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T W O  Y E A R S  A T  # 1
EXPERIENCE THE BEST-SELLING MIDSIZE BUSINESS JET
A stand-up cabin, cost advantages and standard features that competitors just can’t match.

A COMMERCIAL FEATURE7Jet Plane
LEAVING ON A

Jet Pla
LEAVING ON A

hen Textron Aviation 
introduced its mid-
size Citation 
Latitude® business 
jet in 2011, the man-

ufacturer wanted to support custom-
ers looking for larger, faster aircraft to 
meet their growing mission needs.

“They wanted to stay in the Citation 
family,” said Jessica Pruss, President, 
Asia Pacific Sales and Marketing for 
Textron Aviation. “We saw the oppor-
tunity to help our customers and 
infuse the market with a new and 
innovative aircraft ready to meet the 
demands of today’s businesses.”

The Latitude officially entered the 
market in 2015, and within two 
years, it became the industry’s best-
selling midsize business jet, found 
in company fleets and charter oper-
ations alike. Its rapid success is 
attributed to customers who 
embraced Textron Aviation’s commit-
ment to investment in newv technol-
ogy and aircraft development.

A UNIQUE PASSENGER 
EXPERIENCE
Whether passengers desire an exten-
sion of the office or a place to rest 
before taking on the next destination, 
the elegant Latitude cabin evokes ulti-
mate comfort. The spacious interior 
offers a flat floor and a six-foot ceiling 
(1.83 metres). The Latitude also 
offers 11 percent more legroom than 
its nearest competitor, making it easy 
for passengers to stretch their legs. 
Large leather seats are crafted by 
Textron Aviation’s interior team and 
customers work closely with designers 
to create their ideal interior.

To ensure passengers remain con-
nected, the Latitude comes equipped 
with Textron Aviation’s cabin manage-
ment system which pairs directly to 
passengers’ personal electronic devic-
es, allowing them to control everything 
from music, films and temperature 
from the comfort of their seats.

SUPERIOR PERFORMANCE
The Latitude delivers a range of 
2,850 nautical miles (5,000 kilome-
ters), making it a flexible platform ide-
ally suited to support a variety of mis-
sions throughout Asia-Pacific and 
beyond. The aircraft can travel non-

stop between Singapore and other 
prominent business hubs such as 
Mumbai, Bangkok and Shanghai.

The jet also offers the best short 
field performance in the midsize 
segment, requiring only 3,580 feet 
(1,091 metres) of runway for take-
off. For operators, it means direct 
access to more smaller airports 
located closer to their final destina-
tions, even with a larger aircraft like 
the Latitude.

MAXIMUM VALUE
The Latitude features among the lowest 

operating costs in the midsize segment 
– over $USD 1 million in direct operat-
ing cost savings over five years of own-
ership – and no monthly membership 
fees for maintenance programs.

The manufacturer’s Asia-Pacific 
fleet is among the largest in business 
aviation and the company continues 
to invest in its Asia-Pacific operations, 
bolstering product and customer sup-
port as fleet numbers increase. Today 
there are nearly 1,500 Textron 
Aviation aircraft flying in the region.

Increased inventory in its 
Singapore-based parts network now 
offers faster access and delivery of 
factory-authorized components, and 
the company’s state-of-the-art ser-
vice center – also based in 
Singapore – supports customers 
throughout Asia-Pacific and beyond. 
In addition, customers benefit from 
a team of field service representa-
tives based in India, Australia, 
China, and Singapore.

“Product support is essential to the 
ownership experience, and we’re com-
mitted to providing our customers with 
the peace of mind that comes from 
having personalized assistance at a 
local level,” Pruss said.
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Making the move 
to the Latitude
WHY MORE OPERATORS ARE CHOOSING THE NEW MIDSIZE LEADER

usiness aviation in 
India has been in the 
doldrums in recent 
years. But you have 
said that it is poised 

for good growth. How is this possible 
and what sets Club One Air (COA) 
apart?
India is an emerging market for private 
jets with rising billionaires. Its strategic 
geographical location, difficult terrains, 
favourable demographics and busi-
ness interests that are now looking at 
Tier 2 and 3 cities make it an ideal 
playground for business aviation. 
Although commercial aviation has 
seen healthy growth, the business 
side, unfortunately, has not. But I have 
always felt that business aviation in 
India is a volcano waiting to erupt!

A change in mindset of the authorities, 
right policies focused on business avia-
tion, increased focus on infrastructure, 
rationalisation of taxes and easing of reg-
ulations could unleash this tremendous 
potential. The government must under-
stand this aviation is not just for the rich 
and famous, but can be a great tool for 

economic growth and employment gener-
ation. Once this realisation dawns, India 
can move towards 20% growth in this 
sector. We only have to look at how the 
US has seen tremendous gains in its 
economy through business aviation.

