


The Global 7000:  
A Completions Oversight Perspective 

  

 More often than I care to admit, I have been accused of wearing my heart on my 

sleeve when it comes to Bombardier, especially its Global Program. A disposition that I have 

reflected on over the years in an attempt to understand its root cause. It could be from 

having spent ten years at Bombardier at the height of what was arguably one of its most 

exciting periods, from 1996 to 2005, which marked the launch of the Lear 45, Global Express 

and Challenger 300 clean sheet aircraft programs. It could also be due to the good fortune 

of a hometown boy who loved planes as kid growing up in Montreal and ended up working 

at the Canadian aerospace giant, akin to a kid growing up in the Bronx and ending up 

playing for the Yankees (but not quite). It could also stem from what my professional 

experience has afforded me, which is forging a unique niche in business aviation as a Global 

specialist. One that I am grateful for and very passionate in defending. It is this expertise that 

has allowed my team and I to steer our firm’s orientation towards Bombardier products, 

where Global models figure prominently. It’s been a strategy that has served us well having 

recently completed our 100th Global project. As Bombardier inches closer to the certification 

of its new flagship Global 7000, it is precisely from this perspective that I wanted to share 

some insight for industry watchers in general, and Global 7000 position holders in particular. 



An Oversight Consultant’s Mandate 

Before I delve into the completion issues that clients should expect to confront on the 

Global 7000, I thought it important to briefly outline our view on what a completion oversight 

consultant’s mandate should be, and the skillsets they should possess. While technical 

ability is crucial, it is only one of many skills required to execute a successful completion 

mandate. Your consultant needs to be equally well-versed on the financial elements of a 

completions project as they are on the technical elements. Over the last ten years, we have 

had more exchanges with CFOs and directors of aviation on valuation exercises than we 

have had on work-scope related updates with directors of maintenance. 

Another critical skill is the ability to navigate issues and find solutions. Many mistake a 

consultant’s mandate as “snagging” issues, perpetuating the notion that the louder the snag, 

the more “competent” the consultant. Quite the contrary, a completion consultant needs to 

be able to leverage their collective experience to come up with solutions when problems 

are encountered. Navigating issues within the OEM’s organization is a bit like counselling 

someone to “buy low, sell high.” Knowing what to do and actually knowing how to do it are 

two totally different things.  

Reporting is another important key element of a successful completion. If your consultant 

uses email as their primary reporting tool, you are not benefiting from an effective or well-

structured reporting process. Establishing a baseline by clarifying the spec with your client 

(and the OEM) is the first order of business. The structured monthly reports you send to your 



client then become critical “back-to-birth” documents that will serve the owners at the 

eventual sale of the asset. I recall one instance where a prospective buyer was claiming 

latent damage as justification for a deep discount on the asking price. We were able to 

provide our completion reports and accompanying photos as rebuttal evidence that 

resulted in a transaction that both the seller and buyer were happy with. The point is that 

proficient oversight involves more than on-aircraft activities. Effective project management 

necessarily incorporates every aspect of the completion process, both technical as well as 

financial.   

G7000 Performance 

If you are looking for a performance comparison of the Global 7000 versus the Gulfstream 

G650ER, you will need to wait for one of Fred George’s excellent reviews. That being said, I 

would venture to say that I wouldn’t be surprised if Bombardier did not have a pleasant tidbit 

for clients at the model’s entry into service e.g. improved range, speed, exceptional smooth 

ride, MTOW, etc. an olive-branch gesture of sorts to offset the late certification of the aircraft. 



Potential improvements on stated performance will likely emanate from GE’s new Passport 

20 power-plant and Bombardier’s new clean sheet wing for the 7000. The company is also 

gleaning a significant amount of technology from the C-Series program especially with all 

the engineering resources that transferred over to the Global 7000 program once the C-

Series entered service. What we do know already is that Bombardier has committed, albeit 

as a post entry into service item, to certify the Global 7000 for London City Airport access 

which will make it the first purpose-built ultra long range model capable of over 7,000 nm 

range to land there.  

