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Announcing the certified Praetor 600, the world’s most 
disruptive and technologically advanced super-midsize aircraft 
that leads the way in performance, comfort and technology.

Unveiled at NBAA in October 2018 and now certified by ANAC, 
FAA and EASA, the Praetor 600 did not just meet initial 
expectations, it exceeded them. Named for the Latin root 
that means “lead the way,” the Praetor 600 is a jet of firsts. 
It is the first super-midsize jet certified since 2014. The first 
to fly beyond 3,700 nm at M0.80. The first with over 4,000 
nm range at LRC. The first with full fly-by-wire. The first with 
Active Turbulence Reduction. The first with a cabin altitude 
as low as 5,800 feet. The first with high-capacity, ultra-high-
speed connectivity from Viasat’s Ka-band. And all of this, 
backed by a first-placed Customer Support network.

Learn more at executive.embraer.com/praetor600.

PRAETOR 600: CERTIFIED 
OUTPERFORMANCE.

LE ADING THE WAY
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Despite contributing in more ways 
than one to the nation’s industrial 
elevation, Business Aviation is 
contesting some hard-hitting tax 
blows that demand prompt dealing 
before the industry goes all down,  in 
turn further affecting the nation’s 
economy.

J. Baranwal
Editor-in-Chief

Dear Reader,
Business Aviation is an industry that strives to serve the business community in order to 
achieve the key objectives. Which in turn comes back as the crucial contribution to the econ-
omy of any country. Business Aviation (BA) offers mobility, peace of mind for the corporates 
and their executives while on travel, employment opportunities, establishing its own MRO 
fraternity, to mention the same. In fact this industry also chauffeurs the State-Heads from one 
country to another. In spite of such well-established factors, the industry continues its battle 
to exist, to grow and to contribute. 

Even with feathers added to the hat of BA, there are many issues that the industry is facing in 
India, especially with the tax regime. In this issue of BizAvIndia, the President of BAOA narrates 
some of the hurdles that are hitting the growth of the business aviation industry and appeals for 
immediate intervention by authorities to process an objectified resolution.

The industry has been dealing with the painful chore that importing, buying or selling of 
an aircraft brings along. While the introduction of GST did reduce some import duties, the 
addition of it has not made the scenario any better. A report by Rohit Kapur highlights the 
overdue need to simplify the tax regime for the growth of the industry which in turn is sure to 
benefit the government with higher revenues.

Interestingly, in July this year, the world witnessed yet another milestone accomplished 
by BA. A mission, under the name ‘One More Orbit’, broke all the previous round-the-world 
records of an aircraft flying over the North and South poles. The mission that kick-started 
the commemoration of 50 years of Apollo 11 mission, attained this feat in a Qatar Executive’s 
Gulfstream G650ER. Such a milestone has further uplifted the contribution of BA and enhanced 
the possibilities that lie under the wings of this industry. “Qatar Executive, together with the One 
More Orbit team has made history,” said Qatar Airways Group Chief Executive Akbar Al Baker, 
who was present to greet the arriving business jet, noting many people behind the scenes worked 
tirelessly to make the record attempt a success. A story on the mission by Ayushee Chaudhary 
has been included in this issue. An exclusive interview with the Mission Director can be read in 
SP’s Aviation 10/2019.

In an exclusive interview, BizAvIndia’s Neetu Dhulia talks to Bobby Chadha, Chairman & 
Managing Director, SRC Aviation, about the industry’s safety standards, the call to look at the 
business aviation industry beyond a luxury and much more. 

In this issue, Indocopter’s Per Smedegaard highlights certain persisting issues related to 
cross-utilisation of pilots in BA and GA sector, specifically within smaller operators.

All this and much more in this issue of BizAvIndia. 
Wish you happy landings!
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For BAOA, the last three months have been quite eventful in its interaction with the aviation policy makers and regula-
tors. This included a presentation to the Civil Aviation Secretary on July 15 with the theme of suggesting ways forward to 
further invigorate the GA/BA industry. Simultaneously, on DGCA initiative, BAOA has now been enabled to be more pro-
active in meaningful and progressive interaction with the Aviation Regulator. Two regular monthly meetings of DGCA 
with NSOP operators have already been held with a view to resolve ‘actual’ or ‘perceived’ issues facing the GA/BA industry, 
with more to follow on a regular monthly basis.

Earlier, BAOA highlighted the immediate need to rationalise the exorbitant ‘ground handling (GH) charges’ being 
arbitrarily levied on NSOP operators by the two sole concessionaires at Delhi Airport. Illustratively, a typical ‘to-&-fro’ 
charter, involving take-off from Delhi Airport, staying outstation and same-day return to Delhi, involves GH charges (out 
and in) by the concessionnaire at Delhi Airport , as well as in/out GH charges at outstation by a different (local) GH agency. 
At Delhi Airport, for a Super King Air B200 (a near 6-tonne) class of turbo-prop aircraft, during the FY 2018-19, the conces-
sionnaires charged `16,800 per handling (one out and corresponding in). During the FY 2019-20, however, this has been 
raised to an exorbitant `29,700: an increase by nearly 77 per cent on the Base Rate in one year!!! For a Gulfstream G150 (a 
near 12-tonne) class of business jet aircraft, the corresponding increase is from `26,400 to `41,250 (56 per cent increase 
in one FY!). In all cases, 18 per cent GST is additional. Such unexpected surgical blows require immediate intervention by 
the regulatory authorities for a just resolution on a high priority. 

As always, BAOA would look forward to a pro-active and whole -hearted participation from all our members to meet 
the current and likely future challenges so as to ensure healthy and accelerated growth of GA/BA industry in india.

Jai Hind!

Air Vice Marshal S.S. Chauhan (Retd)
President, Business Aircraft Operators Association

Business AircrAft OperAtOrs AssOciAtiOn

president

Such types of unilateral & uncontrolled actions are a big blow 
to the survival & growth of GA/BA industry. Such unexpected 

surgical blows require immediate intervention by the regulatory 
authorities for a just resolution on a high priority. 
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To commemorate the completion of 
50 years of Apollo 11, when men first 
landed on the moon, former NASA 
astronaut and a team of international 
aviators simultaneously broke multiple 
international flying records for 
circumnavigating the Earth over its 
North and South Poles

  By Ayushee chAudhAry

Coming Full 
Circle
Pole to Pole in 
Less Than  
48 Hours 

On July 11, 2019, Action Aviation (a private jet and 
 helicopter sales, support, and charter company based 
in the United Kingdom) Chairman, Captain Hamish 
Harding and former International Space Station Com-
mander Col. Terry Virts broke the Round-the-World 

record for an aircraft flying over the North and South poles in a 
Qatar Executive Gulfstream, G650ER ultra-long-range business 
jet. The record was successfully accomplished in the 50th year 
of celebrating man’s first walk on the Moon. The attempt which 
was a tribute to the past, present, and future of space exploration, 
pushed the boundaries of human ingenuity just like the Apollo 11 
mission did half a century ago.

The record attempt was launched from Space Florida’s Launch 
and Landing Facility (the former Shuttle Landing Facility) at 
NASA’s Kennedy Space Center, which is the exact same location 
from where Apollo 11 launched the historic manned moon mis-
sion in 1969. Not only that the time at which the mission started on 
July 9 was 9:32 EDT which was also the time of Apollo 11’s launch 

The One MOre OrbiT TeaM wiTh GULFSTreaM 
G650er in backGrOUnd, aFTer SUcceSSFUL 

cOMpLeTiOn OF Their rOUnd-The-wOrLd FLiGhT
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50 years ago. The flight returned on July 11 at 8:12 am to the same 
Space Center after a full circle.

The record date also marks the 500th anniversary of man first 
circling the planet. And now, having completed the fastest ever 
circumnavigation of the Earth via its geographical polar ends has 
marked history in its own sense.

Having covered a total of 21,691 nautical miles (40,172 km), 
the flight completed the circumnavigation in 46 hours, 40 minutes 
and 22 seconds at an average speed of 465 knots (or 535 mph or 861 
kmph). Collectively called as “One More Orbit”, the mission has set a 
new record under both the Féderátion Aéronautique Internationale 
(FAI), and Guinness World Record in the Polar Circumnavigation of 
the Earth Speed Record for any aircraft category.

PAST RECORDS
The previous FAI speed record was formed over a decade ago in 
2008 by Captain Aziz Ojjeh in a Bombardier Global XRS. The polar 
circumnavigation was completed by Ojjeh in 52 hours and 32 min-

utes, at an average speed of 444 knots (or 511 mph or 822 kmph) and 
existed for 11 years. One More Orbit beat this record by a margin of  
5 hours and 52 minutes.