India is already the third largest avia-
tion market and is tipped to be the larg-
est one by 2030. And business aviation 
will certainly play a vital role here. 
However, the industry too needs to 
become more professional. There are 
several large industrial houses that keep 
aircraft for their private use and charter 
them when they are not in use. This can 
only lead to a half-hearted approach 
which is neither here nor there! We need 
professionally run charter companies 
whose goals are to make the companies 
into world-class business aviation entities!

At COA, our biggest differentiator is our 
large and varied fleet of business jets, 
global service standards, reliability and of 
course, safety. Our biggest USP is that we 
guarantee a plane, and if for some rea-
son, it is not available, we provide a 
replacement immediately. 

 
What is the present demand in India for 
chartered flights and how has this gone 
up for COA over the last two years? 
India’s rising economic growth, expanding 
business interests into the interiors, a mid-
dle class with disposable incomes and its 

strategic location will ensure that the 
demand for business jets keeps rising.

Currently, India has around 550 gen-
eral aviation aircraft. Over 150 are busi-
ness jets, some 275, helicopters and 
the rest, turboprops. It is projected that 
this will reach 800 by 2020. At COA, we 
have seen a healthy growth of 18-20 % in 
the last two years. This has encouraged 
us to add more jets. In the last three 
months, we have added two Falcon 2000 

aircraft to our fleet.
Whereas previously only top industrial-

ists used business jets, we now have mid-
dle-level business men turning to private 
jets. In the last two years alone, we have 
operated to over 250 cities and small/
medium towns of India. This includes sev-
eral “uncontrolled airports”, some with no 
ATC support either.

 
The government has not been proactive 
towards business aviation. Is this 
changing and has UDAN helped? 
Unfortunately for business aviation, it has 
got the “luxury tag”. This has led succes-
sive governments to ignore this vital 
industry. However, several Indian compa-
nies are now going global and would like 
to set their footprints outside India. In this 
regard, business aviation becomes a 
great enhancer. The government’s per-
ception is slowly changing and in the last 
one year, regulators have removed cer-
tain hurdles and archaic regulations 
which were hindering growth. General 
and business aviation is now taken up for 
discussion at round tables and the views 
and feedback of industry associations 
like BAOA, FICCI, ASSOCHAM, PHD 
Chambers and IACC/AMCHAM are now 
looked at with seriousness. Recent victo-
ries for business aviation have been 
reduction in time periods of landing per-
mits for foreign registered aircraft, the 

increase of Extended Time Operation and 
scrapping of the YA number.

UDAN was not devised for business 
aviation but for a different segment. 
However, the infrastructure being devel-
oped for regional airlines will certainly 
assist business aviation too. 

 
COA will double its fleet from 10 pres-
ently to 20 in two years and service 300 
cities. How much will be invested to 
accomplish this?
I would not be able to provide financial 
figures until we decide the type of aircraft 
we choose to buy. We have purchased 
two Falcons in the last few months and 
have serious ambitions to be the NetJets 
(a subsidiary of Berkshire Hathaway) of 
India! Our current fleet consists of 
Bombardiers, Falcons and Cessnas. We 
are happy with the performance of these 
jets and find them modern, comfortable, 
fuel-efficient and reliable. However, as we 
grow, we could be looking at larger, long 
range planes which can fly non-stop to 
London or Tokyo. Our target destinations 
will continue to be primarily within India, 
Middle East, Europe, US, China, Far-East 
and Japan.

 
COA will also dry lease a Bombardier 
CRJ 200 plane to Zoom Air. What is the 
business tactic behind this tie-up with a 
competitor?
Zoom air is not really a competitor, as it is 
a scheduled regional airline and we are 
exclusively a charter company. This associ-
ation is the first of its kind in India, where 
two companies are jointly marketing, oper-
ating and maintaining an aircraft. In future, 
we could be looking at other companies 
too in this regard.

‘BUSINESS 
AVIATION: A 
VOLCANO 
WAITING TO 
ERUPT!’
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OUR BIGGEST 
DIFFERENTIA-
TOR IS OUR 
LARGE AND 
VARIED 
FLEET,
GLOBAL
SERVICE 
STANDARDS 
AND
RELIABILITY

“With the Latitude, 
we wanted to offer 
customers greater 
amenities than pre-
viously available in 
the midsize seg-
ment, all without 
foregoing quality 
and value.”
JESSICA PRUSS, President, Asia 
Pacific Sales and Marketing

RAJAN MEHRA, CEO, Club One Air

Club One Air is India’s 
largest charter 
company with a fleet 
of 10. It flies to 250 
cities and towns in 
India and to the 
Middle East, Europe, 
US, China, Far-East 
and Japan. Its CEO, 
Rajan Mehra, tells Rajan Mehra, tells Rajan Mehra,
Shobha John that his 
company has had a 
growth of 18-20 % in 
the last two years and 
hopes it will become 
known as the NetJets 
of India! 
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