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WELCOME 
TO AN EXCITING 

FUTURE 
At K-Impex Airline Ltd we aspire to be the number one aviation company in Nigeria for 
passenger and cargo operations. We are a diverse and dynamic organization and I am 
immensely proud to be its CEO. 

Our Corporate Pro le will demonstrate to you how K-Impex Airline's entrance into the 
aviation industry will win accolades based on our people, systems, operations and safety 
standards. Yes, the industry is challenging and is a terrain where the only real constant is 
CHANGE. 

This means, therefore, that K-Impex Airline is poised and ready to navigate these 
challenges on behalf of you, our customers, in order to keep your lives, operations and 
businesses running smoothly. Our size does not inhibit our dexterity in this regard, as we 

 are agile, and by utilizing the optimization model and creative concepts we have 

developed, we will continue to be able to o er our customers this peace of mind. 

At K-Impex Airline, we believe in shared prosperity of our external as well as internal 
customers (our sta ). We have developed methods and tools for continuous improvement, 
working with our customers in a collaborative way to ensure that we always strive to be the 
best in o ering innovative and optimal solutions across all of our diverse operations. 

Join us as we take you on a tour that will provide a snapshot of K-Impex Airline's biosphere 
and an insight into what makes us who we are and why we are di erent. 

Welcome aboard! 

 

With kind regards, 

 

Engr. Ozigi Abel. PhD 

MD / CEO 
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ABOUT US 

Over 20 years ago, Knights Impex Ltd originated with the 
intent of cargo import and export from Nigeria to the world. In 
2021, with the desire to incorporate passenger services K- 
Impex Airlines Ltd was formed. 

As we look into the future of the aviation industry in Nigeria, 
our prognosis is based on the indications of the tremendous 
growth possibilities in an underserved market with our 
combination of the Boeing 737-800's for cargo services and our 
eet of smaller capacity Canadian Regional Jet (CRJ) E-Jets 

& ERJ's, whose ight operations will cover the 43 di erent 
destinations within Nigeria, including airstrips. 

Our operation involves cargo services as well as private 
chartered services on these our ight routes. 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

VISION 

K-impex Airline is committed to being the 

leaders in aviation services with customized 

and unique air transportation experiences in an 

environment driven by technology which 

fosters continuous growth and improvement. 
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MISSION 

At K-Impex airlines Ltd, our mission is providing 

our customers with extremely safe, on-time, 

and the best on-ground and in- ight services 

all at competitive rates vital in getting our 

consumer and their cargos to the 

last mile in safety and with ease. 

 
 

...last mile 
in safety 

andease 



 
 

CORE 
V A L U E S 

 

 
 

 

 
 

 

Providing comfort and uncompromised 
safety second to none in air transporta on 

Act as an enabler for our customers 
with the commitment to being the 
leaders in customized and unique air 
transportation experiences 

Recognize the uniqueness of our 
individual customers and deliver 

 

Championing breakthrough thinking in the 
Nigerian aviation sector that will see us 
leading from the front 

We believe our success is dependent 

on our collective team spirit and 

 

where everyone is empowered and 

having the opportunity to grow 

for all stakeholders. 

 

CREATIVITY  

INSIGHT  

AGILITY  

 



 

OUR CARGO FLIGHTS 
K-Impex Airline (Knights Impex Ltd) o ers both scheduled and on-demand cargo ights. Our 
eet allows us to move your freight where it needs to get to quickly and e ciently, including 

health materials in response to COVID 19. 

With pilots and crew who have over 30 years in the freight business, we know how to move 
your cargo safely, quickly and e ciently. 
With the capability to operate anywhere in Nigeria, Asia (Far East and the Middle East), UK, 
Germany, US, Canada, Mexico and the Caribbean, there is almost nowhere we cannot go. 

Contact us today! 
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OUR PASSENGER FLIGHTS 
K-Impex Airlines (Knights Impex Ltd) intends to y both 
traditional routes and new routes of smaller cities across Nigeria, 
especially the northern route. We also o er private chartered air 
passenger services for personal travels, religious/pilgrimage 
travels, business meetings, sporting and other special events. We are 
particularly your go-to airline because we get you in closer 
proximity to your destinations than other commercials airlines as we 
will utilize over 40 airport locations across the nation, as well as 
many more in neighbouring African countries, a ording you 
arrival in safety and ease. 



Our eet 

 

 

 

 

 

 

 

 

of passenger aircraft are ideal for: 

 

Commercial Travels Religious Travels Sports Teams 

 

Corporate Shuttle Executives Personal Travel 
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Careers 
K-Impex Airlines (Knights Impex Ltd) provides one of the most competitive training and 

employment opportunities in aviation. 
Our FAAN-approved training methods and diverse eet o er our pilots a wide variety of 
experience. With great opportunities for advancement, training, and experience, K-Impex 
Airline provides a great starting point for pilots new to the world of commercial aviation. 
Within our Core Values lies the mantra of Shared Prosperity - we o er all of our 
employees a great work environment with lots of room for career advancement and 
training. Our team can expect some of the highest tier training along with experience on 
some of the newest avionics and sta standards in the industry. Our bene ts viewpoint 
include: 

 

 

 

 

 

 

 

    

          

          

             

       

      



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The 
Board & 
Executive 

Management 

 

 



 BOARD CHAIRMAN, 
K-Impex Airline Ltd 

HRH. NASIRU ADO BAYERO (OFR) 

 

 

 

His Royal Highness (HRH) Nasiru Ado Bayero is a Nigerian banker and businessman. He is the 

current Emir of Bichi Emirate Council, in Kano State, Nigeria He had over 30 years of experience  

working as a banker and financial advisor. He has worked with Continental Merchant  

Bank Nigeria, Coastal Corporation in Houston, Texas and then Hamlet Investment Ltd London.  

