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 To help understand the fact that not all 
charter quotes are equal, let’s use the analogy 
of choosing a hotel while travelling. Would 
you ever travel to a city, look in the phone 
book and begin shopping hotel rates without 
knowing anything about the hotel, its staff, 
amenities, and reviews from other guests? 
Of course not, even though the basic utility is 
the same whether you choose Motel 6 or the 
Four Seasons—after all, they both provide a 
place to sleep!

 Since you’re reading this, it’s probably 
safe to make the assumption that you’ve come 
to expect a certain level of service, safety, 
security and consistency.  When making buying 
decisions on a product or service in which 
quality levels can vary greatly, it is important 
to pinpoint exactly what you care about when 
choosing which is right for you. 

 Let’s continue to use the hotel analogy 
because it is very  easy to visualize and relate to: 
when calling down to the front desk at 1:30AM 
to request a light snack, 
contact solution, or 
a shoe shining kit for 
that next day, you know 
what the answer will 
be from the leading 4 
and 5 star hotels, “My pleasure, Mr. Tivnan.”  
I’m sure we can both agree to expect radio 
silence on the other end of the line if you 
chose to use a discount brand (or maybe even 
a chuckle!) We choose top brands not because 
they are the best-priced solution, but because 
they deliver on certain promises. Their 
employees receive extensive training, 

they spend millions on quality products, and 
most importantly their people are rowing in 
the same direction. They understand the vision 
of the organization: to be the very best and 
provide the ultimate customer experience.

 Now, let’s bring the discussion back to 
the ever-changing private aviation market. 
Your fractional salesperson has been telling 
you for years to stay clear of charter. 
“It’s not safe,” they’ll say. “It’s inconsistent, the 
planes are old, the brokers don’t know (or care) 
what aircraft or flight crews they are offering 
you.” And honestly, they’re telling you the truth 
if you’re searching the market blindly and are 
willing to speak to anyone who can offer you 
the best price! 
 Post-2008, the Part 135 market (on-
demand charter) saw a huge influx of aircraft 
charter brokers. With the crash of the stock 
market and the domino effect associated 
with the housing and loan markets, thousands 
of salespeople were quickly out of jobs with 
nowhere to go. The on-demand aircraft 

charter brokerage 
industry provided 
an easy and quick 
transition with huge 
opportunities for 
large commissions.  

I’m sure by now you’ve heard the term 
“Base- ment Brokers”. This term was coined 
from the stories of 20-year-old kids building 
shiny websites and a 1-800 number to reserve 
char- ters for unsuspecting flyers, or the 
fast-talking salesmen that brought a boiler 
room mentali- ty into an industry that clearly 
should be just the opposite.

Not All Charter Quotes Are Equal

“We choose top brands not because they are 
the best-priced solution, but because they 

deliver on certain promises.”
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 With the right knowledge and 
understanding, it is not difficult to distinguish 
whether you are working with a top-notch avi- 
ation company, or a group of salespeople with 
absolutely no aviation knowledge. 
 
 Unfortunately, a handful of these  
“Basement Brokers” have given that fractional 
sales-person ammunition and examples of 
why the charter market should be entered with 
extreme caution. However there is no sector 
of the private aviation industry that hasn’t had 
its fair share of risks to the consumer spongy 
safety standards, subpar service, high capital 
outlay, etc 
 
 The fractional market, too, has seen 
many ups and downs throughout the year. 
Fractional provider Avantair recently ceased all 
operations and is now being liquidated in what 
has become a very eye-opening ordeal.  
In a recent Business Jet Traveler article owners 
talk about not 
being able to 
locate engines 
and other aircraft 
parts from the 
Piaggio Avantis. 
The FAA went as 
far as suspending 
all of the Avantair 
aircraft’s 
airworthiness certificates, partly because 
Avantair was actually using some of its  
owner’s planes for parts on other aircraft to 
avoid maintenance costs. This situation is not 
only scary, but has left a lot of unanswered 
questions (not to mention capital loss for the 
fractional owners.) 
 There have also been numerous aircraft 
management companies (operators) that 
have closed their doors without warning and 
left consumers high and dry. Other examples 
include consumers being fined by the IRS 
because brokers did not pay the Federal  

