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Health Care Reform and Small Business—Who Won? 15
By Lindsey McFarren

On March 23, the Affordable Health Care for America Act became 
the law of the land. Years of arguing between Democrats and 
Republicans and liberals and conservatives have finally come to a 
rather anti-climatic end. Small businesses were frequently the focus 
of discussions leading up to the act and with good reason. This article 
takes a look at some of the small business provisions, effective dates, 
and implications for your company.

Aviation in the Blood 19
By Colin Bane

The family-owned and family-operated business celebrated in 
American mythology and mourned as an endangered species is 
in fact alive and well in general aviation, and family has become a 
core corporate value at many of the top companies in the industry. 
Curious about the future of general aviation and the next generation 
of business leaders, we spoke with presidents and CEOs from Cutter 
Aviation and Priester Aviation about the family business.

Mazzei Flying Service—Flight Training Pioneer   
Focuses on Training Flight Instructors 29

By Paul Seidenman and David J. Spanovich
Now in its 75th year, Mazzei Flying Service still operates from its 
original Fresno, Calif., location at Fresno-Yosemite International 
Airport. Jim Brannan, president and chief flight instructor, has 
owned Mazzei since 1977 and has continued to focus the company 
on its highly regarded flight training niche, which includes both 
helicopter and fixed-wing instruction.
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When I discuss the current economic 
and political situation with just 
about any businessman these days, 
the most common complaint is that 
Washington has created a hazard-
ous environment for investment, 

primarily because everything is so unpredictable. 
Entrepreneurs are familiar with risk, of course, but 
even the boldest capitalist longs for at least a modi-
cum of certainty, especially after the roller-coaster 
ride of the last few years. But are we just to sit, suf-
fer, and wonder who or what is going to upend our 
best laid plans? Or can we, at least to some degree, 
find a way to reduce all this confusion and per-
suade those around us to create more predictable 
procedures, policies, and partnerships?
 

Bedlam in the Business Climate
Let me clearly declare, however, that this is a seri-
ous and almost unprecedented problem. In my 
40 years as an observer of the country’s general 
business climate, I have never seen such bedlam. 
On almost every front, Congress and the White 
House seem incapable of providing the business 
community with a clear description of what will 
be the rules of our nation’s economic road in 2011, 
just a few weeks away, not to mention in the years 
beyond. There is literally not a single person who 
can reliably predict next year’s tax rates, the size of 
the deficit, the extent of new regulations, the scope 
of proposed energy and environmental policies, 
whether the housing market will be allowed to 
“mark-to-market,” or even the size of a single ap-
propriation bill from Congress for the current fiscal 
year.
 No one knows if the EPA will declare lead to be 
an unacceptable ingredient in avgas. No one can 
say what the level of aviation taxes will be in the 
next twelve months. No one has seen the new 
security rules soon to be imposed on Part 91 flight 
operations. No one knows if there will be higher 
taxes on capital gains. No one has a clue at what 

level, if any, the 
government will 
reset the estate 
tax levies. No 
one knows what 
kind of health 
care programs 
will be avail-
able for their 
employees and 
what they will 
cost. No one 
knows if the 
nation will ever 
get a practical 
energy program. 
No one knows if 
we’ll be forced 
to pay a “carbon tax” when we fly airplanes. No one 
knows if the new Form-1099 reporting regulations 
will actually go into effect next spring. No one even 
knows if Congress will ever get around to passing 
an FAA reauthorization bill in our lifetime!
 The result, for most businesses, is a decision-mak-
ing nightmare. Those of us who claim some experi-
ence with probabilistic management theory know 
that when uncertainty reaches such a level, we’re 
no longer making decisions—we’re just throwing 
the dice. In Las Vegas, at least the odds are better.
 This uncertainty dilemma isn’t just a matter of 
malfeasance in Washington. More and more airport 
managers are creating a similarly unpredictable 
setting for their aviation business tenants. Once 
upon a time, an FBO could make some reasonable 
predictions about the terms of a lease extension, for 
example. No one can make a big capital investment 
these days without the confidence that they will 
earn revenue for at least the term of their loan. Air-
port management, of course, is having just as hard 
a time trying to predict what, when, and if federal 
AIP funds will be forthcoming from Washington, so 
their uncertainty breeds more uncertainty for us as 

PRESIDENT’S MESSAGE

How Much Uncertainty     
Can We Count On?
By James K. Coyne

Continued on page 8
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they force tenants to accept shorter or less-predict-
able lease terms.
 My job at a time like this (and maybe part of your 
job, too) is to force policymakers to understand the 
consequences of their confusion. All this economic 
and political uncertainty is causing our nation’s 
economic engine to seize up, slowing the growth 
of GDP and hobbling job creation. According to the 
Wall Street Journal, at this point in the normal “re-
covery” from a recession, the country’s GDP growth 
rate should be over 5 percent (in 1983, after the 
Reagan tax cuts, it was over 8 percent during the 
recovery from the 1980-1982 recession). Instead, 
even the administration’s own economists forecast 
an anemic 2 percent growth rate, at best, in 2011.
 As business owners, each of you has a similar re-
sponsibility to inform your local officials, especially 
airport commissioners and their colleagues, that 
uncertainty is the enemy of economic development 
and growth. Remind them that fostering economic 
development and growth is the primary reason that 
their airport exists. Remind them that the airport 

must be your economic partner, not an adversary 
in the guise of a landlord. And remind them that all 
of us together, hundreds of airport authorities and 
thousands of aviation businesses, must force Wash-
ington to get our nation’s political train back on the 
tracks of economic predictability.
 

Poisoning Our Productivity
No one, especially someone working at an airport, 
ever expects everything to go as planned. No one 
expects a pre-printed program for all the unex-
pected ups and down of your own entrepreneurial 
journey, and no one ever expects a politician to 
tell you honestly what he’s going to do next. But no 
economy can long endure the political pandemo-
nium of the past year.
 There aren’t a lot of certainties in Washington, 
except perhaps for this one: Uncertainty poisons 
our productive potential and imperils politicians of 
all parties—and that’s for certain!

President’s Message
Continued from page 7
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INSIDE WASHINGTON

By the time you read this 
magazine, the govern-
ment’s announcement 
that our economic 
recession officially 
ended last June will 

be a couple of months old. While 
the U.S. economy does appear 
to be slowly improving, aviation 
continues to struggle to exit from 
the downturn. According to some 
economics and industry experts, 
it takes the aviation industry two 
or three years to recover once a 
recession has officially ended. If 
that is indeed the case, and history 
does bear this trend out, we could 
be in for more rough sledding in 
2011. 
 The economy is only one of the 
many challenges we will face in 
2011. The first challenge, which 
could end up proving to be an 
economic boost, would be Con-
gress finally passing a long-term 
FAA reauthorization bill. While 
current bills being considered by 
Congress are far from perfect, the 
investment in aviation infrastruc-
ture and new technologies they 
contain would clearly provide 
an economic lift to the aviation 
industry. The question remains: 
Will the dicey political issues that 
include DCA flight outside of the 
perimeter rule and the FedEx 
mess ever clear up?
 The second challenge is the 
release of the TSA’s revised pro-
posed rule for the Large Aircraft 
Security Program. Although the 

revised rule has not been released 
in 2010 as anticipated, I think 
there is a growing chance it will 
be introduced in 2011. The revised 
proposed rule has been mired in 
the bureaucratic process for some 
time now, worrying many indus-
try types. Whenever it is released 
and whatever its makeup, a new 
security regime is coming that 
will certainly pose challenges, as 
most new rulemakings do, for the 
general aviation industry.
 The third challenge is the 
increasing incidence of states as-
sessing new taxes on operators. 
Whether it is a new unitary tax, 
property tax, or one of a handful 
of creative fees that the state taxa-
tion agencies dream up, the gen-
eral aviation community, appar-
ently one of the states’ top targets, 
is now under a full-scale assault 
by states strapped with growing 
deficits and in desperate need of 
generating new revenue. This is-
sue will be one of NATA’s greatest 
challenges in 2011 and beyond.
 There are certainly a number 
of other issues confronting our 
industry that also carry enormous 
impacts. Whether it is the FAA’s 
insistence on shoving a Part 121 
flight and rest proposal down the 
Part 135 community’s throat, air-

ports continuing to look into offer-
ing ground handling services and 
restructuring lease agreements, or 
the California legislature attempt-
ing to burden the flight-training 
community with unnecessary new 
regulations, 2011 will surely be 
another of the aviation industry’s 
most challenging years.
 Needless to say, NATA remains 
ready to protect its members from 
unnecessary new legislative and 
regulatory burdens as our industry 
digs out of the Great American 
Recession.

The American Recession   
May Be Over, but the      
Struggles Continue for Aviation
By Eric R. Byer

Raise Your Voice, Get Involved
As the Voice of Aviation Business, NATA’s focus is to protect the 

interests of aviation businesses through aggressive and professional 
representation. To get involved, call  

(800) 808-6282 or visit www.nata.aero.
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The process for implementing change 
through our local, state, and federal gov-
ernment is long and complex. It usually 
begins with an elected legislature devel-
oping, debating, and either passing or 
rejecting proposed statutes. If passed, the 

statutes become the guiding force for the execu-
tive branch to develop regulations. These regula-
tions are usually offered to the public, before their 
implementation, for comment. This overall process 
is supposed to be cumbersome and slow moving to 
prevent change from occurring without the proper 
level of consideration of the impacts. Despite all the 
complexities and opportunities for comment from 
the public, mistakes still occur. Statutes and regula-
tions are approved and implemented that cause 
harm. 

 The NATA member profile in this edition of Avia-
tion Business Journal tells the story of Mazzei Flying 
Service, a California flight school and on-demand 
charter operator. It is a story of an individual’s pas-
sion for aviation, one that could be told of hundreds 
of general aviation businesses across the country. 
But hidden within the article is an even deeper 
story, a story of good intentions gone awry. It is the 
story of the State of California’s regulation of flight 
training.
 This story begins with a harsh reality, the fact 
that every industry has its share of unscrupulous 
characters. Flight training is no different. A quick 
internet search will uncover names like Silver State 
and Jet University and tales of young students los-
ing thousands of dollars they paid in the belief they 
would be trained to become professional pilots. It 
is a sad truth that even in an industry like general 
aviation there are always those willing to take ad-
vantage of others.
 In 2007, the statutes authorizing the California 
Bureau of Private Postsecondary and Vocational 

Education expired without being extended. This 
put an end to the bureau’s oversight of the many 
private postsecondary and vocational institu-
tions throughout the state. Flight training had 
been exempted from the expiring legislation, and 
therefore,the bureau’s oversight by a memorandum 
of understanding between the bureau and the Fed-
eral Aviation Administration (FAA). It took several 
years, but in 2009 the legislature passed, and Gov-
ernor Arnold Schwarzenegger signed, a new law 
to again provide oversight of private postsecond-
ary educational facilities. The new law created the 
Bureau of Private Postsecondary Education (BPPE), 
and this time flight training was not exempt. While 
flight training is mentioned nowhere in the new 
law, it was written broadly enough to allow the 
BPPE to assert its authority into this industry. The 
rest of this story grows from one small fact: The 
flight training industry was not included in the de-
velopment and debate over the new law giving the 
BPPE its authority.
 The industry first learned of its inclusion when 
many flight training providers began receiving 
letters in early 2010 from the BPPE, stating that 
they were now under the regulatory authority of 
the bureau. In these letters, flight training provid-
ers learned they would be required to submit an 
application for approval to operate within the state 
by August 1, 2010. As these training providers began 
to dig deeper in an attempt to understand what 
compliance with the new law would require, they 
came across a startling fact. Compliance with the 
new laws would create such an economic burden 
that many of these flight training facilities would 
be forced to lay off their employees and shut down 
their businesses.
 

