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from the editor-in-chief

Dear Readers,
It is heartening to note that India’s civil aviation sector is going to catapult itself to number 
three slot, after China and US, in terms of passenger growth. However, the pace of growth 
of general aviation and business aviation lags woefully behind as this segment has to fight 
many battles, including that of perception. Another battle it has to continuously fight is 
that of pilot shortage.

It is a real concern. After investing almost about `50 lakh in pilot training, the fresh pilot 
gets busy looking for jobs in airlines for obvious reasons. Even if he or she takes up private jet 
flying, it is at the beginning of their career and as a stepping stone, unless of course, the bene-
fits of private flying are too good to give up. This phenomenon is not just restricted to India but 
elsewhere too. The International Civil Aviation Organisation (ICAO) has forecast that Asia-
Pacific region alone needs 2,30,000 pilots by 2030 and will have to train about 14,000 annu-
ally to meet that need, but the region has capacity to train about 5,000 pilots. That indeed is 
quite a shortfall. In this issue, there is pitch that is made for pilot training in India and Chimes 
Aviation Academy has listed out the benefits. 

Besides, the issue of pilot shortage, the segment has many hurdles to cross before it takes 
off in the right direction. To create awareness about the issues and also to network among the 
community, the Business Aircraft Operators Association (BAOA) has been doing yeoman ser-
vice since its inception in 2011. It has teamed up with us for bringing out this magazine and 
also holds a seminar-cum-awards event at major air shows in the country. The two initiatives 
are engaging the general aviation and business aviation community like never before. 

The article by Raju Ranjan Gogoi gives interesting tips on operating private / business jets 
into India, on permissions required, hangar slot availability, airport timings and like. It comes 
handy for overseas operators who are clueless on the many procedures that exist here. 

We have an article by former BAOA President, Rohit Kapur, on aircraft management and 
why it is needed in India. It outlines that with present-day regulations being complex the need 
to get assistance of experts to ensure that the aircraft is in the ‘compliant zone’ at all times. 
This is where aircraft management companies come into play. Also we have an article on cor-
porate social responsibility by general and business aviation community which documents a 
few efforts of the community during humanitarian crisis. All this and more !

Happy reading !
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aircraft management

A ircraft Manage-
ment (‘Owner-
Operator’ model, 
as per common par-
lance in India), is a 

widely accepted way of doing 
business worldwide. There are a 
large number of companies, such 
as Jet Aviation, Execujet, TAG 
Aviation, Lux Aviation, etc. in the 
world, whose business model is 
primarily aircraft management. 
These companies manage a vast 
number and variety of aircraft 
on behalf of clients and are com-
monly called Aircraft Manage-
ment Companies (AMC).

So what iS aircraft management?
Put in simple terms, it is the outsourcing of the entire functions of 
aircraft operations to a specialised company. These functions in-
clude hiring and training of aircrew, maintenance, dispatch of air-
craft, route planning, ground handling, fuelling, safety oversight, 
regulatory compliances, etc. It can also include the provision of their 
Air Transport Operators (ATO- this is equivalent to our NSOP) per-
mit for charters. In other words, an owner buys an aircraft which he 
wants to use, and after buying it, he hands over the entire operational 
responsibility of the aircraft to a specialised company to manage it. 
He continues to be responsible for ownership liabilities, such as pay-
ment of insurances and other responsibilities connected with air-
craft purchase and ownership. The AMC manages all expenses on 
behalf of the owner, for which the owner reimburses it. The AMC, in 

turn, and if the owner desires, uses 
its ATO permit to put the aircraft 
on charters, and initiates a revenue 
stream for the owner. The owner 
pays the AMC a fixed monthly 
charge (FMC) for its services, as 
also a small percentage on aircraft 
charter as commissions.

and who all benefit from 
thiS model?
Obviously, the owner of the aircraft 
is largely benefited due to the rea-
sons given below. In addition, there 
are a number of benefits also to the 
regulatory bodies and the industry. 
These are:

  It relieves the owner of the responsibility of aircraft operations. 
We all know that operating an aircraft legitimately is a complex 
task. Present-day regulations are complex, and it takes experts 
to ensure that the aircraft is in the ‘compliant zone’ at all times. 
Be it dispatch requirements, crew training and licensing, FDTL, 
etc. each and every function needs expert knowledge of the rules 
and the environment. For a small aircraft owner, who is not in 
the business of aviation, it is virtually next to impossible to keep 
track of such issues. If he hires staff with expertise, his costs in-
crease tremendously, and for aircraft which do not fly that much, 
most of this staff is underutilised at all times, hence leading to 
unnecessary financial stress.

  It also leads to cost savings for the owner. The AMC, by virtue 
of being a large aircraft operator, is able to get huge discounts 
on major expense areas, such as purchase of fuel, spares, pilot 

By Rohit Kapur

The best part of the aircraft management model is that also benefits others, beside 
the owners. It allows the Regulators to deal with experts and professionals of the 

AMC, rather than employees of the owner, who are not experts in aircraft operations

Why it is Desperately  
Required in India!
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aircraft management

training, handling, hotels and transportation for crew. All these 
costs are passed on to the owner. In real terms, the benefits to the 
owner surpasses the FMC which he pays to AMC.

  It allows the owner to bring down his costs by using the ATO per-
mit of the AMC to charter the aircraft. It is a fact that most own-
ers do not utilise their aircraft to its full potential and it is under-
utilised most of the times. By using the permit of the AMC, the 
owner is able to legally charter the aircraft and earn some rev-
enue on it, especially when it is not being utilised by him. This 
makes aircraft ownership less expensive for him.

  The best part of the aircraft management model is that also ben-
efits others, beside the owners. It allows the regulators to deal 
with experts and professionals of the AMC, rather than employ-
ees of the owner, who are not experts in aircraft operations. it 
also ensures that the aircraft operates safely, under the watchful 
eyes of the professional team of the AMC. The regulator has few-
er number of operators to oversee, thus making their life simpler. 
It is easier to carry out oversight of fewer companies operating 
large number of aircraft, as compared to hundreds of operators, 
each operating one or two aircraft. If you remember, this was one 
of the reasons for US FAA (Federal Aviation Administration) 
downgrade of DGCA (Directorate General of Civil Aviation) a 
few years ago; not enough staff to oversee so many operators!

  There is also an additional benefit, as it allows international com-
panies with best global practices to set up shop in India, to offer 
aircraft management services along with their Indian partners. 
This will bring in best global practices to the industry, besides 
creating jobs for our youth.

So what iS Stopping thiS in india?
A million-dollar question! Something that has been adapted by the 
rest of the world, recognised by ICAO, FAA, EASA, etc. is not legal or 
acceptable to the Indian system, despite all the benefits that it seems 
to pass on to everyone! Sounds familiar, doesn’t it (think Uber and 
surge pricing)?. To my mind, I can trace this 
a mindset of our regulator, and which has not 
allowed the aircraft management model to be 
legalised in India:
  The mindset of the DGCA, which has for 

years insisted, that anyone who buys an 
aircraft has to be responsible for its opera-
tions too. In many meetings with DGCA 
officials, I have seen shocked faces when 
it was told that the owner NEED NOT be 
responsible for operations, if he has legally 
handed over his operations to a recognised 
aircraft management company. The regu-
lator insists that if the owner is not made 
responsible for operations, safety will be 
compromised, as the AMCs are not fully 
‘responsible’ for maintaining safety of 
an asset which does not belong to them. 
From this flows the requirement of the 
owner hiring his own pilots, CAM, QC, 
safety officer, etc. By this logic, the entire 
outsourcing industry in India should be 
dismantled! Also, it is astonishing that the 
DGCA allows to trust a third party to carry 
out maintenance on an aircraft, but not the 
operations. This is the reason why there 

are a disproportionate number of operators, each with one or two 
aircraft each.

  Post-2007, and the introduction of the differential import duty 
regime between the private and non-schedule operator (NSOP), 
this problem has become more complex. The regulators are of the 
opinion that anyone who is seeking to get into an aircraft man-
agement model must be a crook, whose only motivation to do so 
is to avoid paying higher import duty. This is a ridiculous argu-
ment, as it nullifies all other benefits that aircraft management 
provides, not only to the owner, but also to the environment and 
the regulator. In any case, import duty is applicable on what the 
end use of the aircraft is; namely, will it be used under NSOP or 
in the private category. It doesn’t matter under whose NSOP, as 
long as it is used for flights which are only for remuneration.

So what needS to be done?
  First and foremost, the regulator needs to stop resisting this 

model which is accepted worldwide by all countries, and start 
understanding the benefits of it. Once that is understood, finding 
solutions will be easier. The problem lies with commercial airline 
centric thinking and mindsets, which do not understand general 
aviation, hence ‘out-of-the-box’ thinking seems to be asking for 
too much.

  Secondly, the import duty fiasco needs to be resolved once and 
for all. The issue of rationalisation of import duty on aircraft 
needs to be taken up on priority. Differential duty structure leads 
to confusion and misuse. It has also not benefited the govern-
ment in any way, as statistics have proved. The Ministry of Civil 
Aviation (MoCA) needs take up a strong case with the Ministry 
of Finance for rollback/rationalisation of duties at a reasonable 
and equitable levels. This will go a long way in clearing the air.

  Pending the duty rationalisation, it is imperative that DGCA 
and MoCA engage with the Department of Customs and Ex-
cise and take a clear-cut ruling on how to handle such cases. 

It is in their own interest. If an operator ap-
proaches the DCGA and asks them permis-
sion to buy an aircraft, but hand it over to a 
third party, which is a recognised specialised 
company for aircraft management, does it 
violate any laws of the country? As per our 
opinion, it does not. But since there is ambi-
guity, no one in DGCA wants to put himself/
herself in the crossfire. And if it does violate 
any laws, it needs to be clearly spelt out. The 
damage being done to the growth of the in-
dustry by this ambiguity is tremendous, and 
the some needs to resolve this.

