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THE NATIONAL PARK SERVICE last week unveiled a new plan designed to curb air tour flights and substantially 
restore “natural quiet” over Grand Canyon National Park.  Air tour operators, environmentalist groups, Native 
American tribes and government officials have been negotiating potential options for restoring quiet at GCNP, but 
the plan unveiled during a meeting last week took the “most draconian” approaches from each of the options, 
one air tour executive noted.  The plan calls for seasonal route closures, closures of specific routes as well as 
limits on certain routes.  The executive, who had been involved in the negotiations, said the plan ignores many 
of previously agreed upon negotiations.  “We are not going to go lightly into the night,” he said.

WHILE Cessna Aircraft has suffered from the turbulent economy, Lewis Campbell, chairman and chief ex-
ecutive of Cessna parent Textron, said he’s convinced that “our strategy at Cessna is still rock solid.”  The 
strategy involves two keys, he said.  The first is continued research and development to ensure that the 
company has the right product ready for when the market picks up.  The second is “keep the Mustang sell-
ing.”  Cessna has a high retention rate of customers, Campbell said, noting that seven out of every 10 are 
repeat customers.  With the Mustang, he said, “We know we have a flock of people getting into Cessna 
products.”  See article on Page 46.

THE NUMBER of business aviation aircraft available for sale has increased 114 percent in the first two quar-
ters of 2009, compared with the same period last year, literally turning the secondary market upside down, 
according to a new Duncan Aviation report.  At the same time, the number of used aircraft sold has dropped 
71 percent.  “During the second quarter of 2009, there has been a modest increase in sales led primarily by 
increased transactions in the Falcon 50EX and Hawker 800XP markets. We feel this trend will continue as 
serious buyers recognize and take advantage of the best aircraft values on the market,” the report said.  “By 
fall, we expect the best buys to be gone in many market lines.”

ATTENDANCE at the Experimental Aircraft Association’s AirVenture last week in Oshkosh, Wis., was up 8 
percent to 10 percent compared with the 2008 event  Camping receipts were up 9 percent, EAA officials said.  
General aviation aircraft and revenues also were up about 10 percent to 15 percent.  EAA President Tom Pober-
ezny said revenue from commercial partnerships and sponsorships may be up to $200,000 above budget.

WHILE GENERAL DYNAMICS executives are encouraged that recent orders for large cabin aircraft match 
those of a year ago, they are cautious about midsize aircraft.  Analyst JPMorgan agreed, saying, “We still 
see tough times for Gulfstream” and that further midsize production cuts appear likely “as soon as this year.”  
See article on Page 49.

PITTSBURGH INTERNATIONAL AIRPORT estimates it will accommodate at least 60 aircraft arriving from 
around the world to attend the next G-20 Summit, scheduled for Sept. 24-25.  “The last summit, held in Lon-
don April 1-2 featuring world leaders, had between 40 and 60 aircraft, but until the date gets closer, we won’t 
know how many aircraft we’ll actually accommodate,” said Bradley Penrod, executive director and CEO of 
the Allegheny County Airport Authority, which oversees Pittsburgh. Penrod added that with the layout and 
apron space, “this [event] is nothing significant for us to handle.” 

TWO charter and management companies are hoping to step out from under the shadow of JetDirect and 
establish new businesses that incorporate some of the best practices and top management from their bank-
rupt predecessor.  See stories on Wayfarer Aviation and Solairus Aviation inside.
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CANCELLATIONS PUSH DOWN CESSNA REVENUES; NEW CEO AT BELL

Aircraft cancellations continued to soar as Cessna Aircraft revenues dropped 42 percent, or by $630 
million, in the second quarter of 2009, said Cessna parent Textron last week.  Textron executives, however, 
were much more upbeat about the Bell Helicopter unit, which “delivered strong performance,” said Chair-
man and CEO Lewis Campbell.  Textron also announced that John Garrison would take over as president 
and chief executive of Bell, replacing the retiring Richard Millman.

Cessna delivered 84 jets in the second quarter, down from 117 during the second quarter of 2008.  
Profits decreased by $214 million to $48 million, which Textron said was driven by lower sales volume.  Prof-
its slid with higher write-downs of used aircraft inventory and “unabsorbed overhead costs” from lowered 
production levels and temporary plant shutdowns.  

Cancellations for the quarter topped 240 when including the 74 orders for the now defunct Citation 
Columbus.  Other cancellations included 59 aircraft orders from large fleet operators, 58 from authorized 
sales representatives and 52 from the rest of the customers.

Textron executives, however, noted that many of these orders extended out several years, particularly 
ones from the large fleet operators. Several of those involved Citation Mustangs. 

Removing The Doubt
Campbell and President and COO Scott Donnelly said some of the diminished orderbook came from 

an exercise on Cessna’s part to remove doubtful orders from the books, particularly from customers seek-
ing delivery in 2012 and beyond.  “We didn’t think it was appropriate to keep them in the book,” Donnelly 
said.  Campbell added, “We’re trying to get the book as predictable as possible.”

Cessna still has 277 jets sold for 2009, and Textron believes that the Wichita plane maker should deliv-
er about 275 jets for the year – and that any other cancellations or deferrals could be offset by new orders.

Campbell also was encouraged by signs of stabilization in June.  Cessna had on average three gross 
orders booked a month through the first five months of the year.  In June, that number increased to seven.  
“One month’s experience does not establish a trend,” he said, but added the company reported other “data 
points” as well.  These included increases in used Citation transactions, and the availability of used Citations 
dropped slightly from 17.6 percent in May to 17.3 percent in June – which, Campbell said, “actually was the 
first time this measure has dropped in over a year.”

Campbell added he was not ready to say the market has reached bottom yet, “but I sure hope it is just 
around the corner.”

When recovery will occur is “a tough one” to project, added Donnelly.  “We are predicting lower de-
liveries next year than we did this year.”  But it is still “too early to call volumes for 2010,” he said. “Longer 
term we’d expect this business to get back up.”

Campbell emphasized that even with the end of the Citation Columbus, Cessna continues to invest signifi-
cantly in research and development.  Textron lowered its overall R&D spending, but ensured that Cessna had 
adequate funding for its programs.  R&D are a key part of Cessna’s long-term strategy, Campbell said.

At Bell, meanwhile, revenues also decreased $28 million, which Textron said reflected an “unfavorable 
commercial product mix” and program cancellation.  But increased commercial pricing helped offset the 
decreases.  Even so, profit increased $4 million, thanks to improved performance. With the recent certifica-
tion of the 429, Campbell was encouraged about future prospects for Bell’s commercial side this year.

As far as the leadership change, Millman is retiring after serving with the company and Textron for 43 
years.  Garrison has been serving as president of Textron’s Industry segment since November 2007.  He also has 
served as president of E-Z-Go.
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HAWKER BEECHCRAFT ADDS WINGLETS, BOOSTS WEIGHT OF KING AIR 90 – Hawker Beechcraft is con-
tinuing to evolve its venerable King Air 90 model with the new C90GTx.  The GTx will replace the current 
King Air C90GTi twin turboprop and offer more range and payload, the company said last week during the 
Experimental Aircraft Association AirVenture in Oshkosh, Wis.