He assumed office as the board Chairman of K-Impex Airline Limited in May 2022. 

He brings to bare in the board of K-Impex Airline all these years of experience to his roles as 

the Board Chairman. In recognition of his meritorious service to Nigeria and Mankind, 

he is awarded a National Honor of OFR (Officer of the Federal Republic) by the President 

Commander in Chief of Armed Forces of the Federal Republic of Nigeria.

https://en.wikipedia.org/wiki/Coastal_Corporation
https://en.wikipedia.org/wiki/Houston
https://en.wikipedia.org/wiki/Texas
https://en.wikipedia.org/wiki/London


MD/ CEO, 
K-Impex Airline Ltd 

ENGR. OZIGI ABEL PhD 

 

 

 

Engr. Ozigi Abel (Ph.D.) has a background in Engineering. 

He had a transitory governmental time as a project liaison and management advisor to a 
state government. He is also a business man who has chaired many committees and 
developmental projects and is a member of the boards of many organizations. 
 
His professional membership includes: 
a. Nigerian Society of Engineers 
b. Registered Engineer Council for the Regulation of Engineering in Nigeria (COREN) 
c. National Institute of Power Engineers (N.I.P.E) 
d. New York Academy of Science and 

e. American Association for the Advancement of Science. 

Engr. Ozigi is an accomplished publisher with over 50 journal articles, sponsored research 
and conferences papers delivered. 
 
His managerial perspicuity ranges from strong interpersonal and communication skills to 

12  the ability to work within complex systems. 

He is also a critical thinker with a high-hankering for-team work. He conveys and will bring to 
fore all these years of productivity and pro ciency on large scale projects to his roles as the 
CEO. 



Executive Director, 
Project Management and Chief Operating Of cer 

OZIGI DAVID 

 

 

Ozigi David is a dynamic and result driven project management professional with extensive 
experience providing portfolio management services to multiple projects spanning a broad 
range of industries. He obtained his MBA from the University of Leicester and he is also a 
business information technology specialist with a rst degree from the University of 
Greenwich. 

His key responsibilities include tracking projects to ensure progress and timely completion of 
milestones within budget. To his credit, he has developed and rolled out project reporting 
mechanism which clearly provided stakeholders with visibility of key metrics and progress 
made by each project per workstream. A pragmatic individual and an outstanding team 
player capable of supporting programmes and project managers on multiple delivery 
streams to deliver transformation programmes, he is a certi ed Agile PM (APM) and 
PRINCE2 Practitioner whose area of expertise includes: 

a. MI Reporting 
b. RAID Management 

14 c. Change Management 
d. Business Case & PID Development 
e. Process De nition & Improvement 

f. Quality Assurance & Action Logging. 

Between 2019 to 2020, he worked as a global PMO Manager for HSBC in the UK where he 
was directly engaged in its global ITID transformation programme to improve productivity and 
operational e ciency through implementation and deployment of SAP S/4HANA, VDI, data 
centre infrastructure, MAC devices/macOS, Window 10 (CWX), Automation of 56 
processes and migration from multi-vendor telecoms suppliers to dual BT/Orange suppliers using 
agile and waterfall methodologies. 

David possesses excellent interpersonal communication skills and has the ability to 
e ectively prioritize and execute tasks in a high-pressure environment and deliver quality 
outcomes. His work history spans more than 15 years in several organisations in the United 
Kingdom, where he has held managerial and team lead positions, viz: TalkTalk Plc, British 
Petroleum, OFGEM, Centrica Energy, O ce of Fair Trading, Royal Bank of Scotland, Nomura 
Bank, London. 



 

Director 

ALHAJI AMINU SULE AKEDE 

 

 

Alh. Aminu Sule Akede has had over 25 years' experience in the Nigerian aviation industry. He brings 

to the board his robust working understanding of airlines operations management, having held 

positions in 4 di erent Airlines. 

Alh. Aminu is presently a General manager with K-Impex Airline Ltd; his work life started with the 

defunct Nigerian Airways as a Crew Scheduling O cer. Over the years, he rose in the aviation 

industry to become General Manager in Royal Crystal Airlines Ltd. 

He had a 10-year spent at Chanchangi Airline where he held the positions of: 

1. Documenting and OPS O cer 

2. Administration & Procurement O cer Procurement 

3. Head of Account/Ticketing 

4. Administrative Manager 

5. Assistant General Manager 

6. Head of Administration and Human Resources (AFRI jet Airlines, post-Chanchangi). 

Alhaji Akede is an alumnus of the Lagos State University; in 2019, he bagged a master's degree in 

Transport Management from the Ladoke Akintola University of Technology, Ogbomosho.  

He is a trained Ticketing & Passengers' Service o cer and also a Dangerous Goods Expert. 

