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Gulfstream’s New Best Seller
This hot, $65 million business jet can cut an hour’s fly time from long hauls.

GULFSTREAM AEROSPACE’S G650 IS

the hottest new business jet on the
market, a $65 million bird that soars
above the GV/G550, the company’s

previous best-selling large-cabin, ultralong-range model. But
it wasn’t the designers for the Savannah, Ga., company who
identified the hit plane’s key qualities. It was customers who
were asked what they would like to see in a follow-on air-
plane.

“We’ve had customer advisory boards for almost 20
years,” says Gulfstream’s president, Larry Flynn, “and we’ve
always relied on them to give us input.” Customers wanted
an airplane that would satisfy the need for more long-haul in-
ternational travel. “They wanted more range, speed, and a
larger cabin,” Flynn says. “So we set out to develop an air-
plane that flies 7,000 nautical miles at Mach 0.85 and 5,000
nautical miles at Mach 0.90, which is unprecedented.”

They did that–and more. The G650, which can fly 6,000
nautical miles at Mach 0.90, with a top speed of Mach 0.925,
is now the fastest business jet available. Gulfstream origi-
nally announced the jet in March 2008. During the recession,
executives had to fly longer to cut deals in difficult-to-reach

emerging markets, so even while the recession raged, G650
orders quickly jumped to 200. The jet’s backlog is out to 2017.

The G650 has proved so popular, Gulfstream enacted an
unusual clause in its sales contract: Buyers can’t sell their
delivery slots to eager line-jumpers. “Contracts are not as-
signable,” Flynn explains. “Everybody stays in the order
they bought.” You can understand the interest. The G650
can cut an hour off the time a long flight would require on
the G550. The cabin measures 102 inches wide and 77
inches high, with an 84-inch-wide floor, enough room to seat
three across. Seating capacity is typically 11 to 18.

For comfort and fatigue-prevention, the expansive pres-
surization provides a cabin altitude of 4,850 feet when flying
at the maximum 51,000 feet. At 41,000 feet, cabin altitude
is 2,800 feet, figures far lower than for airliners, which typi-
cally have an 8,000-foot cabin when flying much lower. The
fuselage structure must be able to withstand greater pres-
surization to achieve those numbers, but the G650 windows
are 28 inches long by 20.5 inches high, adding more natural
light and better outside viewing than the G550 offers. The
new airplane’s fly-by-wire flight controls eliminate conven-
tional cables and push rods, making the jet a pleasure to fly,
while the PlaneView flight deck with enhanced vision sys-
tems results in more opportunities to make it into airports
during low visibility, cutting down on diversions.

Gulfstream originally announced that the airplane would
be certified in 2012, and the company met that goal. A
crash during flight-testing of a prototype G650 in April
2011 did delay the program by a few months, but the Na-
tional Transportation Safety Board investigated the acci-

dent and found no fault with the airplane’s design.
The competition isn’t exactly standing still. Bombardier

is developing the rival 7,300-nautical-miles Global 7000 and
7,900-nautical-miles Global 8000, scheduled to enter service
in 2016 and 2017, respectively. Around $150 million will snag
you an 8,200-nautical-miles Boeing 787. That will out-
distance all the purpose-built business jets.

Don’t let the flashy G650 blind you to Gulfstream’s other
toys. The same year it had the debut of the G650, the com-
pany announced the product that would become the G280.
The large-cabin, super midsize G280, which replaced the
G200, received FAA certification and entered service in 2012.
It costs $24 million and seats up to 10. Says Flynn: “Custom-
ers wanted better performance, a more comfortable cabin,
and the latest and greatest cockpit.” Early buyers are flying
the G280 from Paris to New York, benefiting from its better-
than-expected range of nearly 3,600 nautical miles at Mach
0.80, up from the originally projected 3,400 nautical miles.

The G150 remains the smallest Gulfstream available; the
G450 and G550 are still in production. “If you look at the
fleet, the G650 is in a class by itself,” Flynn says. “The
G280 is best-in-class below the G450, so the price points and
the performance are spread out enough so that it becomes
a nice family. We go from the G150 to the G650 and try to
understand what buyers’ needs are and what best fits. It’s
a fun conversation.”

But it’s even more fun to fly them. �

MATT THURBER is a senior editor at Aviation International
News and a regular contributor to Business Jet Traveler.

By
Matt Thurber

Roomy ride: The G650

has become a long-haul

best seller for Gulfstream.

How They Stack Up

Manufacturer

Maximum
Range (at

Mach 0.85)

Approximate
Equipped
Price (mil)

Operating
Cost Per

Flight Hour*

Gulfstream G650 7,000 NM** $65 $7,302

Bombardier Global 6000 6,000 NM** 59 7,032

Bombardier Global 7000
(in development) 7,300 NM*** 65 NA

Bombardier Global 8000
(in development) 7,900 NM** 65 NA

*Fuel cost, $6 per gallon. Based on utilization of 175,000 NM per year, total per-hour costs.
**8 passengers, 4 crew, NBAA IFR reserves. ***10 passengers, 4 crew, NBAA IFR reserves.