A Singularly Unique Industry
The reason for this drastic effect on the flight train-
ing industry is as complex as it is long, but it re-
volves around the fact that the flight training indus-
try is unlike any other business entity regulated by 
the bureau. There are a diverse range of business 
models, operating conditions, and structures that 
make regulating flight training singularly unique. 
Combine this with the fact that the flight training 
industry was never afforded the opportunity to par-
ticipate in the debate or development of the laws 
that were to regulate it, and you have a recipe for 
disaster. NATA and others within the national avia-
tion industry learned about this situation soon after 
the letters from the BPPE began to arrive.

California’s Flight Training Saga
By Michael France

The rest of this story grows from one small 
fact: The flight training industry was not 
included in the development and debate 
over the new law giving the BPPE its 
authority.
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 What was quickly learned by NATA and others 
was that it was too late; the laws were passed and 
the regulations written. Of course that would not 
be the end of this story. NATA worked alongside the 
Aircraft Owners and Pilots Association (AOPA) and 
hundreds of flight training business owners, flight 
instructors, and individual pilots in an effort to al-
low those that know this industry the best to have 
input on the laws and rules that affect them.
 With the August 1 compliance deadline quickly 
approaching it became clear that the laws could not 
be changed in time. The flight training industry was 
too diverse for a long-term solution to be identified, 
debated, and passed in just a couple of months. 
Rather, NATA and others in the industry began to 
pursue a delay in compliance with the new laws 
that would allow time for all stakeholders to par-
ticipate in an effort to find a solution that would 
both protect students from predatory flight training 
providers and allow this industry to continue.
 

An All-Out Effort in Sacramento
As each day of summer passed, the 
compliance deadline drew closer. 
NATA and AOPA lobbyists worked in 
the state capitol convincing legislators 
that a delay was necessary to prevent 
the destruction of our industry. Pilots, 
flight instructors, and business owners 
spoke to their representatives about 
the value that flight training and avia-
tion bring to the state. The compliance 
deadline came and went, and just before 
the close of the legislative session in 
late August, Assembly Bill 1889 was 
passed by the legislature. In this bill was 
language that would have provided the 
much-needed delay for the flight train-
ing industry. However, other portions of 
the bill made it impossible for the gover-
nor to sign, and AB 1889 was vetoed.
 The legislature did not go home; they 
had yet to pass a state budget and would 
remain in Sacramento until they had 
done so. NATA and AOPA continued to 
work quietly behind the scenes looking 
for a solution. On October 8, Senate Bill 
856, a budget trailer bill, was passed by 
both houses of the legislature. SB 856 
contained a 12-month delay in compli-
ance for the flight training industry 
beginning in July of 2010. 

 On October 19, SB 856 was signed into law by 
Gov. Schwarzenegger. Chapter two of this story now 
begins, as the industry and the legislature will have 
to find a long-term solution to this issue. In the 
battle to secure a delay, many legislators learned 
more than they ever knew about the flight training 
effort. This educational effort will continue. The 
final solution must recognize the vast diversity of 
the flight training industry while also understand-
ing that there are individuals out there, that given 
the opportunity, would take advantage of others.
 General aviation has a storied history in this 
country. It is a story that contains many obstacles 
and challenges. NATA is certain that this issue will 
become another in a long list of obstacles overcome 
and challenges met by our industry. We are proud 
to have the opportunity to work alongside the many 
passionate business owners, pilots, and students 
who worked on this issue. Together, we believe our 
efforts will prove successful.
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On March 23, the Affordable Health Care 
for America Act became the law of the 
land. Years of arguing between Demo-
crats and Republicans and liberals and 
conservatives have finally come to a 
rather anti-climatic end. Small businesses 

were frequently the focus of discussions leading up 
to the act and with good reason. 
 According to the federal government:

Only 45 percent of the smallest businesses cur-•	
rently offer health insurance to their employees,
Small business insurance premiums are on aver-•	
age 18 percent higher than similar plans for large 
businesses, and
25 percent of insurance premiums paid by small •	
businesses goes to administrative costs; only 10 
percent of premiums paid by large businesses 
goes to administrative costs.

 The resulting 900+ page Affordable Health Care 
for America Act includes many provisions for small 
businesses but leaves both sides, Republicans and 
Democrats, wondering who actually won. I can tell 
you this: If you are a small business owner, regard-
less of your political leanings, you lost. Oh sure, the 
act looks pretty, advertising tax credits for small 
businesses, reduced premiums, and stable year-to-
year pricing. But before you can take advantage of 
some of these perks of the act, your business must 
meet specific qualifications. Here’s a look at some 
of the small business provisions, effective dates, 
and implications for your company.

Tax Credit — Immediately
The act created a tax credit for some small busi-
nesses. The credit is effective immediately and ap-
plies to all premiums paid in 2010, even those paid 
prior to the passage of the act. Small businesses 
must meet the following qualifications to receive 
the credit:

The employer must currently provide health care •	
coverage, funding at least 50 percent of the cost 
of coverage for some of its workers based on the 
individual premium rate,
The employer must have fewer than the equiva-•	
lent of 25 full-time workers, and
The employer must pay average annual wages •	
less than $50,000.

 Hopefully, you didn’t see “tax credit” and “effec-
tive immediately” and decide to check out for the 
rest of this article. The qualification requirements 
must be met by your business or your tax credit 
disappears. The first condition is easy: If your busi-
ness doesn’t offer insurance and pay at least 50 
percent of your employees’ premium, your com-
pany doesn’t qualify. But the next two conditions 
also could make you ineligible for this credit. Let’s 
say you own and operate an FBO and repair station. 
You have some full-time workers but also employ 
a number of part-time line service technicians, 
aircraft cleaners, and receptionists. If these work-
ers’ hours add up to the equivalent of 25 full-time 
workers, you are ineligible for this credit. Or con-
sider an organization that has only 20 workers but 
their average annual wage is $50,000 or more. That 
organization would also be ineligible. 
 The tax credit is almost generous: up to 35 per-
cent of a small business’ premium costs in 2010. In 
2014, the credit increases to 50 percent of premium 
costs. But in addition to eligibility requirements, 
there’s a phase-out clause. The credit phases out 
gradually for firms with average annual wages 
between $25,000 and $50,000 and for firms with the 
equivalent of between 10 and 25 full-time workers. 
The companies that will benefit the most from this 
tax credit are those with fewer than 10 employees 
who make relatively low wages. 
 I know many NATA member companies met the 
eligibility requirements listed in the first paragraph 
of this section. Sure our industry has a few monster 
companies, but the majority of general aviation 
companies are small businesses in the typical sense 
of the term—that is, fewer than 100 employees. 
Unfortunately, most NATA member companies that 
qualify for the credit initially will see their credit 
quickly phased out. Average wages are likely to ex-
ceed $25,000, and “equivalent” full-time workers are 
likely to exceed 10. By $50,000 annual wages and/or 
25 workers, the credit phases out entirely.
 Claiming the credit is relatively simple, assum-
ing you meet the eligibility requirements and don’t 
phase out to nothing. A new tax form, Form 8941, 
is being developed to determine your tax credit 
amount. The credit will then be included as part 

Health Care Reform and    
Small Business—Who Won?
By Lindsey McFarren

Continued on page 16
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of the general business credit on your business 
income tax return.
 This tax credit is a win for the companies eligible 
to claim it. Unfortunately, that won’t include most 
of this publication’s readers.

Rebate Program — January 1, 2011
The rebate program established in the act is fasci-
nating. It will essentially require insurance com-
panies to spend at least 80 percent of individual 
and small business premiums (85 percent for large 
employer plans) on actual benefits and “quality 
improvement.” If the insurance company does not 
spend the required portion on benefits or quality 
improvement because administrative overhead or 
profits are too high, the insurance company must 
provide rebates to its consumers. This section of the 
act does not provide sufficient detail to analyze its 
impact on small businesses. 
 For example, what defines quality improvement? 
How will this rebate program work? If the employer 
contributes 75 percent of the premium and the em-
ployee pays 25 percent, who gets the rebate? Does 
the employer have to dole it out to employees? Is 
that money taxed as income (it technically should 
be), and if so, how quickly does the insurance com-
pany have to submit the rebate? If the insurance 
company has a quarter or two to determine profits, 
many businesses and individuals would have al-
ready filed their annual tax return. Will we all need 
to file amended tax returns or include it in our next 
year’s income (and risk paying a higher tax rate)? 
 The National Association of Insurance Commis-
sioners has until December 31 to answer many of 
these questions. Until these questions and many 
more are addressed, this provision remains inter-
esting but may not necessarily be a win for small 
businesses if the standards are not clear enough to 
prove excessive overhead and profit or if the admin-
istrative burden on small businesses outweighs the 
potential rebate.

Wellness Programs —    
January 1, 2011 and January 1, 2014
The act creates a $200 billion, five-year program to 
provide grants to certain small employers (fewer 
than 100 employees) for comprehensive work-
place wellness programs. To qualify for a grant, the 
workplace wellness program would need to in-
clude health awareness initiatives (i.e., preventive 
screenings, health education, and health risk as-
sessments); efforts to maximize employee engage-
ment; initiatives to change unhealthy behaviors and 

lifestyle choices, including counseling, seminars, 
and self-help materials; and support environment 
efforts, including workplace policies that encour-
age healthy lifestyle and eating. For an introduc-
tion to workplace wellness programs, read “Well-
ness Programs—Good Fiscal Sense, Good Physical 
Health” in Aviation Business Journal’s first quarter 
2010 edition. 
 Beginning in 2014, the act will allow employers 
to offer employees increased incentives for partici-
pating in a wellness program and meeting certain 
health-related standards (that is, an outcome-based 
wellness program). Current regulations allow a 
reward of up to 20 percent of the cost of health care 
coverage, including the employer’s and employee’s 
share of the premium. The act will increase that 
incentive to 30 percent of the cost of the premium. 
Incentives might be increased to 50 percent over 
time.
 The act’s wellness program provisions are wins 
for small businesses that choose to take advantage 
of them.

