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DASSAULT FALCON 7X

The Dassault Falcon 7X is alarge-cabin, long range
business jet manufactured by Dassault Aviation and
is the flagship offering of their business jet line. It was
first presented to the public at the 2005 Paris Air Show.

The aircraft has over 165 orders to date, and has its
type certification from both FAA and EASA.

In 2001, the Falcon 7X, with a price tag of approxi-
mately $35 million, was nearly $10 million cheaper

GULFSTREAM G550

Business Jet, and the Bombardier Global Express.

than its nearest competitors in the long range, large
cabin market segment, the Gulfstream G550 and Bom-

bardier Global Express. Its 2007 cost is $41 million.

AIRBUS A320 PRESTIGE

The A320 Prestige features the most spacious cabin in the corporate jet
market, with the same wide cross section as the A318 Elite and the ACJ.
This configuration allows 30 passengers to travel in unparalelled com-
fort in each of the different cabin areas of the aircraft.

ERJ 145XR.

Easily considered one of the most high-end business jets, especially since
it comes from the Gulfstream stables. The G550 was released to the market
in 2003 with increased performance and range of 6,750 nautical miles
(12,500 km) making it the the longest range business jet in the world.
A new aircraft sets you back a cool $60 million and boasts customers
like Berkshire Hathway promoted Netjets and the US air force and Navy.
The Gulfstream 550 competes against the Airbus Corporate Jet, Boeing

7EMBRAER LEGACY 600

The Embraer Legacy 600 is the business jet deriv-
ative of the Embraer ERJ 145 family of jetaircraft
from Brazilian aircraft maker Embraer.

The Legacy is based on the shortened ERJ 135
model, but includes added range with extra fuel
tanks and added winglets, similar to those on the

Launched in 2000, the Legacy is capable of carry-
ing 16 passengers in comfort for 3,050 Nautical
Miles (NM) or 8 passengers for 3,450 NM. Consid-
ered worth the buy for its $25 million price tag.
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allmark speed, the aircraft offers a nearly 24-foot-
- long cabin with eight executive seats, a full refreshment center, a spa-
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a bag‘%age compartment that can hold 72 cubic feet

The Citation brand of businessjets encompasses six distinet "fami-

lies" of aircraft,with the Excel as the basis for one of these families. The
Citation XL.Swas the first "makeover" that the Excel received.

Besides a glass cockpit based.on the Honeywell Primus 1000 EFIS
avionics suite, the XLS featured the upgraded PW545B engines with in-
creased performance.

This aircraft sets you back a cool $13 million which is considered not
bad for the speed and the comfort.

The Citation XLS+ is the first of the XL line to feature Collins Pro Line

CITATIONXLS
At present the world's fastest business jet. Thi
from the American east.co
 than other comparable ai
’ Inadditiontoitsh
of luggage.

21 Avionics and a 4 tube EFIS display.

have even felt the difference that

owningone makestoyour business
daybyhiringacharter-allabouthowmuch
timeyousaveand timeafterall ismoney. So
you decide you want to join the exclusive
clubof, literally, high flyingexecutivesand
generally rich people by acquiring your
very own private jet. The process of going
ahead and getting one can take as long as
two years right from deciding for that you
want one to actually boarding your own
business jet for that last minute faraway
meeting.

Manav Singh whoheadsthe Delhibased
air charter company ClubOne Airandalso
represents Eclipse in India says that there
are at least a 1,000 Indians that have the
need for a business aircraft but they yet
don't realize the benefits.

"There is an educational process that is
involved where many realize that while
owningabusinessjet can costaround Rs25
lakhtoaroundRs2crore, the sheertimesav-
ing more than makes up for the money.

The first step, according to most people
in the business, is deciding why you want
one. Do you want it because everyone else
you know has one or you want to impress
all your friends with your new toy. Or are
youdriven by practical reasonsas youneed
tobeable to be in five different parts of the
world or country within the same day.

"Thereareanumber of decisionmaking
criteria involved like the range of the air-
craft you need to the financial benefits of
owningabusinessjet," Nilesh Pattanayak,
who represents Bombardier in India says.

"If a person is buying out of need then
theyhavetoask themselves whethertheair-
caftwilladd totheirtopline orbottomline,"
he adds. "Do Itravel alot is essentially the
first question," Pattanayak says.

The there is the range question. A per-
son would have to look at aircraft that can
reach aminimum of 80% of their destina-
tions.

Singhagreessayingthatthefirststepis
tosee whatheusageis. Whether the poten-
trial buyerisamajortraveler and if hetrav-
els within the country then does he stay
withinthemetrosoralsogototierIIandtier
[T towns.'

"The infrastructure of the destinations
are a major decision maker as give the
known lack of up to the mark infrastruc-
ture in the country the buyer hasto decide
on an aircraft that fits the existing infra-
structure," Sigh says.

Thenof courseisthebudget. Howmuch
canyouspendontheaircraft. Globally, pri-
vate and business jets cost anywhere be-
tween $1 million to $50 million and there is
no point buying a Boeing Business Jet if
you are going to travel to Kanpur.

