






“ We are doing a tremendous job 
of starting people from scratch and 
training them up to be technicians.”

Moreover, things went so well that, in 2021, we went on a 
hiring binge and that is still ongoing.

AH: How hard is it to get trained technical staff ? 
DD: It has been a challenge for a long while now and it 

just gets tougher. I would hire 70 technicians right now if 
they walked in the door. 

We are doing a tremendous job of starting people from 
scratch and training them up to be technicians. We have a 
very active apprenticeship programme which we launched in 
mid-2020. Under it, anyone can walk in off the street and 
ask to start as an apprentice. They earn their experience 
with us while making a good wage, they fulfil their on-the-
job training requirements, we pay for any needed tools and 
licensing coursework and see them through all the way to 
earning their ATP license. 

We already have had five people complete their 18-month 
apprenticeship with us and move onto the teams, under the 
supervision of senior technicians. With heavy workloads 
growing ever heavier, we absolutely must bring fresh 
talent into this industry. It is a morale booster for the 
whole company when staff see us bringing new folks in 
and getting them trained up. Our training team works 
very closely with the FAA, which oversees the quality of 
the programme.

AH: How long do you think the current boom in the 
industry can last?

DD: Those of us who have been in this industry for a 
couple of decades have seen its ups and downs. Today, we 
have new customers in business aviation, and the demand is 
huge. Sure, when times get tight again, some of them will put 
their jets back on the market. But most of them are buying 
jets and putting them straight into the hands of management 
companies, and they have sufficient wealth not to be too 
troubled by market downturns. 

A good anecdote that speaks to the current market; if you 
are willing to wait for a year, you can now buy a brand-new 
jet for 10 to 15 percent cheaper than you can to buy the 
same type or model in the pre-owned market today. That is 
a market dynamic our industry has never seen before. For 
example, you can buy a brand-new Embraer Phenom 300 for 
$7 million, whereas used Phenoms are going for $10 million. 

Another interesting point is that we are now getting 
maintenance work on aircraft that, 18 months ago, no one 
would have thought it worth their while to put in for heavy 
maintenance. Why would you put an old aircraft in for a 
$400,000 maintenance event when the aircraft itself wasn’t 
worth $400,000? Now, all that has changed. Owners know 
that they can now sell or charter the jet, so it is worth doing. 
This is really a great time for the industry. |BAM
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Navigating

the crisis
Sami Simola, Ground handling manager, 
Jetflite FBO, talks about the impact 
of the Ukraine crisis and the 
company’s new ground handling 
and other services
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Q
: How has business been through 2022? Are 
you still seeing strong demand for charter?

SS: Business has been up and down. Covid 
increased our operations through 2020-2021 but 
the crisis in Ukraine decreased all operations in 
Finland. Traffi  c to and from Russia was a big part of 
the volume of business fl ights to and from our FBO.

For our ground handling operations, the closure of Russian 
air space meant an end to all fuel stops in Helsinki. Before the 
crisis, Helsinki was one of the best options for crew swaps and 
tech stops. We don’t see that coming back in the near future.

Q: What of Jetfl ite’s strengths regarding the longer 
distance, more challenging fl ights, and how that 
expertise has been built up?

SS: We have a fleet of long-distance charter and 
ambulance aircraft and decades of experience in commercial 

flight operations. Over these years we have gradually built our 
organisation and operational procedures to prepare for flights 
most operators are unable to perform. We have a truly global AOC, 
and our capabilities have proved quite useful during regional 
crises and local pandemics even before Covid19.

Q: How is the ground handling side of the business going?
SS: Our ground handling side has been growing steadily since 

we launched the service. More and more operators flying to 
Helsinki are getting to know us and what we can do. Once they 
have experienced our flexible, full-service package, they keep 
coming back to us. As we are also an operator, we know how to 
provide a great service to meet the special needs of operators. 