He is certi ed by the AFRI jet Airlines Training School in Safety Management System (SMS) and has 

attended Airlines Operations courses and capacity building sessions centered on systems and process 

improvement for team building, customer service, relationship management and e ective 

communication skills. 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

OUR 
OUT 

 

 
The aviation industry has faced downturns before 
now, but the one induced by the Covid_19 
pandemic was (and is still) epic. 
Predictions about the recovery pro le seem to 
change every week because we are in uncharted 
territory. 
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18 
Even with fewer people traveling, carriers must still compete for their business. More 
destinations and frequencies increase the potential to capture a greater share of demand. 
When demand is strong, small aircrafts are used to add frequencies to grow secondary 
markets. When demand slumps, these airplanes help protect those same markets by 
maintaining service. 
Today's smaller aircrafts have exceptional range that make them feasible across more of an 
airline's route system. We are coming into the market with Canadian Regional Jet 
(CRJ) E-Jets and Embraer ERJs covering routes of over 43 destinations. 
 

 

1. Our 

Connectivity 
and Market 

Relevance 



King 

 

 

 

 

2. Cash 

is 
Protecting the bottom line is critical to survival. Smaller-capacity aircrafts are ideal in 
keeping expenses under control when demand is low. With fewer seats, they can 
command higher fares and avoid unnecessary yield dilution. They have lower trip 
costs and, consequently, produce higher margins. 
While they may not be pro table on every route, they may lose less money than larger, 
half- lled 150-seat jets, and may better preserve an airline's cash ow until tra c 
recovers. Managing yield is essential. The business travel component is crucial to 
pro tability, yet it may not return as prominently as before. 
Economic recessions often change consumer behavior. We are already seeing virtual 
meeting platforms, like Zoom, in uencing the need to travel. Without those high-fare 
tickets, the revenue mix may change with more low-fare leisure passengers lling 
seats when demand returns. 

 

 

 

 

 

 

 



 

 

 

Quarantine restrictions. 
Closed borders. 
Corporate travel embargos. 
Medical travel insurance coverage. 
Global infection hot spots. 
They all add up to a reluctance to travel internationally. The corresponding drop in demand 
could be prolonged. It's still too early to know. Therefore, it's no surprise to see airlines 
focusing on domestic and regional networks where restrictions are fewer and demand may be 
more regular and resilient. 

In fact, we have seen that customers in Northern Nigeria will increase due to insecurity. 
Hence, prioritizing operations on short haul routes with their CRJ and ERJ eets is wise for 
business. Small-capacity airplanes may be more prevalent on domestic mainline routes if the 
IATA data prove accurate. The risk of a second wave of corona virus infection in Nigeria, 
however, may keep demand suppressed for a while. 

3. Domestic 

Leads  
Recovery 
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AIR TRANSPORT DEMAND FORECAST: 
RPK GROWTH RATES BY REGION 

We expect world passenger traf c to have a compound growth rate of 2.6% a year over the 
next decade. This signi cant deceleration mirrors the GDP decline and then extended 
recovery period from the COVID-19 crisis. We anticipate that global RPKs will return to 
2019 levels in 2024. 
Through the decade, Asia Paci c (including China) and Latin America will have the strongest 
growth, with annual RPK expansion of 3.4% and 3.0%, respectively. This will be followed by 
the Middle East with 2.9%, Africa and the CIS (Commonwealth Independent States) with 
2.6%, Europe with 1.8%, and North America with 1.6%. 
World RPKs will reach 11 trillion by 2029. This represents a 19% reduction compared to last 
year's projection. Asia Paci c will be the largest market in 2029, accounting for 37% of the 
global traf c. Combined, Europe and North America will generate 40% of total air transport 
demand. 

 

3,4% 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

North America Europe 

 

CIS 

 
Africa Middle East Latin America Asia Paciýc 

 
 
 

 

World RPKs will reach 11 trillion by 2029. This represents a 19% reduction compared to last 

year s projection. Asia Paci c will be the largest market in 2029, accounting for 37% of the 

global traf c. Combined, Europe and North America will generate 40% of total air transport 

demand. 
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THE UP TO 150 -SEATS MARKET 

Embraer Jet (ERJ) foresees world demand for 5,500 new aircraft with up to 150-seats over 
the next 10 years representing a total market value of US$ 350 billion. Replacement of ageing 
aircraft will account for over 75% of all new deliveries while 25% will be used to grow 
markets. 

 

 

 

 

 

Up to 150-seat Fleet Pro le 
 

 

2019 2029 

2019 Fleet in Operation Replacement Growth 
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THE JET SEGMENT 

Overall lower demand, traf c patterns favoring short-haul versus long-haul, and an 
increasing need for connectivity and ef ciency will drive worldwide demand for 4,420 jets 
with up to 150 seats. 
Of these, 30% will support market growth and the remaining 70% will replace ageing 
aircraft. 

 

 

 

 

Jets up to 150 Seats 

Africa 100 

China & Asia Paci c 1,220 

CIS 300 

Europe 780 

Latin America 380 

Middle East 120 

North America 1,520 

Total 4,420 
 

 

 



 

 

 

 

THE TURBOPROP SEGMENT 

Short-haul operations will drive worldwide demand for 1,080 turboprops, mostly focused in 
Asia Paci c and Europe. 