 

Program Issues and Potential of a Mod Line 

Publicly, Bombardier has committed to Q4 2018 for entry into service of the Global 7000. If 

we take the current timeline for a typical Global 6000 completion (approximately 6-8 

months from green completion to entry into service) and overlap the new learning curve for 

the Global 7000, we can expect the completion timeline to edge closer to 12 months for at 

least the first several serial numbers coming off the line. Incidentally, Gulfstream 

experienced the same learning curve issues when it introduced the G650 but is now 

finalizing completions within its usual six-month time-frame. Having completed our fair 

share of G650s, our observation is that there are two fundamental things that Gulfstream 

does differently from Bombardier that drive the disparate completion durations. First, 

Gulfstream delivers a much more “completed” green aircraft out of its production facility in 



Savannah leaving less work for their completion team. Second, Bombardier is willing to 

entertain significantly more customization to the aircraft during its completion phase, a 

differentiation strategy that while very much appreciated by certain clients adds complexity 

and time to the completions process. My guess is that Bombardier is going to task its green 

production line in Toronto to complete more of the aircraft before its induction into the 

Global Completion Center (GCC) in Montreal, something it has already initiated with the 

Global 5000 and 6000. 

From a client’s vantage point, significant changes to the production processes will present a 

challenge when incorporating modifications (mod-sums) and services bulletins; one that 

should trigger a heightened awareness on the part of clients to ensure that at delivery, their 

aircraft has incorporated as many such updates as possible. Instituting a “mod-line” to 

integrate upgrades “on the fly” for a new program is not uncommon, especially when 

modification and service bulletin lists are fluid and likely to be updated almost weekly. 

However, it does significantly raise the oversight burden for clients as Bombardier seeks to 

meet delivery commitments while clients try to ensure they have the latest modifications 

incorporated in their aircraft.  

Galley Options 

Moving our focus to the interior cabin, the galley is a good place to start. Specifically, 

regarding the choice of appliances. The espresso machine has always been a key item in 

stocking a complete galley. It has also been a darling of Bombardier’s FRACAS (Failure, 
Reliability and Corrective Action System) Report for the past few years. It seems that these 

units require constant upkeep, the kind that we just don’t have time for, even for our own 

units at home. As a result of high altitude, low and high cycle usage, many fail. My point is if 

espresso availability is an important requirement for your trips, you need to either commit to 

its upkeep or find a more practical solution. We had a situation where our client (a charter 



operator) would incur AOG events from continuous espresso machine failures. That’s 

because the availability of premium coffee was one of many features of their luxury service. 

When you are paying $12,000 an hour, you expect premium coffee and let’s not forget the 

opportunity cost of a grounded aircraft from the operator’s side of the equation. Infrequent 

use was the diagnosis of the failures. The solution for their new Globals moving forward was 

to simply install a new electrical (GFI) outlet in the galley and replace the $30,000 

ruggedized machine with a $300 commercial off the shelf version. The $300 machine was 

logged as loose equipment and if it ever failed, a quick trip to the nearest big box store for a 

new unit would be the extent of the inconvenience incurred by the crew, a stark contrast to a 

pricey AOG event. This is a great example of how an ounce of prevention is worth a pound of 

cure. In the past, when we encountered these in-service appliance failures, we measured 

ourselves on how fast we could get a replacement unit, when in fact the proper approach 

was to step back and see how we could have matched the right equipment or configuration 

to the operational requirement. 

Internet Connectivity 

Onboard internet connectivity is another area fraught with issues when equipment decisions 

are made for you in the form of baseline supplied architecture. On the Global 7000, 

Bombardier is offering Ka-Band as the standard internet system, without a backup system. 

While technology is exponentially improving internet speed, internet coverage is tracking a 

little behind. Ka-Band is the latest technology on the market, offering internet speeds of up 

to 15 mbps. At optimum conditions, it allows users to stream Bloomberg Business on the 

bulkhead monitor, tune into Spotify for ambient music and provide access to social media 

accounts all at the same time. There are some limitations with Ka-Band in terms of coverage 



as they spool up to steady state regarding satellite availability, a problem not specific to the 

Global 7000. However, what I do see potentially happening on the Global 7000 is clients 

wanting to integrate an air-to-ground (ATG) system to provide redundancy and assured 

connectivity over high traffic regions like North America and Europe. Time will tell what 

options are going to be available for a certified backup ATG system. As of now, there are 

none. Recent around-the-world testing of Inmarsat’s Global Xpress system were very 

promising, but speed is still an issue. However, the most important thing to remember 

regarding on board internet connectivity for your 7000 is that 4G technology is just around 

the corner. We advise moving slowly to shore-up current service gaps. 

