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Workers Comp workable.
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direcily 1o the part about how yow might actively make the inssanie part

cf your buseneds & Beke more workable

Ais an HATA member, pou may be eligible to pasticipate in one of the
assnciasion's Workers Compensation Programs. One peogram i undenaitten
by LISAIG, the other by Phoeno Anabion Managers, both are administered
by AbrSune Lirried Just a8 Shing in &V fommation means mone elfacency los
the flock, joining a geowp of other avation businesses could mean beite
coveranpe for less money with your Workers Comp inurancs

Escause, Bepond competiive rabes, you re also efigible to eam an annual
resavard when the group has a good yeas Thowgh nat guarasibesd, you ll ks

thir cacbebs. I 28 o thee parst 30 yeary the USAIG plan has paid neady
545 milllizn bn good saperience retums, averaging 19.26%. The Phosnis
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To find out whethet you are eligibds o participate, just give your beokes
a call today, or comact the NATA program manager demctly
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Your business aviation solutions...

already in progress.

Avfuel provides solutions for:

FBO and Airports: Branding Programs, Refueling
Equipment, Fuel Storage Systems and Marketing Support

Fueling: Non-Scheduled Flights, Ad-hoc,
Off-line Charter, Diversions, Sports and Passenger
Charters, Freight and Cargo, Aircraft Ferrying

Insurance: Comprehensive Programs for FBO’s,
Corporate Flight Departments, Charter Operations,
Maintenance Facilities & Avionics Shops

AVFUEL
CORPORATION.

1.800.521.4106 - www.avfuel.com
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At ExxonMobil Aviation we are dedicated to giving our FBOs the tools and services they need to succeed.
We offer line crew training, a credit card program, refueling trucks, quality products, and brand recognition.

We're proud of that, but what sets us apart is our long-term commitment to you. We go further to help
partnered FBOs build their businesses.

Beyond quality fuel and reliable service, ExxonMobil Aviation FBOs enjoy:
Pilots+ Rewards: Pilot Loyalty Program
PremierCare: Safety and Customer Service Training and Certification
PremierSpirit: Pilot Feedback and FBO/Employee Recognition Program
Dealer Forum: Dealer Input and Networking Opportunities

To join the ExxonMobil Aviation family and learn more about ExxonMobil Aviations’ fuel and service solutions,
please contact Mark Dimitri at 703-846-4071 or mark.j.dimitri@exxonmobil.com.

Esso-branded products available only outside the U.S.
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You've Been Served!
Practical Considerations When Responding to a Subp]éﬁa

By Paul Alp, Esq.
Responding to a subpoena presents challenges, but like other
challenges in business and aviation, they can be managed with
thoughtful advance preparation, a professional approach, and
diligence. This article walks you through the basic things to think
about when you receive a subpoena.

Bridgeford Flying Services:A Vintage Napa Valley FB02 O

By Paul Seidenman and David ]. Spanovich
For private and corporate aircraft pilots and passengers, the
gateway to Northern California’s scenic Napa Valley is the Napa
County Airport and Bridgeford Flying Services, a full-service FBO.
Established in 1946 by four World War II pilots, Bridgeford once
competed with four other FBOs on the airport but has long outlived
them. To survive, it has grown, along with the airport to meet the
changing needs of general aviation operators.

35

Lessons Learned:Insurance Traps to Avoid

By David W. Almy
Sure to raise the hackles of some insurance brokers, Jim Strang
approaches the insurance game from a unique perspective. He's an
insurance consultant, but as such he plays the role of a buyer’s agent
for aviation insurance and is perhaps the only one doing so full time.
Aviation Business Journal thought it might be interesting to catalog
the lessons learned from Strang’s 45-plus years in the insurance and
risk management fields for the benefit of NATA members.
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And Other Things We Can

By James K. Coyne

he first quarter earnings reports from
America’s major airlines were simply
staggering. Delta, Northwest, American,
United, and Continental had a combined
loss of $11.5 billion—or more than $1,400
per second! Since then, oil prices climbed
another 20 percent, the economy headed toward re-
cession, the FAA grounded hundreds of planes, and
Congress held hearings to condemn airline safety
violations. The airlines are in an unprecedented
financial tailspin, and Wall Street expects very few
survivors.
Of course, NATA members provide fuel, ground
handling, and other services to Part 121 carriers,
so their difficulties pose strategic challenges to our
own businesses, and none of us look forward to
another round of airline bankruptcies. An airline
financial meltdown also means that hundreds of
airports will be “sharing their pain,” and they will
surely try to pass the pain to other airport tenants,
namely us, in the form of higher rates and charges.
But as airlines try to restructure, merge, or scale
back operations to stay alive, there will also be new
opportunities for many of us, either because the
airlines need new suppliers and decide to outsource
more functions or because, as airlines eliminate
service to smaller cities, nimble charter operators
can find new markets to serve.

But beyond considering all the obvious implications
of the financial collapse of the airline industry,

it may be worth considering how they got in this
mess and the lessons we can learn from their mis-
takes. Obviously, they serve different markets, have
a different mix of costs, and face demands from a
different set of stakeholders, but in the sky and on
the tarmac, they operate in a world very similar to
ours. And if they can fail so spectacularly even as
the nation depends so much on air transportation,
then surely we must study the wreckage of the
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airline industry for clues to our own survival and

success.

I see five important “lessons from the airlines”
that each of us can study and adapt to our own
circumstances. First, is our relationship with our
customers, in terms of price and performance, op-
timized for growth or designed merely for survival?
Second, is capacity matched to markets that offer
suitable margins? Third, is our relationship with
Washington, D.C., realistic and proactive or bom-
bastic and reactionary? Fourth, do we share the
skies with allies or enemies? And finally, are we
properly controlling our most important costs (fuel
and labor), or are they controlling us?

Each airline, of course, is different. Southwest, for
example, offers a very different customer experi-
ence compared with the legacy carriers, enters new
markets carefully, tries to build a positive presence
in Washington, plays well with others, and shows
proper respect for both its workforce and the Jet A
futures market. Maybe that's why it makes money
when almost everyone else is in the red.

None of us have the same problems and chal-
lenges that Southwest and the other carriers cur-
rently confront, but someday we will have our own
“perfect storm” when unforeseen events conspire to
raise costs, shrink markets, and confound relation-
ships with our own stakeholders all at the same
time. When it happens, which lessons will we have
learned?

Keeping customers means being on the right side
of the price/performance line, but it also means
being sure that prices aren't so low that you're just
digging yourself into a deeper hole each time you

Continued on page 8



President’s Message
Continued from page 7

make a sale. Aircraft charter prices, for example, in
some markets are so obviously below costs that it
reminds me of those 70 percent-off plane ticket fire
sales that appear just before every airline bankrupt-
cy announcement. In addition, airlines are notori-
ously slow in reducing surplus capacity, in part
because the bankruptcy laws allow weak airlines

to survive long after they've failed in the market-
place. Weak minimum standards affect our industry
the same way. We need to make sure that airports
aren’t urging too many FBOs to put out a shingle
when the local market isn’t big enough to support
them all.

Perhaps the airlines’ most obvious waste of time
and money has been their User Fee campaign in
Washington. Millions of dollars were spent on inane
TV ads, while high-priced airline lobbyists wasted
valuable face time with top politicians on an issue
that, in retrospect, was the least of their worries.
And as the User Fee battle raged over the past four
years, the airlines lost allies left and right, from
ATC controllers to big corporations (with flight
departments) that bought millions of airline tick-

R Dixon Speas
Associates
922 Waltham Street, Suite 101
Lexington, MA 02421-8019
Phone 781.863.1600 Fax 781.863.1605

E-mail info@rdixonspeas.com
www.rdixonspeas.com

50 Years Consulting to Business Aviation,
Airlines, Airports, FBOs and Manufacturers

+ Comprehensive Safety and Compliance Audits
including IS-BAO Certification

* Pre-FAA/DoD Audits
- Safety Programs
+ Operational Improvement
» Maintenance Management
« Strategic Planning
+ Market Studies/Forecasts
+ Feasibility Studies
- Business/Asset Appraisal
+ Aircraft Suitability Analysis
* Management Recruitment

ets but also wanted to fly private aircraft without
airline-dictated new user fees.

But as we watch airlines struggling to survive, the
central question (for them and us) is how to control
costs in a crisis. For the airlines, that means primar-
ily fuel and labor. Labor costs, including salaries,
benefits, and pensions, were unfettered for decades
as airline executives and complicit accounting stan-
dards allowed the real price tag of union contracts
to be hidden in footnotes on income statements,
inflating airline profits (as well as the stock price-
linked option packages) and disguising what would
eventually prove to be fatal liabilities. Bankruptcy
let airlines nullify labor agreements, but their work-
ers blamed only management and ever since the
“triendly” labor skies have disappeared. Both sides,
perhaps, should blame the accountants—or the
regulations that permitted such chicanery.

The Challenge of Fuel Pricing

Fuel costs, for the airlines and for everyone else,
are far more problematic. The challenge here,
other than reducing fuel use, waste, and cost, is to
raise prices in step with rising costs without losing
customers. Every NATA member faces the same
challenge, and some will surely repeat the mistakes
of the airlines. The winners will learn to stay ahead
of the pack, investing in the latest price data, us-
ing it wisely, and adjusting prices and margins to
optimize net revenue. There is, for every product
or service, a price point that produces optimum
revenue. Like trying to find the perfect mixture of
air and gas for peak power in an airplane, it takes

a wise and experienced pilot (or a good computer)
to pick the right number. The airlines, individually
I suspect, know how to raise prices to offset fuel
costs. But as an industry, they have failed to keep
themselves profitable. In the long run, that can
only be fatal.

Keeping your company healthy in this dynamic
aviation economy means learning these five airline
lessons and more. So, the next time you're stuck
in ORD or DFW waiting for your flight to arrive or
fuming in a crowded plane stranded on the tarmac
because there isn't an open gate, take a moment
to consider the joys of running an airline and then
thank them for all that they've taught us. They may
have lost billions of dollars, but what you and I can
learn from them—that’s priceless! [
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seize the day.

A completely new approach
to regional business travel.

You have someplace important to be—and it’s not sitting in your car, waiting in line at an airport, or
spending another night away from home. DayJet knows what regional business travel is like. That’s
why we set out to change it with the world’s first per-seat, on-demand jet service.

With Daydet, you choose where and when
you want to fly based on your time frame,
not ours. You pay only for the seat(s) you
need. You fly point-to-point to more than
45 regional destinations. And you return
home the same day.

Learn how DayJet™ regional
travel can change your world.
Contact us today at 888.3DAYJET

or www.dayjet.com.
@ DayPorts LAKELAND

_\: Fly per-seat, on-demand service
d a e ™ to and from more than 45 regional destinations
across the Southeast when you begin or end

your travel at a DayPort™ airport. ,

PENSACOLA

DayJet’s “Per-Seat, On-Demand” business jet service is operated by DayJet Corporation’s wholly owned subsidiary, DayJet Services, LLC, an air carrier registered with the Department of Transportation and the holder of an
on-demand air carrier certificate from the Federal Aviation Administration (FAA) authorizing operations under Part 135 of the FAA's regulations under Title 49, Subtitle VII, of the United States Code.

© DayJet Corporation 2008. All rights reserved.

DayJet™, DayPort™, and DayBase™ are trademarks of DayJet Corporation. All other trademarks and registered trademarks are property of their respective owners.
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Feds’ Interest in Part 139 Is Good and Bad

By Eric R. Byer

or more than 40 years, the Part 135 on-

demand air charter industry has been little

more to the FAA than one of those regulated

segments of the aviation industry that the

agency has been responsible for but has es-

sentially ignored. Some would dispute this
claim, but until recently not much changed in the
Part 135 world. Then AMI lost its certificate last fall
because of operational control and foreign owner-
ship issues, and suddenly the Part 135 industry
became a hot topic among policy makers at the
FAA and Department of Transportation (DOT). The
question is, “Is the Part 135 industry’s new fame
good or bad?” Well, it depends.

For years, the FAA simply did not have the
resources and manpower to dedicate to Part 135.
There wasn’t even a dedicated office for overseeing
Part 135. The “old” FAA had one or two knowledge-
able staff members on charter issues who were
scattered within the Flight Standards Service abyss
at FAA headquarters in Washington, D.C.

With the growth of charter, NATA pushed the FAA
to dedicate more manpower and resources to Part
135 issues. Flight Standards Service Director Jim
Ballough agreed and opened up a Part 135 branch
within his office. Then the Challenger accident
occurred at Teterboro Airport in 2005, and “opera-
tional control” became buzzwords that have yet to
be shelved. There are now many self-proclaimed
experts on Part 135 on-demand air charter issues
at the FAA, especially in the Chief Counsel’s office
and in the various FAA Regional Counsels.

