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EBACE 2019. Based in Geneva, the business aviation broker wishes to expand its corporate clientele in the short term.
Matteo Ianni

The Ebace 2019 trade fair for business aviation opened in Geneva yesterday. The event exhibits almost 50 aircraft and over 
400 exhibitors. At first glance, it may appear similar to last year. However, market trends are different and 2019 is already 
expected to be more difficult than 2018. The slowdown in sales is being experienced throughout Europe. Why? Uncertainty 
associated with Brexit, commercial tensions with the US and uncertain economic conditions bring on misgivings in the Old 
Continent.

While the market in general is experiencing major turbulence, one company in Geneva stands out. That is LunaJets. 
Launched in 2008, the independent business aviation broker is currently the fastest-growing company in Europe in its 
sector. In the first quarter of 2019, it recorded a sales increase of 25%, while the overall market ranged between -7% and 
-13% for the first four months of the year.

In 2018, LunaJets sold approximately 5000 flights, an increase of 35% on the previous year. The Geneva company achieved 
a turnover of 57 million francs last year.
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LunaJets excels in private aviation
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LunaJets is currently the fastest-growing independent business aviation broker in Europe. When the Geneva company was 
launched in 2008, the subprime crisis had not yet occurred and very high private aviation prices did not deter their users. 
Based on an innovative business model of private aviation brokerage, the company successfully anticipated the changes 
the crisis would bring, and established itself over the years as a major player in this sector.

In 2018, LunaJets sold approximately 5000 flights, an increase of 35% on the previous year. The Geneva company achieved 
a turnover of 57 million francs last year. This represents growth of 43% compared to 2017.

Since it was launched, LunaJets has carried approximately 170,000 passengers a total distance of around 42,000 km. In 
the last ten years, LunaJets has developed a network of more than 48,000 aircraft and 350 operators. LunaJets was the 
first online platform to offer direct access to the chartering of empty flights in private jets. That means a private jet flight 
with no passengers. This happens when an aircraft delivers its passengers to their destination and comes back "empty", or 
when it flies "empty" to collect passengers from another airport. With its broad range of private jet chartering services, 
LunaJets is considered to be the leader in its field in the European market. Interview with its founder and CEO, Eymeric 
Segard.

You declared income growth of 43% in 2018. With this progress, what plans do you have for the offices in Geneva?

Geneva remains an essential location to maintain the image of excellence and the quality of service. While 20% of our clients 
are based in the Lake Geneva region, we are also the largest company in Western Europe. Our planes take off from around 
the world. As a customised travel agency, we want to be close to our clients and to their destinations.  We have therefore 
opened temporary offices in Olbia, Ibiza, Mykonos and the Côte d'Azur, as well as Gstaad, Saint Moritz and Courchevel, in 
addition to our permanent offices in London, Hungary and Poland. We plan to have a presence in Verbier, Zermatt and St. 
Anton.

What is the typical profile of your clientele?

At LunaJets, we have two types of clients. Firstly, corporate clients. Those who take business trips, who are travelling to 
Paris, London, Frankfurt or even Zurich. These clients represent about 40% of our sales. Then we have those known as 
"leisure" clients. They travel to take holidays. Specifically, it means a lady or gentleman, aged 40 to 50, who is going on 
holiday with their children and pets. In winter, they either fly to the Alps for skiing, or to islands such as the Seychelles or the 
Maldives to escape the cold in Switzerland. In summer, their target destinations are more likely to be on the Mediterranean, 
such as Ibiza, Olbia, Mykonos, the Côte d'Azur, Palma or even Capri.

Your ambition is to become the largest online platform in the world for private jet bookings. So how do you intend to 
persuade corporate clients to choose LunaJets?

At first, the ratio was 80/20 for leisure/corporate. Now, we have successfully persuaded more and more SMEs and large 
multinationals of the quality of our services and the productivity of our business aviation. We would like to reach a ratio of 
50/50. That would enable us to smooth out the summer time peaks a bit, from 15 June to 15 September.
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What strategies are you using to achieve this goal?

A year ago, we established a business development office. We are now getting into top gear with this effort, investing 
further in this field. In fact, we have recruited Senior Business Developers for the key European markets, the UK, Germany, 
Austria, France and Switzerland. The idea is to find new business clients in these countries. Our targets are listed 
companies, NGOs and other large organisations. With this objective, we are also targeting New York, Dubai and Hong Kong.

At the same time, we maintain a presence at major international trade fairs. We attend events such as the Monaco Yacht 
Show, or the luxury conference organised by the New York Times in Hong Kong, bringing together 300 players in the luxury 
sector. Chinese clients tend go for the intra-European leisure market. Our goal is to develop and strengthen our marketing 
among the expatriate community in Hong Kong and Singapore, as well as with wealthy Chinese continental clients.

What are your short-term goals?

We would like to expand our teams and reach the level of 50 sales staff in our Geneva offices by the end of 2020. We 
currently have 30. This increase in sales staff should enable us to achieve growth of 35% in the number of flights sold in 
2019. (editor's note: in 2018, LunaJets sold about 5000 flights).

In the first four months of the year, we saw an increase of 25% in our sales, while the market generally ranged between -7% 
and -13% for the first four months of the year. We will redouble our efforts to achieve this goal by the end of 2019. We have 
also made a huge investment in technology, with the development of our new app, the most advanced in the industry, 
which enables all flights to be reserved and saved directly via mobile.

And what about the US market, a real obstacle to your progress?

First and foremost, we want to consolidate our position in Europe. We operate based on the opportunities that arise. Of 
course the US market, with its size and potential clients, is still one of our targets. Let's say we are considering the situation. 
At the right time, we will be ready to seize the opportunity to get a foothold in this market. "We started out as a small Geneva 
company: Now, we have become a large Swiss company with major ambitions".

Given the intense competition for private charter flights, what does LunaJets provide and for which market segment?

LunaJets is currently the fastest-growing independent business aviation broker in Europe. In 2018, LunaJets sold 
approximately 5000 flights, an increase of 35% on the previous year. We achieved a turnover of 57 million francs in 2018, a 
growth rate of 43% compared to 2017.

In terms of the market segment, private aviation is by definition private and it is always difficult to obtain precise and 
reliable figures. The air traffic control centre based in Brussels (EuroControl) declares take-offs and landings, but without 
differentiating between the 3 categories of private flights: with the owner on board; empty; or on demand (charter flight). 
The last one represents our market.

However, according to the most important player in the industry, LunaJet's market share is around 15%, outside the US. By 
comparison, the many other players in this sector have about 1%. The market is extremely fragmented.

 LuanJets SA  |  Rue Lect 29  |  CH-1217 Mexrin GE  |  Switzerland
press@lunajets.com  |  +41 844 041 844  |  www.lunajets.com

Date : 22 May 2019
Media : L’Agéfi



2019  PRESS COVERAGE

You launched LunaJets in 2008 at the EBACE trade fair. What does this trade fair represent for you?

In fact, it all began here. At the time, I walked the halls to promote the project and to identify potential partners. Eleven years 
later, here we are with our own stand. It's a badge of pride. Back then, we were a small Geneva company. Now we have 
become a large Swiss company The Ebace trade fair is the key event for private aviation. Compared to other global trade 
fairs, the one in Geneva is the oldest and the most prestigious. Unlike other US or Asian trade fairs, the Geneva event is the 
most central, bringing together players from around the world.
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