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knew I wanted the job and had the sales skills 
and personality to fit the role. 

What are the biggest challenges in your job?

A challenge often is the aircraft availability for 
charter flights especially over busy peak times 
during the Spring and Summer as owners tend 
to use their aircraft over these times. Short lead 
times for International charters are also tricky 
as we have to secure over-flight permits, charter 
permits and landing slots before we can depart.

What is the secret to VIP Treatment? Why are 
you doing it particularly well?

We are always going that extra mile for our 
clients! We keep detailed records on all of our 
passengers so that every time they fly with us 
we ensure they have all they need to ensure a 
comfortable flight. We want our passengers to 
feel at home on board.

We offer car transfers for our clients in all loca-
tions and where possible airside transfer from 
the limo to the aircraft and thus ensure the 
smooth hassle free transition.

Be Honest..Do people really need to fly in a 
private pane? 

Well I think we have to look at the various reasons 
why people fly in a private jet. Apart from the 
obvious – luxury and privacy there are also a lot 

of reasons which for example make economical 
sense for companies. So we like to compare 
using a private plane – may it be a Turboprop or 
a jet – to using yet another business tool like your 
IPad. In our region for example we sometimes 
transport company teams to remote areas where 
mining, oil and gas and other related industries 
are found. Sometimes you can simply not get to 
a certain location without looking at travel alter-
natives – business aviation playing a part in it.

Spill the beans: What kind of clients do you 
get? Mostly business? Celebrity? Athletes? Met 
anyone yet? 

For obvious reasons we cannot mention any 
clients names specifically. We do have a very 
mixed client base that covers all Industry sectors. 
We do a lot of corporate flying and then again 
we also fly many International touring bands in 
the summer. Almost all of our charters are for 
business use. Yes, I’ve met a number of celeb-
rities and it’s always a nice surprise when you 
discover they are mostly down to earth, friendly 
and always thankful to the crew that fly them.

What kind of special request do you get most 
– and do you always try to fulfill them?

We mainly get requests for particular wines, 
spirits or beer to be on board. 

We had a International rapper on board a few 
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weeks ago and during the flight he tried some 
Australian chocolate biscuits called Tim Tams 
and loved them so much that the Flight Atten-
dant called ahead to our Operations Team to see 
if they could go and buy a couple of packets to 
give to him when he landed in Sydney. He was 
really impressed when he got of the aircraft and 
was presented with the Tim Tams.

It is the attention to these little details which 
often make a difference and leave a lasting 
impression. 

What was the “most impossible” mission you 
managed? 

I don’t think I’ll ever forget this one. Arranging 
a charter flight to collect a space capsule that 
had been analyzing a asteroid for a few years 
in space. It landed in South Australia and we 
had to return it to the rightful owners in Japan. 

Do people bargain with you? 

Believe it or not yes they do.

What do I need to know when I want to charter 
an airplane for a trip?

Safety should be your primary concern. Ask 
questions as to who the operator of the aircraft 
is. Request a copy of the Air Operators Certifi-

cate (AOC) and Certificate of insurance for the 
aircraft. Does the operator carry any certifica-
tions or accreditations? Request information 
about the pilots flying hours as you sure don’t 
want to climb on board an aircraft and the crew 
have had little experience flying it. 

The safest bet is getting in contact with a well-
experienced company like ExecuJet to take care 
of all these concerns. 

What surprises your clients most? 

Our clients are impressed by our attention 
to every minute detail from pre booking right 
through to post flight. 

What surprises you most?

How excited I still feel when a large charter deal 
I might have been working on for weeks gets 
confirmed! You would think it becomes routine 
after a few years – but I am still really proud if 
a plan works out and I was able to make our 
clients happy. 

If it was offered to you – would you fly in a 
private jet to a holiday destination? 

Yes of course I would take up the offer. It’s all 
about the journey for me not the destination. 
Flying has not lost its appeal to me yet – even 
after many years in the business. 
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Give us an overview of what 
you do. What is a typical 
day like? 

Every day is different in the 
Charter Sales environment. 
This keeps my role interest-
ing and challenging. Besides 
dealing with the day to day 
requests, preparing and 
sending quotes, following 
up on quotes and liaising 
with Operations about the 
progress of the set up of 
confirmed charters, I have 
to keep the strong relation-

ships between brokers, operators and end user 
clients maintained. We often have to respond 
to the challenging last minute charters, where 
operations and the crew are working around the 
clock to ensure a successful flight.

What attracted you to this position? Do you 
have to be a certain type of person to do the 
job you are doing?

I had previously come from an IT sales back-
ground, so when this job was offered to me by 
an employment agent I initially thought some 
of my work colleges were playing a joke on me. 
After I did some research on corporate aviation 
and ExecuJet, and realized the job was real, I 
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