To sum up, I can assure you that besides 
the benefits of aircraft management to the 
owners, it will also greatly benefit the regula-
tor, and the industry too. It will save the gov-
ernment a huge amount of resources by limit-
ing oversight to a fewer operators. This is an 
idea, whose time came a decade ago, but it is 
still not too late to implement something that 
will benefit the entire system. BAI

Rohit Kapur is Managing Director, Arrow 
Aircraft and former President of Business 
Aircraft Operators Association.

i can assure you 
that besides the 
benefits of air-
craft manage-
ment to the own-
ers, it will also 
greatly benefit 
the regulator, 
and the industry 
too. it will save 
the government 
a huge amount of 
resources by lim-
iting oversight to 
a fewer operators. 
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OPERATIONs

As India is witnessing the fastest growth in the world, 
general aviation is a new sector in India with ample growth 
opportunities. The demand for business jets is high as they 
can fly to destinations not served by the scheduled air-
lines. General aviation/business aviation (GA/BA) opera-

tors routinely travel to India for both business and tourism. 
The following is an overview of what you need to know while op-

erating to/fro India.

OperatiOnal tips fOr travelling tO india
Permits & Slots: All GA/BA aircrafts operating to/fro India re-
quire landing permits, regardless of the type of flight from the 
Directorate General of Civil Aviation (DGCA). The official permit 
lead time is three business days for stops and one business day for 
over flight or technical stops, including fuel uplift and crew rest. 
The lead time for military airport landing permits usually runs 15 
to 20 business days.

By Raju Ranjan Gogoi 

The most challenging airport in India for GA parking is Mumbai (VABB). This location 
has a 72-hour GA parking limitation with longer-term parking generally not available.

Dos & Don’ts of  
Operating to/fro India
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OPERATIONs

Please note and be aware that if you’re arriving from a Prior Ref-
erence Country (PRC) — such as China, Afghanistan, Pakistan or 
Somalia, North Korea, etc— then it requires seven business days to 
process and secure the landing permission stops and over flight per-
mits require three business days. The DGCA is strict on lead times 
for operations coming from PRC countries.

The minimum notice period requirement may not be insisted 
upon in the case of medical or ambulance or relief mission flights — 
processed in the same day in just couple of hours and shall be obtained 
without any delay provided required documents and papers in hand.

Permit application for all military and VVIP flights have to be 
made through the embassy/consulates of the respective country 
along with the nod from the Ministry of External Affairs (MEA).

Permit application for aircraft carrying and proceeding for re-
mote sensing equipments, aerial surveys/photography, vision camer-
as are required to be made minimum two to three weeks in advance 
with full particulars. Permits for such aircraft are subject to special 
security clearance from the Ministries of Defence and Home Affairs. 
Please contact your handling agents to assist you with the updates.

Popular destination airports in India for GA/BA flights: 
Some of the most popular destination airports in India includes Del-
hi (VIDP) as administrative centre and country’s capital city; Mum-
bai (VABB) as commercial capital for business activities;, Bengaluru 
(VOBL) as IT hub; Varanasi (VIBN), Amritsar (VIAR) , Agra (VIAG), 
Udaipur (VAUD), Jaipur (VIJP), Guwahati (VEGT), Trivandrum 
(VOTV), Goa (VOGO) for tourism activities; and Chennai (VOMM), 
Kolkata (VECC), Hyderabad (VOHS), Ahmedabad (VAAH), Pune 
(VAPO) as upcoming investment destinations. In addition to in-
creased traffic to major airports of entry (AOEs), we’re also seeing 
continued growth in movements to joint-use civilian/military air-
fields. Few joint-use airports with tremendous potential for GA/BA 
are Agra, Chandigarh, Vizag, Port Blair, Goa, Pune, etc.

Airport operating hours, restrictions and overtime/watch 
extension: While all the major airports are operational 24x7 includ-
ing Delhi, Mumbai, Bengaluru, Hyderabad, Chennai, Kolkata – the 
country’s rest of the is airports are not. Please be advised that even 
few major international airport entries have certain GA/BA restric-
tions in place. For example, at Mumbai GA/BA operations are not 
permitted 0800-1000 and 1730-1930 local all days. At few smaller 
airports across the country, night operating curfews are a fact of life. 
Notices to airmen (NOTAM) are also issued from time to time which 
impact and/or restrict GA/BA movements at particular airfields.

Some Indian airports—but not all—offer overtime to extend operat-
ing hours. To request overtime, need to approach the respective airport’s 
control office at least three business days in advance. If overtime is ac-
cepted, you’ll be liable for applicable airport overtime/watch extension 
charges. Please contact your handling agent to assist you with updates.

GA/BA flights operations & parking considerations: The 
most challenging airport in India for GA parking is Mumbai (VABB). 
This location has a 72-hour GA parking limitation with longer-term 
parking generally not available. If you want to stay at VABB more 
than three days, you’ll need to reposition your aircraft either to 
Ahmedabad (VAAH) or Aurangabad (VAAU). Chandigarh (VICG), 
Goa (VOGO), Agra (VIAG) and Pune (VAPO) are other airports with 
parking limitations. Be mindful that many Indian airports imple-
ment temporary parking restrictions from time to time. It’s always 
recommended to confirm all parking arrangements well in advance 
through your preferred handling agent.

At few smaller airports there is usually just one or two parking 
bays allotted for GA/BA operations. Hangar space for GA/BA op-

erations is difficult to secure in India. Major airports like Delhi and 
Mumbai have few hangars that are either owned by national carrier 
Air India or privately owned. Possibilities of securing bays for GA/
BA operators on a case-by-case basis is subject to availability. Please 
contact your handling agent well in advance for the needful.

 Guwahati (VEGT), the gateway of North East, is an exception in 
this regard. A new hangar is under construction at VEGT and this 
will be available to GA in the coming days. Guwahati can be promot-
ed for frequent use by GA/BA. Customs, immigration and quarantine 
overtime options are available too.

Be aware that foreign-registered aircraft may only remain in India 
for a maximum of 14 consecutive days. If you need to stay longer and 
do not have an official invitation from the government or any official 
confirmation from the local invitee, you will need to depart the country 
by the 14th day and return (on the same day) to start the 14-day clock 
over again. Preferred options for reposition and return flights include 
Sri Lanka and Nepal as landing permit processes have short lead times 
in those countries. Be mindful, however, that when repositioning out-
side the country, you’ll need a new landing permit to return to India.

On arrival Visas (TLP/TLF): At certain airports – including 
Delhi (VIDP), Mumbai (VABB) and Kolkata (VECC) – it may be pos-
sible to obtain crew visas on arrival as per the notification in the web-
site of the Bureau of Immigrations (BoI). You need to check and ver-
ify with your handling agents for necessary updates. Note, however, 
that these visas are only valid for up to 72 hours. Our recommenda-
tion is that crew members always obtain appropriate visas prior to 
arrival, to allow maximum operational flexibilility.

Flight Planning & ATC Procedures: For arrivals to India, the 
Air Traffic Control (ATC) of the respective flight information re-
gion (FIR) provides an Air Defence Clearance (ADC) confirmation 
number, allowing you to proceed to your destination once you enter 
the Indian FIR. When departing India it is important to ensure that 
a manually filled out flight plan is provided to the ATC. Your local 
ground handling agent will assist you on the same. 

This is in addition to any flight plan filed via AFTN. While the 
manual flight plan may be filled out by your ground handler, based on 
the flight plan provided by the crew, the captain must personally sign 
it or by an approved flight despatcher. Once your flight plan is given 
to the ATC, two confirmation numbers are provided – the ADC num-
ber and a Flight Information Centre (FIC) number. It is only after 
these two confirmations are received that a flight plan is cleared. Be 
mindful that the pilot in command (PIC) may be asked to reconfirm 
both ADCs and FICs prior to obtaining clearance.

Please note that approach plates for military and joint-use civil-
ian/military airports are classified as confidential by Indian military 
intelligence. These approach plates are no longer published in the In-
dia aeronautical information publication (AIP) and are not currently 
publicly available. 

Ground Handling: In India we have certain numbers of ground 
handling agencies. While private non-revenue and charter flights are 
handled in the same manner with a similar request procedure, wide-
body and larger GA equipment is handled somewhat differently. It is 
good to hire a credible service agency or professionals who have the 
prerequisite experience and certification to handle the somewhat 
complex clearances. BAI

Raju Ranjan Gogoi is an aviation adviser and consultant with an 
experience of decade in GA/BA operations in India & South East Asia. 
Presently he has been associated with several projects and assign-
ments pertaining to GA/BA ops and its future in India.
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By Rob Seaman, Toronto

We are a small, tight-knit ‘community’, – the private and general aviation world. We 
pull together and share well. And it is this that  gives us those small, infrequent yet 

memorable moments

Bizav Gives Back  
with Generosity

One of the things that continues to impress me is the 
quiet, yet very impactful ways in which our industry 
continues to give back. More impressive is that this 
happens with frequency, yet little recognition or even 
an expectation of such from those who do the giving. 

After many years in this business, the best memories I still have are 

not so much the big personalities that we serve, nor their aircraft, but 
rather the things done for everyday folks.

