
F O R  P R O S P E C T I V E  F R A N C H I S E  P A R T N E R S

Build your future.
In exceptional company.
Independent ownership. A connected standard.
A shared ambition for executive aircraft care.

One Brand. One Standard. One Global Experience.

O W N E R S H I P  V I S I O N   /   P A R T N E R  I N T R O D U C T I O N



A  M E S S A G E  F R O M  O U R  F O U N D E R  &  C E O
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A company built on trust.
A standard built to endure.

To our prospective partners,

Aviation is an industry built on confidence. Aircraft
owners, operators and flight departments place
exceptional trust in the professionals who work
around their aircraft. That trust is never assumed; it
is earned through sound judgment, disciplined
execution and consistent results.

I founded RampWright to bring that same
aviation-minded discipline to executive aircraft
appearance care. Our purpose extends beyond
presentation. We seek to protect the experience of
ownership, respect the operational demands of
flight departments and deliver work that reflects the
importance of every aircraft entrusted to us.

Our strategy is straightforward: establish clear standards, invest in capable people and equip our
teams with training, technology and accountable operating practices. The RampWright Academy
and our evolving service framework are central to that ambition. They are designed to help
translate a premium brand promise into repeatable performance, airport by airport.

Our promise is simple: wherever RampWright operates, our clients should encounter the same
professionalism, care and accountability.

John R. Harvey
Founder & Chief Executive Officer

Selected passages from the founder’s published message to prospective partners.



T H E  P R O P O S E D  O W N E R S H I P  M O D E L
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Your business.
Our shared standard.
RampWright is developing a network of independently led aircraft-care businesses
united by a recognizable identity, disciplined training and consistent operating
practices.

A strong partnership depends on clear responsibilities. The corporate framework is intended to
support local execution; the owner brings leadership, capital, market knowledge and
accountability for the business.

The corporate foundation

Brand & presence
Licensed use of the RampWright identity and
approved marketing materials, with an agreed
location website and local-language
presentation.

Training & systems
An initial Academy pathway, practical
qualification requirements and licensed access
to the agreed client, crew and booking
functions.

Opening & quality
Vehicle and supply specifications, readiness
guidance, recurring quality review and an
identified corporate support contact.

The owner’s commitment

Lead the business
Fund, establish and manage the local
operation. Recruit capable people, develop the
market and maintain adequate working capital.

Establish readiness
Secure airport access, permits, suitable
aviation insurance and compliant facilities.
Complete required training and local
onboarding.

Protect the standard
Use approved branding, vehicles, chemicals
and equipment. Maintain service records,
participate in quality reviews and honor agreed
account obligations.

The final disclosure documents and agreement will define support, scope, timing, limitations and costs for each
approved market. The ownership program remains under development.



K N O W L E D G E  B E F O R E  P R A C T I C E
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Your journey begins
at the Academy.

Preparation gives
the brand meaning.

Required training connects the promise of
professional care to the work itself. Owners and
designated crew must complete the applicable
curriculum, practical assessment and local
onboarding before approval to operate.

Learn the framework
Build familiarity with aircraft-care procedures,
materials, safety responsibilities and the
expectations of client service.

Demonstrate the skill
Practical assessment and supervisor qualification
review support task authorization. Advanced work
requires the relevant competence and approval.

Keep improving
Continued learning, updated procedures and
recurring quality checks are part of the proposed
ownership standard.

Internal Academy qualification is not an FAA certification. Airport permissions, local requirements and aircraft-specific
instructions remain separate operating obligations.



T H E  W O R K  &  T H E  S T A N D A R D
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A defined service portfolio.
A disciplined way to deliver.
The planned portfolio addresses exterior presentation, cabin care and finish refinement.
Each assignment starts with the aircraft’s condition, material compatibility and a clearly
authorized scope.

Exterior wash & detail
Condition-led cleaning of agreed exterior
surfaces, windows, leading edges and
presentation touchpoints.

Cabin detailing
Material-appropriate care for seating,
high-touch surfaces, carpet, trim and the
passenger entry experience.