Then you have to decide the size of the
aircraft youneed - rarely is it used for fam-
ily travelinglike a car. Then you have tode-
cideonthelevel of amenitiesand luxuryin-

Youhave heardallthedetailsand may

\Want one? Which one? What to do and how to do it...

Right from figuring out that you need or want one to actually boarding
and flying into the abyss on a private jet, the process can take around

two years. Here is a little help to get you started

THEROUTETO
BUY AN AIR-
CRAFT CON-
SISTS OF MANY
PROCESSES -
INTERNAL AND
EXTERNAL.
THINGS LIKE
IMPORTING,
CUSTOMS,
DGFT CLEAR-
ANCE AMONG
OTHER ISSUES
LIKE SECURITY

side. Televisions to Jacuzzis to whatever
youwantcanbemodified and putinanair-
craft depending on how much you are will-
ingto spend.

Onceyouhave decided on what you want
in your aircraft then next step is to get in
touch with the various agents in the coun-
try. These agents will help you decide on
which aircraft to buy apart from other in-
tricacies and details like whether to go in
for a second hand aircraft or anew one.

All the major aircraft manufacturers
only deal with their sales agents in India
and getting an aircraft without their help
isalmost impossible.

Once an agent has been selected and
then an aircraft, then the process begins.
"The process to buy an aircraft consists of
two parallel processes - internal and exter-
nal," Singhsays. "There thingslikeimport-
ing, customs and DGFT (directorate gen-
eral of foreigntrade)clearanceafter which
there DGCA and ministry of civilaviation
clearances withanon-scheduled operators
permit (NSOP)," he adds.

Thereareotherrequirementslikesecu-
rity clearance and money remittance
amongothersthatareusually taken care of

f'Ae,

P 4_.0_2_?_, F A

by the agent.

When buying a second hand aircraft, a
buyer hastolook into things like low time,
accident history, owner history (one air-
craftshouldnot havetoomany owners)etc.

When deciding on how much a second
hand aircraft should cost, one has to refer
to something known as the blue book,
which is an index of how much an aircraft
should cost, given the age and other fac-
tors. Thisindex coupled with factorslikelist
price and economy and market conditions
are the main deciding factors when buy-
ing an aircraft.

Allaircrafthavetobe certified by the gov-
ernment of airworthiness.

Simultaneously, one has to engage a
flight crew and maintenance crew of the
aircraft. There are many companies inthe
country that allow you to outsource this
partof owninganaircrafttothem. "Usually
the company that is charging more and is
larger in size is a better bet as a feeling of
securityasfarasanaircraftgoesisveryim-
portant," Singh says.

If aperson wantstostartacharter com-
pany, thentheyarenotrequired topay 28%
excise on the aircraft to be imported apart

from which they also get a separate non
scheduled permit for charters.

For this, the eligibility conditions are
similar to the individuals licence. They
havetopresentaviablebusinessplantothe
DGCA and the ministry of civil aviation
and also fulfil the minimum equity norm.
There is also a requirement for security
clearance from the ministry of home af-
fairs and an import permit needed from
the Directiorate General of Foreign trade.

Security clearance is also needed from
the Bureau of civil aviation security.

Theequitynormsforthenonscheduled
operatorspermitarebased onthesizeof the
fleet. Foraminimum fleet strength of upto
3aircraftorhelicopters, theequitynormis
Rs1crore. Foraminimum fleet strength of
betweenfourand10aircraftorhelicopters,
the equity norm is Rs 2 crore. For a mini-
mum fleet strength of above 10 aircraft or
helicopters, the equity norm is Rs 5 crore.

However, inthe case of an existingcom-
pany operating aircraft either in private
category or as a non-scheduled operator,
instead of subscribed equity, its net worth
equivalent tothe above said amount would
be considered asmeetingtheminimumre-
quirement to assess the financial sound-
nessof suchcompany ortheymayraisethe
subscribed equity fortherequired amount.
The applicant shall submit a certificate
fromthe banker or chartered accountantto
confirmthepaid up capital of the company.

Before the Non-Scheduled Operator's
Permit is issued, an applicant has to be in
possessionof anaircrafteither by outright
purchase or through lease.

Aircraftacquired and certified in private
category (forindividualsandnot charters)
cannot be used for commercial air trans-
port services.

The owner has to have his own mainte-
nanceandrepairfacilitiesfor carryingout
the maintenance as per DGCA require-
ments specified in CAR Sec-2 before get-
ting the licence.

The owner can make suitable arrange-
ments with any other DGCA approved
maintenance organization, for all mainte-
nance including line maintenance of the
typeof aircraft. The operator shall provide
to DGCA a copy of the agreement made
with the maintenance agency in this re-
gard. A person in the organization and ac-
ceptable to DGCA will be designated to en-
surethatthemaintenanceiscarried outas
per DGCA approved programlIf a person
wantstostartacharter company, thenthey
arenotrequiredtopay 28% exciseontheair-
crafttobeimported apartfrom which they
alsogetaseparatenonscheduledairtrans-
port permit for charters.
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