
4th Quarter 2017

Indiana  
F l i g h t  C e n t e r
A One-Stop Shop,  
A Diversity of Services



NATA Appreciates the Support and  
Participation of our Presidents Council Members:

Aerolease / Aeroplex Group

Air BP North America

Atlantic Aviation Services

Avfuel Corporation

Bombardier Aerospace Corporation

Duncan Aviation

Eastern Aviation Fuels Inc.

EPIC Fuels

Epps Air Service Inc.

Executive Jet Management

Francis Aviation

Hill Aircraft & Leasing Corporation

Jet Aviation

L.J. Aviation

McBreen & Kopko

McClellan Jet Services

Napa Jet Center

Pentastar Aviation, LLC

Phillips 66

Shackelford, Bowen, McKinley & Norton, LLP

Signature Flight Support

Sonoma Jet Center

TAC Air

Transplant Transportation Services, Inc.

The NATA Presidents Council is an individual membership open to the executives of 
member companies. If you have questions or would like to join the Presidents Council, 
please contact Tim Obitts at (202) 774-1504 or tobitts@nata.aero.



Indiana Flight Center page 30

4th Quarter 2017
Issue 4 | Volume 15

President’s Message   By Martin H. Hiller 5

A Capitol View   By Bill Deere 7

Perspectives   By Timothy Obitts 9 

The FBO Business Model of the Future   By Michael A. Hodges, MAI 11

Fairness in FAA Enforcement Matters: Steps to  17 
Take Right Now   By Christopher Poreda

A Closer Look at the 2018 FedEx and UPS Rate Increases 25

The Future is Now   by John S. Duncan 27

Altruism, Learning, and Safety Performance    37 
By Benjamin J. Goodheart, Ph.D. and Jason Starke

Lessons from NATA’s Inaugural Ground  45 
Handling Safety Symposium   By Colin Bane

Arresting a Dangerous Descent for Insurers   By Bill Behan 49

2017 NATA Aviation Leadership Conference    51 
By Ellen Miller and Megan Eisenstein

Safety Update   By Michael France 58

Rebluing the FAA’s New Guide for Repair Station  61 
and Quality Control Manuals   By Carol E. Giles

New NATA Members 63

DISCLAIMER
The information in this publication is general in nature, is prepared strictly for informational purposes, and is not intended to serve 
as legal, accounting, financial, insurance, investment advisory, aviation operation or safety, or other professional advice as to any 
reader’s particular situation.  Readers are encouraged to consult with competent legal, financial, insurance, investment advisory, 
aviation, and/or other professional advisors concerning specific matters before making any decisions. Statements of fact and 
opinion are the responsibility of the authors alone and do not imply any opinion on the part of the officers, employees, and/or 
members of NATA. Publication of any advertisement in this magazine is not an endorsement of the vendors or advertisers nor of 
the products advertised. 

COPYRIGHT & TRADEMARK NOTICE
© 2017. National Air Transportation Association, Inc.  All rights reserved.  All articles, stories, and other content (including but 
not limited to text, graphics, layout, and design) (the “Content”) of this magazine are the intellectual property of NATA and/or of 
its licensors and are protected by United States copyright, trademark, and other intellectual property laws. No Content may be 
copied, modified, published, broadcast or otherwise distributed without the prior written permission of NATA or the licensor of 
such Content. 

“NATA” and “NATIONAL AIR TRANSPORTATION ASSOCIATION” are registered trademarks of NATA.   
“AVIATION BUSINESS JOURNAL” are trademarks of NATA.

Aviation 
Business 
Journal
Official Publication of the  

National Air Transportation Association

Board of Directors

Chairperson
Greg Schmidt
Pentastar Aviation
Waterford, MI 

Vice Chairperson
Jeff Ross
Ross Aviation
Denver, CO

President
Martin Hiller
NATA
Washington, DC

Treasurer
Guy Hill, Jr. 
Hill Aircraft and  
Leasing Corporation
Atlanta, GA

Secretary
Scott Owens
McClellan Jet Services
McClellan, CA

Past Chairperson
Andrew Priester 
Priester Aviation, LLC 
Wheeling, IL

Publisher
Martin Hiller

Editor
Shannon Chambers

Editorial Director
Bill Deere

Contributing Editors
Maryanne Arthur
www.justwritesolutions.com

Alexandra Connole 
Amy Hornaday 
Ellen M. Miller 
Karissa Uko

Art Direction/Design
Laurel Prucha Moran
Blue Room Design
www.blueroomstudio.com

Advertising Sales
Shannon Chambers
schambers@nata.aero

818 Connecticut Avenue, NW, Suite 900 
Washington, DC 20006

800/808-6282 • Fax 202/452-0837
www.nata.aero

Randall D. Berg 
King County  
International Airport 
Seattle, WA

Clara Bennett
Boca Raton Airport 
Boca Raton, FL

Curt Castagna
Aerolease/Aeroplex Group
Van Nuys, CA

Gary Dempsey
Jet Aviation Holdings 
USA, Inc
Teterboro, NJ

Dennis Fox 
Executive Jet  
Management 
Cincinnati, OH 

Clive Lowe 
Atlantic Aviation Services 
Arlington, VA

Larry Jorash  
Signature Flight Support 
Orlando, FL

Christian Sasfai 
TAC Air
Dallas, TX

Larry Wade
Golden Isles Aviation
St. Simons Island, GA



 Air BP North America
Platinum

Atlantic Aviation Services
Platinum

ATP – Airline Transport Professionals
Bronze

Avfuel Corporation
Bronze

Aviation Management Consulting Group
Silver

Bombardier Aerospace Corporation
Platinum

Duncan Aviation
Silver

Francis Aviation
Bronze

Hill Aircraft and Leasing Corporation
Bronze

Jet Aviation
Platinum

McBreen & Kopko
Silver

Napa Jet Center
Bronze

Pentastar Aviation
Bronze

Phillips 66
Platinum

Signature Flight Support
Platinum

Sonoma Jet Center
Bronze 

Truman Arnold Companies
Silver

World Fuel Services 
Gold

NATA Support Level Program Participants
NATA appreciates the support of these leaders of our industry

NATA Support Level Program



Aviation Business Journal  |  4th Quarter 2017 5

President’s Message

O
ur recent 2017 Aviation Leadership Conference 
capped off a successful year of NATA training 
and member events. As we look ahead to 2018, 
more good things are on the horizon as your 

association seeks to expand the reach of its training, events 
and policymaking presence.

This year’s Leadership Conference gave us the oppor-
tunity to say goodbye to an old friend, FAA Administrator 
Michael P. Huerta, as he enters the last few months of his 
tenure. We also heard from Representatives Rick Larsen and 
Steve Russell as they provided us with an update from the 
front lines of the seemingly endless battle to prevent what 
I have dubbed “the airlinization” of our nation’s air traffic 
control system. 

As you well know, aviation is a constantly evolving 
landscape that we must keep on top of if we are to continue 
to operate safe and successful businesses. To this end, two 
popular speakers—CNN’s Matt Lewis and the Teal Group’s 
Richard Aboulafia—returned to update us on political and 
industry events from the past year and let us know what we 

can expect moving forward. Other session topics ranged 
across the aviation business world with discussions on 
trends in the MRO market, aviation safety, and business 
aircraft emissions and sustainable alternative jet fuel. 

By far, the panel that most captured the attention of our 
members centered on a discussion of FBO economics that 
included pilots, FBOs, airports and fuelers. As you know, 
the FAA’s role in the oversight of airports and regulation of 
FBOs is one that has generated significant discussion within 
the general aviation community. We appreciated AOPA 
providing their perspective as the industry works to a clear 
resolution on these issues. NATA does not shy away from 
controversial issues and I made the decision back in July 
that we would bring together the key players in a format 
that allowed for open and candid exchange. As you will see 
in Ellen Miller’s related article (page 51), the format and 
panel composition worked out well, and I hope those frank 
discussions lead to greater understanding and collaborative 
consensus going forward.

Let me also recognize the generous sponsors who helped 
make the Leadership Conference such a success including: 
Air BP, Atlantic Aviation, Aviation Management Consulting 
Group, Capital Bank, Hill Aircraft, Jet Aviation, Lynx 
FBO Network, Napa Jet Center, Pentastar Aviation, Ross 
Aviation, Signature Flight Support, TAC Air and World Fuel 
Services.

I am pleased to report that 2017 was a solid year finan-
cially for the association. The success of our programs and 
events allowed the association to further build on its stra-
tegic reserves. Safety 1st had another year of strong member 
participation and our new subscription-based program 
is allowing us to expand the availability of this important 

Continued on page 6 

More Ahead for 2018
By Martin H. Hiller
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President’s Message
Continued from page 5

training to more companies and more employees than ever. 
Our insurance partners distributed millions of dollars in 
good experience returns to the hundreds of member compa-
nies that participate in our workers compensation insurance 
programs. NATA Compliance Services also had a successful 
2017, finalizing a Memorandum of Agreement with TSA that 
will allow it to continue serving the GA community through 
2021. We are also excited about its launch of CrewID.aero, 
combining the industry’s flight and ground crew credentials 
in addition to real time verification of qualifications in con-
junction with Safety 1st.

Looking ahead to 2018, if there were one word to describe 
what we have planned I would say—“more.” We are building 
on our successful inaugural series of NATA Town Hall meet-
ings with eight more planned all over the country. I hope 
you will come out and join us. These meetings have been 

invaluable for us to learn the issues uppermost in our mem-
bers’ minds, in one instance providing us the intelligence we 
needed to quickly address a certification issue at the FAA.

More exciting new products and services will be coming 
to you in 2018 and I commend to you Tim Obitts’ related 
column that discusses how NATA develops its products 
and services. I also hope you will review Bill Deere’s article 
on our Washington, DC, activities in 2017 and what you 
can expect in 2018 as lawmakers must stand before their 
constituents again in what are already being called pivotal 
mid-term congressional elections.

Finally, let me thank you again for your support and 
assistance in 2017. Our members are our strength, and 
without your support and professional expertise NATA could 
not be such a success. I hope you and your families all have a 
happy and safe holiday season.  
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A Capitol View

NATA Members Help Shape 
Debates in 2017, Build 
Strong Foundation for 2018
By Bill Deere

T his time last year, I warned that 2017 could be a wild 
one for the aviation business community. That turned 
out be a vast understatement. From proposals to 

corporatize air traffic control to price regulation of FBOs, this 
past year has been a constant challenge to the association and 
its members. As we head into the new year, challenges will 
remain but we are also hopeful that the work begun this year 
may result in significant progress in 2018.

No doubt the biggest debate in aviation in 2017 was the 
airline industry proposal to privatize the nation’s air traf-
fic control system, an idea that was embraced by both the 
Trump Administration and the Chairman of the House 

Transportation Committee, Representative Bill Shuster 
(R-PA). Ultimately, the proposal was incorporated into the 
House version of the FAA reauthorization, H.R. 2997, the 21st 
Century AIRR Act. Following committee approval, it looked 
like the legislation was headed to the floor of the House of 
Representatives for a vote.

That is where the proposal met with the collective resis-
tance of NATA and the rest of the general aviation commu-
nity. NATA’s hundreds of Hill meetings, combined with the 
grassroots support of our members and countless others, were 
enough to introduce uncertainty in the House Republican 
leadership as to whether the corporatization proposal would 
survive a House floor vote. For that reason, the current FAA 
authorization was extended until March 30, 2018.

Significantly, the Senate FAA legislation contains no cor-
poratization proposal. NATA members who participated in 
our annual Congressional Fly-In were the last general aviation 
group to visit the Senate before the bill was drafted and your 
direct advocacy efforts in opposition to corporatization bene-
fited the entire general aviation community. 

For 2018, you can expect the ATC corporatization battle to 
be fought one more time. At this writing, Congress is focused 
elsewhere, tax legislation, year-end spending bills, and immi-
gration to name just a few issues. But as the calendar turns, 
and the next FAA authorization deadline approaches, you 
can expect our deep-pocketed opponents to make one more 
attempt to wrest control of the air traffic control system and 
turn it over to the airlines. We ask you to stand ready and be 
prepared to weigh in with your elected representatives. You 
are the aviation business community’s best voice.

Continued on page 8
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Inside Washington
Continued from page 7

While we expected the ATC corporatization battle, in 2017 
we unexpectedly found ourselves in a debate with a national 
pilot organization that suggested to the FAA that FBOs are 
akin to public utilities and should be regulated along similar 
lines. This was a moment where our members were critical to 
our efforts to shape the debate. Thanks to the help of member 
companies, FBOs and Part 135 companies alike, we developed 
a report on the state of the FBO industry. The report, which 
is available on the front page of our website, is a comprehen-
sive look at the industry and the many factors that impact the 
pricing of FBO services. 

I am pleased that as 2017 progressed, more and more in-
dustry leaders have turned to our report as the foundation for 
debate. It has also been gratifying to see the other, thoughtful 
approaches that have been taken to the issue by other groups, 
including the Experimental Aircraft Association, which fea-
tured an excellent article on the subject in its May edition of 
Sport Aviation.

So where do we go from here? As you will see in the article 
on our annual leadership conference (page 51), your associa-
tion met the issue head-on with a panel that included pilots, 
FBOs, airports and fuelers. A dialogue started there that I 
hope will continue into 2018.

Finally, I don’t want to leave you with the idea that all we 
do at NATA is try and beat back bad ideas. We take seriously 
our responsibility to advance a positive, member-driven in-
dustry agenda. There are proposals in Congress and before the 
agencies across a range of issues, including taxes, addressing 
illegal charter, air carrier training and others that we hope to 
see implemented in 2018.

As we reflect on 2017 and look ahead to 2018, one thing is 
clearer than ever. We are in it together. To advance big ideas 
or defeat major threats, is a job that requires all of us to be 
engaged. 

Contact us today to arrange a consultation with our multi-state 
AIRPORT LAW & AVIATION SERVICES PRACTICE GROUP

P: (516) 364-1095    F: (516) 364-0612
general@mklawnyc.com   www.mcbreenkopko.com

AIRPORT & AVIATION LAW

Our experienced attorneys represent FBOs, MROs, flight 
schools, aircraft sellers and buyers, avionics suppliers, 
ground handlers, as well as Part 91, Part 121, Part 125, 
Part 135 and Part 145 operators on a broad range of 

regulatory, commercial, business, and technical matters at 
airports throughout the U.S. and internationally. We assist 

clients with acquisitions and divestitures, aircraft sales 
transactions, negotiations with airports, insurance defense 
matters, Part 13 and 16 matters, corporate and commercial 
matters, trademark issues, litigation (including FAA, DOT, 
and TSA enforcement actions), bankruptcy and creditors’ 

rights, and government relations.
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NATA Products and Services: 
Listening and Responding to 
the Needs of Our Members
By Timothy Obitts

I n the last 18 months, the National Air Transportation 
Association has brought to market a series of 
unique products and services that are designed to 

complement and assist our members’ business activ-
ities. The following products were recently launched 
for air charter/aircraft management companies: 

■■ NATA Loss of License Disability Insurance Program
■■ NATA FAA Medical Certification Services Program
■■ NATA Part 135 and Part 91 Training Center
■■ NATA Med Powered by AirDocs
■■ Lifeline Response Platform

In addition, NATA Compliance Services offers a 
host of services and products to meet the needs of 
aircraft operators and air charter/aircraft manage-
ment companies, including, but not limited to:

■■ The Known Crewmember® Program
■■ Fingerprinting Services
■■ Background Checks including the Pilot 

Records Improvement Act
■■ Anti-Drug and Alcohol Misuse 

Prevention Program Management
■■ Online Drug and Alcohol Training
■■ Online TSA Security Compliance
■■ CrewID®

■■ Free Webinars

All of these products and services were developed by:  
(1) listening to the needs of NATA membership;  
(2) researching the need or problem and creating a po-
tential solution; (3) working with NATA committees 
on what should be included in the product or service; 

(4) creating the components of the product or ser-
vice; (5) testing to see if the offering meets the needs 
of the intended audience; and finally, (6) launching the 
product or service. NATA’s goal is to create value and 
help our members operate successful businesses.

