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AAG GLOBAL™ PROJECT INITIATED IN RESPONSE TO DEMAND 
FOR RELIABLE WORLDWIDE EXECUTIVE HELICOPTER SERVICES 

NEW YORK, USA-- Technology may have shrunk the world for some aspects of 
communication, but for executives whose business still requires international travel, there 
has been a glaring deficiency: Executive helicopter travel with transparent service and 
reliability in international commerce centers. Equally vexing for international executive 
helicopter operators was how to network with operators in other areas and countries to 
grow their businesses efficiently. 

“We’ve experienced a growing number of executives lamenting the lack of brand name, 
reliable, helicopter services in the international market,” says Tom McQuade, Executive 
Vice President of Associated Aircraft Group, the leading provider of integrated executive 
helicopter services in the United States. “Whether traveling to London, Paris, Dubai or 
Prague, executives want the same level of service they receive when flying in and around 
the Northeast United States. At the same time, we recognized that an integral part of any 
program of international service would best be addressed by establishing a network of 
existing executive helicopter operators who can meet and maintain the highest standards 
of reliability and service.”

The growing registry of international executive travelers was the impetus for the creation 
of AAG Global™.  

“Associated Aircraft Group and our parent company, Sikorsky Aircraft, are ideally 
positioned to develop a program that fulfills the growing demand of our clients and for all 
international executive travelers,” continues McQuade. “Following extensive market 
viability research and client surveys, it was clear there is a void and we developed a 
business and service plan based on the very successful model employed by Associated 
Aircraft Group over the past two decades.  We also recognized that the most effective 
way to deliver these services was not by establishing new companies around the world, 
but to link existing operators who could meet the rigorous standards demanded by 
executive travelers.”
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