The C90GTx is the eighth major King Air upgrade since 2003, the company noted. The latest upgrade 
will include an increase in gross weight and new composite BLR winglets, which Hawker Beechcraft said 
would improve climb performance and fuel efficiency.  Maximum ramp and takeoff weights will each be 
increased by 385 pounds over the C90GTi.  The GTx will have a maximum ramp weight of 10,545 pounds, 
while takeoff weight increases to 10,485 pounds.

The improvements will nearly double payload with full fuel from 385 pounds on the GTi to 737 pounds 
on the new model.  This will boost range by 200 nautical miles with four passengers.  The GTx will carry four 
passengers more than 1,000 miles with IFR reserves. 

The GTx will keep the same Pratt & Whitney PT6A-135-A turboprop engines, as well as the Rock-
well Collins Pro Line 21 avionics. But the newer model will include upgraded turbulence-detecting Doppler 
weather radar and WAAS GPS as standard equipment.

The new model will be available in early 2010 – more than 45 years after the first King Air 90 was in-
troduced in 1964.

The performance improvements will stem from the incorporation of two STCs on the production line: 
one by Centex Aerospace of Waco, Texas, that increases the maximum ramp weight and another from BLR 
Aerospace in Everett, Wash., that will add winglets.

Hawker Beechcraft Services (HBS) plans to offer the gross weight and winglet STC upgrades for ret-
rofit on King Air C90 and E90 aircraft.  In the case of the King Air C90 and early C90As, the “90x” package 
will increase payload 835 pounds and maximum takeoff weight to 10,485 pounds, while payload increases 
385 pounds and maximum takeoff weight 10,485 pounds on later model C90As. Payload jumps 400 pounds 
with the modified E90.

The winglet/gross weight upgrades will be offered either individually or combined under the 90x pack-
age through the HBS network beginning this fall.  HBS operates 10 factory-owned centers throughout the 
U.S., Mexico and the United Kingdom.

“The King Air, already regarded as the workhorse of the skies, can now be upgraded to provide even 
more mission flexibility and improved flight handling capabilities, which will ultimately increase resale val-
ue,” said William Brown, president, Hawker Beechcraft Global Customer Service and Support.

EAA BOARD DEADLOCKS ON NEW PRESIDENT; BUNCE WITHDRAWS CANDIDACY – The Experimental 
Aircraft Association’s board of directors reached an impasse July 28 while attempting to confirm a successor to 
current President Tom Poberezny, several directors told BA. As a result, Peter Bunce, president of the General 
Aviation Manufacturers Association, withdrew from running for the post.

“Without the unanimity of the EAA board, it would have been tough to take over leadership of the 
organization,” Bunce told BA. He declined to elaborate.  The directors met in Oshkosh, Wis.

The board of directors started talking about the need to find a successor to Poberezny, son of EAA 
founder Paul Poberezny, three years ago in anticipation of his retirement in 2011, his 65th birthday.  Notably, 
no younger family members had stepped up as potential candidates to succeed Poberezny, which would 
have created a leadership vacuum upon his retirement. That troubled board members, and it was the main 
reason they began to look outside the family for a successor.

A formal executive search process was launched in March after Poberezny announced during a board 
teleconference that he was endorsing the succession process. Poberezny also said he planned to assume 
the position of EAA chairman formerly held by his father. Tom Poberezny also would be retained as chair-
man for the AirVenture 2009 and 2010 events.

The board’s executive committee was tapped to launch the search, and David Pasahow, a board mem-
ber and head of the executive search firm Blueline Advisors, was retained to do most of the legwork.

From March until June, Pasahow and executive committee members screened 22 candidates dur-
ing an exhaustive process that evaluated 11 specific qualifications. Finally, the executive committee chose 
Bunce in a 4-2 vote in mid-July. The panel’s findings were to be announced at a meeting of the full EAA 
board during last week’s AirVenture in Oshkosh.

But news of the executive committee’s lack of unanimity leaked out to members of the full board. The 
revelation ignited a furious debate between board members seeking new leadership and those who wanted to 
retain Poberezny as president for the foreseeable future. The rancor on the board caused Bunce to drop out.

Poberezny informed EAA directors last week that the executive search would continue, but sources 
fear few qualified candidates are likely to step up with battle lines so clearly drawn. 

 By Fred George (fgeorge@san.rr.com)
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SUNSET AVIATION TO MOVE FORWARD AS SOLAIRUS – The management team of San Francisco-based 
charter and management company Sunset Aviation is renaming the operation Solairus Aviation as the team 
attempts to build the foundation for the company that branched away from JetDirect Aviation.

Founder Dan Drohan launched the company in March as a brand-new entity after he was unsuccess-
ful in purchasing the former Sunset Aviation from JetDirect (BA, March 16/121).  Drohan had originally 
founded Sunset in 1992 and sold the business to JetDirect in 2007.  

But in late 2008, when it became apparent that JetDirect was suffering severe financial difficulties, 
Drohan had reached agreement to buy back his former company.  While JetDirect agreed to the purchase, 
the secured creditors would not, Drohan told BA, forcing him to walk away and create a new company. 
JetDirect, in turn, liquidated the former Sunset.

Joining Drohan were some 60 employees that included former JetDirect and Sunset executives.  
Among them was Jake Cartwright, who had resigned as president of JetDirect Aviation earlier this year and 
who is now vice chairman of the new Solairus.

Drohan originally reestablished his operation, which focused mostly on the charter of small and mid-
sized jets, in Petaluma, Calif.  But the company shortly after opened another base in Burlingame, Calif., for 
large-cabin aircraft management.

The operation has since taken root and grown rapidly.  The company was able to secure its Part 135 
certificate in May.  Drohan noted that within the first 45 days, the company had grown to more than 100 
employees.  The company also is now managing some 45 aircraft and has 20 on the charter certificate.

Drohan and Cartwright both conceded the difficulties of coming from under the shadow of JetDirect’s 
financial difficulties – they had to scramble to renegotiate leases to avoid eviction. JetDirect creditors also 
had moved to repossess the furniture.

But they said their main focus now is looking forward to building an operation that concentrates on 
its employees and customers.  “Solairus Aviation’s executive team represents the cornerstone of our busi-
ness: providing our clients with the trusted stewardship and guidance of one of the industry’s most expe-
rienced and respected management teams,” said Drohan, who is serving as president and chief executive 
of Solairus.

While stressing that Solairus is a new company, Cartwright noted that the operation merges the char-
ter focus of the former Sunset with the management expertise that JetDirect inherited from its acquisition of 
TAG Aviation USA.  “Probably the biggest success has been the cultural integration of the two sides of the 
business,” Drohan said, adding that the management also is bringing lessons learned about “a lot of things 
we didn’t want to do.”