While the Guinness Record which was the fastest aerial circum-
navigation of the Earth via both geographical poles was previously 
held by Captain Walter Mullikin who made it in a Pan Am Boeing 
747SP in 1977, who had started and ended it in San Francisco. Set 
for 54 hours and 7 minutes at an average speed of 423 knots (or 486 
mph or 783 kmph), this record stood for 42 years. Both the FAI and 
Guinness World Record organisation calculate the record differently, 
hence erasing any possibilities of disputes.

THE CREW
The crew had estimated the mission to be done in about 48 hours but 
managed to finish even before their own estimation, hence display-
ing precision and skill of the crew and all those who were involved. 
The crew consisted of the following members:
•	 	Captain	 Hamish	 Harding	 -	 United	 Kingdom,	 Action	 Aviation	PH
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(LeFT) capTain haMiSh hardinG wiTh QaTar airwayS GrOUp chieF execUTive, akbar aL baker; (riGhT, TOp) One MOre OrbiT cOvered arOUnd 42,000 kM 
aT The averaGe GrOUnd Speed OF 861 kMph (465 kTS) FOr a wOrLd recOrd TiMe OF 46:40:22.; (riGhT, abOve) cOL. Terry virTS, cOL. Gennady padaLka  

and capTain haMiSh hardinG.
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WITH
FRIENDS
LIKE
THESE
WHO NEEDS
AGENCIES?

“The flight crews ACASS provided exceeded our 
high standards and the entire team goes above 
and beyond to keep safety the number one 
priority.” AZIZ OJJEH, Vice President, TAG Group S.A. 
“We turned to ACASS to sell our G550 because of 
their reputation for integrity, international reach, 

and optimal results. They did 
not disappoint.” BEGOÑA ELICES 
GARCÍA, Executive Managing 
Director of Communication, 
REPSOL S.A. “I can always count 
on ACASS for complete pilot 

support. They flawlessly handle logistics like visas and 
regulatory documentation to make sure I’m in the air 
when I need to be.” ALIKO DANGOTE, President/CEO, 
Dangote Group “The team at ACASS demonstrated a 
genuine appreciation for my needs and vision—and they 
turned that vision into a reality. I would recommend 
ACASS to anyone who demands the highest level of 

attention and professionalism.” LEWIS 
HAMILTON, Formula 1 World Champion Driver 
"ACASS lived up to its impressive reputation, 
providing sound advice and expertise to 
conclude the sale of our aircraft.” MICHAEL 
LATIFI, President & CEO, Sofina Foods Inc.

Sure, we could have hired a high-priced ad 
agency with top-notch designers and writers 
to create this ad for us. But that hardly 
seems necessary when our clients have been 
singing our praises for 25 years. Besides, 
who would you rather have tell you that 
ACASS has the right people, expertise, and 
best-in-class support services to help you 

own your journey®—some slick New York 
City copywriter or those who have actually 
experienced it themselves?

Visit www.acass.com to read some of the 
high praise we receive from our Aircraft 
Sales, Crew Staffing, & Aircraft 
Management clients nearly every day.

 A QUARTER CENTU
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Chairman, Mission Director and one of the four G650ER pilots
•	 	Colonel	Terry	Virts	-	United	States,	Former	International	Space	

Station commander, Space Shuttle astronaut, Soyuz astronaut 
and US Air Force test pilot

•	 Captain	Jacob	Ove	Bech	-	Denmark,	Pilot
•	 Captain	Jeremy	Ascough	-	South	Africa,	Pilot
•	 Captain	Yevgen	Vasylenko	-	Ukraine,	Pilot
•	 Magdalena	Starowicz	-	Poland,	Flight	Attendant
•	 	Colonel	 Genaddy	 Padalka	 -	 Russia,	 Cosmonaut	 (International	

Space Station commander, Mir, and Soyuz cosmonaut, a record 
holder for the most days in space by any human - 879 days)

•	 	Captain	Ian	Cameron	-	United	Kingdom,	Director	of	the	Mission	
Control Centre.
Padalka joined the mission crew in Kazakhstan and got off in 

Mauritius.
Reportedly at the post-landing event, Mikkelson and Starowicz 

the FAI adjudicator also identified as the first women in history to 
complete the polar circumnavigation of the earth.

THE MISSION ROUTE
The high speed pumping “pit stops” were strategically decided in 

Nur-sultan (Kazakhstan), Mauritius and Punta Arenas (Chile).
The One More Orbit mission required to start and finish at the 

same point on the earth, cross directly over the north and south 
poles, pass over the equator twice at between 120 and 180 degrees 
of longitude apart (i.e. it had to go up and down opposite sides of 
the earth).

“Our route around the earth from the NASA Shuttle Landing 
Facility in Florida involves four sectors, and three refuel locations 
in Kazakhstan, Mauritius, and Chile. Another critical part of the 
record is optimising the refuel times to operate like ‘Formula 1 Pit 
Stops’. Our teams have already flown to each location in advance 
to plan and oversee the whole refuel process to reduce time on the 
ground to the absolute minimum possible. We will attempt to refuel 
stops of less than 45 minutes each touchdown to takeoff, which 
requires “no delay” arrivals and departures ahead of any other air-
craft using the airport at the time,” Captain Hamish Harding, Chair-
man of Action Aviation and Mission Director had said in his state-
ment before the mission began.

Captain Harding’s statement also highlighted that the aver-
age speed over the course is calculated based on the Great Circle 
distance of our route which is 21,691 nautical miles (40,172 km). 

Source: Satcom Direct

FLiGhT TrackinG OF One MOre OrbiT MiSSiOn: GULFSTreaM G650er achieved The FaSTeST circUMnaviGaTiOn OF earTh via bOTh pOLeS
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(LeFT) ) STarFiGhTer TF-104G-M accOMpanieS The GULFSTreaM G650er; (riGhT, TOp) One MOre OrbiT MiSSiOn piLOTS in The cOckpiT OF G650er; 
(riGhT, abOve) GUinneSS wOrLd recOrd cerTiFicaTe FOr One MOre OrbiT.
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“However, real flight planned routes are never quite as direct as 
Great Circles and ours is currently 22,328 nautical miles (41,351 
km). So, an important part of any speed record attempt is nego-
tiating even more direct routings with Air Traffic Control as we 
proceed,” he said.

THE AIRCRAFT OF THE MISSION
Capable of reaching Mach 0.925 and sustaining a comfortable 
Mach 0.90, the aircraft of the mission, Gulfstream G650ER is 
claimed to be the fastest ultra-long-range business jet in the world 
currently. It is powered by two Rolls-Royce BR725 A1-12 Turbo-
fans that generate 16,900 lbs of thrust with the extended-range 
variant being capable of flying 7,500 nautical miles (13,900 km) 
at up to 51,000 feet altitude.

The Qatar Executive G650ER aircraft which can fly non-stop 
from the Middle East to North America, or from destinations in 
Asia to Africa, has demonstrated new standards for business avia-
tion with this successful mission. Airlines and business corporations 
should certainly see this as an opportunity to cover such long dis-
tances at the fastest speed if someone can manage to sit inside the 
aircraft for this long duration.

REDUCING THE CARBON FOOTPRINT
One More Orbit has been exemplary in ways more than one. It has 
also successfully portrayed how airlines and corporations who 
own, lease or charter business jets can reduce carbon footprints 
without compromising on the provided services and products. 
The mission was sponsored by Carbon Underground to encour-
age emerging ways in which humans can combat carbon-driven 
climate change. The organisation promotes several carbon-
reduction programmes. While this mission did not particularly 
entail any specific technology for reduction, the team reportedly 
calculated the amount of fuel their flight would burn and the car-
bon that would be created, and the amount of Earth’s topsoil that 
would be required to counter that carbon impact. A contribution 
was then made by the mission team to the organisation to treat 
that amount of topsoil.

The crew had also established radio contacts and conducted 
video calls during the journey. The crew was in touch with the people 
on the ground with a live stream powered by inflight connectivity 
provider Satcom Direct, documenting the 25,000-mile (40,000 km) 
journey. A documentary about the mission is planned to be shared 
with the audience worldwide soon. BAI



10 BizAvIndia | ISSUE 3 | 2019 www.sps-aviation.com/bizavindiasupplement

 Policy TaxaTion

When the Goods and Services Tax (GST) was rolled 
out in July 2017, it brought an end to the erstwhile air-
craft import duty regime that was introduced in India in 
2007, in an irrational move that brought the growth of 
the fledging Business Aviation (BA) industry to a grind-

ing halt. The growth, which showed approximately 25 per cent CAGR 
in 2007, was reduced to a trickle by 2011, and finally some negative fig-
ures by 2013-14. Despite several recommendations to the Government 
of the day, nothing really changed, and no relief was given. In 2017, with 

the introduction of GST, there was hope that the decade old injustice 
done to the industry would be reversed and some relief given to allow 
growth. But as they say, what the government gives with one hand, 
it takes away by the other! The introduction of GST, reduced import 
duties to reasonable numbers, but imposed GST at ridiculous numbers, 
resulting in creating further pain to the companies importing, buying 
or selling aircraft. For the first time, aircraft purchasers in the “Private” 
Category, were clubbed with “Sin Goods” in the highest 28 per cent 
bracket of the GST! The problem is acute. The irrational duties and 

There is a long overdue requirement  
to rationalise and simplify the tax regime 
to promote the growth of the industry, 
encourage leasing activity  
and allow seamless transfer of assets 
within the country.