This is, in my opinion, bad. There are some at-
torneys who know what they are talking about, but
unfortunately they are few and far between, and
many of those lead attorneys who claim to under-
stand Part 135 simply do not. And the folks who
do know Part 135 issues, those on the regulatory
side, are simply being overlooked—or more bluntly,
ignored—on key Part 135 policy decision-making.
Sadly, the very day a rank-and-file FAA employee
demonstrates an accurate understanding of Part 135
is the same day he or she is slapped with the “too
friendly” or “in bed with the industry” label. We've
seen it happen before.

This is all very, very bad. Even nine months
after AMI lost its certificate and TAG was fined a
ludicrous $10 million (bear in mind, Southwest was
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fined $10.2 million for
flying unairworthy air-
craft, an allegation never
leveled against an AMI
aircraft), our industry
continues to wage an up-
hill battle to ensure that
objective and fair actions
are taken when it comes
to Part 135 operational
activity. NATA continues
to see the FAA stepping
outside of its regulatory
authority on foreign ownership, an issue that the
DOT clearly has purview over when it comes to all
economic authority matters, and NATA continues
to wage efforts to set the record straight on this sub-
ject with those in the agency and on Capitol Hill.

But, this all being said, there could be an upside

to all this new attention. Our industry’s efforts to
ensure that the FAA does not regulate via guid-
ance, coupled with our exemplary safety record and
resiliency in a struggling economy, makes the Part
135 industry a shining star in the aviation arena.
Granted, it does not hurt that Part 121 bankruptcies
seem to occur daily, but if there is one segment of
the industry that continues to thrive, it is the small
business charter industry. The Part 135 industry’s
new fame has not only put it on the map in terms
of recognition by regulatory leaders at the FAA,
DOT, Department of Homeland Security, and Trans-
portation Security Administration, we are also see-
ing increasing support from congressional leaders.
For example, Rep. Lynn Westmoreland (R-Ga.) re-
cently condemned the FAA and Drug Enforcement
Administration for their handling of an operator

in his district when they grounded the operator’s
aircraft during a Charter Quest investigation. Many
other members of Congress whom NATA visited
with recently have taken a keen interest in assisting
their constituents on a number of fronts, including
FAA standardization.

With fame and notoriety come positives and
negatives. If we remain vigilant and beat back the
“135 legal experts” at the FAA, I think the Part 135
industry’s newfound fame will produce dividends. &
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2008 NATA Air Charter Sum

By Eric R. Byer

ATA held its second Air Charter Summit

June 9-11 in Chantilly, Va. With more

than 235 attendees, the summit once

again provided the on-demand air charter

industry with current legislative and

regulatory updates, unparalleled access
to government leaders, and opportunities to recon-
nect and network with business contacts.

NATA Air Charter Summit attendees participated
in exclusive sessions, including briefings and pre-
sentations from representatives of the Department
of Transportation, Federal Aviation Administration,
and Transportation Security Administration as well
as a number of well-respected industry leaders.

“The great turnout for this event is a strong
indicator of the desire within our community to
meet on an annual basis,” NATA President James K.
Coyne stated.

Speakers addressed a number of critical issues
confronting the on-demand air charter industry,
including operational control, charter brokering,
standardization, ETOPS, and a number of other Part
135 compliance and business matters.

Summit highlights included presentations from
FAA Aviation Safety Associate Administrator

Nicholas Sabatini and FAA Flight Standards Service
Director James Ballough and a call from Bill Brown,
the Drug Enforcement Agency’s Special Agent in
Charge, Aviation Division, requesting operator
support in working with the agency on long-haul
missions.

A few eyebrows were raised during the sum-
mit's legal panel discussion on June 10 when FAA
attorneys expressed concerns about current regula-
tory compliance
and business
arrangements
in the Part
135 industry
between op-
erators, aircraft
management
companies, and
aircraft owners.

All attend-
€€s can review
the presenta-
tions from the
summit by
contacting me
at ebyer@nata.
aero.

New for this
year’s summit
were expanded sponsorship opportunities, includ-
ing tabletops for organizations to present their ser-
vices. “We were quite pleased with the new exhibi-
tor sponsorship opportunities that were very well
received by sponsors and attendees,” Coyne said.

“As the national representative of the air charter
industry, we believe that we have created a niche
event for Part 135 operators to convene to learn
about the latest business and regulatory issues af-
fecting their companies,” he added.

Planning is now underway for the 2009 NATA Air
Charter Summit, once again slated for early June at
the Westfields Marriott in Chantilly.

AR CHARTER SLIMMIT
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AR CHARTER SUMMIT

NATA's 2008 Air Charter Summit attendees (top, opposite page) benefitted
from presentations featuring several prominent industry experts,among
them (opposite page, left side) FAA attorney Joseph Conte, operations

law manager, Regulations Division and (opposite page, right side) Jim
Christiansen, vice chairman of the Air Charter Safety Foundation and
president of NetJets Aviation. Additional speakers included summit keynoter
(above) Nicholas Sabatini, FAA associate administrator for aviation safety and
(below, left to right) Eileen Gleimer, aviation law partner with the Washington
firm of Crowell & Moring, LLP; Jens Hennig, vice president, operations with
the General Aviation Manufacturers Association; and Dr.Bruce Holmes, chief
strategist, NextGen Systems, DayJet Corporation. The full summit agenda with
alist of all speakers is at www.nata.aero/acs.

Top right photo, from left: James J. Ballough, director, flight standards service, FAA; Nicholas Sabatini, associate administrator, aviation safety, FAA, Susan Parson, special assistant to the FAA,
General Aviation and Commercial Division, and James K. Coyne, NATA president. Parson received the NATA Excellence in Pilot Training Award at the summit for her lead role in managing

the initial writing or rewriting of several flight training reference books published by the FAA, including the TAA Flying Handbook, Aviation Instructor’s Handbook, and Instrument Flying
Handbook.Parson is an active flight instructor in Northern Virginia. In the lower photo, Ballough, Sabatini,and Coyne presented Brigadier General Anthony L. Liguori (Retired), manager of
the FAA's Portland, Maine Flight Standards District Office, with the NATA FAA Customer Service Excellence Award based on the high degree of customer service demonstrated by its inspectors,
supervisors,and manager in their interactions with Part 135 on-demand air carriers.”The FAA personnel assigned to this office offer requlatory compliance and application guidance thatis a
model for the rest of the agency,” Coyne said.
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The Hiller Group is a wholesale fuel supplier which provides distinct advantages for our
customers. As a Chevron FBO, you can count on a reliable fuel supply from a leading refiner
of Avgas and Jet Fuel in the United States. And, we support your business with value added
programs like our refueler lease program, training, excess liability insurance, marketing
support, business consulting, data integration services and more. For more information about
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SMS: We Get Questions

e at Safety 1 get
asked many ques-
tions about safety
management sys-
tems (SMS), such
as, “What exactly
is a safety management system?”
and “What are the differences
between an SMS and other safety
programs that have evolved over
the years?” We thought it would
be useful to pause and answer
some of the common questions
and explain the benefits a robust
SMS program can bring to small
operations.

Whatis a safety management system?
An SMS is a set of work practices
and procedures put into place to
improve the safety of all aspects of
your operation. These procedures
are established because smart
companies realize that the poten-
tial for error is always present.
Work practices provide the best
defense against errors that could
ultimately result in incidents or
accidents.

Research has shown that most
accidents and incidents can be
traced to human error. We still
address these errors out on the
ramp, in the cockpit, and in
maintenance. But we have grown
smarter over the years and traced
some of these errors back to
management, thus the term safety
management system. Believe it or
not, most factors that lead to acci-
dents are under the control of the
organization, rather than individu-
als. Because the greatest threats
to aviation safety are embedded
within organizations, preventing
accidents requires organizational
action.

A comprehensive SMS is a sys-
tematic, comprehensive process

Aviation Business Journal | 2" Quarter 2008

for managing risk. A successful
management system provides for
goal setting, planning, documenta-
tion, and measuring your perfor-
mance. Having a good SMS can be
seen in the way people work on

a day-to-day basis. This is as an
organization’s culture, and ide-
ally, it is woven into the fabric of
your operation and is exhibited by
everyone in the company every
minute of every day.

To be successful, your opera-
tion’s SMS must contain four key
pillars of safety management:
safety policy, safety risk manage-
ment, safety assurance, and safety
promotion. Don't be intimidated
by these terms; it’s not as hard as
you think, and you may be doing
many of these tasks already. Your
SMS will ensure that you do them,
document them, and encourage
everyone at your operation to
understand and participate.

But we’re a small operation,do we really

need an SMS?

Size does not exempt an operation
from having accidents or inci-
dents, and it should certainly not
determine whether you have an
SMS or not. Being a small opera-
tion could work to your advantage,
as smaller operations often find it
easier to implement an SMS.

As a smaller operation, imple-
mentation should go more quickly
because there are fewer people
that require communication
and coordination to get the SMS
underway. And communication is
one of the key components to the
success of your SMS.

One of the biggest issues we
hear at Safety 1% is that it's way
too difficult for a small organiza-
tion to implement an SMS. Some
companies use this excuse for not

SAFETY 1%
WATEH

even considering an SMS. But not
having an SMS puts an operation
at undue risk in the long run. And
implementing it may be much
easier than a larger company’s
experience. Everything is relative.
After all, it’s a small company

and coordinating safety among a
couple of people is not as intricate
as it is with dozens or hundreds of
co-workers.

Can you provide us with a“completed”SMS
manual?

The aviation industry constantly
tells the FAA that “one size does
not fit all” when it waves the regu-
latory wand across all of aviation.
When it comes to SMS, one size
does not fit all operations either.
Being handed a completed manual
doesn’t make it yours. SMS takes a
bit of sweat equity, but the bottom
line is if you develop your safety
program, it will indeed reflect
safety at your operation. Don’t
misconstrue this to mean there
isn't help available. There's a lot
of guidance on SMS from Safety

1% to help you with your safety
manual. (Keep reading, and we'll
get there.)

Willan SMS costa lot?
Your SMS doesn’t need to cost
an arm and a leg. It does, how-
ever, require time, attention, and
resources. And again, if you're a
small operation, you may be able
to implement your SMS without
adding new personnel, whereas
some larger operations may need
to hire a full-time safety manager.
Costs may also include guidance
and the purchase of safety-related
reference materials. You may
even want to attend formal safety
training to help develop vari-

Continued on page 16
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Safety Watch
Continued from page 15

ous portions of your SMS during
implementation. Take advantage
of all the resources available!

Whatever the costs, keep in mind
they will be minimal compared

to an accident or incident. You'll
r e be able to manage safety issues
proactively before they lead to an

incident or accident. An SMS can
reduce losses and directly impact

your bottom line. Safety 1% is here
to help.

e Having an SMS will help you
manage risk at your operation.

NATA is committed to assisting
with this process. We have devel-

® 7 oped SMS for both ground and air
operators. Investigate for yourself
. at www.natasafetylst.org, or call

(800) 808-6282 and ask for Amy
Koranda (SMS Ground Operations)

(Especially the ones flying planes that burn lots of fuel) or Russ Lawton (SMS Air Opera-
tions). We are here to help every
step of the way.

i

ItPlan .,

As the Voice of

With over 80,000 Corporate and Business Pilots as users Aviation Business,
and over 60,000 unique aircraft in our database, NATA'’s focus is to

FltPlan.com has the pilots you want at your FBO! )
protect the interests

Call us at 1-800-322-7526 for more information. of aviation businesses
through aggressive
and professional
representation. To get
involved, call (800)
808-6282 or visit

www.nata.aero.
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By Paul Alp, Esq.

he owner of the airport
stopped me on the way
to the airplane. A frown
creased his usually cheer-
ful face. “I don't know
what to do,” he said.
“Someone just handed me this
thing. Can you take a look at it?”

The “thing” was a subpoena for
a deposition and production of
documents in a high-profile civil
case. Arriving like a bolt out of the
blue, it was an official document
with a court caption that required
him, in 30 days, to testify under
oath and turn over his business
records to attorneys. The airport
owner was shocked. He had never
brushed up against a serious litiga-
tion before, and like most “civil-
ians” dragged into one, he was sur-
prised and a little apprehensive.

If you are a party to an existing
lawsuit or FAA action, you likely
already have counsel and can an-
ticipate working with your lawyer

Aviation Business Journal | 2" Quarter 2008

to develop a plan for responding
to the various requests for infor-
mation you receive. If, however,
you are a non-party that receives
a subpoena without warning, you
might be at a loss for what to do
next. It can be a very stressful
experience. My friend owns and
manages a small airport with a
busy flight school and mainte-
nance shop. He does not regularly
deal with lawsuits, consult litiga-
tors, manage document requests,
or institute so-called “litigation
holds.” But our society is litigious,
and subpoenas to non-parties

are common. Moreover, being in
the aviation business means you
may find yourself brought into an
administrative investigation that
you had no idea was underway.
Last year, for example, some of
our clients received subpoenas
from the FAA in connection with
its investigation of an operator.
Though they were bystanders to

the investigation, they still had to
respond. It is, therefore, important
to have a basic understanding of
what a subpoena is before the day
one drops into your lap.