 

 

 

 

 

 

Turboprop 

Africa 

China & Asia Pa 

CIS 

Europe 

Latin Americ 

Middle Eas 

North Americ 

80 

ciýc 490 

80 

190 

ca 130 

st 30 

ca 80 

Total 1,080 
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COVID 19 & The Air Transport Business 

The COVID-19 crisis has shattered all long-term expectations for the aviation industry. 
While airlines struggle to survive, they must also think about building a solid foundation to be 
able to thrive in the coming years. This crisis will show, once again, that companies that adapt 
to change as it occurs will be the most likely to prosper. There are structural changes under 
way which are already a ecting virtually every airline in the world. 

 

 

1)  Right -Sizing  
We expect RPKs to return to 2019 levels only in 2024. Domestic traf c will recover around 
12 months earlier than international traf c. RPKs will grow 2.6% per year on average over 
the next decade, a decline resulting in a cumulative loss of 19% in total volume by the end of the 
period. 
Since 2019, traf c projections are no longer accurate. Airlines will need to adjust their plans 
accordingly and reposition themselves to grow from a smaller demand base. 
Companies will seek to be better prepared for any volatility in demand and, perhaps, another crisis 
in the future. A more versatile eet with aircraft of di erent capacities will help mitigate slower 
traf c growth. We expect a movement to a cross-board right-sizing. 
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RPK Growth Projection  
19% 

smaller 
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0  
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Since 2019 traf c projections are no longer accurate, airlines will need to adjust their plans 

accordingly and reposition themselves to grow from a smaller demand base. 

Companies will seek to be better prepared for any volatility in demand and, perhaps, another 

crisis in the future. A more versatile eet with aircraft of di erent capacities will help mitigate slower 

traf c growth. We expect a movement to across- the-board right-sizing. 
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We are already seeing pronounced shifts in passenger behavior and their consumption of air 
travel. Temporary behavior becomes permanent the longer people endure a particular s e t  
of circumstances. This applies to both business and leisure travelers. 

Our contact with technology increased during the pandemic by working from home. 
Consequently, a small portion of corporate travel may be replaced by virtual interactions. On the 
other hand, the pandemic may also lead companies to move away from large urban 
centers since talent is not bound to a speci c geography anymore. In any case, these 
changing patterns in business demand will be handled by airlines through increased 
connectivity, right-sized aircraft and improved revenue management. 

We expect that some of the current-generation leisure passengers will prefer shorter-haul 
trips. Their choices will re ect the realities of new travel procedures, their perception of 
personal safety while in transit, and the expected quality of experience at their destination. 
Overall, new travelers will be more conscious of their choices which, in turn, will reshape the 
current demand pro le. Airlines will need to review their networks, assess their eets, o er 
new solutions, communicate ef ciently, and provide freedom of choice to attract 
passengers. 

 

 

 

 

 
2) New Passenger Behavior 

 

 



 

 

 



 
 

3)  Environmental  Awareness  

Many airlines and OEMs (Original Equipment Manufacturers) that receive government 
aid will encounter growing political in uence in the form of greater pressure to adopt 
more environmentally-friendly technologies. 
Additionally, sustainability is becoming more important in nancing with an increasing 
number of lines of credit linked to a company's environmental performance. 
Businesses focused on ESGs (Environment, Social, Governance) achieve better results in 
the market. 
For airlines, this leads to an intense drive to acquire aircraft with higher fuel ef ciency. 
When the industry recovers, we will see signi cant waves of orders for state-of-the- 
art aircraft to replace inef cient eet types. 

 

 

 

 

 
 

 
 

 

 

  

 

     

 

    

 
 

 

 

  

 

 

 

  

 

 



 

 

 

4)  Regionalization  

Many countries realized their vulnerability through their overdependence on international supply 

chains during the crisis. To avoid repeating that exposure in the future, businesses will tend to turn 

inward to mitigate risk. 

This will inevitably create new ows of commerce and consequently impact the way people will 

travel and the types of aircraft airlines that will be needed. 

Carriers fortunate enough to serve large domestic or continental markets with few border 

restrictions are likely to emerge from the crisis much stronger than those that rely on open 

international borders. 

Bottom Line 

 

 

 

 

 

Bottom  Line  

More than just returning to 2019 demand and revenue levels, airlines will need to focus on 
returning to pro tability. Retained earnings will ensure their survival and their ability to 
rebuild. When traf c volume eventually returns to its pre-pandemic height, it will ow 
di erently. Expect demand to be less for long-haul travel and stronger for regional travel. 
That dynamic will create new interest in secondary, less -populated destinations which, in 
turn, will open new opportunities for air service providers with smaller-capacity aircraft 
which we suppose K-Impex airlines best serves as we intend to take our customers to their 
last mile in safety and ease. 

 

 



 



 

    

  

 

 

 

KEY MESSAGES 

The need to overcome operational inef ciencies will lead to opportunities 

to rethink strategies and build a stronger foundation with up to 150-seat jets. 

 

Greater collaboration between airlines and countries will be key to unlocking 

intra-regional market potential and increasing carrier competitiveness. 