Integrating Vendor STCs Outside Bombardier’s 
Interior STC 

If you do elect to incorporate vendor STCs to address a particular service feature or 

capability requirement, you need to consider the following. Third party STCs reside outside 

the umbrella of Bombardier’s STC for the interior. This is important because it has residual 

value implications at resale.  For example, consider a Global 7000 with an aftermarket 

installation of the aforementioned backup ATG system. Upon resale of the aircraft involving a 

change in registration regimes, the importing regulatory authority issuing an import 

Certificate of Airworthiness (CofA) may pre-empt the transaction if they do not recognize the 

STC. The only way for the transaction to proceed at that point would be to either remove the 

system (an expensive proposition) or re-certify the STC under their authority which has 

significant downtime implications. While clients may not be thinking of their Global 7000’s 
residual value when they are accepting delivery of their aircraft or even when they are 

incorporating a brand new “feature” via a post-delivery STC, I guarantee that they will care 

when a transaction is scuttled because the buyer finds out an STC is invalid in the country of 

registration where the seller wants to operate the aircraft. A quick check on JetNet shows 

that 35% of transactions over the last five years involved a change in country of registration. 

Imagine being locked out of a third of the market because you wanted supplementary 

coverage for wireless onboard internet. 

Internet redundancy is important especially with viable solutions moving forward, but it is 

just one example of the larger issue at play when incorporating STCs to address system or 

service feature gaps that go beyond the OEM’s interior STC configuration. Buyers need to be 

keenly aware of this for their new aircraft. 

Cabin Management System 

While Bombardier has not made their selection of Cabin Management System (CMS) 

platform for the Global 7000 public, the race is clearly between Rockwell’s Venue System 

(that is currently found on the Global 5000 and 6000) and Lufthansa Technik’s new Nice HD 



CMS. While I have long been a fan of Rockwell’s Venue system on the Global 6000, I would 

love to see Lufthansa Technik’s Nice HD system get the nod. 

Our experience with new Nice CMS on Bombardier’s Challenger 350 and 650 has been very 

good and well received by clients. The Nice CMS is, by all accounts, a mature and stable 

system with plenty of growth available to integrate advancements in future software 

releases. Its NiceView 3D moving map (Lufthansa Technik’s version of Airshow) is very 

impressive and the configuration interface is simple to understand. In fact, many oversight 

consultants overlook the configuration of the CMS for the same reason clients do, it’s just 

too labor intensive to commit time to configuring. Often, this task is left to the aircraft 

management firm to address. We don’t! We ask all our clients about their preferences, and 

configure them into the system before delivery, if possible. Often the client will want to work 

through the different settings to determine what options they prefer for their cabin set up. 

We, at the very minimum, show them how to run through and stage all the options. As such, 

we appreciate the Nice HD system’s simplicity. 

One irritant with cabin management systems in general, is the inelegant way in which they 

integrate company logos. If you are thinking this is a minor issue, try explaining to your client 

who just purchased a pre-owned Global that they need to pay $10,000 to remove the logo 

of the previous owner’s company (something that used to go unnoticed during pre-buys). 

The exorbitant cost for something seemingly minor comes from the fact that the CMS 

supplier needs to re-spin the code to update the logo. The takeaway here is that perhaps 

you should rethink your branding requirement, as it relates to your CMS, lest a consultant 

holds that over you during a pre-purchase inspection at resale time. 