Sources: Gulfstream; Bombardier; Conklin & de Decker
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Woods. Presiding over Lake Geneva these
days with a Gatsby-like presence is the fi-
nancial mogul Richard Driehaus (mutual
funds, not bootlegging); his lavish Fourth of
July-theme parties are capped off by a
shock-and-awe fireworks display for resi-
dents. According to realtor Mark Larkin of
Keefe Real Estate, the average price of Ge-
neva lakefront properties hit $2.35 million
last year, after falling as low as $2.08 million
in 2010 from $2.63 million in 2008. Larkin
represented the gas industrialist who pur-
chased last year’s major $7.2 million prop-
erty. Generating buzz: Bocelli’s, a soon-to-
open Italian lakeside restaurant with marina
that will allow diners to arrive by car or
boat.

Median price, 2012: $1.9 million
Median price, 2011: $1.8 million

11. VAIL, COLORADO
Vail is the nation’s alpine village. You can

walk everywhere and take chairlifts to ski
down the U.S.’ largest ski resort. Vail is sur-
rounded by federally protected forestry
land, which tends to make Vail condo-centric
while producing housing inventory that can
sometimes be tight. Vail is comprised of sev-
eral villages, but Vail Village, at the moun-
tain’s base, is a warren of shops and restau-
rants that are always desirable. Lionshead
has a Ritz-Carlton hotel, and it’s possible to
buy units there, but check out the Arabelle
at Vail Square, where property is selling
about 6% below offering prices, better than
in most competing markets. Last year, Vail
celebrated its 50th anniversary, prompting
the local government and Vail Mountain Re-
sorts, the stock-market-listed company that
owns Vail, to spend a bundle upgrading in-
frastructure. Vail Village’s streets now have
a snow-melt system. For new American cui-
sine, head to Larkspur Restaurant & Bar
and celebrity chef Kelly Liken’s eponymous
eatery. For a taste of Asia, meanwhile, go to
Osaki, where the sushi chef was trained by
his grandfather in Osaka, Japan.

Median price, 2012: $1.9 million
Median price, 2011: $1.6 million

12. BRAYS ISLAND PLANTATION,
SOUTH CAROLINA

Brays Island Plantation is quietly estab-
lishing itself as a refuge for wealthy families
who want privacy and a sporting life. Deal
volume remains slow, partly because it is not
a general-purpose resort but a private en-
clave for shooters, fishermen, equestrians,
and boaters. Sumner Pingree, who bought
Brays in the 1960s and in 1988 turned his
plantation into a community for no more
than 325 families, still lives there. A pleasure

is asking the resident naturalist, Bruce
Lampright, for a tour of the 5,500-acre plan-
tation, on horseback and with telescope.
Brays’ roads are not lit; the night-sky stars
shine. Added bonus is that Charleston and
Savannah are only an hour away. Housing
prices are strong, but only eight homes sold
in 2012, up from five in 2011. About 27 of 205
homes are for sale, and deals are getting
done at 15% to 10% below the offer. The mild
buyer’s market probably won’t last for long.

Median price, 2012: $1.6 million
Median price, 2011: $1.3 million

13. MARTHA’S VINEYARD,
MASSACHUSETTS

The 100-square-mile island off Cape Cod
famously offers the rose-tinted cliffs of Gay
Head, morning coffee at Alley’s General
Store in West Tisbury, and lobster-in-the-
rough in the quaint fishing village of
Menemsha. Regattas are held throughout
the season, and the Edgartown Yacht Club
extends its facilities to members of sister
clubs in the U.S. Sailing Association, but
only when arriving by yacht. Fans of classic
wooden boats hang out in Vineyard Haven’s
Gannon & Benjamin Marine Railway, while
off-season the island belongs to the sports
fishermen working the monthlong Striped
Bass and Bluefish Derby.

Reservations are a must for dinner at the
Outermost Inn in Aquinnah, where your host
will be Hugh Taylor, younger brother to folk-
singer sibling James Taylor. Atria in Edgar-
town is the go-to choice for a dinner with an
elegant downtown feel; tasty burgers are
served at its Brick Cellar Bar. The local
dance band, Johnny Hoy and the Bluefish, is
an island-wide draw. President Barack
Obama checks out the Bunch of Grapes
Bookstore in Vineyard Haven during his
summer vacations, but celebrity-spotting
even takes place in Abel’s Hill cemetery in
Chilmark, the final resting place for Animal
House comedian John Belushi. House sales
rose 26% in 2012 from the prior year, but a
new building-restriction bylaw in Chilmark
could get voted in next month. The biggest
deal of the year came in the last days of 2012:
$12.6 million for a late 19th-century harbor-
front house in Edgartown, sweetened by a
pool and private dock.

Median price, 2012: $595,000
Median price, 2011: $542,000

14. SCOTTSDALE, ARIZONA
The Arizona suburb has been a retire-

ment oasis for over a millennium, since the
Hohokam, a prehistoric civilization, irrigated
the area, creating what became the man-
made playgrounds for which Scottsdale is fa-
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Since inception, LINN Energy continues to be
one of the industry’s most successful MLPs. Our
strategy provides stability, and grows distributions
and dividends for the benefit of unitholders and
shareholders. Investors now have two ways to invest
in LINN Energy.

If a reliable income source is part of your investment strategy and you would
like to find out how LINN Energy can enhance your portfolio, contact Clay
Jeansonne, VP-Investor Relations.

ir@linnenergy.com • (281) 840-4110
or visit the Investor Center at www.linnenergy.com

A Different Kind of Oil & Natural Gas Company
People • Strategy • Assets

Investors who count on consistent income,
can count on LINN Energy.
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