The NATA Loss of License Disability Insurance Program 
and the NATA FAA Medical Certification Services Program 
are great examples of the success of the process. The idea for 
these products came from listening during NATA Air Charter 
Committee meetings, Town Halls and other industry events. 
The common message from membership was that operators 
were having a hard time recruiting and retaining pilots. It 
became clear that NATA needed to create benefits that air 
charter/aircraft management companies could offer to pilots 
to compete with the benefit packages being offered by com-
petitors. With this need established, NATA sought to provide 
a solution starting with a series of discussions with the direc-
tors of operations from several regional airlines to determine 
what they were providing their pilots and new hires. Then, 
NATA looked to partner with leading aviation business prod-
uct developers who could facilitate and administer a benefits 
package for pilots that would compete with regional airlines. 
Next, NATA discussed the benefits package with the Air 
Charter Committee to make sure that it met the need; and, 
once affirmed by the committee, NATA brought the NATA 
Loss of License Disability Insurance Program and the NATA 
FAA Medical Certification Services Program to market. Since 
its launch, NATA has adapted the NATA Loss of License 
Disability Insurance Program to better meet the needs of 
various air charter/aircraft management companies. 

Perspectives

Continued on page 10
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As I travel the country and meet with our members, I am 
gratified when a pilot stops and thanks me for NATA bring-
ing Known Crewmember® to Part 135 operators through 
NATA Compliance Services, or when a line service techni-
cian thanks me for Safety 1st. I’m also proud that NATA can 
put money back in its members pockets. In 2017, the IFBOA 
Workers Compensation Insurance Program and the NATA 
Workers Compensation Insurance Program returned nearly 
three million dollars ($3,000,000) of previously paid work-
ers compensation insurance premiums back to members 
through good experience returns. This is a great illustration 
of why NATA develops these various programs—to create 
both value and unique products that make a difference. 

NATA continues to strive to meet the needs of its 
membership. This process takes time as we learn more 

about what is needed and measure the effectiveness of 
existing products and services. In 2018, NATA members 
will see the launch of several new products that are fo-
cused on making general aviation businesses safer. 

I urge you to review the current products and services 
that both NATA and NATA Compliance Services provide 
to see what offerings meet your needs; and I welcome 
your feedback, particularly if a product can be modified 
to better meet your needs. My email is tobitts@nata.aero 
and my direct line is (202) 774-1504. As I tell every 
member I meet, NATA works for you and we value your 
feedback. Thanks for letting us serve you by offering 
more value to your membership and business.  
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A full explanation of NATA’s products and services can be 
found at http://nata.aero/Products-and-Services.aspx

mailto:tobitts@nata.aero
http://nata.aero/Products-and-Services.aspx
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The FBO Business Model of 
the Future

O ver the years, the FBO industry has generally 
followed a business model driven almost exclu-
sively by fuel sales. FBOs have typically relied on 

heavy discounts or giveaways in exchange for maximiz-
ing uplifts, which translated to maximum gross revenues 
from the sale of fuel. In many cases, discounts were also 
applied to office and hangar space, again in exchange for 
a promise of maximized fuel uplifts. The problem is that, 
in most cases, the fuel price was also discounted, which 
resulted in detrimental impacts on both revenue streams. 
Given the current state of the industry, which is becom-
ing increasingly dominated by highly-discounted con-
tract fuel and corporate self-fueling, it may be time for 
FBOs to reassess the standard FBO business model.

FUEL
In today’s marketplace, aircraft are more fuel efficient and 

operators are savvier in their fuel buying habits. Historically, 
it was standard for operators to receive a discount from the 
posted price of fuel. In fact, I have heard on more than one 
occasion, that less than 5% of all fuel sold by an FBO is at 
posted retail. The issue is that the level of available dis-
counts seems to have increased. Whether it is contract fuel 
through the fuel supplier, negotiated discounts through the 
consolidators or CAA, or just a shrewd flight department 
that actively peruses the internet and solicits the best deals, 
FBOs are getting squeezed at every turn. Nevertheless, even 
with these available discount alternatives, it seems that 
some people and organizations out there feel that the FBO 

Continued on page 13

BY MICHAEL A. HODGES, MAI
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The FBO Business Model of the Future
Continued from page 11

is still taking advantage of the customer. While there may be 
some operators that might not be as “generous” as others, 
it is my experience that complaints about the high price of 
fuel at a location are more related to the perceived quality 
of the facilities or services and not directly aimed at the cost 
of fuel. As one FBO owner once told me, “My job is to treat 
the customer so well that he feels guilty if he doesn’t buy the 
maximum amount of fuel possible.” Some FBOs do a better 
job of this than others. The FBO industry is service-oriented 
and happens to offer a commodity. For too many years, the 
focus has been on the commodity and less on the service.

FBOs cannot demand that someone buys fuel. However, 
whether or not the customer buys fuel, they are still using 
the FBO’s facility. They are flushing the toilet, watching 
the new flat-screen TV, eating the popcorn, using the crew 
car, and the list goes on. The FBO still has the same cost of 
operating and maintaining the facilities whether a customer 
buys fuel or not. Somebody must pay for the facilities and 
amenities, and it shouldn’t just be those customers that elect 
to buy fuel. This was one of the driving forces behind the 
implementation of a facility fee by most operators. While 
virtually every FBO will waive the facility fee if the customer 
buys a certain amount of fuel, the “breakpoint” between the 
motivation to buy fuel versus the decision to pay the facility 
fee is often the point of contention. Obviously, the break-
point is not just some arbitrary figure, but rather designed 

to encourage 
operators 
to buy more 
fuel.  There 
are several 
problems 
with this 
model. 
The entice-
ment to sell 
more fuel is 

usually to discount its price, hoping to make up the dif-
ference in volume. Unfortunately, not every operator does 
the math to analyze the amount of gross profit they are 
potentially giving away. (I am reminded of the story about 
the guy buying watermelons for $0.50 and selling them 
for $0.25, planning to make up the difference by selling 
more watermelons.) In addition, FBOs do not operate like 
a big box retail store (Walmart, Target, etc.) that heavily 

discounts certain items to get customers in the door in 
anticipation that they will also purchase other higher margin 
products. Most FBOs have little to offer besides fuel. 

The FBO of the future could easily be one that gener-
ates the majority of its revenues from sources other than 
fuel. There is already evidence that a focus on real estate 
is making headway, with several aviation-only real estate 
interests out there. Perhaps facility fees should be imposed 
on transient aircraft whether or not they buy fuel. This fee 
is for what the pilot gets when they use the FBO’s ramps, 
bathrooms, heated or air-conditioned lobbies, flight plan-
ning facilities, eat the cookies and popcorn, and so on. If 
they need fuel, this would be handled via contract fuel or at 
a lower posted price with the only discounts predicated upon 
uplift volumes. In fact, there is some evidence that it might 
make more sense for some FBOs to focus on more fixed reve-
nue sources, and simply sell fuel on an “into-plane” basis. In 
other words, the customer buys fuel at cost, plus a nominal 
fixed per gallon pumping fee. This allows the FBO to better 
address the costs and risks associated with providing fuel, 
without worrying about the costs associated with paying the 
electric bill, airport rent, or customer service personnel. 

Under the fuel-centric business model, fuel revenues 
must adequately cover the cost to build and operate the 
infrastructure, as well as maintain the requirements of 
the business operation. The model of rolling virtually all 
the revenue requirements of an FBO into the sale of fuel 
can create the necessity for higher prices that can drive 
many customers to buy the minimum amount necessary 
to get them from point A to point B safely. Most corpo-
rate operators choose an FBO for reasons unrelated to the 
price of fuel. Why not capitalize on this selection criteria? 
Moreover, if an FBO builds new facilities or offers greater 
services or amenities, would it not be easier to justify 
an increase in a facility fee than in the price of fuel? 

Of course, one challenge of this business model is not 
only going to be getting the first FBO or FBO chain to adopt 
this, but to get everyone else to play “follow the leader.” 
However, the bigger challenge will be to get the general 
aviation population and their alphabet associations to 
accept that there are no more FBO “free lunches” and that 
everyone must contribute to the FBO’s operation. No more 
just hanging out in the FBO lobby all day, drinking the cof-
fee and using the crew car to go to lunch, only to decide at 

Continued on page 15
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the end of the day that they really don’t need to buy fuel, 
or if they do, it will be limited to the minimum uplift.

REAL ESTATE 
Although fuel and facility fees represent potential oppor-

tunities for change in the traditional FBO business model, 
the greatest opportunity probably lies in the handling of 
office and hangar rents and the accompanying fuel dis-
counts. FBOs have typically offered heavily discounted 
rents for office and hangar spaces to their based tenants 
and overnight transient customers in exchange for the 
“commitment” to buy certain volumes of fuel. One of the 
problems is that FBOs often discount the price of fuel too. 
As a result, the FBOs lose potential revenue on both ends 
of the arrangement. To further add salt to the wound, 
many of the based tenants fail to achieve the anticipated 
volumes of fuel on a consistent basis. Sometimes the based 
customers sell one of their airplanes or change to a more 
fuel-efficient one. In many cases, it is simply the result 
of a change in the way an operator utilizes their aircraft. 
Regardless, the deals that the FBOs think they are getting 
are no longer such great deals after all. This is significant in 
dealing with based tenants, since based customers are often 
counted on to cover much of the overhead of an operation.  

A lease is a legal agreement associated with the right to 
occupy space for a period of time at a specified rate. The 
occupancy of office and/or hangar space by a tenant occurs 
whether they buy fuel or not. Although many FBOs over-
lease their hangar space to offset some of the potential loss, 
the reality is that if it is leasing space at a below market 
rental rate, the FBO is foregoing the opportunity to lease 
that space at a higher rate to someone else that needs it 
more and is willing to pay for it. If that rate is discounted 
because the FBO expects the tenant to buy a certain amount 
of fuel to make up the difference, and they do not for any 
reason, then the FBO loses. The customer is still occupy-
ing the office and hangar space, and the FBO still incurs 
the operating expenses associated with having that space 
(utilities, liability insurance, repairs, maintenance, etc.).  
In the general real estate marketplace, if you have a multi-
tenant building that is 100% occupied, then the landlord 
can probably conclude that their rents are too low.  The 
same applies to aviation real estate (especially T-hangars). 

In a perfect world, the FBO should get market rent for 
office and hangar space, as well as full retail on the sale of 

fuel. In a more real-world scenario, it should get market rent 
plus fuel at a negotiated discount that is only realized once 
the tenant hits a certain monthly benchmark. Discounts 
on the office and hangar space should only be associated 
with factors realized in the general real estate world. For 
example, the tenant leases a much larger area; is willing to 
commit to a longer lease term; is willing to take an office in 
its current condition without additional tenant improve-
ments, etc. As such, transient overnight hangar rates should 
not reflect any discount from the base rate, no matter how 
much fuel they buy. If an FBO wants to discount fuel prices 
to based tenants, it should be on a sliding scale that ‘kicks in’ 
when the customer reaches the volumes that they promised 
when the lease was negotiated. Better yet, charge full price 
and subsequently discount money back to them once they 
reach a certain purchase plateau. This scenario can result 
in the pleasant surprise of the customer making an effort 
to reach that benchmark where they get their discount. 

The most dangerous phrase in the English language is: 
“We’ve always done it this way.” And while a new business 
model will probably be a long time coming and will not work 
at every FBO, some changes are necessary if the industry 
is to remain financially stable–especially if we experience 
another downturn like 2008. FBOs are going to have to take 
baby steps in the implementation of any changes, while 
other smaller FBOs will probably have to take a “wait and 
see” approach relative to the acceptance of any modification 
to the traditional FBO business model. Regardless, change 
is hard, but is needed to adapt to market expectations.    
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A little more than two years ago, I retired from the 
Federal Aviation Administration’s (FAA) Office of 
the Chief Counsel (hereinafter referred to as the 

“FAA Legal Office”) after serving the agency for 25 years, the 
final 12 of which as Regional Counsel for the New England 
Region. As Regional Counsel, I oversaw the handling of com-
pliance and enforcement matters referred to the FAA Legal 
Office for prosecution and litigation by Flight Standards 
and the other of FAA’s Program Offices in the New England 
region, and, on occasion, some matters from other regions. 
At the time, I thought I had a pretty good handle on the 
pulse of compliance with the FAA’s regulations and the 
enforcement policies of the Administrator. In litigating the 
matters referred to us, I believe my office treated the respon-
dents in those matters, whether they be individuals, com-
panies, or other entities, reasonably and fairly—even before 
Congress passed the Pilots’ Bill of Rights, Pub.L. 112-153. 

Since I retired from the FAA, as I represent pilots and 
other certificate holders in such matters, I have seen first-
hand the kinds of conduct ingrained in the culture of the 
FAA’s Program Offices that serve as a source of frustration 

for pilots and defense counsel. I offer this article as an 
observation from one who once served the agency and 
who now represents holders of FAA certificates about 
what the FAA can do on its own, right now, without fur-
ther statutory authority or mandate, to address perceived 
unfairness in its compliance and enforcement program. 
This article is also not a comment on how the FAA Legal 
Office now organizes and manages its enforcement prac-
tice. These suggestions primarily address practices by 
the FAA’s Program Offices, not the FAA Legal Office.

Here are four practices I believe the FAA should adopt 
now to make the enforcement process more fair:

■■ Investigate and vet complaints against pilots 
sent to the medical office before sending the pilot 
a request for additional medical information.

While I worked at the FAA’s New England Region, 
the Regional Flight Surgeon (at the time) routinely 
received calls and letters from persons, some wanting 
to remain anonymous, claiming to know that pilots 

Continued on page 18

Fairness 
in FAA 
Enforcement 
Matters: 
Steps to Take 
Right Now

BY CHRISTOPHER POREDA



18 Aviation Business Journal  |  4th Quarter 2017

Fairness in FAA Enforcement Matters: Steps to Take Right Now
Continued from page 17

were engaging in medically disqualifying conduct 
(such as drug use), or had suffered a medically dis-
qualifying event (such as a heart attack). Often, the 
Flight Surgeon would seek our counsel in how to deal 
with those complaints and anonymous tips. While 
anonymous tips are valuable tools for the FAA to use 
to ensure pilots do not operate aircraft with medi-
cally disqualifying conditions, the FAA needs to first 
do some basic investigation to verify the substance of 
the tip. Unfortunately, it appears that some Regional 
Flight Surgeon’s offices routinely accept such tips as 
true until proven otherwise, instead of as just an inves-
tigative lead to verify the pilot’s medical condition.  

The result is a letter sent from the Regional Flight 
Surgeon to the pilot seeking additional informa-
tion about the pilot’s medical history, invoking the 
broad authority of the FAA under 49 USC 44709(a) 
to “re-examine” an airman. The letter, a form letter 
constructed by the Office of Aerospace Medicine, is 
accusatory in tone, threatens legal action if the request 
is not complied with, implies that the pilot may already 
be unable to exercise the privileges of any medical 
certificate the pilot holds, and intimidates pilots into 
thinking that they should surrender their medical cer-
tificate to the FAA forthwith. If a pilot does surrender 
a medical certificate under such circumstances, then it 
may take months before the FAA reviews the infor-
mation provided and determines whether the pilot 
qualifies under Part 67 to hold a medical certificate.

When I recently asked a Regional Medical Office 
why they take such tips as true instead of attempt-
ing to investigate first, the answers startled me. First, 
I was told that the medical office does not have a 
cadre of investigators to conduct even a basic vet-
ting of the allegations in the tip. Second, I was told 
that “in the experience of the office” such tips are 
more likely true than not, so why shouldn’t the FAA 
accept them as true? I find both of those answers 
disingenuous. And, when I told the Counsel’s office 
about this practice, I found that there is little com-
munication between the two offices. But the lack of 
communication between FAA offices did not surprise 
me based on my experience working at the agency.

The medical office does have investigators at its 
disposal, who could perform basic vetting of these tips. 

