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Today’s business aircraft are tak-
ing companies to new heights of 
productivity. While many believe 

that flying by private jet is reserved for the 
Fortune 100 corporation and executive, 
the opposite is true. Business aviation is an 
essential tool for small, medium and large 
organizations to gain a competitive advan-
tage and outperform their competitors.

• Small companies operate the 
majority of business aircraft. 60 percent 
have fewer than 500 employees.

• 3 percent of U.S. business aircraft 
are flown by Fortune 500 
companies, while 97 percent 
are operated by a broad cross-
section representing small and 
medium businesses, universities 
and charitable organizations.

• Business aircraft users have a dominant 
presence on the “best of the best” lists for 
most innovative, most admired, best brands 
and best places to work.

In addition to achieving substantial 
time savings, travelers are conducting 
business, closing deals and generating 
ideas from their private offices in the sky. 
Revolutionary advancements in commu-
nications technology have enabled execu-
tives and their teams to easily transition 
from the office to the cabin, creating a 
clear competitive edge.

A 2010 report by NEXA Advisors dem-
onstrates that corporate aviation provides 

a unique competitive benefit to America’s 
businesses, manifesting in higher share-
holder and enterprise value. In addition 
to revenue and profit growth, associated 
non-financial drivers include increased 
employee productivity, motivation, satis-
faction and innovation. 

Where Experience Meets Excellence
Founded in 1968 as the first jet charter 

company west of the Mississippi, Clay 
Lacy Aviation is distinguished as the most 
experienced operator of private jets in 

the world. Headquartered at 
Los Angeles’ Van Nuys Airport, 
it has brought the benefits of 
private aviation to leaders in 
business, government, enter-
tainment and sports for over 45 

years, and is the only charter company to 
have flown six U.S. presidents. 

We have assembled the most experi-
enced team of aviation professionals in the 
industry,” said Clay Lacy Aviation President 
Brian Kirkdoffer. “Together, we bring the 
best practices from business, commercial 
and military aviation to provide the highest 
level of safety, service and value to the indi-
vidual passenger and aircraft owner.”

Clay Lacy Aviation provides a complete 
suite of aviation services, from global jet 
charter to aircraft acquisitions, manage-
ment, maintenance, avionics, aircraft 
interiors and corporate hangar facilities. 

Its unmatched expertise, combined with 
a half-century of global business relation-
ships, results in a superior level of service 
and support. 

Respected throughout the aviation and 
business world as a leader in executive jet 
charter and management services, Clay 
Lacy Aviation repeatedly earns the highest 
awards for safety, training and expertise. 

Global Charter Services
With more than 50 business jets avail-

able for charter throughout Southern 
California and access to thousands more 
around the globe, Clay Lacy Aviation 
offers travelers a variety of aircraft options 
to meet any need.

For individuals flying less than 50 hours 
per year, on-demand charter provides the 
simplest and least expensive method to 
fly by private aircraft. A Clay Lacy Avia-
tion flight concierge will provide several 
aircraft options best suited to your itiner-
ary. Simply select the aircraft you prefer 
and arrange payment for the flight. There 
are no recurring membership fees, capital 
commitments or large deposits on account.

Executive Travel Program: The Best Alterna-
tive to Fractional & Jet Card Programs

For executives and corporations who 
fly more than 50 hours per year, Clay Lacy 
Aviation offers an exclusive Executive 
Travel Program. Designed to meet the spe-

cial needs of frequent travelers, this pro-
gram provides the most cost-effective and 
straightforward access to business aircraft. 
Advantages include:

•  Priority scheduling & reduced hourly 
rates

• No recurring membership fees
•  Personalized service from a dedicated 

flight concierge
• Complimentary aircraft upgrades
• Access to special one-way pricing
•  Familiar crewmembers & tailored 

amenities
The Executive Travel Program offers 

the convenience of fractional ownership 
and jet card options with a lower price-
point and a more personalized service 
onboard Clay Lacy Aviation’s private fleet.

“Whether you’re flying for five hours 
or 200 hours, what truly sets us apart is 
our depth of expertise and passion for 
exceeding expectations,” said Kirkdoffer.