 
Excise Taxes on their flights, pocketing the 
cash instead, or operators conducting flights 
with unqualified flight crews and without a 135  
certificate or insurance. The list goes on and 
on.  
 The good news, though, is that 
through technological advances the right 
charter brokers can provide the best aircraft 
equipment, flight crews, and convenience of 
aircraft ownership without the large capital 
outlays,  liabilities, and monthly costs not 
to mention avoiding the huge dent on your 
company’s bottom line.

  
 When working with top brands in 

the aircraft charter industry, not only are 
the service levels much higher, but you can 
experience substantial cost savings to you 
and your organization compared to aircraft 
ownership, working directly with operators, or 
purchasing fractional shares. The model of the 
charter broker is simple: use excess capacity 

on corporate fleets or 
operator-owned aircraft on 
a trip-by-trip basis. They are 
also able to use the aircraft 
that is best-positioned for 
the pro- posed flight to cut 
down on reposition costs 
and headaches. This model 
has revolutionized the 
industry.  Sounds easy, right?  

 
 This is where consumers make the 
mistake of thinking about what brokers do as 
opposed to how they do it. That difference is 
the reason not all charter quotes are created 
equal! There are over 2,000 management 
companies and operators in the United States 
today. Just like any other service or product 
(remember the hotel example?) not all deliver 
the same quality, institute the same training, 
perform the same maintenance, carry the 
same insurance, charge the same price, and 
deliver the same experience. 

“With the right knowledge and 
understanding, it is not difficult to 

distinguish whether you are working with 
a top-notch aviation company, or a group 
of salespeople with absolutely no aviation 

knowledge.”
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 For this reason, you must identify what 
your needs, expectations, and standards are 
in order to choose which company you are 
comfortable flying with. In order to do this, 
it is absolutely vital to work with aviation 
professionals that under- stand the industry 
and have the resources to perform the proper 
due diligence. 
 
 Have you ever called a company for a 
charter quote and the only pieces of informa- 
tion they required were your routing and de- 
parture dates? If you did not get the opportu- 
nity to express your needs and expectations, 
or learn more about how they do it, it’s a shot 
in the dark to know whether your needs will 
be met. The relationship with your charter 
company should be no different from they 
way you work within your own organization, 
with your spouse, or even your accountant. 
Communication, transparency, and knowing 
you have the right people are the only way to 
get the results 
you seek. 
 
 Now lets 
talk about the 
people. It sounds 
cliché, right? 
As business 
leaders or 
owners, we’ve all 
said, “it’s about my people!” However 
clichéd it may seem, this statement is 100% 
accurate, especially when you need results. 
Any company can offer the lowest prices, be 
familiar with the market, and know the lingo. 
But without the right people (in the right seats) 
the results don’t happen.

 
 In business aviation your buying deci- 
sion is usually based on results and not price; 
otherwise you would be flying commercially. 
Here are a list of questions you should  

 
consider when choosing the charter company 
you will be entrusting with your organization, 
family, and time.
 
1. How long has the leadership been in aviation? 
 You need to know that the company is in 
it for the long haul and is a known and trusted 
player in the industry.
 
2. What type of infrastructure exists? 
 Have you ever heard the phrase “jack of 
all trades, master of none?” If your salesperson 
is responsible for every facet of flight, who 
is responsible for the due diligence, weather 
tracking, flight crew background checks, in- 
surance verification, arranging catering and 
ground transportation, keeping track of air- 
ports alerts, and all the other factors that go 
into a successful, seamless experience? The 
list of things that need to happen between 
confir- mation and departure goes on and on 
(our Flight Support Team completes a checklist 
of 42 to-do’s on each trip in order for it to get 

the green light!). This cannot 
be done properly by just one 
individual.
 