And, realistically, I believe it would not take much 
effort for the medical office to use its electronic data-
base to look up the medical history of the pilot. The 
investigators in the agency’s Security and Hazardous 
Materials Safety Office are available to perform inves-
tigations, and do so to support other offices. While 
the medical office I spoke with believes that most tips 
pan out, the tip might also have come from a jilted 
lover or vengeful former employer (I saw both while 
at the agency). Such requests include a level of detail 
that most pilots, on their own, will not likely respond 
to the satisfaction of the medical office. Therefore, 
the resulting FAA legal action will be based on the 
failure to completely respond to the request, not the 
substance of the tip. That might lead the medical office 
to the false conclusion that the tip was based on fact.

I believe the Office of Aerospace Medicine should 
first investigate any complaint or anonymous tip 
before sending a request for additional information to 
a certificate holder. The Office of Aerospace Medicine 
should also engage with the FAA Legal Office to 
better craft individualized letters seeking that infor-
mation once the tip is verified. The Administrator 
can direct these changes in policy immediately.

■■ Limit the use and scope of requests to “re-
examine” an airman under 49 USC 44709.

Flight Standards could also act more fairly in invok-
ing the authority to re-examine certificate holders. 
In June 2015, the Administrator issued FAA Order 
8000.373 (Compliance Philosophy), in which he 
stated that the agency “recognizes that some devia-
tions arise from factors such as flawed procedures, 
simple mistakes, lack of understanding, or diminished 
skills” and that deviations of that nature can be most 
effectively dealt with through training and educa-
tion, rather than legal enforcement action. Since the 
Compliance Philosophy Order was issued, Flight 
Standards management has implemented it with a 
full educational effort at FSDOs across the nation. The 
other Program Offices (Aerospace Medicine, HazMat, 
Drug Abatement, Airports, Commercial Space), 
however, appear to have shown less enthusiasm.

While Flight Standards management has fully 
embraced this policy change, the field inspectors seem 
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unimpressed. The Compliance Philosophy Order also 
contains the statement that “[m]atters involving com-
petence or qualification[s]” will be addressed using the 
“appropriate” remedial measure, which might include 
retraining or enforcement. That additional state-
ment effectively removes requests for re-examination 
from the reach of the Compliance Philosophy since, 
by definition, a request to re-examine is a matter 
involving competence or qualification. Recently, I 
have seen so-called “709 Requests” that appear based 
on inspectors’ frustration that because of the new 
Compliance Philosophy their management would not 
support a legal enforcement action. True, the standard 
for whether a request meets the statutory require-
ment for “reasonableness” remains low, but it is not 
non-existent. The NTSB has held that such a request 
must be based on a finding that the certificate holder’s 
actions (or inactions) could have been the cause of 
the event in question (accident or incident). Flight 
Standards has set for itself a higher standard, requir-
ing a finding that the “airman’s competence was the 
apparent cause of the occurrence.”  Sometimes, I think 
that inspectors base their 709 Requests solely on the 
conclusion that, regardless of the evidence, if a pilot 
ended up in that situation, the pilot must have done 
something wrong, so a 709 Request is in order. Then, 
after issuing the 709 Request, the inspector gradually 
expands the scope of the examination until, finally, 
the pilot faces a complete certification flight check.

Unfortunately, pilots often resolve to take the re-
examination flight check rather than challenge the 
basis for the request. Challenging the FAA in this con-
text means initially accepting an Emergency Order of 
Suspension and possibly engaging counsel. Inspectors 
will often use the rationale that the scope of the check 
must broaden as the length of time grows between the 
time of the request and the time of the re-examination 
flight. So, under the present policies, challenging the 
request runs counter to the pilot’s interests by delaying 
the flight check, which results in an expanded scope of 
the check. Not challenging the request only reinforces 
inspectors’ belief that 709 Requests can be sent at any 
time for any reason with no checks and balances. 

Flight Standards management and the FAA Legal 
Office should help keep the re-examination process 

fair and reasonable by insisting that requests are 
based on articulable conduct that the inspector uses to 
demonstrate a real question about the pilot’s quali-
fications. Such evidence should also be included in 
the original letter to the pilot, along with a detailed 
description of the scope of the re-examination with 
reference to the Airman Certification Standards. 
Additionally, Flight Standards should limit the scope 
of such re-examination flights to just those tasks in 
the Airman Certification Standards implicated by 
the conduct, regardless of the length of time from 
the date of the request to the date of the exam.

■■ Avoid leveraging individual pilots into providing 
evidence against companies under investigation 
for operating air carrier or commercial opera-
tions without a Part 119 operating certificate.

It is no secret that one of the more frustrating 
compliance and enforcement efforts for the FAA is 
finding and taking meaningful action against those 
companies that hold out to the public an ability to 
conduct flight operations covered by Part 119, but do 
not hold the proper authorizations to do so. Those 
companies harm the industry by providing what 
appears to the public to be services similar or the same 
as certificated operators, but without incurring the 
expenses of certification. Those operators, therefore, 
can charge their customers less than their certified 
competition, but often provide a lower margin of safety 
to their passengers. Educating new entrants to the 
market of all the requirements of Part 119 certifica-
tion has proved to be one of the biggest challenges for 
the Flight Standards Service, and the Drug Abatement 
Division of the Office of Aerospace Medicine. Perhaps 
that is the reason why the regulations in Parts 121 
and 135 make the aircrew just as responsible for some 
of those requirements (such as flight and duty time 
requirements) as the company for which they work.  

Nevertheless, it appears that the culture within 
Flight Standards drives inspectors to attempt to lever-
age individual pilots into providing evidence against 
their company. That practice puts the certificate hold-
ers, who are least able to challenge their employer, 
and least able to put their certificates at risk, in the 

Continued on page 21
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most vulnerable position. The FAA will charge the 
pilots with heavy suspensions (180 to 270 days) and 
use those actions as the basis for issuing investiga-
tory subpoenas against company officials to develop 
the case against the company. And, under the pres-
ent organization of the enforcement practice within 
FAA’s Legal Office, there is a good possibility that the 
pilot cases may not be all assigned to the same attor-
ney or even assigned to attorneys in the same physi-
cal office. Finally, because actions against individual 
certificate holders must generally be initiated sooner 
than any action against the company, Flight Standards 
will refer the individual cases to the FAA Legal Office 
before any action is taken against the company.

Accordingly, individual pilots get squeezed into 
trying to protect their own livelihood by seeking a 
settlement with the FAA, but at a cost of agreeing to 
provide testimony against the company. That puts 
the individual pilot at risk of an adverse person-
nel action or worse, an adverse flight check result–
which could follow the pilot under the Pilot Records 
Improvement Act of 1996, Pub. L. 104-264, ¶502 
(PRIA) to new future employers. Yes, such practices 
by companies are actionable under whistleblower 
protection statutes (such as 49 USC 42121) and some 
state statutes, but we all know how the litigation 
process can be protracted and sometimes unfulfilling. 

The FAA can stop this apparent unfairness, or at 
least change the practice so that the focus remains on 
the company. Yes, pilots have a responsibility to make 
sure that the flights they conduct are properly autho-
rized. But, pilots often have no reason to believe their 

flight does not fall 
within their com-
pany’s authorization, 
and have no rea-
sonable method to 
independently verify 
what their employer 
has told them about 
the flight. Pilots in 
that situation should 
not get caught up in 
the ensuing enforce-
ment firestorm. A 

new commercial pilot just starting out in the business 
ought not be marked for life because that pilot was 
unlucky enough to be hired by an uncertified company. 

Flight Standards should not forward any of the 
individual pilot cases to the FAA Legal Office until 
the company case is ready to prosecute. And, Flight 
Standards should ask that the FAA Legal Office assign 
any pilot cases to the same attorney handling the 
company case. Flight Standards management, and the 
FAA Legal Office, should also look critically at each 
case before proceeding to make sure that any allega-
tions against pilots are ones for which the individual 
pilots are liable. Finally, while the standard is high, 
Flight Standards should consider asking the FAA Legal 
Office for the authority to provide “special enforcement 
consideration” to the pilots willing to come forward. 

Offering the public flight operations without hav-
ing the proper FAA or DOT certifications constitutes 
a serious offense, and the FAA should prosecute it 
vigorously. As I previously said, it harms the industry 
and puts passengers at risk. And, as the Administrator 
stated in his “Compliance Philosophy” Order, Flight 
Standards should put their resources toward the 
matters that make the most difference, the action 
against the company, not the actions against the 
individuals who find themselves pawns in the game.

■■ Encourage the Program Offices to respond to 
and communicate with a pilot’s counsel rather 
than insisting on only dealing with the pilot.

It is axiomatic that attorneys do not contact indi-
viduals directly if those individuals are represented by 
counsel, without the consent of their counsel. Imagine, 
then, my surprise (or naivety, depending on your 
perspective) when I learned from Flight Standards 
Inspectors and Medical Office administrative assis-
tants that they would not honor my request to contact 
me instead of contacting my client directly for future 
communications. The FAA’s response to my inquiry 
as to why the Program Office followed that policy, 
was that the agency “deals only with the certificate 
holder.” I was surprised because this policy appar-
ently existed while I was serving as an FAA attorney; 
and I did not know about it. When I asked current 
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senior FAA attorneys about it, 
they had no idea the Program 
Offices followed this policy. 

There are good reasons for 
asking the FAA to use counsel 
for all future communications 
in a matter. Pilots, especially 
commercial pilots just begin-
ning their careers, often reside 
at a different location than their 
“permanent” mailing address. 
Sending communications to 
that mailing address will some-
times hamper the timeliness 
of any response. Also, counsel 
may well have the answer to 
the FAA’s question, rather than 
the pilot. For Flight Standards 
and the Medical Office to refuse 
to accept a response from an 
engaged attorney on behalf 
of a pilot only slows the com-
munications process and, 
frankly, wastes time on both 
sides. More importantly, this 
practice unfairly penalizes 
pilots who choose to engage 
counsel to represent them. 

The FAA’s Compliance and 
Enforcement Order does not 
specifically address this practice 
of refusing to honor requests 
by attorneys for the Program 
Offices to communicate with 
pilot clients only through coun-
sel.  The Order only admonishes 
Program Offices not to view 
the engagement of counsel 
as an “aggravating factor” in 
determining the proper sanc-
tion when referring a mat-
ter to the FAA Legal Office. 
To eliminate the apparent 
unfairness in the process, the 
Administrator should provide 

direction to the Program 
Offices to accept responses 
from counsel as responses from 
certificate holders and to view 
counsel as speaking for the 
individual certificate holder.

I offer my observations to point 
out that the Administrator can act 
now to address some areas of appar-
ent unfairness for individual cer-
tificate holders. The FAA has stated 
in its Compliance and Enforcement 
Order that fairness is essential to 
the effectiveness of the program. 
Therefore, these steps should be a 
logical application of that policy. 
In adopting these changes, the 
FAA will not lose any of the inves-
tigatory tools it has at its disposal 
to uncover non-compliance with 
Federal Aviation Regulations and 
statutes, and take appropriate action 
against those who violate them.  
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A Closer Look at the 2018 FedEx 
and UPS Rate Increases

W ith the New Year approach-
ing, it is time to look at 
the UPS® and FedEx® rate 

increases for 2018 and how they will 
affect your costs. In September 2017, 
FedEx announced an average increase 
of 4.9% on Express and Ground ser-
vices. UPS joined the party in October 
2017, announcing that they will also 
be increasing their rates by an aver-
age of 4.9%. The new UPS rates will 
take effect on December 24, 2017, 
while FedEx will be instating the new 
rates a week later, on January 1, 2018.

Here are some quick facts:
■■ FedEx Express, FedEx Ground 

and FedEx Home Delivery rates 
will increase an average of 4.9%

■■ UPS Ground, UPS Air and 
international rates will 
increase an average of 4.9%

■■ UPS is lowering the dimen-
sional weight divisor to 139 
for domestic packages less 
than or equal to one cubic foot 
in size (1,728 cubic inches)

■■ Surcharges for larger pack-
ages will rise sharply

■■ FedEx is adding a 2.5% 
third-party billing sur-
charge to match UPS 

■■ Additional surcharges and 
increased rates will apply dur-
ing the 2017 holiday season

The averages might be the same, 
but the rates vary. With higher 
increases for some services and 

lower increases for others, you can’t 
budget based on your costs increas-
ing 4.9%. It’s important to look at 
what services you use, your package 
characteristics and your shipping 
locations. You will need to evaluate 
the new rate charts, the surcharge 
increases and other changes to 
find your biggest cost offenders.

The 2018 FedEx and UPS rate 
increases are proof that the carriers 
are getting smarter, hitting ship-
pers where it hurts most. Luckily, 
you don’t have to navigate the 
changes alone. PartnerShip®, the 
company that manages the NATA 
Shipping Program, has evaluated 
the new rate charts and completed 
a detailed analysis, so it is easier 
for NATA Members to assess the 
impact on their shipping costs. 

Download the free white  
paper at PartnerShip.com/ 
RateIncrease!

When you enroll in the 
NATA Shipping Program, 
you receive exclusive discounts 
on select FedEx services–helping 
to offset the 2018 rate increases. 
For more information, or to enroll, 
visit PartnerShip.com/NATA or 
call 800-599-2902 today.  

Download the  
free white paper at  

PartnerShip.com/RateIncrease!
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The Future is Now
Flight Standards Service Realigns

BY JOHN S. DUNCAN

Y ou might remember seeing references to the 
“Future of Flight Standards” in previous issues 
of this journal, as well as in recent news articles. 

I am happy to report that the future is here: On August 
20, 2017, FAA Flight Standards transitioned its manage-
ment structure from the traditional geography-based 
regional structure to a functional structure. The new 
functional structure aligns FAA’s leadership in four areas: 
Air Carrier Safety Assurance, General Aviation Safety 
Assurance, Safety Standards, and Foundational Business.

Let me get this point across right away: our struc-
tural realignment should be completely transparent to 
you. We have “erased” the geographic boundaries and 
aligned our reporting and management practices accord-
ing to function, but you will not see any structural 
change to the local FAA offices that serve you today. 

What you should see, though, is continuing improve-
ment in how those offices operate. As I have said many times 
to our employees, our structural changes are important, 
and they are the most visible part of our Future of Flight 
Standards transition. But structural change won’t do much 
for us without the essential cultural changes at both the 
individual and organizational levels. For several years now, 
we have been stressing the importance of interdependence, 
critical thinking, and consistency in our workforce and these 
behavioral attributes and competencies are now embedded 
in each Flight Standards Service employee’s work require-
ments. At the organizational level, the ongoing culture 

change includes 
training managers 
in the competencies 
of change manage-
ment, and the “coach 
approach” to leader-
ship, which is about 
helping employees 
by expanding aware-
ness and shar-
ing experience. 

With our 
less tangible, 
but absolutely critical, culture changes well underway, 
we were finally in a position to benefit from the struc-
tural realignment. The intent of the shift to functional 
organization is to increase efficiency, eliminate mul-
tiple interfaces and integrate surveillance activities. 

You can probably see how our cultural and structural 
changes are mutually reinforcing, and how both aspects 
of the transition contribute to a Flight Standards Service 
with greater accountability, better use of resources, 
and change readiness. The change we do want you to 
notice is what we have already been hearing from some 
of our industry stakeholders. From my vantage point, 
the conversation with industry has changed for the bet-
ter. Our stakeholders are noticing that we are respond-
ing in a different way, with a greater amount of service 

Continued on page 29

The new functional 
structure aligns FAA’s 
leadership in four areas: 

1. Air Carrier Safety 
Assurance

2. General Aviation 
Safety Assurance

3. Safety Standards

4. Foundational Business
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The Future is Now: Flight Standards Service Realigns
Continued from page 27

and with better care and quality. I hope and expect that 
your experiences with Flight Standards will be similar.

I also hope and expect that you will see us continue 
to improve. You’ve probably heard it said that “the 
future is now.” What that means to me—and for the FAA 
Flight Standards Service as a healthy organization—is 
that the future is the result of what we do right now. I 
want to see us get better still at practicing our new cul-
tural norms and creating a Flight Standards Service 
that is truly agile, efficient and consistent in our service 
to you. We owe you that; we are ready to deliver.  