Longevity is rare in an industry as 
competitive and rapidly changing as avia-
tion. Clay Lacy Aviation was built upon 
sound operating principals, a thorough 
understanding of business aviation and an 
unrelenting focus on providing a superior 
customer experience.

For more information about Clay Lacy Avia-
tion, e-mail Veriar Collins-Jenkins at  
vjenkins@claylacy.com, visit claylacy.com or 
call (800) 423-2904.
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AVJET.COM     

To charter your next flight or to learn more about putting Avjet’s world-renowned expertise to work for you, call us at (818) 841-6190.

EXECUTIVE JET CHARTER
experience a level of luxury service

unequaled in private air travel

AIRCRAFT MANAGEMENT
we reduce the cost of operating your aircraft, 

while providing best-of-class service 
and generating offsetting charter revenue 

SALES & ACQUISITIONS
we maximize your leverage when buying  
or selling a new or pre-owned aircraft

When the world’s most discriminating travelers 

select a private air travel partner, they turn to 

Avjet. Based right here in Southern California, 

we serve the region’s business leaders , 

entertainment professionals and other VIPs—

people who demand value with no compromise.

(818) 841-6190

Air Carrier Certifi cate: ABFA012C
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General business aviation (GA) has 
weathered multiple storms over 
numerous decades: The Vietnam 

War; the roller coaster economies of the 
1970s and 1980s; two Gulf Wars; and 
9/11, the worst terrorist attack on U.S. 
soil. Many of these crises were simply 
bumps along the road and quickly for-
gotten. GA rebounded and moved on to 
higher levels of activity following all of 
these periods. Arguably at least one of 
those crises, 9/11, actually boosted growth 
in our industry due to increasing safety 
and security concerns. During the period 
between 9/11 and the 2008 financial 
crisis, GA grew rapidly as orders for new 
aircraft showed significant increases. 

At the height of the market in the 
mid-2000s, some operators took delivery 
of new aircraft, operated them for a year 
and then sold them at a premium. In 
hindsight this should have been a warn-
ing sign to our industry. Unfortunately, 
human nature precludes thinking about 
the cleanup task when the party is in 
full swing. 

By late 2008 it became clear that 
the financial crisis that began in the 
United States was of an entirely different 
magnitude and spreading globally. 
Looking back, the contraction in our 
industry paints a staggering picture. 
The General Aviation Manufacturer’s 
Association (GAMA) reported that global 
production of GA aircraft dropped 
52.8%, from 4,276 aircraft in 2007, to 

2,020 aircraft in 
2010. Domestic 
manufacturers 
experienced a 59.3% 
drop, from 3,279 to 
1,334 aircraft, during 

that period. From 2008 to 2012, global 
revenues from GA aircraft decreased 
23.7%, from $24.77 billion to $18.89 
billion. U.S. manufacturers experienced 
a much larger 39.9% drop from $13.35 
billion to $8.02 billion. What started as a 
bump in the road had become the edge of 
a cliff. 

The global financial crisis will not soon 
be forgotten and the aftereffects are still 
being felt. Owners of GA aircraft, and the 
brokers and management companies sup-
porting them, have permanently changed 
the way they do business. Some positive 
has come out of the crisis, though not 
without severe growing pains. Flight 
departments are now much leaner, OEMs 
are focused on decreasing the cost of oper-
ating and servicing business aircraft, and 
overcapacity in our industry has shrunk 
due to consolidation. 

It is now clear that the days of “bed-
room” brokers and small “mom-and-
pop” management companies are long 
gone. Today’s rapidly evolving aviation 
marketplace, especially the stratosphere 
populated by the likes of large cabin Gulf-
stream, Boeing and Bombardier products, 
is extremely complex and sophisticated. 
Only large multifaceted companies with 
financial stability and a global footprint 
can successfully navigate this segment of 
the marketplace. Many aviation firms did 
not survive the crisis intact, and many 
that did are much smaller and barely rec-
ognizable today. 

A select few emerged stronger. Avjet 
Corporation, based in Burbank, Calif., 
successfully adapted to the changes in our 
industry throughout the financial crisis. 

