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It has been another wonderful year for BizAv Media and we really do have a 
Winter Special for you in this one. We are honoured to feature Mr. Sheldon 
G. Adelson on the Front Cover. As Forbes recently mentioned in its own 
cover story on Mr. Adelson, he really is a Power Player.

While it is still possible that 2018 could turn out to be another of those 
“almost” lifts to the economy, what is certainly true is that many companies 
in business aviation, will close the books on a record year, or at the very 

least, on a very good year. 

Reaching back to the corporate jet investor conference in January this year, it was 
already clear that a new spirit of optimism was making itself felt across the industry. 
Since then, aircraft movements have been up, aircraft sales are up and leading brokers 
are telling their clients that now is the time to buy if they don’t want to end up chasing 
rising prices on a diminishing number of pre-owned aircraft. 

In December 2017, many in the industry would have bitten your hand off if you’d 
offered them this as the closing scenario for 2018. Moreover, there are clear signs that 
companies across business aviation are showing more willingness to invest to grow 
their businesses. 

There is no clearer example of this than can be seen in our cover story which has 
Mr Adelson talking about the rationale for launching his new completions house, 
Citadel Completions. 

With some 50 successful businesses already in his portfolio, Mr. Adelson’s decision 
to invest in a completely new start-up venture in this sector, and to do so on a grand 
scale, is tantamount to a great vote of confidence in the future of business aviation in 
general, and in the wide body, long haul jet market in particular. BAM wishes him, 
Managing Director, Joe Bonita and the whole Citadel team, every success in their 
new venture. 

Just as we were closing the books on this issue the news broke that President 
Donald Trump had reached an interim accord, a “truce”, as it were, with his Chinese 
counterpart, and that the threatened US$200 billion of additional tariffs would be 
suspended. This is great news that will surely give the markets a lift, particularly if it 
turns out that the tariffs fade away entirely. 

Whatever happens, the last 10 years have proved that this is both a resilient and 
resourceful sector! And if we can get a favourable tail wind for a change, oh my….

So, here’s wishing everyone a very prosperous New Year, and, once again, we’d like 
to say a hearty “thank you!” for all the support we have had through the year. Have 
a great MEBAA!

ANTHONY HARRINGTON
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Handling Supervision - Anywhere in Scandinavia!

Sundt Air Executive Handling will supervise and support any fl ights you have within Scandinavia. Our NATA Professional Line Service 

and Management teams are the most experienced and can assist in making every flight seamless from arrival to departure.

www.executivehandling.com

Sundt Air Executive Handling & FBO was established in Norway in 2004 with one mission: 

To bring experienced, high quality Service to Norway. Our passion for excellence is what inspires us and continues to drive us 

each day. We pride ourselves on our excellent customer service and have developed long-standing relationships with our clients 

as a result. In addition to all of the services we provide at our full service FBO, our team are all NATA Safety 1st Professional Line 

Service Specialists.  We are also very proud to be an IS-BAH registered company. We invite you to come see for yourself what 

makes our Professional service different from the rest!

 

Zero Accidents or Incidents!

Frequency 134,175 Mhz, Oslo, Norway - ENGM Gardermoen Airport 

Tlf + 47 64 82 02 00 | handling@sundtair.com

Frequency 134,175 Mhz, Stavanger, Norway - ENZV Sola Airport

Tlf + 47 40 04 10 10 | svg.handling@sundtair.com

Safely serving you since 2004!
IS-BAH Registered Company 

NATA Safety 1st Certified Professional Line Service Specialists 

Stavanger
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www.euroav.com
EUROPEAN AVIATION LTD, BROMYARD ROAD, LEDBURY, HEREFORDSHIRE, HR8 1LG, ENGLAND 

TREVOR WHETTER:  EMAIL: TREVORW@EUROAV.COM  |  TEL: +44(0) 1531 633000

EUROPEAN AVIATION GROUP are pleased 

to present this 2009 AIRBUS A340-642 to the 

market. Highlights include:

• Eight Fully Flat First Class Suites, 32 Fully Flat 

Business Class Seats, 276 Economy Seats

• Range 7700 NM

• High specification including fully interactive 

I4000+Inflight Entertainment system and 

Panasonic GCS WIFI Connectivity

• VIP Executive Version available with a range 

of 9000NM, featuring 12 First Class Suites and 

100 Full Flat Business Class Seats

•  Painted all white – logos can be added

• Fully airworthy, parked in Bournemouth, UK

• One premium airline operator since new with 

impeccable maintenance records

• Several others available of the same 

specification

AIRFRAME

40,275 hours Total Time,

5,257 Cycles

ENGINES

Rolls-Royce Trent 556A2-61

Engine 1: s/n 71486, 44,243 hours, 

5,421 cycles

Engine 2: s/n 71590, 35,777 hours, 

4,578 cycles

Engine 3: s/n 71550, 38,070 hours, 

4,802 cyclces

Engine 4: s/n 71589, 37,532 hours, 

4,942 cycles

APU

Garrett GTCP331-600A, s/n P1098, 

15,592 hours, 10,310 cycles

MAINTENANCE 

PROGRAMME

European Skybus Ltd

INSPECTION STATUS

1A check due at 40,346 hours

2A check due at 40,672 hours 

4A check due at 40,730 hours 

C check due at 46,361 hours

36 Month Check due 16/10/19 

2C Check due 11/12/21 

4C Check due 1/12/20 

8C Check due 17/8/21 

landing gear overhaul due 23/7/19

INTERIOR

10 x Lavatories, 8 x Galleys

PRICE: Call!

2009 AIRBUS A340-642
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The sky 
is the limit

Sheldon G. Adelson, President of Citadel Completions, and Citadel Completions’ 
Managing Director Joe Bonita, talk to Anthony Harrington about their aspirations for 

business aviation’s newest VVIP completions center

AH: Mr. Adelson, what was the inspiration for you deciding 
to invest in a new VVIP completions company?

SGA: Perhaps the first point to make is that I have considerable 
experience as a customer at a range of completions facilities 
around the world. We own a substantial fleet of private VVIP 
narrow and wide-body aircraft, as well as traditional business 

jets. Some of these are company aircraft and some of them are 
my family’s, and we have had many of them in the hands of 

various completions centers over the years. 

So, based on this experience of being a customer of 
these completions centers, my aviation team and I came 

to the conclusion that there was a clear opening in 
the market for a company that could do the job 

better, faster and to a higher standard. 

As an entrepreneur, that is the approach 
I take when I enter any business, which 
at this point in my career is more than 
50 different businesses. The first thing 
I do is to look at what is being done 
and see if there is an opportunity to 
do things differently.  I’ve found great 
success in my career by continually 
challenging and changing the status 
quo – regardless of the business or the 
industry. 

D r. Miriam Adelson and her husband, 
Mr. Sheldon G. Adelson, President of 
Citadel Completions 
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When it came to Citadel, we had a considerable level of confidence 
that by putting a stellar leadership team in place, hiring the best 
technicians and craftsmen, and investing in a great location equipped 
with the most modern facilities, we could deliver an outstanding 
VVIP completion in significantly less time without sacrificing quality. 

AH: Setting up a brand new completions house from scratch 
clearly required a very signi� cant investment. � e � gure 
announced in your launch press release back in May this year 
was $17.6 million dollars. What were the clinching factors for 
you in deciding to press ahead?

SGA: First, my conviction as an entrepreneur is that this was the 
right opportunity and the right time.  When we outfitted my A340, we 
didn’t want to deal with any of the cumbersome, bureaucracy-laden 
completions centers. We managed much of the process ourselves 
and finished the airplane in an exceptionally shorter period of time 
than we could have expected from any of them. So, once I made the 
determination to start this business, it came down to finding the right 
location and leadership team to execute my vision.

On the leadership front, quite fortuitously, we met Joe Bonita, who 
has over 24 years’ experience as a US Air Force aircraft maintenance 
officer and has spent 11 years since then as a senior leader in 
commercial air carrier and MRO operations. Joe also led the team 
who happened to be doing the MRO portion of the interior work 
on my A340 aircraft which had hit a few snags. He helped to deliver 
an outstanding result well within the project’s time frame. That was 
very impressive and we started talking to Joe about our plans to enter 
the completions market.

“  I really enjoyed 
entrepreneurial ventures. 
I got into these things just 
for the fun of it. Then, I 
realized I couldn’t really 
do six things at once and 
do everything well, so I 
went back and focused 
on aviation, aircraft sales, 
management and leasing. 
In 2002, I moved to Dallas, 
bringing with me some ten 
years of entrepreneurial 
experience...

“  Very often, an owner or operator will want to have refurbishment 
work done on their aircraft when a major service milestone comes 
around. If you can offer a one-stop-shop approach you are in a 
much better position to win that business.

- Joe Bonita, Managing Director, Citadel Completions
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Along with my preliminary project team, Joe began the process of 
creating the business and identifying potential locations, finally 
opting for the facilities we now operate at Chennault International 
Airport in Lake Charles, Louisiana. We discussed and visited other 
locations, but we are very happy with our decision to put the business 
in Louisiana.

AH: Joe, what mattered most to you in the � nal decision to 
opt for Lake Charles, the incentive package they put up, or the 
location itself?

JB: Clearly, the scale of the business we proposed to set up was 
hugely attractive to a number of municipalities. We were committing 
to creating at least 250 new direct jobs, with an annual salary and 
benefits packages that would attract the best talent. Along with the 
corresponding inevitable creation of hundreds of new indirect jobs in 
the surrounding Southwest Louisiana region, that was a very promising 
proposition for the state and they came up with a very good incentive 
package for us.

“ When I hired Joe, I told 
him I wanted this company to 
become a best in class business, 
just like all my businesses. He 
and his team rocketed Citadel 
Completions right out of the 
gate, from opening an empty 
facility in March, to undertaking a 
major project just 7 months later. 

- Sheldon G. Adelson, 
President, Citadel Completions
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State and local governments, the Lake Charles community, and 
Chennault International Airport leadership were very welcoming 
and easy to work with throughout the selection and implementation 
process. The State of Louisiana offered us an attractive performance-
based incentive construct to defray the cost of facility modifications, 
and significant performance-based incentives for lease support.  

However, what was just as important for us was the fact that Chennault 
International Airport is a former US Air Force base and has a runway of 
over 10,000 feet, capable of accommodating the largest aircraft. There 
were also excellent hangars available, which can accommodate several 
narrow and wide-body completion projects simultaneously, giving us 
a great working environment. Our primary completions hangar has 
approximately 112,000 square feet of operating space, and our secondary 
facility has three operating bays totaling approximately 150,000 square 
feet of space. We also have a separate administration building, and a 
fully functional ground support equipment maintenance structure. The 
airport also has terrific expansion possibilities as we grow the business.

AH: Mr. Adelson has business interests around 
the world. What did you think of Louisiana 
purely in terms of location?

JB: What was key for us was that Louisiana is a very 
central location, readily accessible from either the East 
or West Coasts. Lake Charles is uniquely situated in 
close proximity to air, rail, land, and sea transportation 
modes, and is very close to both Houston and New 
Orleans metropolitan areas. Lake Charles itself is truly 
a hidden gem of America’s South. 

As Louisiana Governor John Bel Edwards commented 
on our launch announcement, Louisiana is already 
home to a well-established advanced manufacturing 
industry, which provides great advantages to aviation 
and aerospace companies. Chennault is regarded as 
one of the state’s best aviation assets and they have 
broad plans for building on the existing aerospace 
complex in Louisiana. We are fortunate to have a 
resident aircra� painting company at Chennault 
supporting us, experienced in narrow- and wide-
body VVIP aircra� painting. 

AH: What have your biggest challenges been as 
a start-up?

 JB: The main challenges have been getting to 
grips with the scale of a large start up like this. I’ve 
been very fortunate to bring on an extremely capable 
senior leadership team and they have taken the lion’s 
share of the burden on each functional area of the 
business. They have built strength in all their areas, 
and I’m very confident we are in great shape. We’ve 
built each functional area from scratch, including 
a robust accounting system, processes to hire top-
notch leadership, technicians, and support staffs, 
plus on-boarding of a comprehensive maintenance 
information system to handle task level workflow 
and project management, as well as purchasing and 
inventory controls required to successfully handle 
large completion and MRO projects. We’ve built 
a substantial sales and marketing team and are 
excited about doing this interview with you! 

AH: You have set yourselves an additional steep 
challenge by opting to o�er MRO capabilities 
from the get-go. What was the thinking there?

JB: Initially we didn’t think having robust MRO 
ability �t the business model, but I made the case 
that having comprehensive MRO capability in-house 
is necessary to support the completions side of the 
business. Very o�en, an owner or operator will want 
to have refurbishment work done on their aircra� 
when a major service milestone comes around. If 
you can o�er a one-stop-shop approach you are in 
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a much better position to win that business. Finally, having 
multiple lines of various project types, a good mix of VVIP 
completion projects as well as solid MRO activity, allows us 
maximum �exibility with our workforce. 

Although we are still working on building the various 
manufacturing shops we need on the completions side, such 
as the upholstery and cabinet shops, we have quickly put 
significant MRO capabilities in place. We were awarded our 
repair station certification for Bermuda registered aircraft 
recently, and already have a privately owned 747SP in the 
hangar for heavy maintenance check. We have been working 
closely with the FAA, who have recently approved our repair 
station manuals and are about to carry out our facility audit. 
We are anticipating FAA repair station certification by the 
start of the New Year.  