Health Insurance Exchange —   
January 1, 2014
Many provisions of the act are effective on January 
1, 2014. One such provision is the concept of an “ex-
change.” The exchange will function in two ways. 
First, it will require each state to establish a Small 
Business Health Options Program (SHOP), which 
will act like a co-op for small businesses with fewer 
than 50 employees to pool together, purchase insur-
ance at a larger group rate, and reduce insurance 
premiums. The exchange opens to businesses with 
fewer than 100 workers in 2017. Second, each state 
will decide whether to establish a second exchange 
for individuals seeking insurance or combine indi-
viduals and small businesses in the same exchange. 
The good news lies in the SHOP concept. Some 
states already allow small businesses to function as 
a co-op and shop for insurance as a larger group. 
These programs tend to be effective. 
 The bad news lies in the rest of the exchange con-
cept. For example, employees who cannot afford 
the coverage provided by their employer may take 
the funds the employer might have contributed to 
their insurance and use those funds to purchase a 
different plan through the exchange. The employer 
pays out the same amount of money it would have 
spent on paying premiums directly, but this will 
undoubtedly create additional administrative costs 
for the employer.
 The Health Insurance Exchange is a win for 

Health Care Reform
Continued from page 15
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companies that take advantage of the SHOP but 
could be burdensome to employers whose employ-
ees chose to step outside of the company-offered 
program and purchase insurance on the exchange.

Pre-Existing Conditions —   
January 1, 2014
Starting in 2014, small businesses will not face 
higher premiums if some of its employees have 
pre-existing conditions as insurance companies will 
not be permitted to discriminate based on health 
history. Insurance companies will also not be able 
to increase rates after a small-business employee 
gets sick. Further, insurance companies will not be 
permitted to base premiums on gender or age. 
 This next statement will ensure I don’t win any 
popularity votes in the coming years, but here 
goes. Since when was charging a higher premium 
because someone has health conditions discrimina-
tion? Or charging a young woman higher premiums 
than a young man? I’m a 30-something-year-old 
woman with pre-existing medical conditions. I am 
shopping for insurance on the private market. I 
expect my premiums to be high. Even my state 
high-risk pool charges twice as much for a woman 
my age as a man. Why? It’s called risk manage-
ment. I have a history of (minor) health issues and 
am female. I am very likely to need more medi-
cal care than someone with no history of health 
conditions. Women are statistically more likely to 
seek medical attention than men. And women of a 
certain age are definitely more likely than men to 
get pregnant. Pregnancy and delivery cost money—
a LOT of money. It seems reasonable to me that I 
am charged a higher premium than a 30-something-
year-old man with no prior health conditions. This 
is a win for small businesses that have employees 
with medical conditions or employees in age groups 
previously considered higher risk, but the cost of 
that medical care still has to be paid. Now it will be 
spread out amongst a larger group of premium pay-
ers, including those small businesses with relatively 
healthy employees.

“Shared Responsibility” —   
January 1, 2014
Beginning on January 1, 2014, individuals (with 
some exceptions) will be required to carry health 
insurance or pay a penalty. Unfortunately, that re-
sponsibility doesn’t stop with the individual. Enter 
“shared responsibility.” As an employer with 50 or 
more employees, you will be legally responsible for 

offering health insurance coverage and will pay a 
$2,000 per employee fine if you choose not to and 
even one employee seeks coverage under the ex-
change with federal subsidies. (The employer gets 
a free pass on the first 30 employees and pays the 
fine only on the remainder, supposedly to “avoid 
disincentives to hire an additional employee above 
49 employees.”) Employers with fewer than 50 
employees are exempt from the shared responsibil-
ity and are not charged a penalty if their employees 
get tax credits by using the exchange.

Bringing Down Health Care Premiums
My campaign for Ms. Popularity will continue now. 
Think back to elementary school history and the 
document that begins with “We hold these truths to 
be self-evident....” Among the unalienable rights are 
“life, liberty, and the pursuit of happiness.” Per-
haps I stopped reading too soon, but I don’t recall 
reading “low deductible, no co-pay, 100 percent 
employer-funded health insurance.” There. I said it. 
Employer-funded health insurance is not a right; it 
is a privilege, a benefit. Now I didn’t say that access 
to basic health care isn’t a right. That’s a discussion 
for a far more philosophical article than this one. 
All I said is that an employer has no responsibil-
ity to provide its employees with health insurance. 
Sure, group rates are typically far lower than those 
found shopping on the individual market, and so 
providing a group plan for employees is a more eco-
nomical way of funding health care overall. A good 
health insurance plan is a nice benefit and hiring 
incentive as part of overall compensation, but no 
employer is required to offer health insurance. That 
is until January 1, 2014, when shared responsibility 
takes effect.
 Shared responsibility is far from a win for small 
businesses. It’s a win for small business employees, 
but if you don’t already offer health care coverage 
to your employees, this provision is going to cost 
your company in either new premiums or sizeable 
fines.
 The Affordable Health Care for America Act is 
well over 900-pages long. In any law that consider-
able, there are bound to be wins and losses for both 
sides of the aisle. The full impact of this reform on 
small businesses is not likely to be clear for several 
years, maybe decades. The implementation plans 
for many of the act’s provisions are still undeter-
mined. The likely effect of this act on small busi-
nesses will be easier to predict as more information 
becomes available. As with most government-relat-
ed issues, the devil will be in the details!
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Imagine starting something today that your 
great-grandkids will still be happily working 
on in 82 years. It takes vision and it takes 
commitment, but it’s not impossible, particu-
larly in aviation where, as they say, the sky’s 
the limit. 

 The family-owned and family-operated business 
celebrated in American mythology and mourned 
as an endangered species is in fact alive and well 
in general aviation, and family has become a core 
corporate value at many of the top companies in 
the industry. Mom-and-pop operations are still the 
rule in general aviation, and it’s not uncommon to 
take over the family business from your folks or 
to be preparing to hand it off to your own children 
and grandchildren. 
 Curious about the future of general aviation and 
the next generation of business leaders, we spoke 
with presidents and CEOs from Cutter Aviation and  
Priester Aviation. These thriving businesses are 
each putting the F-L-Y in “family.”

“Cutter Aviation, where customers are friends 
and employees are family.”
More than 82 years ago, William P. Cutter barn-
stormed his way into the American Southwest, 
setting up shop in New Mexico as Cutter Flying Ser-
vice, Inc. His son William R. Cutter took over in the 
1960s (and still owns 18 percent of the business), 
his grandson William W. Cutter is running the show 
these days (he now owns 88 percent, after buying 
out other family members’ shares), and his great-
grandson William D. Cutter is now 18 years old and 
helping out around Cutter’s operations at Phoenix 
Sky Harbor Airport after school three or four days 
a week. 
 “We’re not real bright when it comes to picking 
names,” said current CEO Will Cutter, the third to 
take up the family legacy. “Come Christmas time 
when they call Will or Bill, everyone comes run-
ning.”
 “Family” is one of Cutter Aviation’s core corporate 
values (along with integrity, trust, health, pros-
perity, friendship, forgiveness, respect, personal 
growth, and stewardship), and it’s specifically stated 

in the company’s vision statement: “Cutter Avia-
tion, where customers are friends and employees 
are family.” 
 For the oldest fixed-base operator network in the 
United States, the roots of this way of doing busi-
ness go all the way to the beginning.
 “These are tales that have been passed through 
the family lore for all these years, so make of them 
what you will, but as I understand it my grand-
father was a pharmacist in Iowa, and one day he 
bought an airplane out of the blue and became a 
barnstormer,” Will Cutter said. “We’ve got a lot of 
old pictures of him from all across the country. 
He’d land in a field somewhere and start giving 
rides for a nickel. Well, he lands in Santa Fe one day 
and this big black limousine pulls up, and the guy 
gets out and said, ‘Listen, do not give that girl over 
there a ride under any circumstances.’ So the end 
of the day comes along, late in the afternoon, and 
nobody’s left but this girl who’s been standing there 
waiting the whole time. She said, ‘Please, can I have 
a ride?’ and he ends up taking her up. It turns out 
the limousine guy was the governor of New Mexico, 
and he was furious. He detains my grandfather, 

Aviation in the Blood
At general aviation businesses like Cutter Aviation and  
Priester Aviation, family is as important as flying.

By Colin Bane

Continued on page 20

Cutter Aviation Founder William P. Cutter accepts the 100th Beechcraft Bonanza sold by 
Cutter Aviation from Walter H. Beech in 1949.
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confiscates his plane, and won’t allow him to leave 
the state while it all gets sorted out, which all back-
fired spectacularly on the governor. Ultimately my 
granddad married that girl, and they started Cutter 
Flying Services in 1928 and ran it together from the 
very start.”
 William P. Cutter became known as the “pilot-
pioneer of the Southwest,” and he and his wife, 
Virginia, grew the business as a flight school, 
military flight-training center, aircraft dealer, and 
FBO, developing longstanding relationships with 
the Beech Aircraft Corporation and other manufac-
turers. They knew people like Amelia Earhart and 
Howard Hughes (“my grandma had a lot of color-
ful stories,” Cutter said), interacted with the great 
names in aviation of their day, and sold many, 
many airplanes. 
 “We became a Beech dealer around 1945, and we 
had the territory from West Texas to New Mexico 
and Arizona until 2009, when they went to fac-
tory direct,” Cutter said. “In 1960, just after I was 
born, my grandfather said to my dad, ‘Go out there 
and sell some planes in Phoenix.’ So he came out 
here and braved the heat with no air conditioning 
and got it going, and 20 years later we moved the 
headquarters here and we’ve been expanding from 
Phoenix ever since. I don’t mind the heat and I 