John S. Duncan 

Executive Director, Flight Standards Service

John S. Duncan is the Executive Director, 

Flight Standards Service. As Executive 

Director, he oversees the development, coordination, and 

execution of policies, standards, systems, and procedures; 

public rules, regulations, and standards; and program plans 

that govern the operations, maintenance, and airworthi-

ness of all U.S. civil aircraft, including those of U.S. flag 

carriers and foreign carriers when operating in and over the 

United States, its territories and possessions. His oversight 

responsibilities also include proficiency and certification 

of air agencies (flight schools/maintenance bases) and of 

qualified airmen (other than air traffic control personnel).

Prior to assuming his duties as Flight Standards Service 

Executive Director, Mr. Duncan served as the Deputy 

Executive Director, Flight Standards Policy Oversight. In this 

capacity, he shared the Executive Director’s responsibil-

ity for administering and managing the full range of policy 

development, implementation, integration and evaluation 

across the organization. He provided executive direction 

and oversight over the following: International Programs 

and Policy, Unmanned Aircraft Systems, Organizational 

Resources and Program Management, Air Transportation, 

Aircraft Maintenance, Flight Technology and Procedures, 

Flight Standards Training, Regulatory Support, Civil Aviation 

Registry, and General Aviation and Commercial Divisions.

Mr. Duncan joined the FAA as an Aviation Safety 

Inspector in Cincinnati, Ohio in 1986.

LEARN MORE

The Realignment Toolkit: The Realignment Toolkit is 

designed to provide a one-stop shopping point for infor-

mation on realignment. Our intent is to provide as much 

information as possible to everyone. 

https://www.faa.gov/about/office_org/

headquarters_offices/avs/offices/afx/realignment_info/

New Flight Standards Service Websites: The Flight 

Standards Service websites have been updated to provide 

additional information.  We offer both internal and external 

versions that provide links to the functional area offices.   

https://www.faa.gov/about/office_org/

headquarters_offices/avs/offices/afx/

Rapid Response Team: The Rapid Response Team 

(RRT) responds quickly to any issues that arise from 

realignment. These could include: information tech-

nology access issues, routing/coordination, roles and 

responsibilities, work stoppages, applicant issues, etc. 

To contact the RRT, you have the following options:

Email: FlightStandardsRRT@faa.gov  

Telephone number (external stakeholders):  

888-283-8944. 

Note: All modes of communication with the RRT 

are monitored 8:00am - 8:00pm Eastern time zone.

InFO 17010, Federal Aviation Administration’s  

(FAA) Flight Standards Service Reorganization:  

https://www.faa.gov/other_visit/aviation_industry/ 

airline_operators/airline_safety/info/

all_infos/media/2017/InFO17010.pdf

https://www.faa.gov/about/office_org/headquarters_offices/avs/offices/afx/realignment_info/
https://www.faa.gov/about/office_org/headquarters_offices/avs/offices/afx/realignment_info/
https://www.faa.gov/about/office_org/headquarters_offices/avs/offices/afx/realignment_info/
https://www.faa.gov/about/office_org/headquarters_offices/avs/offices/afx/
mailto:FlightStandardsRRT%40faa.gov?subject=
https://www.faa.gov/other_visit/aviation_industry/airline_operators/airline_safety/info/all_infos/media/2017/InFO17010.pdf
https://www.faa.gov/other_visit/aviation_industry/airline_operators/airline_safety/info/all_infos/media/2017/InFO17010.pdf
https://www.faa.gov/other_visit/aviation_industry/airline_operators/airline_safety/info/all_infos/media/2017/InFO17010.pdf
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A One-Stop Shop,  
A Diversity of Services

Continued on page 32

BY PAUL SEIDENMAN & DAVID J. SPANOVICH
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Indiana Flight Center
Continued from page 31

I n 1996, the City of Elkhart, Indiana, approached Joe 
Harnish, the then-owner of Aircraft Management 
Company, Ltd., with a proposition. Would he consider 

starting an FBO at the Elkhart Municipal Airport (EKM)?
At the time, FBOs at EKM had a checkered history of 

revolving-door ownership. “There were nine different opera-
tors over a period of just 13 years, and most of them had got-
ten into the FBO business for all the wrong reasons, such as 
a perceived get-rich quick or fly-for-free opportunity,” said 
Brett Zierle, owner and President of Indiana Flight Center. 
“The city wanted a stable and successful FBO going forward.”

Harnish had been with the airport since the 1960s 
and operated Aircraft Management Company (parent 
company of Indiana Flight Center)–a long-established 
private aircraft management business that also provided 
maintenance support, but not FBO services. Zierle, who 
began his aviation career working for Harnish nearly 30 
years ago while still a college student, recalled that his 
boss was initially hesitant about getting into the FBO 
business. “But, we talked about it, and decided this was 
something we could do for the long-haul,” he explained.

Zierle, who began acquiring an ownership stake 
in Indiana Flight Center in 2010, pointed out that 
Harnish, now retired, mentored his career. “Joe 
was a wonderful mentor—and still is,” he said.

The stability sought by the City of Elkhart for a success-
ful FBO has been realized, with nearly 22 years of opera-

tion under the same 
management, and a 
current workforce of 
16, of which 13 are 
full-time. The key to 
Indiana Flight Center’s 
success, explained 
Zierle, has come down 
to one thing—service.

“Indiana Flight 
Center built a repu-
tation emphasizing 
excellent service,” 
he remarked. “We 
treat the Cessna 150 
customer the same 

as we would a large business jet operator. And, we are 
always trying to find ways to improve upon our service.”

At the same time, Indiana Flight Center has diversi-
fied its services. At one time, most FBOs were “one-
stop shops,” offering a variety of services to the aircraft 
owner. “The FBO was the place where an aircraft opera-
tor could go for everything—not only fuel, but mainte-
nance, modifications, flight training, aircraft rental and 
aircraft management,” Zierle said. “But, by the 1980s 
and ‘90s, many FBOs chose to focus on one or two items, 
with fuel being the most important. When we started 
Indiana Flight Center, we decided to be a one-stop shop 
in the historical sense, providing fuel, aircraft manage-
ment, flight training, aircraft rental and maintenance. We 
have never considered specializing in any one service.”

That decision turned out to be a critical one for the sur-
vival of the business, especially in 2008, when the recession 
knocked the wind out of general aviation–causing fuel sales 
to tumble, and forcing many FBOs to close their doors.

“This shows that if we had relied mostly on fuel sales, we 
would never have weathered the recession, and would proba-
bly not be in business today,” added Zierle. “Even for a small 
town FBO, there is definitely a need to diversify services.”

Indiana Flight Center is a branded Phillips 66 dealer 
with a storage capacity of 20,000 gallons of Jet A and 
12,000 gallons of avgas in underground tanks. For self-
service piston aircraft customers, the FBO also maintains 
a 1,000-gallon capacity above-ground tank. About 80 
percent of the company’s fuel sales is Jet A, which Zierle 
reported is likely to hold steady for the foreseeable future. 
The fuel is dispensed directly from the tanks as well as 
trucks–one with a jet fuel capacity of 3,000 gallons, and 
another which holds up to 1,500 gallons of avgas.

The company’s policy of reinvesting in itself has also been 
a key factor to its longevity. For example, Zierle is currently 
looking to add additional hangar space to expand aircraft 
storage and maintenance services, and to take on more man-
aged aircraft. Currently, Indiana Flight Center operates two 
hangars, each with a total of 22,500 square feet for aircraft 
storage. “We can accommodate most large cabin business 
jets, including all members of the Challenger and Falcon 
families, and up to the size of a Gulfstream IV,” he explained.

Of the two hangars, one “main hangar” includes the 
FBO services center, which utilizes 6,000 square feet of 
space for the lobby, lounge and office. The other han-
gar has 3,000 square feet of office, lobby and lounge 
space. Under current planning, the two facilities, 

The key to 
Indiana Flight 
Center’s success 
has come 
down to one 
thing—service.
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which are about 50 feet apart, will be joined to form a 
single complex within the next two to three years.

Expansion plans also call for an additional 50,000 square 
feet of ramp space. This would open more transient aircraft 
service opportunities, especially during major athletic events 
at the University of Notre Dame, just 25 miles to the west 
and served by South Bend International Airport (SBN).

“On Notre Dame game days, there might be 150 to 300 
aircraft flying into South Bend, along with that airport’s 
commercial traffic,” said Zierle. “Based on the data I have 
seen, we believe we could capture at least 10 percent of 
those operations because our airport is less congested 
and much easier to use. That is why we want to promote 
Elkhart as an alternative airport during game days.”

Aircraft management and maintenance are the 
major growth businesses at Indiana Flight Center, 
which Zierle attributed to the strong national econ-
omy. Knowledgeable and trained in the Cessna prod-
uct line, the company manages three jets: a Citation 
Encore, a Citation XL and a Citation XLS+–along with 
two twin pistons: a Cessna 340 and a Cessna 414.

Indiana Flight Center is also registered with 
the State of Indiana as an aircraft dealer and plans 
to expand its services into aircraft sales.

The company’s maintenance operation is also Cessna-
focused, with a staff of four full-time and two part-time 
airframe and powerplant (A&P) licensed mechanics. The 
services include all major airframe and powerplant inspec-
tions for both piston and turbine–although complete engine 
overhauls, including turbine hot section inspections, are 
done out of house. Future plans call for obtaining an FAR 
Part 145 repair station certificate, a prerequisite for avion-
ics service, which the company wants to add. Along with 
maintenance, line service is available, staffed by two full-
time and three part-time people–all NATA Safety 1st trained.

A smaller part of the FBO’s operations is flight train-
ing, provided directly by two flight instructors under their 
own certified flight instructor (CFI) certificates. Training 
is offered for the private, instrument and commercial 
single engine aircraft ratings. Flight training was rein-
stated in 2015, after a seven-year hiatus, due to market 
conditions. For now, it will remain limited in scope.

Continued on page 35
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“We have no plans at this time to become an FAR Part 141 
flight school,” Zierle stated. “Maybe one percent of our flight 
training prospects ask if we offer a Part 141 curriculum.” He 
added that the vast majority of the flight students at Indiana 
Flight Center simply want to be recreational pilots or are 
business people who feel that, at some point, they might 
acquire a light aircraft they would fly for business purposes.

Looking ahead, Zierle said that another two to three 
employees could be added as his expansion plans move 
forward. But, he also acknowledged the impact the 
changing competitive and regulatory landscape could 
have on Indiana Flight Center’s future operations. 

“If I had to describe my competition as it relates to fuel, 
it would be my customers’ home bases,” he said. “A number 
of corporate operators have established their own onsite fuel 
farms or fill up at an FBO at their home airports, and have 
little need to buy fuel during their trips, so you are com-
peting with the price at their home base. Along with that, 
the old gas guzzlers are going away, so we are not selling 
as much fuel. The new aircraft are more fuel efficient, so 
the challenge for the industry is to adapt to this market.”

Then, there are regulatory concerns. “There are always 
proposed rules under discussion, such as new security 
standards at smaller airports which could impact the 
FBO and significantly increase our overhead,” Zierle 
noted. “We really don’t know what is going to happen.”

In fact, that is what Zierle said makes NATA membership 
extremely important: “As an NATA member, I recognize 
NATA’s hard work and commitment to our industry and 
the issues surrounding it. The information and resources 
they provide help guide small companies like ours.”

He also acknowledged the support and commit-
ment his company has received over the years from the 
City of Elkhart, its Board of Aviation Commissioners 
and airport managers. “Without this support, we 
never could have succeeded as we have,” he said.

Indiana Flight Center has also given back to the commu-
nity with support for local organizations. “We are actively 
involved and work with our local EAA (Experimental 
Aircraft Association) chapter, Boys & Girls Club, Civil 
Air Patrol, Elkhart Fire and Police departments, and 
the Elkhart Chamber of Commerce,” Zierle noted.  

Continued from page 33
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A t the start of the 20th century, 
when the life expectancy in 
the United States was only in 

the mid-40s, and work was heavily 
centered on family agricultural pro-
duction, most people simply weren’t 
exposed to a need for leadership and 
managerial skills. As our economy has 
evolved to one increasingly focused 
on technology, manufacturing and 
knowledge, organizations have grown 
to far outnumber family farms. 
Careers now stretch, sometimes by 
decades, beyond what most humans 
were even expected to live only a 
few generations ago. As a result, 
the face of leadership and organi-
zational constructs has changed 
fundamentally. Organizations 
have become more complex, and 
so, too, have issues of safety, man-
agement, and leadership. Though 
these concepts are often addressed 
separately, research suggests that 
if we want to achieve consistent, 
positive outcomes, then leadership 
and safety cannot be separated.

Leadership’s Connection 
to Safety

FAA Order 8000.369B describes 
Safety Management Systems (SMS) 
in part as the “formal, top-down, 
organization-wide approach to 
managing safety risk and assuring the 
effectiveness of safety risk controls” 
(FAA, 2016, p. 8). Although it doesn’t 
capture the full extent to which lead-
ership permeates—and influences—
an effective safety culture, the FAA 
definition hints at the role of leader-
ship in safety by describing SMS as 
“top-down.” Research over several 
decades shows that leadership can be 
tied to tangible safety outcomes, with 
numerous studies examining the rela-
tionship between leadership and inci-
dents, accidents, and injuries, as well 
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as safety culture and participation. 
The maturation of safety management 
as a practice in the aviation industry 
has led to a more widespread recogni-
tion that leadership plays a pivotal 
role in safety processes. But why this 
relationship exists—and how it can 
be influenced—remains a mystery to 
many. For a deeper understanding of 
the role of leadership in safety per-
formance, we first need to recognize 
the various forms of leadership that 
might appear within an organization.

Leadership Styles
Leadership is an interesting idea. 

In contrast to managing, which is 
loosely defined as “controlling and 
directing resources,” leadership 
is best described as “the ability to 
influence others under dynamic 
conditions.” Its threads run through 
our lives in countless ways and the 
concept of leadership has provoked 
discussions for ages. Despite its 
prevalence, leadership has only been 
the subject of formal study for about 
a century and research has yielded 
a number of theories. Frederick 
Taylor introduced the idea of what 
he termed scientific management 
in the early 1900s, when he began 
experimenting with how leaders and 
managers interacted with workers to 
assure optimal production efficiency. 
Taylor’s work was arguably not a 
specific leadership theory, but some 
of his ideas—notably, the separation 
of work and workers into specialized 
units—persist even today. Taylor’s 
research improved efficiency, but at 
a cost. Organizations today are often 
complex, tight-coupled systems, 
and attempting to understand those 
systems as a function of various 

component parts is not only unman-
ageable, but inefficient. Even so, 
Taylor’s work started a trend of more 
formal investigations of the way we 
work together within organizations. 

In 1939, Kurt Lewin conducted 
one of the most well-known stud-
ies of leadership, and he described 
three leadership behavioral styles: 
autocratic, democratic and laissez-
faire. In the autocratic style, the 
leader exercises tight control over 
a group and centralizes decision-
making. The democratic leadership 
style, in contrast, stresses group 
participation rather than the impo-
sition of goals. Democratic leaders 
were described by Lewin, and many 
others in the decades that followed 
Lewin’s classic work, as participative 
and consultative, rather than direc-
tive or manipulative (authoritative) or 
hands-off and passive (laissez-faire).

Thirty years later, Paul Hersey and 
Ken Blanchard described a theory 
of leadership that was similar to 
Lewin’s in its focus on behavior, but 
extended that thinking to accommo-
date situational changes such as the 
task, function, or people involved. 
The Situational Leadership Model, 
as the theory was called several years 
into its development, identified four 
leadership styles: directing, coach-
ing, supporting, and delegating. 
Hersey and Blanchard described the 
styles as fluid and contingent, but 
as having certain characteristics.

■■ Telling/Directing: Leaders 
give specific instruction on 
what to do and how to do it.

■■ Selling/Coaching: Leaders 
provide information to 
explain their decision-making. 

Leaders “sell” their message 
to bring the team on board.

■■ Participating/Supporting: 
Leaders build relationships, 
and are embedded in the 
team. Leaders may defer to 
team members for decision-
making at certain points, 
sharing in the process.

■■ Delegating: Leaders pass on 
responsibility to the group, 
but still monitor progress. 
Delegating leaders are less 
involved in decisions.