AH: How is the hiring going?
JB: We are already hiring in key specialities. But we are in 

the midst of �nishing renovation work to fully open additional, 
key completion shops. Once that’s done, we’ll have a big push to 
hire more skilled workers in those manufacturing disciplines. 
Right now, our focus is on the aircra� maintenance and interior 
skills to support the hangar side for current MRO projects. 

AH: What about tooling?
JB: We have already made a signi�cant investment in 

tooling. In late 2017 we bought substantial amounts of tooling 
from a completions house that decided to exit the business, 
and we continue to invest in tooling to support manufacturing 
and various models of narrow- and wide-body aircra�. 

AH: Are you already having some interesting 
conversations with potential customers on the 
completions side?

JB: We are having some very interesting conversations 
with users ranging from private owners, government/heads of 
state and corporate protocol operators. We were represented 
at the Monaco Yacht Show recently, which gave us very good 
exposure to that community. With Mr. Adelson’s support, we 

were able to position his A340 aircra� in Nice, France, and 
showcase it to select individuals who attended the show. 
�rough an existing relationship with a prominent super-
yacht company, we were able to connect with folks who either 
currently owned aircra�, in many cases smaller private models, 
or are considering aircra� ownership for the �rst time. 

Our message was encouragement to consider the benefits of 
larger aircraft like a Boeing or an Airbus narrow- or wide-
body model. We are also, of course, having very interesting 
conversations with both of these OEMs, who to date have 
been very supportive of our business stand-up. 

MEBAA is the �rst o�cial roll out of the company to the 
business aviation community. We won’t be exhibiting in the hall, 
but we have Mr. Adelson’s A340 on display at the static display 
area.  In my view, being able to show the amazing interior of 
this aircra� gives us a very signi�cant advantage. We’ll also have 
a Citadel Completions chalet on the ramp area to host guests. 

We will be exhibiting at EBACE in the Spring and we will 
look to do something exciting at NBAA, which is in our 
owner’s home city of Las Vegas in 2019.

We’re up and running in a very short time period, with our 
first aircraft in the hangar undergoing maintenance, and 
we are looking forward to winning our first VVIP interior 
completion contracts in the months ahead.

AH: Mr. Adelson, what are your expectations for Citadel?
SGA: When I hired Joe, I told him I wanted this company 

to become a best in class business, just like all my businesses.  
He and his team rocketed Citadel Completions right out 
of the gate, from opening an empty facility in March, to 
undertaking a major project just 7 months later. We’re off to 
a fantastic start, and I have every confidence my vision for 
this company will be fully realized.

AH: �ank you both for the inspiring interview. All the 
best as you build and grow Citadel Completions. |BAM
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A global game 
Lisa Peterson, SVP, Marketing & Digital Strategy at Gogo Business Aviation, 

on Gogo’s Global ambitions

Q
: You are just recently back from an ABAA 
meeting in China, Lisa. How did you rate 
your visit and how much interest does 
Gogo have in China, speci� cally, and Asia 
generally?

LP: With the development of our Ku-band 
system it makes a lot of sense for us to be 

talking to aircraft owners and operators in Asia. The needs 
for connectivity in the region continue to grow and with 
Gogo’s experience in providing aviation connectivity we 
are confident our Ku solution, that leverages our existing 
network already in operation for commercial aircraft, will 
delight our customers. In fact, we are already providing 
connectivity to VVIP aircraft with our 2Ku product.

Q: How is this global connectivity being achieved?
LP: Today, we operate a global satellite network and are 

providing service to VVIP aircraft with our 2Ku solution. 
Additionally, we recently announced that we are now a 

value-added manufacturer (VAM) and a value-added reseller 
(VAR) for Iridium’s Certus satellite network. This network 
is based on Iridium’s NEXT satellites. The plan is for there 
to be 75 of these satellites, which are being deployed using 
SpaceX Falcon 9 rockets. Iridium puts its total investment in 
this network at USD $3 billion. Once the December launch 
is complete, Iridium reckons that the refresh of its older 
technology satellite network will have taken just 18 months 
from start to finish. Iridium Certus will provide the fastest 
L-band broadband service available globally. 

That gives you a pretty clear idea of just how resilient the 
Iridium network is going to be, which makes it very attractive 
to business aviation. In Latin, “Certus”, the name Iridium has 
chosen for its network, means “certain, reliable and sure”. 

For our part, Gogo is manufacturing the LRU that goes into 
the aircraft as well as providing access to the service. We 
not only manufacture the hardware but we also provide the 
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service and support. In fact, our customer service team has been 
voted No. 1 in the industry seven of the last nine years.

Q. What sets Gogo apart from the competition?
One of the things that sets us apart from our competition is that 
we are a truly vertically integrated company. We’re like Apple, 
Deutsche Telecom and Netflix all rolled into one. We own and 
operate our air-to-ground network, manufacture the hardware 
and routers, plus we work to deliver entertainment to the cabin. 
Being vertically integrated is all about delivering the best, most 
stable in-cabin experience for passengers. 

We can do this because we are in a position to optimise 
all the elements in the cabin. We are not just passing the 
communications bottleneck about. We provide the hardware and 
software elements that make up the in-cabin communications 
and broadband solution, and we control how it gets propagated 
to the cabin wi-fi. So, vertical integration is an absolutely key 
approach for Gogo. 

Q: I guess it also makes it easier to identify what is causing a 
problem when issues occur?

LP: Absolutely. We are running diagnostics on the 
communications systems in the aircraft all the time. So, because 
we provide all the elements, there is no finger pointing or trying 
to pass the blame, as there often is when multiple suppliers are 
involved in a comms solution. We wrote the software in the 
aircraft, we manufactured the hardware, we know how the in-cabin 
antennas are configured and how the wi-fi is being propagated.

Another key point is that we launched our DASH 
product earlier this year. Gogo DASH gives everyone 
complete visibility into what is happening with their 
onboard system. They can see at a glance, for example, 
that there are currently 45 devices attached to the 
network but one of them is hogging the lion’s share of 
the available bandwidth.

DASH is geared to the needs of flight operators and 
pilots. It helps the operator make the passenger’s 
life easier. We are not asking the passenger to self-
diagnose any issues that arise. The operator can do 
that back on the ground since they have a real-time 
view into how the comms system and connectivity on 
the aircraft are performing. This view extends to all 
the aircraft in their fleet.

Q: What has the market response been to 
AVANCE L5? 

LP: We launched L5 just over a year ago now 
and we already have nearly 500 units installed and 
flying on aircraft and an incredible amount in the 
pipeline. This is one of the fastest adoption rates 
for communications equipment in business aviation 
history. That speaks volumes for the confidence 
people have in the system. 

In Latin, “Certus”, 
the name Iridium 
has chosen for its 
network, means 
“certain, reliable 
and sure”
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Of course, these days it is next to impossible to conceive 
of taking off without connectivity in the cabin. When I 
started with Gogo two years ago, I organised a survey 
of the light jet market. The majority view expressed 
back then was that if the flight was going to be less 
than two hours’ duration, wi-fi was not essential. Today 
that view has changed completely. Staying connected 
irrespective of the duration of the flight or the size of 
the aircraft is now seen as a fundamental necessity not 
just for passengers but more importantly for the pilots 
themselves to operate the aircraft.

Q: I believe Gogo actually started the design of 
the AVANCE platform by focusing on the so� ware 
dimension rather than the hardware side. What 
was the point of doing things that way round?

LP: It was a fundamental design change, not 
just for us, but for the industry. When you start by 
designing and writing the software that is going to 
drive the system, that gives you far better operational 
efficiencies in the finished product. Tesla pioneered 
this approach. Where conventional car designers 
started with the bodywork and chassis, Tesla started 
with the software that would control nearly every 
element of the car. So, if something is wrong or can 
be improved, Tesla can usually effect it with a software 
change. This can be sent out to the cars without them 
having to be recalled. 

Similarly, when we want to introduce content updates or 
improvements to L5’s capabilities, we will be able to do so 
without having to send technicians out to the aircraft. Business 
aviation users understand the importance of time, and if you 
can make changes without having to have the aircraft grounded 
you have an important advantage and it is a win-win. It’s better 
for the customer which makes it better for us.

Q: How important is your Air-to-Ground (ATG) network 
now that your whole system is satellite enabled?

LP: Air-to-ground continues to be very important to Gogo 
and to our business aviation customers and commercial airline 
partners. The US is still the largest market in the world for business 
jets, and our ATG network is now coupled with the power of our 
AVANCE platform. This means we can deliver an exceptional ATG 
communications experience in the US and seamlessly transition 
to our satellite communications capabilities if the aircraft goes 
outside North America. It’s similar to how your mobile phone 
switches between LTE and 4G networks.

Q: What do you and Gogo think of the coming 5G terrestrial 
mobile networks?

LP: We are watching 5G, of course. We have some incredibly 
smart people doing research and development who watch 
emerging technologies and evaluate what the next generation of 
technology is likely to be. They are looking out and planning 5 to 
10 years in the future. For the team at Gogo, it is all about being 
well positioned to best serve our customers today, and ensure 
we are building for where our connectivity needs to be a decade 
from now. |BAM
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Connecting 
the world 
Avfuel President and CEO, Craig Sincock, 
on the strategic vision behind Avfuel’s 
rapid growth

J
ust like any commodity-driven business, the aim 
for fuel suppliers is, naturally, to sell more fuel. 
But when you sit down with Avfuel’s president 
and CEO, Craig Sincock, it becomes 
immediately evident that the company’s 
interest is in so much more than pushing a 
commodity. 

“I say it all the time: We’re not in the business of simply 
selling fuel and services—we’re in the business of 
connecting people, companies and cultures,” said Sincock. 

“ I say it all the time: We’re not in the 
business of simply selling fuel and 
services—we’re in the business of 
connecting people, companies and 
cultures.
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And that guiding principal is what has helped grow the 
company these past 45 years. It’s a sentiment that reverberates 
throughout the entire organization and constantly reminds 
every employee to what they are contributing. It’s not about 
the fuel. It’s about the connections.

With that focus, the Avfuel team spends extensive 
resources investing in customers and their needs. The 
focus on listening and adapting is constant. Sincock 
notes that it is this customer-centric focus and the desire 
to drive connections that keeps the company growing 
year after year, and keeps Avfuel coming up with more 
abundant solutions for every customer segment in the 
industry. These segments include fixed-base operators, 
airports and municipalities, airlines, freight and cargo 
companies, corporate flight departments, helicopters, and 
the military. 

“When you look at Avfuel’s growth even in the last five years, 
I’m amazed,” said Sincock. “I’m proud of what our team 
has and can accomplish in a short amount of time with an 
emphasis on the customer experience. It’s a personalized 
approach to business, and it works.”

Indeed, the company’s growth has been continuous and rapid. 
In the last five years or so, Sincock points out, it has notched up 
an impressive list of achievements. These include: developing 
and refining an FAA-approved online training program that 
consists of lessons on fuel handling safety, customer service 
and Avfuel solutions; retooling its AVTRIP pilot loyalty 
program, which continues to the be the most popular in the 
industry; launching a new website with mobile-optimized 
features and user-friendly account management; developing 
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Avfuel Network Referrals, which connects its branded locations to 
one another via an online referral portal for enhanced customer 
visibility and business sharing; developing Avfuel Network 
Rewards, the first ever program to reward FBO staff members for 
engaging with fuel supplier programs; launching a new blog to 
facilitate knowledge-sharing best practices; streamlining the fuel 
purchasing process with Avfuel Contract Fuel and its web-based 
point of sale system, the Avfuel Hub; expanding its commercial 
fuel program to serve all major and regional airlines; playing a 
major role in alternative fuels development through its subsidiary 
Avfuel Technology Initiatives Corporation; increasing its number 
of branded locations to 650+ across North America and Europe; 
and growing its contract fuel network to 3,000+ global locations 
utilized by 5,500 customers representing 20,000+ aircraft.

“What we’re doing is exciting, it’s fun and it’s important,” said 
Sincock. “Adaptation is crucial for our business—and our continued 
customer growth is indicative of that. In the � rst half 
of 2018 alone, we added 90 new global contract fuel 
locations and 18 new branded FBOs. We expect the 
numbers from the second half of the year to continue 
on that trajectory as we maintain a focus on adding 
customers, along with a focus on providing the 
stellar customer service needed to attract and retain 
them. � at’s where our personnel and suite of 
solutions come into play.”

In addition to its more recent developments, Sincock 
notes Avfuel continues to provide a full array of 
aviation services to its customers, including: sales 
support, insurance, credit, tax assistance, contract fuel, 
rewards, training, payment processing and marketing. 

“No one else can do what we do, or as well as we do it,” 
said Sincock. “We are truly a full-service fuel supplier 
for our customers. An excellent example of this is our 
marketing department. No other supplier can say they 
have an expert team of aviation marketers in-house. We 
have a team of nine highly-respected marketers available 
for on-demand services. It’s that level of service our 
customers can’t � nd anywhere else, and it’s that level of 
service that drives our mission of driving connections.” 

And that level of service has driven Avfuel’s successful 
expansion across North America and Europe.  