These special acts occur via the good graces of individual flight 
operators and through the dedication of well-rounded organisations 
that are dedicated to the cause of partnering people with needs to air 
services. One such case that comes to mind is the Corporate Angel 

Flying Angels: Corporate Angel Network (CAN) is the only charitable organisation in the USA whose sole mission is to help cancer patients 
access the best possible medical treatment by arranging free air travel to treatment centers across the country
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Network in the United States and Hope Air in Canada. Both of these 
groups are dedicated to helping families with a necessity for fast and 
direct transportation, who can benefit from the privacy and conve-
nience of a private aviation service and may not be well served by the 
commercial sector. For the most part their clients require medical 
care in locations that are away from their homes. Through the hard 
work of these groups, and the generosity of aircraft owners and oper-
ators – plus many sponsors who provide the funding to help these 
operations – many good deeds are achieved that take full advantage 
of the inherent benefits of private aviation.

First to respond
We should also note the many private avia-
tion operators who rise to the challenge and 
answer the call during a humanitarian crisis. 
For example, in January 2010 an earthquake 
reduced the Haitian capital of Port-au-Prince 
to shambles. Many were killed and injured 
and more than a million others were dis-
placed. Scheduled airline service was cut, the 
harbour was clogged and military relief was 
very slow to react. Business aviation was the 
answer and, according to news reports at the 
time, in the first week after the disaster alone, 
more than 140 companies had offered the use 
of more than 280 aircraft, including 66 jets, 
62 turboprops and seven helicopters, along 
with nearly 150 pilots. Beyond that, most of 
the industry’s manufacturers provided very 
generous financial support to the event.

In March of 2011, when a tsunami cre-
ated a disaster in Japan, it was once again 
business and private aviation operators that 
were able to begin air actions well in advance 
of the commercial airlines. Aid was delivered 
by some, while in other cases ex-pats who had 
become stranded and needed help getting 
back to other locations around the globe were 
able to leave. Once again, private aviation 
demonstrated not only its ability to respond, but also 
a sensitivity and giving nature in times of need.

Bow wow express
Beyond helping people, I have also seen our industry rise to oth-
er humanitarian efforts. Case in point — this past fall one of the 
regular charter operators from our airport announced they had a 
special flight coming that involved rescued dogs. There were more 
than 40, and they ranged from adults to pup-
pies. To facilitate this, they used a turbo DC3 
to bring what we dubbed ‘Bow Wow Express’ 
from the far reaches of Northern Ontario to 
the Greater Toronto area. Waiting for them 
on arrival and throughout the flight were 
volunteers from both the aviation and ani-
mal rescue world. As the aircraft taxiied in, 
we heard the barking well above the engine 
sound. I will add, all our airport staff were on 
hand to help and many of them came in on 
their day off to do so. Again, the spirit to give 
came through strongly.

Honour and dignity
On a final note, we also give to create honour and dignity. Another 
case in point — an aircraft recently arrived on our ramp and the crew 
announced they were with us on this day to repatriate bodies back to 
the north. In fact, these folks were quietly and solemnly taking nine 
victims (three generations of a family) who had died in a house fire 
back to their hometown for burial. Once our team knew what was hap-
pening, the aircraft was relocated to a private area of the ramp with 
easy access for the convoy of coroner vehicles. One by one, the victims 

were loaded. Our staff assisted in the effort. At that point through a 
pre-organised departure with the tower, the flight was given priority 
clearance. This being a smaller airport, many knew what was happen-
ing, but not one person or flight complained. Also, the airport of course 
did not charge for the extra help – it was just the right thing to do. We 
provided some privacy, dignity and respect to these poor souls.

a community eFFort
We are a small, tight-knit ‘community’ – the 
private and general aviation world. We pull to-
gether and share well. And it is this that makes 
and gives us those small, infrequent yet memo-
rable moments. Personally, I have seen few 
other industry sectors that do this so well. Hats 
off to all who give and help as they can. BAI

Many good deeds 
are achieved that 
take full advan-
tage of the inher-
ent benefits of 
private aviation

Healthcare Support: Susan Sugarman traveling with her husband Sam from their 
home in Palm City Florida for specialised treatment at St. Vincent Medical Center in LA
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This article has been published with 
special permission from FlyCorporate, 
component of Mach Media, Belgium.
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The International Civil Aviation Organisation (ICAO) 
has forecast that the Asia-Pacific region will need 2,30,000 
pilots by 2030 and will have to train approximately 14,000 
people annually to meet that need. However, the region 
currently only has the capacity to train about 5,000 people 

a year, leaving a whopping shortfall of 9,000 new pilots every year 
between now and 2030.

As regards business aviation, the shortage of pilots is going to 
increase if one considers the predictions of various industry organ-
isations. Over the next 20 years, North America is expected to 
receive 9,500 business jet deliveries, with 3,920 to Europe and 2,420 

reaching China. These shortages stare in ones face as training is not 
catching up with demand and it is estimated that the output for pilot 
training institutions worldwide sustains a shortfall of around 3,000 
pilots annually. And there are no dedicated-flying training institu-
tions for general/business aviation, unlike mainline airlines. 

This deficit poses a serious problem for the region’s fast-growing 
airlines and also general aviation and business aviation. At the same 
time it presents a huge opportunity for companies that provide train-
ing services. 

The Pilot Career Center (PCC), an online portal which started 
in 2001, states that the shortage is going to impact majorly opera-

By R. Chandrakanth

The deficit of pilots poses a serious problem for the region’s fast-growing airlines 
and also general aviation and business aviation. At the same time it presents a huge 

opportunity for companies that provide training services.

Whopping Shortfall  
of Pilots
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tors whether it is mainline airlines, regional airlines or general and 
business aviation. In one of the articles it begins with the often-heard 
statements “Flight schools have been forecasting a pilot shortage 
for 30 plus years”; “Is there really a shortage?”; “I know a guy who 
has applied all over and cannot get a job anywhere” and the like. To 
all these questions, PCC’s answer is an emphatic one. “Yes, there is 
a massive pilot shortage – today, tomorrow and for years to come.” 
It substantiates its statement by giving facts and figures of what is 
happening globally. 

Factors driving demand
The first step in understanding pilot shortage it says is to look at fac-
tors that created it: 
  High levels of retirements (pilots turning 65) in Europe, USA, 

Canada and Australia/New Zealand
  Global aviation growth alongside huge economic growth in 

South East Asia, China, India, Africa, New Zealand, USA, etc
  New airplane technologies (B787, A350, etc) enabling direct 

flights between cities never before connected
 Massive growth of airlines in the Middle East 
  The advent of new, ultra-long range business jets to the VVIP mar-

ket; allowing the ultra-rich to cross oceans without a fuel stop
  Low-cost airlines and ultra-low-cost airlines growing at record 

rates across the world
  Many years of very low pay rates in the US regional airline mar-

ket creating years of low intake levels
  Low oil prices increasing airline profits – enabling short-term 

growth demand
  The introduction of highly fuel-efficient regional turboprops al-

lowing efficient services to smaller communities
  The growth of seaplane infrastructure and efficiencies for popu-

lar coastal communities
Besides, the regulations in Asia vary from country to country, 

unlike in Europe or North America that affect not only pilot training 
but recruitment. For instance in India, a foreign pilot has to get his 
licence certified by the Directorate General of Civil Aviation, a pro-
cess which is said to take about a year. As regards training of ab initio 
pilots too there are differences and a training academy should know 
what the country’s rules and regulations are when it comes to fly-
ing. The need for standardisation of training and rules across Asia is 
urgent, but there is no single aviation body in the region which could 
facilitate this transition. 

HigH training costs
There are several institutes in India including the world-renowned 
Montreal-based CAE which imparts training and they are in sync 
with local needs and aspirations. Flying training cost is a major im-
pediment to growth. It costs anywhere up to `50 lakh to get a com-
mercial pilot licence. The Indira Gandhi Rashtriya Uran Akademi 
(IGRUA) based in Fursatganj, Uttar Pradesh, charges fees of `32.50 
lakh whereas the cost of training of CPL at IGRUA is over `40 lakh. 
The gap is made up by the Government of India which gives subsidy. 
But for a trainee, after having invested so much, there is no guaran-
tee of a job, at least it has been the case till recently. Now with the 
aviation sector opening up fast, the demand for pilots is on the rise. 
However, the cost of training remains a major barrier to many would-
be pilots, male or female. 

First preFerence airlines 
As regards general and business aviation, they get attention after the 

mainline jobs are dried up or if the particular pilot wants to be in this 
niche segment. General and business aviation is growing at a steady 
pace and this segment requires pilots with a different approach basi-
cally as they will be the interface between the operator and the client. 

The business jets and turboprops are state-of-the art and offer 
many features to the different segments – executives, VIPs, celeb-
rities, essential mobile workforce, etc. Almost all the airframers – 
Gulfstream, Bombardier, Embraer, Dassault Falcon, Textron Avia-
tion and others – produce aircraft that are equipped with the latest 
of avionics, comfort, inflight entertainment and other features, all of 
which the pilot has to be aware of as, invariably he may double up as 
cabin crew too. 

communication skills
Difficulties in obtaining the qualified pilots are highlighted not only 
by the wider variation in aircraft types compared to commercial avia-
tion, but also by the need for an ancillary set of skills. Customer com-
munication and cross-cultural management skills are highly valued in 
business aviation where pilots are directly visible to their clients and 
are accorded with less organisational oversight. Establishing a strong 
relationship with clients in determining their needs and preferences 
is vital. In addition, pilots are often required to display initiative in 
non-occupational circumstances. For instance, a flight to a remote 
airfield or developing country may necessitate the direct payment 
for fuel, catering and other services by the pilot. Facilitating a smooth 
transaction that guarantees value for the company requires an array of 
managerial, cultural and business skills on behalf of the pilot.