Cabin Comfort 

There are a host of new design features on the Global 7000 that are directly aimed at 

measurably improving cabin comfort. In addition to the four-zone floor plan configuration, 

Bombardier is incorporating a fully compliant dedicated crew rest area opposite the galley, a 

dining table for six and recessed side ledges that effectively nullify the G650’s slight cabin 

width advantage.  Brand new seats with hard shell back covers and redesigned arm rests 

round out the creature comforts Bombardier has in store for Global 7000 owners. These are 

just of few of a very long list of baseline improvements and the available options are 

essentially straight-forward. The enhanced sound package should also measurably improve 

sound quality in the cabin. 

But as Bombardier is not 

publishing specs on the 

option, and at the risk of self-

promotion, it is unclear to me 

how an oversight consultant 

without the right sound 

testing equipment could 

confirm whether sound levels 

are achieving targeted noise 

levels. Not that this fact alone 
should drive your selection of 

a completion consultant, but 

if low noise cabin environment is especially important for a client, having a track record in 

developing sound suppression kits and access to the right sound measurement equipment 

(an expensive capital outlay even for established firms, let alone one-man shows) would 

play into my choice for an oversight consultant.  

A rumoured interior feature that was 

considered by Bombardier, but in the 

end, did not make the cut on the 

Global 7000 is electrochromatic 

window shades. Light bleed from the 

windows is an industry wide problem, 

and this technology would have 

measurably improved the cabin 

environment for sleeping –   blocking 

out any evidence of light seeping 

through window reveals. The windows 

are essentially powered by solar 

energy, and dim to dark via a local controller. They are also considerably lighter because 

there is no shade assembly at all. In fact, they have no moving parts. Boeing currently 
employs such a system on its 787 that I find works extremely well. When fully deployed, 



there is virtually zero light bleed coming from the windows. Imagine the Global 7000’s huge 

windows turning from clear to full tint in an instant. The problem is that the current versions 

(of these windows) are very sensitive and some take a while to dim to the required setting. 

All that being said, I do believe it is an issue that can be solved by dedicating some 

engineering hours to the problem. I hope that such a system would eventually be available 

for the Global 7000.  

New Suppliers mean New Power by the Hour 
Coverage programs 

Program inclusion of major tier 1 suppliers is largely driven by how well technical 

specifications are met at a given financial cost. With new engine and APU suppliers (General 

Electric and Hamilton Sundstrand replacing Rolls-Royce and Honeywell) on the Global 

7000, Bombardier now has to deal with a different support apparatus for the Global 7000. 

The suppliers however, are not new to Bombardier. General Electric has been major supplier 

on the Challenger program, and Hamilton Sundstrand has had their products on multiple 

Bombardier models for years. In fact, it was Bombardier’s current CEO Alain Bellemare who 

was President of Hamilton Sundstrand back in 2011 when the selection of the APU for the 

Global 7000 was made public.  

At issue for the client is to ensure that they are getting a fair deal for coverage from suppliers 

that cannot rely on historical data to support terms affecting annual minimums or per hour 

rates, especially given the lack of actual mean-time-before-failure rates for their products. 

When Rolls-Royce launched its Corporate Care program for the BR710 on the Global 
Express (and GV), success with the clients did not come right out of the gate but over years 

of honing their service and building trust with clients. It took time to link the proper coverage 

to the kind of wear and tear the engines were experiencing in service. This is another 

example of how we provide off-aircraft support to clients as we on occasion would help 

articulate their real-world operational profiles to Rolls-Royce who were only too willing to 

ensure that every client was happy with their terms. If anyone from GE is listening, the 

takeaway here is that Rolls-Royce has spoiled Global clients and they’ll be expecting the 

same from you. 

This is just a small representation of the completions issues that clients need to be aware of 

as Bombardier prepares to deliver their new flagship Global 7000. In addition to this, there 

are still unresolved issues that will also affect current Global 7000 position holders such as 

the Part 135 requirement for reinforced cockpit doors affecting those intending to operate 

the aircraft for charter. Bombardier and Gulfstream are still grappling with regulators as both 

the Global 7000 and G650ER will exceed the 100,000 lbs MTOW threshold requiring them to 

be treated as commercial aircraft. That means installing heavy reinforced security doors 

between the cabin and the flight deck. I can hear the questions from designers now: “I 

wonder if these doors are available in sandlewood burl finish?” 
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