We stood outside under the sun
beside the wing of a battle-scarred
Cessna 152, and I walked my
friend through the basic things to
think about when you receive a
subpoena. Consider yourself an
eavesdropper on that conversa-
tion. To many people, dealing with
lawyers is on a short list of things
to avoid, but if you take the time
to read on, I will try to make this

as painless and informative as pos-
sible.

Ominously, the term “subpoena”
is Latin for “under penalty.” It is

a legal document that commands
someone to appear at a specified

Continued on page 18
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time and place, typically to pro-
vide deposition testimony and/or
produce documents and records.
A subpoena may also request the
recipient’s attendance to testify at
a hearing or trial.

Subpoenas are commonly
served as part of a civil lawsuit
between two or more adversar-
ies in the course of investigating
the facts of their case through a
process called “discovery.” Parties
often serve subpoenas on non-
parties during discovery to obtain
information, documents, or testi-
mony relevant to the dispute.

Depending on the jurisdiction
(state or federal), the authority
issuing the subpoena may be a
clerk of the court, a notary public,
or even an attorney for one of the
parties to a lawsuit. A subpoena
typically contains a caption set-
ting forth the name of the case
(which identifies the litigants) and
the court through which it was
issued. Most jurisdictions have
requirements governing how a
subpoena must be served. Gener-
ally, a subpoena may be served by
any adult who is not a party to the
litigation.

If the subpoena is properly
served and meets other formali-
ties, it requires compliance. Refus-
ing to comply with a valid subpoe-
na can subject you to sanctions,
including being found in contempt
of court or being responsible for
the issuing party’s attorney fees,
neither a particularly pleasant out-
come.

Subpoenas Requesting
Documents and Records

A special type of subpoena,
known as a subpoena duces tecum
from the Latin “bring it with you,”
requires the recipient to bring
records, reports, documents, or
other evidence to a deposition or
court. Sometimes the subpoena
or accompanying letter indicates

that a person need not appear

in person to testify so long as
documents are produced within
a specified period. Sometimes

a party seeking documents will
direct a subpoena to a person who
has possession of the documents
rather than the person who owns
the documents. An example of
this could be a subpoena to your
bank directing it to produce your
financial records.

As a general rule, when a formal
request for documents has been
made, the documents may not
be altered or destroyed while the
request is pending. To destroy
records under such circumstances
is referred to as “spoliation.” Upon
receipt of a subpoena for docu-
ments, an effort must be made to
determine the specific documents
that are within the scope of the
request and then ensure that they
are maintained and not disposed
of until you and your attorney
determine the particular form of
response to be made.

Subpoenas from the FAR
and Other Legal Orders

The FAA may subpoena witnesses
and records in connection with
an investigation. The FAA sub-
poena power is broad, and an FAA
subpoena is valid and enforceable
so long as the FAA is acting in

its authority and the information
sought is “reasonably relevant” to
the inquiry.

A subpoena for testimony or
documents of the sort discussed in
this article is not the same as a let-
ter of investigation from the FAA.
A letter of investigation is a formal
document that notifies an alleged
violator of a regulation of the ac-
tivity being investigated. It speci-
fies the time for reply and may
include a request of documents to
be retained or made available for
inspection and copying.

A subpoena is also different from

other legal instruments that
compel disclosure, testimony, or
document production, such as a
search warrant, national security
letter (which the FBI and some
other federal agencies can order
in connection with international
terrorism and counter intelligence
investigations), or a court order.
A discussion of the letter-of-inves-
tigation process, search warrants,
national security letters, and the
like is outside the scope of this
article, and the recipient of any
such instrument should not delay
in seeking legal advice.

Somehody Just Served Me;
What Do | Do Next?

As a subpoena recipient, your
objectives include protecting your
legitimate business and privacy
interests, fulfilling your obliga-
tions to comply with a valid legal
order, and avoiding undue time,
burden, and expense, including
sanctions for failure to comply as
required. Accomplishing each of
these goals at the same time can
present a challenge, which is why
enlisting the help of a qualified
attorney is important.

One of the first things to consid-
er is what your interest is in the
case or investigation that prompt-
ed the subpoena. If it was issued
in a commercial dispute among
two private litigants, you may
have no interest in the matter but
merely be in possession of some
information or documents rel-
evant to the dispute. On the other
hand, you could be the target of a
potential lawsuit yourself. Simi-
lar considerations apply if you
receive an investigative subpoena
from the FAA. You could be a
bystander or a potential investiga-
tion target.

It is critical that you do not
delay taking action when you
receive a subpoena. Don't “file” it

Continued on page 20
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where you consign other chores
you wish to avoid. Often, a re-
sponse or objection must be made
within a certain time frame or
else you could face sanctions or
waive some of your rights. If the
subpoena seeks documents, you
will have to take steps to notify
employees who have access to
the documents sought and to find,
identify, and preserve the docu-
ments.

What Are My Options?

As a general rule (specific op-
tions available vary by jurisdic-
tion), upon receiving a subpoena
in a civil case you may respond
by objecting to it, respond with-
out objections (i.e., comply in all
respects), or file a formal request
called a “motion” with the issuing
court asking it to modify the sub-
poena or rule that it is unenforce-
able (to “quash” the subpoena in
lawyer-speak). Another possibility
is to not respond and then face
the potential penalties. You should
talk over all of your options with
your lawyer and jointly decide
upon the best way to proceed.

If you make a timely written
objection, the party serving the
subpoena is generally not entitled
to enforce it without obtaining an
order from the issuing court. If the
recipient chooses to file a motion,
the motion typically must be filed
before the time set for compliance
with the subpoena. If such a mo-
tion is filed, the witness generally
may refuse to comply until a court
rules on the motion.

At some point, the attorney
seeking your testimony or docu-
ments may contact you to touch
base. Sometimes the deadline set
forth in the subpoena is merely
a “placeholder,” and the issuing
attorney will work with you to
establish a deadline that is com-
patible with your schedule. If you
do not hear from the attorney

identified on the subpoena, it may
be a good idea for your attorney
to contact the requesting attorney
to find out what he or she is really
after and discuss a time frame

for responding. You will often be
able to negotiate a deal in which
you produce a subset of the range
of documents requested and/or
reach an agreement that deposi-
tion testimony is not required if
certain materials are produced.
Always memorialize such agree-
ments in writing.

Potential Objections

When you receive a subpoena,
you should discuss with your law-
yer possible objections, including
the following.

Procedural defects. A sub-
poena is not legally enforce-
able against the recipient unless
the issuing court or agency has
jurisdiction over it. Typically the
means of service of a subpoena
determines whether the court has
jurisdiction. Various requirements
exist as to what must be contained
or included with the subpoena
and how it must be served.
Grounds for objection include
defects in service and procedural
mistakes, as well as if the sub-
poena fails to provide a reason-
able time to respond or requires a
person to travel an unreasonable
distance to provide testimony.

Relevance. In civil litigation
parties may obtain discovery
regarding any matter that is non-
privileged and relevant to any par-
ty’s claim or defense. Therefore, if
a subpoena seeks information or
documents that are not relevant to
a claim or defense, the request is
objectionable.

Undue burden and expense.
You may object to a subpoena if
responding to it will cause undo
burden and expense. Courts are
often willing to alleviate burdens
of producing information on non-

parties. If the subpoena is unclear
or its scope cannot be worked

out through negotiation, going to
court to obtain an order defining
your obligations may be a wise
move. A court may impose sanc-
tions on a party that served an
oppressive subpoena by ordering
it to reimburse the respondent for
lost earnings and attorney fees.

Documents not in your pos-
session, custody, or control. If
you do not have a document, you
cannot be called upon to produce
it. You may, however, have con-
trol over a document you do not
physically possess if, for example,
it is in the hands of a third party
under your control or acting as
your agent. If a third party acting
as your agent has a responsive
document, you may be required to
instruct them to produce it.

Confidentiality and privi-
lege. A subpoena may also be
objectionable because it seeks
information that is confidential, a
trade secret, or subject to various
privileges. A company typically
does not want its trade secrets
and other sensitive information
to be disclosed in court where its
competitors or the general public
may have access to it. In instances
where such information is of great
importance to a lawsuit, a court
may ultimately order disclosure
but issue an order requiring docu-
ments or deposition transcripts
to be protected from the preying
eyes of the public.

Various legal privileges that pro-
tect against compulsory disclosure
of information and documents
exist, and you and your attorney
should carefully think through
whether any of them apply. The
attorney-client privilege governs
communications between attor-
ney and client in connection with
legal advice. Such exchanges are
usually inviolable. In this way,
an attorney can be like a spiritual
advisor you confess to, with the
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obvious difference being that they
never took a vow of poverty.

A related concept, the work
product doctrine, protects from
disclosure an attorney’s thoughts,
mental impressions, and notes.
Other privileges include the ac-
countant-client privilege, the Fifth
Amendment privilege against self-
incrimination, the critical analysis
privilege, which protects against
the disclosure of documents
reflecting potentially damaging
self-criticism, and the patient-phy-
sician and spousal communication
privileges. The results of an inter-
nal investigation of fraud or other
activity conducted in accordance
with the Sarbanes-Oxley Act or
otherwise may also be protected.

In addition, federal and state
laws govern the disclosure of
personnel records. Although such
statutes do not generally protect
such records from disclosure in
response to a compulsory legal
request, they may impose notice
or other procedural requirements.

Responding to an FAA
Investigative Subpoena

Options available on receiving an
FAA investigative subpoena vary
somewhat compared to subpoenas
in civil cases discussed above. For
example, a person receiving an
FAA investigative subpoena may
not file a motion in court to stop
its enforcement. Instead, if the
person chooses not to comply,
then the FAA must go to court to
enforce the subpoena on a peti-
tion for an order directing the re-
spondent to “show cause” why the
subpoena should not be obeyed.
When the FAA brings such a mo-
tion, the receiving person bears a
high burden of showing that the
subpoena is unreasonable, was
issued for an improper purpose, or
that compliance would be unnec-
essarily burdensome. A reviewing

Continued on page 22
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There seems to be a checklist for almost everything in aviation.
For example, the checklist for turning on the coffeemakerina
Boeing 737 can contain more than 50 items. Here is a shorter
list of things to consider in consultation with your attorney
when you receive a subpoena.

1. What s the deadline?

2. Does the subpoena command testimony, the production of
documents, or both?

3. What is my connection with the dispute or investigation
underlying the subpoena?

4. s this a matter that | should inform my insurance company
about?

5. Who will the company designate as a witness, if one is
called for?

Where are all the responsive documents?

Where are the rest of the responsive documents?

6
7
8. Who is responsible for keeping them?
9

What electronic records, of any kind, do | have that are
responsive to the requests?

—_
=

What steps do | have to go through to gather all responsive
documents?

11. Are any objections available on grounds such as:

a. Procedural defects with the subpoena or service,
b. Relevance,
¢. Undue burden or expense, or

d. Itseeks confidential or privileged documents,
communications, or information?

12. If I'm going to respond with written objections or file a
motion, what are the deadlines for doing so?

13. If I'm going to produce documents or appear for a
deposition, will I need an extension of time?
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court must defer to the FAA’s de-
termination that the information
sought by the subpoena is relevant
unless the determination is “obvi-
ously wrong.” In this context, it
should come as a profound relief
that, unlike every other govern-
ment agency, the FAA is never
“obviously wrong” about anything,
right?

Deposition Testimony

A deposition involves question-
ing in which a witness testifies
under oath, and everything he or
she says is transcribed by a court
reporter. A subpoena in a civil
case to an organization like a cor-
poration may be accompanied by
a notice advising the organization
ofits duty to designate someone
to testify for it at a deposition
about specific topics. Because an
organization cannot physically
testify, it will be obliged to provide
a spokesperson who can. Failure
to designate a spokesperson may
cause the organization to be pun-
ished for contempt of court. If you
receive such a request, you should
consult with your lawyer about
who the lucky testifying “desig-
nee” will be.

A deposition is serious busi-
ness. You must budget sufficient
time to prepare and then prepare
some more. Planning to appear at
a deposition and bark, “I object!”
in response to every question
may sound like a good idea now,
but wait until you have to explain
yourself to a judge. A complete
discussion of depositions is
beyond the scope of this article.
However, always bear in mind
that, like your mother always told
you, honesty is the only policy
when testifying under oath.

Gathering
Responsive Documents

Before you ever receive a sub-
poena, it is generally a good

practice to designate a person
with responsibility for managing
your documents and records and
coordinating responses to requests
for information. Establishing a
specific document management
protocol will, as a general matter,
help your business run smoothly
and give you a head start when
and if you receive a subpoena for
documents.