Then there are issues of training with regard to business and 
general aviation aircraft. According to reports only four per cent 
of trainee pilots opt to pursue a career in general/business aviation 
while the demand for business jets is expected to grow by 10 per cent 
year-on-year. The issue is certainly of meeting the demands of the 
industry with qualified pilots. 

 “Business jets are no longer an exclusive luxury item. The accel-
erating demand for their use in charter, tourism and medical ser-
vices is the result of the ability to fly to destinations not served by 
regular scheduled operators. However, it is on this basis that envi-
sions the difficulties faced by business jet pilots. While their airline 
equivalents have a standardised roster, prospects of career progres-
sion and a regular income, such benefits are not readily available to 
pilots working in the private aviation sector. Indeed, it is often the 
case that business jets operate for very small companies affording 
fewer opportunities for pilot advancement,” states Skaiste Knyzaite, 
CEO of AviationCV.com in an article. 

 “Business aviation affords its own unique opportunities, be it 
to assist in humanitarian missions at outreach destinations or to fly 
the world’s VIPs from point A to point B at relatively short notice. 
However, the industry continues to be a less desirable avenue for 
pilots owing to less stable conditions of employment. Moreover, it is 
unlikely that business aviation operators will establish direct-entry 
flight schools like those available to commercial airlines. With the 
growth in demand for business jets that we are currently seeing, 
it would appear to be a patent issue for companies in the industry. 
Thankfully however, the growth in flight crew leasing agencies offers 
solutions to this predicament. Several of these agencies operate to 
provide high calibre pilots for both short- and long-term contractual 
arrangements. Indeed, the stringent screening process employed by 
a number of these companies ensures not only a fully capable pilot, 
but one that possesses an array of supplementary skills desired by 
the client,” asserts Knyzaite. BAI
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Chimes Aviation Academy has embarked on its ‘Train in India’ campaign to educate 
aspiring pilots on the huge benefits of undertaking flying training in India

Pilot Training:  
Why Go Overseas?

By SP’s Correspondent

The flying training industry in India has been chal-
lenged and is an often ignored industry. Now with the 
Indian economy looking up, focus on skills training and 
reduction of price of aviation turbine fuel (ATF), the scope 
of employment of an airline pilot has gone up. There is de-

mand for pilot training and one need not go overseas to get a pilot 
licence as there are capable institutions within the country, offering 
excellent training at much lower costs. 

Chimes Aviation Academy (CAA), India’s premier and largest 
private sector aviation training academy based at Sagar, Madhya 
Pradesh, states that the years 2008-10 saw an over-supply in the 
number of pilots available. Many went off to other countries, got 
a FAA licence and came back to India to look for jobs, and there 
were none. After the overseas trained pilots went through the 

essential licence conversion process to change their licence to a 
DGCA (Directorate General of Civil Aviation) issued pilot licence, 
often it would take 12-18 months, by which time the jobs in India 
had evaporated. 

However, the scene today in 2016 is quite different to 2010; many 
pilots have taken jobs with the Middle Eastern airlines, Qatar, Eti-
had, Emirates etc; also many have reached the mandatory age, and 
have retired from active flying, and the need for pilots has appeared 
again. The fall in the value of the rupee has made it more expensive 
for airlines to hire foreign Commanders whose salary is negotiated 
in dollars or euros.

‘Train in india’ campaign
Chimes Aviation has embarked on its ‘Train in India’ campaign to 

Chimes Aviation Academy at Sagar, Madhya Pradesh
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educate aspiring pilots on the huge benefits 
of undertaking flying training in India. Un-
der the ‘Train in India’ programme, the ben-
efits are many. It is cost effective compared 
to going to the United States, Australia, Ma-
laysia or any other country. The CPL (Com-
mercial Pilots Licence) issued is by DGCA 
making it easy for the CPL holder to get a 
job in airlines based out of India. One of the 
biggest plus factors of training here is that 
the CPL holder (from overseas) need not 
wait for 12-18 months for licence conversion 
which is time and money wasted.

States Y.N. Sharma, Chief Executive Offi-
cer, Chimes Aviation Pvt Ltd, “Chimes Avia-
tion has been in the forefront from its incep-
tion in April 2008 in providing the highest 
quality of pilot training in India. Retrofit of 
the CD-135 engines on Cessna 172 and Dia-
mond DA-42 aircraft is yet another leading 
initiative by Chimes Aviation which would 
result in advantages of reliable training fa-
cilities to students, and a paradigm shift in 
ab-initio pilot training in India.”

Sharma adds: “Chimes Aviation is successfully educating aspir-
ing pilots to ‘Train in India’ and get employed. This focused effort has 
yielded our graduates getting jobs in all Indian Flag airlines and we 
have had a great run of 5,780 hours flown in 2015-16. Our focus on 
safety, process-based training, and efficient flying has yielded the 
student pilots, and us good results.”

dgca re-cerTified 
CAA is among the first few flying training organisations which have 
already been recertified by the DGCA. In order to meet the Interna-
tional requirements of aviation safety and standardisation of pro-
cedures, over the last three years the DGCA has been taking major 
steps to meet the requirements of International Civil Aviation Or-
ganisation (ICAO) in all facets of aviation. 

Besides conducting in-depth audits of various airlines, DGCA 
has also been conducting stringent recertification audits of flying 
training organisations, as per the latest Civil Aviation Requirement 
(CAR) guidelines. These recertification audits would certainly go a 
long way in standardisation of flying training in India to bring it at 
par with the international standards.

chimes goes for reTrofiT of engines
It may be recollected that for a number of years, pilot training in 
India had no choice but to operate with AVGAS fuel for the engines 
that came fitted on the aircraft. AVGAS fuel is costly and is at times 
not readily available in India. This caused pilot training facilities to 
stock up on large quantities, or to be non-operational at times due to 
non-availability of fuel. Unlike AV-
GAS, ATF is readily available and 
is produced in India. Since all the 
commercial airliners operate with 
the same fuel, its availability at all 
airports would never be a challenge.

After an in-depth study two years 
back, Chimes Aviation decided to 
retrofit its fleet of Cessna 172R air-

craft with the CD-135 engine. After obtain-
ing the required approvals from DGCA and 
undertaking conversion training in Germa-
ny, the Chimes Aviation Academy team has 
successfully carried out the engine retrofit 
programme on the entire Cessna 172R fleet 
with the ATF run engine. In addition, the 
twin engine Diamond DA-42 aircraft of CAA 
was upgraded with the same engine in the 
United States last year before being flown to 
India to join the CAA fleet.

With the conversion to CD-135 engines, 
ready availability of ATF has ensured that 
the CAA fleet of single and twin engine train-
ing aircraft are always available for flying. 
Also, this retrofit programme has resulted in 
some reduction in cost of training and would 
encourage more students to undertake flying 
training in India.

Chimes Aviation Pvt Ltd, the company 
that operates Chimes Aviation Academy, is 
the authorized master installation centre 
and service centre for retrofit of the conti-

nental engines for India, Nepal, Sri Lanka and Bangladesh.

engine commonaliTy 
Chimes Aviation Academy operates a fleet of single-engine Cessna 
172R and twin engine Diamond DA-42 & Piper Seneca-IV PA-34 air-
craft. The complete training fleet of single engine Cessna 172R air-
craft, equipped with Garmin-1000 glass cockpit has been upgraded 
to Continental CD-135 engine, which operate with ATF. In addition, 
the same engines are fitted on their twin engine Diamond DA-42, 
which is also equipped with the Garmin-1000 glass cockpit. 

Commonality of glass cockpit and engines on the single and twin 
engine fleet has certainly contributed to ease of training of student pi-
lots and enhanced safety. Common technical schedules and logistics 
support have helped streamline the maintenance practices. In addition, 
all these engines are equipped with full authority digital engine control 
(FADEC). FADEC not only provides for efficient engine operation, it also 
ensures ready monitoring of engine health, thereby enhancing safety.

caa upgrades Training processes 
In keeping with the company vision and to derive benefit from the 
upsurge in aviation, CAA is also gearing up to upgrade the training 
curriculum for a Cadet Programme which would provide the student 
pilots all-rounded airline-ready aviation skills and would ensure that 
the future Captains feel properly equipped for the additional respon-
sibilities that come with command. 

Chimes Aviation Academy (www.caaindia.com) is a division 
of Chimes Aviation Private Limited, which is part of the Chimes 
Group of companies (www.chimesgroup.in). Launched in June 

2008, CAA offers DGCA approved 
CPL & Private Pilot Licence (PPL) 
fully integrated pilot training 
courses, supported with single- and 
multi-engine aircraft and in-house 
maintenance services. CAA is an 
ISO 9001:2008 certified pilot train-
ing institute with over 37,000 hours 
of flying training experience. BAI

Y.N. Sharma 
Chief Executive Officer and  

Accountable Manager

Chimes Aviation Academy has a total of nine aircraft:

  Seven single engine Cessna 172-R (Equipped with 
Garmin-1000 glass cockpit)

  One twin engine Diamond DA-42    (Equipped with 
Garmin-1000 glass cockpit)

  One twin engine Piper Seneca-IV PA-34
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factfile VIKING otter

Combining a proven design with modern technology, the Viking 
DHC-6 Twin Otter Series 400 provides ‘Versatility That Works’

Economic and Dependable

By Ted Farid
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The Viking Twin Otter Series 400, built by Viking Air in 
Canada, has sold over 100 aircraft to 32 operators in 25 coun-
tries. 844 of the earlier Twin Otter Series were built and over 
425 are still in operation. The first new 400 Series was deliv-
ered in 2010 and since 2012 the aircraft has captured over 55 

per cent of the twin-engine 19-seat/utility aircraft market. 
 The aircraft is certificated in 25 countries. Indian certification 

will follow with the first sale of the new Series 400 in country. 
 The biggest market for the Twin Otter Series 400 is in the Asia-

Pacific region with over 30 per cent of sales. The biggest Twin Otter 
operator in the world serves the Maldives with a seaplane fleet close 
to 50 aircraft. Twin Otters have operated by various airlines in Nepal 
for almost 50 years serving various towns in the Himalayan region.

