-B Out equipment within the 
Taiwan FIR above FL290. Taiwan was 
forced to delay compliance because 
too few aircraft were equipped to 
render the original ADS-B plan achiev-
able. The new deadline for Taiwan 
coincides with the Jan. 1, 2020 U.S. 
mandate for ADS-B Out compliance. n

COMPLIANCE countdown by Gordon Gilbert
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Brian Barents is taking the new role as exec-
utive chairman of Aerion. Previously co-chair-
man, Barents brings decades of experience 
to the role, including his time as senior v-p of 
sales and marketing for Cessna, president of 
Learjet and CEO of Galaxy Aerospace. Barents 
serves or has served on the boards of a num-
ber of aerospace companies, including Kaman, 
CAE and The Nordam Group.

BACA-the Air Charter Association selected 
Dave Edwards its first CEO. Edwards, also 
a director and investor in Synergy Aviation, 
Oaklands Global, Flying Support and Web 
Manuals International, has led Qatar Executive 
and previously served with Gama Aviation. In 
addition, BACA promoted Madeleine Puzey 
to business and events manager and created 
a new administration role for Nicki Baynes to 
provide support for BACA.

Aurora Flight Sciences appointed Matthew 
Hutchison to COO. He succeeds Mark Cherry, 
who was named the new head of Boeing’s Phan-
tom Works. Boeing recently announced plans 
to acquire Aurora. Hutchinson joined Aurora 
in 1993 as an engineering analyst and most 
recently has been vice president of engineering.

Safran Helicopter Engines named three exec-
utives to new management positions. Bruno 
Bellanger was appointed executive v-p, pro-
grams. Most recently general manager of large 
commercial engines for Safran Aircraft Engines, 
Bellanger joined Safran in 2004 after serving 
with Airbus and Eurogiciel. François-Xavier 
Foubert was named executive v-p, operations. 
Foubert served with Alcatel before joining Safran 
Aircraft Engines in 2003 and most recently was 
executive v-p, quality and process excellence. 
Mathieu Albert replaces Foubert as execu-
tive v-p, quality and process excellence. Albert 
began his career at Safran Aircraft Engines in 
manufacturing activities and most recently was 
CEO of Safran Helicopter Engines Asia and the 
Safran general delegate in Singapore.

Russell Kalis was named group vice presi-
dent, operations for Parker Aerospace, respon-
sible for Parker’s fluid systems division, gas 
turbine fuel systems division, gas turbine pow-
ergen division, and Stratoflex products division. 
Before this, he was group vice president, oper-
ations for Parker’s Automation Group. Parker 
Aerospace also recently appointed Ben Van 
Sleeuwen vice president of Airbus and Euro-
pean programs for business development and 
global support. Van Sleeuwen previously was 
director of business development for Europe, 
the CIS, Middle East and Africa at the company.

Donald Kamenz has joined C&L Aerospace 
as senior v-p of aircraft sales. He most recently 
was vice president of sales for Commercial Jet.

Emmanuel Drouet took the new role as 
vice president of procurement for Safran 
Nacelles. Drouet served as a sales engineer 
with Dresser-Rand before joining Safran 
Nacelles in 2001 and most recently was 
A330neo nacelle program director.

Victor appointed Jean De Looz senior v-p 
of North America. De Looz spent the past five 
years at Dassault Falcon Jet in its Eastern U.S 
and Canada aircraft sales division and has 
charter sales experience at Meridian Air Charter.

MSB Group, part of Sogeclair Aerospace, 
named Javier Fernandez vice resident of the 
North American business. Fernandez joins MSB 
after serving as CEO of Sogeclair Aerospace S.A., 
the Spanish division of Sogeclair Aerospace, 
and before that was deputy general manager of 
the engineering consultancy Aeroconseil Iberica.

The Air Charter Safety Foundation (ACSF) 
added Richard Gomez, vice president of avi-
ation solutions for MedAire, to the board of 
governors. Gomez spent 20 years with the air-
line industry before joining MedAire in 2005.