“We’ve been steadily increasing our footprint 
across Europe,” said Sincock. “We have a thorough 
understanding of the market’s unique operations and 
how to best serve customers in that segment. This 
has been met with success—just this year we added 
ARGOS VIP’s FBO network to our Avfuel-branded 
community. In 2019, we’ll continue to focus on 
business expansion across Europe for a more robust 
network for our operators.” 

But beyond additional services, at the heart of its 
operation, what Avfuel does best is reliably handle 
the logistics of fuel supply for its branded network, as 
well as airports, airlines, the military, and cargo and 
freight haulers. 

“Our logistics team is top-notch,” said Sincock. “They 
handle every request from each customer type with 

expediency and accuracy, as well as with an eye for 
value. No matter who needs fuel, the customer 
simply has to call our corporate office at any time 
24/7/365 to place an order. Then they can consider 
it done.”

According to Sincock, the services of its logistics 
department goes hand-in-hand with the expertise 
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of its supply department, which manages relationships 
with 90+ refiners and 300+ supply terminals, creating a 
redundancy in the company’s fuel supply chain.

“This redundancy is key,” said Sincock. “It allows 
us to source fuel at the best value possible for our 
customers in regard to availability, timing, product 
cost and freight costs. This helps ensure our customers 
receive the fuel they need when they need it at the 
best price point possible, even during emergencies or 
special events.”

And though the price of fuel has stabilized over the past 
year as supply and demand in the market continue to 
align, the trucking industry has brought its own set of 
challenges logistically. 

“We—and every other industry—are seeing a shortage in 
truck drivers,” said Sincock. “But Avfuel has established 

relationships with dedicated haulers to ensure 
reliable fuel supply. It does mean, however, that 
fuel is traveling farther to its � nal destination 
than we’ve seen in the past. But as with all 
moving parts in this industry, we adapt 
accordingly, and ensure our customers get 
what they need with the best service possible.” 

Part of that adaption has come in the form 
of what product to supply. This past year, 

Avfuel has positioned itself as a leader in 
sustainable alternative jet fuel, developing an 
exclusive relationship with Gevo—a leading 
next generation biofuels company—working 

to encourage further supply of the sustainable 
product within the market, and working on the 
logistics of blending the product with traditional 
petroleum-based jet fuel and transporting it to 
its final destinations. 

“We work in a fast-paced industry,” said Sincock. 
“And Avfuel works diligently to not only keep 
up with innovation, but to also lead innovation. 
As the only fuel supplier with a 100 percent 
dedication to aviation, we’re able to devote more 
resources to such initiatives and truly focus on 
how to better the customer experience while 

facilitating connections on a global scale.”

“Remember,” concludes Sincock, “it’s all about 
connections, not fuel. Once you make the connections 
and listen to customers, and build trust in each other, 
the business that everybody’s chasing and seems elusive 
becomes the easy part.” |BAM

“ Avfuel works diligently to not only keep up with 
innovation, but to also lead innovation. As the only fuel 
supplier with a 100 percent dedication to aviation, we’re 
able to devote more resources to such initiatives...

P resident and CEO, Craig 
Sincock, and managing 
director of business 
development, C.R. Sincock
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50
Adel Mardini, President and CEO, 

Jetex Flight Support, talks to 
Anthony Harrington about the 
company’s plans to acquire or 

build 50 FBOs by 2020

Q
: You have announced a number of new FBOs 
recently. You seem to have had a big push on 
this front.

AM: We have been opening everywhere! We are 
working very hard to cover the world, or at least, the 
world outside the US. The US market is dominated by 
the big FBO chains like Signature and Jet Aviation so 

for the most part, we are more focused on Europe, Africa and the 
Middle East for now.

Q: You recently opened up an FBO in the West African 
republic, Cote d’Ivoire, how is that going?

AM: We are so proud of what we have in Cote d’Ivoire. 
Everyone will be surprised at the level of service we have brought 

to that FBO. It is truly fabulous and sets a 
totally new standard for the region. We have 
a full team working there, 24x7, and it is 
changing the business jet culture in Africa. 
We’re developing the hospitality service there 
and my team is focused on the firm belief that 
quality is king! Everything hinges on the level 
of service we provide to the customer.

Q: And in Oman?
AM: We are not fully operational yet 

in Oman. We have to get everything up to 
the standard that we require, so we have 
an intense focus there on recruitment and 

Heading for
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training right now. In Morocco, on the other hand, we are 
well launched and going strong. 

This has been a super busy year for us. We have set our sights 
on having 50 FBOs in our portfolio by the end of 2020. We 
currently have 30 and the plan is to add ten more in 2019 and 
the final 10 in 2020. 

Q: Are you primarily doing this via acquiring sites 
and building your own high quality FBOs, or are 
you acquiring FBOs and retro-� tting them to your 
standard?

AM: In some locations we will be investing and building, 
in others we will be acquiring. So both strategies are good 
for us. What is key in each potential location is how many 
other FBO operators there are already in place at the airport, 
versus the business aviation potential of that location. I have 

a team scouting locations and we will be wherever our customers 
regularly fly to or fly from. 

Q: What about South America?
AM: We are interested in South America, of course. It is a 

difficult location right now, with several countries experiencing 
economic difficulties, but I can see good potential there. 
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Q: On a di� erent topic, Jetex has made a very bold, early 
move into the short range electronic aircra�  market via a 
partnering deal with the US start-up, Wright Electric. How 
interested are you in this � edgling market?

AM: We are the � rst general aviation company globally to 
champion and support electric aircra�  for short haul � ights. We are 
having an input into the design side of things and we will be aiding 
our partner’s e� orts by installing electric charging facilities for the 
Wright electric aircra�  at all our FBOs. We are already at work on 
this. Our plan is to extend the charging infrastructure throughout 
all our global FBO network, starting here in Dubai. � is means that 
at least 30 Jetex FBOs will have charging stations in the near future.

Q: What kind of range do you expect the Wright aircra�  to have?
AM: They are targeting 1000 kilometres, which will enable very 

low cost short haul connections to many, many city pairs here in 
the Middle East and in Europe. It is a very exciting proposition. 
I expect, though, that the first generation models will limit 
themselves to a range of 500 kilometres. We shall see…

Wright Electric has the goal of making every short-haul flight 
a zero-emissions flight within 20 years. The company also says 
that its aircraft will be 50 per cent quieter and 10 per cent less 
expensive to operate. It uses battery packs with advanced cell 
technology and its designs are already well advanced.  There is a 
tremendous amount of investment going into electric aircraft and 
into electrifying transport generally.

Already leading industrial countries are talking about banning 
diesel and petrol cars in the next decade. A whole industry is 
rising up around this. We expect it to broaden the base for business 
aviation as people who are reluctant to fly private now because 
they are very emissions conscious, will be much happier to fly in 
zero-emissions aircraft. 

This is yet another opportunity for us to help to build a new reality 
in the aviation industry. We have already raised the bar on the 
service given to customers and now we are helping to bring about 
a major technical innovation. |BAM

“  We are the first general aviation company 
globally to champion and support electric 
aircraft for short haul flights. 
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J
etcraft is the world leader in business aircraft sales, 
acquisitions and trades and has been operating for over 55 
years, connecting buyers and sellers across the globe. Jahid 
Fazal-Karim joined the company in 2008 in partnership with 
founder, Bucky Oliver. He is now Owner and Chairman of 
the Board. Jetcraft has grown from 12 employees to more 
than 20 offices worldwide. Jahid helped steer the company 

to steady growth during the worst downturn in aviation history 
– over the last ten years Jetcraft has facilitated more than 550 
transactions, equating to more than $10bn in value.

Buoyant future ahead? 
Jahid Fazal Karim, Owner and Chairman of Jetcraft, talks about the company’s 

annual 10-year business aviation market forecast
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Jetcraft recently released its annual 10-year business 
aviation market forecast, which analyses the trends and 
predicts unit deliveries and revenues expected over the 
coming decade. As an authority in aircraft sales, marketing 
and ownership strategies, the forecast provides an 
agnostic view of the market, as opposed to the subjective 
perspective that may be given by a single manufacturer, 
company or segment. We speak to Jahid about how Jetcraft 
has performed over the past year, and what the market 
forecast can tell us about the future of the industry.

Q: So, what’s di� erent in the 2018 forecast compared to 
2017?

JFK: 2018 has been a real turning point for business 
aviation, as we’ve now successfully navigated through our 
industry’s most difficult period. This year, we’re predicting 
the continuation of our current business cycle of steady, 
healthy growth, driven by an increase in wealth creation and 
the demand for larger and more expensive aircraft. 

We’ve expanded on our 2017 forecast, with higher 
unit deliveries and revenue over the next 10 years than 
previously predicted. Overall, we’re anticipating 8,736 
units to be delivered over the next decade, equivalent to 
$271bn in revenue, based on today’s pricing.

Q: What are the main trends impacting buying habits?
JFK: The increase in wealth creation over the past decade 

has spurred a growth in family offices, and these companies 
are now offering a variety of specialized services – including 
business aviation – which wasn’t the case until fairly recently. 
Together, with the increase in block charter and fractional 
programs, this is exposing more UHNWIs to the industry 
than ever before. 

Another trend affecting buying behaviour is that Fortune 
500 companies have yet to return to historical aircraft 
transaction levels due to focusing on other financial 
priorities, such as share buybacks and paying down debt. 
This customer segment is unlikely to restart aircraft 
purchasing programs until well into the cycle.
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Q: Which aircra�  are customers buying?
JKF: We’ve seen more and more customers preferring 

larger, longer-range aircraft to support their needs in today’s 
global business environment. Our forecast predicts that large 
jets will drive a higher-revenue market in the coming decade. 
The large jet category, comprising super large, ultra-long 
range and converted airline segments, will constitute 32% of 
total units and 64% of total revenue over the next decade. 

The launch and entry into service of new aircraft like the 
Gulfstream G500/600, Bombardier Global 7500, Dassault 
Falcon 6X and Cessna Citation Longitude will transform 
the widebody market in particular. But looking beyond 
this segment, we’re also eager to see how the addition of 
new jets such as the PC-24 and HondaJet Elite will help to 
bring business aviation to a wider customer base.

Q: What’s happening in the pre-owned market?
JFK: With inventories returning to pre-recession levels, 

we’re seeing an increase in market competitiveness – and 
often more than one buyer for each aircraft. Some of the best 
deals are now made before an aircraft is even advertised. So, 
for both buyers and sellers, the need has never been greater 
to work with a consultant that has inventory visibility and 
can provide up-to-the-minute market insight.

Q: Are there trends you see in the forecast that are 
supported by what Jetcra�  is experiencing in the real 
world?  

JFK: We are seeing our current business results reflect 
the forecast predictions. Approximately half of Jetcraft’s 
transactions this year are large aircraft, and there is 
consistency among the regional breakdown as well with 
North America leading, followed by Europe and Asia.  

How has 2018 been for Jetcra� ? 
JFK: We’ve had an exceptionally successful 2018, and our 

year-to-date figures are on track to meet or exceed 2017’s 
results, which were the best in our company’s history. 

In 2018, we identified Europe as a key global position 
and, to demonstrate our confidence in the region as a 
continuing hub of business opportunity, we opened a 
London HQ office and doubled our resources in Europe. 
Globally, we have grown our workforce in all regions.

What are your thoughts looking ahead to 2019?
JFK: The industry’s resilience during the challenges 

of the previous business cycle has prepared it well for 
expansion, and we’re confident that the lessons we’ve 
learned over the past decade will ensure that the current 
period of steady and healthy growth will continue for 
years to come. We are positive that we have a buoyant 
future ahead. |BAM

40

PROFILE … JETCRAFT PROFILE … JETCRAFT

RUNWAY ANALYSIS  |   WEIGHT & BALANCE  |   FLIGHT PLANNING

sales@apgdata.com  |   1.303.539.0410   |   flyapg.com

Introducing the new industry standard 
for planning on mobile apps:



PROFILE … JETCRAFT PROFILE … JETCRAFTPROFILE … JETCRAFT

RUNWAY ANALYSIS  |   WEIGHT & BALANCE  |   FLIGHT PLANNING

sales@apgdata.com  |   1.303.539.0410   |   flyapg.com

Introducing the new industry standard 
for planning on mobile apps:



Keeping track of 
developments 

Nick Godwin, Managing Director of Commsoft  
on keeping MRO IT on track and up to speed

A
ny corporate aircraft has many thousands of 
moving parts each with their own maintenance 
characteristics, be they ‘on condition’ or driven by 
hard times and cycles on either calendar-based or 
utilisation driven check schedules. This requires 
close maintenance oversight from computerised 
maintenance systems, such as OASES.

OASES, and Commsoft’s associated support services are 
tailored to fit the requirements of a variety of maintenance 
organisations and CAMO bureaux (Continuing Airworthiness 
Management Organisations). For organisations managing 
third party corporate aircraft fleets, the market is dominated 
by maintenance software, embedded as part of the OEM’s 
initial aircraft offerings. These do a good job of ticking the 
various boxes for regulatory compliance, and are backed 
by subscriptions giving data entry services, minimising the 
need for highly qualified staff.

For the fleet manager, looking after several different types 
of aircraft, with their individual maintenance programmes 
and unique technical characteristics, many have opted for 
extra monitoring with OASES, especially in the area of 
airworthiness directives and service bulletins. This offers 
greater oversight and safety, ensuring there is no risk of 
maintenance over runs. OASES has particular value benefits 
for larger corporate aircraft, having been deployed on VVIP 
747-400s, A340s and converted Boeing 737 and MD-80 
jets, but is equally used with very light jets, turboprops and 
smaller general aviation fleets and major flight academies.