  By ROHIT KAPUR  
MANAGING DIRECTOR, ARROW AIRCRAFT 
SAlES AND ChARTERS

Duties and Taxes on Import/
Purchase of Business Aircraft 
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taxes are not only creating a negative sentiment in the industry but cre-
ating its own share of problems for the government. In the succeeding 
paragraphs, I intend to explain the issues in a simple manner without 
any jargon, as I find that this is a confusing subject, and despite being in 
effect for over two years, most of the people are not clear about it.

The PresenT sTaTus
I have attached the details in a Table (next page) for those who would 
like to take a deep dive. Simply explained, aircraft can be imported, 
or purchased, in either one of the following ways:
  Purchase/Import for Private Use: This implies that the aircraft 

can only be used for private or personal use and cannot be used 
for commercial use or charters. Most leading companies would 
like to buy their aircraft in this category since they want to use 
it for their senior leadership to travel for promotion of business. 
Most companies do not intend to make profits by these opera-
tions, and this is a mere tool for business growth and increasing 
outreach, the same way that politicians use aircraft during elec-
tions. This attracts the following duties/taxes:
–  Basic Custom Duty (BCD): 3 per cent
–  Social Welfare Surcharge (SWS): 10 

per cent of BCD
– IGST: 28 per cent
– Compensation Cess: 3 per cent
–  Credit on BCD and SWS will not be 

available
–  Input Tax Credit (ITC) of IGST will 

be available if aircraft is used for fur-
therance of business. However, no 
guidelines laid down as to how this 
will be established.

  Purchase/Import for non-sched-
uled operators of Commercial 
operations (nsoP): This implies that 
the aircraft can only be operated for 
commercial purpose and not for any 
private use. Every flight on the aircraft 
(except some test and maintenance 
flights etc) must be invoiced, and the 
applicable GST for charters needs paid 
to the government. This attracts the following taxes:
– BCD: 2.5 per cent
– SWS: 10 per cent on BCD
– IGST: 5 per cent
– Credit on BCD and SWS will not be available
– ITC on IGST will be available

The Challenge
  While most large companies want to use their aircraft in the 

private category, the vast difference between the GST (5 per 
cent for NSOP vs 28+3=31 per cent for Private Use) is a major 
disincentive for purchase of aircraft in the private category. 
Most companies end up setting up a subsidiary as an aviation 
entity, with an NSOP, and have a captive use of charters for their 
senior leadership from their own entity. This is a perfectly legal 
option. Though the government loses out on an initial lumpsum 
windfall of IGST, since every flight attracts a GST for charters, 
the government ends up collecting the same amount of GST (or 
maybe even more, depending on the number of hours flown), in 

a period of 3-5 years of use.
  When the government implemented higher IGST for private 

use, with the hope of higher collections, the practical issue is that 
only 10 per cent of the aircraft are being bought or imported in 
the private category, hence there is huge shortfall for the govern-
ment in estimated IGST collection.

  Due to a large number of companies preferring to go for the 
NSOP route, rather than the private use, the number of NSOP 
companies with one or two aircraft has drastically increased, 
thereby increasing the headache for the DGCA, which follows a 
stricter oversight for NSOPs, as compared to private operations, 
as NSOP is a commercial operation for the public. It puts an addi-
tional strain on DGCA resources.

  Since the BCD on the NSOP and the Private category imports 
have a difference of 0.5 per cent (2.5 per cent vs 3.0 per cent), 
the NSOP user gives a declaration at the time of import to the 
Customs and Excise Authorities, that the aircraft will only be 
used for commercial operations, as the importer has availed a 
concession on the import duty. When this same NSOP opera-
tor, after a few years of use, wants to sell his aircraft, to some-

one who wants to buy it privately, there is 
requirement to get a NOC from the Cus-
toms and Excise department that they 
have no objections for the same. This pro-
cess can take months, and in most cases, 
the Customs and Excise department 
refuses to give the NOC, or insists that the 
concessions that were availed at the time 
of import needs to be refunded to the gov-
ernment as the aircraft will now be used 
in a private category. Since the process is 
so long and tedious, most sellers prefer to 
sell the aircraft overseas, and not in the 
domestic market, hence causing precious 
loss of the aircraft from the Indian inven-
tory. With every aircraft sold out of the 
country, there is a corresponding loss in 
jobs for the people supporting it.

The reCommended soluTion
This problem has been prevailing for the past 12 years, ever since the 
differential duty structure was introduced in India in 2007, and has 
hampered the growth of the BA industry, as well as domestic transac-
tions of aircraft from one buyer to another within India. It has also 
put the brakes on leasing activity of aircraft in the country, as leasing 
companies, being non NSOP, will have to pay 28 per cent IGST and 3 
per cent Cess at the time of purchasing the asset, and then only be able 
to lease their assets to the end users, that is the NSOP companies or 
private operators. Presently the effective outflow of foreign exchange 
for lease of aircraft for both commercial, NSOP and private aircraft 
is exorbitant and been reported as almost $6 billion per year, though 
this is not a confirmed figure. This amount of foreign exchange can be 
saved in case leasing activities can be encouraged in India

Some of the simple steps that the government can take to resolve 
these issues are as follows:
  Equate the BCD on aircraft import for both NSOP and Private 

category. Ideally, this should be brought down to zero, as com-
mercial airlines attracts zero import duty, and NSOP is also a 
commercial operation. If there must be a differentiation, it must 

With increased 
groWth and activity, 
the government Will 
stand to earn a much 
higher revenue, even 
if the reduced igst, as 
per recommendations, 

is implemented
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be in the IGST being charged to NSOP and private operators, and 
not in the BCD. This will resolve the problems of Customs and 
Excise for domestic sale of aircraft, as the NSOP importer will 
not be required to give any undertaking for availing concessions 
on BCD for NSOP at the time of import.

  Presently, Business aircraft are classified as either under NSOP 
use, or for private use. This creates unnecessary confusion. Re-
classify the aircraft operations category as the following:

 –  Commercial Use, that is nsoP: These aircraft can only be 
used for charters and should attract 5 per cent IGST with ITC 
as presently being followed. They should be taxed in the same 
way as airlines are being taxed.

 –  non-Commercial Use. These are those companies which buy 
the aircraft for their business use and do not have the require-
ment for commercial use of the aircraft. The flying activity 
promotes business development and adds to the GDP of the 
country, besides creating jobs etc. They should attract an IGST 
of 12 per cent with ITC. This should also attract lesser DGCA 
oversight as compared to NSOP, as it is not meant for the use of 
commercial passengers.

 –  non-Commercial Use-Private: These are those aircraft 
which are bought by individuals for their personal pleasure 
and not intended for promotion of business. These can be lev-
ied an IGST of 18 per cent with or without ITC, as this is the 
only category which is not adding to the GDP of the country. 
This should attract minimum oversight by the DGCA.

  Leasing companies should be given an exemption to import air-
craft without paying any BCD or IGST at the time of purchase. 

Once they further lease the aircraft to end users, the applicable 
rate of IGST should be levied, depending on how the aircraft is 
being used, for commercial or non-commercial use.