The National Aircraft Resale Association 
(NARA) recently named its 2018 slate of new 
Board of Directors and Products and Services 
Member Advisory Council. Mente Group Brian 
Proctor is the incoming NARA chairman and 
president; Doc Dwyer of Guardian Jet will 
serve as secretary and Chad Anderson of Jet-
craft, treasurer. Other board members include 
Todd Jackson, Elliott Jets; Paul Kirby, Cerre-
tani Aviation; Mitch McCune, Corporate Fleet 
Services; and Chris Meisner, Meisner Aircraft. 

The new Products and Services Member Advi-
sory Council for 2018 will include Jonathan 
Levy, Advocate Consulting Legal Group, chair-
man (also on NARA board); Stephan Asper, 
AIC Title Service, first vice chairman (also on 
NARA board); John Prock, Bank of America 
Leasing, second vice chairman; and Keith 
Hayes, PNC Aviation Finance, as secretary.

The American Institute of Aeronautics 
and Astronautics (AIAA) appointed Daniel 
Dumbacher executive director. Dumbacher, 
who joins AIAA from Purdue University, spent 
more than three decades with NASA, most 
recently as deputy associate administrator in 
the Exploration Systems Development Division.

John Hamilton, vice president of engineer-
ing for Boeing Commercial Airplanes, was 
named chairman of the Flight Safety Founda-
tion’s Board of Governors. He succeeds Ken-
neth Hylander, a long-time airline executive 
who retired from Delta Air Lines as senior v-p 
for corporate safety, security and compliance 
and served a three-year term as FSF chairman.

Jim Topalian has retired from Skybird 
Aviation after 40 years of service. During his 
tenure with Skybird, Topalian held roles that 
included chief pilot and director of operations. 
As Topalian retired, Ted Waddell was appointed 
chief pilot and Power Johnson was promoted 
to director of operations. Waddell, a retired U.S. 
Navy Reservist, has served as a line pilot with 
American Airlines and held captain positions with 
The Air Group, Northrop Grumman and Leonard 
Green & Partners. Johnson has 30 years of 

professional flying experience and 14,000 hours, 
most recently serving as chief pilot for Skybird.

Constant Aviation hired Blake Hogge to 
serve as director of completions/modifica-
tions sales. Hogge has more than 31 years of 
industry experience, most recently serving 
as senior manager of strategic sales for Jet 
Aviation in St. Louis.

The Aeronautical Repair Station Associa-
tion’s (ARSA) board of directors has elected 
Basil Barimo, the COO of Coral Gables, Flor-
ida-based aviation sales and services com-
pany AerSale, to a one-year term as president. 
Barimo has been the 2017 vice president for 
the association. The board also elected Dave 
Latimer, vice president of regulatory compli-
ance for HAECO Americas, the next vice pres-
ident and Ian Cheyne, chief technical and 
regulatory officer of Dallas Airmotive, treasurer.

Asian Sky Group (ASG) named Nicole Wang 
a sales manager, based in Beijing. Wang pre-
viously spent four-and-a-half years with Das-
sault Falcon Jet, providing sales support in 
Shanghai, Beijing and Hong Kong.

Thrush Aircraft named Robert Garrett direc-
tor of training. Garrett has 19 years of experi-
ence in the aerial application industry and 
more than 8,000 hours of flying experience.

Elliott Aviation hired Mindy Zumdome as 
vice president of talent and culture. Zumdome 
has 17 years of human resources experience, 
most recently as member and community rela-
tions manager for HNI’s Leveraged Furniture 
Operations group.

VanAllen added Peter Zeeb as managing 
director of technical services. Zeeb has 33 
years of corporate aviation maintenance man-
agement experience and has served as cus-
tomer advisory board member for Gulfstream, 
as well as a member of the Dassault Falcon Jet 
and Cessna Citation maintenance committees.

Quiet Technology Aerospace named 
Heather Hill as business development direc-
tor for the North American eastern region. Hill 
previously has served in sales and business 
development for AeroRepair.