Brightwork refinement
Focused work on polished metal and finish
uniformity within the limits of the approved
treatment.

Paint correction
Targeted improvement in clarity and gloss after
review of paint condition, prior work and
permissible methods.

Belly & gear cleaning
Defined cleaning of accessible lower-airframe
and landing-gear areas, subject to aircraft and
site requirements.

Ceramic protection
A protection plan informed by finish condition,
preparation needs, compatibility and qualified
personnel.

Consistency is built into the work.
Understand the assignment. Observe condition. Select the appropriate products and tools.
Control the work area. Review the agreed scope. Communicate the handoff.

Approved methods, clean contact materials, tool accountability and documented exceptions support that
sequence. Appearance care is not aircraft maintenance or airworthiness approval.



A  C O N N E C T E D  O P E R A T I N G  E X P E R I E N C E
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Organization that supports
professional judgment.
A premium experience depends on the work behind it: clear responsibilities, accurate
records and a team that knows the next step. RampWright’s developing operating
framework brings those disciplines together.

Crew Command
The employee workspace organizes daily operations, client records, training, materials and company
resources. Approved procedures and current documents give the team a shared point of reference.

Client Portal & FlightLine Live
The planned client workflow brings agreed scope, verified service milestones, care notes and
available billing records into a coordinated experience, with access appropriate to the client and
service.

Materials & supplier standards
Approved vehicle, uniform, chemical and equipment specifications support a consistent presentation.
Supplier availability and local operating suitability must be verified for each location.

Review, learn, improve
Service records, visible exceptions and client feedback should inform coaching and operating
priorities. The objective is continuous improvement without compromising aircraft instructions or
local requirements.

Technology supports accountability; it does not replace qualification, permission or sound judgment. Each
location’s licensed functions, support and operating requirements will be defined in the applicable
agreement.



A  C O N S I D E R E D  P A T H  T O  O W N E R S H I P
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Prepare thoroughly.
Open with confidence.
The first step is a conversation about your experience, your preferred airport and the market
you know. Progress depends on feasibility, qualification and the required approvals.

0 1

Start a conversation
Share your background and preferred market.
The initial inquiry is free and nonbinding.

0 2

Assess the market
Review access, demand, local rules, insurance,
staffing and funding readiness together.

0 3

Review the disclosures
Where legally available, review required
disclosures and obtain independent legal and
financial advice.

0 4

Define the partnership
Review the business plan, territory, proposed
support and operating requirements in writing.

0 5

Agree the details
Only after legal clearance and approval, finalize
the location-specific agreement and schedules.

0 6

Prepare to open
Complete qualification, insurance, airport
permissions, approved equipment and the
readiness review.

C A P I T A L .  C A P A B I L I T Y .  C O M M I T M E N T .

Plan for a branded vehicle, equipment and supplies, aviation insurance, airport access, training travel,
local launch costs and working capital. Fees, investment estimates and eligibility are being finalized.

No opening date, customer volume, corporate account or financial result is guaranteed. An inquiry grants no territory
reservation, exclusivity or franchise award.



L O C A L  L E A D E R S H I P .  I N T E R N A T I O N A L  A M B I T I O N .

Bring your market
into the conversation.
Our vision reaches across North America and, over time, around the world. That ambition
begins with carefully selected leaders, credible local plans and a commitment to the same
standard wherever the name appears.

Tell us the country, city and airport you know. Each proposed location requires separate feasibility, access
and legal review; our development vision is not an existing global franchise footprint.

service@rampwright.com
(813) 736-4263

Explore ownership
rampwright.com/franchise

One Brand. One Standard. One Global Experience.
Introductory information only; not an offer to sell a franchise. Any future offer requires lawful availability, required disclosures and approvals.
Aircraft-service reservations remain closed until operational readiness and express market-opening authorization. Campaign imagery illustrates
the brand, not completed work or owned facilities.

mailto:service@rampwright.com
https://rampwright.com/franchise