Keeping pace with technology change and market service 
expectations, means that Commsoft must keep constant 
watch to stay competitive. The movement of data, during 
the induction of any aircraft into an operator’s fleet, 
is critical to its successful operation, especially when 
the aircraft has a long service history with extensive 
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modifications. This is one of the reasons why OASES is 
a much better fit to airliners converted for corporate or 
VVIP use, whereas most of the OEM-embedded systems 
are managing brand new aircraft without service histories 
and past data challenges.

Commsoft has developed extensive tools to help the CAMOs 
migrate data and itself has vast experience of implementing 
airliners in high utilisation environments. This knowledge, 
together with the instinctive flexibility of OASES helps give 
us an edge in adapting to unusual requirements. 

The systems designer needs to understand the regulatory 
regimes in the sector and the reporting requirements the 
system is going to have to comply with. They need an in-depth 
understanding of the requirements of all the stakeholders 
and what they are going to want from the IT system. On top 
of all this, the aviation sector is constantly developing and 

changing, so you are never done and the knowledge base you 
have accumulated so far is never final, he comments.

Right now, everyone is busy incorporating mobile technology 
into aviation, but also notes that many operators are looking 
to connect their airworthiness management software 
with inventory and logistics management. Furthermore, 
the market is seeing a growing demand to integrate with 
operations, accountancy and quality systems, with the 
automatic exchanges of data, verified by manual intervention, 
where required. This is another plus for OASES, when 
compared to most of the embedded systems.

Mobile applications, deployed on Class 1 EFBs or smart 
phones are the future, and Commsoft is committed to 
delivering a growing range of applications in line with 
the demands of its customer base. Most critically, these 
deployments of technology need to demonstrate a strong 
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value case and robustness in operational use. Considerable 
savings can be made from the accuracy and speed of data 
entry as well as the automation of data transfer. As such 
the airworthiness authorities will usually want to see these 
trialled alongside existing systems, before authorising their 
use with each operator or its fleet management bureau to 
ensure that their respective processes are strong enough.

Such applications can cover the entry of technical log 
data, component changes, stock checks and assessments 
of recent or proposed maintenance actions by the pilots or 
technicians, including any deferred defects. The growing 
speed and accuracy of data, allows any organisation to 
change its philosophy of maintenance oversight to being far 
more proactive and predictive in nature. Most computerised 
maintenance systems ensure compliance against 
airworthiness regulations and offer reporting for various 
stakeholders, including owners, fleet managers, lessors and 
the authorities. OASES is particularly strong in this respect. 
Increasingly, such systems are used to enhance reliability 
and to improve maintenance efficiencies but growing use 
of mobile applications with ever faster data analysis will 
increasingly drive economic optimisation.

Maintenance and Repair Organisations (MROs) are also 
utilising OASES for corporate aircraft checks, Godwin 

explains. MROs monitor and support all the maintenance 
and upgrade activities on aircraft coming into their shop, as 
well as using it for quotes and invoicing. Some MROs also 
provide some CAMO services and the entire planning and 
scheduling environment for their clients’ aircraft or fleet of 
aircraft. The software helps the MRO shop to ensure that all 
the items have been addressed, that there are no over-runs 
or outstanding issues and that the aircraft work scope has 
been fully completed, signed off and all associated parts and 
labour costs have been collected.

Systems like OASES are agnostic to any aircraft type. 
The works requirements specific for a major inspection 
interval on a particular aircraft are taken straight off the 
relevant OEM’s system. We import that and replicate it into 
OASES, which then generates the production schedule, the 
parts list and handles all the accounting and purchasing 
aspects, he explains. It will tell the MRO shop that this 
particular inspection or upgrade requires, say, three hours 
of an avionics engineer’s time, 2 hours from an hydraulics 
specialist, and so on. It imports all the costs associated 
with the various skilled grades required and generates the 
invoice for payment. 

Such invoices include any discounts, commercial factors, 
shipping costs and many other factors. The vast history of 
data, with its detailed transaction logs, also enable quality 
compliance checks and facilitate future quotations based on 
the MRO’s past performance.

Keeping pace in such a competitive sector means that life is never 
dull. We always have to be vigilant to fresh market demands and 
my job at the helm is to ensure we ‘keep watch’. |BAM
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The aviation sector is constantly developing 
and changing, so you are never done and 
the knowledge base you have accumulated 
so far is never fi nal”
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Opening new frontiers 
Satcom Direct founder and CEO, Jim Jensen, President David Greenhill, And COO Chris 

Moore, talk to Anthony Harrington about the company’s origins and ambitions

A
H: Jim, what were the circumstances and the opportunities that 
led to you launching Satcom Direct?

JJ: I was working for an aviation tech company in the late 1980s as a 
support and engineering guy. In 1990, since I was a junior engineer, someone 
decided to hand me a hot potato. “Find out what’s going on with all this 
satcom talk we keep hearing,” they said. So, I began looking into it and 
worked on understanding what was involved in getting a reliable satellite 

signal to and from a business jet. 

In 1995, I was in the Middle East, working on a Head of State Boeing 747 aircraft 
that needed to be connected at all times. I knew from earlier work that linking 
up international telcom suppliers with a tie-in to Inmarsat would give the results 
we wanted.  So I got the system working on the aircraft which gave it limited 
communications capabilities. I went back to the office and suggested to leadership 
we develop the idea. 
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“  The cabin was like the wild west in those days, 
uncharted territory for suppliers, so we decided to invest in
our own router and to take it through certifi cation”

 Jim Jensen

This was in 1996. They said it was 
outside their business model. So, I went 
home and thought about it. We didn’t 
have the Internet back then. But what I’d 
devised for that 747 would work on any 
large body aircraft. So, in June 1997 I started to form 
Satcom Direct in my spare time. In June 1998 I got the 
first installation up and running on a client aircraft. 
That started some money coming in. Then I met Dave. 
He was working at Comsat back then and I was a client 
of Comsat. Now we own Comsat – how amazing is that! 

Then 9/11 and the Twin Towers happened, and some 
military guys I knew said to me, Jim, we know you are 
working as a one-man shop in your basement, but you’re 
making this comms stuff happen and we want it.  I talked 
to Dave and said we have to start selling to the military! 
Dave developed the relationships with the military, and 
signed up Iridium as a satcom provider. 

Then SWIFT 64 and SWIFT Broadband came out, which 
gave more bandwidth to the cabin. So we just kept on 
doing the right thing, reinvesting in the company and 
growing the business. 

AH: How did sta�  numbers grow over time? 
JJ: My rule of thumb back then was that for every 

additional million dollars of revenue you generate, you 
add one additional person. We’re a little heavier than 
that now. But until Dave arrived, it was just me and three 
administration staff. 

The next big step for us was going to the regulators in 
2007 to get them to take the handcuffs off the flight deck. 
The cabin was like the wild west in those days, uncharted 
territory for suppliers, so we decided to invest in our own 
router and to take it through certification. In 2012 we 
launched our router and our data centre. No one knew we 
were building a data centre at the time. 
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CM: Our SD Router was key in a number of ways. It gave 
us analytics on data usage as well as the ability to control 
the scale of the pipe to the aircraft. Ultimately this meant we 
could develop things to the point where now we can offer 
aircraft operators a “power-by-the-hour” scheme. 

With our current capabilities using the IntelSat network, 
our proving flights demonstrated that we could stream 
six movie sessions simultaneously. Plus, we could send 
analytical data back to the data centre while the streaming 
took place. 

AH: What was the next major step in SD’s development?
DG: After we had signed up all those satellite providers, 

including Iridium, Inmarsat and Viasat, we said, OK, now we 
have global connectivity, what are the value-added services 
we can generate? 

We know where all the aircraft are because our coms 
centre is in touch with them all. We have this hi-tech asset, 

a multi-million-dollar aircraft, that is rich in data and 
looking around us we see that all those flight departments 
and operators are managing all the back office stuff with 
antiquated paper-based systems. That pushed us towards 
developing our SD Pro system. We conceived of it four 
years ago and launched it two years ago. 

JJ: So, this goes to cost savings and efficiencies, but when 
you look forward it is quite easy to see how this real time 
data record that we are generating can be very empowering 
for owners and operators. It enables them to build a 
comprehensive, well documented, electronic history for each 
individual aircraft. 

Let me explain this in more detail. Today, with paper-
based records of maintenance histories and performance 
histories, you have all kinds of rounding errors, even 
given that the aircraft’s log book is properly maintained.. 
Now, with our system, when the aircraft enters the resale 
market, you have a super-accurate record that you can 

“  After we had signed up all those satellite providers we said, 
OK, now we have global connectivity, what are the 
value-added services we can generate?”

 David Greenhill
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has been providing fast, attentive, 
personal service for complete or 
partial interior refurbishment and 
modifications. 
• Custom galley and cabinetry  

fabrication or refurbishment 
• Complete entertainment system  

installations 
• Moving map displays, satellite  
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• Sound-deadening and passive noise 

cancelling systems 
• Fireblocking and flammability testing 

C
U

S
T

O
M

 A
IR

C
R

A
F

T
 I

N
T

E
R

IO
R

S

Contact Tom Newman
M. J. Aircra�, Inc. 
262 Airport Road 
Anderson, Indiana 46017 
800-736-2134 

T
he 

Fi
nes

t Q
ua

lity
 

W W W . M J A I R C R A F T . C O M

Contact Tom Newman

M.J. Aircraft, Inc.
262 Airport Road
Anderson, Indiana 46017
800-736-2134
mjaircraftinc@hotmail.com

• FAA Part 145 Certified Repair 
Station CRS JH5R962M

Contact Tom Newman
M. J. Aircraft, Inc. 
262 Airport Road 
Anderson, Indiana 46017 
800-736-2134 
Tom@mjaircraft.com



PROFILE … SATCOM DIRECT PROFILE … SATCOM DIRECT

Since 1967 M. J. Aircraft Interiors 
has been providing fast, attentive, 
personal service for complete or 
partial interior refurbishment and 
modifications. 
• Custom galley and cabinetry  

fabrication or refurbishment 
• Complete entertainment system  

installations 
• Moving map displays, satellite  

phone systems 
• Sound-deadening and passive noise 

cancelling systems 
• Fireblocking and flammability testing 

C
U

S
T

O
M

 A
IR

C
R

A
F

T
 I

N
T

E
R

IO
R

S

Contact Tom Newman
M. J. Aircra�, Inc. 
262 Airport Road 
Anderson, Indiana 46017 
800-736-2134 

T
he 

Fi
nes

t Q
ua

lity
 

W W W . M J A I R C R A F T . C O M

Contact Tom Newman

M.J. Aircraft, Inc.
262 Airport Road
Anderson, Indiana 46017
800-736-2134
mjaircraftinc@hotmail.com

• FAA Part 145 Certified Repair 
Station CRS JH5R962M

Contact Tom Newman
M. J. Aircraft, Inc. 
262 Airport Road 
Anderson, Indiana 46017 
800-736-2134 
Tom@mjaircraft.com



show to the client, and that he can inspect at any level 
of detail he chooses. This is data analytics, and it makes 
the whole industry more scalable. We have the ability to 
access all the analytics with the systems we have built, the 
router, the network. 

AH: What are some of the practical applications?
JJ: One of the problems that a scheduler would have in 

the past, working for a Fortune 500 company that wanted 
to send an aircraft off on a multi-country trip for an 
extended period, would be getting hold of the maintenance 
history of that aircraft to see if there was an upcoming 
maintenance event that would interfere with the trip or 
would need to be worked around. With our system, the 
scheduler has all that data at their fingertips, for all the 
aircraft in the fleet. 

And too, under the old approach, when the pilots were 
off on the trip, they would have to take a photo of the 
flight log at the end of each leg and email that back to 
the scheduler, who would enter it into the appropriate 
system. We’re capturing and sending all that information 
automatically. It is just a different world for flight ops.

We’ve signed a contract with Rolls Royce so we can 
interface to their Corporate Care system to provide more 
accurate data to the OEM.  We already interface to CAMP, 
so all that aircraft specific data is now visible to flight ops 
when they call up that particular aircraft on our SD Pro 
system. 

CM: When we designed SD Pro we made a deliberate 
decision to go open architecture. We launched some two 
years ago and it has taken till now to get these contracts with 
Rolls Royce and Camp set up. The reason it took so long is 
that this is a really big change for the industry. In the old 
IT world, you tried to keep everything proprietary. Today, 
where you really add value is in the depth of your partnering 
relationships, and this is really working well for us now. 

JJ: This is so much more than just connectivity. All 
the suppliers out there are focused on the size of the 
communications pipe to the aircraft. We’re focused on 
that too, but we are also really focused on the back-office 
potential that this opens up and this is where we have built 
up a big lead on the rest of the industry. Accurate data adds 
pedigree to the aircraft. It improves its resale potential. 

If you look at what happens generally when you buy a pre-
owned aircraft, you get the aircraft log, but along with that 
you get quite a significant degree of uncertainty. 
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championdoor.com

Weathertight and insulated.
The most reliable hangar door choice from

Arctic areas to scorching hot climates.