 The secret to the Twin Otter success is its versatility and rug-
gedness and its short take-off and landing (STOL) performance. The 
Twin Otter can operate from land or water, utilising a variety of gear 

types such as floats, skis and tundra type tyres. With its 19-seat cab-
in, it is used by various airlines to serve remote locations with short 
runways. Airlines such as Malaysian Airwings and Air Seychelles use 
the aircraft as an economical feeder both on land and sea. In addi-
tion, Special Mission operators use the aircraft for surveillance and 
inspection; governments and relief organisations use it for essential 
services to remote regions; oil and gas companies use it for transport-
ing people and equipment to sites with small or rough landing areas; 
sky diving clubs all over the world consider the aircraft top of line 
and many high net worth individuals use it for ‘last mile’ transporta-
tion to private homes or resorts. 

 In India, the Twin Otter is very well suited for regional connec-
tivity. Utilising a lot of the existing smaller airfields, it can provide 
airline service to remote locations throughout India. The amphibi-
ous version of the Twin Otter can provide service to islands off the 
coast of India. The Series 400 Twin Otter is a very versatile aircraft. 

Versatile Aircraft: Viking Twin Otter Series 400 in air and on sea
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factfile VIKING otter

Aircraft Dimensions
Overall Height  19 ft. 6 in (5.94 m)
Overall Length  51 ft. 9 in (15.77 m)
Wingspan  65 ft. 0 in (19.81 m)
Horizontal Tail Span  20 ft. 8 in (6.29 m)

Cabin Dimensions
Length  18 ft. 5 in (5.61 m)
Height  4 ft. 11 in (1.50 m)
Width  5 ft 9 in (1.75 m)
Left Side cabin doors 50 in x 56 in (1.27 m x 1.42 m)
Right side cabin door 30 in x 45 in (0.76 m x 1.16 m)

Design Weights & Capacities
Max. Take-off Weight  12,500 lb. (5,670 kg)
Max. Landing Weight  12,300 lb. (5,579 kg)
Equipped Weight Empty  7,515 lb. (3,409 kg)
Fuel Capacity  378 US Gallons (1,432 l)

STOL Take-off and Landing Distances
Take-off distance to 50 ft. (15.2 m)   1,200 ft (366 m)
Landing distance from 50 ft. (15.2 m)  1,050 ft (320 m)

Maximum Cruise Speeds, TAS
Sea Level  170 kt
10,000 ft.  182 kt

Service Ceiling (Rate of Climb 100 ft./mm)
Both engines max climb power  26,700 ft. (8,138 m)
One engine max cont. power 11,600 ft. (3,536 m)

Payload Range
At Maximum Cruise Speed:
Payload for 100nm Range  4,061 lb (1,842 kg)
Payload for 400nm Range  3,031 lb (1,375 kg)
Maximum Range (Zero Payload):
With Standard Tankage  775 nm (1,435 km)
Maximum Endurance:
With Standard Tankage  7 hour 10 min.

Technical Specifications

Source: Viking Air

It is reliable, rugged, easy to maintain and it can very efficiently 
serve both the private and government sectors in India.

While older models of Twin Otters have been used in India 

in the past, JetHQ’s goal is to promote the versatility of the new 
Series 400 Twin Otter for regional airline use as well as various 
special missions. BAI

Ted Farid joined JetHQ in 2014 as the company’s first Chair-
man. Farid has 48 years of global aviation leadership experience 
from some of the world’s leading OEMs including Cessna, Learjet 
and most recently Beechcraft. His experience brings sophisticated 
expertise and extensive global relationships to JetHQ clients.

Ted Farid started with Cessna in 1967 as a structural engineer 
and moved into sales and marketing for the Citation jet division 
in 1974. Farid held various senior leadership roles in special mis-
sions and commercial sales, eventually heading all international 
sales for Citation jets. During his tenure, he sold the first Citation 
into China in 1979. Ted Farid then moved to Learjet to run global 
sales and marketing for the iconic brand. He started the week the 
company was acquired by Bombardier and held the position until 

1996 when he joined Raytheon Aircraft as Vice President, Special 
Mission sales. Over the past 18 years he has held various senior 
leadership positions in domestic and international sales for the 
company through its incarnations as Raytheon, Hawker Beechcraft 
and Beechcraft until his retirement earlier this year. Farid, will be 
based out of Wichita, Kansas, to maintain his close relationships 
with the OEMs in the US and better support our clients. •

19 ft. 6 in. (5.94 m)

CleArAnCe 60 in. (1.52 m)

DiAmeTer 8 ft. 6 in.
(2.59 m)

12 ft. 2 in.
(3.70 m)

65 ft. 0 in. (19.81 m)

9 ft. 3 in.

DiheDrAl 3
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By R. Chandrakanth

For those who have to borrow funds from the market, it is a herculean effort, 
particularly in India where an aircraft is not categorized as asset

Buying & Leasing

As the number of high networth individuals (HNI) 
expands in India, there is a distinct possibility of pur-
chases of private aircraft, luxury yacht, luxury cars 
going up. Unlike a yacht or a luxury car, the private 
aircraft doubles up as a business tool as well as a mode 

of leisure travel. With the HNI base going up, banking institutions 
and finance corporations are now lot more inclined to provide funds 
for private aircraft acquisition. The HNI group may fund it through 
its own resources or go for other options such as leasing/loan, etc, 
depending upon the consultations they have received from aircraft 
management consultants or experts. And financing is widely avail-
able for most types of business aircraft. 

There are many indications that private aircraft acquisition will 

go up considerably as there is going to be a shift from cities, many 
of the major metros are choked to the limit, with regard to manu-
facturing activity is concerned. With governments giving incentives 
for putting up manufacturing units in backward areas and also due 
to unavailability of land in the metros or if it is available land rates 
are prohibitive, there is clear shift in location of manufacturing 
units. This trend has been happening for quite some time and access 
to these areas basically has been through land. However, many en-
terprises which value time have invested in private aircraft to ferry 
their executives, production units, etc, to and fro to the units. It is not 
only air charter operators who are expanding the fleet size, there are 
multinational companies and other big Indian companies who have 
started acquiring private aircraft, a major departure from only the 
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Ambanis or the Mittals buying private jets. There are a number of 
business houses linked to mining, automotive, pharmaceutical, etc, 
which know the value of private aircraft and have invested accord-
ingly. The financial institutions are made aware of this necessity and 
how private aircraft are crucial in saving time and money and that 
they are business tools. 

Pre-finance considerations 
For those HNIs who have their own funds, aircraft acquisition is one 
problem less. For those who have to borrow funds from the market, 
it is a herculean effort, particularly in India where an aircraft is not 
categorised as asset. In a white paper Atul Khekade and Ritesh Kak-
kad of Netz Capital Advisors state that “this makes it particularly 
interesting to set up a leasing and financing industry around private 
jets and helicopters considering India’s domestic banking policies and 
international financing structures.” The white paper provides a guide 
to those individuals/companies to buy an aircraft with an aircraft buy-
er’s check list. They state that the customer should look at personal 
or business utility based on current available nearest airport, airstrip 
size, local landing point or issues related to quick permissions for land-
ing and take-off. Customers should keep clear focus on whether the 
usage of aircraft is personal or for charter or for a company and should 
not only look at aircraft price but also the cost of operation, local duty, 
insurance and cost of regular maintenance. Aircraft acquisition is one 
aspect, keeping the aircraft in flying condition is another apsect. The 
more the aircraft is in the air the better it is for a company. 

The options for funding an acquisition include (a) direct cash 
payment (which is the cheapest way to finance aircraft); (b) bank 
loans (loan guaranteed by aircraft where the bank can repossess 
the aircraft in case of default – but banks do not normally give more 
than 75 per cent of the acquisition cost); (c) finance leases which 
are similar to loans, except that the financial institution buys the 
aircraft back from the operator (there is a monthly lease payment 
that the operator has to pay); (d) operating leasing wherein the les-
sors either order aircraft from manufacturers 
or buy them from airlines/operators and lease 
them for three to five years to those interested 
and these lessors also lease crew and pilots 
with the aircraft (known as wet lease) on a 
monthly rental basis; and (e) manufacturer 
support – while most manufacturers may not 
get involved in financing aircraft, but they do 
provide assistance with regard to locating fi-
nanciers/lessors, etc. and also sometime guar-
anteeing the aircraft. 

Pre-delivery financing
There are companies which also finance the 
down payments required by the manufacturer 
while the customer awaits delivery of the air-
craft. The interest-only loan until delivery of 
the aircraft means that the customer does not 
have significant capital outlay until the cus-
tomer is able to use the aircraft. Upon delivery 
of the aircraft, the facility can be converted to 
an amortising loan or a lease, depending on the 
customer’s requirements.