 

ANNUAL ECONOMIC & TRAFFIC GROWTH 

 
 

NEW DELIVERIES 

 

 

 

FLEET IN SERVICE - UP TO 150 SEATS 

2.2% 2.6% 

 

 



 

 

 

 

 

OPPORTUNITY TO OVERCOME 
PRE-PANDEMIC CHALLENGES 

Africa was the last world region where corona virus infections peaked in 2020. Yet, 

pro tability has been elusive for the region s airlines even before the pandemic. 

IATA estimates African airlines will post a US$2 billion net loss in 2020, which 

represents a negative net margin of 30.5%. 
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Airlines now face some degree of resizing and restructuring. There is a new 

opportunity to address the persistent problems of low load factors due to 

overcapacity, poor connectivity stemming from few frequencies, the absence of 

nonstop ights to many markets, and operating inef ciencies from regulatory 

restrictions. 
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Low Load Factors Over Past Decade 

Load Factor Evolution 
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Underserved Domestic and Intra-Regional Markets Load Factor Evolution 
Daily Flight Frequencies  Domestic and Intra-Regional Markets 
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The up to 150-seat jet segment can address most of these issues. 

Unbalanced Fleet Driving Ine ciency and Losses 

 

% Markets vs. Passengers per Departure 

Routes Dominated by 150+ Seat NB Aircraft 

 

 

 

 
ASK Share 

Jet 150+ 

Jet 100-150 

<100 seats 

 

    

 

Passengers per Day 

~66% of total ASKs from 150+ seat NB jets..... 
yet 55% of markets dominated by 150+ 

seat NBs have fewer than 130 PPD 
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BUILDING A PATH AHEAD 
Aviation can play a fundamental role in the drive for long-term Nigerian economic and 
social prosperity. In most countries, air travel is an essential service and a catalyst for 
promoting tourism and fostering trade and regional development. Post-pandemic 
rebuilding presents opportunities for the aviation industry. The relatively small order 
backlog for new aircraft gives airlines a chance to adapt their eet plans to the new 
landscape and remedy current inef ciencies. This is the opportunity we intend to seize 
by introducing K-Impex Airlines into the Nigerian Aviation biosphere. 

K-Impex airlines will participate in the initiatives that would help build a stronger 
foundation for the aviation sector including a push for a more collaborative environment and 
targeting better cooperation between Nigerian airlines and other African players in the 
world s aviation industry. This would support the development of intra- regional markets 
and increase local carrier competitiveness against the bigger airlines from Europe and 
the Middle East. 

 

 



Pro tability 

Outlook & 
Our Business Case 



    Pro tability Speculat ive  
Knight Impex Ltd (K-Impex Airlines Ltd) is a new consumer airline in its formative stages. It is 

being organized to take advantage of a speci c gap in the short-haul domestic travel 

market. These very high demand gaps exist for low-cost service within and out of, Nigeria. 

The gap in the availability of low-cost service in and out of the Abuja hub coupled with the 

demand for passenger travel on selected routes from Abuja indicates that a new entrant 

airline could be expected to capture a signi cant portion of current air travel business at that 

hub. With a market entrance strategy that will see the deployment of Embraer (ERJ) and 

Canadian Regional Jet (CRJ), it is evident the we intend to be both cost e ective and 

highly pro table. The other revenue streams from ancillary aviation services from this hub 

and the stirring matters of security particularly are SWOT-captured potency and prospect 

the Abuja hub grants. The management of K-Impex Airline are experienced in airline start-

ups. 

Previously, the management grew Chanchangi Airlines and AFRI jet Airline from a three 

Boeing 737 on wet lease from Europe to over to a eet of 10 aircraft. Our research and 

projections indicate that air travel to and from Abuja is su cient to provide a new carrier 

with excellent revenues in its rst full year of operations, utilizing six aircraft and selected 

short-haul routes. These sales gures are based upon load factors of only 80% in year one. 

The smaller Embraer (ERJ) and Canadian Regional Jet (CRJ) have a market load factor of 

over 95% in the Nigeria aviation sector, example of this can be sampled from Overload 

Airlines small propeller engines that 
38 

have an average load factor of 99% on its Ilorin routes. 2109 Air Peace ordered thirteen (13) 
brand new Embraer (ERJ) planes directly from the manufacturers, Boeing (parent 

company of Embrear (ERJ). One of the thirteen have taken delivered to Air Peace at 

this Brazil main manufacturing plant as at February 2021. The recent entrants; Ibom Air, 

United Nigeria Air and Havila Air all usage of only Embraer (ERJ) and Canadian Regional 

Jet (CRJ) respectively in their eet is a further testament to the versatility and pro tability 

in operations. Second year revenues are expected to more than double with additional aircraft 

and expanded routes. Load factors for year two are predicted at over 90%. 

The K-Impex Airline s plan has the potential for a more rapid ramp-up than was the case 

with other failed Airlines that hung the Business plans on certain aircraft model whose 

cost per available seat kilometers (CASK) requires over 85% load factor for its revenue per 

available seat kilometers (RASK) to yield bene cially. In Europe, North America and the Far East 

these load factors are realistic but industry experience in Nigeria have made it unmistakable 

clear that the maximum usable fuel range of 9,355 kg / 20,580 lb (11,6251 / 3,071 gal), 

shorter runway landing eld length (1,300m / 4200 ft), nature of the routes and smaller 

seat capacity of Embraer (ERJ) and Canadian Regional Jet (CRJ) combined with our 

Private Jets (the private jets are captured under ancillary income based on planning 

reasons) and the demand for travel currently in the targeted market increases the 

prospective revenue margins of the revenue passenger kilometer (RPK) against the cost 

passenger Kilometers (CPK) . In short, the frequency of ights needed to serve K-Impex 

Airline s target market is much lower than the demand that dictated the current really in the 

Abuja hub. Refer to the sub-heading on Cash ow projections and pro tability targets for 

our estimates and forecast for the Airline. 