The following are things to
consider when you receive a sub-
poena for documents:

Identify each specific entity
from which the subpoena
seeks information. The subpoe-
na may be directed at some mem-
bers of your corporate family and
not others. You want to make sure
that the correct entity responds.

Determine the location and
format of responsive infor-
mation and who may keep
it. Responsive documents can
be kept both as hard copies and
as electronic data. Responsive
information can be anywhere: at
the bottom of an old filing cabinet
in a warehouse, on a hard drive in
a computer that used to belong to
a manager but now resides in the
maintenance shop, etc. If a com-
pany does not have a systematic
procedure for storing, indexing,
and retrieving documents, find-
ing what you need can present a
challenge. Early on in the process,
it is important to clearly define,
in specific terms, the universe of
places where responsive informa-
tion may be kept.

Establish which person
at the company is going to
direct document gathering.
Ideally, this would be the person
your company already charges
with responsibility for managing
documents. A point person who
can deal directly with staff at all
levels in the company as well as
with outside counsel is an asset
that will drive the process forward
as efficiently as possible.

Determine the extent to
which the company requires
the assistance of outside
counsel. {For purposes of full
disclosure, in my experience as an
attorney...} It usually is best for
outside counsel to become in-
volved in the document-gathering
process at the earliest possible
stage. Clients typically “forget”
about the existence of places
where potentially responsive
documents may be kept. In addi-
tion to offering legal advice about
substantive issues, a lawyer expe-
rienced in document production
can ask specific, often annoyingly
persistent questions to ensure that
your search is complete.

Issue a hold on the destruc-
tion of documents as appro-
priate. You do not want to be
accused of purposely or inadver-
tently destroying evidence. Make
a plan in consultation with your
attorney to find and preserve ev-
ery conceivable responsive docu-
ment, including electronically
stored data. The need to preserve
must be communicated to people
at all levels and all locations of the
organization who are likely to pos-
sess relevant material.

Carefully consider all
potential privileges against
disclosure that may apply.
Communications with attorneys
obviously fall within this category,
but do not forget that you may
have confidential or proprietary
data as well as personnel records
subject to various disclosure rules.

Determine the most sensi-
ble way to capture responsive
documents and data. Options
include copying documents your-
self, calling in a vendor to make
copies, and scanning all hard cop-
ies to create an image database.
This latter approach is often more
cost effective than old-fashioned
photocopying because once a doc-
ument is imaged, it can be printed

Continued on page 24
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out again cheaply. In contrast,
photocopying involves paying to
both scan and print the document
every time you want a copy.

Once the documents are
gathered, conduct a review
for responsiveness and privi-
lege. Depending on the size of
your document collection, this
could take some time. On the
other hand, do you really want to
cut corners and risk mistakenly
producing a privileged document?
Doing so could result in waiver of
your privilege in all communica-
tions relating to the subject matter
of the document.

Prepare written responses
and objections as appropri-
ate. These could take the form of
a letter to counsel or a pleading. A
records custodian may also have
to sign a declaration attesting to
his or her search for responsive
material.

Electronically
Stored Information

ESI is a popular buzzword in the
law right now, not the title of a TV
series. Information stored in elec-
tronic formats is kept in all sorts
of places, including personal com-
puters, servers running scheduling
programs, camera-phones, PDAs,
voicemail, and video surveillance
tapes. Under the federal civil pro-
cedure rules, a person responding
to a subpoena need not provide
electronically stored information
from sources that are not “reason-
ably accessible” because of “undo
burden.” For example, some elec-
tronically stored data may exist on
systems so old that it cannot eas-
ily be converted into readable or
usable form. However, a number
of companies these days specialize
in retrieving electronic data from
media that has been corrupted or
even “deleted” on purpose. There-
fore, what a court will consider to
be “reasonably accessible” ESI is a

question that will depend on the
facts of your specific case.

The first important point to
remember is to not take electroni-
cally stored information lightly. If
you do not preserve discoverable
electronic documents and data af-
ter receiving a subpoena, you may
be found in contempt of court or
liable for spoliation of evidence.
Therefore, the second important
point to remember is to develop
a good data housekeeping plan
before you receive a subpoena.
Know what you have and where
you have it. Designate someone
who can provide information
about where records are main-
tained, when they are destroyed,
how they can be preserved, the
formats used, past and present
operating systems and software
used, file-naming conventions,
voicemail system usage, etc.

Here is an example of the type
of situation where specialized
knowledge about ESI can help you
comply with a court order. You re-
alize that some documents respon-
sive to a subpoena include old
emails that you sent or received
from your home computer back
in the heyday of AOL mail. You
cannot find the emails, but a com-
puter whiz may be able to retrieve
copies of them. So far, so good.

In reading through the retrieved
messages you see references to
email attachments like documents
created in a word processor. Of
course, the attachments are not
“attached” anymore and, as luck
would have it, constitute the very
documents that the person who
issued the subpoena is seeking.
Could the attachments some day
be found? Perhaps. Will they be
readily accessible, or will retriev-
ing them constitute an undue
burden? The answers depend on
the specifics involved. Will a court
sanction you if you don’t produce
them? I'll have to plead the Fifth
on this without additional infor-

mation!

For a profession that seems
to be all about bright-line rules
and precise language, lawyers
can sound awfully mushy, right?
Maybe.

Postscrint

As we spoke, the airport owner
seemed to relax a bit as it became
obvious that subpoenas are not so
daunting and mysterious after all.
Responding to one presents chal-
lenges, but like other challenges
in business and aviation, they can
be managed with thoughtful ad-
vance preparation, a professional
approach, and diligence. Hopeful-
ly the day will never come when
you are served with a subpoena. If
it does, don’t panic. Contact a pro-
fessional, work out the problem,
and then move on. 4]

Disclaimer: This article is in-
tended to help you understand
the nature of a subpoena and how
to respond to one. It is a general
reference guide only and does not
constitute legal advice. Because
applicable law varies among juris-
dictions and every case is unique,
it is important to consult with an
attorney knowledgeable about liti-
gation who can help you protect
your rights.

Paul Alp is an attorney with the
law firm Crowell & Moring LLP in
Washington D.C., where he directs
the defense of complex multi-party
civil cases in courts around the
country. He also represents and
counsels corporate aviation clients,
charter operators, and FBOs in con-
nection with litigation, regulatory
compliance, and commercial trans-
actions. Alp is a licensed commercial
pilot and certified flight instructor.
He can be contacted at
palp@crowell.com.
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A Vintage Nana \lallev FBO

By Paul$

orthern California’s Napa Valley evokes
images of lush, sprawling vineyards pro-
ducing some of the world’s finest wines.
With its posh resorts and picturesque
scenery, Napa Valley is now considered
California’s number-two tourist attrac-
tion, just behind Disneyland, as well as a major
destination for business travelers. For private and
corporate aircraft pilots and passengers, the gate-
way to this beautiful region is the Napa County
Airport (APC) and Bridgeford Flying Services, a
full-service FBO.

Established in 1946 by four World War II pilots
(Dick Bridgeford, Caesar Bertagna, Clyde Barnett,
and Jack Bergin), Bridgeford Flying Services once
competed with four other FBOs on the airport but
has long outlived them. To survive, it has grown,
along with the airport to meet the changing needs
of general aviation operators.

Once almost exclusively a propeller aircraft facil-
ity, the Napa County Airport has hosted a growing
number of business jets since the early 1990s. The

820-acre general aviation airport has three runways:

18R/36L (5,932-feet long), 6/24 (5,008-feet), and
18L/36R (2,500-feet). The two longer runways are
each 150-feet wide, more than ample for even the
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largest corporate jets.

“At one time, it was very unusual to see a jet on
our ramp,” said Harold Morrison, Bridgeford Flying
Services’ senior team member and a 6,000-hour
Learjet-rated pilot. “Today, jet traffic here is routine,
although seasonal and tied to the wine industry and
tourism. In fact, in 2007, Jet A accounted for some
80 percent of our total fuel sales, with about 20
percent, 100 low lead avgas.” The company’s fuel is
sold under the Air BP brand.

Mark Willey, Bridgeford Flying Services’ chief
executive officer and managing partner since late
2000, joined the company after 17 years at Atlan-
tic Aviation, where he rose to vice president and
general manager under the former DuPont family
ownership. Willey is chairman of NATA’s Business
Management Committee and one of 20 members of
the FBO 1 Group, an organization of industry lead-
ers that meets three times a year to examine ways
to improve business operations. Based on his years
of FBO experience, Willey believes that Bridgeford’s
success has been tied to the ability of its owners to
“stay a step ahead” since it first opened its doors as
little more than a flight school.

“I think that the founders, even then, realized

Continued on page 30
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that flight training was not going to be a sustain-
able business model for the long term. This is why
they almost immediately became a Cessna dealer,”
Willey said. “Today, we are in the top ten in the
world and the oldest Cessna Sales Team Authorized
Representative dealer in the western U.S., covering
northern California and northern Nevada. Thanks
to an economic stimulus package reauthorized by
Congress at the end of last year, that business has
continued to do well.”

Willey said that Bridgeford still operates a flight
school that has trained more than 7,000 pilots to
date, employs six instructors, and operates ten
single-engine Cessnas, which are also available for
rental. The flight school and dealership were the
mainstays of Bridgeford’s business until the early
1990s, when Napa County, then the exclusive fuel
provider on the airport, decided to exit the aircraft
fueling business.

“As the airport authority saw more jet traffic com-
ing in, I think they realized that it would be better
to let a private operator with a focus on general
aviation handle fueling, allowing the authority to
spend all of its time on the airport management,”
said Morrison, who along with other partners
bought Bridgeford in 1989 but remained with the
company since the sale to its current owners ten
years ago. “As part of the agreement with Napa
County to provide retail fuel, it was a requirement
that we make a commitment to the airport author-
ity to become a full-service FBO, offering all of the
amenities that a business aviation type of clientele
and our recreational pilots would expect.”

To do that, Bridgeford, expanded in 1997 from a
single building that housed a few offices and a well-
known restaurant (Jonesy’s Famous Steak House)
to a new 6,000-square-foot, stand-alone executive
terminal and office complex. In addition to a sleek
passenger waiting area, the terminal provides
conference rooms, pilot lounge, kitchen, crew rest
area, and flight planning and weather briefing
facilities. Other amenities include crew cars, car
rentals, concierge services, wireless internet access,
catering, and aircraft rentals. Bridgeford’s ramp can
accommodate as many as 80 transient aircraft, as
it does once a year to accommodate those flying in
for NASCAR races at nearby Infineon Raceway, but
that number can be expanded by using an adjacent
taxiway.

Fuel, aircraft management, charter, and mainte-
nance are Bridgeford’s primary profit centers. Wil-
ley reported that the company leases and manages
the Napa County Airport’s fuel farm, which in-
cludes two above-ground, 12,000-gallon Jet A tanks

and one 12,000-gallon tank for avgas. The com-
pany also maintains a self-service island for avgas
customers to pump their own fuel in exchange for
a “substantial” discount. “We are trying to keep our
avgas prices as low as possible to encourage that
segment to continue flying,” he said.

Willey said Bridgeford owns all of its ground ser-
vice equipment, including three fueling trucks for
Jet A and two for avgas, three tugs, various GPUs
(ground power units), and lavatory and oxygen
serving equipment. “When we have a once-a-year
type event, like the NASCAR races or the Napa Val-
ley Wine Auction, our fuel provider, Air BP, steps up
and loans us another jet fuel truck to ensure we can
accommodate all of the customers with no fueling
delays,” he said.

Fuel and Economy Pose Challenges

As with most FBOs, escalating fuel prices have cre-
ated challenges for Bridgeford, and Willey said the
company is doing everything it can to meet those
challenges.

“We had budgeted a 3 percent growth in fuel
sales, tied to our goal of landing a few more based
customers, along with the current six, and an
increase in traffic. But with the present economy
and price of fuel, we now expect a slight drop in
gallons—maybe up to 10 percent—in 2008 com-
pared to last year. And even though we are the only
FBO on the field and could charge more for our
fuel and services, we don't because we realize that
most owners and crews appreciate our efforts and
understand that fuel purchases are what allow us to
provide a high level of service. We check fuel prices
at nearby airports, come up with an average, and
price below that.”

Fuel prices and the economy have also impacted
the company'’s flight school, which has seen a 25
percent drop-off in business since 2007. However,
Bridgeford’s aircraft management and charter
services continue to grow despite the economy, reg-
istering a 24 percent growth over last year. When
asked why, Willey quickly responded: “The answer
is simple. Have you flown the airlines lately?”

The company’s managed fleet, which operates
under Bridgeford’s FAR 135 certificate, includes
a Cessna 182, Cessna 414, King Air 200, Cessna
Citation III, CJ2, CJ3, and Bombardier Learjet 45.
An Astra is also available for charter but is actu-
ally operated by Actus Aviation, which Bridgeford
acquired along with the 135 certificate under which
the midsize jet was chartered by its former owner.
“The Astra’s charter operation is Actus Aviation’s
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sole business,” Willey explained, adding that both
the Actus and Bridgeford charter operations have
ARG/US and J.D. Power approval.