The Situational Leadership 
Model does a fine job of illustrat-
ing changing leadership styles 
based on the situational direction 
and guidance needs of the groups, 
but it remains a bit simplistic.

Patrick Hudson, in work-
ing to develop Shell Oil’s Hearts 
and Minds safety culture efforts, 
extended Hersey and Blanchard’s 
model to also incorporate fail-
ure modes. Hudson describes 
the four leadership styles as:

■■ “Telling” and “yelling”
■■ “Teaching” and “patronizing”
■■ “Participating” and “do it all”
■■ “Delegating” and “advocating”

Adding failure styles is help-
ful because we often learn by first 
describing a negative state. Though 
the styles clearly demonstrate refine-
ment over the various iterations, 
what these models fail to describe 
is a map of why and what leaders 
engage in. Describing style is useful, 
but understanding substance is criti-
cal to effective leadership. Common 
to all of the styles described here is 
that leaders must focus first on what 
their followers need, rather than on 

Continued on page 41
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only what they are equipped to give 
their group. This search for substance 
led to more refined descriptions 
of leadership methodology, with a 
focus on the follower as a means of 
evaluating leadership effectiveness.

Servant leadership was first 
described by Robert Greenleaf in the 
1970s, though the ideas he proposed 
were relatively unknown until they 
were further refined by Larry Spears 
in the mid-1990s. Spears proposed 
distilling the concept to 10 primary 
characteristics of servant leaders:

■■ Listening
■■ Empathy
■■ Healing
■■ Awareness
■■ Persuasion
■■ Conceptualization
■■ Foresight
■■ Stewardship
■■ Commitment to the 

growth of the people
■■ Building community

Greenleaf’s and Spears’ work 
marked a change in leadership study, 
focusing on more specific, learnable 
behaviors consistent with leadership, 
rather than describing an innate, rela-
tively unchangeable ability. Servant 
leadership theory gave voice to associ-
ated ideas, like ethical leadership and 
altruistic leadership (also shown to 
correlate to safety outcomes), as well 
as to ideas on transformational lead-
ership, now one of the most widely-
researched leadership theories.

Transformational leadership 
theory emerged as an extension to 
models that were largely transac-
tional; in other words, they empha-
sized organizational structure and 
boundaries, as well as monitoring 
and evaluation as the primary means 

of control. Transformational lead-
ership, on the other hand, takes a 
more strategic view, by aiming to 
increase intrinsic motivation among 
employees through attempts to link 
organizational goals to individual 
strengths and aspirations. Bernard 
Bass, one of the most widely-known 
proponents of transformational 
leadership theory, breaks the concept 
into four parts, which can be con-
trasted with transactional leadership:

Transformational Leader
■■ Charisma: Provides vision 

and sense of mission, instills 
pride, gains respect and trust.

■■ Inspiration: Communicates 
high expectations, uses sym-
bols to focus efforts, and 
expresses important pur-
poses in simple ways.

■■ Intellectual Stimulation: 
Promotes intelligence, rational-
ity, and careful problem solving.

■■ Individualized Consideration: 
Gives personal attention, 
treats each employee individu-
ally, coaches, and advises.

Transactional Leader
■■ Contingent Reward: Contracts 

exchange of rewards for 
effort, promises rewards for 
good performance and rec-
ognizes accomplishments.

■■ Management by Exception 
(active): Watches and 
searches for deviations 
from rules and standards, 
takes corrective action.

■■ Management by Exception 
(passive): Intervenes only 
if standards are not met.

■■ Laissez-Faire: Abdicates 
responsibilities, avoids making 
decisions (Bass, 1990, p. 22)

Transformational leadership 
inspires and supports, and nearly 100 
studies suggest positive relationships 
between transformational leadership 
and organizational outcomes. Julian 
Barling, et al. (2002) Anne Wu, et 
al. (2008), and David Freiwald, et 
al. (2013) describe specific research 
empirically linking the four compo-
nents of transformational leader-
ship outlined by Bass (i.e. idealized 
influence, inspirational motiva-
tion, intellectual stimulation, and 
individualized consideration) to 
improvements in workplace safety 
climate and performance. Knowing 
that transformational leader-
ship is most effective amongst the 
various styles, has the most positive 
outcomes with respect to job sat-
isfaction, and is clearly linked to 
improved safety outcomes, how 
might leadership be used to increase 
safety performance in practice?

Safety Leadership
It is worth mentioning here the 

delineation between leadership as a 
general concept and safety leadership. 
We often associate leadership with 
position, assuming that leaders lead, 
and followers follow, and that those 
roles are clearly defined. Safety lead-
ership assumes no such positional 
authority, and as Hudson (2001) 
notes, leading in safety only requires 
a public commitment to reaching one 
step higher on the ladder of safety 
culture than where the organization 
already sits. That said, the FAA and 
others have clearly pointed to a need 
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for top-down support as a necessary 
component within effective SMS. 
While recognizing that SMS relies 
equally on bottom-up support as it 
does top down, understanding the 
mechanisms behind how leadership 
affects safety allows identification of 
organizational levers through which 
change can be embedded. In 2012, 

Sharon Clarke conducted a meta-
analysis (essentially a study of studies 
to aggregate the scientific literature 
on a subject of interest) of transfor-
mational and transactional leadership 
effects on safety behavior. What the 
research overwhelmingly showed 
was that, as many leadership theories 
suggest, different situations require 
different leadership approaches. 
Whereas a transactional leadership 
style reinforced strict compliance with 
safety rules, transformational leader-
ship encouraged higher safety par-
ticipation, and a performance-based 
approach. It might be possible for 
leaders to positively influence safety 

compliance with transactional leader-
ship alone, but that style has no direct 
outcome on willingness to actively 
engage in safety activities. An authori-
tarian leadership style supports 
neither compliance nor performance 
during normal operations. Knowing 
what works in theory is interesting, 
but how do highly effective safety 
leaders put this science into practice?

Leadership in Action
Great safety leaders know how 

to build teams that understand 
where safety fits in the organiza-
tion’s cultural DNA, but they 
don’t do it by accident. Here are 
some things that you can do to 
make the most of leadership’s 
impact on safety performance:

Create a Vision
Transformational leaders have a 

clear vision, and can communicate it 
unambiguously. At a large operator, 
an informal poll of just a few of the 
several thousand employees showed 
that while everyone knew that com-
pany leadership valued safety, no one 
could describe what that vision looked 
like. After hearing those disappoint-
ing results, the safety department 
worked with the senior leadership 
team to articulate a clear vision of 
how things would look and feel at the 
company when the vision for safety 
was realized. The team focused on 
describing in detail the things they 
would see and hear once safety was 
embedded at the level they expected. 
Those detailed descriptions allowed 
employees at all levels to assign 
meaning to the vision, and make it 
real. A vision has to be made tan-
gible, so that employees know what it 

means to them beyond a simple state-
ment of belief. Leaders have a num-
ber of tools for communicating vision, 
including a safety policy statement, 
strategic plans, marketing, and regu-
lar, employee-facing communications.

Set Clear Expectations
Leading for safety means being 

specific about what is expected at all 
levels in the organization. A manu-
facturing firm had a large banner 
displayed at the entrance of their 
facility that read, “Safety is everyone’s 
responsibility.” Interviews with work-
ers at the assembly plant, though, 
showed that line workers and supervi-
sors weren’t readily able to describe 
their safety accountabilities. Instead 
of making safety everyone’s respon-
sibility and offering no more specific 
information (which means, in prac-
tice, no one is responsible), incorpo-
rating individual accountabilities and 
responsibilities for safety at all levels 
of the organization not only helps 
shape culture, but also it provides 
clarity of purpose and a link to vision.

Communicate
Through their communication, 

safety leaders inspire action. This can 
be nonverbal, such as demonstrating 
acceptable behavior and modeling 
proper action in the context of safety; 
or it can be through more traditional 
written or verbal methods. Safety 
leadership means clearly articulating 
not only the faults and limitations 
in our systems, but the hero stories 
as well, and using our mistakes as 
teaching opportunities. Senior lead-
ers support safety by modeling open 
dialogue and ensuring that employ-
ees always know that they can share 
information, good or bad. Engaging in 
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conversation, not debate, supports an 
open culture of reporting and echoes 
the leader’s commitment to learning.

Empower Action
When leaders drive their own-

ership of a process or a system as 
low as possible in the organization, 
they demonstrate trust, and inspire 
creative performance, rather than 
only strict compliance. Taking action 
that might trade some personal risk 
in favor of the greater good gives 
leaders an opportunity to show what 
altruistic behavior looks like, build-
ing on the clear expectations we 
discussed earlier. Allowing others to 
take the reins provides opportuni-
ties for learning, development and 
safety buy-in, and leaders have the 
chance to model what followership 
means to them. In one large FBO 
organization, each location has a 
safety leader who is empowered to 
take decisive action locally and report 
up to a central safety manager. While 
it may not be the right solution for 
every organization, for this operator 
it acknowledges that local person-
nel have a tremendous amount of 
expertise, encourages participation 
and builds trust. Of course, account-
ability is just as important as safety 
leadership when it is decentral-
ized, but with clear expectations 
in place, the foundation is solid.

Exercise Humility
A strong, positive safety culture 

centers on a commitment to orga-
nizational and individual learning. 
Without a good dose of intellectual 
humility to support curiosity, learn-
ing stagnates. Humble leaders aren’t 
weak and practicing humility does not 

sacrifice safety compliance. Rather, 
it encourages intelligent questioning 
and an unwillingness to accept that 
the status quo is the best possible 
solution.  Leading with humility is 
supported by allowing others to do 
their jobs well, and then taking time 
to reflect on performance together. If 
you’ve never watched the U.S. Navy’s 
Blue Angels demonstration team 
debrief a show, it’s worth investigat-
ing. (Take a look at the following link 
for an example: https://youtu.be/
bFGL04LiMgc.) Leadership some-
times means exercising extreme 
humility, taking ownership of your 
shortcomings, and talking with your 
team about how you are going to 
address them. Making the time to 
learn together supports individual 
accountability and, you guessed it, 
ties back to the organizational vision.

Leadership, like the culture it 
works to shape, exists along a con-
tinuum. To build and nurture a 
strong, positive safety culture—one 
that values learning, communication, 
trust, and flexibility—safety leaders 
must be a consistent model of reach-
ing one step higher for safety perfor-
mance. Clarity of purpose, willingness 
to engage and a commitment to 
understanding systems and processes 
dynamically in an open, inquisitive 
culture are all ways leaders can shape 
safety from the top down. Safety and 
the resilient capabilities that feed it 
are the result of intentional practice. 
Growing research shows that trans-
formational leadership is an integral 
part of that purposeful effort to 
achieve safety and that sound leader-
ship not only has the capacity to make 
us safer, but also to make us better.  
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Lessons from NATA’s Inaugural 
Ground Handling Safety Symposium

BY COLIN BANE

A t the NATA Ground Handling 
Safety Symposium—a new 
event held in late September 

2017 at the National Transportation 
Safety Board training center in 
Ashburn, Virginia—attendees ral-
lied around the organizing prin-
ciple Building a Better Safety 
Management System. Industry 

experts went in-depth on the 
International Standard for Business 
Aircraft Handling (IS-BAH) and 
the Safety Management Systems 
(SMS) requirements at its core, 
and provided a preview of a com-
plete 2018 refresh for the NATA 
Safety 1st online training program. 

“There’s really been a change of 
mindset in recent years, at every FBO 
and aviation business with a strong 
safety culture and throughout the 
NATA membership, toward creat-
ing companies where everybody is 
involved in safety around every 

Continued on page 46
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aspect of the business, from the 
CEO and management team to the 
ground handling team to the person 
who sweeps the floors,” said John 
Enticknap, the founding principal of 
Aviation Business Strategies Group.

Enticknap, an accredited IS-BAH 
auditor with 40 years of experi-
ence in the aviation fueling and 
FBO services industry, facilitated 
The Savvy Approach to Building a 
Successful Internal Safety Culture 
session, focused on building a foun-
dation for and reporting on SMS.

“You can go and take an IS-BAH 
fundamentals course, but that doesn’t 
hand you a usable SMS plan or set 
of Standard Operational Procedures 
(SOPs) because those are things 
that really need to be customized,” 
Enticknap said. “You can do that 
customization entirely in-house, 
but a lot of companies are finding 
it’s worth bringing in some experts. 
One of the things my company does 
is to help FBOs of all sizes develop 
IS-BAH-compliant programs.”

IS-BAH was developed through 
a partnership between NATA and 
the International Business Aviation 
Council (IBAC) to establish a set of 
global industry best practices for 
business aviation ground handlers, 
following the format and struc-
ture of the International Standard 
for Business Aircraft Operations 
(IS-BAO). Five years after its initial 
implementation, IS-BAH registra-
tion is increasing among NATA 
members and there appears to be 
an industry-wide thirst for more 
structured sharing of safety data. 

“This is the first time NATA held 
the Safety Symposium, and one 
of the key takeaways, for me, was 

everybody was enthusiastic, every-
body was serious about wanting to 
continually build a strong safety 
culture, and they all wanted more of 
this kind of information,” Enticknap 
said. “NATA was very pleased with 
the turnout and feedback from the 
attendees, and, I’ve already been 
told, the Safety Symposium will be 
back next year. The emphasis in the 
attendees’ feedback was on getting 
more detailed information on the 
IS-BAH program because there really 
are still a lot of questions out there.”

Enticknap was effusive in his 
praise of the other speakers and 
sessions during the event, par-
ticularly Benjamin J. Goodheart’s 
Smarter Ground Handling ses-
sion on safety data collection and 
analysis; and, says he was impressed 
by the quality of the conversation 
around every topic presented. 

Goodheart, a co-founder of 
Versant, believes the success of the 
NATA symposium reflects an indus-
try-wide maturation when it comes 
to big-picture safety management. 

“If we had said, even just a few 
years ago, that we were going to get 
everybody together to talk about the 
nuts and bolts of Safety Management 
Systems and this kind of really 
formalized safety training—talk 
about the ways that we get people 
engaged to create learning organi-
zations and all of these things that 
contribute to making FBOs safer 
and stronger and better—it very well 
might have been just me and you 
in the room staring across at each 
other,” Goodheart joked. “To have 
this symposium as well attended as 
it was in its first year, and to have 
representation from all over the 
industry, speaks volumes about how 
much the industry—including FBOs, 
MROs and other service providers—
has matured in the last couple years. 
Now, all these competing interests 
have really started to rally around 
the idea of sharing information, 
and sharing real data in meaningful 
ways, in the interest of improving 
safety records across the industry.”
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Goodheart believes part of that 
maturation has been driven by NATA, 
and part of it has been driven by the 
arrival of the IS-BAH. “In a few short 
years, IS-BAH is already doing what it 
was intended to do, which is to raise, 
and keep raising that bar,” he added.

“I think also, and more impor-
tantly, there has been this bigger 
realization that, when we undertake 
a better understanding of process 
at every level—including our safety 
procedures, but also our approaches 
to intentional change management, 
transformational leadership, data 
collection and sharing and analy-
sis, everything—and really focus on 
making those processes better, we all 
get better across the board, both in 
our own companies and in our trade 
association and across the general 
aviation industry,” Goodheart said. 
“What we’ve seen is that, when we 
begin improving our safety processes, 
for example, we immediately begin 
reducing other inefficiencies across 
our businesses. Then, we can start 
reducing expensive and even tragic 
mistakes, and improve communica-
tion. By improving how our teams 
are organized at every level, we just 
all keep getting better. Now, I think 
everyone finally sees it and knows 
it, which is why most people in the 
industry are embracing these new 
standards even though they defi-
nitely do require some extra work.”

The extra work required to develop 
an SMS and register for and main-
tain an audited IS-BAH certification 
will, by its very nature, translate into 
measurable and actionable safety 
data, according to Goodheart.

“The way I judge success of my 
short little talk is if somebody could 

walk away from it with the abil-
ity to think of safety data in some 
other context than the opposite 
of a negative,” Goodheart said. 