  To encourage the activity of Aircraft Management, the IGST 
should only be applicable as per the end use of the aircraft, and 
not as per how it is being acquired. For example, Person A, wants 
to buy an aircraft in his company, but wishes to use it only com-
mercially. He only wants to be the owner, and desires to allow 
an NSOP company (which in this case will be the Aircraft Man-
agement Company) to use the aircraft as an NSOP aircraft, he 
should at the time of import/purchase declare that the end use of 
the aircraft will be under NSOP of ABC company, and hence will 
pay only 5 per cent IGST. Thereafter, even if he uses it personally, 
he will be invoiced by the Aircraft Management company as per 
the prevailing market rate with applicable GST. This will help 
Person A to be be the legal owner of the aircraft, use it commer-
cially without acquiring his own NSOP, and avail all depreciation 
benefits. This will also help in consolidation of the industry to 
fewer and better run NSOP companies, functioning as Aircraft 
Management companies, with proper safety procedures, and 
will facilitate DGCA to implement oversight on these companies 
without a strain on their resources.
To conclude, there is a long overdue requirement to rationalise 

and simplify the tax regime to promote the growth of the industry, 
encourage leasing activity and allow seamless transfer of assets 
within the country. With increased growth and activity, the govern-
ment will stand to earn a much higher revenue, even if the reduced 
IGST, as per recommendations, is implemented. BAI

ComParison oF duTY sTruCTure: PurChase oF airCraFT
Particulars erstwhile Regime Gst Regime
Purchase of aircraft Import Import

•   The applicable import duty and credit eligibility on 
import of aircraft/spares was as follows:

•   Under the GST regime, taxable event shall be import 
of taxable goods wherein IGST shall be applicable on 
import of aircrafts/spares

aircraft - nsoP aircraft - nsoP
– BCD (2.5%) – BCD (2.5%)
– ADC and SAD-NIL – SWS on BCD (10%)
– EC + SHEC on BCD (3%) – IGST (5%)
– Credit of BCD and EC + SHEC on BCD was not available – Credit of BCD and SWS on BCD would not be available

– Credit of IGST would be available as credit
aircraft - personal use aircraft - personal use
– BCD (3%) – BCD (3%)
– ADC (12.5%) – SWS on BCD (10 %)
– SAD (4%) – IGST (28%)
– EC + SHEC on BCD and ADC (3%) – compensation cess (3%)
– Credit of BCD and EC + SHEC thereon was not available – Credit of BCD and SWS thereon would not be available
–  Credit of ADC was not available since the same was 

not covered by the definition of capital goods
–  Credit of IGST would be available if aircraft is used for 

furtherance of business
– Credit of SAD was not available to service provider –  Credit of compensation cess would be available to 

offset against compensation cess liability (if any) and 
the same is used for furtherance of business

Source: Deloitte-BAOA Report of 2018
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SRC Aviation has been an industry 
leader in Corporate and Private Aviation 
since 1976, providing a single window 
to handle the entire range of flight 
management requirements for business 
aviation. Neetu Dhulia of BizAvIndia, 
in conversation with Bobby Chadha, 
Chairman & Managing Director,  
SRC Aviation.

SRC Aviation, 
Setting 
Benchmark  
in Safety 
Standards 

BoBBy Chadha, CMd, SRC aviation
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SRC’s USP
   SRC Aviation has maintained international 

standard for excellence in safety management.
  SRC Aviation is the only Indian company to have 

the ISBAH 1, 2 and 3 certifications. 
   SRC Aviation is handling the top echelon of 

clients including the VVIP’s, Presidents, Prime 
Ministers, Heads of States, World families, 
Entrepreneurs and CEOs.

  SRC Aviation handles international private flyers 
and cargo flights flying into South-Central Asia.

Crucial Points
  Urgent requirement of favorable policies to 

encourage General Aviation and Business 
Aviation to come to India and to grow within the 
country. 

  Business Aviation is looked as luxury in this 
country, while in the West they are a necessity, a 
business tool. 

  Business aviation brings in millions of dollars in 
foreign exchange to the country.

ExclusivE
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BizAvIndia (BAI): SRC Aviation has been a global leader in busi-
ness aviation especially in the critical area of safety standards. 
Can you elaborate on this? 
Chadha: The international standard for excellence in safety man-
agement is the ISBAH (International Standard for Business Aircraft 
Handling) certification which is given to a company after an exten-
sive audit conducted under the aegis of the National Air Transporta-
tion Association (NATA). ISBAH is a voluntary, performance-based 
programme for ground handlers developed by the International 
Aviation Business Council (IBAC) based on industry best practices 
for ensuring quality and managing risk. 

SRC Aviation was the first company in the world to earn the 
ISBAH 1 certification in 2015, followed by ISBAH 2 in 2017. We are 
proud to have recently been awarded ISBAH 3 in 2019, making us the 
only company outside North America to earn this stringent certifica-
tion. As we speak, there are only two companies in the world to have 
the ISBAH 3 certification. It entailed that all our activities are in sync 
with the safety management system and are fully integrated in the 
Ground Handling service provider/agencies. Further, it speaks of a 
positive safety culture sustained throughout SRC Aviation.

 We are focused on the quality of our services, and while ISBAH 
audits are extremely challenging we were very confident that we 
would meet all their safety protocols – self-checks, emergency 
response systems, backups to cover exigencies, safety management. 
We had already developed internal safety and training manuals 
before the ISBAH audits because safety is deeply imbedded in how 
we train our staff and in all our operations. We believe that we have 
been the best in the world at this and the ISBAH certifications vali-
date our belief.

BAI: How do you ensure the highest levels of safety standards?
Chadha: It all starts at Aviation Conventions where we meet poten-
tial customers. There is this general worry about flying to India. 
Unfortunately, the foreign media presents a negative picture of the 
country. The West thinks that standards for ground handling in 
India are very poor. We have to work very hard to change that per-
ception and let the world know that not only are we capable of pro-
viding global services, that we are the best in the world. 

It helps that we have a large number of 
clients worldwide who are extremely com-
fortable and confident in using our services. 
They feel safe flying to unfamiliar airports 
in India because they know that they are in 
good hands with us. We provide them the 
best service, which meets or beats the level 
of service they would get anywhere else in 
the world. 

As a company we invest heavily in safety 
training. We believe that excellence in pro-
viding service is a byproduct of the training 
we provide our staff. We follow ICAO and 
IATA manuals for our in-house training and 
conduct regular audits to confirm that proper 
procedures and protocols are being followed. 
It takes good teamwork, diligent training 
of staff, stringent and regular audits to be a 
benchmark for safety standards. And that’s 
why we are the only Indian company to have 
the ISBAH 1, 2 and 3 certifications. 

I have been in the business for the last 43 years, and yet I learn 
every single day. One never stops learning. Experience of yesteryears 
makes one a better service provider for the future. We are very con-
sistent in the high level of service we provide and that commitment 
stays the same irrespective of the client. 

BAI: Please provide a background of SRC Aviation since its 
inception? 
Chadha: The Company started in 1976. Back in those days Busi-
ness Aviation was a young nascent industry even in North America. 
There were very few NSOPs and only a handful of private jets. US 
corporations with mining business in Indonesia would use India as 
a stopover point. They had to use the US Embassy to get the neces-
sary clearances and permits. I met the then American Ambassador 
to India and he suggested SRC assist with these permits and we were 
ready for business.

Over the years, Business Aviation became big in North Amer-
ica. The 1970s and 1980s saw the oil industry boom and executives 
from various multinational companies started using corporate jets 
to fly to India and other South-Central Asian countries for explora-
tion, and to sell their equipment. Later on, with the growth of the 
financial services industry, India became a frequent stop for corpo-
rate executives. 

In the last 20 years India has also caught the attention of the 
world as a manufacturing destination. Many large multinationals 
have started putting plants in India and their top brass now come 
frequently in their corporate jets. In the late 1990s and 2000s, Euro-
pean companies started emulating their American counterparts and 
executives started to fly in their corporate jets. Corporate Aviation 
has now become a necessity for the companies and has become a 
major business tool.

At one time SRC Aviation was the only company to do charters—
there were very few brokers back then. We were the first ones to have 
an Air Ambulance service in the country. In 2004 a team of doctors 
conducted mid-air operations in our air ambulance.

 It is our strict adherence to best practices which has helped us to 
grow year on year. Our revenues grew even during the global finan-
cial meltdown in 2008. 

BAI: What services does the company  
provide?
Chadha: We have been successfully provid-
ing Flight Management Services to Fortune 
500 companies, and handling the top echelon 
of clients including the VVIP’s, Presidents, 
Prime Ministers, Heads of States, World fam-
ilies, Entrepreneurs, CEOs and more.

SRC Aviation handles corporate flyers, 
international private flyers, non-scheduled 
passenger and cargo flights flying into South-
Central Asia. We provide the entire range 
of general aviation services starting with all 
the permits and clearances for landing, park-
ing, overflight, including at military airports. 
We handle VIP facilitation through customs 
and immigration, baggage handling, ground 
transportation, aircraft refueling, flight dis-
patching, catering, security, weather reports, 
aircraft charters, ground transportation, 

SRC iS the fiRSt 
Company in the woRld 

to be CeRtified by 
the inteRnational 

StandaRd foR buSineSS 
aiRCRaft handling and 
ReCently beComing the 
only Company outSide 
noRth ameRiCa to eaRn 

the Coveted iSbah 3 
CeRtifiCation
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hotel reservations. We tell our clients—please come to India and 
leave all your worries to us. We will handle everything. 

The company has more than four decades of experience in the 
aviation industry. We have a team of top-notch professionals from the 
industry who are dedicated to providing quality services to our clients. 
We handle every customer uniquely and have an in-depth under-
standing of their needs and habits which helps us in precision plan-
ning and coordination with various agencies. We can’t afford to have 
even a minute of delay with the high level of clientele that we serve, so 
there are procedures and backups to handle every situation.