Willey said Bridgeford has enhanced its charter
operation’s safety and reliability by being one of “a
very few” Part 135 operators with an FAA-certified
dispatcher on staff: Cheli Morrison-Tarvid, who
also functions as the company’s charter and air-

tion Shares, Flight Options, and Avantair) and for
Sentient Jet Membership, a leading jet card pro-
gram. “Adding a secure facility to house the aircraft,
along with Bridgeford’s FAR Part 145 repair station,
the company’s focus on safety, and high customer
service reputation of our FBO were the major draws
for the fractional operators when they selected us

craft management specialist. “It
is required for Part 121, but most
135 operations only use schedul-
ers,” Willey said. “We believe it is
just a matter of time before 135
operators will be required to have
licensed dispatchers. It's another
example of staying a step ahead.”

Bridgeford continues to field
calls from potential jet aircraft
owners who want to learn more
about the company’s manage-
ment/charter opportunities.
Those calls have translated into
new business. “We will be expand-
ing the managed fleet by adding
a new Cessna Caravan later this
year and are in discussions with
potential owners to add another
CJ2, CJ3, and an Embraer Phe-
nom 300,” Willey said. “We would
also like to bring in a few more
twin pistons and turboprops,
including another King Air or a
Pilatus PC-12 and a few more mid-
size and large cabin jets to round
out the fleet.” In that regard, he
said that Bridgeford will offer to
assist its management customers
in aircraft procurement, although
it does not function as an aircraft
broker.

Going forward with aircraft
management, Willey said the
Napa Valley wine industry pres-
ents a potential opportunity for
growth, especially since Bridge-
ford’s owners and board members
are involved in the business. As
the management activity expands,
Willey said that turbine-powered
aircraft will be the primary focus.

Bridgeford also functions as
a charter broker and provides
on-request lift to three leading
fractional ownership plans (Cita-
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to provide support,” Morrison said.

The company’s core maintenance facility is a
30,000-square-foot hangar, which is sized to accom-
modate up to three business jets in the Gulfstream
or Global Express range. The hangar, which opened
in 1999, also houses the dispatcher’s, operations,
and chief pilot's office, along with a separate pas-
senger waiting area that is dedicated to aircraft
owners and their guests from the managed fleet. All
charter customers go out of the FBO’s main execu-
tive terminal.

In addition to the main hangar, Bridgeford leases
from the airport authority a 10,000-square-foot
hanger that also supports maintenance activities,

a 5,000-square-foot hangar, two 2,000-square-foot
hangars, and a T hangar.

“We have the capability to perform A-level inspec-
tions for jets up to the size of a Falcon 50,” Willey
said. “In fact, we have completed “A” checks on the
Astra, but most of the jet inspections we perform
are for our managed fleet customers. We are also
authorized to perform all major inspections on the
Cessna piston aircraft family and all phase checks
on the King Air series.”

He said the company also offers AOG services
on all aircraft types. “If we can’t do the work, we
will coordinate with the owner to bring in qualified
technicians who can,” he said.

A Practical Eye on the Future

Bridgeford plans to add 30,000- and 28,000-square-
foot hangars if the business is there to justify the
additions. The hangars would be located on an
undeveloped lot behind the main FBO terminal

on the east side of the airport. Given the hangars’
size, they would be oriented to based and transient
turbine-powered aircraft.

“We have completed the preliminary drawings,
but any decisions for new hangar construction will
depend on the market for new tenant or based
aircraft. We are aiming for a decision to be made
by 2010,” Willey said. “If we decide to go ahead, the
first one should be up and running by 2011. Long-
term, we will also look to add a new, unique FBO
building, capturing the flavor of the Napa Valley
with all the amenities that pilots and aircraft own-
ers would expect.”

Bridgeford employs a staff of 55, some of whom
have been with the company for more than 20
years. “Our pay and benefits are typically as good,
and in many cases slightly better, than the other
area FBOs and industry average,” Willey said. “But
I think there are two other reasons why we have

been able to retain good people: we encourage a
family-type working environment where we all
work as a cohesive team and we are very service
oriented. We do all that is necessary to attend to our
customers’ needs.”

Willey said that a primary concern is always
safety. “Our pilots attend simulator training twice
a year and by policy are dedicated to one aircraft.
For our line mechanics, training is carried out
through the NATA Safety 1% program, and our focus
on customer service is further evidenced by ongo-
ing service training through programs such as the
Disney Institute.”

To support its flight training and aircraft manage-
ment, Bridgeford’s staff includes 25 pilots. “Line
pilots at the company typically begin as certified
flight instructors and then work their way into the
charter department if we find that they have the
customer service and safety focus we demand,” Wil-
ley said. “Because of airline industry layoffs, we are
starting to receive more and more inquiries from
those pilots about charter flying opportunities.”

Nonetheless, he said that with student pilot starts
down everywhere, recruiting new pilots is going to
become a critical challenge, especially as charter
grows and more very light jets enter service.

Retaining and attracting qualified technicians will
be just as critical. Bridgeford employs five A&P me-
chanics, of whom two are FAA authorized inspec-
tors. As Willey explained, Bridgeford has worked
with a local aviation vocational school to find new
talent. In fact, two of the company’s five mechanics
were recruited directly from that school. Techni-
cians who are hired as maintenance trainees, are
“buddied” with an experienced mechanic.

“Finding good aviation technicians is getting hard-
er because so many of them have dropped out of
the industry and gone into other fields,” Willey said.
“At the same time, we are located in the San Fran-
cisco Bay area, which is one of the more expensive
places in the country to live.”

Willey and Morrison have continued to maintain
Bridgeford’s long, productive relationship with the
Airport Division of the Napa County Department
of Public Works. “As both the airport and the FBO
grew, the need for continued evolution of that
relationship was, and is, necessary to ensure safe
airport operations. We work together with Airport
Manager Martin Pehl and his staff on numerous
initiatives. For instance, we are members of a joint
airport security and runway action safety team,”
Willey says.

Morrison stressed that the company always tries
to balance security and safety with good customer
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service. “About a year ago, we added security cam-
eras, which went along with the airport’s decision to
add security fencing,” he said. “We have controlled
access to the ramp, but we do allow limousines

and private cars to come to the airplanes to pick up
passengers, once the drivers are pre-screened at the
gate.”

Bridgeford’s management busily promotes Napa
County Airport through participation in community
affairs and locally based organizations. “We are very
supportive of the Napa Pilots Association, and we
have helped to promote the local wine industry,”
Willey said. “We have also worked very hard to
bring in aircraft OEMs and fractional operators to
display aircraft during airport promotional events.
In this way, we are promoting Napa County Airport
as a destination facility and not one that is simply
for local fliers.”

Willey also noted that Bridgeford makes a point
of promoting the airport specifically to local busi-
ness and political decision makers by hosting “Fly
a Leader” programs six times each year. Under the
program, Bridgeford invites area civic and business
leaders in for a tour of the airport and explana-
tion of its operation and benefits. “The tour of the
airport, which includes TASCO, the Japan Air Lines
U.S.-based training center located here, is followed
by a flight in our school planes, and ends with
lunch at Jonsey'’s, the airport restaurant.”

The Commitment to Service and Growth

While Bridgeford’s management is considering

an expansion beyond Napa County as part of its
long-term business plan, Willey said the company
is committed to providing the level of service
expected by customers who visit the FBO or have
based their aircraft with Bridgeford. “Bridgeford Fly-
ing Services’ owners do not take any profits from
the company, because profits are used for equip-
ment needs or new benefits to help the company
obtain the goal of exceeding our customers’ needs,”
he said. “The owners have remained committed to
growing the services at Napa, and that is exhibited
by their investment to build a large hangar to en-
courage based tenants.”

Along that line, Willey cited the value of NATA
membership and used the charter business as a
case in point. “Last August, a surprise FAA opera-
tional control task force did thorough interviews of
many of our employees and a detailed audit of our
operations,” he said. “This included reviews of our
aircraft management contracts, payroll records, and
various operational records. We believe our open-
ness and efforts with this FAA team, as well as our
constant contact and positive working relationship
with our FSDO [flight standards district office], is
what the FAA expects from us. NATA helped us to
accomplish this because it alerts and educates its
members to stay on top of regulatory changes.” ®
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lessons/learned::

~ Insurance Traps to Avoid

Sure to raise the hackles of some insurance brokers, Jim Strang approachesw S —
the insurance gam’e/ from a unique perspective. =

im Strang is a rare bird of a sort. He's an insur- ABJ:Who then truly plays the role of the advocate for the insured?
ance consultant (“Run, run for your life!”), but “Nobody, most of the time. All large corporations
as such he plays the role of a buyer’s agent for have risk management staffs. Smaller to midsize
aviation insurance and is perhaps the only one companies just can't afford it, so they rely on the
doing so full time. brokers. There are a lot of things they do very well,
While buyer’s agents in the real estate industry but the position of the brokers needs to be put into
are not uncommon, Strang said that, in the avia- perspective. They're paid by the insurance under-
tion industry at least, he’s about it. He audits the writers. They don’t make any money unless they
insurance portfolios of aviation companies with an sell insurance.
eye to reducing costs or improving coverages or Somebody who performs risk management is
both. He claims to reduce premiums 80 - 90 percent paid by the client. They are there to find ways to
of the time and to improve coverages almost all of protect the owner or the client and not necessar-
the time. He pulls those rabbits out of his hat via ily spend money. And depending on the size of the
40 + years of experience in the insurance and risk FBO, management company, or charter operator,
management fields, and Aviation Business Journal they might be able to negotiate a fee for the bro-
thought it might be interesting to share some of the ker's services.”
lessons learned from that experience for the benefit

ABJ:Forasmallor midsize company,though,draw a distinction

Gif INAIDA il between arisk manager and an insurance broker.Are they different
ABJ:Isn’tthe broker supposed to look out for the interestofthe pegple;are they the same people?

insured? “At small or midsized companies, it could vary all
“Well, they say they do. But, it wasn't too long ago over the lot, from somebody in accounting who
that brokers in New York were fined, one up to looks after insurance-who pays the bills but really
$850 mll]lon for not puttll’lg the il’lterests Of theil" doesn’t understand insurance__to Somebody WhO
clients first. All had to sign a declaration stat- has a sophisticated background and is truly able to
ing that going forward any transaction would be bring about change and help the organization.
transparent to the client and disclose any broker- “Risk managers work with the clients from the
age and fees. Clients have to review and sign that inside out. They learn the whole operation, review

declaration in advance. “ Continued on page 36
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their contracts, find out what the exposures are, and
make sure that the insurance policy matches those
exposures. A broker's expertise is taking the infor-
mation the client provides, going to the market, and
finding the best coverage.”

ABJ: Is there an analogous situation here? When you're buying a
house you can hire an agent who represents you rather than a real
estate agent who's arguably representing the seller.

There are some similarities. Brokers rarely dive into
the internal workings of an organization, because
they rarely understand it. They're considered out-
siders and most companies don't want to give their
financial and other sensitive information to strang-
ers. So most of the time, the brokers call and the
client sends as little information as possible.”

ABJ:What's the sophistication level of the clients with regard to
insurance and risk management?

“T'd say in aviation, particularly in general aviation,
on a scale of 1 to 100, somewhere between 10 and
20 percent. So, very low.”

ABJ:What's the downside of this if you don’t have the right coverage?
“As an example, we just settled a claim for about
$600,000; half of it was for the costs of chartering
another plane. The company would have lost about
$300,000 had we not helped with the claim and
pointed out some of the limits. If you don’t have the
right coverage and you have restrictions in there, it
really makes a big difference.

“We had a client who decided they wanted to
have their own insurance and not be on the man-

agement company’s. The broker told them he gave
them exactly the same coverage, but for loss-of-use
they had a five-day waiting period. If you need to
charter aircraft during the waiting period, the extra
expense incurred isn't reimbursable if the aircraft
is back in service during those five days. Well, what
good is that? You can spend a lot of money charter-
ing airplanes in a short period of time. Until there’s
a loss, an insurance policy is only a piece of paper.
Whether it is written well or poorly, nobody knows
until it gets tested with a loss.”

ABJ:So, if you're the general manager, CEO, or owner of a midsize
charter company or a midsize FBO and you have to buy insurance,
what process should you follow to not screw up?

“Ideally, you should hire someone with insurance
experience to help you. Lacking that, find a broker
who is knowledgeable about aviation. A lot of times
companies have brokers because they were high
school friends or they played ball together. Some-
times they are knowledgeable, and sometimes they
aren't.”