Hangar DoorsFabric fold-up

DG: Today, what is really extraordinary is that 
people still manage a $59 million dollar aircraft 
with a white board. What we offer is a way of 
moving forward to a digital dashboard approach. 
Our dashboard shows you precise, accurate 
information on hours flown, maintenance events, 
everything you need as an operator or owner, 
and everything a potential buyer needs to get 
transparency on the aircraft that they are buying. 

JJ: When we bought our aircraft – she’s an 
old girl in that she was brand new in 1987 – 
she came with two shipping palettes worth 
of log books. Plus, that aircraft was based 
in Louisiana when Hurricane Katrina came 
through and they lost all the records in the 
flood. The previous owner had to go through 
all the water damaged documents, recreating 
the log books. With SD Pro, you would just go 
into the relevant module and all the records for 
a particular aircraft are digitised and available 
for inspection. That is a different world. |BAM

“  In the old IT world, you tried to keep everything 
proprietary. Today, where you really add value is in 
the depth of your partnering relationships”

 Chris Moore
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Innovation at its best 
Mark Peabody, Executive Vice President, James Kramer, President of Astronics LSI, 

Matthew Harrah, President of Astronics AeroSat, and Mark Schwartz, President of PDT, 
an Astronics Company, talk to BAM about the company’s latest products

T
he world of business aviation is a rapid adopter 
of new technologies for passenger comfort and 
aircraft efficiency, and Astronics continues to 
be at the forefront of delivering breakthrough, 
innovative products. 

To keep planes flying safely with comfortable, 
connected passengers, Astronics recently 

demonstrated several new power, lighting, and 
connectivity technology innovations at the NBAA show in 
Orlando, U.S., in October.

Q: What’s new in power solutions for business jets? 
Mark Peabody: Today’s “big thing” in power systems for 

aircraft is solid-state power systems. 

At NBAA, we showcased our power generation, 
distribution, and conversion systems for business 
aviation. For example, our new Electronic Circuit Breaker 
Unit (ECBU) was featured in the exhibit to run multiple 
powered loads throughout an aircraft. The ECBU saves 
wire weight, cost, and installation labor by replacing 
conventional thermal mechanical circuit breakers with 
solid-state technology. It functions as both a breaker and a 
switch for controlling power loads, while streamlining and 
cleaning up the cockpit interface for pilots.

Q: � at sounds operationally e�  cient. But are there any 
exciting new developments in power for passenger use?

Mark Peabody: “We are pretty excited about our new 
wireless charging module, which is achieving rapid adoption 
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“  LED technology for exterior aircraft lights is a real 
revolution, and we are delivering that to the airframe 
manufacturers, and now also to individual operators”

in commercial transport, in first and business class seating, 
with the first integrations scheduled to roll out on aircraft in 
early 2019. Our airline customers are anticipating passenger 
demand for wireless charging and in response, we see seat 
manufacturers integrating this unit to provide quick charging 
of Qi-enabled wireless devices such as mobile phones and 
tablets. With this technology jet operators are able to give 
passengers all the comforts of the home or office right at 
their seat. Astronics believes this technology will also be in 
demand from business aviation customers in the future. “

Q: I believe you had some new introductions in aircra�  
exterior lighting recently?

James Kramer: Yes we did, in the form of our innovative 
new LED PAR landing and taxi lights. LED technology 
for exterior aircraft lights is a real revolution, and we are 
delivering that to the airframe manufacturers, and now also 
to individual operators. Designed to be direct replacements 
for incandescent lights, these exterior aircraft lights are rated 
for usage of up to 30,000 hours, which is approximately 300 
times longer than traditional landing and taxi lights. These 
LED landing and taxi lights deliver a host of unprecedented 
advantages over filament-based lights (incandescent and 
halogen) in terms of performance and value. Airframe 
manufacturers, jet operators, and private owners can now 
incorporate these lights onto new and retrofit aircraft to take 
advantage of the lifecycle cost savings these lights deliver 
through high efficiency, low power, and long life operation. 
The new lights save power of up to 80% over legacy systems 

Traditional aircraft wiring Electronic power distribution wiring
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and are RTCA DO-160 certified. Available in three standard 
sizes, these landing and taxi lights recently received Parts 
Manufacturer Approval (PMA) for all business aircraft.” 

Q: We hear you have some new innovations in the VIP 
IFE and cabin lighting?

Mark Peabody: We offer luxury lighting, cabin 
management systems, seat motion systems, and VIP IFE 
systems complete with companion control systems. We 
recently introduced, for example, our Nuancia fiber optic 
lighting system for ambient cabin lighting such as window 
outlining or panel backlighting. In addition, we demonstrated 
our new Smart Wireless Handset, a smartphone-style 
controller that can control everything from window shades 
to lighting and music to the IFE system, all while using it 
to make a telephone call. And finally, on the infrastructure 
innovation side, we’re very excited about our new “power 
over Ethernet” (POE) approach for IFE system components, 
such as the speakers and tablet controllers we were showing in 
the booth. POE technology results in a significant reduction 
in wiring and wiring weight for installation simplicity and 
better fuel efficiency. This, combined with a high-bandwidth 
backbone that is supportive of both 4K and 8K video, makes 
for some very exciting innovations for the VIP market 
segment.”

Q: What can you tell us about the latest in connectivity? 
� ere was a lot of buzz about connectivity solutions at 
the 2018 NBAA show.

Matthew Harrah: Every day, interest in connectivity for 
BizAv grows. According to a Valour Consultancy 2017 report, 
the quantity of IFC systems on VIP and business aircraft is 
forecast to double to nearly 38,000 by 2026.  We serve this 
growing market with a host of connectivity solutions for 
business aircraft – from SATCOM antennas to IFE system 
hardware to complete VIP IFE systems and controllers.  In 
one of our most recent announcements, we revealed that our 
newly launched FliteStream® T-Series tail-mount SATCOM 
connectivity solution is now approved for use with Intelsat’s 
FlexExec Service and will be sold in partnership with Satcom 
Direct. By leveraging a flexible architecture that utilizes 
modem selection to define the network and link performance 
criteria, we provide the inflight connectivity market with a 
scalable solution to meet any airborne SATCOM needs. We 
are excited to expand our relationships with Satcom Direct 
and Intelsat.
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Q: What can you tell us about the new Li-Fi 
connectivity product?

Mark Schwartz: President of PDT, an Astronics Company. 
“We continue to explore entirely new technologies in the 
connectivity space. At APEX and NBAA, for example, we 
showed the blue-sky technology of “Li-Fi” to gauge industry 
interest and generate “what if ” discussions. This technology 
leverages LED light to send information, in contrast to Wi-
Fi, which uses radio waves. 

This technology has already proven capable of transferring 
data at an unprecedented rate of several Gigabits per 
second. Li-Fi could eventually empower passengers to 
download an HD video in just a few seconds, for example, 
just from the overhead lights already included in any 
business jet.”

Astronics will be demonstrating these and other business 
jet power, lighting, connectivity and VIP technology 
innovations at the upcoming ABACE in Shanghai, China 
and EBACE in Geneva, Switzerland in 2019. For more 
information, visit Astronics.com/BizAv. |BAM
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Commsoft’s OASES MRO system 
offers comprehensive professional 
functionality together with a flexible, 
affordable approach that understands 
your business’ scalable growth needs  
in today’s turbulent market.

Each OASES module can be offered 
individually or can be integrated at  
the engineering centre of your  
business systems.

Supporting over 130 aviation customers 
in 55 countries, including airlines, MROs, 
spares suppliers, CAMO, corporate 
aviation and bureau operators.

•  Extensive airline, corporate, MRO and CAMO use
• 25 new customers signed in 2017-18
• Linked to ops systems, EFBs and ETLs
• Also offered via Commsoft private cloud

For more information call +44 (0)1621 817425 or email us at info@commsoft.aero

www.commsoft.aero

MRO IT System



Q
: How long has Air BP been in the region? 

MS: Air BP is one of the oldest fuel suppliers 
operating in the region. We have been operating here 
for something like 85 years! We are present in around 20 
airports across the region, either directly with our own 
operations, or indirectly, through models such as joint 
ventures. Our clients today include commercial aviation, 

general aviation, including business aviation, and the military. We 
provide Jet A1 and Avgas. The latter is used in spark ignition engines 
while the former is used in jet and turbine engines. We also provide 
additional fuel grades for military engines.

It is fair to say that we are one of the very active players in the 
markets, providing bespoke solutions for customers. 

Q: Our interest, of course, is the business aviation 
market. How challenging is it as a market in this 
particular region?

MS: The business aviation market in the Middle East 
has always been both interesting and challenging. It 
is, of course, not as big a market as Europe and the 
US, but there is a high concentration of wealthy 
families in this market, and there are large 
privately owned fleets here that fly frequently 

 How long has Air BP been in the region? 
: Air BP is one of the oldest fuel suppliers 

operating in the region. We have been operating here 
for something like 85 years! We are present in around 20 
airports across the region, either directly with our own 
operations, or indirectly, through models such as joint 
ventures. Our clients today include commercial aviation, 

general aviation, including business aviation, and the military. We 
provide Jet A1 and Avgas. The latter is used in spark ignition engines 
while the former is used in jet and turbine engines. We also provide 

It is fair to say that we are one of the very active players in the 
markets, providing bespoke solutions for customers. 

Q: Our interest, of course, is the business aviation 
market. How challenging is it as a market in this 

: The business aviation market in the Middle East 
has always been both interesting and challenging. It 
is, of course, not as big a market as Europe and the 
US, but there is a high concentration of wealthy 
families in this market, and there are large 

Fuelling the 
Middle East 

Michel Saba, Air BP General Aviation Manager, Middle East and 
Bony Chacko, Operations Director, Middle East and North Africa, 

talk to BAM about the fuel provider’s regional plans.

Michel Saba
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to Europe and the US. There is also a 
local market dedicated to tourism. So 
you have helicopter overflights of cities 
and suchlike. I have more than a hundred 
customers in my portfolio.

Q: Are you mainly supplying to FBOs 
or are these mobile transactions 

where you are ensuring that 
there is a fuel truck ready 
for a private jet wherever 
it happens to land?

BC: We supply a 
number of FBOs in 
the region, providing 
them with both 
local volumes and 
international volumes. 
We also provide 
customised solutions 
to our key accounts 
and general aviation 
accounts. We are very 

flexible and versatile in the solutions we 
come up with for clients.

One recent project that we are very 
proud to have won is to be the fuel 
provider for the Emirates Flight 
Training Academy, which opened in 
2017. It is a massive facility and they 
have a training fleet of 27 aircraft, of 
which twenty two run on Avgas and 
five on Jet-A1.  Our contract is to 
provide the fuel requirements of the 
fleet on Avgas for the next three years. 
We designed the solution to our safety 
standards, using mobile refuellers. 
There are future plans to design 
and build a small fuel facility for the 
Academy. 

Q: What were the key factors in Air 
BP securing the win on this contract?

MS: Very few organisations have as 
much experience as we do with Avgas, 

www.londonoxfordairport.com  
Tel. +44 (0) 1865 290 600 
ops@londonoxfordairport.com
OXF/EGTK

London Oxford Airport is available from 06:00 – midnight 
on request, seven days a week, the longest operating 
hours of any General Aviation airport in the UK, especially 
at the weekends. The London Heliport and the airport are 
jointly owned allowing for the most attractive joint usage 
packages for any airport in the London region.

22 minute helicopter shuttles include 50% off 
associated jet landing fee*

Longest Operating Hours – 
06:30-23:00 – 7 Days
Central London Helicopter 
Shuttles from £1,999*

Bony Chacko
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“ We provide technical services to some 11 
countries in the region and our reputation 
and skills are well recognised and accepted in 
the Middle East”

- Michel Saba

which was one of the key reasons behind the win. In terms 
of product sourcing and handling Avgas poses additional 
challenges. This win links nicely with another contract we 
won, to be the lead designer for the fuel farm for the General 
Aviation Terminal at Dubai World. 

A number of oil companies are involved in the joint 
venture that supplies fuel to the airport and they chose 
Air BP, because of our expertise in fuel terminal design, 
to lead the design. 

As examples of our wider technical expertise, we provide 
technical services to some 11 countries in the region and 
our reputation and skills are well recognised and accepted 
in the Middle East.

And Dubai International Airport’s fuel facilities are one 
of the largest in the world and there are multiple oil 
companies participating there, so it is great to have this 
fuel operation being managed by Air BP.

Q: What is happening on the biofuels front as far as 
business aviation is concerned?

MS: As far as biofuels are concerned, we recognise that 
transitioning to a lower carbon footprint is key to the aviation 
industry as a whole and to business aviation,. Biojet fuel is 
still in its infancy, but we are collaborating with companies 
such as Fulcrum, where we have a $30 million investment on 
a project to turn waste into jet fuel. 

BC: We are very proud of the fact that we have taken steps 
to ensure that all our operations globally are carbon neutral. 
This includes our operations at two of the region’s largest 
airports, Dubai and Sharjah. This fact is respected by our 
customers, many of whom have also made commitments to 
lowering their carbon footprint. 

Air BP was the first fuel supplier to achieve carbon 
neutrality in our operations. We got there by actively 
reducing the carbon in our operations by for example 
investing in electric vehicles. Where some carbon 
emissions remain we offset these through BP’s own 
organisation, BP Target Neutral, which was set up to 
invest in very high quality carbon offset projects around 
the world. So we purchase carbon credits to offset any 
remaining carbon outputs. We also provide advice to 
customers who want to use this same approach to target 
carbon neutrality in their operations. |BAM
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Q
: We last spoke a year ago. How have 
things been for UAS since then? How is the 
partnership with Deer Jet going? Is it working 
out as you expected?