Drohan has been encouraged that Solairus has been able to capture a “large portion of our former re-
tail customers.” Cartwright emphasized that the company was heavily focused on the services aspect since 
“this is a service business. It’s about taking care of the customers and the people.”

Along with capturing previous accounts, the crews dedicated to those accounts have come over to 
the new company, Drohan said.  Each account has a dedicated client aviation manager, or CAM, who is 
responsible to the customer.

Looking down the road, Drohan said Solairus doesn’t need to be the largest business, but one that 
serves as a good fit for its customers and employees.  “We want to build a place that values its people.  This 
business has been about a passion for aviation.”

The response from both employees and the market has been strong, Cartwright said. “This is a very 
positive story during a not very positive year in aviation.” 

HOUSE RESOLUTION PRAISES GA CONTRIBUTIONS – The House of Representatives passed a resolution 
– H Res 508 – recognizing the contributions of general aviation to the United States.

The measure was sponsored by Rep. Jeff Fortenberry (R-Neb.) and co-sponsored by Reps. Allen 
Boyd (D-Fla.) and Vernon Ehlers (R-Mich.), co-founders of the House General Aviation Caucus. The 
resolution lauded the industry for the 500,000 pilots flying GA aircraft, the 170 million passengers a 
year who fly using personal aviation and GA’s $150 billion contribution to the U.S. in direct and indirect 
economic output.

The measure also noted that GA employs almost 1.3 million workers whose earnings exceed $53 bil-
lion in high-skill jobs in aircraft manufacturing, avionics and technology development, flight training, main-
tenance, modification and technical support.

“As a pilot-in-training and also the co-chairman of the General Aviation Caucus, I have a special ap-
preciation for general aviation,” Ehlers said.  “It connects people who do not have access to commercial 
airports, delivers important goods and services quickly and efficiently, and helps improve business pro-
ductivity. I was pleased to honor this industry with a resolution, and I thank my colleagues in the House for 
passing this recognition.” 
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JET PROFESSIONALS OFFER TRANSITION SERVICES FOR LAID OFF WORKERS – Swiss-based Jet Pro-
fessionals has unveiled a new Career Transition Services program, which offers services to aviation compa-
nies and flight departments dealing with job searches for laid off workers.

Jet Professionals provides aviation staffing services for individual job seekers, corporate avia-
tion departments or any other general aviation-related operations, said George Kythreotis, manag-
ing director of Jet Professionals and senior vice president of human resources at parent company 
Jet Aviation.

“Our services encompass job placement for flight crews, pilots, flight attendants, technical place-
ments and executive recruitment,” Kythreotis said.  “We’ve recently expanded our career transition 
services to include outplacement assistance, job placement, resume writing, counseling and support.”

 The most important aspect of the program is that it was designed with the long-term needs of the 
corporate aviation community in mind, Kythreotis said. “We’ve designed it around the realities of the 
21st century job hunt and offer segments on how best to conduct a Web-based job search, plus how to 
use social and professional networking sites,” he explained.  “In short, our curriculum not only factors 
in the economic conditions of today, but is customizable for the future.”

The program content is delivered in one- or two-day live sessions, depending on the customer’s 
needs, Kythreotis said.  “We also travel to the client’s desired location to present the program on site,” he said.  
“The program offers employers a high-quality job search assistance tool at a competitive price. Employers can 
choose from a menu of services that meet their needs with regard to their financial resources and number of 
employees involved.”

GULFSTREAM SALES SLIDE, BUT USED INVENTORY DOWN – Gulfstream sales were down 16 percent 
in the second quarter of 2009, but Jay Johnson, president and chief executive of Gulfstream parent 
General Dynamics, remained encouraged that the market has shown hopeful signs, particularly for 
large-cabin aircraft.

Gulfstream sales were in line with production cuts that the company had announced earlier in the 
year, Johnson said.  Gulfstream delivered 26 aircraft, including 20 large-cabin aircraft, in the second 
quarter, down from the 39 total aircraft and 22 large cabins delivered in the second quarter of 2008.

Gulfstream margins, however, held at 17.9 percent, thanks to the combination of a favorable mix 
of large aircraft deliveries and continuous improvement initiatives.  The margins included a $2 million 
loss on two used aircraft sold in the third quarter, $13 million in severance costs and another $10 mil-
lion in warranty reserve offset.

Gulfstream is continuing to pare down its used inventory, with only six remaining aircraft, one of 
which is under contract, he said.  The company expects to take no more than three additional used aircraft 
throughout the rest of the year, Johnson added.  Meanwhile, the company has no “white tails,” or aircraft 
produced but not sold, he said.

“There continue to be several encouraging signs that the business jet market is improving,” John-
son said, noting that flying hours increased and new order interest has improved, particularly for large-
cabin aircraft.  Defaults are down some 50 percent from last quarter, and orders “handily” outpaced 
defaults, he said.  

The large-cabin slots are sold out through 2009, and Gulfstream believes it will deliver 70-plus 
large-cabin aircraft in 2010.  The mid-cabin market, however, continues to struggle and face pricing 
pressures.  The company is “closely monitoring the situation,” Johnson said, adding it would make 
further cuts if necessary.

GD Aerospace Group sales overall were up 6.5 percent in the second quarter to $1.4 billion, reflecting 
the addition of Jet Aviation to the group.  Operating earnings were down 10 percent to $215 million.   

Helping the performance was the elimination of some $45 million in indirect costs in the first half of 
2009, Johnson said, adding that earlier the company had anticipated some $60 million in savings for the 
year.  “We expect to achieve that and more.”	

Also impacting the group were sales in the services business, which Johnson said were off 21 percent 
year-over-year.  He attributed the decline to deferrals in optional maintenance and intense price competi-
tion.  “Though I wouldn’t characterize this as a trend, we are seeing some increased activity this month,” 
he added.

GD expects Jet Aviation to continue to make incremental improvements this year. “Jet Aviation 
showed some operational improvement in the quarter, although they still have a significant way to go,” 
he said.  “The Aerospace group is leveraging its completions experience and seasoned leadership to 
make some meaningful changes to Jet’s completions business.  These management and process changes 
are already making a difference.” 
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CESSNA PREPARES FOR DELIVERY OF SKYCATCHER WITH ASTM NOD – Cessna Aircraft’s new Model 
162 SkyCatcher Light Sport Aircraft (LSA) has demonstrated compliance with ASTM standards, which the 
Wichita plane maker says clears the path for deliveries to begin by year’s end.  As an LSA, the Model 
162 does not require FAA certification, but it must meet standards set by the international standards-
setting organization ASTM International.  The process involves self-compliance monitoring, a Cessna 
spokesman said, noting that the company has determined that the aircraft and its changes have demon-
strated compliance.

Last week’s proclamation of ASTM compliance marks a major milestone for the company.  It ushers 
in a new, previously untapped market for Cessna, which launched the aircraft in 2007 and amassed orders 
for more than 1,000.  Cessna is hoping that with a price of $111,500, the SkyCatcher will create new interest 
in general aviation.