don’t care for shoveling snow, so this is where we’ll 
stay.” 
 Cutter Aviation now has operations at Phoenix 
Sky Harbor Airport (KPHX) and Deer Valley Airport 
(KDVT) in Phoenix, Albuquerque International 
Sunport (KABQ), McKinney Airport (KTKI) in 
Dallas, El Paso International Airport (KELP), San 
Antonio International Airport (KSAT), and Colorado 
Springs Airport (KCOS).
 “We’re the oldest FBO in the world, and we’re also 
the oldest Phillips Petroleum dealer in the world, 
and not just for planes: cars, boats, planes, any-
thing,” Cutter said. “That’s kind of what we do. We 
get business partners and we stick with them, we 
support them and they support us for the future. 
Some of our partnerships go all the way back to my 
grandfather’s days, and I think he’d recognize his 
own contributions in the business we are today. 
For all the advancement in technology, the truth 
is that the core of the business hasn’t changed a 
heck of a lot. It’s still putting fuel in planes and 
flying through the air and making sure both the 
planes and their passengers are well taken care of. 
The rest is in how you do business, how you treat 
people, and how you manage your own team to get 
the job done.”
 Cutter said he doesn’t have many memories of 
his grandfather beyond the family photo albums 
and colorful handed-down stories, but he likes to 
think William P. Cutter would be proud of what Cut-
ter Aviation has become and where it’s headed. 
 “He died around 1965, when I was about 5-years 
old. I’ve heard a lot of stories and seen a lot of 
pictures, and my grandma Virginia, who I knew 
much better, was a great aviator in her own right,” 
Cutter said. “They lived in Albuquerque and had a 
big house out on the lake, and when I was a teen-
ager I used to go out there and spend the summers 
working at the FBO. It’s where I learned a lot of the 
business, mainly as a lineman and in the parts de-
partment and mopping those big old hangar floors 
and such. They had me start at the bottom, so now 
nobody can BS me and tell me, ‘No, you can’t wash 
a plane in an hour’ or ‘there’s no way to get the 
floor mopped that fast’ because I know you can. I 
appreciate it now. You start at the bottom, you learn 
everything, and you work your way up, and you 
learn how much work is involved in every facet of 
the business. It makes me appreciate the guys who 
are out there doing it for me today. Occasionally I’ll 
go out there and take off the tie and lend them a 
hand.”
 For Cutter, “family” has come to mean much 
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Cutter Aviation Chairman Emeritus William R. “Bill” Cutter (left) and President and CEO 
William W. “Will” Cutter in front of a Cutter Flight Management Beechjet 400A at the 
Phoenix, Ariz., company headquarters.
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more than immediate blood relations, for better and 
for worse. In 2008, Cutter Aviation had its best year 
ever; in 2009, like a lot of general aviation business-
es, the company had its worst year ever.
 “We had to do some tough layoffs last year, and 
I’ll tell you, that was the hardest thing I’ve ever had 
to do in my life, to look these guys in the eye and 
say, ‘You’re great. You’re perfect. But I just can’t pay 
you anymore, and I have to let you go.’ How do you 
show someone who is family to the door? Fortu-
nately we’ve been able to hire a number of them 
back now that sales are climbing back up. I think 
we let go 40 or 50 people, and we’ve been able to 
bring about 15 back so far.”
 Sales are indeed back up in 2010, and Cutter said 
the investment in the people who work for him has 
been his key to success, in the best of times and the 
worst of times. The company’s recent marketing 
campaigns have emphasized both its long history 
and its family ties, messages that resonate with Cut-
ter’s loyal customers in the Southwest market. 
 “I think it’s important to our customers to know 
that we’ve been here a long time and we’ll be 
here for a long time to come,” Cutter said. “The 
family thing, I think it’s real important, and obvi-
ously we’re spending money advertising that it’s 
important, with old photos of my grandfather at 
the center of that campaign. I think it’s something 
that gets people’s attention, and family is certainly 
one of our core values. Does it bring more people 
to me than to the competition? Probably not. But it 
represents something we have that our competitors 
don’t. Whether it’s customers or business partners 
or our own team members, we tend to keep good 
people around forever. You can come in here and 
see these people day after day and year after year, 
and they’re going to know your name and treat you 
like family.”
 Cutter’s not exaggerating. Some of his top em-
ployees have been with the company for 10, 20, 
even 30 years or more, longer than some of his 
competitors have been in business. It’s no coinci-
dence that many of his customers have been with 
the company just as long. 
 “In September I saw my own anniversary card 
come up. I’ve been full-time with Cutter Aviation 
since 1979, so I’ve definitely put in my hours,” 
Cutter said. “But we’ve got people who have been 
here even longer than that. Our general manager 
in Albuquerque has been here for 35 years, and 
he’s got a custodian and a mechanic who’ve been 
with him for more than 30. You see these people 
every day, and you get involved in their lives and 
their families’ lives. You see their kids growing up, 

and many of their kids have come to work for us 
over the years. We’ve also prioritized taking people 
from inside our company and growing them up 
through the business. We want to move good people 
up through the chain, just as I was given the op-
portunity to move up, and I’m proud to say we’re 
doing it. Half of our charter pilots used to work on 
the line, and a number of people in the main office 
today started here answering phones in entry-level 
positions. I tell people every day, ‘Look at me. If 
you stay here long enough some day you’ll be the 
president.’ And I’m not kidding, either. I know that 
the next leader of Cutter Aviation will come up 
from within, and I’m trying to encourage that.”
 True to family tradition, the next leader of Cutter 
Aviation may very well be one of William P. Cutter’s 
great-grandchildren, but Will Cutter said it’s not 
something he wants to force on his son or his three 
daughters. 
 “My son’s down here a few days a week working 
three or four hours a day to get some gas money 
and spending cash to take his girlfriend out, and 
I’m giving him the same opportunity my father and 
I were each given: ‘Here’s a chance to have a job 
and learn the business, but your name’s on the side 
of the building so you can’t slack off. You’ve got to 
work your butt off harder than everybody. If you 
want respect than you’ve got to earn it.’ He’s got a 
ways to go, and he’s starting college next year. If 
he wants to come back and be part of the business 
some day, I’d love to have him. And the truth is he 
might have some competition. My youngest daugh-
ter, Anna, tells people all the time she’s going to be 
running Cutter Aviation when she grows up, and 
she’s quite a fighter and a go-getter so I imagine she 
probably will be!”

“At Priester Aviation we have a statement that 
we use frequently: ‘This is an us thing.’ In a very 
real sense, everyone here is family.”
Today Priester Aviation, founded as a flight train-
ing school by George Priester in 1945, is run by his 
son Charlie (Chairman and CEO) and his grandson 
Andy (President and COO). A fourth generation, 
including one of George Priester’s great-grandchil-
dren, is already working for the company. Andy’s 
children (now 10 and 13) have grown up around the 
business at Chicago’s Palwaukee Airport (NPWK) 
and could be next in line.
 “My dad was a real visionary in this business, 
and back in late 1944, early ’45, World War II was 
over and there was a need for instrument flight 

Aviation in the Blood
Continued from page 20
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training, you know, for guys to learn how to fly 
through the clouds,” Charlie Priester said. “So my 
dad, seeing that need, went into business with three 
airplanes in 1945 as an instrument flight training 
school, primarily focused on WWII veteran pilots 
who wanted to go on to the commercial airlines and 
needed instrument ratings and so forth. Well that 
business had a somewhat limited potential, so along 
about 1950 he decided that the airplane was going 
to become a business vehicle, and that business 
would begin in a very real way to use airplanes for 
the transportation needs of their executives and so 
forth, which at the time was a fairly original idea. 
He really anticipated that entire market. And he 
made another major decision that was different 
from many of his colleagues: Dad felt that the long-
term prosperity in the business was not going to be 
in aircraft sales, like most people thought, but in 
the servicing of airplanes. He said if we were really 
going to be in that service business, and selling fuel 
and storage and other services that were needed by 
the user, we should go ahead and own an airport 
while we were at it.”
 Priester purchased Palwaukee airport in 1953 (in 
the 1920s it was known as Gauthier’s Flying Field; 
it’s now best known as Chicago Executive Airport), 
expanding and developing the facility until 1986, 
when the family sold it to the neighboring commu-
nities of Wheeling and Prospect Heights. Priester 
then continued on through a service and manage-
ment agreement until 2001, when Charlie and Andy 
Priester decided to sell the FBO to Signature so 

that they could focus on their aircraft charter, fleet, 
sales, and management businesses.
 “Palwaukee had about 140 acres when he bought 
it and not an inch of blacktop anywhere to be seen 
at the time,” Charlie said. “He set out to develop the 
airport, and in between then and 1986 he managed 
to grow it to about 400 acres with 12 or 13 large 
hangars and five paved runways. He’d hit it on the 
head: The airplane did in fact become a business 
tool, and he’d positioned us perfectly to provide all 
of the services that were needed.”
 Charlie grew up around the FBO and went to 
work there as a teenager, where his father put him 
through his paces. “My father was a big believer 
that nobody starts at the top,” Charlie remembered. 
“I can honestly tell you that I’ve done everything 
that could be done in a fixed-base operation, from 
stripping paint off airplanes and working in the 
shop to working as an instructor and an examiner. 
It was just the work ethic of the time, you know, 
the family business was there so you went and 
worked for the family business.”
 Charlie gave his own son a bit more leeway, 
encouraging him to pursue his own vocation and a 
career outside of the family business. After working 
for Priester Aviation as a teenager, Andy went off 
to college for an education degree, worked for five 
years as an 8th grade science teacher, picked up a 
master’s degree, and had started on his PhD when 
he decided to take a sabbatical to go help out back 
at Palwaukee.

Continued on page 26

George Priester and his family alongside a Beech Staggerwing in 1947 or 48.