 

STRATEGIC COMMERCIAL PLANNING IN K-IMPEX AIRLINE 
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The airline business is very dynamic, tactical and it s technically driven. It is highly pro table 

yet it is a business that requires a distinctive approach. Our management team intend to 
40  focus on its pro tability as well a create our own distinctive business model approach based 

on empirical analysis and the high expertise and aviation industrial know-how vital to 

capturing a sizeable percentage of the available market in this high demand but low coverage 

business ecosystem. 

Strategic commercial planning and revenue optimization is the heartbeat of every pro table 

airline, and as such, the commercial division should have the competency to design an 

e ective strategy for the day to day running of the business and unique products to 

generate revenue. Smart airlines currently operating with smaller passenger Jets with a high RPK 

(revenue passenger kilometers) and it has been seen that their business model rakes millions 

of dollars in ticket sales and ancillary revenue. 

K-Impex Airline, we aim to be very smart henceforward ensuring our CASK (cost per 

available seat kilometers) is well o -set by our RASK (revenue per available seat 

kilometers), bearing in mind that our equity and debt stock yields and ROI as 

captured in our business plan and projection with lead to the attainment of one of our core 

values - Shared Prosperity. 

 
We believe our success is dependent 

on our collective team spirit and 

 

where everyone is empowered and 

having the opportunity to grow 

for all stakeholders. 

 



 

PROJECTIONS AND 

PROFITABILTY TARGETS 
The executive management team of K-Impex Airline Ltd targeted the commencement of 

operations with Four planes in our eet by December 2022, at which point we expected that 

our eet will include Four of either Embraer (ERJ) and Canadian Regional Jet (CRJ) (E-190, 

CRJ1000), One (9 seater private jets),. It is believed based on our analysis that the sales 

levels will produce respectable net pro t in the rst operational year and exponential growth 

in ight-year two. Pro ts in year one will be a modest percent of sales and will improve 

steadily with the economies gained in year two. The over-all operational long-term pro t 

target will be 50% of sales as net pro t in years four and ve. These rst few months of our 

formal operation will burn cash before revenue can commence. This is due to the 

organizational and regulatory obligation of a new air carrier. 

Investment activities is needed to handle the expenses of this phase of the business either in 

form of equity or debt. It is based on these that the board resolved to approach investors. 

 

 

 

 

 

 
 

 



 
 

The Board also approved that the Executive Management team should approach the Bank 

for funds as and when it deems necessary for the purpose of purchases, leases and hire 

purchases of airplanes. These purchases, leases and hire purchases must follow the current 

international best practices as regard to airplane purchases, leases and hire purchases with any 

supernormal interest rates that may cripple the medium term and long-term growth and 

expansion of the Airline. It was also agreed that the Executive Management team can make 

request for cash infusion into the working capital when it deems necessary. 

The cash ow requirement should not excess two billion naira (N 2,000,000,000) at any 

point in time. A vital a liation and arrangement which this Corporate Pro le and Business 

plan seeks to realize is the determination and negotiation for an occupational working 

relationship with our bankers for guarantees, noti cations and correspondences of proof of 

nancial capacity. 

The Board has also agreed that the Executive Management team can seeks to designate any 

Bank of choice as our PFI (Partnering Financial Institution) with the CBN and other Financial 

Institutions if it nds the bank t and ready for business resolution of nurturing K-Impex 

Airline s growth and future business interest, thus there is the expectation of an exciting 

future ahead for this partnership we seek to institute. 
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The following are our overall objectives: 

 

 

 

 

 

 

 

To obtain 
required A.O.C. 

certi cations 

 
To commence 

passenger 
service 
before 

To raise 
su cient seed  
and bridge  

capital in 
a timely 

fashion to 
nancially enable 
these objectives. 

 
 
To 

commence 
operations 

with 4 Embraer 
(ERJ) or Canadian 
Regional Jet 
(CRJ), a n d  
i n c r e a s e  
t h e  f l e e t  t o  
5  i n  1 2  
m o n t h s  o f  
o p e r a t i o n .  

To add 1 
aircraft 

in every quarter 
during year 

three 
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The keys to success are: 

Obtaining the required governmental licensing and approvals. 

Securing nancing and aircraft lease agreement. 

Experienced Executive Management team. (Already in place). 

Marketing; either dealing with channel problems and barriers to entry; or solving 

problems with major advertising and promotion budgets. Targeted market share must be 

achieved even amidst expected competition. 

Product quality. Always with safety foremost. 

Services delivered on time, costs controlled, marketing budgets managed. There is a 

temptation to x on growth at the expense of pro ts. Also, rapid growth will be curtailed 

in order to keep maintenance standards both strict and measurable. 

