
Smarter Charter

PRESENTED BY:

Mike Moore (Meridian), Kyle Hanson (Solairus Aviation) and Brande Waddle 
(Glazer’s Flight Operations)

Friday February 10, 2017 | 10:15 a.m. – 11:30 a.m.
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Why Charter?

• Balancing the wants and needs of the owner vs. Charter Sales
– Most Owners Charter to Offset Costs NOT to Make Money
– Safe operation of the aircraft
– Preservation of the asset’s value
– Selling the trip twice…First the Client and then the Owner

• Understanding Sales 
– Tremendous Resources to into Securing a New Client
– Competition is Fierce
– Time is critical
– No Second Chances

Understanding Owners
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Charter Sales

• Affordability – Ask Questions

• Trip Type (International/Domestic), Number of Passengers, Times

• Aircraft Type

• Pets/Special Needs

• Internal or External Aircraft to Source

• Does the Trip Meet Owner Criteria

Vetting the Client
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Trip Analysis

• Permits, Duty Times

• Crew Rest Requirements

• Stop or Non-Stop – Where to Stop on the Great Circle Route

• Airport Selection - Runway Lengths, Altitude, Approaches, Curfew

• Time to Accomplish Necessary Requirements

• Crew Availability, Crew Requirements, Pricing

• Safety is the Ultimate Decision Factor

Communicating with Ops – During the Quoting Process
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Booking Process

• Schedule Trip When Quote is Signed

• Have Payment Terms in Place

• Gather all Passenger Information
– Names
– Passport Information
– 24 Hour Contact Information
– Transportation

Communicating with Flight Operation/Dispatch
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Final Trip Check

• Verbal recap of all Trip Details with both Client and Operations

• Coordinate with Ops regarding weather, NOTAMS, rest issues (if changed)

• Flight Follow all legs

• Ensure Ancillary Services are in place/delivered

• Look at upcoming legs for changes

Prior to Departure
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Working as a Team

• Sales Keeps Client Happy and Responsible for Selling

• Operations Responsible for Safe Operation of the Trip 

• Both are Responsible for the Aircraft Owner’s Interests

• Cross Training Employees

• Daily Meeting with Sales & Ops to Review the Schedule

• Incentivize Operations – Participate in the Commission Pool

• Debrief with Crew – Address issues, formulate solutions

Understanding the Challenges of Both Groups
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Flight Operations

• Communication

• Lead Times

• Crew Scheduling 

• Aircraft Scheduling

• Passenger Details
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Communication

• Open communication (Charter Sales – Flight Ops)
– Flight Crews (Pilots, MX, FA)
– Aircraft Owner

• Challenges
– Remote working locations
– Understanding of position/department goals and responsibilities 

“The Single biggest problem with communication is the illusion that is has taken place.” – George 
Bernard Shaw
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Lead Times

• Landing permits

• Crew/pax Visas

• Owner approval 
– Setting realistic expectations

• Likely different for every managed aircraft
– Ensuring everyone involved understands the process
– Communicating any status updates

• Crew scheduling
– Confirming qualified crew for the aircraft
– Contract Pilots and FA Availability
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Crew Scheduling

• Qualified Crew for 135 Charter Flights
– Training done under the Operator’s certificate
– 135.299 line check to be PIC qualified

• Contract Crew
– Positioning considerations for non based crew

• Time and cost



13

Crew Scheduling

• Flight Time
– 10 hours (2 pilot crew)

• No more than 10 hours in a 24 hour period
– 12 hours (3 pilot crew)

• Duty Time
– 14 hours (2 pilot crew)
– 18 hours (3 pilot crew)

• Rest
– 10 hours minimum rest
– Be mindful of the 10/24 regulation when scheduling/quoting minimum rest trips

135 Crew limitations
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Aircraft Scheduling

• Parking limited at some airports
– May require repositioning to/from

• Adds time
• Adds cost 

• Potential security risks to consider
– Aircraft security at the airport
– Crew security
– No Go situations
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Passenger Details

• Document copies are always best if possible
– Lessens chance of input error

• Errors risk possible fines or worse
– Copy on file in case of issue while on trip

• APIS/eAPIS Requirements
– 135 v. 91 

• Main differences to note: pax home address and US border crossing needed for 91
• Must be accurate 
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COMMUNICATION IS KEY
Roger Murdock: We have clearance, 
Clarence.
Captain Oveur: Roger, Roger. What’s 
our vector, Victor?
Tower voice: Tower’s radio clearance, 
over!
Captain Oveur: That’s Clarence 
Oveur. Over.
Tower voice: Over.
Captain Oveur: Roger.
Roger Murdock: Huh?
Tower voice: Roger, over!
Roger Murdock: What?
Captain Oveur: Huh?
Victor Basta: Who?
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Flight Department Resources 

• Trusted vendors

• Other flight departments

• FBOs 

• Air Charter Guide

• S & D Conference
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Selecting Charter Operator 

• Vetted 
– ARGUS (Gold, Gold Plus and Platinum)
– Wyvern (Registered Operator and Wingman Standard)
– IS-BAO (Stages 1,2 and 3)
– Air Charter Safety Foundation audit registration



Charter Operator Review Form
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Aircraft Charter Pre-Screening Questions

20
Source: Aircraft Charter Consumer Guide

https://www.nbaa.org/member/admin/options/charter/aircraft-charter-consumer-guide.pdf
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Selecting Aircraft 

• Number of people

• Distance traveled

• Airports requested 

• Where is aircraft originating from?

• Aircraft Size, Age and Condition

• Cost

• Baggage / Cargo space 

• Necessities / Amenities



Aircraft Comparison

22Source: Executive Jet Management - https://www.executivejetmanagement.com/Global/PDFs/PJCH.pdf



Request for Proposals
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Source: Aircraft Charter Consumer Guide

https://www.nbaa.org/member/admin/options/charter/aircraft-charter-consumer-guide.pdf
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Presenting Options

• Be sure to get the information from the representative that you know 
your passengers will want

• A picture says a thousand words

• Manage expectations

• More than one option
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Presenting Options

• Short and sweet
The 2 below flights would depart from Addison
– 2004 Sovereign Citation $23k (cabin height 5.7’), with wi-fi
– 2009 Lear 45XR $17k (cabin height 4.9’), with wi-fi, NOT available to depart 

before 1200
The 2 below flights would depart from Dallas Love Field
– 2004 Falcon 900EX $29k (cabin height 6.2’), NO wi-fi
– 2000 Hawker 800XP $16k  (cabin height 5.7’), with wi-fi

Please see the attached flyers for each aircraft
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Communication

• Convey expectations
– Who handles which items?

• Communicate needs to the charter company representative
– Advise them of any passenger dietary restrictions and/or medical conditions
– Ensure they are aware of passenger expectations
– Keep them updated with trip changes
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Post-Trip

• Recap what went right and what needs improvement

• Compare quote and invoice