ABJ: Is there a clearinghouse of insurance consultants out there?
“The Society of Risk Management Consultants has
maybe 120 members who all adhere to the same
standards, but there are consultants who are not
SRMC members out there consulting. There might
be hundreds of thousands of insurance brokers and
only a very few who specialize in aviation. Consul-
tants have to be totally independent and be paid by
our clients, never by insurance companies.”

ABJ: If somebody makes a decision to use a
risk management consultant, they do so on
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the basis of some tangible, concrete benefit-
-that it saves them money, right?

“To a large extent that’s the mo-
tivation and result, but there can
be surprises.

“T always start with a risk
review. From that review, I can
give them a report card and show
them where they're exposed,
what they have, and what they
need to correct. Most times that
saves them a lot of money, but
sometimes the findings are that
their coverage is so poor that it
costs them money to correct the
situation.

“We just went through this
process with a management
company/charter operator. They
manage 30 airplanes, and their

Continued on page 38
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review results were such that we improved their
limits of liability considerably. They had some
airplanes insured against liability at $10 million and
some at $50 million. Everybody got $100 million [in
coverage], we saved about 30 percent in premiums,
and most coverages and many limits were dra-
matically improved. The review also revealed the
company was unaware their aviation policy already
contained lay-up credit provisions for the lower
exposure when an airplane is out of use. They had
never collected on that before-there were missed
savings annually.”

ABJ:So, what does it cost to use you? What's a typical fee?

“We have options to meet the client needs. We look
at a fee from about $125 to $250 per hour accord-
ing to the work and who’s working on the project.
Sometimes, we charge a flat fee.”

ABJ: Does that always include a site visit?

“Yes, probably more than one. It just depends on
what needs to be done. But the benefit the client
gets from this is not simply rate reductions, it may
also result in better coverage.”

ABJ: Do you ever save people money directly, just because they’re
paying too much for whatever reason?
“Oh yes, many times.”

ABJ:What percent of the time?
“Oh, we either save money, improve coverage or
both a large percentage of the time.”

ABJ:Really? And almost always the coverage profile changes?
“Right. My theory of insurance is that it’s a piece of
paper that’s a promise. The most important thing is
the coverage, and you look at the premium second
because if you suffer a large loss and it’s not in-
sured, everything you saved in premium is wasted,
the policy is useless. I've never had a client com-
plain about premium when they have a loss and
they collect. They're thrilled.”

ABJ: On aircraft lien and lease agreements, what’s negotiable and
what might not be covered by insurance?

“There was a lender who made a loan on a $14
million Hawker. In the contract, if the aircraft was
damaged and repairs exceeded $1 million, the
lender had a right to rescind the loan. That may not
have been the lender’s intent, but that language is
part of the executed document.

“Well, if you touch the wingtip of an aircraft you
can do more than $1 million in damage. So, they
were just looking for an out. That wasn't fair to my
client at all. Other times we'll see that the lender
has a right to adjust the claim and that the settle-
ment checks must be made payable only to them.

“We've seen times when they want you to sign

all your rights over to them and you have no say in
what happens. And yet, you're the one flying the
airplane. Sometimes, a lender will purchase the air-
plane, and similar to a loan, they will lease it to the
owner or the purchaser. And sometimes they'll put
terms and conditions in there that you can’t match
through insurance so the owner is self-insured.”

ABJ: In the big bucket of insurance, you review all the insurance for
the company?

“Exactly. Not just the aviation, but worker’s comp,
crime, and directors and officers, etc. One coverage
that can be missed is valuable papers and records
coverage for reconstruction of aircraft records.

ABJ:What should operators look out for with war risk sub-limits and
European Union (EVU) insurance requirements?
“If you fly over or to the EU there are certain insur-
ance requirements that you have to meet. It used to
be $50 million, but then it changed.

“Before the events of 9/11, each aviation liability
policy provided war risk coverage for passengers
and third parties. Since 9/11, the entire insurance
market offers only $50 million on an aggregate ba-
sis for third parties. That means that if you own 10
airplanes you only get one $50 million limit for this
war risk sub-limit.

“If you fly an airplane to Europe, you need to
have a higher minimum third-party liability limit
depending on the weight of the aircraft. For air-
craft weighing between 26,000 pounds and 110,000
pounds, the required limit in special drawing rights
is $80 million to $150 million. This converts into
standard limits of $150 million to $300 million. A lot
of times a charter operator doesn’t pay for the extra
insurance until he needs it. If he gets a charter
request on a Friday night, he may have to turn the
trip down.”

ABJ: How do you prove that you've got the coverage?

“Oh, you actually get specifically worded certifi-
cates for EU, Germany, Italy, and the UK.”

ABJ:So | have a little certificate in my wallet--is that the idea?
“No. What happens is you go to a handler. Say
you're going to Germany and they help you file
your flight plan. Depending on whether the flight
will be Part 91 or Part 135, they may have to file
a certificate of insurance that spells out that you
have this limit of liability and it's on an occurrence
basis. We've had crew tell us they fly to the EU
all the time and have never been asked for insur-
ance documents. We believe that it depends on
where you land and who the individual checking
the paperwork is. We've had to deal with a rejected
certificate in the middle of the night because the
Continued on page 40
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Insurance Traps to Avoid
Continued from page 38

standard certificate language was rejected by a for-
eign country. In order to get the charter out of that
country, we had to get the certificate revised. Luck-
ily, we got it resolved within about 45 minutes.”

ABJ: Is war risk insurance still an issue?

“The prices have come down since 2001, and if
you know how to go about it, you can negotiate a
higher limit. But we still see outrageous costs for a
trip to Europe. We might see a charge of $5,000 or
$10,000 to go to Europe. If it's done right, in ad-
vance, it should be for much less, maybe $1,500 or
something like that. The cost for unlimited travel
is higher.”

ABJ:It’s just because of ignorance that it’s $5,000 to $10,000?
“Correct. Without prior planning, operators get into
a panic. They have to go now; but, they did no plan-
ning so they have to go out in the market to buy it
and the market really slams them.”

ABJ:What should an operator consider when determining an
insured hull value?
“That’s a very good question. Aviation insurance is
unique. If you purchase an airplane for $25 million
and a new one coming off the line is $27 million,
you can insure your current aircraft for $27 million
(because you'd want to replace it with a new one.

“Also, you can replace it for what you paid for it,
or you can depreciate it over time. If it's now on
your books for $20 million, you could insure it for
$20 million.

“So, I advise the client to review their limits very
carefully each year before the renewal. We ad-
vise them to look at the book value and what the
replacement cost might be. Sometimes used planes
go up in value, and sometimes they go down. If the
hangar burned down and all you see is ashes, what
would you do? Would you want a different type of
airplane or the same airplane? Are there a lot of
them available on the market or none available?
The best bet is to try to look at that value and think
it through. And the cost of hull insurance currently
is very cheap.”
ABJ:Why so?
“There’s a lot of competition in the marketplace.
Using business jets as an example, some rates are
as low as 10 cents and some as high as 40 cents, so
let’s just say the cost to insure is 20 cents per $100
of value. You're probably going to pay more than
that for your homeowners. And your house is sit-
ting in one place.”

ABJ:You can’t replace a broker, can you?

“No. You have to have some kind of a broker. T think
clients need to develop partnerships with their

broker and their underwriter and have long-term
relationships. But each party has to pull their own
weight and everybody has to work together. That's
how the client gets the best result.”

ABJ:What's the right liability limit?

“I think it depends on the net worth of the owner
and passengers, and a lot on the type and the size
of the airplane. It also depends on where they fly.
You could fly from two small towns between plants,
have a turboprop, and maybe you're an individual
who owns it, and maybe $5 or $10 million dollars
liability might be okay.

“If you're a corporation, you probably wouldn’t
want less than $50 million; and if your aircraft is a
jet and it’s got the capability of 500- to 1,000-mile
range, I look at $100 million up to $500 million. If
you have a GV and you're flying executives and
clients all over the world, $500 million is probably
the minimum you want.

“So, it's something that you develop working with
the client, finding their comfort level. Maybe $300
million is enough, but the client may feel it’s really
inexpensive to go to $500 million and they want
that extra comfort level and their board and the
shareholders to know that the corporation is prop-
erly protected.”

ABJ:What should a charter operator consider from the passenger’s
or dient’s perspective?

“You want to make sure they're fully covered given
the passengers they're carrying.

ABJ:What reimbursement can you expect for claim-related substi-
tute aircraft expenses?

“Let’s say that your GIV is damaged and you charter
a GIV. Maybe you have to pay $5,000 an hour to
charter that airplane. You get $5,000 an hour minus
what it would have cost you for the trip in your
own airplane.”

ABJ:Where is aircraft-related equipment covered? What is a“spare
part”? What is“moveable equipment”?

“Aircraft-related equipment comprise spare parts
specifically designed for installation on an aircraft,
such as extra altimeters, generators, passenger
seats, and APUs. These should be covered under
the hull section of the aviation policy. There is
also maintenance and other equipment where the
aircraft is based that are not aircraft-specific such
as any parts not designed for installation on that
specific aircraft, for example, hydraulic power units.
Examples of moveable equipment are power wash-
ers, jacks, tugs, and stairs not attached to the air-
craft. These need to be covered under a property
policy with inland marine coverage because most
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property policies have a boundary defining the
premises area, say up to 1,000 feet from the build-
ing. Equipment that can be moved further away
needs inland marine coverage. It could be a stair-
way or shared equipment in a hangar. That’s what
seems to fall through the cracks. It could amount to
$100,000 to $500,000. That's a lot of money.

“So, it's not just the airplane. It's everything that
works around and attaches to it.

“For example, if you had $10,000 worth of china
and crystal and for whatever reason you needed to
ground the plane, that china and crystal would still
be part of the airplane. An APU would be part of
the airplane and a spare part. Spare parts would be--
spare engines, spare parts sitting in the hangar, and
a lot of other things like mechanics tools, stairways,
and tugs. Things like that need to be covered.”

ABJ: In your world, what's the prevailing attitude toward the act of
filing a claim? | think some people view an insurance claim as an act
of last resort.

“Fortunately for aviation, claims adjusters gener-
ally are excellent and very fair. You do have to

present the claim properly, and there’s a lot to how
it'’s presented. If there were no claims, there'd be
no reason to have insurance. You're going to have
somebody tow an airplane into a hangar or into
another airplane. Things happen. And you're not
looked upon poorly at all. Certainly, if your loss ra-
tio was below 50 percent, you would be very good.
Most of the charter operators probably run a 20 to
30 percent loss ratio. You have years when you're
going to go over that, as things do happen.”

ABJ: For the lay among us, a 20 to 30 percent loss ratio means what?
“Say you pay a $1,000 premium annually for insur-
ance and you have $300 in claims; that would be a
30 percent loss ratio.

“Most businesses today file claims as an ordi-
nary course of business, and if their loss ratio is
lower than 30 percent that’s still profitable for the
insurance company. Maybe even up to 50 percent,
depending on the line of insurance and the circum-
stances.”

Part 2 of “Lessons Learned’ will appear in the next edi-
tion of Aviation Business Journal.
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The PLST Buzz

By Colin Bane

ver the last decade, NATA’s Safety 1%

Professional Line Service Training (PLST)

has become the industry standard for

training and recurrently training line

service professionals. NATA recently gave

PLST a distinctly 21°* century overhaul,
updating the renowned video training program into
a highly interactive online training course to ad-
dress the education needs of all line service special-
ists at FBOs large and small.

As the first round of professionals completes the
new online PLST, the response has been strong.

“In a larger FBO they split the duties up and can
afford to have specialists, but here on a smaller FBO
with less people and everybody on the ground do-
ing multiple things, the level of education and all-
around training has to be much higher,” said Gary
Davis, line service manager at Don Davis Aviation
in Henderson, Ky. “Everybody has to know how to
do pretty much everything, and we're finding that
the Safety 1% training is indispensable.”

Davis was one of the first to complete the new
training and is recommending it to everyone on
his ground team and to colleagues throughout the
industry.

“T thought the training was won-
derful, and T actually learned quite

a bit more from it than I might have EARFELY. I

expected as somebody with a lot of
experience in the industry,” Davis
said. “I think it is going to be very
helpful for anybody in line service.
No matter what you're doing, you
want to always be thinking about the
safest and most efficient way to do
it. I believe it is absolutely worth it
to raise the safety awareness of all
your employees, and I can’t think of
a more effective way than to send
people through the Safety 1% train-
ing.”

coast Regional Airport, and I'm pleased to report
that the Safety 1% training was worth every minute,”
said Barry Aston. “In our job, safety has to be prior-
ity number one. Even if you've been doing the job
for a while, it's always good to have a refresher and
to refocus on safety and staying up to date. I know

I needed the refresher, and it's comforting to know
that everybody I work with will have the same base
of knowledge when we're out there operating as a
team.”