“This is significant not only for Cessna, but for the aviation community as a whole,” said Cessna 
Chairman, President and CEO Jack Pelton. “Once these airplanes enter service, they will act as a catalyst for 
increased pilot starts. They will significantly change the economics of ownership and operation for flight 
schools, aircraft renters and aircraft owners, and will benefit the entire GA community.”

ASTM compliance also signifies that Cessna is confident the program has overcome development 
setbacks that occurred when the aircraft crashed twice during “aggressive” spin testing.

The SkyCatcher was involved in incidents in March 2009 and September 2008 (BA, March 30/12).  
The aircraft involved in the March 19 incident was repaired and returned to the program, Cessna said.  The 
repairs included a new wing, since the original bent during the accident. The aircraft involved in the Sep-
tember crash was damaged beyond repair.

After the accidents, Cessna gathered additional wind-tunnel data and combined it with accumulated 
spin testing data to refine the configuration.   “We were able to quickly identify the issue,” the Cessna 
spokesmen said, and modifications were incorporated that included extending the rudder down a few 
inches, adding a ventral fin and adjusting controls to the aileron and elevator.

The company restarted the entire spin test regime after the modifications were incorporated, he said.  
Spin testing is required for ASTM compliance, “but not to the extent that we tested.  Ours was more in line 
with Part 23 of the Federal Aviation Regulations,” the spokesman noted.

The aircraft underwent other testing that exceeded that called for in ASTM standards, Cessna said, in-
cluding a ground vibration test and instrument, in-flight flutter testing.  In all, the SkyCatcher accrued about 
300 hours of development and flight-testing.  Cessna also is planning further tests, such as an airframe 
fatigue test – also not required by ASTM.

Under LSA qualifications, the aircraft must have a gross weight of less than 1,320 pounds and a top 
speed of no more than 120 knots.  Powered by a Continental O-200D 100-horsepower, air-cooled carbureted 
engine, the two-place SkyCatcher cruises at 118 knots and has a 470-nautical-mile range.  The high-wing 
aircraft is equipped with Garmin G300 avionics that have a single, spit-screen primary flight display and 
multifunction display.  Two full-screen displays are optional.  Cessna said the aircraft is capable of day/night 
visual flight rules operations.

While development is taking place in the U.S., the airframe will be built by Shenyang Aircraft Company 
(SAC) in Shenyang, China.  SAC also will integrate the engine and avionics, and ship the aircraft to the U.S. 
for reassembly at one of three Cessna regional locations. The production process is still ramping up at SAC, 
and the first flight of an SAC-built production aircraft is upcoming in the next few months.

NBAA TO RECOGNIZE DASSAULT, VAN GEMERT – The National Business Aviation Association (NBAA) has 
selected industry veterans – Serge Dassault and Dick Van Gemert – as recipients of the association’s two top 
honors – the Meritorious Service to Aviation and John P. “Jack” Doswell award.  

Dassault will receive the Meritorious Award that recognizes “an individual who, by virtue of a 
lifetime of personal dedication, has made significant, identifiable contributions that have materially 
advanced aviation interests.”  Dassault took over as chairman and CEO of Dassault Aviation in 1986, 
shortly after his father Marcel passed away.  Serge Dassault was named chairman emeritus of the French 
plane maker in 2000.

Van Gemert, senior vice president of corporate affairs for Jet Aviation Holdings USA, was selected 
for the Doswell Award, which is granted “for lifelong individual achievement on behalf and in support of 
the aims, goals and objectives of business aviation.”  He began his business aviation career with the Xe-
rox flight department and has since served as an executive with KC Aviation and Jet Aviation. He also has 
served on NBAA’s board of directors and on the board of governors of the Flight Safety Foundation. 

NBAA will present the awards to Dassault and Van Gemert during the association’s 62nd Annual Meet-
ing & Convention, scheduled from Oct. 20-22 in Orlando, Fla.
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GE, SMYRNA AIR TEAM TO UPGRADE KING AIRS – With current market conditions encouraging business 
aircraft owners to upgrade their existing aircraft instead of trading them in, GE Aviation and Tennessee-
based Smyrna Air Center have launched an engine retrofit program called the Power 90 for King Air 90s.

The two will team to upgrade the aircraft with 750-shaft-horsepower GE Walter M601E-11A turbo-
prop engines driving Avia five-bladed propellers, while Smyrna will carry out any other interior or avionics 
upgrades the customer requires. Smyrna holds one of three existing supplemental type certificates for the 
installation of Walter engines, but this is the first to have the weight of GE behind it – GE has named Power 
90 as a Preferred Engine Conversion. Previously, only 12 King Air-Walter conversions had ever been done 
in the U.S., and the programs had not been actively marketed.

“That’s about to change,” says Smyrna CEO Erick Larson. “We hope to do 10-14 conversions a year 
for the first two years,” and future plans call for offering the STC with GE’s more powerful, 800-shp Walter-
derived H80 engine after it is certified early next year.

“This STC has been developed with the full oversight of the FAA, and having GE involved will make a 
huge difference,” said Corey Gillard, Smyrna vice president for maintenance and avionics.

The Power 90 conversion gives the King Air faster rates of climb (11 minutes to Flight Level 250), 
higher flight levels, faster cruise speed (250 knots at FL250), and lower acquisition and maintenance costs, 
while the five blade props lower cabin noise substantially.

WAYFARER AVIATION BUILDING NEW COMPANY, NEW RELATIONSHIPS – Wayfarer Aviation, the charter 
and management operator that formed in April through the purchase of the assets of JetDirect Aviation (BA, 
April 20/183), has begun to establish itself as a distinct company that is operating under a new management 
regime with a transparency that its executives believe is industry-leading.

An investment group led by Brantley Partners purchased the assets of the company from JetDirect 
Holdings, which had become mired in debt and legal entanglements with former employees, clients and 
creditors.

The new company relaunched as Wayfarer Aviation, a named that traces back to the company’s early 
days when it was Rockefeller owned.  A number of senior executives left the company with the move, but 
Laura Bellofatto-Bense took the helm as president.  A 20-year industry veteran, Bellofatto-Bense had been 
serving as vice president of client and charter services at Atlantic Aviation Flight Services.

The company was able to quickly obtain a new certificate, which Bellofatto-Bense noted enabled a 
nearly seamless transition for clients of the former JetDirect to move over their aircraft.  Wayfarer did lose 
some clients, along with employees, as part of the transition to the new company, but the new Wayfarer 
team has been working to rebuild the company with a new financial transparency and accountability.

The company currently has 37 aircraft on the certificate, and Wayfarer continues to negotiate with 
potential clients.  Bellofatto-Bense is confident that the base will continue to grow short term.

A key to the success is the financial backing of the company, Bellofatto-Bense said, noting Brantley 
Partners has “really been wonderful, very committed to the business.”

Also critical to the success, she said, was an effort to make good on all commitments to employees 
– many of whom may still be owned money from the former JetDirect – as well as to the customers.  “Our 
approach to win loyalty is to lead by example and deliver on expectations,” she said. “We’re seeing those 
results and earning their trust.”