3. Does the company maintain 
its own insurance? 
It’s easy to rely on the liability 
insurance provided by the 
aircraft operator. But has the 

company taken the extra step of securing their 
own separate policy?
 
4. What operators do the company use and what 
is the vetting process? 
 Many companies claim to use ARGUS 
and Wyvern verification and auditing but don’t 
even carry subscriptions with them. Third-
par- ty auditing is a great start, but it does’t 
mean they know anything about the operator 
simply because they have access to safety 
information. 

“You must identify what your needs, 
expectations, and standards are in 

order to choose which company you are 
comfortable  flying with.”



De-Mystifying Charter Quotes | Magellan Jets 4

 
 Service levels, equipment quality, 
crew professionalism, on-time dispatch 
rates, company ethics, and more need to be 
independently verified on an operator-by-
operator basis.
 
5. Are aviation professionals and pilots managing 
your flights? 

 Do you know the lingo?  
NOTAMs, METARs, and ATP ratings are all 
important tech- nical aspects of a flight. 
Chances are you don’t know what these are 
(and would have no reason to unless you fly) 
and chances are nei- ther does your sales- 
person. Make sure there are qualified aviation 
professionals coordinating and arranging your 
flights.
 
6. What do you know about the company? 
 
 Is the company in line with your beliefs 
and expectations? Learn about their mission, 
core values and what their commitment is. If all 
they talk about 
is the “cheapest 
price,” chances 
are you will get 
exactly what you 
pay for. 
 
7. Can you meet 
the company?
 
 Face time is vital in any business 
relation- ship. Stop by their office (do they 
even have one?) when you’re in town and meet 
the team and view the operation.
 
8. What are other clients saying about them? 
  
 Don’t let paid endorsements or 
advertising fool you. What are their customers 
really say- ing about them? A reputable 
company should be happy to put you in 
contact with references. 

 
9. What is their reputation? 

 Find out everything you can about your 
charter company. Google is a great place to 
start. Do they have a lot of negative reviews? 
Does their leadership team have a good 
reputation in the industry?
 
 Choose based on information. Make 
your decision the same way you make other 
deci- sions in your life: based on facts. Once 
you’ve identi ed a trusted source, you can rely 
on the information and recommendation of 
the consultant. 
 
 Thank you for taking the time to read 
this article. We hope it helps your decision-
making process and helps you have a 
seamless, safe ex- perience when booking 
your next private jet charter. 
 
Want to understand the difference between 
Part 91 and Part 135? Read “The Whole Truth 

About Two Parts” published 
by Business Jet Traveler.

“If all they talk about is the “cheapest 
price,” chances are you will get exactly 

what you pay for.”
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Aside from utilizing information provided by our 3rd party safety auditing partners, Magellan Jets Flight Support and 
Compliance Team also provides another layer of due diligence when carefully selecting and approving aircraft and flight 
crews to meet our requirements. Made up of professional pilots, Compliance is responsible for carefully 
evaluating everything from DO85's, Insurance, aircraft quality, incidents, customer feedback and operational 
knowledge of our providers. They are also pleased to work with your corporate flight department for any additional 
information or company requirements.

Magellan Jets does not own or operate aircraft, instead, we recommend the best positioned aircraft on each and every trip that our clients take.We take great pride in providing the best value 
to our clients using technology to locate the right aircraft from Magellan Jets Preferred Network (MJPN). All approved vendors in our network are FAA Part 135 air taxi operators, and are also 
required to adhere to safety requirements set forth by Wyvern and/or ARG/US, the leading 3rd party safety auditing firms in the country. Providing the safest and most experienced aircraft and 
flight crews in the private aviation industry, while providing competitive rates, is what sets Magellan Jets apart from the competition.


