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NetJets, owned by Warren Buffett’s
Berkshire Hathaway company, is the world’s
largest fractional-ownership company and
the single largest operator of private and
business jets in Europe. It claims more than
5,000 corporate clients worldwide.

NetJets offers several distinct private fly-
ing options, including pass-as-you-go airline
charters for those who fly one to 25 hours a
year, theMarquis jet card for those who need
a private jet up to 50 hours a year and frac-
tional ownership for those who fly at least 50
hours a year, often with short notice or during
peak periods.

JetNetwork membership, on the other
hand, is based on a debit-like FlightCard that
users present each time they fly, with hourly
rates for all-inclusive plane use deducted
from the balance. Rates are locked in for the

duration of the card, and
there are no member-
ship, acquisition or man-
agement fees or long-
term contractual com-
mitments.

‘‘The FlightCard mod-
el provides a viable and
fiscally responsible alter-
native to fractional ar-
rangements,’’ Svensen
says. To illustrate this
point, he adds that Jet-
Network’s business has
grown 160 percent in

just the last six months.
NetJet estimates that roughly 50 percent

of its customers are private companies, 30
percent public companies and the remaining
20 percent private individuals. JetNetwork
says that roughly 70 percent of its clients are
corporate. The remainder are individual leis-
ure travelers, with theNew Yorkmetropolitan
area as the largest catchment area.

According to Svensen, JetNetwork serves
a broad array of Fortune 500 companies, in-
cludingDHL, Panera Bread and Chico’s cloth-
ing as well as entertainment and sports ce-
lebrities. The company has formed
marketing alliances with the Nascar Cup
Series champion Jeff Gordon and the Setai
Hotel inMiami.

‘‘JetNetwork was also selected as the
private-aviation provider for this season’s
‘The Apprentice’ and last season’s ‘Appren-
tice: Martha Stewart,’’’ adds Svensen, refer-
ring to the popular American television series
created by the tycoon Donald Trump.

The private-aviation boom is not limited to
fixed-wing aircraft. Associated Aircraft Group
is an integrated helicopter service that oper-
ates a fleet of Sikorsky S-76 executive chop-
pers along the U.S. Atlantic seaboard. A
wholly owned subsidiary of Sikorsky Aircraft,
AAG offers one-way and return taxi service,
charters and fractional ownership.

The advantage of helicopter service, ac-
cording to the company’s spokespersonCar-
olyn Marino, is more ‘‘point-to-point’’ travel.
With a top speed of 178 mph (286 kph) and
a range of 450 miles on a single load of fuel,
theS-76 is useful for getting somewhere fast
and with limited fuss. J.R.Y.
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Private aircraft at time-sharing rates
s air travel grows more chal-
lenging in the face of over-
crowdedairports, increased
security, airline overbooking
and flight cancellations,
private flying has become

more appealing to frequent travelers, be they
corporate vagabonds or wealthy individuals.

The number of businesses around the
world operating private aircraft has skyrock-
eted over the past 15 years, rising from
around 6,600 in the early 1990s to more
than 11,000 in 2004, according to the Na-
tional Business Aviation Association.

Embraer, the world’s fourth-largest air-
plane maker, estimates that roughly 10,000
new private jets will be sold over the next de-
cade, generating sales of around $150 billion
worldwide. Buoyed by a 30 percent increase
in its own business-jet
sales during the first nine
months of last year, the
Brazilian aerospace com-
pany recently announced
that it will spend $235
million to develop and
produce new corporate
planes to keep up with
this anticipated demand.

‘‘The private aviation
industry has surged in
popularity,’’ says Paul
Svensen, chief operating
officer of the private-jet-
membership company JetNetwork. ‘‘It has
grown approximately eightfold in the past
five years as it addresses consumers’ safety
concerns, increasingly hectic lifestyles, grow-
ing demand for luxury and frustrations with
escalating costs and declining service in
commercial aviation.’’

Yet that alone was not enough to spark
the current boom. With private jets costing
anywhere from $5 million to $20 million —
and given that most privately owned execu-
tive jets sit unused 96 percent of the time
(according to Jet-Alliance Inc.) — owning a
private aircraft is not for everyone.

Wider availability

But the advent of creative financing —
like fractional ownership, aviation debit cards
and membership clubs — has made busi-
ness jets affordable to thousands of corpo-
rate and private fliers who previously would
have opted for commercial flights.

Much like a holiday time-share, fractional
ownership allows companies and individuals
to buy a piece of a private business jet at a
fraction of the cost of an entire aircraft, with-
out the responsibilities of full ownership.

The fractional ownership programoffered
by the Southern California-based Jet-Alliance
gives customers one-sixteenth ownership of
an Eclipse 500 business jet for a purchase
price of about $100,000.