As part of this effort, Wayfarer has established separate accounts for owners. The initial deposits are 
entered in the accounts, and owners have the visibility to check the balances and view all expenses levied 
against the accounts. The funds are never combined with Wayfarer’s general operations account, Bellofat-
to-Bense said. These accounts were established at the behest of clients, she said.  The lack of transparency 
was a key concern of former JetDirect clients.

Wayfarer also is striving to set the standard in accountability, dedicating a three-person team to each 
client, including a person involved in accounting, a client services member, and a third person tied to senior 
management.  The company has also worked to build a strong vendor program, with discounts in areas 
such as training.

These practices have been making inroads, she said, as former clients have begun to make inquiries 
with Wayfarer and express an interest in the business.

Wayfarer did bring over some former practices, including the adoption of Safety Management System 
protocols that were developed through a partnership with FAA.

Company management is trying to remain realistic about the business during the economic downturn 
and strive for “disciplined growth,” she said.  One of the biggest remaining challenges is the continual edu-
cation process to dispel the perception that Wayfarer is the same as JetDirect with the same problems.

“We are a completely new business – a new company,” Bellofatto-Bense said.
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PIPER CEO GOULD EYES GROWTH INITIATIVES – New Piper Aircraft CEO Kevin Gould last week mapped out 
his long-term, two-pronged growth strategy for the company.  He plans to pursue development of the Piper Jet 
to provide piston-engine and single-engine turboprop owners with a move-up airplane while continuing to 
upgrade Piper’s existing product line, he said during an interview with BA.  He also wants to expand Piper’s 
global presence with sales and marketing, training, MRO, financing and dealer organizations. Admittedly, 
that is tough to do in the current economy. 

“The economy paces aircraft development. The recession has hammered our profits, so we can’t do 
this by ourselves,” Gould said.  “The investment by Imprimus changed all that a couple of months ago.” 

The investment reinvigorated the Piper Jet development program, but he said the schedule is 
being “recast,” so certification is being pushed out well beyond 2011, the original target for entry into 
service. 

“Our reputation depends upon our ability to execute,” Gould said, so he’s not going to promise more 
than he can reliably deliver. But, Gould did say that the prototype Piper Jet that was at Oshkosh last week is 
meeting performance projections and accomplishing engineering flight-test goals. Piper has 200 wholesale 
and 40 retail orders for the PA-47 Piper Jet.

Meanwhile, Piper is pursuing upgrades of its current product line, including making the Garmin G600 
avionics system optional on the Archer, Warrior, Seminole and Seneca, adding the Hartzell composite scim-
itar-blade Top Prop to the Piper Matrix and Mirage and looking into fitting some models with TCM’s newly 
approved FADEC that will permit use of 94UL unleaded avgas.

“Piper used to be one of the top general aviation companies in the world. We’re expanding the product 
line with relevant products in each market segment, ranging from trainers all the way through light jets.”

Product demand also will be paced by global market development.
“We’ve been absent for 15 years, and now we have to reinvigorate the market to develop a strong 

global presence. The Matrix is doing well in Brazil. Australia is a perfect general aviation market because it 
has poor roads and we need to expand throughout southeast Asia.”

With the fresh infusion of funds from Imprimus, via the Sultan of Brunei, the prospects appear bright 
for Gould to execute on his plans to renew and refresh Piper’s product line and expand its presence around 
the world in spite of the recession.
	 By Fred George (fgeorge@san.rr.com)

JET-IT-TOGETHER USES INTERNET TO HELP MEMBERS SHARE PRIVATE JET SERVICE – Jet-It-Together.
com has created an online community where members can match itineraries with other members to form 
shared trips on private jets, offering what the company calls “considerable” savings.

The company, which launched its Web site in May, was founded by a group that wanted to offer more 
options to traditional charter travel, spokeswoman Nancy Baumgartner said.  “We found that people who fly 
privately were open to more cost-effective ways to travel and more efficient means for booking their trips,” 
she explained.  “After researching the market, we determined that there was no true independent online 
service for booking and managing shared private trips.”

To facilitate the process, Jet-It-Together is building an online community where individuals can actu-
ally plan and manage their trips as needed.  “The Jet-It-Together technology allows members to initiate and 
join trips via the Web site,” Baumgartner said.  “Jet-It-Together does not charge a membership fee or a large 
financial commitment to be a member.  Also, Jet-It-Together, LLC is not a charter company and we don’t 
have investment in or from charter operators, which gives us greater leverage for getting the best prices for 
our members.”

When a member proposes a trip, Jet-It-Together alerts other members that a new travel group is 
being formed which they may want to join, Baumgartner explained.  “Once a group is aggregated on-
line, a Jet-It-Together representative will negotiate with a group of Part 135 operators for the best price 
for the trip,” she said.

Jet-It-Together will only solicit bids from charter operators who have demonstrated Gold, Gold Plus, 
or Platinum ARG/US safety ratings, Baumgartner said.  “The aircraft selection includes hundreds of jets, 
ranging from turbine-powered propeller aircraft to light, medium and heavy jets,” she said.  The company 
makes money by charging the Part 135 operator a fee, she added.

Jet-It-Together has created proprietary technology that enable members to go online and search, join, 
and initiate trips at no cost, Baumgartner said.  “We have the technology that allows members to manage 
their accounts online and have access 24/7 to them,” she said.  “Unlike others, with Jet-It-Together there is 
no membership fee and you are only obligated to pay for those trips that you have committed to take and 
that are confirmed and scheduled to depart.”
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DEBORAH HERSMAN last week was sworn in as the 12th chairman of the National Transportation Safety Board. 
President Obama in June nominated Hersman to a two-year term as chair, and the Senate confirmed the nomination 
July 24.  She also was confirmed for a second five-year term on the board.  Her new term runs through 2013.

* * *
CESSNA AIRCRAFT has developed a new Sport/Private Pilot Course designed to make flying more accessible 
and “re-energize pilot training,” the company said.  The course, developed through a partnership with King 
Schools, is a Web-based system that will be available through Cessna Pilot Centers.  Cessna called the develop-
ment of its new light-sport Model 162 SkyCatcher a driver in the development of the new course.  Customers 
pursuing the sport certificate can access all parts of the Cessna Sport/Private Pilot Course and move into the 
private-pilot-only segments when ready, Cessna said.  The system tracks all aspects of the training, and students 
can obtain training materials from any location where they have access to the Internet. Changes and updates 
also can be made instantly.  Cessna plans to add an instrument rating course in the future.

* * *
HAWKER BEECHCRAFT won a contract to supply four new King Air C90GTi turboprops to FAA for the Flight Stan-
dards Flight Program.  The contract, which includes options for two more, calls for delivery of the aircraft over 
the next two years.  The Flight Standards Flight Program provides support to aviation safety operations inspec-
tors.  The aircraft also will be used to support FAA’s disaster relief and emergency response operations.  

