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But how did the modern GT V8 drive?
At the Monticello Motor Club track, my in-
structor, strapped into the passenger seat,
calmly said, “Okay, at the next turn I want
you to induce oversteer.”
“Come again?” I whimpered.
With visions of spinning backward, out

of control, in a six-figure automobile that
didn’t belong to me, I obediently swung a
bit too fast into a tight right turn. I in-
stantly felt the car’s electronic stability sys-
tem correct my mistake, rebalancing the
car’s weight and keeping the back wheels
from coming unglued from the track.
While the Continental’s interior has the

luxurious appointments of a grand tourer, it
handles like a nimble sports car. The GT
V8’s agility is the byproduct of a lighter en-
gine, leading to front-axle load reduction
and improved weight distribution (front to
rear, 51:49%), and the permanent all-wheel
drive. The electronic stability system I ex-
perienced and automatic braking system
are combined with weight-saving yet long-
lasting carbon brakes, an option on both V8
models.
My rear-wheel-drive S3, with its primi-

tive power steering and complicated pre-
ABS hydraulic servo-brake system, would
have landed in a ditch had I tried that

same oversteer maneuver, which had me
fantasizing about getting Madeleine retro-
fitted. But the biggest news about the GT
V8 models is the 4.0-liter turbocharged en-
gine.
The target of this V8 series is better

fuel economy and lower CO2 emissions
than its 6.0 liter, 12-cylinder sibling.
(Bentley claims 40% less fuel consumption
than the 2008 GTs). Obviously, the loss of
two liters and four cylinders results in less
power from 0 to 60 miles per hour: 4.6 sec-
onds for the V8 versus 4.2 for the W12. It
also means a drop in top speed: 188 miles
per hour compared with the previous 195
mph. But, seriously, unless you regularly
commute through the Bonneville Salt Flats
in Utah, the difference in speed is inconse-
quential when stacked against the environ-
mental benefits and cost savings. The V8
is 10% cheaper than the W12.
During another test drive, Brian Gush,

head of Bentley’s chassis, powertrain, and
motorsports engineering, explained how
the reduction in fuel consumption and
emissions was achieved: a lighter car, a
smoother eight-speed automatic transmis-
sion, and a system that at low speeds
makes the car efficiently run on just four
of its eight cylinders. I couldn’t tell when

the eight cylinders dropped to four be-
cause Gush’s team has tuned the exhaust
system to consistently deliver that sexy V8
growl and burble.

For all the technical innovations of the
past 50 years, Bentley, I was surprised to
learn, is still in the slow lane down the fuel-
efficiency track. According to the Environ-
mental Protection Agency, the 2013 Bentley
Continental GT V8 gets an average of 18
miles per gallon, nothing to set anyone’s
pulse racing. The 2013 W12 delivers 14
mpg, while the 2012 Mulsanne can only
manage 13 mpg. That’s exactly the same
fuel efficiency as the V8 1963 predecessor
that I drive, which, incidentally, I was able
to improve to 16 mpg through additional
modifications.
In all fairness to Bentley, a comparison

with other luxury late models known for
speed and sophisticated styling results in
similar poor marks for average mpg con-
sumption. They range from 14 mpg for the
2013 Maserati Quattroporte and Rolls-
Royce Phantom Coupe, to 19 mpg for the
2013 Porsche 911 Turbo and the 2013 Jag-
uar XK.
Still, that doesn’t let Bentley off the

hook. Companies that talk about being

best-in-class need to anticipate the needs
and wishes of their target audience. And
when a company claims to build automo-
biles that last for “a century or more,”
there is an even greater responsibility to
tackle future challenges.
Uncle Sam is certainly nudging Bentley

and the other luxury-car companies to do
better. Automobile fleets with average mpg
that fall below the prescribed level of 27.3
are all being fined by the U.S. government.
These fines are currently viewed by the
luxury-car industry as a cost of doing busi-
ness. But the fines are scheduled to get
considerably steeper for 2017 models, when
phased-in regulations pushing fleet aver-
ages up to 56.2 mpg by 2025 are expected
to kick into gear.
The U.S. is Bentley’s largest single mar-

ket. It remains to be seen whether the 40%
improvement in fuel efficiency from its pre-
vious models, and the modest 10% price dif-
ferential of the Continental GT and GTC
V8s, will have any impact in bringing new
customers to the Bentley brand. My hope is
that Bentley will continue to use its consid-
erable resources to pioneer a quantum leap
in its fuel economy and environmental inno-
vations.
Until then, I’ll keep Madeleine. 
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LAUNCHED IN JANUARY 2006, XOJET OPERATES 47 SUPER-MIDSIZE

business jets out of Brisbane, Calif. Its service differs from
those of competitors in several ways. It deploys its private
fleet unconventionally, often passing the resultant savings
on to customers, and its pricing is transparent compared
with that of many rival outfits flying the skies. Even its
marketing efforts crack open tired industry practices. Xo-
jet–which private-equity investment firm TPG Capital ac-
quired in 2009–picked up its odd name when the firm’s
founder, Paul Touw, saw a bottle of Hennessy XO.
Let’s start with the Xojet fleet, which includes 14 Bom-