Tech support, hangar, transportation arrangements and extra 
services make a significant difference and help things to go 
smoothly for the operator and crew. Jetflite is able to provide fuel 
with our partner. Operators and owners quickly see that there is 
no need to settle for just ok when they can get excellence for the 
same price, or even less!

Q: How is the aircraft  management side of the business going?
SS: Management has been a small side business for us for nearly 

two decades. We used to have quite a few management customers from 
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Russia, but this has been gradually withering away already aft er 2014. 
Growing this operation is not our number one priority at the moment. 

Q: What of your aircraft  maintenance services. How is that 
side of the business going?

SS: Our maintenance service is well equipped to provide line 
maintenance and part 145 repairs. Our tech support provides an 
excellent extra service for visiting aircraft . We are able to provide a 
fast tire service, oxygen fi lling, and even exterior cleaning. All this is 
available for immediate turnaround. 

At present, we support CL series (604,650,300), FA7X, GLOBAL5000, 
and G150. For these, we can provide the appropriate release provided 
they are EU registered aircraft . For others, we can provide a one-off  

service as an option to ensure they avoid an AOG situation. Our 
maintenance is available 24hrs a day!

Q: How much demand are you seeing for sustainable 
aviation fuel? Are you able to get suffi  cient supplies?

SS: We had a special project last year regarding renewable 
fuels, and our customers were quite pleased. However, SAF is 
not freely available in Helsinki at the moment. Anything can 
be arranged, however, and we have some clients who request 
fueling SAF if it can be bought. 

Our new lounge in EFHK is ready to open for business, with 
a comfortable, high-quality premises for clients to relax on 
arrival or before they depart. |BAM

https://signatureplating.com/
https://signatureplating.com/


Lu to n  V I P  Lo u n g e

Will Holroyd, Director, Sales and Marketing,  
Harrods Aviation, on dealing with 

unprecedented demand

: What can you tell us about the history of your 
two FBOs, at Stansted and Luton?

WH: Back in 1995, a vision to create a London-
based FBO business that would match the service 
offered by the world-renowned luxury of the 
Knightsbridge store was born. Harrods Holdings 
acquired Hunting Business Aviation, a business that 

had been active in the aviation sector since the 1930s. 

The business originally ran under the name ‘Metro Business 
Aviation’ before, in 2003 being rebranded as Harrods Aviation. 
This change was more than a simple rebranding exercise, it was 
a statement to the world that this FBO business was worthy and 
ready to represent such a prestigious name as Harrods

An ownership change in 2010 has given us the impetus to develop 
and modernise the business into the modern customer-centric 
business you see today.

Based at both London Luton and London Stansted, two of the most 
conveniently placed locations for aircraft arriving into London, 
Harrods Aviation offer a globally recognised standard of service.

Q: What was business like at the FBOs through the lockdown 
and where are we now?

WH: There is no point hiding away here, business at the start 
of the pandemic was terrible. People were simply not flying. It was 
a remarkably difficult time, not just for us, but for all in the UK 
and across the world. The various lockdowns and country-specific 
requirements did, however, provide plenty of time for reflection. 
It gave us the chance to look at our business in a slightly different 
way by removing the demand, stay constantly focused on the high-
paced and varied aspects of our usual day-to-day operations. 

It gave us an opportunity to ‘regroup’, to take stock and to 
acknowledge what we do well, as well as to challenge what 
we believe we could improve upon. Th e overriding results 
of this refl ection were that our people remain our strongest 
asset. Retaining the right people in the right positions and 
providing them with the right training and support, plus a 
positive work environment will always be key. 