Edward Vesely, senior director of sales for 
Welsch Aviation-Houston, qualified as a pilot 
for the Commemorative Air Force’s (CAF) 
newly restored Texas Raiders B-17. Vesely 
also continues as CAF volunteer pilot for the 
only flying Curtiss SB2C Helldiver.

Jeff Beaudette has joined Duncan Aviation’s 
modifications and completions sales team 
in Lincoln, Nebraska. Beaudette is a 20-year 
Duncan Aviation veteran, previously serving as 
cabinet specialist and team leader before tran-
sitioning to the engineering and certification 
department and alterations planning team. T

FRANÇOIS XAVIER 
 FOUBERT

NICOLE WANGDONALD KAMENZ BLAKE HOGGEBEN VAN SLEEUWEN

Compiled  by Kerry Lynch PEOPLE in aviation

  AWARDS and HONORS
The Wichita Aero Club selected Yingling 
Aviation CEO Lynn Nichols as the recipient 
of the eighth annual Wichita Aero Club Tro-
phy. To be presented in January, the award 
will honor Nichols and Yingling Aviation 
for “providing exceptional services, exem-
plary business practices, job-generating 
initiatives and creative alternatives that 
advance both the industry and the com-
munity.” The Wichita Aero Club noted that 
Yingling was the first Cessna dealer and 
celebrated its 70th anniversary in 2016. 
The company remains the largest Cessna 
parts supplier. The Wichita Aero Club 
credited Nichols with saving the business 
from imminent closure in the 1990s and 
turning it into a leading fixed-base oper-
ation, maintenance and service facility, in 
addition to parts suppler.

The Honorable Company of Air Pilots 
awarded its 2017 Award for Aviation Jour-
nalism to Elfan Ap Rees, a pilot who has 
flown more than 90 types. Ap Rees began 
his aviation career in the technical publi-
cations department of Westland Helicop-
ters Bristol Division and later became an 
aviation journalist covering various British 
aircraft types for Air Pictorial (now Aviation 
News) and other magazines. He wrote a 
column on helicopters that eventually tran-
sitioned into his magazine Helicopter Inter-
national, which he has steered for 40 years. 
Ap Rees also developed a deep interest in 
rotorcraft history, initially acting as consul-
tant historian to Westland Helicopters and 
later becoming chairman of the Helicopter 
Club. He founded and remains chairman of 
the UK-based Helicopter Museum. 
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DECEMBER
AIRCRAFT ACQUISITION PLANNING SEMINAR…December 5-6, 
Scottsdale Plaza Resort, 7200 Scottsdale Rd., Scottsdale, AZ.  
Info: (800) 832-2025; www.conklindd.com.

EASA 11TH ROTORCRAFT SYMPOSIUM…December 5-6,  
Cologne Marriott Hotel, Cologne, Germany.  
Info: rotorcraft@easa.europa.eu; www.easa.europa.eu/
newsroom-and-events/events/11th-rotorcraft-symposium.

RUSSIAN BUSINESS AVIATION SUMMIT…December 7, Radisson 
Blu Hotel, Moscow Sheremetyevo Airport, Moscow, Russia.  
Info: mail@aeropodium.com; www.aeropodium.com/rba.html.

JANUARY 2018
NBAA REGIONAL FORUM…January 24,  
Palm Beach International Airport, West Palm Beach, FL.  
Info: info@nbaa.org;  
www.nbaa.org/events/forums/2018pbi/.

FEBRUARY 2018
SCHEDULERS & DISPATCHERS  
CONFERENCE…February 6-9, Long Beach  
Convention Center, Long Beach, CA.  
Info: www.nbaa.org/events/sdc/2018/.

   SINGAPORE AIRSHOW…February 6-11,  
Changi Exhibition Center, Singapore.  
Info: info@singaporeairshow.com;  
www.singaporeairshow.com/public/.

   HELI-EXPO…February 26-March 1,  
Las Vegas Convention Center, Las Vegas, NV.  
Info: heliexpo@rotor.org; http://heliexpo.rotor.org/.