bardier Challenger 300s, 26 Cessna Citation Xs, and seven
Hawker 800XPs made by Hawker Beechcraft. The firm’s
jets have an average age of just three years, and it claims
to have been the first in its industry to equip all of its air-
planes with Wi-Fi. Many private-jet companies deploy air-
craft they manage for others, while Xojet, in contrast, owns
or leases all of its airplanes.
The jets are painted entirely white, a conventionally per-

ceived drawback because the color suggests unsold aircraft.
Furthermore, the Xojet name is plastered across the engine
covers. That’s another marketing no-no; passengers typi-
cally like folk outside the plane to think they are flying
their own jets, not just some air taxi. But customers appar-
ently like the look, and the branded planes on tarmacs
around the country have spread word that Xojet serves
many cities.
The outfit claims that owning and leasing its fleet results

in better efficiency and more consistent quality. By concen-
trating on just a few aircraft models, moreover, Xojet mini-
mizes costs for crew-training, insurance, parts, and mainte-
nance. It also flies its airplanes 95 to 100 hours per month–
more than twice the industry average, it says–and makes
relatively few repositioning flights (trips without paying
passengers). All this efficient fleet utilization helps Xojet of-

fer highly competitive pricing, according to
CEO Blair LaCorte.
To better understand the prices on offer, we

reviewed Xojet’s current menu of six flight op-
tions, all introduced since 2009. Three of them
compete with traditional charter:
Fixed-Price Charter offers set charges for

flights between 22,000 U.S. city pairs, including San Fran-
cisco/Atlanta ($22,000), Los Angeles/Houston ($17,000), and
Chicago/Seattle ($25,000). As with traditional charter, avail-
ability of aircraft isn’t guaranteed. What’s different is that
Xojet’s prices are transparent. The published prices include
ground transportation in departure and arrival cities, in-
flight catering, phone calls, and Wi-Fi connectivity–every-
thing but federal excise tax.
Preferred Access allows you to cut costs for each flight

by prioritizing your needs. You can pay less, for example,
if you’re flexible about departure dates and times, airports,
and other issues. Aircraft availability isn’t guaranteed here,
either, but CEO LaCorte reports that Xojet fills requests
90% of the time. Discounts are also available if you make a
refundable deposit.
Custom Charter is a traditional charter offering and is

the only Xojet product that sometimes utilizes aircraft from
outside the company’s fleet. In this case, Xojet will find you
an airplane to take you wherever you want to go and pro-
vide a customized quote—which, by definition, will be more
than you’d pay with the Preferred Access program.
Xojet’s other offerings compete more with fractional pro-

viders—companies that sell aircraft shares—and with jet
cards, which are really airtime coupons. Aircraft availability
is guaranteed in these cases. But unlike fractional shares,
these programs don’t require buying a portion of an aircraft
or suffering a loss if airplane values dive hard.
Coast2Coast is for those travelling cross-country at

least three times a year. The service covers more than 100
routes between East Coast and West Coast airports and
costs $115,000 for 25 hours of airtime. Such flights can cost

40% less than with a fractional share, Xojet
claims, because it’s less expensive to operate
popular, long-distance routes. The company
passes those savings on to clients; rival frac-
tional-share providers typically charge the
same rates regardless of route.
Elite Access lets you use Xojet’s fleet for

$8,500 per flight hour, including fees, taxes, and fuel. There’s
a $100,000 refundable deposit; the company bills you on a
per-flight basis, with a minimum charge of 1.5 hours per
flight, and requires an annual 50 hours fly-time commit-
ment. “Minimal” charges apply for canceled flights or
schedule changes with less than 12 hours’ notice during non-
peak days, or less than 48 hours during peak-demand days.
Jet Membership, a variation of Elite Access, offers the

best Xojet market price per trip to those purchasing mem-
bership for a “low” fee. Asked what “low” means, a repre-
sentative replied that the program “is highly customized”
to address “when, where, and how a customer prefers to
fly.” Membership is for anywhere from one to five years,
the hours associated with the membership don’t expire, and
there are no blackout days or aircraft-repositioning fees.
Furthermore, you pay only for the airtime used.
Xojet’s offerings can look sweet if you want simple, com-

petitive pricing with minimal commitments and fine print.
But LaCorte admits that some consumers—particularly those
who want a waiting plane to whisk them off on a whim—may
be better off with a fractional provider or full ownership.
Traditional charter can make sense in other circumstances.
Private-jet charges are not nearly as easy to scrutinize

as airline fares. Some companies charge for every little ex-
tra, and even Xojet’s relatively straightforward deals often
involve flight-hour commitments and upfront deposits.
Given the amounts of money involved, it’s always wise to
carefully consider all the alternatives before signing on any
firm’s dotted line. 

JEFF BURGER is the editor of Business Jet Traveler magazine.

FlyingDiscounted Skies
Xojet runs its fleet differently so clients pay less.

By Jeff Burger Clients get lower
prices on long

distance routes and
by booking well
ahead of travel

dates.
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