BVNE

Basic equipped price

US$ 52,000,000
PERFORMANCE

Max. cruising speed

1,005 km/h / 485 kts (Mach 0.82)
Maximum range (NBAA, IFR reserves)
11,100 km / 6,000 NM

Take off run (SL, ISA, MTOW)
1,880 m /6,170 ft

Landing run (SL, ISA, MLW)
1,360 m / 4,460 ft

Ceiling 12,500 m / 41,000 ft

EXTERNAL DIMENSIONS
Length 33.84 m / 111 ft

Height 11.76 m / 38 ft 7 in
Wingspan 34.10 m / 111 ft 10 in

CABIN

Crew + passengers 4 + 8

Height 2.25 m /7 ft 4 in

Max. width 3.7 m / 12 ft 1 in
Length 23.65 m /77 ft 7 in

Cabin volume 167 m*/ 5,900 cu ft
Baggage compartment volume
(with 5 ACTs) 3.6 m*/ 128 cu.ft

ENGINES |AE V2527-A5
(Power 26,5001b/117.9 kN)
LIMITATIONS

Max take off weight
76,500 kg / 166,500 Ibs
Max landing weight
62,500 kg / 137,800 Ibs
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gned by and for pilots. Its controls and displays are intuitive.” The A320 family was the first to
introduce fly-by-wire technology in civilian aircraft, running the risk of over-technifying the cock-
pit, but most reporting agrees that the electronically signalled control system, which was intro-
duced to replace some of the aircraft’s mechanical parts with electronic interfaces and hence save
weight, is user-friendly and not over-complicated. Indeed, fly-by-wire technology is now com-
monplace on corporate jets, reducing weight and leading to lower fuel consumption and opera-
ting costs, and alleviating pilot workload. The major risk attributed to fly-by-wire systems - relia-
bility — is compensated for in the ACJ in the form of multiple redundancy, different microproces-
sors and vendors, and segregation between both computer systems and power supplies.

Along with extra fuel tanks, enhancements found in the ACJ include additional engine thrust for
improved take-off performance, a higher cruise altitude of 41,000-feet for greater efficiency,
Category 3B autoland as a standard feature, and in-built airstairs for self-sufficiency at busy air-
fields and at those with limited facilities.

The Story So Far

Airbus announced that the ACJ) program had passed the milestone of 50 sales in November 2005,
and just three years later, in 2008, the 100th ACJ was sold. In fact, if you add the twin aisle corpo-
rate jet models (A330, A340, A350 and A380) to the ACJ and its sister A320 family business jets,
the longer A320 Prestige and the entry level A318 Elite, sales total more than 150 in the VIP seg-
ment. The 2008 order book was boosted by sales of a single aircraft to an undisclosed private cus-
tomer via BAA Jet Management, three aircraft to Jet Alliance, and, famously, November’s confir-
med total of six Airbus VIP aircraft for Abu Dhabi’s newly launched Al Jaber Aviation. Initially AC)
sales were highest in the government sector, and the ACJ is the carrier for officials and senior mili-
tary representatives of many nations, but the sales split today is close to equally divided between
government, charter and private operator customers. In total, more than 30-percent of AC sales
have been to customers in the Middle East, a proportion that jumped to 50-percent in 2008. Airbus
has boosted its presence in the region, notably with the division’s Vice President now calling Dubai
home - though he continues to maintain an office in Toulouse, aware that Europe has, and will
continue to be, a stronghold for the brand. “Our focus is definitely global,” Chazelle asserts,



Cockpits of the

ACJ Family are
super-Ffriendly,
spacious and not
over-complicated.
Modern fly-by-wire
technology is, of
course, standard, and
complemented by
multiple redundancies.
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“though we do see the new markets of Asia as offering great potential. We already have a record
of more than fifteen corporate jet sales in greater China, which is well ahead of Boeing. East Asians
tend to prefer ‘the latest’, and the youth and modernity of our fleet is proving popular there. We
were also pleased to recently make our first sale in the US, and whilst we face an uphill battle
there against Boeing and against the trend for smaller business jets, we will persist.”

If you were to order an Airbus corporate jet today, the best delivery window you could hope for would
fall in 2012. With most business jets plagued by long lead times, Airbus Corporate Jets are fortuna-
te to be fully owned by Airbus, enabling the company to allocate priority delivery slots if necessary,
a luxury not available to Boeing whose Business Jet division is shared with General Electric, placing
them equivalent in ‘rank’ to other third party customers. Both Chazelle and Velupillai are reluctant
to comment on the future of business jets in the current economic climate, noting that order num-
bers are so small and the track record so short, that it is difficult to make generalisations. “The cre-
dit crunch is sure to affect the business aviation industry, but larger jets fall at the more resilient end
of the market,” says Chazelle. “In 2008 we sold 38 aircraft but could only deliver 16-18. On those
figures, sales would have to fall a long, long way before we dropped below capacity.” 1
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