 OPERATIONS

while waiting for clients, we look for a conference
room to work. We’re planning an open house and
the FBO is being renovated with new flooring and
paint.”

Steele stressed that safety always rules. If some-
one is scheduled to fly, no office duties are permit-
ted that day. Clearly, their

Working for a small company has its advantages.
You deal with the decision makers and get answers
quickly, especially about time off. At GHK there are
no set vacations or days off—it’s simply “take what
you need and don’t abuse it,” said Verdea.

“With a smaller company there’s lots of flexibil-

ity,” he said. But regardless

system is working: Steele
has been with the com-
pany eight years, two
pilots have been there six
years and their newest
crew member—the fourth
pilot—already has two
years on the job.

Perhaps so. But then

Working for a small
company has its
advantages. You deal with
the decision makers and
get answers quickly,
especially about time off.

of a company’s size, it all
comes down to the owner
or your immediate boss —
‘how demanding they
are.” Verdea tells pilots to
research a company’s cul-
ture and business values
before changing jobs. “Do
your homework,” he

there’s GHK, a one-air-

craft gas-exploration outfit in Bethany, OK, where
things just couldn’t be better. Chief Pilot Nick
Verdea and another captain fly the company’s Fal-
con 50 just about everywhere in the country and
even the world. When things get real busy, they call
on contract pilots. It's a small company, just 35 peo-
ple, “very lean and mean,” as Verdea describes it.

advised.

The flight schedule and expectations at GHK are
not typical of business aviation: There are no pop-
ups, most flights are scheduled a week out and the
company strives to avoid long stretches away from
home, so when the pilots aren’t flying, they’re
enjoying life.

“I don’t ask anyone to be in the office if you don’t
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GE CAPITAL SOLUTIONS

business.”

At GE Capital Solutions, our
Corporate Aircraft team helps busi-
nesses soar to even greater heights. As a leading provider of
financing to the corporate aviation market, our dedicated aircraft
team has over 30 years of experience financing corporate aircraft.
We have financed over $25 billion in transactions worldwide and
currently have over 2,000 aircraft in our portfolio.

By understanding both business and aviation needs, we are
able to create innovative and flexible financing solutions for
almost any aircraft acquisition—including lease, loan, sale-
leaseback and refinancing transactions—to worldwide operators
and resellers of cabin class, turbine-powered aircraft of all sizes.

GE Capital Solutions, Corporate Aircraft customers will
receive one-on-one personal attention from local sales represen-

“At GE, we have the flexibility and global resources to  1alives who are
customaize corporate aircraft financing packages that

can help our customers be more productive, more com-
petitive and better positioned to continue to grow their

extremely knowl-
gdgeable  about
local  business
conditions  and
market regulations.

—David Labrozzi, President, Corporate Aircraft (3,1 international

expertise extends
from transaction structuring, to understanding tax regulations
and legal requirements. We have the capability to fund in many
local currencies, as well as to structure cross-border transac-
tions, all paired with the full support of sales representatives with
experience in the culture and business customs of many major
international locations.

Contact us at www.gecorporateaircraft.com or 866-FLY-CORP. &

imagination at work

have business here,” he said. “Take the kids to Six
Flags, go to a ball game in Dallas—just let me know.
Take care of the family—just let me know.”

Supporting that philosophy, the company limits
time away to 30 days. “If it goes beyond that we’ll
change crews,” Verdea explained.

Still, GHK pilots are focused first on the explo-
ration business with attention to the details that
give their employment value. “It’s the simple
things, the way you stock the airplane, a willingness
to work with the FAA to obtain special approaches
and get the ops specs for it or drive to headquar-
ters to pick up some documents.”

Since the flight department is an expense, said
Verdea, it’s critical that pilots always consider ways
to do more. “You gotta think of the big picture. I'm
a gas man.”

Don Baldwin of Baldwin Aviation in Hilton
Head, SC, uses many of these strategies and busi-
ness models when he travels throughout the coun-
try helping flight departments improve their
operations. He likes to consider himself a mentor
rather than a consultant because “we actually pro-
vide the services to do the work.”

A seasoned Gulfstream pilot who once ran Tex-
aco’s flight department, Baldwin believes keeping an
open dialogue with aircraft owners is the best way to
ensure a family-friendly work environment. Usually,
“there hasn’t been a discussion with the principals
about what’s needed. The crew assumes they need
to be available 24/7 and everyone’s operating in a
vacuum. This is more common than not.”

For instance, when an owner insists that pilots be
always available, he said the operator is obligated
to show the owner what it would realistically take to
offer that kind of service. “The department needs
to tell the owner ‘it’s going to be difficult, but here
are the options’. It takes understanding.” In many
cases, said Baldwin, it takes a willingness to con-
sider nontraditional business solutions, such as hav-
ing two companies share a pilot or creating a
fractional share.

“If you have a good set of expectations it directly
contributes to safety,” he said. N

Paul Koscak, an 1,800-hour turboprop pilot for a North-
ern Virginia charter company, is a former newspaper
reporter and editor.

J. MESINGER CORP. JET SALES

at the right price.”

J. Mesinger Corporate Jet Sales, Inc. offers more than three
decades of distinguished service and expertise in assisting
clients with buying and selling their aircraft. The company is also
a pioneer in providing information and decision-making toals on
the Web. The firm's Web site, jetsales.com, has been instru-
mental in helping hundreds of aircraft buyers and sellers under-
stand the nuances of an evolving market and make smart deci-
sions.

Frequently consulted by financial institutions, insurance
companies and corporate flight departments, the company has
developed proprietary tools for determining when to buy, sell or
re-invest in an aircraft for maximum return on investment.

“Today’s evolving aircraft market requires a higher
level of broker responsiveness than ever before. It’s that
kind of customer care that has enabled our clients to
always buy and sell their aircraft at the right time and

As a leader
in marketing busi-
ness aircraft for
clients worldwide,
J. Mesinger Cor-
porate Jet Sales,

—Jay Mesinger, President  |nc. continually
sets the industry
standard for innov-

ative and effective marketing strategies. The company’s team of
sales and acquisition specialists are known for being present at
every phase of every transaction. This guarantees effective com-
munication and responsiveness, for which the company is

renowned. &

JMESINGER
Corporate Jet Sals, nc.
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