Avjet started operations as a small region-
al one-aircraft charter operator nearly 
35 years ago and has grown to employ 
over 200 people who manage more than 
40 business jets based around the globe. 
The company is involved in all aspects 
of GA – charter and management, sales 
and acquisitions, completions manage-
ment, FBO ownership, and airport infra-
structure construction. Now on multiple 
continents, Avjet has offices in the U.S., 
Europe, Russia, South Korea, United Arab 
Emirates and Africa. 

Aircraft Sales and Acquisitions
The 2008-2009 global financial crisis 

placed an unprecedented spotlight on GA 
and huge burdens on the aircraft broker-
age community. “Much like the financial 
industry, the brokerage industry became 
very complacent in the previous decade,” 
said Avjet Chairman and CEO Marc J. 
Foulkrod. “During the worst days of the 
crisis the only thing that plunged faster 
than aircraft prices was public perception.”

Foulkrod’s sentiment was echoed 
by Avjet’s President of Global Sales and 
Acquisitions, Andrew C. Bradley. “Our 
entire industry was put under a media 
microscope; shareholders, the public 
and our own government all placed 
huge pressure on anyone using a private 
aircraft to justify this decision. Today’s 
flight departments are under severe pres-
sure to squeeze every last bit of efficiency 
out of their operations without compro-
mising safety.” 

Bradley continued, “This same shift 
toward efficiency means that in a buyer’s 
market, price is the driving factor. More so 
than any other period in GA sales, buyers 
are no longer brand loyal. They are look-
ing for the strongest deal and have no 
allegiance to a specific OEM.”

Competitiveness in the industry is 
much higher overall. As Bradley said, “Prior 
to the financial crisis you could sell an 

aircraft if you had a phone, a business card 
and Jetnet (an aircraft database). Demand 
far outstripped supply and the large num-
ber of deals meant there was plenty of busi-
ness to go around. Commissions were very 
high and some small brokers would do one 
or two deals and disappear for years. Those 
days are clearly gone.” 

The key in today’s market is having 
an experienced, multidisciplined team of 
specialists. Avjet has successfully closed 
nearly $4 billion in sales since the 2008-
2009 crisis by employing a team-driven, 
best practices approach. Avjet assembles 
a team of sales directors, market analysts, 
trained aircraft technical advisors and 
other specialists – an average of 10 people 
– for a typical transaction. 

These days deal complexity is high, the 
success rate is quite low, the commissions 
much lower, and the deal volume no 
longer supports the large broker network. 
“We are working three times as hard and 
making half the money,” notes Avjet’s 
Vice President of Sales Brian Miller, who 
came to Avjet from Gulfstream in 2013. 
“More than anything else, the complexity 
of the deals on a global scale now neces-
sitates a large full-service broker who can 
handle all aspects of a transaction across 
national boundaries.” 

On top of these major changes in the 
marketplace, frequent regulatory chang-
es, both aviation related and pertaining 
to general business laws across borders, 
mean that the goal posts are constantly 
moving. Add in the obstacle of geopoliti-
cal turmoil and risk exposure and finan-
cial loss escalates without expert advice 
from an experienced aviation consultant. 
Prior to the financial crisis, the argument 
in our industry was you needed a broker. 
Today the message is you need the right 
broker. “The right broker today means 
assembling a large, experienced team of 
diverse sales personnel, market analysts, 
technical aviation experts, tax special-

ists, and aviation legal representatives 
all working toward a common goal of 
successfully transacting an aircraft deal,” 
notes Bradley. The right broker sits at 
the top of this pyramid of the deal struc-
ture and choreographs and develops an 
acceptable risk profile for its principal. 
This is an ever-evolving art form, a deli-
cate balancing act between competing 
egos on both sides of the deal to realize 
the common goal of a closed transaction.

The other new element in recent years 
is the global nature of business aircraft 
sales. Foulkrod notes, “More than half our 
sales transactions, and most of my travel, 
are now generated outside the United 
States as our customer base becomes more 
and more global. Some of our deals have 
buyers and sellers from different conti-
nents outside the U.S., which necessitates 
a totally different approach to business.” 