MH: It’s going fantastically. Our partnership is 
all about enhancing the client-experience and this 
is what we are continuing to achieve together. Just 

this May, for example, we announced a boost to our ground 
presence and customer care capabilities in Greater China, 
gaining priority access and pricing at Deer Jet’s FBO network 
which happens to be the largest and highest-quality FBO 
network in China – a direct result of our partnership. 

� e result is a massively expanded UAS China network that 
delivers the UAS Standard of Quality at each of the FBOs 
located in strategic hubs throughout the country. Many of 
these FBOs are the only ones available at those locations. Our 
China station managers provide on-the-ground supervision 
at these eleven stations as well as across 180 Chinese airports 
owing to Deer Jet’s extensive ground presence. We have always 
prided ourselves on our international connectivity, but from 

A fantastic year!

Mohammed Husary, UAS Co-Owner/
Founder and Executive President, 
talks to BAM about a tremendous 
2018 for the company

“ We have always prided ourselves 
on our international connectivity.

a strictly regional point of view, we now ensure our clients 
bene� t in terms of the highest levels of service and cost-
e�  ciency throughout China – this distinguishes us from any 
other trip support provider and gives us a massive advantage 
throughout Greater China. 

For our part, we are providing exclusive global trip support 
to Deer Jet and its sister companies in the HNA Group.  We 
are currently the exclusive global trip support partner for Deer 
Jet and its impressive � eet of 90 aircra�  (including the world’s 
only VVIP-con� gured B787 – the Dream Jet). Going forward, 
we will continue to work together to build a seamless customer 
experience and take business travel to new levels.

Q: You recently picked up on EBAA’s dissatisfaction 
with EASA’s failure to recognise the special status and 
characteristics of business aviation, which it lumps 
in with commercial aviation in its Basic Regulation, 
which came into force in September. Can you tell us a 
bit more about what is wrong with EASA’s de� nition of 
commercial air transport? 
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HELSINKI AIRPORT
BUSINESS FLIGHT CENTER FBO

Excellent location for technical stops and crew changes in all seasons 
Helsinki Airport Business Flight Center offers high quality services for private airlines and operators. We are specialized in 
business jet operations and our 24hrs service guarantees a quick response to all handling requests.

• FBO services provided 24 hrs

• Onsite customs and immigration 24h

• Arrival and departure slot bookings

• Hangar arrangements

• Hotel and transportation reservations

• Passenger lounge

• VIP lounge

• Crew lounge

Te l .  + 3 5 8  2 0   70 8  2 7 8 0  |  M o b i l e  + 3 5 8  4 0   7 2 2  0 8 3 4  |  Fa x  + 3 5 8  2 0   70 8  2 7 9 9  |  b u s i n e s s .e f h k @ f i n av i a .f i

Ph
ot

o:
  V

is
it 

Fi
nl

an
d

FINAVIA BUSINESS FLIGHT CENTER 
Terminal Address: Liikelentotie 8, 01530 Vantaa

•
S

E
E

 T
H

E  W
O R L D  I N  A  D I F F E R E N T  W

A
Y

•

V
IA

 H
E

L
S

I N
K

I  •
 F I N A V I A   B U S I N E S S  F L I G H T  C E N

T
E

R
 •

 V
I A

 H
E

L
S

IN
K

I 

w w w . h e l s i n k i a i r p o r t . f i



PROFILE … UAS PROFILE … UAS

HELSINKI AIRPORT
BUSINESS FLIGHT CENTER FBO

Excellent location for technical stops and crew changes in all seasons 
Helsinki Airport Business Flight Center offers high quality services for private airlines and operators. We are specialized in 
business jet operations and our 24hrs service guarantees a quick response to all handling requests.

• FBO services provided 24 hrs

• Onsite customs and immigration 24h

• Arrival and departure slot bookings

• Hangar arrangements

• Hotel and transportation reservations

• Passenger lounge

• VIP lounge

• Crew lounge

Te l .  + 3 5 8  2 0   70 8  2 7 8 0  |  M o b i l e  + 3 5 8  4 0   7 2 2  0 8 3 4  |  Fa x  + 3 5 8  2 0   70 8  2 7 9 9  |  b u s i n e s s .e f h k @ f i n av i a .f i

Ph
ot

o:
  V

is
it 

Fi
nl

an
d

FINAVIA BUSINESS FLIGHT CENTER 
Terminal Address: Liikelentotie 8, 01530 Vantaa

•
S

E
E

 T
H

E  W
O R L D  I N  A  D I F F E R E N T  W

A
Y

•

V
IA

 H
E

L
S

I N
K

I  •
 F I N A V I A   B U S I N E S S  F L I G H T  C E N

T
E

R
 •

 V
I A

 H
E

L
S

IN
K

I 

w w w . h e l s i n k i a i r p o r t . f i



MH: I was making the point that the European Business Aviation 
Association (EBAA) was concerned that EASA fails to properly 
acknowledge the varied nature of business aviation models – even though 
BA represents 7% of all European air movement making it a key user of 
airspace. The EBAA called for a clear definition of fractional ownership 
regarding commercial and private operations on behalf of the 700 aircraft 
operators, ground services and business airports that it represents.

Q: How is demand now for Deer Jet’s Dream Jet, the VVIP 
con� gured Boeing 787?

MH: The world’s only VVIP-configured B787, or ‘Dream Jet’ continues 
to remain in high demand, particularly among Middle Eastern, African, 
and European UHNWIs and Royal and Presidential entourages. UAS air 
charter has exclusive rights to the Dream Jet but we also have access to 
Deer Jet’s extensive fleet which includes the Gulfstream G450, G550, and 
B737-BBJ. The result is our capability to take care of any client charter 
need so UAS Air Charter provision is growing exponentially. 

Q: I would like to talk a bit about UAS Flight Evolution, speci� cally, 
what is it that makes this an innovation in � ight planning? 

MH: UAS FlightEvolution® is innovative because it can perform more 
functions, quicker and more intuitively than any other technology. When 

“ We are currently the exclusive 
global trip support partner for 
Deer Jet and its impressive fleet 
of 90 aircraft (including the 
world’s only VVIP-configured 
B787 – the Dream Jet). Going 
forward, we will continue to work 
together to build a seamless 
customer experience and take 
business travel to new levels.
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H A P P Y  P A S S E N G E R S
H A P P Y  F L I G H T

F B O ’ S O R
I N - F L I G H T,
S AT I S F Y E V E RY 
PA S S E N G E R 
S N AC K C R AV I N G 
W I T H J E T I B L E S

V I S I T   U S   A T    S D C   2 0 1 9 

B O O T H # 3 2 5
INFO@TORNRANCH.COM

is a line of individual snacks 
guaranteed to please the most 
discerning corporate aviation 
passenger. Jetibles are available in 
110 different snacks in chocolates; 
cookies and biscotti; fruits; snack 
mixes; nuts and popcorn; and 
candies. An icon of a stylized 
jet is the only graphic on each 
packet, retaining a customized 
aviation feel ideal for corporate 
aircraft operations.

For over 40 years, Torn Ranch 
has focused on using natural, 
sustainable and organic 
ingredients from local farmers 
and combining them with 
innovative packaging that 
includes eco-friendly options that 
result in an elegant presentation 
that is at once tasteful and tasty.

R E Q U E S T
O U R

H O L I DAY
2 0 1 8

C ATA L O G
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packet, retaining a customized 
aviation feel ideal for corporate 
aircraft operations.
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we began researching and 
developing technology, we set 
out to transform how pilots and 
dispatchers plan and execute 
operations. The last time we 
spoke I mentioned how UAS 
FlightEvolution has brought a 
new level of in-flight situational 
awareness and intuitive design 
to flight planning and weather 
technology. What makes it so 
powerful is its unprecedented 
situational awareness, capacity 
to run optimized routes based on 
time, speed, and cost, as well as 
choose routes from an extensive 
route catalog. Graphical 
manipulation of routes (“rubber-
band routing”) and worldwide 
weather and weather depictions 
are integrated seamlessly into 
the flight planning process and 
available throughout the entire 
flight. However, UAS Flight 
Evolution’s more unique features 
are what really take it to the next 
level in terms of innovation. 
We’ve added advanced route 
constraints and selections, so users can route via specified 
waypoints or airways, or they can avoid countries, FIRs, 
waypoints, and airways if they wish. Worldwide Track 
Routing over the various Organized Track Systems (OTS), 
including the NATS, PACOTS, and AUSOTS were also added. 
As were ETPs, drift down analysis, and ETOPS, including 
computations for equal-time, medical diversion, loss-of-
engine, and depressurization. UAS FlightEvolution also 

delivers validation checks for 
Eurocontrol (RAD) compliance 
in real-time and its point-and-
click NOTAMs decode all sorts 
of airport information like 
weather and runway conditions. 
A simplified ICAO messaging 
platform handles all messages 
and notifications once the user 
makes any changes to their 
flight, enhanced contingency 
fuel automatically generates 
contingency fuel scenarios and 
fuel-remaining requirements 
based on the user’s certification. 

Local time support lets users 
choose to � ight plan in both 
UTC and local time. � ere is 
also support for takeo�  and 
multiple destination alternatives, 
with optimized routes for each. 
Finally, third-party integrations 
provide a way of linking to 
popular cloud services, like 
Amazon Web Services, Box, and 
Dropbox for storage.

Q: Let’s talk a bit about the current state of play in 
global jet fuel markets.

MH: Well, the summer’s travel season peak for airlines 
drives up demand for jet fuel. In the third quarter, we saw 
the highest demand in aviation industry which drove the 
prices up to an average Arab Gulf price of 2.0366 USD 
compared to the same period in 2017 when the average 
price was 1.5233 USD.

“ At EBACE, we were named 
Service Provider of the Year at 
the Sapphire Pegasus Business 

Aviation Awards.
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Q: What are the trends at present in trip planning? 
Are we seeing much more movement now towards 
digital systems, with � ight planners having much more 
information at their � ngertips? 

MH: The trends all revolve around digital with operators 
are demanding cost-effectiveness and speed. This is why 
we began developing our own technology suite, UAS 
Evolution® , in recent years. We wanted to design tools that 
would make their lives easier, require less time to use and 
save them money; that is what UAS Evolution® delivers. 
We’re steadily gaining more users of UAS FlightEvolution® 
and UAS LinkEvolution™ particularly, as they are proving 
the most popular technologies. UAS LinkEvolutionTM 
is a communications technology that provides the most 
outstanding coverage throughout flight, but also does 
this while saving a significant amount of costs due to the 
unlimited data it gives with no hidden datalink charges. So far 
it has helped many operators radically reduce their datalink 
costs. The suite’s other tools include UAS FuelEvolutionTM 
that quite literally delivers total fuel management in one 
application. It can compare aviation fuel costs, calculate 
taxes, and store supplier data in one simple step. Users can 
order immediately by simply selecting the location and price 
and adding their flight dates and the quantity of fuel they 

require. The final tool is complementary to all our clients 
- UAS TMSevolutionTM gives real-time access to critical 
information about trip support requests. This saves a lot 
of hassle and time. So, we are giving our technology users 
exactly what they are calling for. 

Q: UAS has won some prestigious awards over the past 
year. Can you tell us about these?

MH: UAS is passionate about continuing to evolve as a 
solutions and technology provider, so we were delighted to 
receive a number of accolades in 2018 for both performance 
and leadership. At EBACE, we were named Service Provider 
of the Year at the Sapphire Pegasus Business Aviation Awards.  
Just recently at NBAA-BACE in Orlando, I was honored to be 
listed in NBAA’s global Top 40 Under 40 for my contribution 
to Business Management at the helm of UAS. I think this 
recognition of our capabilities really reinforces the fact that 
UAS is a dynamic and innovative company within a highly 
competitive industry. Our mission for 2019 is to consistently 
enhance the customer-experience in each aspect of UAS – 
our global network, air charter, trip support, and aviation 
technology. We’ll be exhibiting at the MEBAA Show this 
December and we invite all industry stakeholders to come 
and say hello. |BAM
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Seizing aircraft
to enforce money judgments
By Joseph McCormick, Partner, Rosenblatt

T
here have been a number of high-profile cases recently 
which serve to highlight the value of aircraft as a means 
of enforcing money judgments. Even if a private jet 
is heavily mortgaged the inconvenience of having it 
grounded or the loss of revenue to a company deriving 
income from an aircraft can be enough to force a 
settlement. It is, therefore, a valuable tool in the 
arsenal of a judgment creditor trying to get paid. This 

article looks at one of the most recent examples that illustrates 
the difficulty with enforcing against an asset that is highly mobile 
and inaccessible. It also gives ideas as to how aircrafts could be 
tracked and located.

The Midtown Case

In August 2017, Mr. Justice Blair in the High Court in London handed 
down judgment in Midtown Acquisitions LP v Essar Global Fund 
Ltd & Ors [2017] EWHC 2206 (QB). The case concerned the 
seizure at London Stansted Airport of a luxury private 
jet worth in excess of US$ 60 million as part of the 
enforcement of a US$ 195 million New York judgment. 

