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By Fred reid, Flexjet President

he skies are starting to brighten for private jet ownership. 
According to the most recent data available, year-over-
year industry sales are up 14 percent among the top 
fractional program providers. At Flexjet, we are pleased 

that our fractional jet sales are up 45 percent, with a 25 percent 
market share. 
 While the recession has impacted our industry, the value 
proposition for private aviation has always remained. Our owners 
personally understand the enormous convenience and unparalleled 
productivity that private jets offer. Whether it’s a weekend getaway 
to Aspen or a business trip visiting multiple cities in a single day, 
with as little as 10 hours’ notice travelers may be ready for take off. 
Once in flight, private jets are certified to fly higher than commercial 
planes, enabling them to fly faster and arrive at destinations more 
quickly than even commercial flights. They are able to better 
pressurize their cabins, thus minimizing the effects of jet lag to 
ensure guests arrive refreshed and less fatigued. Best of all, private 
aircraft can access more than 10 times the number of airports 
served by commercial airlines (5,000 vs. 450) to efficiently deliver 
travelers exactly where they need to be — faster and with the levels 
of security and discretion many require.
 Among the number of private jet travel options out there 

today, fractional jet ownership remains as relevant as ever due 
to its inherent ability to provide added value on so many crucial 
levels. Owners are able to purchase only the amount of aircraft 
needed — starting at 1/16 of an aircraft for 50 hours of flight 
time annually — with each flight tailored specifically to their 
requirements and managed personally by their chosen fractional 
program provider. Each owner has the option to utilize multiple 
aircraft at the same time, which can prove critical when moving 
large groups. Ultimately, those who invest in fractional jet 
ownership need a level of control and flexibility that simply cannot 
be matched by non-ownership aviation solutions.
 Now, as cautious optimism continues to spread, we are seeing 
a growth trend. A number of those who left during the economic 
crisis now have the financial security to re-enter the market. 
Yet, today’s fractional customer has changed. Amid the growing 
transparency and availability of information, customers are 
becoming better educated about aviation management services 
and products. They are savvier than ever before, looking for true 
value and trusted allies to help them make a wise investment. 
 For this reason, we have identified five essential criteria to 
consider when choosing a private aviation solutions provider. We 
call them the “Five A’s of Fractional Jet Ownership.”
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“Today’s fractional customer has changed. Amid the 
growing transparency and availability of information, 

customers are becoming better educated about aviation 
management services and products.”
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Age: It is critical to know the average age of the company’s 
collection of aircraft, which impacts everything from inclusion of 
the latest technological advances and the highest safety standards, 
to overall cleanliness. For example, Flexjet offers access to the 
youngest aircraft in the fractional jet ownership industry, averaging 
approximately five years of age. 

AircrAft: Will the aircraft be primarily used for short legs with 
an individual or for longer-range trips with a group onboard? 
Will they fly on dedicated program aircraft — those that are 
completely maintained by the fractional program manager — or 
those outsourced by charter programs in the general marketplace? 
When looking at fractional jet ownership, it is essential to have an 
understanding of how the business jet will be used and where it is 
coming from in order to select the one that best meets the owner’s 
needs and desires. In the case of Flexjet, we provide access to 
dedicated, high-performance Bombardier Learjet and Challenger 
aircraft that lead the industry in value, performance and comfort. 

Attention: To the details, that is. When considering a fractional 
jet company, don’t just look at the aircraft, but also the level of 
personal service provided. This also pertains to concierge services 

provided when planning for a trip. A couple of years ago we 
invested significantly to create the innovative Customer Account 
Management program. Under this new system, all of our client-
facing departments were consolidated to provide customers with 
a single point person to streamline all requests. Managers handle 
everything from booking flights and on-site transportation to 
coordinating catering requests and checking weather conditions to 
make sure owners enjoy a flawless travel experience each and every 
time they fly.

AffiliAtion: There is a distinct advantage to working with a 
company that is part of an aircraft manufacturer. They have a 
longer history working in the aviation industry and all of the 

learning that comes with that collective experience. Flexjet is a 
good example of this. As a subsidiary of Bombardier — the world’s 
largest manufacturer of business jets with a legacy spanning more 
than 100 years — Flexjet is tied to each aircraft from inception to 
service. Additionally, we oftentimes are the first to provide access to 
the latest jets, including the new Learjet 70 and Learjet 85 aircraft 
being introduced by Bombardier in 2013. 

Advisors: Fractional jet ownership is a complex business 
requiring a significant financial investment. It is important to work 
with a trusted advisor to help navigate the various options available 
before taking off. Because Flexjet has the most comprehensive 
portfolio of products in the industry, our consultants are in a unique 
position to help identify and custom build the best solutions for our 
owners … not just the solution at hand. 

During his career of more than 30 years in the aviation industry, Fred Reid has 
earned an international reputation as a leader who has grown and strengthened 
businesses. Fred’s executive management background includes experience at four 
of the world’s major airlines, including president of Delta and Lufthansa, and as 
founding chief executive officer of Virgin America.
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“Those who invest in fractional jet ownership 
need a level of control and flexibility that 
simply cannot be matched by non-ownership 
aviation solutions.”