We have several examples of companies that use an international 
trip provider for their global trip, and even if that trip provider has 
an office in India, the CEO of these companies insist on using SRC’s 
services for their visit to India. 

And what could be a better testimony of it than having a near 
hundred percent client retention rate, extremely loyal customers who 
return to us repeatedly? Till date, we have never lost a customer to the 
competition. In fact, our best advertisement comes from our customers 
and we have posted a small sample of these testimonials on our website. 

And all this has not happened by accident. It is four decades of 
hard work, a very strict Code of Conduct and Ethics which is signed 
by every employee of the company, and diligently following interna-
tional protocols for service excellence and safety management. 

BAI: What is your perception of the country’s overall aviation 
growth? 
Chadha: In the last 20 years, business aviation has caught the atten-
tion of Indian corporate houses. Overall air traffic has increased tre-
mendously in the last decade and airports are getting busier. While a 
major chunk of the space is still given to commercial aviation, which 
has grown exponentially, there is increased focus towards business 

aviation in the last 10 years. It brings in millions of dollars in foreign 
exchange and huge tax revenues. The government should give more 
attention to this sector, since it assists in boosting the economy and 
provides good well-paying jobs. 

BAI: It is perceived that owners of business aircraft have an 
edge over competitors that don’t use them. NBAA’s ‘No Plane No 
Gain’ initiative specifically points towards this factor. How do 
you view this?
Chadha: There is no doubt that business aviation has become an 
important Business Tool. We handle the top Fortune 500 companies 
and can share from experience that the territory a business leader 
can cover using a corporate jet will likely require 5-6 days of flying 
commercially. With their own planes our customers can cover 5-6 
airports in a day, which is impossible if they were flying on commer-
cial airlines. They can accomplish so much more in a much shorter 
amount of time, and since time is very valuable for these business 
leaders, they cannot afford to lose that time waiting in lines, delayed 
flights, cancelled flights and all the other time-consuming hassles 
that come with flying commercial. 

BAI: What are your suggestions to the Ministry of Civil Aviation 
and the DGCA to facilitate the growth and functional efficiency 
of business aviation and general aviation?
Chadha: General/Business Aviation is still not looked at with the right 
vision. We need the government to develop policies to encourage Gen-
eral Aviation to come to India or grow within the country. Whether it be 
taxes, regulations, lead times for permits or ease for business travelers. 
For example, in India, it takes seven working days to get a permission to 
land, which defeats the whole idea of a company owning a business jet 
which is to allow their executives to fly anywhere and anytime. Imag-PH
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ine how much easier it would be for global executives to fly into India 
to explore business opportunities if they didn’t have to wait seven days 
to get a simple landing permit. This is an important factor in ‘the ease 
of doing business.’ Recently, the ministry has reduced the number of 
days to 4 for most of the countries and that’s clearly a step in the right 
direction. But much more is required. India should aim to be the easiest 
country for global executives to fly into and conduct business. 

A city, like Pune, is a big hub for the automotive industry. But since 
it is a military airport it requires 3-4 weeks to get clearances. To fly to 
these places, a person has to start planning four weeks in ahead, giv-
ing his passport details and getting clearances. That level of advanced 
planning is not always possible when companies are managing global 
operations. If this executive were to fly commercial, he/she would not 
have to share their details for clearances in advance. Plus, the regula-
tors are very strict about the crew flying with the aircraft. Only one 
crew revision is allowed. So, a corporate wanting to fly into Pune would 
have to plan on engaging the crew for a much longer period of time to 
meet regulatory norms. All these burdensome regulations making it 
very difficult for corporate travelers. 

For domestic charters, taxes on MROs are high, royalties on the 
airports are exorbitant –up to 40 per cent. The big airports have 
a total monopoly on the fees they charge with Delhi and Mumbai 
airport being amongst the most expensive airports to land in the 
world. That is not encouraging corporate aviation at any level. 
Then there is the huge tax on aviation fuel, and not to forget that 
the MROs are very expensive. We don’t have facilities for parts 
and so if a part needs to be repaired, it has to be sent out or totally 
replaced making the operating expenses very high.

Business Aviation still gets the step-motherly treatment in this 
country. They are looked at as a luxury in this country, while in the west 
they are a necessity, a business tool. We want government to look kindly 
towards corporate aviation and rationalise the taxes considerably. The 

high taxes are nor helping anybody. We have two MROs for Business 
Aviation in the country and these units can’t grow because of high lev-
els of taxation which increase operating costs in a market which is very 
sensitive to the price. Parking of planes is a major challenge at many air-
ports and has become a major inconvenience. India should be looked at 
as a business friendly country because in the long run it helps with the 
growth of the economy and brings in higher tax revenue. Business avia-
tion brings in millions of dollars in foreign exchange to the country, and 
huge tax revenues to the government exchequer, and provides employ-
ment and business to a host of ancillary industries. With the overly reg-
ulated environment, we are killing the goose that lays the golden egg. 

BAI: What factors do business owners consider before buying of 
an aircraft?
Chadha: The decision depends entirely on the envisaged usage. Is it 
for use by their executives or for the purposes of chartering to others? 
The company also needs to identify the purpose, the geographical area 
to be covered, and airport infrastructure like runways etc. For smaller 
distances turboprops are preferable. So, for example, if an executive 
has to go to Pant Nagar for business—a distance of about 150 km—the 
driving time is seven hours plus. There is no ways one can do business 
and come back the same day. But with the turboprop it is a two-hour 
trip. It just makes the executive so much more productive. 

If the purpose is charter service, one looks at the needs of the 
prospective customer/s. The range the plane would need to fly would 
be diverse. A long-range aircraft may suit one client, and a light jet 
more suitable for another. One needs to see also where the business 
is located, and what kind of runway that town has? Price too is an 
important consideration – India is a very cost-sensitive market. 

BAI: What have been the major milestones of SRC Aviation?
Chadha: SRC Aviation has had consistent growth over the last four 
decades. We maintain a low profile and believe that action speaks 
louder than words. We concentrate more on doing the right things 
rather than talking about them.

We have a trained and dedicated team with an average age of 
around 29 years. We hire smart people and invest a lot in training 
our employees. These training sessions can last more than twelve 
months. Everything we do is geared to offer a benchmark in quality.

We have a near 100 per cent retention of customers, and an 
extremely loyal clientele that demands and receives the best service. 
In 2008, when the world was facing an aviation meltdown we grew 
in our business. 

SRC enjoys a dominant market share in India. Our major clients 
include the top Fortune 500 companies who fly into India for busi-
ness. We have hundreds of testimonials from these satisfied clients 
vouch for our quality service. We have a great knack for problem-
solving and with our four-decade experience in the business we can 
often anticipate problems before they occur. 

We have recently been involved in delivering the Chinook heli-
copters for the Indian Air Force. We provided all the support opera-
tions. The Chinook team was very impressed with our service and 
has written a great testimonial for our service. We have been assist-
ing Boeing for all the ground support services. We also handled the 
first Jet to land at Mysore airport. 

At SRC Aviation, customer satisfaction is paramount and we 
strive hard to provide a wide range of corporate aviation clients 
worldwide with the highest level of service and hassle free-flying 
into all airports in India and four other countries. BAIPH
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 embraer 50 years

A persistent dream, challenging 
circumstances led to a journey of 
wonder… 

  By Claudio Camelier,  
vice president of sales 
for asia-pacific and the 
Middle east, eMBraer

A Journey of Wonder 
Embraer at 50 
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r It all started with a modest but persistent dream: to 
produce aircraft in Brazil, a country of one of the most creative 
aviation pioneers – Alberto Santos Dumont. For this dream to 
come true, ironically, it was necessary to face an overwhelming 
lack of resources and the skepticism both inside and outside of 

the country. 
Under these adverse circumstances, Embraer was born. The lack 

of resources taught its founding team and all that followed after to 
value what is essential. With the huge challenges, we learned to turn 
barriers into opportunities. Today, on average, every 10 seconds an 

Embraer aircraft takes off somewhere in the world.
During the last five decades, Embraer has facilitated human 

transportation and developed solutions to improve the protection of 
nations worldwide.

It first started with the Bandeirante – a twin turboprop aircraft 
designed for defense, and more commonly, commercial aviation 
purposes. Produced in the 1970s, the Bandeirante gained a reputa-
tion for being a pioneer of global regional aviation: flying in Europe, 
South America and Australia. It was prepared to operate in the most 
adverse conditions, facing temperatures between -30° C and +40° 

EmbraEr’s PraEtor 500 EmbodiEs thoughtful attEntion to dEtail and suPErior craftsmanshiP arE EvidEnt throughout thE ElEgantly 
concEivEd 6-foot-tall flat-floor cabin; (insEt) PraEtor 500 in flight.
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C. Living up to its legacy, the Bandeirante continues to be operated 
across islands in the Pacific. 