Cost control. The over-all cost per ASK (available seat kilometers) is pegged at 

N68,000. This ASK factor places K-Impex Airlines in a grouping of the lowest four in the 

airline industry within the short-haul market. (other Airlines dominate carriers in the Nigeria 

market, averages N 75,000 per ASK by comparison). 
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BELOW IS AN ILLUSTRATION SHOWING MARKET DEMAND 
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K-Impex Airline has creativity as one of its cores, thus with a versatile and dynamic 

application of our commercial planning strategies, we intend to use ancillary sources of 

revenue to pay sta overhead beginning from our six months of operation. 

 

 

 

 Ticket Sales  (base Product) 

 Chartered Flight Operations 

 Excess Baggage Charges 

 Advertisement On Aircraft Headrest 

 Advertisement On Tray Mats/and Food Packs 

 Card Fee Service Charges 

 Advertisement On In ight Magazines/newspapers 

 Revenue From Exclusive In ight Service Products (e.g. Vip Lounge Service) 

 Excess Baggage Fee (mail & Freight) 

 Advert On Sites  Hotels, Schools, Blue chip Companies Etc. 

 Book On Hold Charges 

 Car Hire Services 

 Design Paper Bags For Carriages In The Aircraft 

 Corporate Client Service Etc, 

 

 

SOURCES OF ANCILLARY REVENUE 



 

According to IATA Air Passenger Market Analysis for July 2019, data generated shows that for 

the aviation industry across the world experienced growth. Clearly, there was a soft start to the 

peak season, but a new record load factor became eminent. 

 Annual growth in industry-wide revenue passenger kilometers (RPKs) slowed to 3.6% 

in July. This is a continuation of the weaker trend seen in recent months, on a backdrop of 

disparate business con dence and mounting global risks. 

 The trend of moderate capacity growth at the industry level has been maintained in 

July 2019 (3.2%year-on-year), leading to new record load factors. The load factor of 85.7% is 

a new all-time high for any month of the year. All regions recorded modest capacity growth 

and high load factors. 

 Domestic passenger volumes grew faster than international RPKs, carried by strong 

numbers in China (11.7%) and India (8.9%). The softness in international RPK growth was 

broad-based across all regions. The growth in domestic RPK accordingly bolsters the 

strategic planning and revenue optimization team in K-Impex Airline to identify the varying 

sources of load factor below as necessary for consideration in our business plan. 

 

 

Digital marketing measures like Facebook, twitter, LinkedIn, yahoo, and other 

social media platforms. 

Cheap non- exible fares on weak and non-traffic driven routes and sales of 

future ight to increase cash ow. 

Contracting the services of protocol o cers, canvassers etc . 

Barter with media houses in exchange for advert value (tv stations, newspapers, 

billboard outdoor marketing etc). 

 

Corporate social responsibility and tra c growth: giving special discount 

to septuagenarian and octogenarian and retired service men. subject to after 

four days  notice 

 

Corporate clients: the corporate clients like big company s deposit money 

with the airline for exibles services and VIP treatments at the airport. 

 

special fares to imams and pastors subject to availability after four days  notice 

 

 

SOURCES OF LOAD FACTOR 
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IT & DIGITAL PROECESS 

HEAD OF SAFETY AND 

QUALITY ASSURANCE DEPT. 
 AIRCRAFT  

ENGINEERING, 

IT DIGITAL PROCESS 

 

 

Head, Opera ons 

Head, Cabin Services 

    

 

 

 

 

 

 

 

 

 

 

 

    

  

S & QA MANAGEMENT 

1. Quality Assurance Manager 

2. Flight Service Manager 

  

S & QA EXECUTIVES 

1. Quality Assurance Inspectors 

2. Flight Service Inspectors 

  

S & QA OFFICERS 

1. Quality Assurance O cers 

2. Flight Service O cers 

 

  

OPERATIONS MANAGEMENT 

1. Operations Manager 
2. Out-Station Operations Manager 
3. Cabin Service Manager 

4. Pilot & Flight Operations Manager 

  

OPERATIONS EXECUTIVES / 
SUPERVISORS 

1. Flight Despatch Supervisor 

2. Cabin Crew Supervisor 

3. Pilots 

  

OPERATIONS OFFICERS 

1. Flight Despatch O cer 

2. Cabin Crew O cer 

3. Second o cer (Pilot) 

 

  

ENGINEERING & AIRCRAFT 
MAINTENANCE, IT & 
DIGITAL PROCESS 

1. Manager, Engineering Services 

2. Manager, IT & Digital Process 

  

E & AM EXECUTIVES 

1. Engineers 

2. IT & Digital Process 

  

E & AM OFFICERS 

1. Engineering Technicians & 
Library 

2. Library & Technical Log O cers 

3. IT & Digital Process 

 

 

G.M G.M 

STRATEGIC FINANCE, G.M 

PLANNING & REVENUE ACCOUNTS & SERVICES 

OPTIMISATION  AUDIT 

HEAD OF ST & RO DEPTS. 
 

HEAD OF FAA DEPARTMENTS 
 

HEAD OF SERVICES DEPTS. 