“It goes far beyond conducting busi-
ness in a different language; there is now 
a whole different business language,” 
Foulkrod said. “Large companies like 
Avjet that set up physical sales bases in 
the Middle East and Asia over 15 years 
ago, have a distinct advantage today in 
aircraft sales transactions.” 

Aircraft Charter and Aircraft Management 
Aircraft management and charter also 

experienced dramatic change over the last 
five years, as noted by Avjet’s President and 
COO, Mark H. Lefever. The downturn cre-
ated a cascade of misfortune. Aircraft own-
ers reduced their flying due to business and 
political reasons, the ongoing costs of own-
ing and maintaining an aircraft increased, 
and selling an aircraft was impossible or 
undesirable due to a plunging resale mar-
ket. As a result, many owners looked to the 
charter market to offset some of the fixed 
costs of ownership. Flight departments 
found that justifying their existence now 
relied completely on the amount of charter 
revenue that could be generated. 

Avjet Corporation: Successfully Navigating Change  
for Over 35 Years
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Market opportunists, often lacking 
experience or credentials, offered a solu-
tion – fly as much charter as possible. A 
new breed of charter operator was born; 
a breed that offered what must have 
sounded like easy solutions to owners and 
flight departments focused on survival. In 
many cases costs were significantly higher 
than planned, and inexperienced new 
operators responded to the squeeze on 
their bottom lines by lowering investment 
in preventive maintenance and safety pro-
grams. Their focus was their own opera-
tion and not the aircraft owner. Perceived 
owner cost savings were more than offset 
by hidden charges and operational sav-
ings retained by the operator. In the end, 
promises made were not promises kept, 
and the lack of attention and care of the 
asset often resulted in significant financial 
consequences to the aircraft owner. 

Managing a client’s aircraft involves 
more than simply maximizing charter 
hours. Avjet acts as an aviation advi-
sor, taking care and custody of the asset, 
maintaining it to the highest standards 
and simply putting a client’s needs ahead 
of all else. Cost savings for fuel, insurance 
and handling costs are not Avjet profit 
centers; rather, 100% of those savings are 
passed on to our clients.

Avjet believes mutually aligned finan-
cial targets and full transparency are 
necessary to have a successful relation-
ship between owner and operator built 
on a foundation of experience and trust. 
Costs should be fully understood. Nothing 
should be hidden, and surprises kept to a 
minimum. Rather than over-promise, Avjet 
provides value by leveraging the size and 
breadth of its fleet. Avjet’s fleet includes a 
Boeing Business Jet (BBJ), three Gulfstream 
650s, numerous 550s, Vs, Global XRS and 
Global Express, Gulfstream 450s, IVSPs, 
IVs, a 200 and a 150, a Legacy 600, Chal-
lenger 604, Challenger 601-3A, Falcon 
2000, Hawker 850XP, Hawker 800XP, Cita-
tion XL and a Citation Bravo. 

Every business arrangement is win-win 
for every party involved. In the truest 
sense, Avjet manages the client relation-
ship along with the aircraft.

Aircraft VIP Completions
Avjet has been a leader in interior 

completions for over two decades and has 
gained a reputation as the industry expert. 
This is especially true in the ultra-long 
range large cabin segment populated by 
the likes of the new G650 and the Boeing 
Business Jet. Avjet manages this entire 
process, starting with selecting the correct 
completion center and the right designer 
or design house. From there, materials 
selection, layout and cabin amenities are 

chosen. Budgets are then negotiated and 
schedules established between all the vari-
ous parties. 

As with aircraft sales and acquisitions, 
the completions business has undergone 
massive change in recent years. “The big-
gest change I’ve seen is the cost of custom 
interiors, especially on the OEM side,” 
said Daniel Langford, Avjet’s senior vice 
president of customer support. Langford 
had over 30 years’ experience with Gulf-
stream before joining the Avjet team. 
“From OEM’s perspective, they want to 
move aircraft out the door as quickly as 
possible and as a result they have actually 
clamped down on true customization. 
They will do almost anything within rea-
son but if it deviates from their standard 
design process you (the client) are going 
to pay dearly for that privilege.” 