Disrupting the Business Aviation arena with clean-sheet, state of 
the art aircraft steeped in reliability.

The journey of wonder brought Embraer into the business avia-
tion domain. 

Taking its DNA of innovation, technology and reliability, 
Embraer entered the business aviation arena in 2001. Incorporat-
ing the years of know-how in designing and building aircraft, it has 
a clear aim: to listen to the market and re-define business aviation. 

In a short span of 10 years, Embraer’s executive jet unit had 
launched seven types of business jets: from the entry-level Phenom 
100EV to the ultra-large Lineage 1000E. Last year it announced 
two new disruptive jets in the midsize and super-midsize seg-
ments, the Praetor 500 and Praetor 600. Embraer’s innovative air-
craft are products of its culture of improvement, attention to the 
finest details, and willingness to push the boundaries of aeronauti-
cal engineering. Finding inspiration in the greatest of challenges, 
Embraer’s presence in the business aviation industry has raised the 
bar, entirely redefining the kind of quality, luxury and performance 
business jets could deliver. 

If we may say so ourselves, there are no other jets in the world 
as remarkable as Embraer business jets. If you’ve flown in one, you 
know they simply feel like something special. Even before take-off, 
you will notice that its ramp presence – how its sleek design stands 
out from other business aircraft - is second to none. 

There are close to 20 Embraer business jets operating in India 
and are supported 24/7 by its services and support network. 

The new Praetor 500: the world’s most disruptive and techno-
logically advanced midsize business jet

In August 2019, Embraer’s new Praetor 500 midsize busi-
ness jet was granted its Type Certificate by Brazil’s Civil Aviation 
Authority (ANAC—Agência Nacional de Aviação Civil), having been 
announced in October 2018 at NBAA-BACE. The Type Certificate 
was awarded during a ceremony at LABACE (Latin American Busi-
ness Aviation Conference and Exhibition).

The Praetor 500 surpassed its certification goals achieving an 
intercontinental range of 3,340 nautical miles (6,186 km—NBAA 
IFR Reserves with four passengers), a high-speed cruise of 466 
KTAS, a full-fuel payload of 1,600 lb (726 kg), a takeoff distance of 
only 4,222 ft (1,287 m) and an unfactored landing distance of 2,086 
ft (636 m). For a 1,000-nautical-mile mission, the takeoff distance is 
a mere 2,842 ft (867 m). 

The Praetor 500 outperforms its class, becoming the best mid-
size jet ever developed and the only jet in its class with Ka-band 
internet connectivity. With the best cabin altitude, the Praetor 
500 is the only midsize jet with full fly-by-wire, which comple-
ments the superior cabin experience of the Embraer DNA interior 
design with turbulence reduction for the smoothest and most effi-
cient flight possible.

The PraeTor 600: suPer-midsize business jeT
“The Praetor 600 unleashes the full potential of its platform through 
industry-leading design, engineering and technology that was yet 
unseen in the medium cabin class,” said Daniel Moczydlower, Execu-
tive Vice President, Embraer Engineering and Technology. “With 
Embraer’s fourth-generation fly-by-wire technology and more than 
25 patented innovations in the interior design and architecture, the 
Praetor 600 will ensure an industry-exclusive customer experience 
and raise their expectations of business jets.”

The Praetor 600 is an aircraft of many firsts, including the first 
super-midsize jet with full fly-by-wire technology, which, as with the 
Praetor 500, powers turbulence reduction that not only makes every 
flight the smoothest but also the most efficient possible. 

The Praetor 600 is now the farthest-flying super-midsize jet, 
able to make nonstop flights between Dubai and London, Paris and 
New York, São Paulo and Miami. With four passengers and NBAA 
IFR Reserves, the Praetor 600 has an intercontinental range of 4,018 
nautical miles (7,441 km), with the highest payload capacity in its 
class, and at Mach 0.80, its range is 3,719 nm (6,887 km).

Looking at Embraer’s newest business aircraft: the Praetor 500 
and the Praetor 600, it is evident why Embraer’s fast-growing global 
fleet of more than 1,300 executive jets operates in over 70 countries 
worldwide, backed by the world’s No. 1-ranked product support team 
and more than 70 owned and authorized service centers.

new horizons 
To keep the success achieved so far and expand it, it is crucial to 
think ahead. That’s why Embraer’s operations go beyond aviation, 
including advanced studies and development of vehicles designed to 
revolutionise urban mobility. 

The future will lead Embraer into extraordinary challenges, 
but its people are dedicated to develop new technologies that will 
help overcome these barriers. Whether in the sky, on land, at sea, or 
in the cities, Embraer is ready to propose disruptive solutions and 
build what’s next. With Embraer, the future is closer than you ever 
imagined. BAI

down the memory lane: EmbraEr Emb 110 bandEirantE  
Production linE
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 VIEWPOINT Regulations

Inducting adequate pilots often becomes 
a big challenge for a helicopter operator 
who has to deal with the more pertinent 
challenges of frugal pricing and low 
operating margins

  By Per Smedegaard, CEO, INDOCOPTER

Cross Utilisation 
of Pilots in India 
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DGCA, the IndIAn AvIAtIon regulator, has imposed 
some very stringent and somewhat unnecessary restric-
tions for utilising pilots of other companies.This greatly 
affects the small aircraft operators viz. who operate heli-
copters, light turboprops and light jet aeroplanes. The 

average combined fleet size for such operators ranges between 1-3 
aircraft (which may include both helicopters and aeroplanes).

Therefore, inducting an adequate compliment of pilots often 
becomes a big challenge, especially for a helicopter operator who has 
to deal with the more pertinent challenges of frugal pricing and low 
operating margins.

DGCA stipulates that an operator may hire/utilise the pilot of 
another company only if its own pilot is on statutory or medical 
leave; or has to undergo training; or has left the organisation without 
adequate notice. To add to this, there are limitations for duty time 
and flight time for pilots (to reduce fatigue and enhance flight safety). 
In simpler terms, it means that an operator cannot utilise him/her 
continuously beyond a certain number of days. If you consider the 
above scenario, particularly in case of helicopter operators, a pilot is 
effectively available for only about a little more than six months in 
a year; and, if the flying operations are intense (e.g. passenger ferry 
services at Shri Kedarnath Ji, Mata Vaishno Devi Ji, etc.), the pilot 
may exhaust his statutory limits within 16 days.

To conclude, these restrictions (let me reiterate that the limita-
tions imposed for duty/flight time to reduce fatigue are necessary) 
greatly burden an operator, both financially and in terms of opera-
tional readiness. Most helicopter operators lose out on valuable busi-
ness opportunity, which only makes their predicament even worse.

For an industry marred with unstable pricing (rather under-
pricing), negligible growth and a grim future, any waivers from the 

regulator (DGCA) to allow operators to off-set costs by cross-utilising 
resources, albeit limited to using each other’s pilots for the time-
being, would be very encouraging indeed. BAI
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 INTERVIEW ACASS

BizAvIndia (BAI): This year, ACASS will mark its 25th year in 
business. What is the significance of this milestone for you per-
sonally and for ACASS as a company?
Andre Khury (AK): Honestly, the number 25 doesn’t really have 
any particular significance to me. In so many ways, I feel like ACASS 
is just getting warmed up, so it’s not like I see it as a culmination or a 
conclusion of any kind.

But as an excuse to reflect on where we have been over the years 
and where we are now, I suppose I can appreciate it. It does make me 
proud to consider how long I have been able to run a commercially 
successful company that provides top tier service while maintaining 
a culture that cares for its people and its values before profit.

For ACASS as a company, the milestone validates the enduring 
value of what we have to offer our clients and the business aviation 
industry. That has given the organization confidence and helped fuel 
our continued growth all over the world and the expansion and evo-
lution of our services. 

BAI: What have been some of the challenges and tribulations 
ACASS has faced along the way?
AK: I think a business as multi-faceted as ACASS faces challenges 
distinct from those of more singularly specialized operations. 
Because we have multiple service offerings and offer them in many 
cultures, yet want each of them to be the best in its class, it can be 
challenging to give each one the attention and focus it needs. On the 
other hand, we have to be mindful not to devote so much attention to 
any one service that we lose sight of the forest for the trees.

But overcoming and learning from routine challenges is at the 
heart of sustaining any business for 25 years, and counting. We had 
to learn the hard way a few times with collections; we still struggle to 
make the market aware of everything we do; we constantly have to 
work extra hard to get the market’s attention at trade shows and in 
publications in the shadows of huge corporations with much deeper 
pocket than ours; the list could go on forever really.