Aircraft leasing is less capital intensive 
as the lease rentals can be funded from the 
revenue generated from the operation of the 

aircraft. Further, leasing also helps in avoiding the time involved in 
delivery of aircraft. Typically there are two types of leases, dry and 
wet lease. A wet lease means operating lease of aircraft along with 
insurance, crew, maintenance, etc. On the other hand, a dry lease 
entails leasing of aircraft without the attached accompaniments. In 
India it is easier to lease an aircraft than buy an aircraft as the gov-
ernment processes for the latter are too cumbersome. 

finance suPPort
While manufacturers do not provide finance, they do help in finding 
funds for the buyer. For instance, US-based Cessna Finance Corpo-
ration (CFC), a general aviation financing company, has provided 
over $16 billion towards aircraft finance across the world. In India, 
CFC has financed about nine aircraft to the tune of $52 million with 
various repayment options and varying loan periods, even going up 
to 20 years. 

global Jet caPital, maJor Player
US-based Global Jet Capital is another firm which is majorly into 
leasing and lending solutions. With $2.5-billion in assets under man-
agement and its capacity to lend additional $1 billion, Global Jet 
Capital has the wherewithal to finance aircraft acquisitions across 
the world. The company offers a full range of aircraft financing 
solutions, products and services. Its bouquet of financial services 
includes operating leases; finance leases (or capital leases), junior 
loans and progress payment financing. 

Recently, Global Jet Capital acquired GE’s fixed-wing Corpo-
rate Aircraft financing portfolio in the Americas. The outstanding 
part of the portfolio covered around 30 aircraft based in Mexico and 
Brazil, with these accounts now transferred to Global Jet Capital. 
Although the majority of the aircraft financed by the company are 
based in the US and Canada, Global Jet Capital sees strong signs of 
growth potential in markets outside North America. The Brazilian 
fleet of midsize, large cabin and jetliner business aircraft is around 

330 strong, accounting for more than half the 
South American total. The equivalent Mexi-
can fleet is approximately 570 aircraft, 60 of 
which were delivered in the last five years.

 Shawn Vick, Executive Director of Global 
Jet Capital, said: “We are delighted to have 
fully completed the deal with GE, and brought 
the final tranche of accounts under the Global 
Jet Capital umbrella. This acquisition has al-
lowed us to build a very strong base with se-
cure income streams which will further enable 
us to develop into new markets. Mexico and 
Brazil are well established markets with good 
infrastructure. However, like in many regions, 
sources of funding are reducing in number so 
there is significant opportunity for us to step in 
and provide financing solutions.”

Dave Labrozzi, Chief Operating Officer of 
Global Jet Capital, said: “In my previous role 
at GE, I was heavily involved in establishing 
this portfolio and I’m really looking forward 
to building on it at Global Jet Capital. There 
is huge demand for aircraft financing around 
the world and we are expanding our team to 
help meet that demand and capitalise on new 
growth opportunities.” BAI

customers should 
keep clear focus 
on whether the 
usage of aircraft 
is personal or 
for charter or for 
a company and 
should not only 
look at aircraft 
price but also the 
cost of operation, 
local duty, 
insurance and 
cost of regular 
maintenance
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With BizAvIndia promoting growth of the business aviation industry in such an 
exponential manner, it is only fair to give it the importance it deserves

BizAvIndia – Connecting the 
Business Aviation Community 

By Sanjay Julka
Vice President, Business Aircraft Operators Association
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Jayant Nadkarni, President, BAOA

In 2011, the Business Aircraft Operators Association (BAOA), 
came into being and soon the nascent organisation realised that 
“opinion management” was a fundamental role of the associa-
tion. Since its initiation, the association has been battling hard 
with regulators while it is continually promoting more opera-

tors to become members. As a strategy to promote awareness and 
generate opinion-based discussions, BAOA embarked upon the con-
cept of BizAvIndia. Two projects were simultaneously instituted, 
viz, a joint venture with SP Guide Publications to publish a quarterly 
magazine with articles from experts, BAOA members and others and 

the second project—a Seminar-cum-awards Function, to be held on 
the sidelines of air shows in India.

BizAvIndia magazine find its way to many places, one amongst 
them is the bureaucracy or the relevant minister’s office where it is 
hoped it is read, either when the bureaucrats or ministers find time, 
while in office or when on travel. It is in reception lounges of corpo-
rate offices and other relevant organisations, for some budding inves-
tor/CEO to read and be inspired to support ideas. Notwithstanding, 
it encourages aviation professionals to think. Unless we think, no 
change is possible. As Albert Einstein once said, “We cannot solve our 
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problems with the same thinking we used when we created them.”
With regard to the second project – BizAvIndia Seminar—it 

brings together professionals of the industry from domestic and 
international arena, on one common platform. Many of these 
professionals are looking for a council or an industry body to help 
crystallise their ideas or overcome more rooted industry problems. 
BAOA is trying to fulfil this need by providing the much needed 
opportunities to share information and ideas that impact the busi-
ness aviation segment in the world, especially India. What emerges 
from these seminars are a list of ‘To Do’ tasks for the industry…for 
the manufacturers, trip support advisors, MRO operators, STC 
(supplemental type certificate) seekers, service providers, opera-
tors, international business aircraft association members, and, 
most importantly, for the regulators.

Many HR pundits have opined that adrenalin levels in business 
needs to be regularly pumped to keep the industry active, bubbling 
and competitive. And to that we have introduced awards, while 
bringing in excitement, we are conferring recognition and worth 
among the industry. It ensures a valuation process that promotes 
performance, both at individual and collective levels.

2016 highlights 
This March 2016, the BizAvIndia conference was focused on three 
topics:

  Session 1: New National Civil Aviation Policy. With the new 
National Civil Aviation Policy (NCAP) being formalised by the 
Indian Government, business aviation in the region is hopeful 
of some long-term reforms that will provide a fillip to growth. 
This session presented a platform to ideate and discuss various 
aspects of India’s business aviation industry, through the prism 
of the new policy.

  Session 2: Growth Opportunities & Innovation. The Indian 
business aviation industry is gradually moving towards consoli-
dation as new concepts and technologies come to surface. This 
is increasing the scope of the sector, while creating opportuni-
ties for growth and innovation. Therefore, the session focused on 
the rapidly evolving landscape through concepts such as Aircraft 
Management and Fractional Ownership business models, For-
eign Direct Investment framework, Online Demand Aggrega-
tion, Medical Evacuation and others. The session deliberated on 
how the Indian industry could benefit from these concepts.

  Session 3: Infrastructure for Business Aviation in India. 
Business aviation in India has grown rapidly post the liberalisa-
tion era. However, its infrastructure has not kept pace with this 
growth. The session discussed ways and means to bring focus on 
enabling adequate infrastructure for business aviation.
This year’s awards were presented by BAOA in partnership with 

Bombardier Business Aircraft. The winners were adjudicated by a jury 
comprising of Kapil Kaul, CEO, CAPA India; Amber Dubey, Head-Aero-
space & Defence, KPMG; Dhiraj Mathur, Executive Director, Pricewa-
terhouseCoopers; and Anthony Cox, Director, Customer Support-Asia 
Pacific, Bombardier Business Aircraft, based on various benchmarks 
and criteria conferred by BAOA. The award winners were:
  The BizAvIndia Operator of the Year award went to Global Vec-

tra Helicorp Limited in the large fleet category and Poonawalla 
Aviation Pvt Ltd in the small fleet category, which was based on 
quantum of flying, complexity of aircraft and operations, safety 
record, humanitarian effort and other parameters.

  The BizAvIndia Award for Innovation was given to JetSetGo Avi-
ation Services Pvt Ltd for its efforts in expanding business avia-
tion markets and improving efficiencies through use of Internet.

  The BizAvIndia Hall of Fame was bestowed upon Captain S.S. 
Majithia, Chairman, Saraya Group for his relentless contribu-
tion towards the growth of India’s business and general avia-
tion sector.

  A special recognition was conferred to Ravi S. Menon, Executive 
Director of Air Works India (Engineering) Pvt Ltd, for meritori-
ous service to the industry for over 45 years. 

Business AviAtion AcAdemy proposAl 
A beginning has been made and a platform has been set. One may 

judge the popularity of the seminar and awards by the impressive 
increase in footfall, up from 175 in 2015 to 250 in 2016. This also 
resulted in sponsorships for the BAOA to take up further initiatives 
for the growth of the industry. For instance, after the successful cul-
mination of BizAvIndia seminar and awards function this year a 
dream project has been initiated, to open a Business Aviation Acad-
emy, a one-stop solution to small operators to train their crew and 
carry out some of their operational expenditure at much lower costs 
than what they have been incurring. This would help the industry to 
not only economise, but also would ensure a commonly agreed and 
accredited standard of professionalism in the industry. It would set 
up a base for higher learning in aviation, perhaps offering specialised 
and research opportunities to aspirants who wish to make a mark in 
this industry, but are now going to schools like Embrey Riddle for the 
lack of an Indian institution.

With BizAvIndia promoting growth of the business aviation 
industry in such an exponential manner, it is only fair to give it the 
importance it deserves. We hope the members of BAOA become the 
public advocates of this initiative and promote the magazine and the 
‘seminar-cum-awards’ amongst the business aviation fraternity. By 
airing their views freely, contributing with their ideas, and striving 
for aviation excellence, they would soon become catalysts to bring in 
the much desired growth of business aviation in India. BAI

We hope the members of BAoA become the public advocates of this initiative 
and promote the magazine and the ‘seminar-cum-awards’ amongst the business 
aviation fraternity. By airing their views freely, contributing with their ideas, 
and striving for aviation excellence, they would soon become catalysts to bring 
in the much desired growth of business aviation in India.
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By R. Chandrakanth

The China Business Aviation Special Report 2016 indicates that at least 1,420 rich 
Chinese people have the potential to buy 1,750 business jets worth over $52 billion

ABACE Holds  
Long-Term Promise
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From Embraer’s Stable: Lineage 1000E ultra-large business jet on display
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Show RepoRt abace 2016

T hat the slowdown in the economy of China is causing 
global concern, is known. There are efforts on the part of 
the Chinese Government to get the economy on track but 
it is a long and difficult road ahead. However, the fifth edi-
tion of Asian Business Aviation Convention and Exhibition 

(ABACE) 2016 in Shanghai did not give up on its optimism, knowing 
that the slowdown is cyclical. In fact, reports indicate that the busi-
ness aviation sector hopes to get back on track sooner than later, the 
NBAA President and CEO Ed Bolen said: “This year’s ABACE met 
and exceeded expectations. Equally important, it showed that the 
event, like the business aviation industry in the region, is growing 
and evolving in ways that are profound and inspiring.”