We also looked at the mechanics of our business. 
How we could work to become more sensitive to our 
environment. It is impossible to talk about business 
aviation without referencing sustainability, which is 
a great thing, but we wanted to ensure we made long-
lasting and permanent changes to our business. The aim 
was to deliver long-term rewards, not simply to ‘look 
good’ or be ‘doing the right thing’. 
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“  In recent months we have 
seen unprecedented demand 
for FBO services at Luton and 
especially at Stansted.” S t a n s t e d  V I P  Lo u n g e

G u l f s t r e a m  G 6 5 0  o n  r a m p  w i t h  f u e l  b o w s e r

To that end, we signed up to a carbon-neutral scheme to 
ensure we offset all our direct carbon emissions. We have also 
looked to reduce our carbon footprint wherever possible, 
often at great initial expense. Replacing all internal lighting 
with low-emission LEDs is one example. We have also set in 
place a plan to operate a fully electric airside vehicle fleet.

As well as working to improve our environmental impact, 
we have taken measures to ensure that our staff are being 
provided with any support they may need, during what was a 
very challenging time. This support will continue into what 
we hope will be a very positive future. We have introduced 
an Employee Assistance Programme that offers free of charge 
counselling, either remotely or in person.

In recent months we have seen unprecedented demand for 
FBO services at Luton and especially at Stansted. We can’t 
quite put our finger on the growth in demand at Stansted. We 
used to ‘joke’ internally that we would spend 80% of our time 
promoting Stansted as a great option for London and yet 80% 
of our traffic would demand Luton. 

This is no longer the case as, post-pandemic, we have seen 
a sharp increase in requests for handling at Stansted. This 
makes perfect sense as the 10,000-foot-long runway and very 
competitively priced fuel make it a fantastic choice for travel 
into London. Luton continues to be popular with all classes 
of jets from all over the world. At the moment we haven’t 
seen too much traffic from Hong Kong and China, but we 
are braced and ready for traffic coming from that direction.

Th is increase in demand creates well-known challenges. 
Neither airfi eld has grown any bigger, yet the aircraft  operating 
into them have. A Gulfstream G650 takes up considerably 
more ramp or Hangar space than a GIV. We request that 
wherever possible, all our customers look to book in as early 
as they can. We know this is a challenge for many and work 
with our valued customers to meet every request.

Q: What of Air Harrods and the Air Harrods bespoke 
services?

WH: Air Harrods is a business within a business. We off er 
a highly specialised suite of helicopter-related services. Th is is a 
small, some would say niche business, but is one that is highly 
effi  cient and eff ective at serving the needs of a very select clientele. 

During the pandemic, in addition to our rotary activity, we 
started to see a large spike in demand for private aircraft  charter, 
primarily through our Knightsbridge store customers. Th is 
demand led to us setting up a small charter brokerage team 
working alongside the FBO and Air Harrods Helicopter services. 

We recently sent all charter broker staff through the 
wonderfully detailed Air Charter Association (ACA) broker 
training course. Demand for aircraft charter remains high 
and we have been pleased to grow this team in recent times.

Q: How well does it work to combine fi xed-wing and 
rotorcraft  at your FBOs?

WH: Th e two work perfectly alongside each other. We 
regularly provide ‘interline’ services between helicopter and 
fi xed-wing aircraft . Th e experience and training of our ramp 
staff  also ensure that these mixed types are handled safely and 
effi  ciently. |BAM
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HELSINKI AIRPORT
BUSINESS FLIGHT CENTER FBO

Excellent location for technical stops and crew changes in all seasons 
Helsinki Airport Business Flight Center offers high quality services for private airlines and operators. We are specialized in 
business jet operations and our 24hrs service guarantees a quick response to all handling requests.

• FBO services provided 24 hrs

• Onsite customs and immigration 24h

• Arrival and departure slot bookings

• Hangar arrangements

• Hotel and transportation reservations

• Passenger lounge

• VIP lounge

• Crew lounge
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Single-engine,

high-performance
Albert Dirkzwager, Director of Engineering & Programs, Textron Aviation, 
on Textron’s Denali

Q
: Going back to the beginning of the Denali 
program, what got it started? Textron already has 
the King Air. What was the perceived need for a 
single-engine turboprop? 