Midtown ascertained that a valuable Boeing 737-700, 
which had been fitted out by Essar as a luxury 
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E ven if a private jet is heavily mortgaged the 
inconvenience of having it grounded or the loss of 
revenue to a company deriving income from an aircraft 
can be enough to force a settlement. It is, therefore, 
a valuable tool in the arsenal of a judgment creditor 
trying to get paid.
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private jet, was at Lasham Airfield in Hampshire. A High Court 
Enforcement Officer (HCEO) instructed by Midtown appeared 
without notice before Master Eastman on 27 July 2017 and 
obtained a writ of control pursuant to CPR Part 83 and a warrant 
of entry pursuant to paragraph 15 of Schedule 12 of the Tribunal, 
Courts and Enforcement Act 2007. The address on the writ of 
control and warrant of entry was Lasham Airfield. 

While the HCEO was on his way to Lasham Airfield that same day, 
he learned that the aircraft was in fact at London Stansted Airport. 
Despite having no warrant entitling him to enter the private 
terminal at the airport, he was able to gain entry and handed the 
pilot a copy of the writ of control. The following day, at a second 
hearing before Master Cook, the HCEO obtained a second warrant 
of entry, this time specifying London Stansted Airport. 

The judge in the case had to decide two issues. The first issue was 
whether the HCEO had in fact taken control of the aircraft on 27 
July 2017, in circumstances where the address on the warrant of 
entry was Lasham Airfield. The judge held that the steps taken to 
take control of the aircraft were not valid. 

The second issue was whether the warrants of entry should be 
set aside on the basis that it would be unreasonable to allow the 
aircraft to be taken into the control of the HCEO because its sale 
could not be expected to realise any money. The aircraft had 
been valued at US$ 60.62 million but was mortgaged to secure 
borrowing totalling US$ 101.5 million. Execution against the 
aircraft would have resulted in all its proceeds after costs of sale 
being paid to the lender. Nevertheless, the court held that it was 

not unreasonable for a judgment creditor to seek to 
take control of the aircraft when, absent such control, it 
would likely leave the jurisdiction.

Tracking and locating aircraft 

It is all well and good knowing or suspecting that a 
judgment debtor owns an aircraft, but it is something 
else identifying, locating and enforcing against that 
aircraft. Below are some top tips for tracking and 
enforcing against aircraft. 

If you know that the judgment debtor owns an aircraft 
and you have the registration details for the plane (i.e. 
the tail number), it is much easier to locate it. However, 
if you don’t have registration details , there are various 
steps you can take to identify and locate the aircraft (for 
example, by finding out where it is registered).

It is not unusual, however, for companies or high net 
worth individuals to hold aircraft via special purpose 
vehicles, so it is important to check who the registered 
owner is. If you have the registration number of the 
plane, you can usually check who the owner is by going 
to the aviation authority website of the country where 
the plane is registered. If you do not have the registration 
number and do not know where the plane is registered, 
you may be able to find information on amateur plane 
spotting websites (which can be surprisingly useful).  

M ost plane tracking websites subscribe 
to the FAA’s ASDI data feed and are thus 
required to comply with the FAA’s block list. 
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In some jurisdictions, aircraft owners can apply 
to have their flight details kept secret (and many 
routinely do). Most plane tracking websites 
subscribe to the FAA’s ASDI data feed and are 
thus required to comply with the FAA’s block 
list. However, there are an increasing number 
of companies setting up websites and databases 
without utilising the FAA’s ASDI feed, using data 
obtained from other sources instead. A number of 
these sites are not observing the FAA’s block list. 
It is therefore becoming more difficult for aircraft 
owners to keep their flight details secret.  

Enforcement 

It is important to build up a picture of how the 
target aircraft is used, and whether there is a pattern 
of movement which will assist in executing against 
it. For example, if a private jet is used to attend 
regular board meetings in the same location, it is 
easier to then plan to enforce at that location, as a 
local team can be put in place in advance and local 
court orders obtained.  

It is essential to put in place an experienced team 
to handle both the legal and practical aspects of 
enforcement. Aside from obtaining the necessary 
court orders, there are numerous practical issues to 
consider, including insurance, storage, maintenance, 
whether support from the police or border agencies 
is necessary, liaising with national aviation 
authorities, and so on. Getting a good team onboard 
from the outset will greatly enhance the prospects 
of successfully enforcing against an aircra�  in a 
manner that will hold up in court. |BAM

G etting a good team onboard 
from the outset will greatly 
enhance the prospects of 
successfully enforcing against 
an aircraft in a manner that will 
hold up in court.

70

Your global connection to fuel 
... and so much more.



Your global connection to fuel 
... and so much more.



Blazing a trail  
Cameron B. Gowans, Base President of the jet card and aircraft 

management company, Jet Linx’s Chicago operation, talks 
to BAM about the company’s unique business model

: Jet Linx has a very unique business 
model and one of the larger managed 
fleets in business aviation. How did it 
all begin? 

CG: The company was founded back in 
1999, so next year we will be celebrating our 
20th Anniversary, which will be a very proud 

occasion. The company started off based out of Omaha, 
Nebraska, and we now have 17 locations across 
America. What differentiates us from other aircraft 

management and private charter companies is 
what we call our local base model. 

� e local base in each city acts as a storefront 
for sales and marketing, and client 

ownership, so the aircra�  owners are 
not in the hands of some impersonal, 

national aircra�  management 
company. � ey always deal with 
their local Jet Linx o�  ce and with 
the people they know well. At the 
same time, we have a large, e�  cient 
back o�  ce at our national operations 

centre, which handles all the back-
o�  ce systems and administration for 

each of the local bases.
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management and private charter companies is 
what we call our local base model. 

� e local base in each city acts as a storefront 
for sales and marketing, and client 

ownership, so the aircra�  owners are 
not in the hands of some impersonal, 

national aircra�  management 
company. � ey always deal with company. � ey always deal with 
their local Jet Linx o�  ce and with 
the people they know well. At the 
same time, we have a large, e�  cient 
back o�  ce at our national operations 

centre, which handles all the back-
o�  ce systems and administration for 

each of the local bases.
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That gives us the best of both worlds in that our aircraft 
owners have local relationships while each of the bases 
benefits from the economies of scale in purchasing 
that we can bring to the table as a large national 
organisation.

Q: You have an entirely unique way of approaching 
how you establish a new base. Can you tell us 
about that? 

CG: Each base that Jet Linx establishes has a Base 
Partner, a prominent leader in the local community. 
They invest in the new location, and they are in a 
position to provide introductions and referrals for 
Jet Linx within that community. This allows the local 
base to grow much faster than would otherwise be 
the case. As they have invested in the base, they get 
returns from that operation and that provides a real 
incentive to keep the recommendations flowing. The 
base partner will tend to know the aircraft owners and 
high net worth individuals and business folk in their 
community, which helps the base to grow both its fleet 
under management and the jet card programme.

“ The local base in each city acts as a storefront for sales 
and marketing, and client ownership, so the aircraft owners 
are not in the hands of some impersonal, national aircraft 
management company. They always deal with their local 
Jet Linx offi  ce and with the people they know well.

We do not do any retail chartering. All the charter revenues we 
generate for owners come from our jet card programme. Today we 
have over 1,300 members in that jet card programme nationally. 

This model of opening new Jet Linx bases through local investors 
who are well known in their communities is very stable and results 
in a very symbiotic relationship with aircraft owners. The jetcard 
members also very often know the aircraft owners so each base 
really revolves around quite a tight knit, personal community.  

They either all know each other or know of each other, and owners 
are reassured by the fact that the passengers on their jets are like-
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minded people who are going to respect the aircraft they are 
on. With retail private charter you are always exposed to the 
risk of a careless or wilful passenger damaging or unduly 
messing up the aircraft’s interior. With the jet card model, 
particularly based on the community model that we create, 
everyone has a vested interest in respecting the aircraft and 
would do so naturally. 

Q: What are the major challenges you face in your 
operations?

CG: Undoubtedly the major challenge we face is the chronic 
shortage of pilots and trained maintenance technicians in 
business aviation. We have growing demand both in terms 
of aircraft coming onto our managed programme, and for 
our jet cards, but finding the right talent to keep up with that 
growth is a daily struggle. 

Q: I imagine that there is quite a spectrum of aircra�  
across your � eet?

CG: We have 20 different types of aircraft at present in 
the managed fleet. This includes everything from light jets 
through to heavy jets, and we even have a few turboprops. 
The bulk of our fleet is mid-size to super-mid size, but there 
is a very clear movement towards the heavy jet side of the 
market. We are adding more and more heavy jets to the 
programme. 

Q: � e Chicago base was established recently. What’s 
next? 
CG: We have openings currently in preparation in New York 
and in Boston and we have some very exciting expansion 
plans for 2019. Our 20th Anniversary year is already looking 
like being a very exciting one for the company. |BAM

“ Undoubtedly the major challenge we face 
is the chronic shortage of pilots and trained 

maintenance technicians in business aviation.
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E x p a n s i o n  PAYS  
Captain Ramsey Shaban, CEO and President at GainJet Aviation, on the 

company’s highly successful charter operations

Q
: When was GainJet founded?

RS: GainJet was formed in 2005 and we received 
our AOC in April 2006, so we have been operating 
commercially for about 13 years as a private jet 
charter company based in Athens and serving the 
worldwide market from our centrally located HQ, 
primarily Europe, the Middle-East and Africa. 

Q: Do you have your own aircra� ?
RS: We operate a mixed fleet. We have a total of 12 aircraft 

available for charter. Six of these are our own aircraft and six 
are aircraft that we manage and charter out for clients. In 

addition, we have a pool of a further eight aircraft that 
are managed for private individuals and that are not 
available for charter. 

Q: How has 2018 been as far as charter 
bookings are concerned?

RS: Right now, I would say that we are 
doing well. We like to spread our eggs 
across a variety of baskets, so we have 
a foot in the Middle East and in 
Europe and Africa, as far as our 
charter business is concerned. 
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Thankfully, when one of those regions is seeing something 
of a slump, the others take up the slack and keep things 
going nicely. 

This summer Europe has done well. However, the biggest 
surprise for us was the strength of our Middle East business. 
There were several headwinds in the region, with different 
issues affecting the market , so we expected some weaknesses 
there. But in fact the summer turned out to be quite good.

At the same time, we have been growing our business 
in Africa on a yearly basis. We have a floating base now 
and representation in Eastern Africa, in Rwanda, and we 
are one of the founding members of the African Business 
Aviation Association (AFBAA). However, we have not yet 
set up a company in Africa. It has been our plan for several 
years to set up there. However, to get things going on our 
side we need to be able to devote both management time 
and investment resources to the African market, which has 
taken some time and has delayed the process. We expect to 
get there sooner than later. 

Q: How are you winning charter revenues in Europe?
RS: Most of our business in Europe comes from the 

brokers. We have very strong relationships with brokers 
around the world and we really value our relationships 
with them. We also have a number of flight departments as 
customers for whom we provide supplemental lift as and 
when the need arises. 

All in all, we generate around 65 per cent of our businesses 
from these sources. The rest comes from our own sales team.

Q: How important is aircraft management to your 
business?

RS: It is important, both because some owners are 

interested in defraying the running costs of the aircraft 
through charter revenue, which adds to our charter fleet, 
and because it is a predictable and reliable source of revenue. 

Q: What about fuel? Is it a revenue generator for you?
RS:  We pass fuel on at cost and it is simply a service we 

provide to our clients, not a revenue generator. We focus on 
charter and aircraft management and operation. The lines 
get blurred when you try to focus on several different things 
outside of your main scope. This is already a very complex 
business and there is no need to add additional complexity. 
We have our fuel resellers that we go to regularly and since 
we bulk buy, that keeps costs down for our aircraft owners.

Q: How is Gainjet structured?
RS: Within Gainjet Aviation we have two companies, one 

in Greece and one in Ireland. � e entire group is comprised of 
around 120 sta� , including crew, split roughly 80/40 between 
Athens and our location at Shannon Airport in Ireland.

Q: When did you set up the Ireland o�  ce and what was 
the attraction?

RS: We set up Ireland in 2015. At the time we were looking 
around for different ways of expanding our operation. There 
was a lot of buzz about the Irish market for aviation and it 
struck us as an excellent base for us to expand into Europe. 
Of all the options for a European expansion, Ireland made 
the most sense. We were awarded our AOC for Ireland in 
2016 and began commercial operations there. 

Initially we started with one aircraft based in Ireland and 
that grew to three rather rapidly. Today, we have six aircraft 
based in Ireland. 

Q: How diverse is your � eet?
RS: We have quite a diverse fleet. We have a Boeing 

757, that is configured as a VIP interior capable of taking 
62 passengers. The aircraft has a state room and it does a 
lot of trips between the Middle East, Africa and European 
destinations. It is a popular aircraft primarily servicing large 
groups of VIPs. Of the private jets, we have a 
G650, that has a maximum range of 14 hours. 
It does a lot of intercontinental flights due 
to its incredible performance. We have 

“ We pass fuel on at cost and it is simply 
a service we provide to our clients, not a 
revenue generator. We focus on charter 
and aircraft management and operation.
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a fleet ranging from VIP executive airliners to Mid-size and 
everything in between. In 2017, spread across all our charter 
aircraft, we did some 4,820 hours of flying.. 

Q: How well does a broad range of aircra�  types in the 
� eet work for you?