BAI: Twenty-five years is a long time for a company to survive in 
any industry. What challenges does the business aviation indus-
try in particular pose to achieving this longevity?
AK: Mistakes in our industry can be very expensive, and if you want 
to maintain a high level of integrity you have to be willing to make a 
lot of sacrifices and pass up a lot of opportunities. Collections, weath-
ering wildly fluctuating market conditions, finding and retaining 
team members with the right experience and character are all par-
ticularly challenging in business aviation.

BAI: Knowing what you know now, what advice would you give to 
the Andre Khury who was just starting out in business aviation?

AK: I would tell him to slow down, make decisions with the long-
term in mind, and never, ever waiver from his core values. It’s 
really hard to have that kind of perspective when you are growing 
a business and so much of what you face every day is uncharted 
territory. But in the end, there are few situations to which those 
three rules don’t apply.

BAI: What was the motivation for your expansion into India in 
2017?
AK: Well, ACASS has actually been serving the Indian business avia-
tion community for well over a decade. We formed ACASS India with 
Mumbai-based Invision Air to increase the accessibility and depth of 
our support offerings in India, leveraging Invision Air’s in-country 
presence, experience, reputation, and capabilities. It has worked out 
extremely well and we look forward to greater things to come as the 
Indian government continues to take the necessary steps to open up 
and facilitate the business aviation market in India. 

 BAI: Your slogan is Own Your Journey®; how has ACASS owned 
its journey over the course of the last 25 years?
AK: I’m glad you asked that because that slogan really is as much 
about how we do business as it is what we do for our clients.

When we started out, it was difficult to get attention or gain trust 
in mature markets; some of the established players had been around 
for decades. So instead of trying to hack our way through the compet-
itive jungle in those mature markets, we blazed our own trail through 
business aviation’s emerging markets, like India, Russia and Nigeria.

In many ways, it was the best decision we ever made because it 
led us to operate and grow in some of the most challenging condi-
tions in business aviation. Today, we are able to use our years of expe-
rience in those markets to not only continue owning our journey but 
to support our clients, partners, and industry friends in ways that 
few others are equipped to do.

That’s just one example but the thinking that drove it is the think-
ing that drives most of what we do. It’s so tempting and so much less 
risky to do things the way everyone else is doing them, but if you do, 
you are essentially ceding your journey to someone else. That’s not 
ACASS and that is not what our clients expect from us.

ABOUT ACASS
ACASS is a worldwide provider of highly customized support ser-
vices for business aviation. For 25 years, ACASS has been empow-
ering leaders and visionaries to own their journeys with world-class 
expertise and best-in-class services, including sales & acquisition, 
flight crew staffing, aircraft management, and entry into service. 
ACASS is headquartered in Canada and maintains regional presence 
in Africa, Asia, Europe, India, and the Middle-East. BAI

This year, Canada-based business aviation support company ACASS 
celebrates its 25-year anniversary. The company launched ACASS India in 
2017. We sat down with ACASS CEO Andre Khury to find out what it takes to 
reach this milestone in the highly competitive business aviation industry.

ACASS Celebrates 25 Years of Business Aviation Success
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 show report PAS 2019

From newer business jets to latest turbo 
technologies and a sneak peek into the 
coming-of-age flying, the International 
Paris Air Show marked some significant 
business aviation episodes.

  By Ayushee chAudhAry

BizAv Tales from the 
Oldest Air Show’s 53rd Edition 
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ce Staying true to its slogan, ‘where the aerospace lead-

ers get down to business’, the largest and the oldest inter-
national Paris Air Show was the focal point for some of 
the major global aviation business happenings from June 
17 to June 19, 2019. Business aviation had a fair presence 

throughout the show, paving way for an exciting future ahead of the 
industry. With a lot simultaneously happening, some major develop-
ments that business aviation players witnessed at the biennial show’s 
53rd edition were: 

GULFSTREAM
The American aircraft company Gulfstream Aerospace Corpora-
tion’s Gulfstream G600 made its first appearance at the air show. 
Provided with the new symmetry flight deck, G600 is the latest 
addition in Gulfstream’s business jets. Also on static display were 
Gulfstream’s recognised business jets Gulfstream G280, Gulfstream 
G550 and Gulfstream G650ER.

During the Paris Air Show (PAS), Gulfstream also announced 

receiving the US Federal Aviation Administration (FAA)-certifica-
tion for rollout and touchdown using an Enhanced Flight Vision Sys-
tem (EFVS) for many more of its aircraft including its flagship Gulf-
stream G650ER as well as the Gulfstream G650, Gulfstream G550 
and Gulfstream G450. This allows increasing operational safety for 
nearly 1500 in-service Gulfstream aircraft.

DASSAULT FALCON
Dassault Aviation had its Falcon 8X flagship, the Falcon 2000S and 
the cabin mockup of the brand new Falcon 6x on exhibition at the 
53rd International PAS. Falcon 8X was promoted as having the quiet-
est cabin in business aviation. Falcon 8X was also seen parading over 
the Paris skies during the flying display hours along with the Falcon 
900LX that captivated the crowd.

EMBRAER
Brazilian aerospace multinational, Embraer is celebrating 50 years 
of its coming into existence this year and the company well utilised 

(Left) During the Paris air show, DassauLt faLcon 8X (which took over the skies at Le Bourget) was PromoteD as having the quietest caBin in 
Business aviation; (right) the guLfstream g600, that comes with the new symmetry fLight Deck, maDe its DeBut at the air show  

anD is the Latest aDDition in guLfstream’s Business jets.
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show report PAS 2019

PAS as a platform to let the celebrations begin. From its business jets 
fleet, Embraer put up its state of the art, technologically advanced, 
super midsize business jet, Praetor 600. The latest aircraft also per-
formed a demonstration flight during the air show.

BOMBARDIER
Another significant debut during PAS 2019 was marked by the 
Global 7500, from Bombardier, one of the established multinational 
aircraft manufacturer. 

Near completion of a divestment deal was also announced by the 
company during the show for Mitsubishi to acquire its CRJ regional 
jet programme. Last year, Bombardier had sold its business jets 
C-Series programme to Airbus and had finished the sale of its Dash 8 
turboprop line to Longview Aviation Capital early this year.

PRATT & WHITNEY
From Embraer to Gulfstream to Dassault and many others, Pratt 
& Whitney’s presence was not limited to itself, rather extended to 
many of the big names whose aircraft had Pratt & Whitney’s engines 
installed and were on display.

The debuting Gulfstream G600 comprised of a pair of Pratt 
& Whitney PW815GA engines that give 15,680 pounds of take-off 
thrust each, for a take-off distance of 5,900 feet and 51,000 feet of 
maximum cruising altitude.

Powered by PW307D, Dassault’s Falcon 8X also took over the 
skies at PAS.

The American aerospace manufacturer with global service 
operations, Pratt & Whitney, also exhibited the inside technologies 
of their business aviation programmes as well through their PW800 
engines. The PW800 engine powers the next generation of business 
aircraft and is thoughtfully designed with people, performance and 
customer service at heart, backed by one of the most extensive ser-
vice programmes ever offered. 

DAHER
French aircraft and service maker, Daher brought its latest TBM 940 
turbo aircraft at PAS 2019, allowing visitors to gain a first-hand expe-
rience of the aircraft that had just received its EASA (European Avia-
tion Safety Agency) certification. The very fast turboprop aircraft, 
with its automated throttle and enhanced flight data analysis and 

sharing is certainly one to watch out for.
The acquisition of Quest Aircraft Company, Kodiak 100’s manu-

facturer was also announced by Daher. This major possession will 
place Daher to be the seventh largest aircraft manufacturer in the 
world in business aviation. The latest addition in Daher’s range of 
aircraft, Kodiak 100, was also on display at PAS. Kodiak 100 which 
is certified in 67 countries has been successfully used as an air-taxi, 
by leisure operators, for business deals, as well as humanitarian pur-
poses. 

Daher also announced the collaborative partnership with Airbus 
and Safran for the development and design of the hybrid aircraft, 
EcoPulse. A small model of the distributed hybrid propulsion system 
was on display as well. The maiden test flight is scheduled for 2022.

LEONARDO
Italian multinational company, Leonardo that specialises in aero-
space, defence, and security announced the signing of a contract, for 
two AW139 intermediate twin engine helicopters, with Germany’s 
Wiking Helikopter. 

Signing of a Letter of Intent (LoI) for the purchase of an AW139 
Level D FFS for the AW139 intermediate twin engine helicopter 
between Leonardo and Suzuyo of Japan also saw the light of the day.

AW169 has established itself successfully in Northern Europe 
for emergency medical service, VIP/Corporate transport, wind-farm 
support, and law enforcement. These contracts will further expand 
the reach.