His company, Versant, is a safety 
and risk management consulting 
firm. “I prefer the term advocate to 
consultant,” Goodheart said. “We put 
a tremendous amount of time and 
effort into learning how things look 
through the lens of the user so we 
can help them create radically effec-
tive tools and processes for safety.”

A key part of that process is 
disabusing his clients of old defini-
tions and understandings of “safety,” 
a message that was also central to 
his presentation at the symposium.

“In the aviation business, we’ve 
always tended to talk about safety 
in terms of accident rate, incident 
rate, injury rate, and equipment 
damage rate; and, when those rates 
aren’t high, we like to pat ourselves 
on the back and say, ‘We’re safe.’ 
But that’s completely backwards,” 
Goodheart explained. “We should 
be measuring safety in terms of the 
purposeful and positive and preven-
tative actions taken to bring those 
rates down, instead of in terms of 
just not making mistakes! We have 
a history of congratulating ourselves 
for not making mistakes, like that’s 
something magical, and it just isn’t. 
With a good SMS, paired with good 
data reporting and analysis and the 
careful and consistent curation of 
a safety culture based on that data 
and analysis to minimize risk areas 
to prevent serious incidents, that’s 
when you can rightfully start to say, 
‘We have a strong safety program.’ 
That’s when the magic happens. It’s 
in taking care of all those details 

that constitute a safety program in a 
truly systematic way. I see IS-BAH 
as a vehicle for helping us all get 
to that point when we can eventu-
ally proudly refer to it and say we’ve 
done all of these things to become a 
stronger, safer, and more resilient 
operation; and here’s what’s next.”

Sunshine McCarthy, Vice 
President of Business Development & 
Education at Baldwin Aviation Safety 
and Compliance, led the sympo-
sium’s opening session, SMS... From 

the ‘Ground’ Up. In her icebreaker 
activity, she projected quotes about 
Safety Management Systems on the 
wall and asked everybody to deter-
mine where they stood in response 
to each quote—agree, strongly agree, 
disagree, strongly disagree—then 
physically get up out of their seats 
and move around the room based 
on those responses. She says she 
wasn’t surprised to find a range of 
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responses sending people all over 
the room, even when prompted by 
seemingly uncontroversial messages.

“One of the goals was to start with 
this really foundational understand-
ing of what an SMS is, with a focus 
on ground handling, and what it can 
do when it’s properly implemented,” 
McCarthy said. “Everybody is coming 
at it from different angles, because 
there is a huge diversity of organiza-
tions represented within the NATA 
membership and at the symposium; 
but the core of what we’re talking 
about here is raising the bar for every-
body. It’s important to start by agree-
ing on some terminology and getting 
everybody on board with some of the 
basics of the potential in creating and 
maintaining a really strong SMS.”

Her company, Baldwin Safety & 
Compliance, was founded on the 
premise that “smaller flight depart-
ments need and deserve the same 
level of resources, programs, services 
and safety management as their 
multinational counterparts.” Baldwin 
offers a variety of software products 
and programs to help clients meet 
and maintain regulatory compliance 
requirements, including the IS-BAH 
and IS-BAO standards. McCarthy said 
attendees at the Ground Handling 
Safety Symposium included some 
NATA members who are already 
IS-BAH certified, others who are 
just beginning the process, and still 
others who haven’t gotten there yet. 

To the latter, McCarthy thinks 
the pitch is straightforward.

“A lot of ground handling incidents 
that occur can be traced back to a 
series of really small and seemingly 
inconsequential things leading up 
to an event where there is damage 

to an aircraft or other equipment 
or injury to a person,” she said. 

“It’s almost never just one big 
colossal mistake,” McCarthy contin-
ued. “A good SMS helps an orga-
nization look closely at all those 
small details and creates a process 
for learning from the findings and 
putting mitigations in place so you 
never have those kinds of events. 
The benefits to that process can be 
enormously far-reaching. Reducing 
those costly incidents can have a pro-
found impact on your organization. 
So many aspects of the business are 
impacted when there’s an incident: 
there can be a huge financial impact, 
there’s the potential for people to 
get injured, or for a client’s aircraft 
to get damaged, which impacts that 
client’s business and reflects on the 
ground handler’s reputation. Every 
incident, large or small, has all of 
these ripple effects when it happens, 
but it also turns out that nearly all of 
the incidents are entirely preventable. 
And developing a comprehensive 
SMS under the IS-BAH requirements 
is a really good way to do it. It has 
all positives. I think one of the real 
strengths of IS-BAH is that it puts 
a structure around all of that and 
provides a way for a ground handling 
business to demonstrate that they’re 
doing all the right things, taking all 
the right steps. Then, on the other 
side of it, when they can put up a 
sign that says they’re IS-BAH reg-
istered and compliant, it becomes 
a symbol that automatically tells 
customers that there is a strong and 
audited safety program in place.”

Mike France, NATA’s Managing 
Director for Safety & Training, 
revealed there are now close to 100 

IS-BAH registered locations globally 
in the fifth year of implementation.

“We’re very pleased with the 
uptick in IS-BAH registrations and 
we believe efforts like IS-BAH, the 
Safety 1st program, and the NATA 
Ground Handling Safety Symposium 
represent a global revolution in how 
our members and our industry pro-
actively approach safety concerns,” 
France said. “It has really, rightfully, 
become the number one industry 
priority and something that we’re see-
ing some of our biggest competitors 
collaborating on to continue to make 
real improvements. The results of 
that combination of factors have just 
been staggering in terms of industry-
wide safety by every measure.”

France believes those marked 
improvements are just the begin-
ning, particularly with a strong 
NATA Safety Committee currently 
chaired by Bob Schick (Director of 
Safety & Risk Management at TAC 
Air) and Vic Gregg (Director Safety 
Standards & Audit at Universal 
Weather & Aviation Inc.).

“As we look to the future of 
ground handling training with the 
updated NATA Safety 1st program 
rolling out in 2018 on the 10-year 
anniversary of the launch of our 
Safety 1st Professional Line Service 
Training Online, and with a contin-
ued surge in IS-BAH registrations, I 
expect we’ll see even more progress 
in reducing incidents of every kind 
across our industry,” France said. 
“It’s really a tremendous oppor-
tunity, and I’m proud to be work-
ing closely with the NATA Safety 
Committee to make the most of it.”  
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Arresting a Dangerous 
Descent for Insurers
After more than a decade of annual declines, aviation insurance rates may be leveling off.

BY BILL BEHAN, CHIEF EXECUTIVE OFFICER OF AIRSURE LIMITED

F or the first time since 2006, widespread rumors of 
aviation insurance cost stabilization are being heard 
from multiple sources. The reasons vary; but, suf-

fice it to say, after a decade or so of reductions, it appears 
the catastrophes associated with hurricanes, fires, earth-
quakes, weather and other major losses over the past 
several years may have hardened underwriters’ resolve to 
increase premiums across underpriced product lines. And 
General Aviation (GA) will most likely be no exception. 

Consider the metrics: In January 2006, seven 
companies in the United States were underwrit-
ing insurance coverage for general aviation air-
craft and businesses. Today, there are nearly 20.

However, during that same period, there have been 
8% fewer active GA aircraft to insure and 9% fewer 
GA businesses—not to mention fewer active pilots and 
even fewer airports operating. In sum, there are cur-
rently more insurance companies competing, but they’re 
competing for an increasingly smaller market. 

The competition between these companies has 
been intense and has favored buyers of insurance (the 
insureds)—as this competition has manifested itself in 
the form of annual reductions in premiums. This has 
caused insurance companies to use price as a major 
point of differentiation to retain customers. In insur-
ance industry terms, this is known as a “soft market.” 

For buyers of aviation insurance, a soft market can 
seem like a windfall; and, after years of annual reduc-
tions, an expected windfall at that. However, for the 
underwriting community (the insurers), it simply isn’t 
sustainable forever. Simply put, without some sort of cost 
stabilization in the price of premiums, we can expect to 
see an eventual controlled flight into terrain for insur-
ers—meaning many of the companies currently provid-
ing coverage will either be lost, or simply choose to forgo 
aviation and select other lines of business to underwrite.

Now, if you’re an insured who looks at insurance as a 
necessary evil and may only have contact with your pro-
vider once or twice a year—you may say: “So what? We can 
live with a few less insurance companies, right?” Possibly. 
But there is usually a cost associated with a smaller mar-
ket. A loss of insurers means less places your insurance 
broker can turn to for coverage. Fewer options mean, at 
best, higher premiums and, at worst, no available coverage 
at all. Healthy aviation insurers are necessary for aircraft 
and aviation businesses to operate profitably. Having a 

Continued on page 50

There are currently more 
insurance companies competing, 
but they’re competing for an 
increasingly smaller market.
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number of underwriting markets crash and burn would 
have a significant negative impact on general aviation 
pilots, operators and business owners across the industry. 

So, how might such a situation be prevented? 
Simple. Rate stabilization for aviation premi-
ums, along with discipline amongst insurers.

The aviation insurance industry lacks the pricing regu-
latory controls that are present in automobile, property, 
workers compensation and many other lines of insurance. 
Therefore, insurers are left to their own free will when it 
comes to establishing pricing. Among aviation insurers, 
annual premium renewals have been in a bit of a free fall for 
the past several years, which seems counter-intuitive when 
you consider the high values of the equipment being insured.

For example, have a look at the chart below, which 
compares the average cost of insurance from 2006 to 
2017 for some popular general aviation aircraft in opera-
tion today, and you’ll see the decline in average air-
craft premium cost customers have experienced. 

Aircraft Hull Value Liability 
Limit

2006 
Premium

2017 
Premium

Cirrus SR22 $350,000 $2,000,000 $5,950 $3,975

Cessna 182 $450,000 $2,000,000 $5,400 $3,350

Beech  
Baron $1,000,000 $10,000,000 $24,000 $12,000

Pilatus 
PC-12 $4,000,000 $10,000,000 $40,500 $15,000

Beech 350 $6,000,000 $50,000,000 $48,500 $17,300

Citation X $7,000,000 $100,000,000 $74,000 $21,000

Challenger $20,000,000 $150,000,000 $37,600 $14,500

Global 6000 $50,000,000 $200,000,000 $130,200 $53,300

Gulfstream 
V $45,000,000 $250,000,000 $124,600 $27,800

Gulfstream 
650 $60,000,000 $500,000,000 $153,000 $31,000

Bell 407 $3,500,000 $25,000,000 $152,200 $41,500

Airbus 145 $5,000,000 $50,000,000 $150,000 $52,700

Sikorsky 
S-76 $12,000,000 $100,000,000 $270,000 $98,500

For the insurers, this cycle has meant negative growth 
and minimal profitability, which is why many could 
well choose to abandon the GA market and move their 
resources elsewhere. As mentioned earlier, this would 

not be favorable for aircraft owners or aviation busi-
nesses, as it could cause pricing momentum to shift 
in the opposite direction—driving premiums higher 
due to fewer available markets for coverage.

However, stabilization of premiums will allow insurers 
to arrest this descent. And, though it will most likely mean 
annual pricing reductions becoming fewer or even nonexis-
tent, as well as more attention being paid to loss control, it 
will help ensure the health of the aviation insurance mar-
kets themselves. And, in so doing, ensure the availability of 
general aviation coverage at fair prices for years to come. 

Why now? There have been other insurance industry 
attempts in the past decade to slow the market from its 
steady descent. But given the abundance of underwrit-
ing capacity over the past 12 years, competition simply 
hasn’t allowed that to occur. However, the race to the 
bottom in terms of rates may have now reached a hard 
deck—and there’s very little altitude left below it. 

While we certainly don’t expect to see the double-digit 
rate increases experienced in the mid-80’s, early 90’s 
or post 9-11, we could foresee a shift of, perhaps, five 
percent or so above 2017 premium levels if the insur-
ance market is to level off and begin to stabilize itself.

It will be interesting to watch, and there is no way 
to predict whether or not insurers have the discipline 
and the wherewithal to arrest their 12-year descent. 
For consumers, we’re hoping they do because all of 
us need a healthy, vibrant underwriting commu-
nity if we are to continue to fly, and to prosper.  

About AirSure Limited

AirSure Limited, an AssuredPartners Aerospace company, is 

one of the nation’s largest aviation insurance brokerage firms. 

Specializing in risk management solutions specifically for the 

aviation industry, the company’s expertise includes business 

and general aviation, fixed base operations, aviation universi-

ties, airports, aircraft management companies, aircraft mainte-

nance facilities and aircraft owners. In addition to serving many 

well-known businesses and individuals worldwide, AirSure 

Limited is also program administrator for the National Air 

Transportation Association’s, and the Independent Fixed Base 

Operator Association’s, very successful Workers Compensation 

programs. The company was founded in 1984, and serves cus-

tomers through offices in Golden, Colorado and Dallas, Texas.
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N ATA’s annual Aviation Leadership Conference, held in November, provided a forum for avia-
tion executives to explore the political, economic and industry issues impacting their busi-
nesses. The conference opened with FAA Administrator Michael Huerta’s final address to 

the aviation business community as he nears the end of his tenure. Two top aviation policymak-
ers, the Honorable Rick Larsen (D-WA) and the Honorable Steve Russell (R-OK) discussed the FAA 
reauthorization bill and the controversial House proposal to privatize the nation’s air traffic con-
trol system. Analyst Richard Aboulafia provided an aviation industry overview and market forecast 
and Bombardier’s Chief of Industry Affairs Leo Knaapen, discussed business aircraft emissions and 
sustainable alternative jet fuel. Conference attendees also heard from the FAA’s Office of Aviation 
Safety, and FBO, MRO and airport experts provided insights on ADS-B equipage and aeronauti-
cal services pricing. CNN political commentator Matt Lewis made a return appearance, reflect-
ing on last year’s predictions for the Trump administration. Speaker presentations are available 
to conference attendees, please contact Karissa Uko at kuko@nata.aero for more information. 

Continued on page 52

2017 NATA Aviation Leadership 
Conference BY ELLEN MILLER AND MEGAN EISENSTEIN

mailto:kuko@nata.aero
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INTRODUCTORY REMARKS, AWARD 
RECOGNITION AND BREAKFAST KEYNOTE
Marty Hiller 
President 
NATA

The Honorable Michael P. Huerta 
Administrator 
Federal Aviation Administration

The conference 
began with NATA 
President Marty 
Hiller presenting 
FAA Administrator 
Michael P. Huerta 
with the NATA 
Distinguished 
Public Service 
Award for his 
years of service 
to the aviation 
community. 

The Administrator’s remarks covered a wide range of 
issues important to aviation businesses, including ADS-B, 
NextGen, the privatization of the air traffic control sys-
tem and the evolving aviation community. Administrator 
Huerta offered insights on the current state of the nation’s 
air transportation system and ongoing efforts to improve 
regulatory consistency across the FAA’s regions and offices. 
He closed by saying, “What we have been able to show is 
that the industry 
is willing to learn 
from each other; if 
we can expand on 
that, I am optimis-
tic for the future.”

FAA REAUTHORIZATION UPDATE
The Honorable Rick Larsen (D-WA) 
U.S. House of Representatives

The Honorable Steve Russell (R-OK) 
U.S. House of Representatives

Moderated by: 
Rebecca Mulholland 
Director, Legislative Affairs 
NATA

The first conference session was led by NATA’s Director 
of Legislative Affairs Rebecca Mulholland, who was 
joined by Representatives Rick Larsen (D-WA) and Steve 
Russell (R-OK). Congressmen Larsen and Russell have 
been leaders in the fight against the privatization of the 
nation’s air traffic control system. Congressman Larsen, 
ranking member of the House Aviation Subcommittee, 
noted that there have been multiple attempts to bring 
the ATC privatization bill to the floor, following commit-
tee approval (on a party-line vote) in June, and that it is 
clear the votes just are not there to support the bill. He 
feels that “privatization is a solution in search of a thou-
sand problems.” It would break up the FAA at a time 
when NextGen is really starting to make a difference. 

Congressman Russell, member of the House Armed 
Services Committee, national security expert and aviation 
enthusiast, discussed how ATC reform would negatively 
impact national security. He said that after reading through 
the bill, no one has been able to clearly answer the secu-
rity concerns that come along with it. For instance, the bill 
would diminish the power of the President and instead 
require the proposed thirteen-member board to come to a 
consensus in times of crisis when action needs to be taken 
quickly and decisively. Congressman Russell stated, “the 
government has an interest in national security, intelli-
gence and national airspace, and we don’t relinquish that.”