26 Aviation Business Journal | 4th Quarter 2010

 “I always had that tug, that aviation bug,” Andy 
said. “Although I didn’t feel any obligation—Dad 
was always real good at telling us we should follow 
our own dreams—it never stopped tugging at me. I 
came back to the family business at a time, in the 
late ’80s and early ’90s, when business was boom-
ing. My dad’s given me a long enough leash to fig-
ure out exactly how to get to the next dog bone but 
not long enough that we get either ourselves or the 
company put in a position that’s more challenging 
than we want it to be, and it’s been a tremendous 
learning experience. Besides the business itself, it’s 
the people who hook you. I probably don’t have 
to tell you this, but the people in aviation are the 
greatest people you’ll ever meet.”
 “The one thing that’s been a cornerstone to every-
thing we’ve done and that’s never changed through 
all the years is that people deal with people,” said 
Charlie, building on his son’s comment. “And all 
successful business interaction, or much of it any-
way, is face-to-face and person-to-person, even in 
this age of email, smartphones, and whatever else. 
People are always going to need to travel, and there 

will always be built-in demand as business increas-
es. There’s going to be a need for our services well 
into the foreseeable future, and those services are 
going to have to be high quality to stay competi-
tive.” 
 To the Priesters, family is about going beyond 
blood relations, beyond the job descriptions locked 
in a box in HR, and beyond all expectations from 
their employees, business partners, and clientele.
 “We have a statement around here that we use 
frequently: ‘This is an us thing.’ In a very real sense 
everyone here is a family,” Charlie said. 
 “We can count on the first two hours on Monday 
morning being extremely unproductive,” Andy 
chimed in. “We wander the hangars and wind up 
hearing about the weekend’s golf, basketball, and 
football games, the band competition, what every-
body’s kids are up to....We feel close to everybody 
who works here, and it’s an important element that 
I think sets us apart from a lot of companies.”
 Priester Aviation is now one of the largest jet 
charter companies in the United States, with a fleet 
of business-class jets positioned at bases in Austin, 
Boston, Chattanooga, Chicago, Dallas, Green Bay, 
Jacksonville, Milwaukee, Minneapolis, New York, 
St. Augustine, St. Louis, Tulsa, and Washington, 
D.C., as well as charter service throughout the U.S., 
an aircraft sales department, and a full array of 
aircraft administration services.
 “The company is more today than my father ever 
imagined, and that’s saying a lot,” Charlie said. “But 
the one thing that I think needs to be said, whether 
it’s the aviation business or any other, is that family 
businesses can be extremely difficult. The players 
all have to understand the rules and have thought 
the rules through, because the one constant in 
business is change, and you have to have a frame-
work for adapting to change that isn’t going to tear 
your family apart. You can have agreements and 
disagreements and you can make mistakes—my 
dad and I certainly did, and my son and I certainly 
do—but you have to be always moving forward. You 
have to be able to anticipate and recognize change, 
and you have to be able to compensate for the 
changing environment as it’s changing.”
 Andy’s now been in the business himself for 20 
years, plenty of time to experience tremendous 
change in the business jet business.
 “I just did a presentation out in California about 
the evolution of corporate aviation, starting with 
the early flight departments and evolving into 
charters from a regional perspective. And then with 
the growth of business, of course, we wound up 
having the demands exceed regional capacity from 
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Three generations of Priesters: (from left) company President and COO Andy, 
Founder George, and Chairman and CEO Charlie.
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charter operations, which wound up giving birth to 
the fractionals, and then the fractionals really hung 
their hat on the concept of using other people’s 
airplanes, which gave birth to the brokers,” Andy 
said. “And that’s all in just 15 years. I don’t know if 
I’m smart enough to know where business avia-
tion is going to be in the next 15 years, but I can 
tell you that to be successful we’re going to have to 
be thoughtful about adapting and evolving along 
with it, and we have to take the lead in that evolu-
tion. You can’t afford to be a mere observer in this 
industry. If my own son or daughter wants to get 
into the business, I’m not necessarily as concerned 
about teaching them specifically about aviation, 
which I think comes easier, as I am about teaching 
them to be creative thinkers and communicators 
who can maintain their integrity and make good 
relationships in the midst of seemingly overwhelm-
ing change.”
 Will Priester Aviation stay in the family for an-
other generation? At least one of George Priester’s 

great-grandchildren (Andy’s nephew) is already 
working for the company, and Andy can’t help but 
wonder if either of his own children will take up 
the tradition.
 “I have a 10-year old and a 13-year old, so my kids 
are still pretty little,” Andy said. “But if they wanted 
to come into the family business some day and 
they’re willing to work hard enough to earn them-
selves a spot, then I imagine we’ll be willing to take 
them in. And if their calling is something different 
than aviation, as parents I think we’ll end up sup-
porting whatever it is that they want to do. My old-
est nephew, who is in college, he’s very interested 
in joining the family business and he’s spent a lot of 
time just like we did, cleaning airplanes, scrubbing 
bathrooms, sweeping hangars. Just last summer 
he got started in some projects with the marketing 
department. He’s going to wind up being a fourth 
generation leader in this company; it’s one of those 
things that a family business affords you the ability 
to do.”
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When Fred Mazzei began training 
pilots in 1936, aviation was barely 
beyond its post-World War I barn-
storming years. But despite the 
Great Depression, Mazzei survived 
long enough to win a government 

contract to train Army Air Corps pilots for World 
War II service and following the war, reverted back 
to civil aviation pilot instruction.
 Now in its 75th year, Mazzei (pronounced Mayzee) 
Flying Service is still operating from its original 
Fresno, Calif., location at Fresno-Yosemite Interna-
tional Airport (FAT). Mazzei has been owned by Jim 
Brannan, the company’s president and chief flight 
instructor, since 1977. The Brannan family acquired 
the flight school from two former Pan American 
Airways pilots who purchased it from Fred Mazzei 
in the early 1970s.
 The Pan American connection continued under 
the new owners, in that George Brannan (Jim’s 
father) was a navigator/radio operator who worked 
the airline’s legendary “Flying Boats” between the 

U.S. and South America starting in 1942.
 For Jim Brannan, Mazzei Flying Service has been 
his entire career, starting at 16 when he took his 
first flying lessons there from Fred Mazzei himself. 
Brannan, who is also an FAA-designated pilot exam-
iner and an Airframe and Powerplant (A&P) cer-
tificate holder, has continued to focus the company 
on its highly regarded flight training niche, which 
includes both helicopter and fixed-wing instruc-
tion. In fact, almost 90 percent of the company’s 
total 2009 revenues of $2.7 million derived from 
flight instruction, with the remainder from its small 
on-demand charter operation, for which Brannan is 
also chief pilot.
 The company has a staff of 25, including 14 
pilots, all of whom are certified commercial flight 
instructors, with nine holding multi-engine instruc-
tor certificates. Along with Brannan, the pilot group 
includes the company’s director of operations.
 Brannan is one of three instructors on staff who 
do both fixed-wing and helicopter pilot training. 

Continued on page 30

Mazzei Flying Service—Flight Training  
Pioneer Focuses on Training Flight Instructors

By Paul Seidenman and David J. Spanovich

Jim and Patti Brannan
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Brannan is also a seaplane instructor, although he 
said the company is no longer doing seaplane train-
ing. 
 Brannan stressed that Mazzei Flying Service has 
always targeted those whose immediate career goal 
is flight instructing. In that regard, the company 
specializes in airplane and helicopter professional 
pilot training, which takes students from beginning 
private pilot through the flight instructor, instru-
ment flight instructor, and multi-engine airplane 
instructor ratings.
 

A Different Approach to Training
“I think what sets Mazzei Flying Service apart is 
that we’re dedicated to training students to become 
good flight instructors so that they will be able to 
teach flying effectively from the start and build the 
flying experience needed to apply for an airline 
job,” Brannan said. “The airlines are in the business 
of training airline pilots; we are in the business of 
training good flight instructors. And training good 
fight instructors is really hard work, which begins 
at the private pilot level. It takes a lot of time and 
effort, but it is necessary if you expect to graduate 
competent and effective flight instructors under 
FAR 141.”
 Creating good flight instructors, Brannan noted, 
involves a radically different approach to flight 
training, which is based on the principles of “atti-
tude flying” with an emphasis on “precision attitude 
control.”
 “What we have tried to do is capture what all 
experienced professional pilots know about fly-
ing an airplane and use that knowledge to create a 

unique and highly effective training method,” he 
said. “Conventional training methods have long 
taught that airplanes fly like gliders with engines. 
The problem is the method only works in small air-
planes. It is like teaching someone to ride a bicycle 
with training wheels. It gives you the illusion you 
are flying the airplane when the airplane is really 
flying you. What we did was remove the training 
wheels from our pilot training program and teach 
our students to control the flight path of the aircraft 
with precision.”
 Brannan further explained it is a matter of setting 
priorities. “In precision attitude flying, we stress 
the importance of keeping attitude control primary 
and airspeed control secondary,” he said. “In most 
flight schools, it’s taught just the opposite. Our 
philosophy is that attitude control is fundamental to 
all piloting, and mastering it early enables pilots to 
move up faster and more efficiently to turboprops 
and jets.”
 He added that you can fly a small airplane like a 
large airplane, but you cannot fly a large airplane 
like a small airplane. “The precision attitude control 
technique essentially allows us to train large air-
plane pilots in small airplanes,” he said. “Most flight 
schools are still teaching small airplane flying. In 
our school, the operative test for the right flight 
training technique or procedure is always, will it 
work in any airplane or helicopter, and will it work 
well in all situations?”
 As chief flight instructor, Brannan noted that he is 
solely responsible for quality control because many 
of the school’s graduates become its future flight 
instructors.

   Two years ago, the company’s reputa-
tion and unique approach to flight train-
ing came to the attention of Air India and 
China Airlines, which sent 35 zero-time 
pilot cadets to Mazzei Flying Service for ab 
initio commercial pilot training. It was the 
first time the school did ab initio training 
under contract for a large commercial air 
carrier. 
   “Our ab initio training program is de-
signed to take students with zero flight 
hours through commercial pilot with 
instrument multiengine ratings,” Brannan 
explained. “After graduation the students 
return home to receive the remainder of 
their airline training. An FAA-approved 
training syllabus is used in each training 
course and incorporates each airline’s 
minimum flight-hour requirements.”

Mazzei Flying Service
Continued from page 29
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 Flight training at Mazzei Flying Service 
is carried out in 20 piston-driven single- 
and twin-engine aircraft. The company’s 
single engine fleet includes eight Piper 
Tomahawks, one Cessna 152, three Piper 
Archers, one Piper Arrow, and three Rob-
inson R22 helicopters. Two Piper Semi-
noles and two Piper Senecas are used for 
multi-engine trainers. In its charter fleet, 
Mazzei Flying Service uses a twin-engine 
Piper Navajo Chieftain, a Navajo C/R, and 
a Beech King Air C90, its only turbine 
powered aircraft.
 With the exception of the King Air C90, 
all airframe and engine work is done in-
house at FAT with four staff A&P mechan-
ics. “Along with the King Air maintenance, 
we contract out all of our avionics repairs to local 
shops,” Brannan said. “We are a Robinson Factory 
Authorized Service Center, which is the only part 
of our maintenance operation that in-sources work. 
However, our fixed-wing maintenance is dedicated 
solely to the support of our flight training and char-
ter operations.”
 As with most businesses today, Mazzei Flying 
Service has been impacted by the economy, and 
consequently the company’s business is off about 
30 percent in terms of flying hours and revenues 
compared to 2008. “That was just before the reces-
sion really hit,” he said. “But I think we hit bottom 
this summer because things are starting to look bet-
ter for the fall.”
 

Bright Skies Ahead
In fact, Brannan is optimistic that the company’s 
revenues could grow back to their 2008 levels by 
next year. Among the possible bright spots is the 
resumption of ab initio airline training by January 
2011 for two Asian airlines. Interest in professional 
pilot training continues to be somewhat stron-
ger outside the U.S. Currently, 80 percent of the 
company’s students are from offshore, whereas five 
years ago that was the percentage accounted for by 
American students.
 “Quite frankly, there are fewer people in the 
United States that can afford pilot training, and the 
number who can’t is increasing,” Brannan said. “At 
the same time, it’s becoming almost impossible to 
get student loans, and with the U.S. airlines in a 
non-hiring mode and declining pilot wages, many 
Americans no longer see a professional pilot career 
as a viable option. With less people learning to fly, 
demand in the U.S. for flight instructors is down.”