PLST Online includes detailed training on all top-
ics required of line service specialists and is broken
into eight separate training modules: Introduc-
tion and Ground Servicing, Safety, General Fuel
Servicing, General Towing Procedures, Fuel Farm
Management, Customer Service, Fire Safety, and
Aviation Security.

Each training module consists of an introduc-
tion, topical and interactive training materials, and
practical exams. The training is self-paced; trainees
can move on only once they have proven mastery
of the training materials in each module.

“One of the challenges we had was to appeal
not only to those who are new in the industry or

Continued on page 44
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ROOT CAUSE OF CONFLICT

Consider these scenarios:

At some FBOs, like Georgia’s
Midcoast Regional Airport at Wright
Army Airfield, line service supervi-
sors are already requiring the Safety
15t PLST for everybody on the line.

“I'm a professional line service
technician with 13 years of training
and experience in the Air Force and
now also on the ground here at Mid-
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A pilot angrily
approaches you
waving a fuel ball,

He is upset with
the charges.

B passenger vents
his anger when he
fendds that his
requested ground
transpartation is
not thers

The flight crew
vienls Trustration
aver not being
met on the ramp
by a line service
specialist.
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The PLST Buzz
Continued from page 43

new in a particular line service position, but also

to those out there working who have tremendous
knowledge and experience,” said Amy Koranda,
director of safety management at NATA’s Safety 1°
division. “I think we've been successful in finding
that sweet spot. This program enables everybody to
learn something no matter how long they've been
in the industry, and so far the response has been
tremendous.”

Simon Wade, training and safety manager, Univer-
sal Aviation in London, appreciates these aspects of
the training. “T must say that this online format is
very good in terms of pace,” he said. “If you didn’t
quite get something, you could play the section
again. Also, as a trainer, asking questions through-
out is a very good touch. All in all, T look forward to
going through the remainder of the program.”

Tim Nestler, facilities manager at South Florida
Jet Center, a subsidiary of Hop-A-Jet Worldwide Jet
Charter, said the Safety 1% PLST is an asset to any
FBO or any aviation company.

“Even for someone like myself with 21 years in
the aviation industry, I would say it’s definitely
worthwhile,” he said. “You're going to learn a huge
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array of new things no matter what kind of experi-
ence you have going in. The information covers
everything from A to Z, and when you complete it
you're going to have a much more comprehensive
understanding about everything on the line.”

Nestler said the importance of training and re-
training employees cannot be underestimated.

“No FBO can afford to have people getting com-
placent in their jobs,” he said. “There’s a real danger
in complacency, especially in a smaller airport
where security and safety are really everybody’s
responsibility. I have ten line service employees,
and they're all taking the PLST on the job.”

“The line service specialists are really the life-
blood of any FBO, and in many instances they
make the first and last impression that anybody
coming to or leaving from an airport in an aircraft
will see,” Koranda said. “Many of our businesses
realize that those impressions are critical, and they
understand the absolutely crucial role that these
folks on the ramp play. You want your customers
to leave thinking, ‘Wow, that’s a great FBO. I want
to go back there because they know what they're
doing, they take care of my aircraft, they take care
of my passengers’ needs, and they
put safety first in everything they
do.”

“T think the strength of the new
training is that it takes highly tech-
nical information and breaks it
down, making it a little bit easier
to assimilate,” said Koranda, who
worked with some of the indus-
try’s top line service trainers and
aviation consultants to update the
PLST and develop the new online
training modules.

The need for standardized train-
ing for line service professionals
could not be clearer: FBOs simply
cannot afford to have safety or
security incidents on the ground
or in the air, and the line service

Total FBO.

Stop waiting for data and let

put YOU back in charge

specialists are the front line of
defense to ensure that all runs
smoothly.

PLST has the full support of
NATA's Board of Directors, its

Integration BUILT-IN!
BO0-150-9804 - D1H-355-34E0

Horlzon Business Concepts, Inc.

The only aviation software with the

sales@iotalfbo.com - www. TotlalFBO, com

Safety and Security Committee,
the major aviation fuel providers,
major insurance underwriters, and
leading industry experts, as well as
the enthusiastic endorsement of
hundreds of FBOs nationwide. &
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All the Answers on PLST Online

he NATA Safety 1 team has been busy
implementing the updated Professional Line
Service Training Program (PLST Online) since
the middle of April. During this beta testing
phase, members who entered the drawings for free
training and submitted vouchers at NATA’'s FBO
Leadership Conference have been the first to expe-
rience the new and exciting online training.

Once beta testing was completed in May, we be-
gan rolling out the program. Many NATA members
have expressed interest and asked questions that
our readers may find of interest below.

What's new about the online version of PLST?

PLST Online is now available anytime and any-
where. It is up-to-date with the latest best practices
and industry standards and includes interactive les-
sons, electronic reporting of student progress, and
additional checklists and reference materials.

Why online training?

Online training introduces flexibility, automated
student tracking, increased learning retention,
dynamic content, and randomized testing into tra-
ditional line service training programs, ultimately
improving line service efficiency and productivity.
Future updates to the online training are instanta-
neous for all participating companies.

Why does the PLST Online have eight modules?

PLST Online took the video program and integrated
the refueling modules into module three. The
safety and servicing aspects of refueling are also
included in modules one and two. Although the on-
line program contains eight modules, the training

time has increased to an average of nine hours from

the original six and a half hours.

We will begin phase two of the PLST Online,
which will cover towing and refueling for specific
makes and models of general aviation aircraft.
Aircraft-specific information will be presented in a
reference library so that PLST Online participants
can learn about aircraft specific to their operation.
This information will be available on a rolling basis
as general aviation aircraft towing and refueling
information is completed.

What other online training resources accompany the PLST?

An online training resource page has been devel-
oped for participating companies. All ancillary
training references and guides are included for
downloading and printing to both students and ad-
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ministrators/trainers. This page contains the 2008
Aircraft Ground Service Guide, Aircraft Towing
Guide, Trainer’s Guide, and all PLST Online PDF
references and checklists.

Will the video program of PLST still be recognized for certification
of our line service specialists?

We have communicated to our current PLST partici-
pants over the past six months that the new PLST
Online will supersede the video program. These
companies were asked not to begin new employees
with the old program and to complete/submit pa-
perwork for certification by the time we began live
training or by April 2008. We understand there may
be extenuating circumstances with training and en-
courage active participants to call and discuss these
with us at (703) 575-2045. We appreciate everyone'’s
patience and understanding during this transition.

Continued on page 46
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Safety 1¢ News
Continued from page 45

What version of browser works best?

The program will support Internet Explorer and
FireFox for PC and Safari for Mac.

Are any special programs needed other than the browser?

The only software requirement will be plug-ins for
Macromedia flash and shockwave. The software
will detect if the plug-in is installed and provide a
link if not.

Are there any common PC applications, such as Adobe, that are
needed?

Yes, all the additional best practices and proce-
dures are in PDF format and will require printing
using Adobe Reader. We provide all of these docu-
ments on the online training resources page for the
administrator/trainer to print for everyone’s use at
your company.

What kind of bandwidth is needed to run the software effectively?
It runs best on a high-speed connection. DSL, T1, or
cable all work fine.

We appreciate your interest in PLST Online and
will continue to share frequently asked questions in
this column. Please keep your questions and com-
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Cary A. Winter - Executive Vice President, North American Jet
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ments coming to Safetylst@nata.aero.

NATA Produces Flight
Crew Briefing for Teterhoro

ATA Safety 1%, under a Federal Aviation

Administration grant, has produced the first-

of-its-kind online flight crew briefing for the

Teterboro Airport. The briefing is intended
to prepare flight crews with the local knowledge
required for safe operations at Teterboro Airport.

Teterboro ranks among the top 20 busiest general

aviation airports in the country, providing access
to northern New Jersey and the New York metro-
politan area. The complex airspace surrounding
Teterboro and the high volume of traffic during
peak hours demand that flight crews be thoroughly
familiar with the air traffic procedures for the area
and the airport layout before arriving and depart-
ing.
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There have been 40 runway incursions over a
five-year period at Teterboro Airport. Most of these
incursions resulted from pilot deviations, where the
pilot or flight crew did not follow ATC instructions.
One section in the briefing highlights the airport
“hot spots” where the incursions have occurred,
points out the visual cues in these areas, and re-
views some of the common errors made during taxi
operations. Consequently, the Teterboro informa-
tion provides one of the best starting places for
flight crew briefing and familiarity training.

The Teterboro Airport Flight Crew Briefing takes
approximately 20 minutes to complete, depending
on the pilot’s familiarity with the airport. The train-
ing includes four main topic areas: safety, security,
noise abatement, and Air Traffic Control (ATC)
procedures specific to Teterboro. The safety brief-
ing consists of an airport safety overview, runway
incursion hot spot review, surface area movement
problems, and recommended practices for Teter-
boro. The security section includes a security pro-

OMNI DIRECTIONAL

The Future of
GROUND SUPPORT is...

gram overview, identification requirements, escort
procedures/vehicle access procedures, and over-
night securing of aircraft requirements. The noise
abatement briefing covers the Teterboro rules and
regulations, noise abatement procedures, runway
19 noise abatement procedures, and airport up-
dates. The ATC segment covers an overview of ATC
procedures, the Teterboro Five/Dalton departures,
the VOR/DME-A approach procedure, and VFR
operations applicable to Teterboro.

The Teterboro Airport Flight Crew Briefing can
be viewed free of charge at www.airportflight-
crewbriefing.com/Teterboro/. NATA Safety 1% will
continue to develop more airport specific briefings
throughout the year and will include available brief-
ings in this column. We encourage your thoughts
and comments on this vital safety initiative and
informational training by email at Safetylst@nata.
aero.

VEHICLES

BETTER

Please visit our website to view videos, to
learn more about the exciting new world of
ODV vehicle technology and to find out about
the different lines of ODV vehicles we offer.

REGISTER to WIN a FREE G-30 ODV
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Hammonds Technical Services, Inc., 910 Rankin Road, Houston, TX 77073.
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NATA’s Sustaining Members

These special members have made a commitment to help develop programs
and initiatives throughout the year. This membership class includes participation,
sponsorship and recognition in all major NATA events and publications.
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NEW NATA MEMBERS

Affiliate

New River Valley Airport

Commission

Keith Holt, Airport Manager
5391 C.V. Jackson Road, Bldg. 4
Dublin, VA 24084

(540) 674-4141

Fax: (540) 674-4780
kpskmanager@gmail.com

Vincennes University
Dan Martens

Director of Procurement
1002 N.First St.
Vincennes, IN 47591
(812) 888-5736

Fax: (812) 888-5487
dmartens@vinu.edu

Associate

Aerlex Law Group
Stephen Hofer, President
2800 28th Street

Santa Monica, CA 90405
(310) 392-5200

Fax: (877) 237-5399
crosenberg@aerlex.com

Camp Systems International Inc.

Dan Carroll, Director of Sales
999 Marconi Avenue
Ronkonkoma, NY 11779
(631) 588-3200

Fax: (631) 588-3294
dcarroll@campsystems.com

ExecuTechs Plus, Inc.

Kathy L. Gouge, Vice President

1835 E. Hallandale Beach Blvd., #367
Hallandale Beach, FL 33009

(561) 414-1501

Fax: (888) 867-7134
kathygouge@gmail.com

S.A.S.Group LLC
Anthony Marinello, CEO
2 Franklin Place
Rutherford, NJ 07070
(800) 476-3420
sasgroup1@yahoo.com

Sage-Popovich, Inc.

Nick Popovich

(Chief Executive Officer

PO Box One

Valparaiso, IN 46384-0001

(219) 464-8320, (888) 836-8320
Fax:(219) 464-0920
nick@sage-popovich.com
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e SilverStone Group e (CityLink Airlines o (rystal Air Aviation
Charles Parmley Dave Martin Nanette Ochs, C00
Director, Aviation Risk Services Director of Operations 22601N 17th Ave., Suite 220
11516 Miracle Hills Drive PO Box 1220 Phoenix, AZ 85027
Omaha, NE 68154 Silver City, NM 88062 (523) 561-1516,(800) 561-1516
(402) 964-5718, (800) 288-5501 (575) 388-4393,(888) 723-5946 Fax: (623) 516-0027
Fax:(402) 557-6323 Fax: (575) 388-3838 nan@crystalairaviation.com
cparmley@ssgi.com dcmartin@citylinkairlines.com o D2 Aero LLC
o (lassic Aviation, Inc. Marc Lang, Line Manager
Regular . Shane L.Vande Voort 5600 N. Hwy 95
© AeroPremier Jet Center LLC President Lake Havasu City, AZ 86404
Keith O'leary 501 West 15th Street (928) 764-1000
6401 Stars and Stipes Bivd. Pella, 1A 50219 Fax:(928) 764-3300
'(\lsea’l")ozrf;”;ézg 70126 (641) 628-9393 manager@d2aero.com
Fax (504) 248-5248 . * Destin Jet
info@actoorerni shane@flydlassicaviation.com Bill Blackford, General Manager
premier.com . .
o Commander Airways, Inc. 4652 Gulfstarr Drive
* AIRRIPCO dba Air Logic Destin, FL 32541
RIPCO LLC Michael Tomsich (850) 499-4381
David Sossaman, CE Director of Operations bbilford@msn.com
1672 Main Street, £353 3600 Flightline Dr., Suite 301
Ramona, CA 92065 Lakeland,FL 33811
(760) 787-1169 (813) 879-9757
Fax: (760) 787-1169 Fax: (813) 879-9809
tsunami105@aol.com mike@yairlogic.com Continued on page 50
o Air Services, Inc.
Roy Nichols, President

1100 Airport Access Road
Traverse City, Ml 49686
(231) 922-0406

Fax: (231) 941-8612

KAISERC

michols@flyasi.com m&;ﬂﬁ
o Alerion, Inc. .
Mark Reichin, President & CEQ e I : ‘r I
50 Main Street, Suite 1000
White Plains, NY 10606

(860) 350-8318, (888) 236-8015

Fax: (860) 350-8817 The San, Franasco Bay Area’s

mreichin@fllyalerion.com best aII'POI't is m'Oakland
o Angel MedFlight Worldwide Air

Ambulance Services

Jeremy Freer, CEO/President : ., ] :

8014 East McClain, Suite 120 i g — r ‘ ’J“_ﬂ"‘
Scottsdale, AZ 85260 ) S

(877) 264-3570 .