Mulholland encouraged attendees to com-
municate with Members of Congress through 
NATA’s Legislative Action Center at www.nata.
aero/actioncenter or by calling the industry advo-
cacy hotline at (833)-GAVoice (833-428-6423). 

http://www.nata.aero/actioncenter
http://www.nata.aero/actioncenter
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FBO PRICING: PERSPECTIVES FROM 
PILOTS, AIRPORTS AND FBOS
Joel Bacon 
Executive Vice President, Government and Public Affairs 
AAAE

Steve Drzymalla 
Senior Vice President, Business Aviation Bulk Fuel 
World Fuel Services

Ken Mead 
General Counsel 
AOPA

Jeff Ross 
Board Member, NATA 
President and CEO, Ross Aviation

Moderated by: 
Larry Wade 
Board Member, NATA 
President & Partner, Golden Isles Aviation

NATA tackled the issue of aeronautical services pric-
ing with a panel featuring AOPA’s General Counsel 
Ken Mead, AAAE’s EVP for Government and Industry 
Affairs Joel Bacon, Ross Aviation’s President and CEO 
Jeff Ross and World Fuel Services’ Senior Vice President 
for Business Aviation Bulk Fuel Steve Drzymalla. Mead 

outlined the three objectives that AOPA hopes to achieve 
by initiating this discussion, including more transpar-
ency in pricing and fees at FBOs, increasing access to 
airports, and finally, ensuring that airport sponsors 
improve their due diligence in oversight of grant obliga-
tions. He assured the audience that AOPA is not seek-
ing the economic regulation of FBOs, noting that AOPA 
found only 35 or so airports of concern in the U.S.

NATA Board Member Jeff Ross discussed the range 
of factors that can result in different prices at FBOs in 
rural areas versus those at major airports. Ross noted 
the challenges, airports are expensive operating environ-
ments and the revenue to keep an FBO running has to 
come from somewhere. He also mentioned that his FBOs 
are very conscious of their fuel prices because they are 
aware that people will go elsewhere to find lower prices.

Joel Bacon, commenting on the perspective of the 
airport community, stated airport executives are already 
held accountable to all of the people in that commu-
nity and those who pass through it, and that adding 
an extra federal layer of oversight would be too much. 
He offered that “we may need more education,” but 
pilots should use the many local resources and avenues 
already in place to solve issues they may have. 

Continued on page 54
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CONVERSATION WITH FAA 
OFFICE OF AVIATION SAFETY
Michael O’Donnell 
Executive Director, Office of Accident Investigation and 
Prevention 
Federal Aviation Administration

Moderated by: 
John McGraw 
Director of Regulatory Affairs 
NATA

Michael O’Donnell, 
the FAA’s Executive 
Director of the Office of 
Accident Investigation 
and Prevention, dis-
cussed the FAA’s new 
risk-based oversight 
that will focus their 
time and resources more towards locations they deem 
problematic, while they focus less on locations that have 
historically not had issues. O’Donnell also discussed the 
FAA’s Compliance Philosophy, a commitment to “tak-
ing a different approach to inspections–no longer com-
ing in with a hammer.” O’Donnell noted the hardest part 
about transition so far has been creating a cultural shift 
within the Agency, due to the fear that an accident could 
occur in a location where the FAA reduces its oversight. 

In addition to the new inspection methods, O’Donnell 
discussed how else the industry as a whole is promot-
ing safety. Collaboration is the biggest factor, with the 
understanding that no one will compete when it comes 
to safety. In fact, particularly on the commercial side of 
things, confidential information sharing sessions have 
become a common practice. During these sessions, indus-
try representatives come together in one room to learn 
from previous mistakes and help each other to create 
a safer environment. This collaboration has helped to 
make 2017 the safest year yet for the aviation industry. 

LUNCHEON KEYNOTE
Matt K. Lewis 
CNN Political Commentator, Author and Editor

Bill Deere 
Executive Vice President for Government  
and External Affairs 
NATA

During lunch, conference attendees heard from return-
ing guest speaker and political commentator, Matt Lewis. 
Lewis discussed the midterm elections, potential Russian 
intervention in the 2016 U.S. election, Obamacare, the 
Trump Administration’s relationship with Congress 
and the mood of the nation. Lewis reflected on how his 
predictions from the previous year have held up thus 
far: “How naive I was,” Lewis stated, “to think Trump 
might govern differently than he campaigned.”

Lewis believes that many of the issues that the 
Republican party have faced in the past year stem from 
the fact that they were not prepared for what would 
happen after winning last year’s presidential election. 
They needed more time to work through the intellec-
tual issues and develop a strong platform, but Trump 
interfered with that process. To Lewis, “the worst thing 
you can do to someone is prematurely elevate them.”

Lewis also pointed out that despite the fact that the 
economy is doing well, we have low unemployment and are 
not involved 
in any major 
wars, the over-
all attitude of 
the country 
is still quite 
pessimistic. 
When asked 
how we as a 
nation can 
get back to a 
more func-
tional system that can work together, Lewis answered, 
“Who knows?” Since there are so many venues now 
for every individual to get their opinion out there, 
it will be difficult to move forward cohesively.
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TRENDS IN THE MRO MARKET 
AND THE ROLE OF OEMS
Todd Duncan 
Chairman 
Duncan Aviation

Carol Giles 
President 
The Giles Group

Phil Stearns 
Director, Sales and Marketing 
Stevens Aviation

Moderated by: 
Tim Obitts 
EVP, Operations and Business & General Counsel  
NATA

Three representatives from the MRO and OEM industry 
discussed workforce stimulation, changes in FAA certifica-
tion and the progress of equipping aircraft with ADS-B.

Todd Duncan, Chairman of Duncan Aviation, offered 
some suggestions for how the industry could engage with 
the wider aviation industry to grow the workforce. Duncan 
noted that more emphasis needs to be put on creating 

internships and incentives to bring new people into the 
industry. Possible groups to target for employment range 
all the way from high school students to retired military 
personnel. On top of that, he said solutions will have to be 
geographically-based and people will need to get creative. 

The panel also discussed the looming January 1, 2020 
ADS-B Out mandate. Duncan expressed concern about com-
pliance within the general aviation community. Even though 
about a third of the industry is currently compliant, the MRO 
industry does not feel that there is much urgency with non-
compliant pilots and operators to equip with ADS-B. Duncan 
said that the number of non-compliant aircraft in the indus-
try are more than enough to overwhelm MROs, yet most of 
their time slots for aircraft to be upgraded remain unfilled.

The outlook for the MRO industry is cautiously positive. 
There are many opportunities for customers to upgrade 
their aircraft (for instance, with WiFi and 4G connection). 
Phil Stearns, Director of Sales and Marketing at Stevens 
Aviation, gave a positive view on the OEM side of things 
noting his company did not lose many customers over the 
past year, and as the economy continues to strengthen, he 
anticipates the number of aircraft being built will increase.

Continued on page 57



NATA FAA Medical 
Certification Services

Group services available for a flat monthly fee.
• Receive expedited Certification reviews, notices and approvals.

• Work directly with the FAA Medical Certification Institute in Oklahoma City, 
Federal Flight Surgeon in Washington DC, and Regional Flight Surgeons.

• Proactive AeroMedical guidance reduces time away from the cockpit.

• Respond quickly to FAA requests on behalf of pilots.

Harvey Watt & Co. is uniquely qualified to advise pilots & leaders, reduce 
liability, help airmen avoid certification groundings, and get pilots cleared 
to return to work as quickly as possible. Since 1951, we have represented 
pilots, unions, and airline/corporate flight departments. Every year, 15% of 
pilots who have access to our group certification services call us for help 
with the FAA. Today, we represent over 65,000 pilots.

P.O.Box 20787  |  Atlanta, GA 30320  |  (800) 241-6103 Toll Free  |  (404) 767-7501 Main  |  (404) 761-8326 Fax  |  harveywatt.com

Contact us today to enroll!

info@harveywatt.com
(800) 241-6103

The Aviation Medical Bulletin 

is provided electronically to 

all members of the airline or 

association and delivers brief 

summaries of the latest health 

research and studies.

Don’t hesitate to call or email. 

Our doctors can help pilots and 

their treating physicians evaluate 

treatment options approved by  

the FAA.

We know FAA requirements, 

when to take action, and how to 

avoid unnecessary grounding and 

certification delays.

Confidential assistance from 

our doctors and nurses led by 

Dr. Fred Tilton, former Federal 

Flight Surgeon. We submit cases, 

expedite approval, interface with 

the FAA on the pilot’s behalf, 

handle appeals, and confidentially 

advocate for airmen.

SPECIAL EDITION
DOS AND DON’TS OF GETTING YOUR 
FAA MEDICAL EXAM 

We suggest you print and file this with your 
medical file to review before every physical.

We frequently get questions regarding how to 
prepare for the FAA Flight Physical.  These 
questions typically address common concerns 
that we would like to address in a DO and 
DON’T format to assist in your next visit your 
Aviation Medical Examiner (AME).

DO go for your Flight Physical when you are 
in good health.  This seems obvious, but 
usually because of scheduling factors, many a 
Pilot have reported for their medical exam in 
the midst of suffering a cold, or worse (with a 
cast on their arm, walking with a cane 
following back or leg surgery, etc.).   Such 
issues can compromise the Pilot’s ability to 
meet medical standards.  Further the AME is 
completely within their right to deny or defer 
your exam to the FAA Office of Aerospace 
medicine.  Go for you exam when you are at 
your best.

DO take medical records.  If, since your last 
exam, you’ve been treated for a medical or 
dental condition, bring records to verify it.  For
a majority of medical conditions ask your 
treating healthcare provider to compose a 
concise summary letter (signed, dated, and on 
letterhead – not prescription pad notes) that 
addresses the following:

• Diagnosis (diagnoses), (Example: Left Rotator cuff
tear; GI reflux disease),

• Treatment with any ongoing therapy, (Ex. Surgical 
repair on 2/1/2011, followed with 14 weeks 
Physical therapy; dietary modifications and Prilosec 
20mg a day),

• Response to treatment and full release statement 
(“Fully recovered and released without restrictions 
on 6/15/2011).

For conditions that are more complicated and/or may 
require a Special Issuance Authorization (SIA or 
“waiver”) from the FAA, contact your AME or other 
aeromedical consultants ahead of your flight physical.

DO bring the “Applicant Copy” of your previous FAA 
flight physical exam as well as any correspondences 
from the FAA (ex. SIA).  Never assume that your AME 
will readily provide a copy of this for you.  You should 
always ask for a copy of the “Applicant Copy”, along 
with your new medical certificate from your AME, at 
the conclusion of your exam.  This is your copy of this 
regulated exam and can be helpful in completing future 
exams or responding to inquires from the FAA about 
past medical exams.  Keep them in a file with other 
important records.

DO carefully read your new medical certificate before 
your sign it. Even minor typos can cause problems for 
you down line, and the use of white-out on medical 
certificates is not appreciated by the FAA.  If there is an
error problem on the certificate, ask the AME to correct 
it.  It is a legal document and needs to be treated as 
such.

one 
Education

two 
Preventative Medical

three 
FAA Recertification

THREE LEVELS OF ASSISTANCE

A NATA Member 
Benefit Program

FAA Certification Experts represent and advocate for you during every step.  
Do not risk your career or company by not properly disclosing a medical issue.
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INDUSTRY OVERVIEW AND 
MARKET FORECAST
Richard Aboulafia 
Vice President of Analysis 
Teal Group Corporation

Introduced by: 
Greg Schmidt 
NATA Board Chairman 
President and CEO 
Pentastar Aviation

Richard Aboulafia, 
Vice President of 
Analysis at the Teal 
Group, discussed 
business jet market 
performance trends 
including U.S. busi-
ness jet operations per 
year, oil prices, business 
aircraft deliveries, cor-
porate profits, business 
aircraft market by class 
and business jet OEM 
strategies and positions.

Mr. Aboulafia told conference participants “This is 
another disappointing year. Next year should be modestly 
better, looking at availability (and used sales). Pricing is 
still an issue.” He touched on a number of issues tied to 
the economy and how it is impacting aircraft deliveries, 
including how all business aircraft deliveries are under-
performing GDP. Aboulafia stated, “People are not tak-
ing their wealth and putting it into aviation.” Aboulafia 
concluded his presentation by noting, “I’m not sure busi-
ness aircraft are a long-term growth story; but then again, 
the market is much higher than pre-2000 levels.”

BUSINESS AIRCRAFT EMISSIONS AND 
SUSTAINABLE ALTERNATIVE JET FUEL
Leo Knaapen 
Chief, Industry Affairs 
Bombardier

Introduced by:  
Tim Obitts 
EVP, Operations and Business & General Counsel  
NATA

The final conference session was led by Leo Knaapen, 
Chief of Industry Affairs at Bombardier. Knaapen discussed 
the Business Aviation Commitment on Climate Change 
(BACCC) and the Sustainable Alternative Jet Fuel (SAJF) 
Project. Knaapen provided an overview of the emissions 
objectives that the business aviation community committed 
to in 2009. These objectives include reducing carbon dioxide 
emissions by 50% by 2050 (relative to 2005), improving 
fuel efficiency 2% per year from 2010 to 2020 and achiev-
ing carbon neutral growth by 2020. These objectives will 
be achieved through new technologies, infrastructure, 
alternative fuels, and global market based measures. 

Knaapen also offered a progress report and outlined 
next steps on the Sustainable Alternative Jet Fuel project 
that NATA staff and other industry stakeholders have been 

working on over the past several months. The project’s 
objective is to “provide business jet operators with a com-
prehensive document describing steps they should follow to 
fly on sustainable alternative jet fuel.” For further informa-
tion on the sustainable alternative jet fuel project, please 
contact Megan Eisenstein at meisenstein@nata.aero.  

mailto:meisenstein@nata.aero
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T he mission of the NATA Safety 
1st program is to provide our 
members with world class in-

person and online training and educa-
tional opportunities. In 2017, NATA 
introduced new programs expanding 
our educational offerings includ-
ing the Part 135/91 Training Center 
and the Ground Handling Safety 
Symposium. As we begin 2018, NATA 
is excited to bring back many of our 
most popular events and to introduce 
even more opportunities for profes-
sional development and training. 

The Safety 1st Advanced 
Line Service (ALS) Regional 
Workshop series will return with 
a revamped agenda expanding 
on topics including the impact of 
human factors on safety, customer 
service and professional leadership. 

The ALS workshops will kick off in 
Phoenix, AZ, in January followed by 
workshops in Long Beach, Denver, 
Chicago, Long Island, Orlando and 
Austin. As always, ALS provides 
training that goes beyond the foun-
dational education provided by the 
Professional Line Service Training 
program and helps member com-
panies invest in future leaders.

The NATA Certified CSR 
Program returns for a third year 
and will take place in Ft. Worth, 
Teterboro and Fort Lauderdale. 
Provided in partnership with the 
Aviation Business Strategies Group 
(ABSG), the Certified CSR Program 
provides customer service represen-
tatives with two days of interactive 
development focused on enhanc-
ing customer service knowledge 

and skills. Whether learning how to 
manage customer expectations or 
finding little ways to exceed those 
expectations, the Certified CSR 
Program is a don’t miss experience.

NATA is very excited to intro-
duce our newest in-person training 
programs, the Certified FBO Safety 
Manager Workshop, the Certified 
QC Inspector Workshop and the 
Air Charter/Aircraft Management 
Client Services Workshop. These 
three new events seek to bring the 
same engaging learning experience 
for which NATA events are known 
to new areas of our industry.

The NATA Certified Safety 
Manager Workshop is the perfect 
opportunity for FBOs to enhance 
their safety performance. A two-
and-a-half-day event, the Certified 

Safety Update

BY MICHAEL FRANCE

A Look At 2018
NATA Safety 1st Update:
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FBO Safety Manager workshop is a 
rigorous program for individuals that 
are or will be managing an FBO’s 
safety management system (SMS). 
With IS-BAH conformance in mind, 
the workshop features sessions on 
developing and implementing an 
SMS, as well as activities designed to 
assist in measuring and improving 
safety performance. Individuals who 
have completed this workshop will be 
well prepared to manage the chal-
lenges of building a successful FBO 
safety program and safety culture.