 Of the company’s non-U.S. students, the major-
ity are from Asia, specifically Taiwan, Indonesia, 
and India. Europe now accounts for less than 10 
percent of the total enrollment, with the majority of 
this group coming from Germany and Switzerland. 
“Most of our European students are more inter-
ested in recreational or personal business flying,” 
Brannan said. “They come to the U.S. because pilot 
training in Europe is twice as expensive and the 
weather there is half as good.”
 Helicopter pilot training has accounted for as 
much as 30 percent of the company’s students in 
recent years, Brannan said, although currently it is 
running about 15 to 20 percent. The ratio of do-
mestic to international helicopter students is about 
50/50. Nearly all are training to become profes-
sional helicopter pilots and leave with their flight 
instructor or commercial helicopter ratings.
 Brannan said that flight instruction will remain 
the company’s mainstay product and growth cen-
ter in 2011, with the charter business expected to 
remain relatively flat. “Today, our typical charter 
customer is someone who once owned an airplane, 
but for economic or other reasons no longer does,” 
he said. “However, because they got used to private 
flying, they continue to charter rather than go back 
to the airlines.”
 Brannan is more optimistic about a recovery in 
flight training, especially as pilot-hungry interna-
tional carriers look to the U.S. to staff their growing 
fleets and a coming wave of retirements from do-
mestic carriers will cause them to run up against a 
predicted pilot shortage. That, he said, could mean 
that U.S. commercial airlines may soon have to con-
sider partnering with U.S. flight schools to provide 
ab initio training for the first time. 

Continued on page 32
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 “It will have to happen,” he said. “A large number 
of pilots are reaching the mandatory 65-year-old 
retirement age, and as they retire, the first thing the 
airlines will do is to look at the pool of furloughed 
pilots under 65. But once the furloughed pilots are 
hired back, the U.S. airlines will find that there are 
very few people left beyond that because the num-
ber of domestic pilots being trained in recent years 
is just about nil.”
 Citing Mazzei Flying Service as an example, Bran-
nan reported that in 2005 and 2006 the school was 
training 25 to 30 flight instructors annually. “Given 
today’s economy, I am lucky to train five a year. 
This shows you where the industry is right now,” he 
said.

 Brannan also predicts that American carriers will 
soon be competing for pilots with a growing num-
ber of foreign-based national and international car-
riers that offer better pay and benefits. “For the pi-
lot who is training here and would like to leave the 
U.S., there will be a lot of good opportunities among 
the foreign carriers,” he said. “That’s one of the rea-
sons I predict that over the next 10 to 11 years there 
will be a very serious pilot shortage in this country, 
and in the next few years the domestic air carriers 
will have to seriously face the problem or start cut-
ting service.”
 While Brannan is confident that the flight train-
ing industry will recover, he believes growth will 
be relatively slow until the airlines acknowledge 
the coming pilot shortage. “For now, it’s easier and 

more profitable for us to concentrate on training 
international students until the domestic airline 
industry wakes up,” he said.

New Challenges in California 
In addition to the economic issues impacting the 
entire aviation industry, Mazzei Flying Service 
faces a more localized challenge, as do all other 
flight training academies in California. Under new 
legislation passed last year by the State legislature 
and signed into law by the governor, flight schools 
were to be regulated under the same rules that the 
state imposes on private, for-profit post-secondary 
schools. Brannan said that before the enactment 
of the law, California flight schools were exempted 
under a letter of agreement between the State’s 
Bureau of Private Postsecondary Education (BPPE) 
and the FAA.
 “We were never consulted or even notified that 
this rule was pending until it was signed into law, 
and once it was, we found that compliance is im-
possible for most flight schools,” Brannan said. “We 
calculated it would cost us in access of $60,000 per 
year in fees and other expenses to comply. Frankly, 
the law as written has the potential to destroy our 
entire industry by shutting down every flight school 
and flight instructor in the state.”
 But thanks to a long-running effort by NATA, the 
Aircraft Owners and Pilots Association, and other 
associations, the California legislature provided 
at least some temporary relief to the industry. On 
October 8, the legislature passed SB856, which will 
delay compliance with the new BPPE regulations 
for all flight training facilities and activities, ret-
roactively from July 2010 through July 2011. The 
legislation will allow the necessary time for the 
California legislature to examine the appropriate-
ness of incorporating flight training into the BPPE’s 
regulatory purview and will give the flight training 
community an opportunity to have its voice heard 
on regulations affecting the future of the industry.
 “NATA has truly done a wonderful job of working 
with our industry and the legislature to get us some 
relief from the unintended consequences of this 
legislation,” Brannan said.
 Despite the current challenges, Mazzei Flying 
Service, a Depression Era start-up, is likely to be 
better positioned for the future, given its reputation 
for quality training built up over the last 75 years. 
As Brannan stated, “We are very proud of our past 
and present achievements in training and preparing 
thousands of pilots for successful airline careers.”

Mazzei Flying Service
Continued from page 31
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NEWS

“Cockpit Voice Recorder 
Details Flight Crew Confusion”

Does this fictional headline 
immediately bring to your 
mind a real-life tragic 
accident or near miss? It 

certainly does for me. And unfor-
tunately, this headline could be 
all too real in the future. Are you 
doing your part to ensure your air-
port provides the safest environ-
ment for flight crews, controllers, 
and other airport users?
 Proper training for and familiar-
ization with an airport is cru-
cial to avoiding pilot confusion, 
increasing runway and taxiway 
safety, and even improving the 
security of that airport. In 2007, 
NATA launched an online flight 
crew training module for Teter-
boro Airport. The training mod-
ule includes sections on runway 
hotspots, surface area movement 
problems, security requirements 
and best practices, noise abate-
ment rules, and air traffic con-
trol procedures. In 2009, NATA 
launched a similar module for 
Newark Liberty International Air-
port on behalf of the Port Author-
ity of New York and New Jersey.
 To develop these modules, NATA 
interviews airport management, 
tenants and transient users of the 
airport, and air traffic controllers. 
These individuals have the most 
intimate knowledge of an airport 
and provide important insider 
information for flight crews new 
to the airport. 
 Whether you represent an 
FBO, insurance company, charter 
operator, airport authority, or any 
other GA-related business, you can 
help provide detailed training for 

pilots, controllers, and other users 
of your airport. Read on for more 
information about sponsoring and 
developing flight crew briefing 
modules.

Who	should	consider	spon-
soring	a	Flight	Crew	Briefing	
Module?
Aviation insurance companies, 
brokers, FBOs, repair stations, and 
flight training providers should 
consider sponsoring a Flight Crew 
Briefing Module. Not only is a 
briefing module a good invest-
ment in safety and a great way 
to decrease overall risk, but each 
sponsor is acknowledged in the 
briefing module, providing an op-
portunity for you to reach current 
and potential customers. 

When	is	an	ideal	time	to	de-
velop	a	Flight	Crew	Briefing	
Module?
Consider sponsoring a Flight Crew 
Briefing Module when an airport 
opens a new runway, modifies an 
arrival or departure procedure, 
changes taxiway configuration, 
or announces noise-abatement 
procedures. A Flight Crew Briefing 
Module is also a good idea if an 
airport implements new security 
policies.

What	topics	are	covered	in	a	
Flight	Crew	Briefing	Module?
Our standard briefing includes 
runway hotspots; surface move-
ment area concerns; security 
issues; air traffic control proce-
dures, including arrival and depar-
ture procedures; and noise abate-
ment policies and procedures. The 
briefings are fully customizable. 
An airport opening a new runway 
might choose to focus on runway 
hotspots and surface movement 
area concerns. An airport with 

newly installed runway safety 
equipment might choose to focus 
only on the use of that equipment.

How	much	time	will	it	take	
to	develop	the	briefing?	Will	
it	distract	airport	employees	
from	normal	duties?
The briefing development times 
are based on the level of detail 
desired, but most briefings can be 
completed in two to four months. 
Most of the work is done by NATA 
with only a few short visits with 
airport employees, pilots, and 
others. 

How	are	airport	users	and	
stakeholders	involved?
NATA will meet with the airport 
authority, based tenants, FBO 
staff, and air traffic controllers. Af-
ter interviewing these representa-
tives, NATA will draft the briefing 
and request the same representa-
tive review the draft and provide 
feedback.

How	do	airport	users	and	
stakeholders	use	the	Flight	
Crew	Briefing	Modules?
Airlines can use the Newark brief-
ing in basic indoctrination train-
ing for pilots who will be using the 
airport. Many charter operators 
require their pilots to review the 
Teterboro Flight Crew Briefing 
at least once prior to using the 
airport. Some operators require 
their pilots to review the training 
annually. FBO employees can use 
the modules to identify high-risk 
surface movement areas in order 
to operate equipment responsibly 
on the airport. All airport employ-
ees, transient pilots, and based 
tenant employees can use the 
briefings to learn about security 
policies and procedures specific to 
that airport.

Sponsor a Flight Crew Briefing Module

Continued on page 36



36 Aviation Business Journal | 4th Quarter 2010

How	does	NATA	ensure	the	
maximum	number	of	users	
access	the	Flight	Crew	Brief-
ing	Module?
NATA sends press releases to all 
major aviation-related publica-
tions to announce the addition of 
a new briefing. NATA’s own pub-
lications advertise the availability 
of a new briefing module. NATA is 
also working with flight planning 

and tracking websites to publish 
links for the Flight Crew Briefing 
Modules.

What	does	it	cost	to	sponsor	
a	Flight	Crew	Briefing	Mod-
ule?
 The cost of Flight Crew Briefing 
Modules varies based on several 
conditions, including the size and 
complexity of the airport and the 
topics to be covered. If your orga-

nization is interested in sponsor-
ing only part of a briefing, NATA 
can help identify other sponsors 
to support the briefing module.
 A 20-minute training module 
could prevent tragedy. Will you 
sponsor a Flight Crew Briefing 
Module and help us educate flight 
crews in order to avoid another 
headline like the one on page 35? 

Safety 1st News
Continued from page 35

The National Air Transporta-
tion Foundation (NATF) 
awarded Clinton Swisse of 
Deer Creek, Minn., the Dan 

L. Meisinger Sr. Memorial Learn 
to Fly Scholarship and Judith 

A. Rice of Jacksonville, Fla., the 
NATA Business Scholarship.
 “NATA is dedicated to promoting 
safety, professionalism, education, 
and training as a means for indi-
viduals to advance their careers,” 

said NATA Director of Training & 
Safety Amy B. Koranda. “Through 
the NATF scholarships, we annu-
ally recognize the best and bright-
est in aviation.”
 The 2009 Dan L. Meisinger Sr. 