Custom interior completions are now 
more complex and require more technol-
ogy than ever before. From a client’s point 
of view it’s great, but from a completions 
management standpoint it can be a techno-
logical nightmare if not handled properly. 

As with charter, aircraft management 
and sales, Avjet understands having an 
experienced and qualified completions 
management team working for the client 
is vital to completing a project on time 
and on budget in a world where time is 
money. Avjet is currently engaged in the 
completion of three Boeing Business Jets 
and several Gulfstream G650s.

Why Choose Avjet Corporation?
Many of the changes since 2008-2009 

will continue to drive our sector for the 
foreseeable future. Efficiency, safety, and 
convenience are paramount. Transpar-
ency is the key element. “The competitive 
nature of our business will necessitate 
wringing every last efficiency out of the 
process, whether it is aircraft sales, aircraft 
management or any of the other business 
segments within GA,” noted Foulkrod. 
“The key is not only achieving efficiency 
for our company and our clients, but also 
making sure we continue to focus on the 
highest safety standards in the industry.”

“Avjet’s message to our clients is that 
we will deliver the superior customer ser-
vice they demand for a fair price, with no 
hidden costs and absolutely none of the 
corner-cutting the industry has experi-
enced since the downturn,” he said. “Cli-
ents come back to Avjet after sampling 
other providers and tell us that while we 
may not be the cheapest solution, we pro-
vide the best value and highest degree of 
confidence in the business.” 

For more information about Avjet Corpora-
tion, visit www.avjet.com.

xxxxxxxxxxPrivate aviation guide
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With more than 270,000 takeoffs 
and landings annually, Van 
Nuys Airport (VNY) ranks as 

one of the world’s busiest general avia-
tion airports. Located in the heart of the 
San Fernando Valley, the 730-acre airport 
is home to more than 100 businesses, 
including four major fixed-base operators 
(FBOs): Bob Hoover’s Jet Center, Castle 
& Cooke Aviation, Clay Lacy Aviation, 
and Signature Aviation. These operators 
provide aircraft storage and parking, avia-
tion fuel, aircraft sales, flight instruction, 
aircraft charter and aircraft maintenance. 
These FBOs sublet land and buildings to 
other airport tenants. VNY also houses 
numerous companies that provide aviation 
support activities, including aircraft repairs, 
avionics, interior work and other special-
ized functions.

VNY is one of three airports owned by 
Los Angeles World Airports, including Los 
Angeles International, and LA/Ontario 
International. VNY, dedicated to noncom-
mercial air travel, serves a vital purpose in 

reducing congestion 
and diminishing flight 
delays at Los Angeles 
International and 
other nearby airports. 
Contributing more 

than $1.3 billion each year to the Southern 
California economy, VNY creates jobs, pro-
motes business and provides critical general 
aviation and emergency services.

The airport’s commitment to 
improving its own infrastructure has led 
the way for an influx of investment from 
a wide array of airport tenants. A series of 

new projects have come on-line in recent 
months, including a new, $5.75 million 
office and hangar facility at Clay Lacy 
Aviation, a new, $4 million office and 
hangar facility at Aerolease Associates and 
upgrades at other FBOs including Castle 
& Cooke’s $11.3 million improvements. 
Signature Flight Support will also grow its 
operations with the $69 million purchase 
of Maguire Aviation.

“Our tenants recognize, as we do, 
the importance of providing the best 
possible facilities and infrastructure at Van 
Nuys Airport,” Jess Romo, VNY’s Airport 
Manager, said. “We have all been willing 
to make major investments, and that will 
only enhance Van Nuys’ reputation as a 
first-class hub for general aviation.”

To benefit aircraft owners, Pacific 
Aviation has begun construction of a 

“Prop Park,” a $21 million development 
that will include multiple piston aircraft 
areas consisting of tie-downs, T-hangars, 
space for historic aircraft and a self-fueling 
area. The development will also contain 
retail space to support prop aircraft users 
and owners, a pilot’s lounge and even an 
air museum. Prop Park’s target completion 

Van Nuys Airport is Taking Off for a Bright Future
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Van Nuys, California  •  Everett,Washington  •  Honolulu, Hawai‘i  •  Lāna‘i, Hawai‘i

castlecookeaviation.com • (818) 988-8385

At our Van Nuys location, “full-service FBO” is an understatement. 