ELECTRIFYING AVIATION
Acknowledging the rising environmental concerns that the aviation 
emission could possibly cause, the aviation industry is taking sig-
nificant steps like the eventual shift towards sustainable alternative 
fuels and alternate electrical aircraft. Many of these concepts and 
prototypes like EcoPulse mentioned earlier graced PAS 2019.

alice: Gathering the maximum attention among electric air-
craft was the prototype of Israeli startup Eviation Aircraft’s all-elec-
tric airplane christened as Alice. Expected to be ready by 2021, the 
debuting vehicle that can fly nine passengers up to 650 miles on a 
single charge, announced a deal at the air show with US regional air-
line Cape Air to launch commercial flights. 

Vahana: An all-electric vehicle demonstrator, Airbus’ Vahana is 
the prototype, which was on display at PAS. A single-seat, tilt-wing 
vehicle demonstrator that focuses on advancing self-piloted, electric 
vertical take-off and landing (eVTOL) flight.

Project 804: A hybrid-electric project dubbed as Project 804 
was also unveiled by United Technologies (UTX). Built on a mid-
sized regional turboprop, the plane innovates with batteries and a 
two-megawatt hybrid-electric propulsion system and is aimed for a 
2022 launch. 

e-Fan X: The purchase of the electric and hybrid-electric aero-
space propulsion business of Germany’s Siemens eAircraft was 
announced by the UK engineering company Rolls-Royce at the air 
show. In collaboration with Airbus, a hybrid-electric propulsion sys-
tem entitled E-Fan X, big enough to power a large jet plane is planned.

Flying taxi: Another futuristic aircraft prototype on display 
was Boeing’s Passenger Air Vehicle (PAV), an eVTOL air taxi. PAV 
is asserted to be able to autonomously transport passengers, plan 
routes, respond to contingencies and detect and avoid unexpected 
obstacles. Aurora Flight Sciences is developing both two and four-
passenger variants with cargo options. BAI

israeLi startuP eviation aircraft’s aLL-eLectric airPLane aLice 
PrototyPe on DisPLay at Pas 2019
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Embraer recently announced that the company’s new Praetor 
500 midsize business jet was granted its Type Certificate by 
Brazil’s Civil Aviation Authority (ANAC—Agência Nacional 

de Aviação Civil), having been announced in October 2018 at 
NBAA-BACE. The Type Certificate was awarded during a cere-
mony at LABACE (Latin American Business Aviation Conference 
and Exhibition).

The Praetor 500 surpassed its 
certification goals achieving an 
intercontinental range of 3,340 
nautical miles (6,186 km—NBAA 
IFR Reserves with four passengers), 
a high-speed cruise of 466 KTAS, a 
full-fuel payload of 1,600 lb (726 
kg), a takeoff distance of only 4,222 
ft (1,287 m) and an unfactored land-
ing distance of 2,086 ft (636 m). For 
a 1,000-nautical-mile mission, the 
takeoff distance is a mere 2,842 ft 
(867 m). 

The Praetor 500 outperforms 
its class, becoming the best midsize 
jet ever developed and the only jet 

in its class with Ka-band internet connectivity. With the best cabin 
altitude, the Praetor 500 is the only midsize jet with full fly-by-wire, 
which complements the superior cabin experience of the Embraer 
DNA interior design with turbulence reduction for the smoothest 
and most efficient flight possible. 

“The certification of the Praetor 500 is a welcome achieve-
ment for the celebration of our golden jubilee. This revolutionary 

aircraft is a testament to the com-
mitment of our teams to excellence 
and a foretaste of the pioneering 
that Embraer will accomplish 
throughout the next 50 years,” said 
Michael Amalfitano, President 
& CEO, Embraer Executive Jets. 
“With the highest performance, 
technology and comfort in its 
class, the Praetor 500 becomes 
the best midsize business jet ever 
made, raising the customer expe-
rience standards of its class. We 
are thrilled to announce that we 
already have orders for the Praetor 
500, including in Brazil.” BAI

Brazilian Certification for Praetor 500, Which Outperformed 
on Certification to Become the Best Midsize Jet

Gulfstream Aerospace Corp. on September 13 marked the 
opening of its new maintenance, repair and overhaul (MRO) 
facility at company headquarters in Savannah with a ribbon-

cutting ceremony. The Gulfstream East Campus, opened to accom-
modate fleet growth, has been operational since Sepember 11.

The 202,000-sq ft building located on the east side of Savan-
nah/Hilton Head International Airport was built with an invest-
ment of more than $55 million and gives Gulfstream more than 1 
million sq ft of dedicated MRO hangar, office and back shop space 
in Savannah. The expansion, announced in April 2018, is expected 
to result in approximately 200 Customer Support-related jobs over 
several years, some of which will be filled by graduates of Savannah 
Technical College’s Aviation Technology Division.

“This is a great day for our customers as well as Savannah, 
Chatham County and Gulfstream,” said Mark Burns, President, 
Gulfstream. “We are very excited about this expansion, which fol-
lows the recent entry into service of our two all-new aircraft, the 
Gulfstream G500™ and Gulfstream G600™. To help ensure those 
aircraft and the rest of our growing fleet continue to have the best 
service and support in the industry, we built and staffed this fabu-
lous facility.”

“We are grateful to many for their critical support in this proj-

ect, including our parent company, General Dynamics; Savannah 
Technical College; the Georgia Department of Economic Develop-
ment; the Savannah Economic Development Authority; the Savan-
nah Airport Commission; and the city of Savannah.” BAI

Gulfstream Opens Gulfstream East Campus at  
Company Headquarters
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Textron Aviation Inc., a Textron Inc. company, in September cel-
ebrates 50 years since the inaugural flight of the first Citation 
jet, the Cessna Citation 500. Today, the Citation family repre-

sents the most-popular line of business jets with more than 7,500 
aircraft delivered worldwide amassing more than 35 million flight 
hours. These impressive machines are renowned for their ability to 
combine reliability, efficiency and comfort with advanced technol-
ogy and class-leading performance.

“From that first Citation flight 50 years ago and through every 
Citation model produced since, our business jet programs are deeply 
rooted in the combined efforts of our employees, our suppliers and 
our customers,” said Ron Draper, president and CEO of Textron 
Aviation. “Today’s range of Citations – from the entry level Citation 
M2 up through the Citation Longitude – incorporates our unwaver-
ing commitment to value-added innovation, design and production 
excellence and unrivaled customer support.” BAI

Textron Aviation’s iconic Citation family marks 50 years of 
business jet innovation

The Dassault Falcon Jet (DFJ) Board of Directors has appointed 
Thierry Betbeze, CEO of the wholly owned Dassault Aviation 
subsidiary, which is responsible for Falcon business aircraft 

marketing, sales and support in the Americas.
He had been serving as Senior Vice President of Finance at DFJ 

since 2016.
Betbeze replaces Jean Rosanvallon, who is stepping-down after 

leading DFJ for 23 years. Rosanvallon, a 44 -year Dassault veteran, 
will serve as Special Senior Advisor to Dassault Aviation Chairman 
& CEO Eric Trappier during a transition period.

“Thierry’s appointment is the latest in a number of recent 
changes intended to reinforce our worldwide sales, marketing and 
customer support effort,” said Trappier. “His extensive experience 
in international finance, along with the recent appointments of 
Carlos Brana, Executive Vice President Civil Aircraft and head 
of Worldwide Falcon sales and marketing, and Jean Kayanakis, 
Senior Vice President, Worldwide Falcon Customer Service & Ser-
vice Center Network, will ensure the enduring success of the Fal-
con brand in today’s demanding business aviation environment.”

Betbeze began his career at Dassault Aviation in 1984 as a cost 
accountant and switched to export financing with a wide range of 
responsibilities including treasury and currency hedging, before 
being promoted to Senior Vice President Finance in 2004.

He holds a Master’s Degree in Finance from France’s Ecole 
Supérieur de Commerce et de Management (ESCEM).

Rosanvallon joined Dassault Aviation in 1975 and four years 
later moved over to DFJ, based in Teterboro, New Jersey, as Assis-
tant to the President. After an 11-year interlude in France serving in 
several executive capacities within Dassault Aviation, he returned 
to Teterboro as Senior VP Sales and Marketing with responsibility 
for consolidating worldwide Falcon commercial activities. He took 
charge of the affiliate in 1996.

“John Rosanvallon has built a record of success for the Falcon 
Jet business and our industry,” said Trappier. ”We are pleased we 
can continue tapping into the wealth of business jet market experi-
ence he has accumulated to help improve and expand the Falcon 
line in the future.” BAI

Thierry Betbeze Named CEO Dassault Falcon Jet 
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FOLLOW
ALL OTHERS

The Gulfstream G650ERTM recently achieved the fastest 

longest-range business jet flight in history—flying from 

Singapore to Tucson, Arizona, 44 minutes quicker than the 

previous record. With an industry-leading 90-plus world 

speed records for the Gulfstream G650TM and G650ER, you 

simply can’t go farther faster. 

The BesT Never resT
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