* * *
AIRCELL Chairman Ron LeMay is transitioning to president and chief executive of the company, while Jack 
Blumenstein, the current president and CEO, will take on the role of chairman again.  LeMay has a 38-year 
background in communications that included serving as president and chief operating officer of Sprint 
Corp.  He also has served with Southwestern Bell and AT&T. Blumenstein first joined the board in 1997 and 
became chairman in 1999.  He was named president and CEO in August 2002. He also serves as co-presi-
dent and co-founder of Blumenstein/Thorne Information Partners, L.L.C., a private equity investment firm.

* * *
JEPPESEN has teamed with Aspen Avionics to combine Jeppesen data with the Aspen Avionics’ Evolution 
Flight Display (EFD).  The Aspen EFD will use an aggregated NavData, obstacle, terrain and geopolitical 
database, which will be updated by the Jeppesen Services Update Manager system.  EFD customers will 
receive three months of Jeppesen services free upon product registration.  Pricing and coverage will be 
announced soon.  

* * *
JAMES HAGEDORN, chairman and chief executive of Scotts Miracle-Gro, has agreed to serve as the chair-
man of the newly formed National Leadership Council for the Aircraft Owner and Pilots Association’s Gen-
eral Aviation Serves America campaign.  The campaign is designed to educate the nonflying public about 
the importance of general aviation.  AOPA President Craig Fuller called Hagedorn “a passionate general 
aviation pilot who has pledged his time and talent to help nonpilots discover what we already know – that 
general aviation is a key component of the U.S. economy that benefits everyone.”  A graduate of Embry-
Riddle Aeronautical University and a retired U.S. Air Force captain, Hagedorn helped build the corporate 
flight department at Scotts, which now has two aircraft and seven pilots.

* * *
EXCELAIRE in Ronkonkoma, N.Y. has added a 13-seat Bombardier Global 5000 to its fleet.  The Global 5000 
is equipped with an extended-range option that provides a 5,300-nautical-mile range at Mach .82.  ExcelAire also 
operates Gulfstream, Embraer Legacy, Hawker Beechcraft Beechjet, Cessna Citation and Learjet aircraft, 
among others.

* * *
AIRCELL has received certification for its new SwiftBroadband service. 328 Support Services GmbH in Ober-
pfaffenhofen, Germany is completing the first installation on a Dornier 328Jet operated by Venezuela-based 
Aviando services.  Aircell’s SwiftBroadband service will enable passengers to use laptop and Smartphones for 
e-mail and Internet.  Passengers also can use cabin handsets to make and receive calls.  The SwiftBroadband 
service is powered by Thrane & Thrane.  The Aviando Services aircraft will be equipped with Aircell’s Swift-
Broadband product as well as an Aircell Axxess cabin system.

BUSINESS AVIATION BRIEFS
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THE LOS ANGELES FIRE DEPARTMENT has signed up to buy a third AgustaWestland AW139 medium-twin 
helicopter.  The aircraft will be used to handle aerial firefighting, medevac and search-and-rescue missions 
in Los Angeles and surrounding communities. 

* * *
CIRRUS AIRCRAFT has tapped Lotus Air Corporation (Cirrus Japan) as its newest international Cirrus Sales 
Center.  Lotus Air will partner with Hirata Gakuen Kobe Air Center at Kobe Airport in Tokyo, to serve as the 
sales and distribution center for Cirrus Japan.  The Kobe Air Center, which held grand-opening ceremonies 
last month, can house more than 30 small aircraft.  The facility includes an executive lounge for aircraft own-
ers and pilots, as well as conference rooms and other multipurpose areas.  

* * *
GARMIN INTERNATIONAL is offering its new factory-equipped glass cockpit – the G500 – for the Diamond 
Aircraft DA20-C1.  The G500 will be available in the 2010 model DA20 beginning in October at a base price 
of $184,980. Diamond says it will still offer both the conventional instrument and Aspen Avionics-equipped 
versions of the DA20.

* * *
AVFUEL CORPORATION has scheduled a two-day Quality Assurance and Fire Safety Seminar Oct. 13-14 
at Avflight Lansing in Lansing, Mich. The Avflight fixed-base operation is located at Capital City Airport.  
The Avfuel Quality Assurance and Fire Safety seminars, offered for free to Avfuel customers, are designed 
for aviation service professionals, including fuel managers, line service supervisors/personnel, helicopter 
operators, area common carriers, airport officials, corporate flight department members and quality assur-
ance/quality control personnel.  The seminars will cover refining, fuel properties, paperwork, fuel quality 
testing, fueling safety, quality assurance testing, receipt of transport load, operating and maintenance of a 
fuel storage facility, operation of refueling equipment, leak and spills management, fire training, and equip-
ment maintenance and troubleshooting.

* * *
FORBES magazine publisher and the owner-pilot of a 2005 Cirrus SR22 GTS, Rich Karlgaard, will deliver the 
opening address at this year’s National Business Aviation Association Convention Oct. 20-22 in Orlando, 
Fla.  Karlgaard will discuss business aviation trends, along with the general economic environment. 

* * *
A-LIST JETS INC., of Beverly Hills, Calif., has formed a new joint partnership with theONE for concierge 
packages in San Diego, Calif.  The partnership will offer entertainment and recreational packages for guests 
in San Diego.

* * *
EXECUJET SOUTH AFRICA handled a record number of private jet movements during the last two months, 
driven by the inauguration of South Africa’s new president in May and the 19th World Economic Forum on 
Africa, which was held in Cape Town in June.  The fixed-base operation team in Johannesburg handled 
coordination of transport, refueling of the aircraft, catering, hotel accommodations and permits. 

* * *
ANJET, a Daytona Beach, Fla.-based charter company, signed a new three-year deal with the Ladies Profes-
sional Golf Association (LPGA) to be its official private jet provider.  Under the deal, Anjet will have aircraft 
available for the LGPA at several tournaments throughout the year. 

* * *
CHEVRON GLOBAL AVIATION has donated $25,000 to the Corporate Angel Network, which arranges free 
flights aboard corporate aircraft for cancer patients seeking treatment far from home.  Chevron also has 
supported CAN through its co-sponsorship of the Corporate Angel Award.  This has resulted in donations 
totaling more than $200,000 since 2001, CAN said.

* * *
YINGLING AVIATION in Wichita, Kan. was named an authorized service center for Lycoming engines.  The 
designation authorizes Yingling to sell, install and provide regular and warranty services on Lycoming’s 
complete line of reciprocating engines, including the two most recently announced powerplants, the IE2 
and the IO-233 LSA.
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BAE SYSTEMS BAe 146-100A and -200A airplanes [Docket No. FAA-
2009-0432; Directorate Identifier 2008-NM-168-AD; Amendment 
39-15982; AD 2009-15-19] – In order to assure the continued 
structural integrity of the horizontal stabilizer lower skin and joint 
plates in the Rib 1 area, FAA is requiring operators to adopt a 
revised inspection program, which is detailed in BAE Systems 
Limited Inspection Service Bulletin ISB.55-020 (dated Dec. 11, 
2007). This AD, which resulted from an MCAI originated by the 
European Aviation Safety Agency, is designed to prevent the 
disbonding of joints, which can lead to corrosion and could 
result in degradation of the structural integrity of the horizon-
tal stabilizer. FAA estimates that this AD will affect five aircraft 
on the U.S. Registry and cost U.S. operators a total of $3,600, 
or $720 per airplane. This directive goes into effect Sept. 2. 
For more information, contact Todd Thompson, Aerospace 
Engineer, International Branch, ANM-116, Transport Airplane 
Directorate, FAA, 1601 Lind Ave. S.W., Renton, Wash. 98057-
3356; phone (425) 227-1175; fax (425) 227-1149.