Settle into a well appointed private office or conference room, or indulge 
in pure R&R in our exclusive lounge. Plus, we’ve upgraded 

our Van Nuys facility with a new hangar, and new, larger ramp and lobby.

Castle & Cooke Aviation. The highest standards. And climbing.

Nonstop excellence.
Nonstop elegance.
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VAN NUYS AIRPORT 
IS DEDICATED TO PROVIDING LEADERSHIP IN 
AVIATION SERVICES, FACILITIES AND 
OPERATIONAL SAFETY.  

Van Nuys Airport is ranked as one of the world’s busiest general aviation airports, 
where its tenants offer a full spectrum of aircraft and amenities to accommodate 
any mission, both domestic and international. 

 
• Close proximity to city business centers 
• Easy access to Hollywood & major attractions 
• Premier facilities & aviation support services 
• Excellent year-round flying conditions 

Phone 818 442 6526 
www.lawa.org/VNY 

Facebook.com/VNYofficial 
@VanNuysAirport 
@VanNuysAirport 

Don’t forget to connect with us! 

Castle & Cooke Aviation is a small 
chain of FBOs serving the Western 
United States for over 33 years with 

locations in Van Nuys CA, Everett, WA, 
and Honolulu, HI. Castle & Cooke started 
in 1981 with a single 20,000 sq. 
ft. hangar and 1,000 sq. ft. of 
office space in Van Nuys and has 
now grown to have in excess of 
188,000 sq. ft. of hangar space 
and 43,000 sq. ft. of office and 
shop support space. 

Exciting new developments have 
taken place at Castle & Cooke in VNY 
as its brand new state of the art 38,000 
square foot hangar was completed last 
summer and is now fully operational. 
Attached to the large, clear-span hangar 

is 11,000 square feet of office and shop 
space. The new state of the art hangar 
provides storage for aircraft up to and 
including the Gulfstream 650 and the 
Bombardier Global series of aircraft. In 

addition to the hangar/office 
complex, Castle has also 
completed development of 
an additional two acres ramp 
conveniently located just 
north of the Air Traffic Control 

Tower. The new concrete ramp includes 
an executive lobby with all amenities to 
service passenger and flight crews. With 
the new ramp located midfield taxi 
times for both arrivals and departures 
are minimized. Including these new 
additions at Castle & Cooke Aviation, its 

VNY facility now offers 188,000 square 
feet of hangar, along with 43,000 square 
feet of office & shop, and 205,000 
square feet of ramp space.

In addition to the new developments 
at the Van Nuys facility, Castle & Cooke 
Aviation maintains first-class FBO opera-
tions in both Everett, Washington (PAE) 
just North of Seattle and in Honolulu, 
Hawaii at the Honolulu International 
Airport (PHNL) on the beautiful Island of 
Oahu. Similar to VNY, these FBOs are first 
class facilities and are staffed by experi-
enced professionals who are dedicated to 
exceptional service in every facet of avia-
tion. Each FBO has unique service capa-
bilities tailored to their customer base and 
transient traffic requirements.

In Everett and Arlington Washing-
ton (PAE) and (AWO), Castle & Cooke 
is supporting the Aviation community 
and continually looking for develop-
ment opportunities to expand and 
grow by providing a full range of ser-
vices to all class of aircraft ranging from 
light GA aircraft operations through 
all class of business jets to the even the 
more complex handling of cargo air-
craft such as the Antovov-124 and all 
Boeing 7 series aircraft. Located directly 
adjacent to Boeing’s production facility 
Castle & Cooke has capabilities of all 
measures. 

Castle & Cooke Aviation’s Honolulu, 

Private aviation guide
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Build on our experience.