Get Ready for Winter with Online Training

Winter weather training programs like 
NATA’s Safety 1st De/Anti-Icing module 
are designed to familiarize your line ser-
vice specialists with the responsibilities of 

their job and give an overview of the skills neces-
sary for safe aircraft departures. The training covers 
the following:

Introduction:•	  reviews the crucial reasons for 
deicing and the effects of icing on aircraft flight.
Deicing and anti-icing fluids:•	  covers the dif-
ferent types of fluids, their characteristics, and 
primary usage.
Deicing and anti-icing application: covers specif-•	
ics on when and how to apply the different fluid 
types.
Deicing and anti-icing safety:•	  discusses per-
sonal protective equipment requirements and 
procedures for the safe operation of your deicing 
equipment.
Deicing procedures:•	  discusses techniques to ef-
fectively deice aircraft and best practices to follow.
Anti-icing fluid application:•	  stresses what to 
do and what not to do when applying anti-icing 
fluids.
Final preparations for departure:•	  covers your 
responsibilities as well as what to expect from the 
flight crew after de/anti-icing and prior to aircraft 
departure.

Benefits of de/anti-icing online training include:
Vivid videos and photos tell the story•	
Quizzes throughout reinforce major concepts•	
Final exam ensures comprehension•	
Most up-to-date de/anti-icing best practices and •	
procedures
Current FAA holdover tables•	
Consistent training for all deicing crews•	
Specifically designed for general aviation•	

For more information, review our recorded webinar on 
NATA’s Safety 1st De/Anti-Icing module at www.nata.
aero/onlinetraining.

NATF Awards Scholarships to Deserving Recipients
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Memorial Learn to Fly Scholarship 
was awarded to Clinton Swisse, 
a sophomore at the University 
of North Dakota. He is pursuing 
a bachelor’s degree in aviation 
and working on his flight training 
while attending college. Swisse 
obtained his private pilot license 
from Janson Flying Service, Inc., 
and some of his greatest aviation 
memories are in the tiny cabin of 
a Cessna 150. He has a true love 
for general aviation and plans to 
complete his degree in aviation 
and continue his flight training. 
 The Learn to Fly Scholarship 
was established in the honor and 
memory of Dan L. Meisinger, Sr., 
whose career in aviation spanned 
63 years. He was founder of Ex-
ecutive Beechcraft, headquartered 
in Kansas City, Mo., and was twice 
named Beech Aircraft’s Man of 
the Year. The scholarship is given 
annually to deserving college 
students enrolled in aviation pro-
grams to be used to pursue their 
academic goals. Semifinalists are 

selected by a committee based on 
their academic record, potential 
to succeed, leadership and partici-
pation in school and community 
activities, and relevant work expe-
rience. 
 The 2009 NATA Business Schol-
arship was awarded to Judith A. 
Rice, Aerospace Resource Center 
Program coordinator, located on 
Cecil Field at the Aviation Center 
of Excellence of Florida State Col-
lege in Jacksonville, Fla. Rice has 
a life-long passion for aviation and 
education, and her dream became 
reality in 1997 when she earned 
her private pilot license. Several 
years later, she completed her 
instrument rating followed by a 
commercial and advanced ground 
instructor certificate. Rice plans 
to work on her Certified Flight 
Instructor certificate at Sterling 
Flight Training, located on Craig 
Field in Jacksonville. 
 The annual NATA Business 
Scholarship was established for 
the continuing education of em-

ployees of NATA member com-
panies. The applicants’ studies 
are directly related to furthering 
the skills applicable to working at 
an FBO, charter company, main-
tenance facility, or flight school. 
Scholarship criteria include 
nomination and endorsement by 
a representative of a regular or as-
sociate member company of NATA 
and demonstration of a commit-
ment to general aviation.
 “Judith Rice and Clinton Swisse 
are two highly dedicated, consci-
entious, and enthusiastic students 
of aviation. We look forward to 
seeing their careers soar,” Koranda 
said.
 Note: The NATF is gearing up 
to accept 2010 scholarship applica-
tions in November and December 
for more general aviation recipi-
ents. Please make sure deserving 
employees and students find out 
more about the NATF Scholar-
ships, including applications and 
guidelines, found at www.nata.
aero/scholarships. 

Each spring, NATA presents several distin-
guished service and honorary awards to 
individuals and organizations that have 
contributed positively to the general avia-
tion industry. In 2011, we will show our 
profound appreciation to organizations that 

have proven their dedication to the training of their 
aviation maintenance technicians (AMTs). 
 AMTs may not fly your plane for you, but they 
certainly help ensure it will go up in the skies 
safely and return accordingly. To recognize the or-
ganizations that promote the expertise of these in-
dividuals, NATA has developed a new maintenance 
organization honor that is open to any full-time 
aircraft and/or components maintenance or repair 
business or a Part 91, 121, 125, 127, 129, 133, 135, 
137, 141, 145, or 147 facility that conducts aviation 
maintenance. Directors of maintenance and other 
managers of maintenance organizations, whether 
you run a small operation or a hard-working crew 
of many, it is your turn to get recognized. While the 

Federal Aviation Administration (FAA) recognizes 
the individual, we at NATA believe it is time to also 
recognize the good work of the collective organiza-
tion. 
 The NATA AMT Employer Recognition Program 
awards aviation maintenance organizations that 
encourage and support AMT training. The award 
complements the FAA’s Aviation Maintenance Tech-
nician Award. The NATA award provides a simple 
application process and is based on the percentage 
of a company’s AMTs, employed directly or indi-
rectly, who participate in qualified training events. 
An AMT must complete at least 12 hours of training 
each year to be counted toward the organization’s 
award percentage.
 Whether you are directly involved in your organi-
zation’s maintenance activities or not, you are en-
couraged to participate in the NATA AMT Employer 
Recognition Program. For more information, visit 
www.nata.aero/amtaward.

Maintenance at Its Best, Skies at Their Safest
By Dennis Van de Laar
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February 7 – 8

Savannah, GA

Co-Located with the NBAA 22nd Annual Schedulers & Dispatchers Conference

Plan to Attend

The NATA FBO Lead-
ership Conference is 
uniquely designed 

from the ground up for the 
leaders of FBOs of all sizes 
to gather, share best prac-
tices, and have a little fun 
along the way. The 2011 
FBO Leadership Conference 
will be held immediately 
preceding NBAA’s Schedul-
ers & Dispatchers Confer-
ence — giving attendees 
an optimal opportunity to 
meet with their customers 
and learn about the chal-
lenges and opportunities 
facing the industry. 

–Preliminary Agenda–

Monday, February 7
n General Aviation Leadership Luncheon
n Fractional Ownership Leadership Perspective
n General Aviation Security Update
n NATA Safety 1st Program Update
n General Aviation Leadership Reception

Tuesday, February 8 
n Leadership Training Breakfast
n The Future of Aviation Gasoline
n Airport Minimum Standards – A Value to the 

Future of Your Business
n Maximize Time and Increase Productivity at 

NBAA’s S&D Conference

Housing reservations should be made through 
NBAA at www.nbaa.org.

www.nata.aero/fbolc

FBO2011ad.indd   1 10/20/10   10:55:23 AM
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Your membership supports NATA’s programs and 
initiatives and enables a dedicated staff to work 
on your behalf. 

 In its 70th year of service, the association contin-
ues to develop and provide access to many re-
sources and opportunities that enable its members 
to be seen and heard within the community and 
throughout the country. We are creating additional 
value for your membership by introducing new 
webinars on various cutting-edge topics; launching 
RA Check, an automated risk assessment tool for 
charter flights; and enhancing our Professional Line 
Service Training (PLST) online program. NATA is 
researching additional money-saving insurance and 
group-discount programs to add to your array of 
benefits. This article discusses a few of the benefits 
that NATA members enjoy.

ARAMARK Uniform Services Discount
NATA offers its members a new program with 
ARAMARK Uniform Services to provide access to 
a discounted uniform rental and leasing solution. 
This money- and time-saving benefit was recently 
negotiated to provide added value to NATA mem-
bers.
 NATA members can take advantage of these valu-
able and convenient savings:

20 percent off rental and lease uniform rates•	
20 percent off facility services (mats, towels, •	
mops, restroom supplies, etc.)

 ARAMARK Uniform Services is a leading supplier 
of rugged work wear, uniforms, outerwear, safety 
apparel, and anything else needed to outfit aviation 
industry workers. Its full-service employee uniform 
solution includes design, sourcing and manufactur-
ing, customization, cleaning, maintenance, and 
delivery. A well-coordinated uniform program goes 
beyond dollars and cents. It provides a professional 
image that builds employee morale and helps raise 
the perceived value of your products/services. Most 
importantly, appropriate uniforms provide safety 
and security for your employees as well as custom-
ers. 
 ARAMARK Uniform Services is a division of 
ARAMARK, a global leader in professional services. 
Since 1998, ARAMARK has consistently ranked as 
one of “America’s Most Admired Companies” by For-
tune magazine. ARAMARK provides uniform rental 
and leasing services to more than 400,000 customer 

accounts nationwide from more than 228 service 
locations and distribution centers across the United 
States. 

AIC Title Service     
Re-Registration Program
NATA has announced a new partnership that will 
help aviation businesses and individuals comply 
with new Federal Aviation Administration (FAA) 
requirements to re-register all aircraft. This afford-
able, simple-to-use program allows for re-registra-
tions to be professionally processed and tracked 
using a straightforward web interface.
 The FAA recently published a final rule that will 
require all currently registered aircraft to undergo 
an aircraft re-registration according to a specific 
schedule over the next three years. By partnering 
with AIC, NATA offers aviation businesses access 
to a service that air charter operators and flight 
schools, especially those with managed aircraft, will 
find particularly valuable.
 Key benefits of the AIC Aircraft Re-Registration 
Program:

Those who manage aircraft can ensure uninter-•	
rupted registration, providing continued opera-
tional ability for owners and for charter/rental 
flights.
Aircraft managers offering to handle the re-reg-•	
istration process for owners is a tangible value-
added benefit, saving them time and effort.
By working through AIC, you can specify where •	
the new registration certificate is delivered. This 
is especially beneficial to charter operators and 
flight schools. For example, new certificates can 
be directed to the air charter operator’s place of 
business, the location where an aircraft is typi-
cally based, or anywhere the owner and manager 
agree upon.
AIC helps you ensure the forms are fully and ac-•	
curately completed to avoid unnecessary delays.
AIC provides detailed information on the progress •	
of a re-registration through an online interface 
that allows you to track the status of your entire 
fleet quickly and easily, giving you peace of mind 
and allowing you to assure aircraft owners that 
their FAA obligations are being met. 
AIC hand delivers each registration to the FAA, •	
ensuring traceable delivery and avoiding the un-

The Value of NATA Membership
By Daniel B. Gurley III and Shannon Chambers

Continued on page 40
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certainty that may come with the FAA-sponsored 
interface.
Available to members and nonmembers. •	

 Learn more about this program by visiting www.
nata.aero/aic. The cost is just $45 per aircraft re-
registration or renewal.