RS: We are generally happy with having a diverse fleet. 
This enables us to be in a better position to provide the 
aircraft that best suits a charter customer’s requirements. 
However, the main business model that we have become very 
good with, is operating large VIP executive aircraft. We have 
been operating this kind of aircraft for more than 10 years. 
We have brought on several additional VIP Boeing, so we 
have very strong experience in the executive airliner market.  

Q: I imagine there is quite a range of attitudes on the 
part of owners to charter?

RS: Yes indeed. Every owner has their own way of looking 
at how they want their aircra�  to be operated. Some want as 

much of the expense of running the jet covered as possible, 
and they also use the jet but not too frequently. Others are 
much more concerned about having the jet available for their 
own use. If they are amenable to working the jet and having it 
partly available for charter,we can generally cover a substantial 
portion of the expenses incurred in operating the jet. 

Q: You recently had a notable � rst, having taken 
delivery of a Lineage 1000, the � rst jet to be registered 
on the new Irish EJ register for corporate and business 
jets. What does that mean for Gainjet?
RS: With the EJ register now operational it means that Gainjet 
Ireland can o� er fast and e�  cient in-house NCC aircra�  
registry services for a wide range of customers. It really is a huge 
piece of news for us. We have been working closely with the 
Irish Aviation Authority to establish the EJ registry. It enables 
aircra�  owners to induct their aircra�  into Europe and enjoy 
free circulation.. We look forward to bringing in additional 
aircra�  into the Irish registry and Europe with this option. |BAM

G ainjet’s newly delivered Lineage 1000 EJ-IOBN. 
First to be registered under EJ reg are Ray Mills, 
CEO and Accountable Manager, Gainjet Ireland, 
and Patrick Edmond, Managing Director of IASC.
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Discovering the essence  
of Quebec 
by BAM Global Luxury Correspondent, Jane Stanbury

P
erched on the Lake Massawippi banks just ninety minutes 
from downtown Montreal, is the elegant Manoir Hovey hotel.  
Regularly voted as Canada’s leading hotel it frequently ranks 
amongst the world’s top 50 and exudes an essence of Quebec 
with its singular character creating a strong sense of place. 
Sweeping colonnaded verandas, a verdant estate and grandiose 
rooms recall the property’s original inspiration, George 

Washington’s home in Mount Vernon, Virginia. 

Whilst paying significant attention to its heritage the current owners, 
the Stafford family, focus on Quebecois culture and service. This is 
best exemplified by the duo of clefs d’or concierges whose mantra is 
to maximize guest experience while minimizing guest effort. Previous 
enchanted residents include political leaders, captains of industry, and 
celebrities such as the Clintons, Nicole Kidman, Sir Anthony Hopkins, 
and European Royals.

The allure of Manoir Hovey begins immediately with the driveway 
wending its way through a thick forest of silver birch trees to the 
colonnaded car port at the hotel entrance. Stepping into the wood 
panelled reception, monochrome photos recall property history, and an 
elite awards collection confirms its status.  

The reception leads to the library where two walls are lined with well-
thumbed tomes, many of which are first editions, and signed by the 
original owners, the Atkinson family. The third wall is effectively a 
sit-in stone fireplace, providing a warm welcome during exceptionally 
cold days. Original Tiffany lamps, heavily framed pictures and inviting 
sofas and armchairs provide a gracious backdrop for afternoon tea, pre-
or post-dinner drinks, or simply a place to read, chat or stare through 
the floor-to-ceiling French style windows leading to the magnificent 
gardens. Home to more than 80 flower varietals the grounds are a 
masterpiece crafted by two full-time gardeners.

Layers of lawns are edged by abundant � ower beds whose collection of 
predominantly perennials puts any English cottage garden to shame. 

Adirondack-chairs are casually scattered, and gas-
powered burners keep guests warm. During autumn eyes 
are drawn to the changing colours of the mixed forest 
across the lake as deep greens merge to golden bronzes 
via rich burnt orange and red hews as the landscape 
changes through the kaleidoscope of famed fall colours. 

A surprising find is a sky-reaching tee-pee replica with 
which Manoir Hovey honours the local first nation 
peoples, the Abenaki. It’s a close match to the original 
structure with canvas covering replacing animal skins. 
Inside a central fire – fires are a constant present at 
Hovey – is the focus for visitors sipping hot chocolate or 
mulled wine, as they play card or board-games. During 
winter guests are invited to build snowmen on the lawn 
outside to create a magical “snow-village”.
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T he allure of Manoir Hovey begins 
immediately with the driveway wending its way 
through a thick forest of silver birch trees to 
the colonnaded car port at the hotel entrance. 

www.manoirhovey.com
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Hidden below the gardens and tennis courts, Beaver Beach, a sheltered 
cove, is a great swimming spot. It also hosts a small shiplap chalet which 
hosts private dinners as a dedicated team deliver a menu comprised of 
local fish and wild game delicacies. 

For those less inclined to open-water swimming the heated oval pool 
is situated above the lake from which steps lead to a private jetty. A 
pontoon boat, kayaks, pedaloes and paddleboards are all available to 
guests and it is here that the float plane from Montreal drops off guests 
wanting to avoid the infamous Montreal traffic. 

The lake is the hotel play-room. Summer fly fishing morphs into ice-
fishing for a wintry experience and as the lake turns to ice, the hotel 
carves out a skating rink, with an adjacent hut serving nine intoxicating 
hot chocolate flavours. Winter activities include dog sledding and 
guided snow-shoeing through the crisp snow-lined forests, while in 
spring hybrid cycle rides, forest walks and picnics can be enjoyed.

For those resistant to experiencing the chill of winter, any one of the 36 
hotel rooms o� ers a perfect refuge. � e impeccably decorated, individually 
styled rooms provide breathtaking views that stretch out along forest or 
lake. Many have real-look wood burners creating the perfect romantic 
ambience. Elaborate wall papers incorporate birds, � owers, and trees, 
continuing the nature theme. Designers John Hay and Hilary Webster have 
created a charismatic, eclectic decor through the addition of one-of-a-kind 
lighting features, artwork and objets d’art. Vintage furniture is updated 
with chic materials to magni� cently blend the original spirit of the property 
with contemporary comfort. Luxurious linens enhance the sumptuous 
goose down bedding, the so� est of bathrobes are complemented by thick 
ply towels. Marble bathrooms are given warmth with rich hued hand-made 
rugs, spacious showers, multi-mode spa baths and L’Occitane products 
delight the senses. � e modern world is subtly supported with docking 
stations, Wi-Fi, cable tv, and in-room Nespresso machines. With room-
service available 24/7, patrons never need leave the room. 

But when they do, the highlight for many is the creative Quebecois 
dining which offers cuisine so renowned that the Canadian Prime 
Minister occasionally visits for lunch.  Culinary inspiration comes 
from the terroir and mar of Quebec and diners are assured of carefully 
considered, imaginative menus informed by a combination of the 
seasons and the kitchen brigade’s genius. 

Formerly the stables, the relaxed pub-come-bar, � e Tap 
Room, is a tribute to an antique Quebecois survival kit. 
� e walls are lined with axes, log-clamps to tow wood, 
ox-yolks, old-fashioned ri� es, snow shoes, skis, sled-dog 
harnesses, � shing rods, and even a hand-carved birch 
canoe hangs from the ceiling. � e autumnal colour 
scheme is re� ected by the � replace providing a low-key 
atmosphere in which to enjoy a traditional Canadian 
menu with the Hovey twist. Poutine, a Quebecois dish of 
potato chips, curds and gravy is updated to include wild 
mushrooms, smoked trout and birch syrup, yes that’s the 
hotel’s twist on the more familiar maple syrup and requires 
twice as much sap to produce a similar amount. � e Tap 
Room is also the venue for the annual Hovey “sugar-shack” 
spring-time experience. � e traditional rite celebrates the 
sampling of the maple syrup harvest. Traditionally served 
with settler-type foods, modern-day sugaring-o�  parties 
allow � ne-dining chefs to get creative with seasonal fare. 

Birch sap is integral to the re� ned dining Le Hatley 
restaurant. � e menu serves an ingenious combination of 
local fare where even the most seasoned of foodies is likely 
to � nd something completely novel. Blending the freshest 
Quebec fare the aptly named Discovery Menu includes 
an amazing array of ingredients. “Rock-tripe” is a type of 
lichen, with a black crispy texture and mild mushroom 
� avour served with a bison carpaccio; haskap berries, 
a type of blueberry known for its longevity properties, 
complements red deer; and most strikingly foie gras is 
served with Castoreum brioche, a light bread infused with 
secretions from the beaver’s castor gland. Even the cocktails 
astound. Lovage Me Tender mixes local Ungava gin, 
lovage, a parsley type herb grown in the kitchen garden, 
with grapefruit and cranberry, lemon and maple syrup for 
a divine pre-dinner taste bud teaser. Continuing nature’s 
theme the dining room walls are covered in hand-cra� ed, 
layered wallpapers, featuring a clever design that resonates 
with the external silver birches, it adds to the awesome 
sensory experience. To be honest you don’t so much stay 
at Manoir Hovey, you experience it and with 2019 marking 
its 40th anniversary, it seems the best is yet to come. |BAM
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Q
: What can you tell us about how MNG Jet began? 
What was the motivation for starting the company? 

CŞ: Turkey’s geological position required a high state 
maintenance facility to be a bridge between the Middle 
East, Europe, Africa and CIS countries. The Founder of 
the MNG Group of Companies, Mr. Mehmet Nazif Günal 
realized the requirement and established a sister company 

to MNG Airlines and MNG Technic in the aviation area. Today MNG 
Jet is the flag carrier business jet service provider in Turkey with its 
nose to tail aircraft maintenance, shop maintenance, full aircraft paint, 
interior refurbishment, camo management, asset management and 
charter services, all offered from its state-of-the-art facilities. MNG Jet 
also plays a key role in the region, specializing in offering the most 
personalised luxury charter travel experience possible with a wide 
range of business jet options and aircraft sizes within its fleet.

 Striving for 
perfection
Can Şaşmaz, General Manager of MNG Jet, 

talks to BAM about running a major MRO and 
charter management company in Turkey

Q: What were the keys to growth in the early years? 
How does that look now, are the same strategies still 
working for you? 

CŞ: Safety comes � rst. For safety, establishing high 
quality standards is a must. � is strategy will never change 
or become outdated. At MNG Jet we are always focused 
on driving continuous improvements in our quality 
standards. We work to add new capabilities to our service 
range and we aim to be the best, just as we have done from 
our earliest years in this business. 

Q: What about business aviation in Turkey and 
the surrounding regions?

CŞ: Turkey’s business jet aviation sector has shown 
continual growth through recent years. Of course, 
the economic situation can have an e� ect – positively 
or negatively – on aircra�  movements here, as is true 
everywhere around the world. However, history shows 
that Turkey is one of the more resilient countries and one 
of those that is least a� ected by global crises. 

Q: What is the key to your success and what are 
your future plans? 

CŞ: Everything hinges on being able to demonstrate 
stability, reliability and consistency over time. This 
is the key to building a great reputation for customer 
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service. MNG Jet’s experienced management team has 
not changed since the beginning. I was appointed, by 
our Chairman as General Manager last year, after seven 
years of a successful career in senior management of 
MNG Technic. We have shared our experiences and 
great results followed. 

We have achieved continuous growth according to our 
customers’ requirements. In 2018, we added two di� erent 
types to our EASA approval and obtained three separate 
country approvals. Every request from our customers is 
carefully reviewed and shapes our future plans. 

We are the definition of a “Customer Oriented Company” within 
the rules of aviation authorities and regulations. Our team has the 
advantage of sitting at the both sides of the table, as an operator and as 
a maintenance service provider. We respect and fully understand the 
responsibility of the representatives for each and every aircraft under 
our maintenance and act accordingly. Keeping the aircraft ground 
time within the quoted period, allied to competitive pricing and the 
excellent condition of the aircraft when it is handed back to the client, 
are what matters. 

Our future plans rely on high quality standards, continuous growth and 
consistent improvement in all areas. |BAM
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NBAA-BACE 2018 After Party
Every picture tells a story….

Hundreds of business aviation professionals enjoyed a lavish evening at 3NINE Orlando on Wednesday 17th October 2018, at Bizav Media’s 
NBAA-BACE A� er Party. Guests rounded o�  a busy day at NBAA-BACE with a tremendous evening of networking and partying.
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“A heartfelt thank you to all our sponsors, our event partners 
JSSI and everyone who made this possible.” -Max Raja
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For a complete gallery of photos from the event visit: www.bizavltd.com/max-raja-promotions/NBAA2018party
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The Only London Airport Actually in London

London City Airport - 4 miles from Canary Wharf, 7 miles from 
The City and 9 miles from Mayfair.

• Only a 30 minute ground transfer to Mayfair & Kensington 
• New competitive pricing for operators with parking included 
• Global 6000, Dassault 8X, Embraer 550 and Gulfstream 280 

all recently added to the existing aircraft approvals 
• Broker Incentive Program for every flight booked 
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NEAR YOU

 YOUR PARTNER NETWORK*

Comlux Completion
HAECO Private Jet Solutions
Jet Aviation
Sabena Technics
Sepang Aircraft Engineering
ST Aerospace

*The ACJ Service Centre Network comes in addition 
to the Airbus Worldwide Support Network. 
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