MARCH 2018
BUSINESS AIRCRAFT FINANCE,  
REGISTRATION & LEGAL CONFERENCE… 
March 18-20, Sanibel Harbour Marriott  
Resort & Spa, Fort Myers, FL.  
Info: sobrien@nbaa.org; www.nbaa.org/events/
finance-registration-legal-conference/2018/.

OPERATING LEASE SEMINAR 2018… 
March 20-22, Hilton Garden Inn Hotel Dallas, TX.  
Info: info@everestevents.co.uk;  
https://everestevents.co.uk/event/operating-lease-seminar-2018/.

WOMEN IN AVIATION CONFERENCE… 
March 22-24, Peppermill Reno, Reno, NV.  
Info: www.wai.org/conference.

SINGAPORE AVIATION SEMINAR…March 26-28,  
Singapore Aviation Academy, Singapore.  
Info: https://flightsafety.org/event/ 
4th-annual-singapore-aviation-seminar-sass/.

AEA INTERNATIONAL CONVENTION &  
TRADE SHOW…March 26-29,  
MGM Grand Las Vegas, Las Vegas, NV.  
Info: www.aea.net/convention/2018/.

NBAA INTERNATIONAL OPERATORS  
CONFERENCE…March 26-29, Las Vegas, NV.  
Info: info@nbaa.org;  
www.nbaa.org/events/ioc/2018/.

APRIL 2018
   ASIAN BUSINESS AVIATION  

CONFERENCE & EXHIBITION…April 17-19,  
Shanghai Hawker Pacific Business Aviation Service Centre, 
Shanghai, China.  
Info: info@abace.aero; https://abace.aero/2018/.

AIRCRAFT RECORDS & TOTAL ASSET  
MANAGEMENT SEMINAR…April 18,  
Gibson Hotel Dublin, Dublin, Ireland.  
Info: www.everestevents.co.uk/event/
aircraft-records-total-asset-management-seminar-2018/.

MAY 2018
NBAA MAINTENANCE CONFERENCE…May 1-3,  
Albuquerque Convention Center, Albuquerque, NM.  
Info: info@nbaa.org;  
www.nbaa.org/events/maintenance-conference/2018/.

NBAA BUSINESS AVIATION TAXES SEMINAR…May 10-11, 
Dallas, TX. Info: info@nbaa.org; www.nbaa.org/events/
taxes-seminar/2018/.

63RD ANNUAL BUSINESS AVIATION SAFETY SUMMIT… 
May 10-11, Radisson Blu Aqua Hotel, Chicago, IL. Info: solorzano@
flightsafety.org; https://flightsafety.org/event/bass-2018/.

   EUROPEAN BUSINESS AVIATION  
CONVENTION & EXHIBITION… 
May 29-31, Palexpo Convention Center, Geneva, Switzerland.  
Info: info@ebace.aero; https://ebace.aero/2018/.

JUNE 2018
MAINTENANCE RESERVES SEMINAR 2018…June 5-6,  
Jury’s Inn, Prague, Czech Republic.  
Info: info@everestevents.co.uk; https://everestevents.co.uk/
event/maintenance-reserves-seminar-2018/.

PILATUS OWNERS AND PILOTS ASSOCIATION ANNUAL 
CONVENTION…June 7-9, The Roosevelt Hotel, New Orleans, LA.  
Info: http://pilatusowners.org/popa-annual-convention-off-season/.

NBAA REGIONAL FORUM…June 21, Westchester County Airport 
(HPN), White Plains, NY. Info: info@nbaa.org; www.nbaa.org/
events/forums/2018hpn/.

JULY 2018
   FARNBOROUGH INTERNATIONAL AIRSHOW… 

July 16-22, Show Centre, ETPS Rd, Farnborough, England.  
Info: +44 (0) 1252 532800, enquiries@farnborough.com;  
www.farnboroughairshow.com/trade/.