Aviation fuel is at the center of 
many FBO operations and making 
sure that the fuel delivered to aircraft 
is “clean, dry and on-specification” 
is the goal in every refueling. The 
new Certified QC Inspector 
Workshop will provide attendees 
with a comprehensive education in 
everything fuel handling related. 
Covering topics that include fuel 
characteristics, filtration, sampling & 
testing, maintenance and setting up 
a conformant inspection program, 
this workshop will include both 
classroom instruction and hands-on 
experience in the most common fuel 
quality control tasks. Attendees will 
also receive instruction on developing 
internal QC training programs that 
assure that all refueling personnel 
understand the basics of aviation fuel 
handling and quality management.

NATA is also very pleased to 
partner with ServiceElements, 
International to introduce the 
Competitive Strategies for 
Client Services Seminar (How 
Air Charter and Aircraft 
Management Companies 
Leverage Service to Win in the 
Marketplace). Designed specifi-
cally for professionals in the charter 

management world, the workshop 
will explore the attributes of mod-
ern service expectations and assists 
in the development of a plan to 
meet and exceed those expecta-
tions both personally and compa-
nywide. Utilizing service scenario 
simulations, group exercises and 
class discussions, the Competitive 
Strategies for Client Services Seminar 
is tailored to build service confi-
dence and skill in all attendees. 

In addition to these workshops, 

the popular NATA FBO Success 
Seminar, the Advanced Deicing 
Workshop and eight regional 
NATA Industry Town Halls fill 
out the 2018 calendar. NATA has long 
stood for educational and professional 
development excellence and 2018 will 
be no exception. Be sure to check out 
our website at www.nata.aero/events 
for details or to register for one 
these exciting events. Our facilita-
tors and staff look forward to see-
ing you and your team in 2018!  

SECURITY AND DRUG PROGRAM UPDATES FROM NATACS

Have you implemented the Twelve-Five Standard 
Security Program (TFSSP) Change 6?

On July 31, 2017, the Transportation Security Administration (TSA) released a 

memorandum to covered aircraft operators regarding the upcoming changes to 

the Twelve-Five Standard Security Program (TFSSP). These changes, commonly 

referred to as Change 6, must be implemented no later than January 17, 2018. 

A notable difference includes an increase in the minimum number of required 

hours for initial and recurrent training for TFSSP Ground Security Coordinators 

(GSC). NATA Compliance Services (NATACS) is launching an update to its cur-

rent GSC training. As January 17th quickly approaches, all twelve-five aircraft 

operators should be diligent in understanding and complying with Change 6. 

For any questions, please contact your Principal Security Inspector (PSI).

DOT Part 40 Final Rule | Changes to the Drug-Testing Panel

The Department of Transportation (DOT) recently published the Final 

Rule to the changes in its drug testing program. These changes include 

adding four new semi-synthetic opioids to the testing panel that go 

into effect January 1, 2018. The four semi-synthetic opioids are: oxy-

codone, oxymorphone, hydrocodone and hydromorphone.

Changes to the testing panel means changes to the Custody and Control 

Form (CCF), the company policy and the materials posted in the facility. 

Drug Program Managers (DPM) must ensure these are updated by the first 

of the year and should check with their Third Party Administrator (TPA) for 

updated materials. The one exception is the ‘old’ CCF, which can be used 

until June 30, 2018, but no later. After ordering and receiving new CCFs, 

the DPM can identify the new CCFs by checking Step 5A for the addition of 

the four new semi-synthetic opioids. Visit www.transportation.gov or con-

tact NATA Compliance Services at info@natacs.aero for more information.

http://www.nata.aero/events
http://www.transportation.gov
mailto:info%40natacs.aero?subject=
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Rebluing the 
FAA’s New 

Guide for Repair 
Station and 

Quality Control 
Manuals

BY CAROL E. GILES

M embers of the armed forces, 
notably the U.S. Air Force 
(USAF), as well as owners 

of firearms, are familiar with the term 
“rebluing.” Rebluing, a term that orig-
inated with firearms, is the process 
used to restore the protective coating 
that prevents a firearm from rusting.

For the USAF, whose mem-
bers wear the color of the sky, 
rebluing is meant to convey con-
tinuing military education, fol-
lowing professional standards, 
and reaffirming core values.

Rebluing, to me, as a veteran of 
both the Army and the FAA, is keep-
ing pace with the times, correcting 
inconsistencies, and maintaining a 
focus on continuous improvement. 
The term came to me when I reviewed 
the FAA’s Oct. 6, 2017, Advisory 
Circular 145-9A Guide for Developing 
and Evaluating Repair Station 
and Quality Control Manuals.

The Advisory Circular (AC) pro-
vides information to repair station 
certificate holders and applicants 
on how to develop and evaluate a 
Repair Station Manual (RSM) and 
Quality Control Manual (QCM). 
As with any FAA AC, it describes 
an acceptable means, but not the 
only method, to develop a manual 
and comply with the regulations.

The guide, like the intent of 
rebluing, has improved; but it also 
has a few opportunities for clari-
fication, which I’ll address in this 
article. The overall revision of the 
AC is a good step toward correct-
ing inconsistencies and demon-
strates continuous improvement 
on the part of the regulator.

For the most part, the new AC’s 
content is the same as its predeces-
sor AC 145-9 Chg. 1. Yet, the big-
gest difference in the new guide is 
the lack of document control and 

revision status. There is no page 
control sheet or any other method 
that lists what pages have been 
revised. In addition, revision bars are 
lacking throughout the document. 

This omission is a valid concern, 
since indicating revisions is a stan-
dard process in document develop-
ment. Furthermore, this is the same 
process required by the FAA of its 
applicants and certificate holders. 
Obviously, this makes it difficult 
for the reader to understand what 
was revised and sends the message: 
“Do as I say, not as I do.” It is my 
hope that this omission was due to 
an oversight and the FAA will see 
the error and correct it with a revi-
sion—sooner, rather than later.

A minor change involves 
restructuring the outline and 
paragraph numbering; however, 

Continued on page 62
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this should not be a showstop-
per for using AC 145-9A.

Moving to content, the most 
significant change addresses a 
long-standing item on industry’s 
wish list—guidance regarding work 
performed at another location. As 
you may know,14 CFR 145.203 
allows a repair station to temporar-
ily transport material, equipment, 
and personnel to a place other than 
the repair station’s fixed location to 
perform maintenance if the work is 
necessary due to a special circum-
stance or necessary to perform on a 
recurring basis. In both instances, 
the repair station’s manual must 
include procedures for accomplish-
ing maintenance at a place other than 
the repair station’s fixed location.

Both the revised AC and the previ-
ous version contain guidance and 
procedures on how to comply with 
this regulation. However, this revision 
goes into much greater detail and 
addresses the use of mobile main-
tenance units, an approach that has 
been around for the last decade. The 
AC defines these units as “a vehicle 
deployed by the repair station to 
transport people, materials, equip-
ment, and data from one location to 
another.” The AC also defines mobile 
field service as “repair station per-
sonnel, materials, equipment, tools, 
deployed to perform work away from 
the fixed location for a special circum-
stance or on a reoccurring basis.”

In the past, the use of mobile 
maintenance units was not allowed 
consistently across the United States, 
which makes this revision a posi-
tive step in providing clearly-defined 
means to comply with the regulation. 

Even when mobile units were 
allowed, a prior inconsistency was 
the interpretation of CFR 145.203, 
which states “temporarily transport.” 
Neither the regulation nor preambles 
define or describe what the FAA 
means by “temporarily transport,” 
which created a point of conten-
tion between industry and the FAA. 
With this revision, the FAA defines 
“temporary/temporarily” as an 
arrangement without permanency 
lasting for a limited time. Also, there 
is a note below this definition that 
informs the reader that the FAA’s 
use of the word “temporarily” in the 
regulation does not mean an unspeci-
fied return to base frequency.

Importantly, mobile mainte-
nance units must not be used in 
a way that results in continuous 
uninterrupted operation at another 
fixed location. If that is the case, 
the repair station should apply for 
a satellite or a new certificate.

Another improvement is link-
ing procedures and guidance to 
the Safety Assurance System (SAS) 
Data Collection Tools (DCT) that the 
FAA uses to conduct its certification 
projects and oversight. While I did 
not do a side-by-side comparison 
of the new AC with the DCT ques-
tions (there are approximately 300 
questions), I have completed count-
less DCTs as part of certification 
projects and audits and recognize 
those types of questions well. 

Another indication that the FAA 
based the AC on the SAS DCT ques-
tions can be found in the Sample 
Procedure Format Paragraph 2.4. 
In this paragraph, the FAA provides 
sample procedures that can be used 
when describing the preliminary 

inspection process. The sample 
specifically refers to interfaces and 
process measures that are directly 
related to the SAS questions and the 
FAA’s safety assurance concepts.

Other parts of the AC are inconsis-
tent when it comes to ensuring that 
the content in this document aligns 
with other FAA Orders and ACs. As 
the FAA says, this requires “manag-
ing the interfaces between docu-
ments.” For example, in AC 145-9A, 
the FAA defines traceability as the 
ability to verify the history, location 
or application of an item by means 
of documented recorded identifica-
tion. On the other hand, AC 20-154 
Guide for Developing a Receiving 
Inspection System for Aircraft Parts 
and Materials defines traceability 
as “the ability to establish that a 
part or material was manufactured 
under Part 21, or previously deter-
mined to be airworthy under Part 
43.” I recommend the FAA revisit the 
definition found in the new AC and 
match it with the one in AC 20-154.

There are few other areas where 
the FAA is not as consistent as it 
could be. Finding them all might 
be a good task for a long winter’s 
night. Yet, at the end of the day, 
AC 145-9A is a good first start to 
align advisory material with SAS 
and to provide the industry some 
useful examples to help with reblu-
ing procedures and manuals.  

Carol E. Giles is 
President of The 
Giles Group, global 
aviation consultants. 
Previously, Giles led 
the FAA’s aviation 
maintenance division.
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Safety 1st News

• Adler Aviation, Inc.
Jim Hausch
The Villages, FL
jimhausch@adleraviation.aero
(941) 232-3955

• Aery Aviation LLC
Robert Dynan
Newport News, VA
bdynan@aeryaviation.com
(757) 593-6149

• Airocean Aviation LLC
Andrew Hayden
Yalesville, CT
andrew.hayden@airocean.com
(203) 294-8800

• Bert Postma
Paloato, CA
Flystanford@me.com
(650) 851-2400

• Capital Aviation
Jay Ferriero
McLean, VA
jferriero@capitalautomotive.com
(703) 288-3075

• Cardinal Air
Karen McGraw
Siler City, NC
karenmcgraw@gmail.com
(919) 357-7254

• CB Aviation
Brianna Cortes
Ogden, UT
brianna@cbaviation.com
(801) 621-0326

• Cedar Aviation 
Services Limited
Eugene Ball
St. David’s Island, Bermuda
eball@cedaraviation.com
(441) 232-3327

• Centerline Aviation LLC
Christina Genova
Great Bend, KS
info@fuelwith.us
(620) 796-2130

• Chartright Air
Constantine Tsokas
Mississauga, ON
tsokasc@chartright.com
(905) 671-4674

• Cofely Services Inc.
Jean-Marc Therrien
East Boston, MA
Jean-Marc.Therrien@
cofelyservices-gdfsuez.net
(514) 876-8748

• Crosby Flying Services LLC
Coley Means
Ft. Worth, TX
coley@crosbyflying.com
(512) 422-6396

• Davis Air Repair Inc
Philip Esdaile
Davis, CA
phil@davisairrepair.com
(530) 756-1202

• East Metro Aviation
Mike Demulling
New Richmond, WI
mike@nrairport.com
(715) 246-5338

• Findlay Airport -  
City of Findlay, OH
Matt McVicker
Findlay, OH
mmcvicker@findlayohio.com
(419) 422-4182

• Florida Keys 
Mosquito Control
Joshua Kogut
Marathon, FL
jkogut@keysmosquito.org
(305) 289-3700

• Green Bay Packaging, 
Inc - Aviation Department
Billy Costner
Green Bay, WI
bcostner@gbp.com
(920) 609-8457

• Heliponents Inc
Chad Barta
Mesa, AZ
chad@heliponentsinc.com
(480) 981-8300

• Hunter Huffman
Hunter Huffman
Salt Lake City, UT
hbh0816@westminstercollege.edu
(435) 659-9070

• Island Airways
Angela Lefevre-Welke
Charlevoix, MI
lefevream@hotmail.com
(231) 547-2141

• Lakeland Linder 
Regional Airport
Eugene Conrad
Lakeland, FL
gene.conrad@lakelandgov.net
(863) 834-3298

• Lynx FBO Network
Chad Farischon
Houston, TX
cfarischon@lynxfbo.com
(405) 795-2027

• Marana Aerospace 
Solutions, Inc.
Chris Barnard
Marana, AZ
chris.barnard@maranaaerospace.com
(520) 616-5313

• MPW Aviation
Andrew Ouillette
Heath, OH
aouillette@mpwservices.com
(904) 229-6516

• PSE Aviation Services LLC
Matt Borgman
Columbia, MO
borgman.matt@gmail.com
(816) 838-0050

• Scanlon Aviation
Patrick Scanlon
Novato, CA
maintenance@scan-
lonaviation.com
(415) 897-9787

• SunAir Aviation Inc.
Brian Sapp
Leesburg, FL
brian@sunairaviation.com
(352) 787-2211

• Tenax Aerospace, LLC
Andrea Peterson
RIdgeland, MS
apeterson@tenaxaerospace.com
(601) 352-1107

• Top Gun Aviation
Mark Rouch
Stockton, CA
mark@topgunaviation.net
(209) 983-8082

• Trident Aircraft
Debbie Kerins
Easton, MD
debbie@tridentaircraft.com
(410) 604-1333

• Trijet Aviation 
Management LLC
Cheryl Moore
Scottsdale, AZ
cmoore@discoverylandco.com
(480) 624-5234

• Ventura County 
Department of Airports
Todd McNamee
Camarillo, CA
todd.mcnamee@ventura.org
(805) 388-4372

• Waypoint Aviation
Keith Robertson
Cincinnati, OH
keith@waypointaviationluk.com
(880) 769-4765

New NATA Members
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card required! The Phillips 66® Aviation Partners-Into-Plane Contract Fuel Program 
provides easier fueling for all operations – Corporate and Char ter f lights now 

included. Contact us at 1-866-535-0138 or contractfuel@p66.com to sign up. 
For participating Phillips 66 FBOs, visit phillips66aviation.com. 

FOR MORE INFORMATION, STOP BY OUR ROW AT SDC2018.

THIS SAYS YOU ARE GOING WITH THE BEST. 

DOWNLOAD THE APP TO PUT CONTRACT FUEL TO WORK FOR YOU.

phillips66aviation.comPhillips 66® and the Phillips 66 Wings Logo are registered trademarks owned by Phillips 66 Company or one of its subsidiaries. 
©2017 Phillips 66 Company. All rights reserved.

THIS HELPS YOU GET WHERE YOU’RE GOING.

Client: Phillips 66

Bleed: 8.75" x 11.25"

Trim: 8.5" x 11"

Live: 7.75" x 10"

Colors: 4/c

DPI: 300

Creative Director: V. PULLICINO

Designer/Art Director: M. HERRERA

Copywriter: J. FINCH

Proofreader: N. TUCKER

Graphic Artist: JW/TR/JW

Inspected By:

Production Manager: C. CAPOSINO

Brand Supervisor: L. PRAKER

Brand Manager: M. SATTLER

010218_CompassContractFuel_Mech.indd
Revision: 0   Created: 11.14.17   Printed at 100%

MECHANICAL

BL
EE
D

TR
IM

LI
V
E

BLEED
TRIM

LIVE

010218_CompassContractFuel_Mech.indd   1 11/15/17   4:36 PM