Hertz Rental Car Discount
Wherever your travel takes you, close to home or 
around the world, your NATA CDP number is the 
key to special savings. Be sure to include it in all 
of your reservations. To view and print a NATA 
CDP card, visit www.nata.aero under membership 
resources. You will find a link to the lowest rates, 
special offers, and information about Hertz loca-
tions, vehicles, and services.

NATA/USAIG Workers’ Compensation 
Insurance Program
The NATA/USAIG Workers’ Compensation Program 
was cre ated in 1975 with three specific goals:

Provide NATA members with a dependable long-•	
term market for workers’ compensation insur-
ance;
Structure the plan in such a way that if the over-•	
all loss experience of the participating members 
is favorable, participants would share in the re-
turn of a portion of the premium at the end of the 
policy year (Good Experience Return); and
Make joining the program as easy as possible. •	

 Today, after 35 years of continuous operation, the 
plan has attained or exceeded every goal estab-
lished by its founders. 
 Highlights of the plan: 

Since its inception, the plan has annually distrib-•	
uted a Good Experience Return to participating 
members. Through 2009, plan participants have 
received more than $71 million in Good Experi-
ence Returns. 
The number of participants has continued to •	
grow, from 76 original members in 1975 to more 
than 700 in 2010. 
USAIG—America’s first name in aviation insur-•	
ance—managed by USAU (a division of Berkshire 
Hathaway), has provided the coverage since the 
plan’s inception. 

 With all it has to offer, we feel the NATA/USAIG 
Workers’ Compensa tion Program is not only the 
finest workers’ compensation insurance plan on the 
market, but one of NATA’s most valuable member 
benefits.
 For more information on NATA/USAIG Workers’ 
Compensation Program, call (212) 859-3988.
 As the year draws to a close, we hope you have 
taken advantage of the many benefits of NATA 
membership. Your support of NATA and the general 
aviation industry has allowed us to continue to pro-
vide the first-class educational programs, business 
management resources, governmental advocacy, 
and networking opportunities you have come to 
expect.
 NATA fights hard every day to ensure that your 
interests are represented before regulatory agen-
cies, Congress, and even your state legislature. 
NATA staff is always ready to assist you; just contact 
(800) 808-6282 or membership@nata.aero. 

Daniel B. Gurley III is NATA’s Director, Membership 
& Business Development, and Shannon Chambers is 
Director, Marketing & Communication.

The Value of Membership
Continued from page 39



41Aviation Business Journal | 4th Quarter 2010

NEW NATA MEMBERS

Advanced Aircraft Services•	
Regis De Ramel
530 Airport Rd.
Litiz, PA 17543
(717) 735-5179
www.advancedaircraftservices.com

Aviation Assurance, Inc.•	
Natalie Anton
16895 SW 59th Ct.
Fort Lauderdale, FL 33331
(954) 434-6222
www.aviationassurance.com

Aviation Dynamix LLC•	
Andre Grosvenor
8918 W 21st St.
Suite 200 #265
Wichita, KS 67205
(316) 729-0189
www.aviationdynamix.com

Aviation Window Services•	
Tim Snipes
Suite 100
7114 Rustic Trail
Boulder, CO 80301
(720) 222-1224
www.aviationwindows.com

Avwatch•	
Chris Kluckhuhn
3 Robinwood Cir.
Forestdale, MA 02644-1629
(508) 360-4398

Blue Ridge Airport Authority•	
Jason Davis
525 Airport Rd.
Martinsville, VA 24112
(276) 957-2291
www.flyblueridge.com

California Airways•	
Keith Amaro
22693 Hesperian Blvd. #220
Hayward, CA 94546
(510) 887-7686
www.california-airways.com

Canadian International Aircraft Technologies •	
Group Inc.
J B Logie
11210 Bond Rd.
Winfield, BC V4V 1J6
(724) 984-6900

Capital Region Airport Commission•	
Steven Owen
1 Richard E Byrd Terminal Dr.
Richmond Int’l Airport, VA 23250
(804) 226-3019
www.flyrichmond.com

Charlottesville-Albemarle Airport Authority•	
Jeff Brill
100 Bowen Loop, Suite 200
Charlottesville, VA 22911
(434) 973-8342
gocho.com

Chuck Collins & Associates, Inc.•	
Judith OLeary
2100 Palomar Airport Rd.
Suite 214
Carlsbad, CA 92011
(760) 929-0302
www.ccajets.com

CitationAir•	
William Schultz
5 American Ln.
Greenwich, CT 06831-2551
(203) 542-3041
www.citationair.com

Custom Jet Charters LLC•	
Larry Berne
4300 NW 145th Street
Suite 185
Opa Locka, FL 33054
(305) 685-8301
www.customjetcharters.com

Douglas Duncan Aviation•	
Douglas Duncan
2435 E North St. #253
Greenville, SC 29615
(864) 350-0613
douglasduncanaviation.com

ElJet Aviation Services•	
Ben Schusterman
110 S. Fairfax Ave.
Suite A11-219
Los Angeles, CA 90036
(888) 355-3538
www.ellejet.com

Everest Fuel Management, LLC•	
George Ball
1001 Texas Avenue
Suite 1400
Houston, TX 77002
(713) 238-6806
www.everest-fuel.com

Express Airport Services•	
Michael Cox
700 N Sam Houston Pkwy W, Ste 20
Houston, TX 77067-4338
(832) 353-1025

Flight Services & Systems Inc.•	
Robert Weitzel
6100 Riverside Woods Blvd, Ste 355
Cleveland, OH 44131
(216) 328-0090
www.fss.cc

Freight Runners Express, Inc.•	
Charles Zens
1901 E Layton Ave.
Milwaukee, WI 53235-6070
(414) 744-5575
www.freightrunners.com

Gaitros Aviation, LLC•	
William Gaitros
790 S Airport Rd.
Decatur, IL 62521-8700
(217) 423-9903
gaitrosaviation.com

Gamzel of NY Inc. dba Revival Home Health Care•	
Todd Miller
5350 Kings Hwy.
Brooklyn, NY 11203-6703
(718) 629-1000 ext.216

GaryAir Air Taxi•	
Patricia Guerrieri
PO Box 116
18 Bushnell St., Ste 204
Moffett Field, CA 94035
(408) 805-7359
www.garyair.us

Goldendust Aviation•	
Marie Sipes
500 Sally Ride Dr.
Concord, CA 94520
(925) 368-1125

Hanc LCC•	
Thomas Hardy
160 Hanscom Drive, Suite 4
Bedford, MA 01730
(781) 259-7182

IAM Jet Centre Limited•	
Paul Worrell
Sangster International Airport
Montego Bay, Jamaica
(876) 470-8067
www.iamjetcentre.com

Integrity Aviation, Inc.•	
1698 Airport Road
Wothington, MN 56187
(507) 376-9293
www.integrityaviation.com

Malibu Aerospace•	
Chad Menne
9833 N. Airport Rd
Suite 102
Blaine, MN 55449
(763) 559-9101
www.malibuaerospace.com

Million Air Interlink•	
Laura Williams
8501 Telephone Rd.
Houston, TX 77061-4731
(713) 640-4000

Continued on page 42
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Mountain Ridge Helicopters•	
Mark White
2500 N 900 W FL-15
Logan, UT 84321-1709
(435) 752-3828
www.mountainridgehelic.com

Pacific Energy South West Pacific Ltd•	
Nicholas King
American Samoa Terminal
488 Tank Farm Rd.
P.O. Box 488
Pago Pago, AS 96799
(684) 633-4101
Pacific Petroleum Company

Paragon Aviation Group•	
Molly LeBlanc
PO Box 257
Glen Echo, MD 20812
(713) 300-1763
www.paragonaviationgroup.com

Patriot Technologies Group, LLC•	
Julie McShea
3535 S. Ball St.
Ste 813
Arlington, VA 22202
(559) 213-2102
www.ptgllc.com

Reno Aviation•	
Ron Ingebretson
1880 Gentry Way
Reno, NV 89502
(775) 825-6400
www.millionair.com

Roanoke Regional Airport Commission•	
Rene Weber
5202 Aviation Drive, NW
Roanoke, VA 20412
(540) 362-1999
RoanokeAirport.com

SecurePAX Info, LLC•	
Christopher Morin
28 Langley Cir., # 1
Quincy, MA 02170-3940
(617) 837-2800
www.apissf-madeeasy.com

Skyline Private Air•	
Mustafa Dar
9663 Santa Monica Blvd Ste 882
Beverly Hills, CA 90210-4303
(866) 558-5387
www.skylineprivateair.com

SMS SOS•	
Sheryle Milligan
1205 Matthew Woods Dr.
Braintree, MA 02184-6609
(248) 219-9576

Source One Aircraft Repair, LP•	
Seith Hall
2808 Lafayette Rd.
Newport Beach, CA 92663-3716
(281) 449-1100
www.sourceoneaircraftrepair.com

Stafford Regional Airport Authority•	
Bill Rudolph
75 Aviation Way, Stafford Regional Airport
Fredericksburg, VA 22406
(540) 288-3838
www.staffordairport.com

Storm Flying Service, Inc.•	
Susan Storm
1524 240th Street
Webster City, IA 50595
(515) 832-3723
stormflyingservice.com

Tactical Flight Services, Inc.•	
Marguerite Gloss
1392 Torpin Hill Ct.
Kennesaw, GA 30152
(770) 794-8122
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McFarren Aviation, LLC 27

Midcoast Aviation 3

NATA FBO Leadership Conference 38

NATA Spring Training 22 - 23
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Signature Flight Support 14
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Truly want more rewards? Then take 
a good look at this rewards program.a good look at this rewards program.

Bravo rewards program available at participating locations in the U.S. and Canada. 

When we say “more” we mean it. The Bravo™ rewards program lets 

you choose from literally millions of items. Plus, you get more value 

per point, more ways to use them and more ways to share them.

Ask your participating FBO about Bravo or visit MyBravoPoints.com

MORE VALUE  MORE OPTIONS  MORE FLEXIBILITY

B R A V O™
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