Many local companies are happy they 
did. That’s because they recognized 
the benefi ts of working with an 
established company for every 
phase of construction, including 
design/build expertise. Since 1958, 
T. Viole’ Construction Co. has been a 
commercial contractor in the Greater 
Los Angeles Area, specializing 
in offi ce buildings, churches and 
schools, auto dealerships, concrete 
tiltup buildings, self-storage facilities, 
aviation facilities and remodel/
restoration. TVC has completed over 
a million square feet of aviation 
related facilities including hangars 
and FBO’s.  As your local Butler 
Builder®, we offer a full range of 
systems construction capabilities 
that combine effi ciency, functionality, 
and virtually endless design 
possibilities. Give us a call today, and 
put us to work on your project.

Contact us at 818.881.8810
or visit us on the web.

©2012 BlueScope Buildings North America, Inc. All rights reserved.
Butler Manufacturing™ is a division of BlueScope 
Buildings North America, Inc.

LICENSE# 283354
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HI (PHNL) location has magnificent 
views of Diamond Head from their lobby 
and conference room. Customs and 
agriculture support services are available 
on site along with many other client 
and crew amenities. With Hawaii being 
a gateway to Asia and the Pacific Rim, 
Castle is looking to expand their Hawaii 
operations to both Maui and Kona assur-
ing that each location is well positioned 
for either a destination arrival with all 
the amenities expected or a tech stop 
heading East or West done in an efficient 
yet comfortable environment.

In 2009, Castle & Cooke Aviation 
received approval from Los Angeles World 
Airports (LAWA) for full-service FBO rights 
and privileges. This full-service FBO capa-
bility has allowed for continuous growth 
in traffic and has paved the way for the 
expansion projects. “With very competi-
tive pricing, an expansive hangar and 
office complex coupled with our excellent 
service and now with our extended ramp 
completion we are poised for even further 
growth,” said Craig Walker, Vice President 
of Business Development for Castle & 
Cooke Aviation. 

David H. Murdock, Castle’s Chief 
Executive Officer and owner, has been 
operating at Van Nuys Airport since 1975 
and built his first hangar there in 1981. 
Mr. Murdock’s Lear 25 was the seventh 
jet to be based at VNY in 1977. Today, 
his flight department shares hangar and 
offices with aircraft owned by the region’s 
top corporations and business leaders.

For more information about Castle & Cooke, 
visit www.castlecookeaviation.com.
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Continued from page 24
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and

date is December 21, 2018, and it will 
surely bring new businesses and increased 
revenue to the community.

Future VNY plans include a new 
shop and hangar facility for the Condor 
Squadron Officer’s and Airmen’s 
Association. The non-profit organization, 
founded by a group of former World War 
II pilots, works to preserve aviation history 
and flies North American AT-6 airplanes in 
formation over parades, memorial services 
and events commemorating veterans. The 
Condor Squadron currently maintains a 
fleet of planes at Van Nuys Airport.

Over the past decade, the airport has 
garnered much acclaim and its profile 
has been on the rise in the aviation 
community. In June of 2014, the airport 
was the site of the NBAA Regional 
Conference, a “prestige event” that is 
traditionally held at some of the best 
airports and FBOs in the nation. Besides 
bringing together prospective business 
aircraft owners, operators, manufacturers, 
customers and other industry personnel for 
networking and educational forums, this 
business-building event was an occasion to 
shine a spotlight on the airport, its tenants 
and its smooth, efficient operations. 

While it’s apparent that airport leaders 
are working to build a better airport, 
they’re also focused on strengthening 
their community. Each year, the airport 
hosts events for local students, including 
the annual The Sky’s the Limit: Aviation 
Career Day and Aviation Careers 
Education (ACE) Academy, a week long 
program that gives students an up-close-
and-personal look at exciting career 
choices in aviation/aerospace.

Even with all of the new activity, 
neighbors can rest assured the airport 
and its tenants still have the safety and 
comfort of patrons, local businesses and 
neighbors in mind. On top of observing 
established noise ordinances, the Airport 
has its own Fly Friendly/Quiet Departure 

program that encourages general aviation 
companies to comply with VNY’s strict 
noise abatement policies. 