BOMBARDIER CL-600-2B19 (Regional Jet 100 and 440 series) 
airplanes [Docket No. FAA-2009-0656; Directorate Identifier 
2009-NM-038-AD] – This proposed AD, which would super-
sede an existing directive (AD 2008-23-16), would require 
operators to revise the “Operating Limitations” and “Abnor-
mal Procedures” sections of their Airplane Flight Manuals, 
inspect to determine if certain anti-ice piccolo ducts are 
installed on the wing leading edges, and replace or repair 
those piccolo ducts, if necessary. This proposal, which re-
sulted from an MCAI originated by an aviation authority of 
another country, was prompted by several cases of wing 
leading edge anti-ice piccolo duct failures due to cracking. 
Such cracking can cause air leakage and have a possible 
adverse effect on anti-ice capability unbeknownst to the 
flight crew. FAA estimates that this proposed AD would af-
fect 711 aircraft on the U.S. Registry and cost U.S. opera-
tors a total of $170,640, or $240 per airplane. Comments on 
this proposal, which are due Aug. 24, should be sent to the 
DOT Docket Web site: http://dms.dot.gov; faxed to (202) 
493-2251; or mailed to U.S. Department of Transportation, 
Docket Operations, M-30, West Building Ground Floor, Room 
W12-140, 1200 New Jersey Ave. S.E., Washington, D.C. 20590. 
Specify docket number.

EMBRAER EMB-120, -120ER, -120FC, -120QC and -120RT airplanes 
[Docket No. FAA-2008-1005; Directorate Identifier 2008-NM-
119-AD; Amendment 39-15981; AD 2009-15-18] – Following 
the instructions of Embraer Service Bulletin 120-28-0016 
(dated Jan. 9, 2008), operators need to revise the “Limita-
tions” section of the Airplane Flight Manual to include a 
minimum fuel quantity; add a minimum fuel-quantity limita-
tion for operation of the fuel booster pump; inspect the fuel 
booster pump electrical harness on the left- and right-hand 
fuel tanks for damage; replace any fuel booster pump as-
sembly having a damaged electrical harness; install clamps 
on the fuel tank structure; and install tie-down straps for 
the fuel booster pump electrical harness. This AD, which 
resulted from an MCAI originated by an aviation authority 
of another country, was prompted by the discovery that 
some fuel booster pump electrical harnesses are chafing 
against their pump bodies or adjacent fuel lines. Such chaf-
ing could damage the electrical wiring, cause a short circuit 
and result in a possible ignition source inside the fuel tank. 
FAA estimates that this AD will affect 110 aircraft on the U.S. 
Registry and cost U.S. operators a total of $99,990, or $909 

per airplane. This AD becomes effective Sept. 2. For more 
information, contact Sanjay Ralhan, Aerospace Engineer, In-
ternational Branch, ANM-116, Transport Airplane Directorate, 
FAA, 1601 Lind Ave. S.W., Renton, Wash. 98057-3356; phone 
(425) 227-1405; fax (425) 227-1149.

EMBRAER EMB-135BJ, -135ER, -135KE, -135KL, -135LR, EMB-
145, -145ER, -145MR, -145LR, -145XR, -145MP and -145EP 
airplanes [Docket No. FAA-2009-0659; Directorate Identifier 
2009-NM-060-AD] – This proposed rule would require opera-
tors to visually inspect the main landing gear trailing arm pins 
for cracks, in accordance with Embraer Service Bulletin 145-
32-0122 or 145LEG-32-0033 (both dated Nov. 27, 2008), as ap-
plicable. If any cracks are found, operators would need to re-
place the trailing arm pin with a serviceable pin before further 
flight. Prior to or concurrently with the inspection, operators 
also would need to modify the main landing gear auxiliary 
door mounting support, per the instructions contained in Em-
braer Service Bulletin 145-52-0047, Rev. 01 (dated March 31, 
2008) or 145LEG-52-0014 (dated Oct. 28, 2008), as applicable. 
This proposed AD, which resulted from an MCAI originated 
by the aviation authority of Brazil, is intended to prevent the 
trailing arm pin from breaking, which could lead to loss of the 
main landing gear trailing arm axle and could cause the trail-
ing arm to disconnect from the main strut, which would affect 
airplane controllability on the ground. FAA estimates that this 
proposed AD would affect 711 aircraft on the U.S. Registry 
and cost U.S. operators a total of $284,400, or $400 per air-
plane. Comments on this proposal, which are due Aug. 29, 
should be sent to the DOT Docket Web site: http://dms.dot.
gov; faxed to (202) 493-2251; or mailed to U.S. Department 
of Transportation, Docket Operations, M-30, West Building 
Ground Floor, Room W12-140, 1200 New Jersey Ave. S.E., 
Washington, D.C. 20590. Specify docket number.  

EMBRAER ERJ 170 and ERJ 190 airplanes [Docket No. FAA-2009-
0614; Directorate Identifier 2009-NM-045-AD] – This proposed 
AD would require operators to conduct an operational test of 
certain outboard slat skew sensors. If any sensor fails a test, 
it would need to be replaced with a serviceable sensor be-
fore further flight. This proposal, which resulted from an MCAI 
originated by the aviation authority of Brazil, is intended to 
prevent failure of outboard slat skew sensors. Such a failure, 
when combined with failure of other slat system components, 
could cause a slat to detach from the wing, possibly striking 
and damaging the horizontal stabilizer and elevator, thereby 
affecting airplane controllability. FAA estimates that this pro-
posed AD would affect 223 aircraft on the U.S. Registry and 
cost U.S. operators a total of $35,680, or $160 per airplane. 
Comments on this proposal, which are due Aug. 21, should be 
sent to the DOT Docket Web site: http://dms.dot.gov; faxed to 
(202) 493-2251; or mailed to U.S. Department of Transporta-
tion, Docket Operations, M-30, West Building Ground Floor, 
Room W12-140, 1200 New Jersey Ave. S.E., Washington, D.C. 
20590. Specify docket number.
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ENGINE COMPONENTS, INC. reciprocating engine cylinder as-
semblies [Docket No. FAA-2008-0052; Directorate Identifier 
2008-NE-01-AD] – This proposal, which supersedes AD 2008-
19-05, would require operators whose Lycoming 320, 360 or 
540 series “Parallel Valve” engines were overhauled or had a 
cylinder assembly replaced since new, to conduct repetitive 
visual inspections and compression tests to detect cracks at 
the cylinders’ head-to-barrel interfaces. Any cracked cylin-
der assemblies found would need to be replaced. This pro-
posed AD, which also would require replacement of certain 
cylinder assemblies at new, reduced intervals, was prompt-
ed by reports of additional cylinder head separations in cyl-
inders not covered by AD 2008-19-05. This proposal is de-
signed to prevent loss of engine power due to cracks at the 
head-to-barrel interface and possible engine failure caused 
by separation of a cylinder head, which could result in loss 
of control of the aircraft. FAA estimates that this proposed 
AD would affect 18,000 cylinder assemblies installed in air-
craft on the U.S. Registry and cost U.S. operators a total 
of $10 million. Comments on this proposal, which are due 
Sept. 28, should be sent to the DOT Docket Web site: http://
dms.dot.gov; faxed to (202) 493-2251; or mailed to U.S. De-
partment of Transportation, Docket Operations, M-30, West 
Building Ground Floor, Room W12-140, 1200 New Jersey Ave. 
S.E., Washington, D.C. 20590. Specify docket number.