To illustrate his point, Bolen noted that:
  The footprint for the show’s exhibit floor was the largest ever this 

year and 40 per cent of the 165 exhibiting companies were based 
in the region, making ABACE a truly Asian show. The show at-
tracted attendees not just from China, but from over 50 other 
countries across Asia and beyond.

  The ABACE static display, with 30 aircraft, was more diverse 
than ever, featuring the full spectrum of general aviation air-
craft, including debut by piston-engine amphibious light-sport 
aircraft, turboprops including the first-ever appearance of a tail-
dragger utility aircraft, intercontinental jets and helicopters. For 
the first time, the display also featured an air-ambulance aircraft, 
highlighting how business aviation can provide assistance in di-
saster management.

  As with previous editions of ABACE, this year’s show featured a 
host of education sessions including those focused on operation-
al best practices, market updates, international operations and 
helicopter operations.
Bolen added that, while ABACE 2016 underscored the event’s 

importance as the premier business aviation event in Asia, it also 
once again highlighted the show’s role in the growth of the industry 
in the region. “ABACE has always been a critical venue for bringing 
together government leaders and industry stakeholders.This year’s 
show demonstrated that value once again,” Bolen said.

 “As we close the books on the fifth consecutive ABACE in Shang-
hai, it is clear that the industry is becoming ever more established in 
this region, which means it will only continue to become increasingly 
important in China, across the Asia-Pacific and around the world.”

Chinese Billionaires Top The World
Meanwhile, the China Business Aviation Special Report 2016 jointly 
released by Hurun Report and Minsheng Financial Leasing, said 
that at least 1,420 rich Chinese people have the potential to buy 
1,750 business jets, which are worth over $52 billion. The report said 
over 9,000 super rich people in China have the potential to charter 
a plane, with the estimated flying time reaching 2,05,000 hours per 
year. In the next five years, a total of 1,850 people are expected to buy 
2,320 business jets, which will be valued at $71 billion in total.

The Hurun Global Rich List 2016 has reported that Beijing tops 
the city for the most number of billionaires in the world and also 
China overtaking the US. Rupert Hoogewerf, Chairman and Chief 
Researcher of Hurun Report, said: “Despite its own slowdown and 
falling stock markets, China minted more new billionaires than any 
other country in the world last year, mainly on the back of new list-
ings. Growth in billionaires for the rest of the world was held back by 
a slowdown in the global economy, the strengthening of the US dollar 
and the drop in oil prices. The number of billionaires, however, has 
jumped 50 per cent since 2013.”

Geographically, five of the top 10 cities were in China, with Bei-
jing topping the list (100 billionaires, up 32 on last year), Hong Kong 
in fourth (64, down 7), Shanghai fifth (50, up 20), Shenzen seventh 
(46, up 12) and Hangzhou ninth (32, up 10). New York came second 
with 95 billionaires, up by four, with Moscow taking third place with 
66 billionaires, down seven on last year.

Greater China added 90 new billionaires to reach a total of 568, 
while the US fell by two, to a total of 535. These two economic super-
powers were placed well ahead of India in third place with 111 billion-
aires, Germany and the UK (with 82 each) and Russia (with 80, a fall 
of 13). This report makes airframers bet on China, knowing pretty 
well they need to stake it out. Gulfstream made this intent known 
stating that it would be growing its fleet in China fast.

GulfsTream BeTs on China
Gulfstream Aerospace announced that its fleet in Greater China 
(China, Hong Kong, Macau, Taiwan) has grown to more than 165 
aircraft and makes up more than half of the Asia-Pacific fleet, the 
company’s largest internationally. “We have experienced tremen-
dous growth in Greater China, particularly on the mainland, where 
we had 30 aircraft in 2010 and now have more than 100, includ-

Falcon 8X made its first appearance in China; Gulfstream G650ER was recently delivered in China.
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ing the new G650ER recently delivered in China,” said Scott Neal, 
Senior Vice President, Worldwide Sales & Marketing, Gulfstream. 
“We are honoured by our customers’ continued confidence in Gulf-
stream and our industry-leading brand recognition and will con-
tinue to maintain and invest in service and support to exceed our 
customers’ expectations.”

“We have more than 65 per cent of the market-share for large-
cabin aircraft in Greater China,” Neal said. “That speaks of the per-
formance, reliability and comfort of our flagship, the G650ER, along 
with the G650, G550 and G450, as well as the world-class service and 
support we give to our owners and operators.”

To support Gulfstream’s growing fleet in the region, $65 million 
worth of spares are positioned in Hong Kong, Beijing and Singapore. 
Gulfstream’s Jim Gallagher who recently joined the Asia-Pacific sup-
port team as Director, Customer Support, said that continued focus 
on spares in the region has resulted in faster shipments to operators 
and quicker returns to service.

TexTron aviaTion for lonG haul
Textron Aviation, a Textron Inc company, announced at ABACE 
that three years after establishing a joint venture between Cessna 
Aircraft Company and China Aviation Industry General Aircraft 
Company (CAIGA), deliveries of the Cessna Caravan single-engine 
utility turboprop have increased nearly 80 per cent in country. Tex-
tron Aviation’s exhibit included the Grand Caravan EX and two more 
of its most popular regional products, the Cessna Citation XLS+ mid-
size business jet and the flagship of the Beechcraft King Air family 
of twin-engine turboprops, the King Air 350i with Fusion avionics. 
Textron Aviation was joined by its corporate sister company Bell He-
licopter, which exhibited the Bell 429 in VIP configuration. The 429 
continues to gain interest throughout the region due to its state-of-
the-art technology and luxurious interior.

“From establishing assembly and delivery partnerships, to 
aggressively investing in sales and support personnel, Textron Avia-
tion’s approach of building a localised, company-direct presence in 
China is not only ensuring Cessna and Beechcraft products remain 
the leading models in China in the categories in which we compete, 
but also helping mature the business aviation industry here,” said 
Bill Schultz, Senior Vice President, Business 
Development, China. “The success of the Car-
avan and King Air in region demonstrates how 
being close to our customers allows us to be 
more responsive in offering solutions for their 
mission requirements.”

Turboprop Versatility Wins in the Region
With nearly 900 turboprop aircraft in the 

Asia-Pacific region, Beechcraft and Cessna’s 
turboprop platforms lead the market. The 
Beechcraft King Air and Cessna Grand Cara-
van EX have proven to be ideally suited to the 
region’s needs due to their ample range, load 
capacity and flexible special mission capability.

The Beechcraft King Air 350i, equipped 
with the new Pro Line Fusion avionics system 
and cabin upgrades, made its ABACE debut. 
Pro Line Fusion for the King Air brings one of 
the most trusted avionics architectures to the 
first full touch-screen flight display system. The 
one-of-a-kind, intuitive flight deck enhances the 
flight experience while reducing pilot workload.

dassaulT’s falCon 8x firsT appearanCe
Dassault Aviation’s new flagship, the Falcon 8X, was on hand at 
ABACE, the ultra-long range trijet’s first appearance in China. The 
feature aircraft s/n 03, the first 8X fitted with a fully equipped inte-
rior is in the midst of a four-week 55,000 nm (1,01,860 km) global 
proving campaign designed to simulate the most extreme real world 
conditions customers might expect to face during their aircraft’s op-
erational life.

Several years of continuous investment in the Dassault Falcon 
customer service network in China have led to a sizeable increase in 
customer support activity, bringing significant added value to Chinese 
operators and transient customers. “China is a key market for Falcons 
and providing the best customer service solutions here is of para-
mount importance to us,” said Olivier Villa, Senior Vice President of 
Civil Aircraft for Dassault Aviation. “This is apparent in our continued 
commitment to improving our Chinese customer support network.”

Since early 2015, the Falcon spares value level based in China has 
risen over ten per cent, to almost $6 million, bringing total inventory 
in the region to more than $35 million. This spares commitment has 
been accompanied by efforts to expand tooling inventory made avail-
able to Falcon operators through a rental pool.

BomBardier and Tianjin airporT parTnership
Bombardier Business Aircraft and Tianjin Airport Economic Area 
(TAEA), announced that their new maintenance facility in Tianjin, 
China, was making great progress. Bombardier Business Aircraft 
customers will be able to receive maintenance, repair, overhaul, and 
associated activities and services.

“Professional Services as well as Quality and Safety Manage-
ment Systems are but a few key features we offer in China,” said 
Lanny Schindelmeiser, newly-appointed General Manager, Bom-
bardier Tianjin Aviation Services Company Ltd. “The business 
aviation sector in the region has experienced significant growth in 
the past, and we are excited to offer customers the full strength of 
our maintenance and support network, closer to their base of opera-
tions,” he added.

“The service facilities for business aircraft operations has greatly 
improved in Tianjin,” said Zhao Xuesen, Vice President of Tianjin 

Airport Economic Area, “In addition to the 
upcoming Bombardier Tianjin service cen-
tre, a new FBO for Biz jet with customs, CIQ, 
border inspection and security check services 
officially entered into service in Tianjin Air-
port recently. The movement of Business Air-
craft reached 1,302 in Tianjin Airport in 2015. 
Under the superposition of multiple national 
development strategy, a rapid growth of busi-
ness aviation can be anticipated in Tianjin dur-
ing the period of 13th five-year plan.”