Van Nuys Airport has made significant 
investments in its own infrastructure; 
together, with visionary leaders and the 
dedicated professionals who staff it, the 

airport is well poised to not just serve the 
community, but strengthen it with new 
jobs, improved business opportunities and 
civic outreach, for decades to come. 

Learn more about the Van Nuys Airport at 
www.lawa.org/welcomevny.aspx.

Continued from page 22

Why Choose Business Aviation?

Business aviation has become essential 
to tens of thousands of companies 
of all types and sizes in the U.S. that 

are trying to compete in a marketplace that 
demands speed, flexibility, efficiency and 
productivity. The vast majority of these com-
panies – 85% - are small and mid-size busi-
nesses, many of which are based in the doz-
ens of markets across the country where the 
airlines have reduced or eliminated service. 

A company’s decision to utilize business 
aviation for any mission depends on a variety 
of factors, including availability of commercial 
service in the departing or arrival destinations, 
the number of sites to be visited in a single day, 
the number of employees traveling, the need to 
discuss proprietary matters en route, the need 
to move specialized equipment and a host of 
other considerations. The following list details 
some of the primary reasons companies utilize 
business aviation as a solution to some of their 
transportation challenges. 

• Accessing communities with little or 
no airline service. Business aviation serves 
ten times the number of communities (more 
than 5,000 airports) served by commercial 
airlines (about 500 airports) This means 
business aviation can allow companies to 
locate plants or facilities in small towns or 
rural communities with little or no commer-

cial airline service. Since nearly 100 com-
munities have lost airline service in the past 
year, this is important. 

• Reaching multiple destinations quickly 
and efficiently. Companies that need to reach 
multiple destinations in a single day may elect 
to use business aviation, because that type of 
mission could be hard or impossible to com-
plete with other modes of transportation. 

• Supporting the travel needs of many 
types of company employees. An NBAA sur-
vey revealed that 72% of passengers aboard 
business airplanes are non-executiveemploy-
ees. Companies often send teams of employ-
ees to a given destination because it is the 
most cost-effective means of transport. 

• Moving equipment. When companies 
need to immediately move sensitive or criti-
cal equipment, business aviation is often the 
best solution. 

• Ensuring flexibility. Business people 
don’t always know in advance where or 
when opportunities will present themselves. 
In today’s business environment, compa-
nies need to be nimble enough to move 
quickly. Business aviation provides flexibility 
for companies that need to ensure employ-
ees can respond to changing demands and 
circumstances. 

• Increasing employee productivity 

and providing security. Business aviation is 
a productivity tool – when traveling aboard 
business aircraft, employees can meet, plan 
and work en route. Business aviation also 
allows employees to discuss proprietary 
information in a secure environment and 
without fear of eavesdropping, industrial 
espionage or physical threat 

• Keeping in contact. Many aircraft have 
technologies that allow employees to remain 
in communication throughout the duration of 
their flight. This can be critical for companies 
managing a rapidly changing situation. 

• Providing a return to shareholders. 
Studies have found that businesses which 
use business aviation as a solution to some 
of their transportation challenges return more 
to shareholders than companies in the same 
industry that do not utilize business aviation. 

• Schedule Predictability. Over 3 per-
cent of all commercial airline flights are 
cancelled. Nearly one quarter are delayed. 
Today, because of record load factors on 
commercial airlines, if your flight is cancelled 
or a delay causes you to miss your connec-
tion, the odds of you getting on the next flight 
are significantly reduced. When the future of 
a company and its employees is dependent 
upon you arriving on time, business aviation 
is an important tool.
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Financial options for every phase of 
your life 

Whether you want to save for the future, secure a personal loan, utilize exclusive online and 
telephone banking services, or enjoy the convenience of our ATMs and many locations, we are here 
for you. Call, click, or stop by and talk with a banker. If you would like to open an account over the 
phone, call 1-800-932-6736 any time (or 1-800-311-9311 for service in Spanish). 
 

wellsfargo.com 
All loans are subject to application, credit qualif cation, and income verif cation. ii
© 2014 Wells Fargo Bank, N.A. 
All rights reserved. 
Member FDIC. 122933 09/14 
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