REIMS AVIATION F406 airplanes [Docket No. FAA-2007-0115; 
Directorate Identifier 2007-CE-080-AD] – FAA has proposed 
rescinding an existing directive (AD 2007-26-08), which re-
sulted from an MCAI originated by an aviation authority of 
another country. The directive was prompted by several re-
ports of leaks in landing gear emergency blowdown bottles. 
Subsequent investigations revealed that the leakage occurred 
on the nut manometer because of a design deficiency in the 
bottle head. If left uncorrected, the internal bottle pressure 
might not be maintained at an adequate level and could result 
in failure of the landing gear to extend during emergencies. 
Since the AD was issued, FAA conducted a risk assessment 
that determined that this problem is not serious enough to 
warrant AD action since the blowdown bottle system is a 
backup to the primary landing gear extension system. Con-
sequently, the agency wants to rescind the AD. Comments 
on this proposal, which are due Sept. 14, should be sent to 
the DOT Docket Web site: http://dms.dot.gov; faxed to 
(202) 493-2251; or mailed to U.S. Department of Transpor-
tation, Docket Operations, M-30, West Building Ground Floor, 
Room W12-140, 1200 New Jersey Ave. S.E., Washington, D.C. 
20590. Specify docket number.

ROBERT FENN was named president of Partner Jet Corp. Partner 
Jet provides business jet services and is an approved mainte-
nance organization with facilities at Lester B. Pearson Interna-
tional Airport in Toronto, Ontario, Canada.

KEVIN HEITMAN returned as chief executive officer for business 
aviation services company Partner Jet Corp.  Heitman previ-
ously had served as CEO for Partner Jet in 2007.

DAN FRAHM joined Hawker Beechcraft Services to head up sales 
and marketing for repair and overhaul, avionics, maintenance, 
and paint and interior modifications for Hawker Beechcraft 
customers in the Great Lakes Region.  Frahm has 30 years of 
general aviation experience with a specialty in avionics sales 

and services.  He spent 28 years with Elliott Aviation, an au-
thorization Hawker Beechcraft dealer and service center.

SHAWN VICK was appointed executive vice president for Hawker 
Beechcraft.  Vick will manage marketing and sales, as well 
as brand strategy and standard product definitions and offer-
ings.  Vick has held leadership roles with British Aerospace, 
Gulfstream Aerospace and Bombardier Aerospace. He most 
recently was president and chief executive of Landmark Avia-
tion, which comprises fixed-base operation, aircraft charter, 
maintenance, repair and overhaul and aircraft sales segments.  
He also has been a partner and advisor to various private eq-
uity organizations.

TERRY WEBB was promoted to vice president of ARG/US PROS 
(Partners and Resources for Operational Safety), a subsidiary 
of ARGUS International, Inc.  Webb, who has more than 30 
years of aviation experience, joined PROS in 1990.  ARG/US 
purchased PROS from United Airlines in May 2007.  Based 
in Denver, Webb initially managed airline auditing and train-
ing activities for ARG/US PROS.  His duties have since been 
expanded to include Part 91 and Part 135 auditing, as well as 
Safety Management system activities.

August 10-13 – Association for Unmanned Vehicle Systems In-
ternational & Flight International: Unmanned Systems North 
America 2009, Washington, D,C., (703) 845-9671 or visit www.
auvsi.org/events

Sept. 10 – National Business Aviation Association: Business Avia-
tion Regional Forum, Las Vegas, Nev., (202) 783-9000 or visit 
www.nbaa.org

Sept. 12-16 – National Association of State Aviation Officials 78th 
Annual Convention and Trade Show, Tucson, Ariz., (703) 417-
1880 or visit www.nasao.org

Sept. 15-17 – Annual Cargo Facts Aircraft Symposium, Seattle 
Sheraton Hotel, Seattle, (206) 587-6537, e-mail: mfortner@
cargofacts.com, www.cargofacts.com/symposium

Sept. 17 – Wings Club Luncheon with David Hess, President, Pratt 
& Whitney, Yale Club, New York, (212) 867-1770, e-mail: wing-
sclub@aol.com

Sept. 22-23 – AVIATION WEEK MRO Europe 2009 Conference & 
Exhibition, Hamburg Messe und Congress, Hamburg, Ger-
many, www.aviationweek.com/conferences

Oct. 5-8 – Flight Simulator Engineering and Maintenance Confer-
ence, Conrad Hilton Hotel, Cairo, Egypt, 410-266-2008, e-mail: 
sbuckwal@arinc.com, www.aviation-ia.com/fsemc/

Oct. 20–22 – National Business Aviation Association 62nd Annual 
Meeting & Convention, Orlando, Fla., (202) 783-9000 or visit 
www.nbaa.org 

Nov. 5-7 – Aircraft Owners and Pilots Association Aviation Summit, 
Tampa, Fla., (800) 872-2672 or visit www.aopa.org

Dec. 8-10 – AVIATION WEEK MRO Asia Conference & Exhibition, Asia 
World-Expo, Hong Kong, www.aviationweek.com/conferences

Jan. 27–29, 2010 – National Business Aviation Association 21st 
Annual Schedulers & Dispatchers Conference, San Antonio, 
Texas., (202) 783-9000 or visit www.nbaa.org 

Feb. 25-27, 2010 – Women In Aviation International 21st Annual 
Conference, Coronado Springs Resort, Orlando, Fla., (937) 
839-4647 or visit www.wai.org

May 4–6, 2010 – 10th Annual European Business Aviation Conven-
tion & Exhibition, Geneva, Switzerland, (202) 783-9000 or visit 
www.nbaa.org 

May 11-13, 2010 – Flight Safety Foundation Corporate Aviation Safety 
Seminar, Hilton El Conquistador, Tucson, Ariz., www.flightsafety.org
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