SEPTEMBER 2018
NBAA REGIONAL FORUM…September 6, San Jose International 
Airport (SJC), San Jose, CA. Info: info@nbaa.org;  
www.nbaa.org/events/forums/2018sjc/.

OCTOBER 2018
   NBAA BUSINESS AVIATION  

CONVENTION & EXHIBITION…October 16-18,  
Orange County Convention Center, Orlando, FL.  
Info: (202) 783-9000; www.nbaa.org.

SAFETY STANDDOWN…October 30-November 1, Hyatt Regency 
Hotel, Wichita, KS. Info: http://www.safetystanddown.com/.

HELI EXPO 2017EBACE 2017
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SINGAPORE AIRSHOW 2018
ASIA’S LARGEST AEROSPACE AND DEFENCE EVENT

6 - 1 1  F E B R U A RY   •   C H A N G I  E X H I B I T I O N  C E N T R E

Where opportunities are infinite

Enjoy unparalleled access to global leaders of aviation, aerospace and defence. Network, 
develop business, and gain insights into the forefront of industry technologies and solutions.

Be part of aviation’s ascent - register now.

T H E
S K Y

I S
O U R

B U S I N E S S

SA18_Visitor01_AIN_254x328mm.pdf   1   4/8/2017   3:11:53 PM



In nature, the falcon is a fierce fighter. In business, the Falcon 8X is just as powerful and agile. Every inch reflects its military DNA, with lean and mean aerodynamics and advanced
Digital Flight Controls to get you to places others can’t. Nothing flies like a Falcon because no other jet is built like one. Fierce. Fast. Agile. Falcon 8X.

WWW.DASSAULTFALCON.COM  I  FRANCE: +33 1 47 11 88 68  I  USA: +1 201 541 4600

BUSINESSIS A BATTLE.BE READY.

djfc024524_UnderCOVER-EBACE_Single | 09/22/2017 04:49


	001__AIN1217i
	002__AIN1217i
	003__AIN1217i
	004__AIN1217i
	005__AIN1217i
	006__AIN1217i
	007__AIN1217i
	008__AIN1217i
	009__AIN1217i
	010__AIN1217i
	011__AIN1217i
	012__AIN1217i
	013__AIN1217i
	014__AIN1217i
	015__AIN1217i
	016__AIN1217i
	017__AIN1217i
	018__AIN1217i
	019__AIN1217i
	020__AIN1217i
	001__BrokerInserti
	002__BrokerInserti
	003__BrokerInserti
	004__BrokerInserti
	005__BrokerInserti
	006__BrokerInserti
	007__BrokerInserti
	008__BrokerInserti
	009__BrokerInserti
	010__BrokerInserti
	011__BrokerInserti
	012__BrokerInserti
	021__AIN1217i
	022__AIN1217i
	023__AIN1217i
	024__AIN1217i
	025__AIN1217i
	026__AIN1217i
	027__AIN1217i
	028__AIN1217i
	029__AIN1217i
	030__AIN1217i
	031__AIN1217i
	032__AIN1217i
	033__AIN1217i
	034__AIN1217i
	035__AIN1217i
	036__AIN1217i
	037__AIN1217i
	038__AIN1217i
	039__AIN1217i
	040__AIN1217i
	041__AIN1217i
	042__AIN1217i
	043__AIN1217i
	044__AIN1217i
	045__AIN1217i
	046__AIN1217i
	047__AIN1217i
	048__AIN1217i
	049__AIN1217i
	050__AIN1217i
	051__AIN1217i
	052__AIN1217i
	053__AIN1217i
	054__AIN1217i
	055__AIN1217i
	056__AIN1217i
	057__AIN1217i
	058__AIN1217i
	059__AIN1217i
	060__AIN1217i
	061__AIN1217i
	062__AIN1217i
	063__AIN1217i
	064__AIN1217i
	065__AIN1217i
	066__AIN1217i
	067__AIN1217i
	068__AIN1217i
	069__AIN1217i
	070__AIN1217i
	071__AIN1217i
	072__AIN1217i