Pilatus showcased its PC-12 NG aircraft, 
also known by its name of ‘Ultimate Aerial 
SUV’ at ABACE. The PC-12, belonged to AVIC 
Leasing Co. This aircraft has gained a reputa-
tion for outstanding versatility, performance, 
reliability and operational flexibility. As such, 
it is one of the most popular turbine-powered 
business aircraft on the market today.

One can see from the expansion plans of 
airframers that they are in China and Asia-
Pacific region for the long haul. BAI  

the footprint 
for the show’s 
exhibit floor was 
the largest ever 
this year and 
40 per cent of 
the 165 exhibit-
ing companies 
were based in the 
region, making 
ABACe a truly 
Asian show
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Gulfstream Aerospace Corp. announced it recently joined the 
wing to the fuselage on the first Gulfstream G600 flight-test 
article, signifying steady progress in the G600 programme. 

As production continues for the G600, the Gulfstream G500 
flight-test programme also achieved several milestones to include 
receiving the programme’s first type inspection authorisation 
(TIA) from the US Federal Aviation 
Administration (FAA). The FAA is-
sued the TIA for inlet compatibility 
and allowed Gulfstream to perform 
this testing for certification credit. 

The G500 flight-test programme 
officially began May 18, 2015, when 
the first G500 flight-test article, T1, 
completed its first flight. Since then, 
T1 has reached a maximum speed of 
Mach 0.995, a maximum altitude of 
53,000 feet (16,154 metres) and re-
cently completed its 100th flight. The 
test fleet, which includes four flight-
test articles (T1-T4), has accumulated 
more than 800 hours of flying time. 

“Achieving these milestones speaks to the maturity of both pro-
grammes and demonstrates our commitment to ensuring these air-
craft deliver the performance, safety and reliability we promised,” 
said Mark Burns, President, Gulfstream. “The wing-to-fuselage 
join is a significant step in manufacturing the first G600 and re-
flects our continued steady progress towards first flight. The offi-

cial launch of certification testing on 
the G500 highlights the efforts being 
made to achieve certification in 2017. 
Together, these accomplishments at-
test to why Gulfstream is the leader 
in business aviation.”

The G500 can fly 5,000 nauti-
cal miles (9,260 km) at Mach 0.85 or 
3,800 nm (7,038 km) at Mach 0.90. 
The G600 is capable of travelling 
6,200 nm (11,482 km) at Mach 0.85 or 
4,800 nm (8,890 km) at Mach 0.90. 
The G500 is slated to receive type 
certification in 2017 and deliver in 
2018. The G600 is projected to enter 
service in 2019. BAIPh
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Embraer Executive Jets achieved a new milestone recently 
when Cleveland-based Flexjet took delivery of Embraer’s 
1,000th business jet. This significant landmark occurs a little 

more than a decade after the company fully committed to the busi-
ness aviation market, establishing a new standard by designing 
products that brought game-changing features and amenities from 
larger business jets to the entry-level segment.

“I’m thrilled to celebrate this milestone with our global team. 
In a remarkably short period we have populated the business avia-
tion market with the most advanced and reliable aircraft in the 
industry. Delivering 1,000 business jets to more than 60 coun-
tries in just over a decade reflects our strong ability to listen to 
our customers and respond to them with innovative solutions for 
different needs,” said Marco Tulio Pellegrini, President & CEO, 
Embraer Executive Jets. “We are especially pleased to celebrate 
this important achievement with our distinguished customer, 
Flexjet, which has honoured us with their trust since we first en-
tered business aviation.” 

Embraer Executive Jets’ 1,000th aircraft, a midsize Legacy 
500, is the fourth of its kind to join the Flexjet fleet and is part of a 
firm order for both Legacy 500 and Legacy 450 jets. Flexjet offers 
travellers access to the world’s most luxurious fleet of private jets. 
Its fractional programme fields an exclusive array of business air-
craft—some of the youngest in the fractional jet industry—includ-
ing Embraer Executive Jets’ best-selling Phenom 300.

“Embraer’s Legacy midsized aircraft are a natural progres-
sion for us since they meet a growing demand for jets with larger 

cabins, longer range capabilities and industry-leading operating 
economics,” said Michael Silvestro, Flexjet’s CEO. “As part of the 
Red Label by Flexjet fleet, the Legacy 500 and 450 will effectively 
deliver the speed, luxury and performance our owners expect.”

Since entering the business jet market, Embraer Executive Jets 
has built a premium support network of more than 75 owned and 
authorised service centres worldwide that has earned top ratings in 
multiple industry customer satisfaction surveys. BAI

Embraer delivers its 1,000th business jet

Gulfstream G500 and G600 achieve programme milestones
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Dassault Aviation’s new flagship, the Falcon 8X, is entering the 
final stages of its flight test and certification programme as 
work proceeds to prepare the ultra-long range trijet for ini-

tial delivery. The three aircraft in the flight 
test programme have nearly completed all 
certification test requirements, and to date 
have accumulated over 650 flight hours in 
325 flights.

After undergoing thermal, acoustic and 
cabin amenity testing at the Little Rock Com-
pletion Center, s/n 03, the first 8X equipped 
with a fully fitted interior, returned to the 
Istres Flight Test Center near Marseille ear-
lier this month to prepare for cold soak tri-
als. Intended to demonstrate aircraft system 
functionality under extreme weather condi-
tions, the soak trial campaign was conducted 
at Rankin Inlet, Nunavut, on the north-west-

ern shore of Canada’s Hudson Bay, from March 9-11.
All systems, including avionics, electrical, hydraulic and digi-

tal flight control systems, performed flawlessly during the tests 
despite temperatures that dipped as low 
as -27° F (-33° C). All cabin systems were 
successfully tested on ground after APU 
startup and cabin warm up. Full capabil-
ity under extreme cold conditions was also 
demonstrated in flight at the end of the 
campaign.

“We are delighted and thrilled with the 
way the Falcon 8X programme is proceed-
ing,” said Eric Trappier, Chairman CEO 
of Dassault Aviation. “The flight test cam-
paign has been flawless and the aircraft will 
be in initial customers’ hands this summer, 
just as planned when we launched develop-
ment three years ago.” BAI

Falcon 8X flight test and certification campaign

Jet Aviation Basel has appointed David Peterson as Director 
of Completions Sales. Peterson reports directly to Matthew 
Woollaston, Vice President of Completions Sales & Mar-

keting. In his role as Director of Completions Sales, Peterson is 
responsible for liaising with aircraft owners, operators and indus-
try executives to ensure they are informed about the benefits of 
entrusting VVIP Completions projects with the Jet Aviation Basel 
Completions Center. He reports directly to Woollaston and will 
work closely with the company’s other Director of Completions 
Sales, Hendrik Janssen.

Peterson has more than 20 years of experience in engineer-
ing, sales, account management and customer support. He joins 
Jet Aviation from the Boeing BBJ’s Basel-based regional team of 
support representatives, where he served since 2010 as Boeing 
BBJ’s VIP Completions Center representative for North Africa 
and Europe, including Russia. Prior to that, Peterson spent sev-
eral years with Boeing Commercial in the UK as a customer sup-
port field service engineer and an account manager. He also spent 
nearly 10 years with Boeing Military in Seattle, Washington, as 
a structures design engineer before moving to Europe. Peterson 
holds a bachelor of science degree in mechanical engineering from 
South Dakota School of Mines and Technology.

“Dave has the perfect mix of industry knowledge and comple-
tions expertise coupled with a demonstrable track record of out-
standing project management and customer care,” said Woollaston. 
“He is a dedicated and motivated professional, and I am delighted 
to welcome him to our team.” 

Jet Aviation Basel is a world-renowned completions and main-
tenance centre employing more than 1,600 professionals. The facil-
ity has in-house design and engineering departments, along with 

on-site cabinetry, upholstery, sheet metal, composite and paint 
shops. The organisation is capable of outfitting jets as large as an 
Airbus A380 or the Boeing 747-8 series and has already completed 
numerous Airbus ACJ319, ACJ320, ACJ330, ACJ340 and Boeing 
B737, B757, B767 and B747 aircraft. Jet Aviation Basel also provides 
aircraft maintenance and repair services for a wide variety of busi-
ness jets. It is a factory approved service centre by Boeing, Bombar-
dier, Dassault, Embraer and Gulfstream. The location also holds a 
jet aircraft repair station rating by the FAA #QV1Y440K, and the 
EASA #CH.145.0232 in addition to approval certificates of 21 other 
national aviation authorities. BAI

Jet Aviation Basel appoints David J. Peterson as new  
Director of Completions Sales
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“In a country like India with limited support from the industry and market, 

initiating 50 years ago (in 1964) publishing magazines relating to Army, 

Navy and Aviation sectors without any interruption is a commendable job 

on the part of SP Guide Publications. By this, SP Guide Publications has 

established the fact that continuing quality work in any field would result in 

success.”

Narendra Modi, Hon’ble Prime Minister of India (*message received in 2014)
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AMAZING THINGS HAPPEN WHEN 
YOU’RE BOUND ONLY BY PHYSICS.
Barring the immutable laws of science, Embraer designers and engineers enjoy a unique freedom 

to create our executive aircraft. To reshape a fuselage that slips through the air while providing 

unrivaled cabin roominess. Or tweak the delicate balance of lift and thrust to increase efficiency. 

Or create control systems that help pilots always perform at their very best. All are a product 

of unconventional thinking at its finest. With all deference to pioneers like Newton, Galileo and 

Einstein—we simply don’t think their good work is finished. 

EmbraerExecutiveJets.com

Rethink Convention.


	Inside Front Cover-Gulfstream Ad-BizAvIndia