1. Head Business Development 

2. Head Sales & Marketing 

3. Head Customer Services 

1. Head Finance & Treasury 

2. Head Accounts & Receivables 

3. Head Audit & Final Accounts 

1. Head Human Resources 
2. Head Procurement 
3. Head Administration 
4. Head Legal & Insurance 

5. Head Store Management 

    

ST & RO MANAGEMENT 
 

FAA MANAGEMENT 
 

SERVICE MANAGEMENT 

1. Business Development Mgr 

2. Sales & Marketing Mgr 

3. Customer Services Mgr 

1. Finance & Treasury Mgr 

2. Accounts & Receivables Mgr 

3. Audits & Final Accounts Mgr 

1. Human Resources Manager 
2. Procurement Manager 
3. Admin & General Services 
4 Legal & Insurance Manager 

5. Store Manager 

    

ST & RO TEAM EXECUTIVES 
 

FAA SUPERVISORS 
 SERVICE EXECUTIVES / 

SUPERVISORS 

1. Business Dev. Executives 
2. Sales & Marketing Executives 

3. Customer Services Executives 

1. Finance & Treasury Supervisor 

2. Station Accounts Supervisor 

3. Station Audits Supervisor 

1. Human Resources Executives 
(a) Personnel & Policies 
(b) Training & Development 
2. Procurement Supervisor 
3. Admin & General Services 
(a) General Purpose Admin 
(b) Security & Manual Casuals 
4 Legal & Insurance Executives 
5. Store Supervisors 

    

ST & RO TEAM OFFICERS 
 

FAA OFFICERS 
 

SERVICE OFFICERS 

1. Business Dev. O cers 
2. Sales & Marketing O cers 
3. Customer Services O cers / 
Service Ambassadors 

1. Finance & Treasury O cers 

2. Receivables & Ticketing O cers 

3. Station Audits O cers 

1. Human Resources O cers 

2. Procurement O cers 

3. Admin & General Services 

4. Legal & Insurance O ces 

5. Store O cers 
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OTHER ROUTES: YOLA, SOKOTO, KEBBI, KATSINA, ASABA, 

ILORIN, JOS 

OUR PROPOSED OPERATIONAL ROUTES 

HUB - ABUJA 
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ERJ190/  
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Startup Summary 
 

In the second month of operations, K-Impex Airline will expand revenue by adding ights 

frequency to the most demanded and popular northern routes in current operation and a 

lower frequency for other region of Nigeria with less demand. This will serve to make 

our schedule the most convenient to these destinations, improving further our competitive 

advantage. The routes expected to be expanded rst includes Abuja being the hub to 

Lagos, Kano, and port Harcourt. Second level expansions would include Enugu, Yola, 

Bauchi, Sokoto, Asaba, Maiduguri. Third level expansions would include Kebbi, Gombe, 

Illorin, Jalingo, Uyo, Jos and Makurdi. 

 

 

 

 

Start-up Requirements 
 

Start-up Expenses N' 000 

Legal 46,000 

O ce supplies and equipment 40,000 

Business Plan 16,875 

Set-up and craft acquisition Travels & Logistics 30,000 

Aviation Consultancy Retained 13,200 

Insurance 87,500 

Rent 106,000 

Government and Regulatory Compliance 490,000 

Personnel Cost (Recruitment & Training) 345,000 

Company Identity & Marketing 120,000 

Media and publicity 300,000 

Expensed Equipment 400,000 

Other 110,000 

Total Start-up Expenses 2,104,575 

 



                                        

The Executive Management has rented an o ce in Churchgate Building, Central Building 

District, Abuja. All other o ces and facilities will be rented from FAAN and other State- 

owned properties in the various Airports and destinations.  

The expense is highlighted in the startup requirement above. 

 

Service Description 

K-Impex Airline is in the business of providing air travel passenger services to selected 

destinations mainly from the Abuja, Lagos and Port Harcourt. The service approach is no 

frills with emphasis on safety, comfort or ease and courteous handling of domestic regional 

cargo and passenger travel. 

All consumer surveys still indicate that the air travel customer's preference is for low fares.  

However, he or she is not willing to compromise on issues of safety or on-time performance. 

Customers will however, settle for lower levels of in- ight service in order to reduce the cost 

of travel. 

K-Impex Airline will provide precisely the level of service today's air travel passenger crave 

and demands. 

Aircraft will be obtained on a dry lease basis (without crew) from lessors at an approximate 

cost of about $ 200,000 per month. K-Impex Airline management has been in contact with 

Lessors. It is expected that Lessors alongside other suppliers will have Embraer (ERJ) or 

Canadian Regional Jet (CRJ) aircraft available for lease from locations over the next couple 

of months. Lease deposits, requirements and terms are as follows: 

Generally, rst and last month's lease payments are required in advance. Lease is usually a 

ve-year operating lease and most open quali es as an expense item to the lessee. Terms of 

renewal are negotiable and no buy-out provision is included. There may or may not be an 

additional deposit required by the lessor as a maintenance reserve. K-Impex Air management 

feels that this will not be a requirement but is prepared to make such a deposit if it becomes 

required to obtain necessary aircraft for operations. 

It is expected that up to 5 airplanes will be available over the next two years with an average 

of 120 days lead time required. 

The advantages are based on utilizing Embraer (ERJ) / Canadian Regional Jet (CRJ) 

series aircrafts, in addition to management's knowledge and prior successful experience in 

the Aviation Industry. 

Our reservations system will be obtained from CMS at a cost of $200,000 for the software 

license and approximately $1,000 each for 50 reservation stations (Including modem and 

monitor). The advantages of this system are outlined in the Technology section of this plan. 
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