Fax: (888) 883-9506
jfreer@angelmedflight.com

second location - Sonoma County Airport

X . SANTA ROSA JET CENTER

o BlackBird Aero Services : i KAISERAIR

Jim Holmes, President

6417 Gr?55|a”d5 (. Experienced NATA “Safety 1st” and PLST Trained Staff

Westerville, 0t 43082 Aircraft Maintenance Services

(614) 895-9920 J . . <in th

Fax: (614) 818-3597 Voted One of the Best Private FBO's in the Country

fittchlvr@sbeglobal.net Complete Line & Concierge Service 24 Hours, 365 Days a Year

o Bob Miller Flight Training, Inc. Lowest Fuel Price in the San Francisco Bay Area
Bob Miller, Owner

41 Summershade Court L g
East Amherst, NY 14051 OaklandInternational

(7 16) 8.64_8100 www.kaiserair.com | 510-569-9622

rjma@rjma.com
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New Members
Continued from page 49

e Emblem Aviation, LLC
Nathan Crane, Manager
6859 E.Rembrandt Avenue
Suite 120
Mesa, AZ 85212
(480) 988-7224
Fax: (480) 988-7225
ncrane@emblemaviation.com

e Empower Aviation
Daphne Selden
Director of Sales
2820 Bobmeyer Road
Hamilton, OH 45015
(513) 896-9999, (888) 525-2359
Fax:(513) 863-1343
daphneselden@flyempower.com

e Flight Services & Systems Inc.
Robert P Weitzel, President
6100 Riverside Woods Blvd., Ste. 355
(leveland, OH 44131
(216) 328-0090, (877) 634-0006
Fax: (216) 328-0091
bweitzel@fsspeople.com

e Funair Corporation
Michal Yanuv
Aviation Office Administrator
10800 Biscayne Blvd., Suite 950
Miami,FL 33161
(305) 891-0017
Fax: (305) 891-3874
michal@funairusa.com

e Gulf Coast Jet Center Inc.
dba Million Air Gulfport-Biloxi
Arve W.Henriksen
President
PO Box 729
Gulfport, MS 39502
(251) 510-6768
Fax: (251) 338-1401
arve@magcreek.com

e |llinois Aviation Academy, Inc.
Andrew Burnette, General Manager
32W751 Tower Road
West Chicago, IL 60185
(630) 513-2224
Fax: (630) 513-8704
andrewb@illinoisaviation.com

o |ron Street Aviation, LLC
Robert McConnell
12251ron
North Kansas City, MO 64116
(816) 842-6066
Fax: (816) 842-1638
rob@mcconnellassociates.org

e JetSource International LLC
Christopher Doscher, Manager
4440 PGA Blvd., Suite 600
Palm Beach Gardens, FL 33410
(561) 676-4849
christopher.doscher@gmail.com

e Landiscor Aerial Information
(indy Tange
Accounting/Production Manager
1710 E. Indian School Road
Suite 201
Phoenix, AZ 85016
(602) 393-9549
ctange@landiscor.com

e Maximum Flight Advantages LLC
Jamie Thomas, President
10600 Springboro Pike
Miamisburg, OH 45342
(800) 313-0144
jthomas@maxflt.com

e Metropolitan Aviation, LLC
Michael Pagano
Vice President of Business Development
10661 Frank Marshall Lane
Manassas, VA 20110
(703) 530-6299, (866) 365-3636
Fax:(703) 530-7188
mpagano@metropolitanjets.com

e Million Air - Tucson
Ash Vij, President/Owner
1951 E. Airport Dr.
Tucson, AZ 85706
(520) 889-6327
Fax: (520) 889-8249
ash@premierfbo.com

e Modesto Flight Center, Inc.
Robert Corbett, President
700Tioga Dr.

Modesto, CA 95354
(209) 578-3513, (800) 697-0100
admin@modestoflightcenter.com

e New Garden Aviation, LLC
Everitt B duPont, President
P0. Box 481
1235 Newark Road
Toughkenamon, PA 19374-0481
(610) 268-2048
Fax: (310) 268-2048
everitt@n57.com

o Northeast Executive Jet, LLC
Mike P Phillips, Member/Manager
97 Commerce Way
North Andover, MA 01845
(978) 685-7500
Fax:(978) 686-9476
acruz@phillipsventures.com

o (zark Air Services, Inc.
Michael Scott, President
2100 Vector Dr, Hangar 1
(ahokia, IL 63011
(618) 337-5845
Fax: (618) 337-6576
ozarkair@sbcglobal.net

e Packerland Aviation LLC
dba Executive Air
David Parker, Line Manager
2131 Airport Drive
Green Bay, W1 54313
(920) 498-4880
Fax: (920) 498-4890
linemanager@executive.com

e Papa Golf Aviation, LLC
Tom Swanson, Chief Pilot
12150 East 96th Street North
Suite 200
Owasso, 0K 74055
(918) 269-8123
tom@papagolfaviation.com

e Pentastar Aviation LLC
Kristie L Mayle
Senior V. Business Development
7310 Highland Rd.
Waterford, MI 48327
(248) 249-7127
Fax: (248) 666-8358
kmayle@pentastaraviation.com

e Pickens County Airport
Marion Harris, Airport Manager
193 Airport Road
Jasper, GA 30143
(706) 253-8830
Fax: (706) 253-8832
jzpmanager@ellijay.com

e Pilot Training College Florida LLC
Mike Edgeworth
576 Date Palm
Vero Beach, FL 32963
(772) 453-4648
edgeworthm@ptc.ie

o Premier Charter
Vince Nelson, Manager
416 E.Houston
Broken Arrow, 0K 74012
(918) 251-6880
vnelson@premier-charter.com

e Pro Airways, LLC
Ryan Staszko, Managing Director
246 South Meadow Road
Gate 4, NW2
Plymouth, MA 02360
(508) 866-9606
Fax: (508) 866-3978
info@professionalairways.com

 QCIA Airport Services
Bruce Carter, President
Quad City Intl. Airport, Box 9009
Moline, IL 61265
(309) 757-1732
Fax: (309) 757-1515
bearter@qcairport.com

e (Quintessential Jets
AlexTodd, CEO
58 West 58th
New York, NY
(212) 682-5110
Fax: (212) 682-2342
atodd@quintessentialjets.com

e Sarina Aviation Inc.
Rolando Bautista
Chief Financial Officer
44093 S.Grimmer Blvd.
Fremont, CA 94538
(510) 651-8585
Fax: (510) 651-8580
sarinaaviation@sbcglobal.net

e Sittman Aircraft Company, LLC

Gene Davis, President

PO Box 10207

Jackson, MS 39289
(601) 948-1601

Fax: (601) 355-7189
gene@jacobsaircraft.com

Southern Seaplane, Inc.
Lyle Panepinto, President

#1 Coquille Drive

Belle Chasse, LA 10037
(504) 394-5633

Fax: (504) 394-8458
info@southernseaplane.com

Sun Western Flyers - Goodyear
Ryan Reeves, FBO Manager

1658 South Litchifield Road
Laveen, A7 85338

(623) 932-1200

Fax: (623) 932-3207
rreeves@sunwestern.com

Talon Air Inc.

Bill Sivori, Asst D.0.

8300 Republic Airport
Farmingdale, NY 11787
(631) 753-8881
Fax:(631) 753-6681
bsivori@talonairjets.com

Vector Aviation, LLC

Mike Mouton, Manager

112 Industrial Park Loop

Abbeville, PA 70510

(337) 898-2268

Fax:337-898-2308
mmouton@vectoraviationabbeville.com

Voyager Jet Center, LLC
Karl Foerster

Vice President, Operations
Hangar 70

Allegheny County Airport
West Mifflin, PA 15122
(412) 267-8000

Fax: (412) 267-2056
kfoerster@voyagerjet.com

Wolf Aviation Services, Inc.
Jennifer Goodman, Vice President
835 Malden Road

Syracuse, NY 13211

(315) 455-9701

Fax: (315) 455-7236
jennifer@wolf-aviation.com

Zyman Aviation

David Masuck, Chief Pilot

14900 NW 42nd Ave.

Bldg.48, Suite 106, Opa Locka Ap
Miami, FL 33054

(954) 591-6266

Fax: (404) 443-8567
david@sergiozy.com
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SJC
KOA
L67

OXR
FRG
PNE
SNA
HYA
0GG
BYI

GVL
DLO
c80
c83
ACV
L67

HAF

KILG
CXP
EKO
ELY

For these FBOs, product integrity isn't
just a requirement, it's an obsession.

Chevron Global Aviation congratulates our Chevron and Texaco FBOs

for over five consecutive

ACM Aviation

Air Service Hawaii

Art Scholl Aviation, Inc.

Aspen Helicopters

Atlantic Aviation

Atlantic Aviation

Atlantic Aviation

Barnstable Municipal Airport
Blue Hawaiian Helicopters Maui
Campbell's Idaho Aviation

Champion Aviation Services, Inc.

City of Delano

Coalinga Municipal Airport
Contra Costa Cty/Byron Airport
Co of Humboldt, Arcata/Eureka
Co of San Bernardino Sheriff
Co of San Mateo

Half Moon Bay Airport
Dassault Falcon Jet

El Aero Services, Inc.

El Aero Services, Inc.

Ely Jet Center

ars of 100% Product Integrity

FZG
FCH
BCT
SUA
MYS
SAV
HND
ANC
OL7
JER
OAK
57AZ
CRQ
MVY
ATL
FAT
LAX
ONT
PDK
RNO
TUL
OPF

“ompliance.

Fitzgerald Airport

Frank Ruiz Avionics

Galaxy Aviation of Boca Aviation
Galaxy Aviation of Stuart

Gibbs Flying Service

Gulfstream Aerospace

Henderson Executive Airport

International Aviation Services, Inc.

Jean Airport, Clark County
Jerome County Airport
KaiserAir Oakland Jet Center
La Cholla Airpark

Magellan Aviation
Martha's Vineyard Airport
Mercury Air Center
Mercury Air Center
Mercury Air Center
Mercury Air Center
Mercury Air Center
Mercury Air Center
Mercury Air Center

Miami Executive Aviation

SLC
MRY
E45
MYR
VGT
3J7
OBE
259
PRC
TWF
RXE
SMF

SEF
DAB
BED
HPN
LEE
PHX
TRK
TUS
TNP
(3]V)

Global Aviation
AW Chevron ‘)

B

Our Family of Brands

Million Air Salt Lake City
Monterey Jet Center
Mother Lode Aviation, Inc.
Myrtle Beach Aviation
North Las Vegas Air Terminal
Oconee Air Service
Okeechobee Jet Center
Port of Willapa

Prescott Municipal Airport
Reeder Flying Service, Inc.
Rexburg Air Service
Sacramento Citation
Service Center

Sebring Flight Center
SheltAir

Signature Flight Services
Signature Flight Support
Sunair Aviation

Swift Aviation

Truckee Tahoe Airport District
Tucson Airport Authority
Twentynine Palms Aviation

UC Davis University Airport



When does a fuel
supplier become an
aviation company?

There is one fuel supplier that really knows aviation.

From our sales professionals who are pilots, to an internal
marketing staff that provides customized FBO programs, to
the most reputable quality and safety programs in the
industry, Air BP is truly an aviation company.

Our goal is to help your business grow.

So now you ask, when does an aircraft fuel supplier
become an aviation company?

The answer is today. # airbp

www.airbp.com/usga
800.752.9220