On top of that, owners can expect to pay
$1,355 a month to cover the costs of insur-
ance, taxes, pilot salaries and other fixed ex-
penses, plus a usage fee of $715 per occu-
pied hour of aircraft operations to cover fuel
and engine reserves.
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Silicon Valley companies are more likely to have executives working from a vacation spot or second home as well as the office.
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n the world of executive
perks and compensation,
money may have lowered
its voice lately, but it still
talks.

‘‘Most people do not
move for salary,’’ says Nick Marsh, man-
aging director of Harvey Nash Executive
Search in London. ‘‘But if you don’t get it right,
you aren't going to land your person.’’

In the British and Continental markets,
Marsh describes a strong increase in sala-
ries in the past two years and the recent ap-
pearance of signing bonuses, or golden hel-
los. ‘‘They are still not the norm,’’ he says,
‘‘but we are starting to see cash bonuses of
25 percent to 35 percent of basic salary for
joining.’’ Stock grants, rather than share op-
tions, are another way of sweetening the join-
ing package, Marsh adds.

‘‘Getting it right’’ seems to be trickier
across the Atlantic, in an environment tinged
with recent corporate scandals, shareholder
activism and increasing attention to corpo-
rate governance issues.

‘‘Most of the focus is on the financial as-
pects, as opposed to perks,’’ says the Cali-
fornia headhunter Jeffrey Hodge of Hodge,
Neiderer & Cariani. ‘‘The consensus is that
there is an incredibly bright spotlight on exec-
utive pay. Boards are paying more attention.
Recent negotiations have been much more
rigorous conversations about compensa-
tion.’’

Share grants, or ‘‘restricted shares’’ as
they’re known in the United States, are pre-
ferred, Hodge says, because ‘‘there has
been such a negative, windfall perception
with stock options.’’

With benefits and perks under closer
scrutiny in the United States, companies are
finding clever ways to use financial incen-
tives to compete for top executive talent.Mil-
lion-dollar signing bonuses are a new devel-
opment, Hodge says. ‘‘Companies are being
creative in being able to provide these within
tax-deferred mechanisms,’’ he adds.

Classic executive benefits and so-called
perks —- flash cars, gifts, use of company

jets and yachts — may be disappearing on
theWest Coast, but there’s no sign of that in
the London market, where competition for
top talent is white-hot. In fact, benefits that
were once reserved for the highest executive
levels are ‘‘penetrating down further into the
organization,’’ says Marsh.

Some of these might include something
as simple as a corner office or a parking spot
in central London. ‘‘A particularly nice car or
nice car allowance, over and above that
which you should get, can make a differ-
ence,’’ Marsh says.

Toys to share

European companies appear to be much
less sensitive than their U.S. counterparts
about the use of expensive corporate facilit-
ies, according to Marsh. ‘‘Companies have
invested, and they do have corporate toys —
jets, yachts, apartments,’’ he says. ‘‘They al-
low senior staff the use of such facilities.’’

One of the more interesting new benefit
trends in London is onboarding, or assigning
a coach to a new senior hire. The risk of
newly hired executives failing can be as high
as 50 percent, Marsh explains, adding that a
new hire usually represents an important in-
vestment. ‘‘Executive coaching is an increas-
ing culture,’’ he says. ‘‘Ten years ago, the
chief executive would have had a mentor
who would be an older person. Now, you
have someone two or even three levels down
from the CEO working with the person in
weekly sessions to integrate them into the
new company. A number of people may be
ultimately successful who otherwise might
have failed in the first few months.’’

In regard to the concept of workplace flex-
ibility, Hodge points out a big difference be-
tween Europe and the West Coast. In Silicon
Valley, source of all the bells and whistles of
remote working, executives are free to use
their own judgment about where they work.
It’s typical to find high-ranking technology ex-
ecutives dividing their time between relatively
open, nonhierarchical offices and second
homes.

‘‘The executives I’ve dealt with,’’ says

Hodge, ‘‘stay connected with their teams at
multiple locations and tend to put in pretty
good hours. They might work from a week-
end house in Lake Tahoe, the ski slopes or
Hawaii. You might see an executive work
three days a week from a home office, or two
days on the road or working remotely from a
second home. And the boards are willing to
give them the flexibility to do that, as they see
fit.’’

In Britain, companies looking for total, vis-
ible availability are more likely to provide a
company apartment and weekend airfare
—- on a permanent, not a contingency, basis
—- to enable a senior manager to work far
from home.

‘‘Over the last few years,’’ says Marsh,
‘‘companies have been hiring individuals who
work out of one place Monday to Friday but
actually live in another. People are less in-
clined to move because of the costs and the
uprooting of their children’s education. So
companies have to be a little more creative.
If it’s proving hard to get someone they want
to relocate, instead they fly them into work
Monday to Friday, like a mini-expat. This is
becoming pretty popular.’’

He adds: ‘‘Of course, that means that the
executive can work really solidly Monday to
Friday. During the week, the company really
owns that person. And they pay for it.’’ F.A.
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Fractional ownership is one trend fueling
the increasing use of private aircraft.
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area as the largest catchment area.

According to Svensen, JetNetwork serves
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cluding DHL, Panera Bread and Chico’s cloth-
ing as well as entertainment and sports ce-
lebrities. The company has formed
marketing alliances with the Nascar Cup
Series champion Jeff Gordon and the Setai
Hotel in Miami.

‘‘JetNetwork was also selected as the
private-aviation provider for this season’s
‘The Apprentice’ and last season’s ‘Appren-
tice: Martha Stewart,’’’ adds Svensen, refer-
ring to the popular American television series
created by the tycoon Donald Trump.
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is an integrated helicopter service that oper-
ates a fleet of Sikorsky S-76 executive chop-
pers along the U.S. Atlantic seaboard. A
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AAG offers one-way and return taxi service,
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25 percent to 35 percent of basic salary for
joining.’’ Stock grants, rather than share op-
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In regard to the concept of workplace flex-
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Valley, source of all the bells and whistles of
remote working, executives are free to use
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ecutives dividing their time between relatively
open, nonhierarchical offices and second
homes.

‘‘The executives I’ve dealt with,’’ says
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three days a week froma home office, or two
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fit.’’

In Britain, companies looking for total, vis-
ible availability are more likely to provide a
company apartment and weekend airfare
—- on a permanent, not a contingency, basis
—- to enable a senior manager to work far
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‘‘Over the last few years,’’ says Marsh,
‘‘companies have been hiring individuals who
work out of one place Monday to Friday but
actually live in another. People are less in-
clined to move because of the costs and the
uprooting of their children’s education. So
companies have to be a little more creative.
If it’s proving hard to get someone they want
to relocate, instead they fly them into work
Monday to Friday, like a mini-expat. This is
becoming pretty popular.’’

He adds: ‘‘Of course, that means that the
executive can work really solidly Monday to
Friday. During the week, the company really
owns that person. And they pay for it.’’ F.A.
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‘‘JetNetwork was also selected as the
private-aviation provider for this season’s
‘The Apprentice’ and last season’s ‘Appren-
tice: Martha Stewart,’’’adds Svensen, refer-
ringto thepopular American televisionseries
created by the tycoonDonaldTrump.

Theprivate-aviationboomisnot limited to
fixed-wingaircraft. Associated Aircraft Group
is an integrated helicopter service that oper-
ates a fleet of Sikorsky S-76executive chop-
pers along the U.S. Atlantic seaboard. A
wholly owned subsidiary of Sikorsky Aircraft,
AAG offers one-way and return taxi service,
charters and fractional ownership.

The advantage of helicopter service, ac-
cordingto thecompany’sspokespersonCar-
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a rangeof 450 miles on a singleload of fuel,
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and flight cancellations,
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more appealingto frequent travelers, be they
corporate vagabonds or wealthy individuals.

The number of businesses around the
world operatingprivate aircraft has skyrock-
eted over the past 15 years, rising from
around 6,600 in the early 1990s to more
than 11,000 in 2004, according to the Na-
tional Business AviationAssociation.

Embraer, the world’s fourth-largest air-
plane maker, estimates that roughly 10,000
new private jets willbe soldover thenext de-
cade,generatingsalesof around$150 billion
worldwide.Buoyed by a 30 percent increase
in its own business-jet
sales during the first nine
months of last year, the
Brazilian aerospace com-
pany recently announced
that it will spend $235
million to develop and
produce new corporate
planes to keep up with
this anticipated demand.

‘‘The private aviation
industry has surged in
popularity,’’ says Paul
Svensen, chief operating
officer of the private-jet-
membership company JetNetwork. ‘‘It has
grown approximately eightfold in the past
five yearsas it addressesconsumers’safety
concerns, increasingly hectic lifestyles,grow-
ing demand for luxury and frustrations with
escalating costs and declining service in
commercial aviation.’’

Yet that alone was not enough to spark
the current boom. With private jets costing
anywhere from $5 millionto $20 million—
and given that most privately owned execu-
tive jets sit unused 96 percent of the time
(according to Jet-Alliance Inc.) — owning a
private aircraft is not for everyone.

Wider availability

But the advent of creative financing —
likefractionalownership,aviationdebit cards
and membership clubs — has made busi-
ness jets affordable to thousands of corpo-
rate and private fliers who previously would
have opted for commercial flights.

Much likea holiday time-share, fractional
ownershipallows companies and individuals
to buy a piece of a private business jet at a
fractionof the cost of an entire aircraft, with-
out the responsibilities of full ownership.

Thefractional ownershipprogram offered
by the Southern California-based Jet-Alliance
gives customers one-sixteenth ownership of
an Eclipse 500 business jet for a purchase
price of about $100,000.

On top of that, owners can expect to pay
$1,355 a month to cover the costs of insur-
ance, taxes,pilot salaries and other fixed ex-
penses, plus a usage fee of $715per occu-
piedhour of aircraft operations to cover fuel
andenginereserves.
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