AD: Textron Aviation’s product line serves many 
aviation markets, from single-engine piston aircraft  
to super-midsize business jets. We recognised a gap in 

our product line-up in the popular single-engine, high-performance 
turboprop market, which we felt we could compete very well in. 

Of course, in designing the Denali we have been able to bring 
synergies from our other products, including modern construction 
techniques, a high-quality cabin experience for passengers, and a 
low emission, clean, fuel efficient turboprop engine technology, 
using the GE Catalyst engine.

Q: When the Denali program began Climate Change was on 
the agenda and business aviation was not under the pressure 
that it faces today. How clear was it back then that it would 
need to be able to show environmental credentials?

AD: We recognised that using a modern technology engine 
like the GE Catalyst could provide the operator with benefits 
such as using sustainable aviation fuels, along with lower carbon 
emissions, reduced fuel consumption and low operating costs. All 
these help to minimise any environmental impact. 

Q: What was the thinking in opting for a brand new engine to go 
with a clean sheet aircraft . Th at would seem to be doubling the risk? 

74

PROFILE … TEXTRON AVIATION



“ The Denali will have the largest cabin in the 
segment with all the creature comforts one 

should expect for private aviation travel.”

“ We recognised a gap in our 
product line-up in the popular 

single-engine, high-performance 
turboprop market, which we felt 
we could compete very well in.”
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→ Fully electric drive and remote controlled
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D e n a l i
Te s t  F l i g h t

AD: While the Catalyst engine is a new turboprop engine, 
it has its roots firmly embedded in other well-established 
GE engines like the T700 helicopter engine used in the 
Blackhawk and the Apache. Although new to a turboprop 
engine, many of the technologies used, like cooled turbine 
blades and Full Authority Digital Engine Control (FADEC) 
have been used by GE’s larger commercial engines, with their 
quality proven over billions of flight hours. The engine will 
meet the latest certification requirements and we are very 
confident this is the right fit for the Beechcraft Denali.

Q: Who is doing the simulators for the aircraft  and how 
is that going? 

AD: A Level D Full-Flight Simulator (FFS) will be built by 
TRU Simulation + Training and available for flight training 
at FlightSafety Textron Aviation Training’s (FSTAT) facility 
in Wichita, Kansas.

Q: How hard is it going to be for a pilot that is type 
rated on single-engine turboprops to move to a Denali? 

AD: One of the benefi ts of operating an aircraft  of this size 
(less than 12,500 lb. MTOW) is that it does not require a type 
rating. Th e Garmin G3000 avionic suite has an architecture 
similar to other Garmin suites 
like the G1000 which makes 
for an easy transition for 
anyone moving up into this 
class of aircraft  as they will 
likely be very familiar with 
Garmin products.

Q: What about the 
avionics? 

AD: The Garmin G3000 
has proven itself to be very 

popular on the Citation M2 and CJ3+. Operators familiar 
with our strongest competitor in this market consider the 
decision to use G3000 to be a big advantage in terms of ease 
of operation, reliability, and cost.

Q: Although we are half way through 2022, 2023 still 
seems like a long way off . Is there any chance the Denali 
will be ready sooner? 

AD: Typically, it takes 20-24 months aft er fi rst fl ight to test 
and certify a clean-sheet Part 23 aircraft . Of course, with the 
Denali, we are not only certifying a clean-sheet airframe, but GE 
is also certifying a clean-sheet engine. A lot of customers would 
like to see it available sooner, but it will be worth the wait.

Q: Who do you anticipate being the major buyers? 
Flight schools? Owners of SMEs? A range of existing 
turboprop pilots? 

AD: We anticipate the majority of customers to be mainly 
private individuals/owner operators. A lot of current single-
engine turboprop operators are looking for a larger, more 
comfortable cabin, which is a big plus for the Denali. We also 
have had a lot of interest from medevac operators because of 
the Denali’s cabin size, large door, and high cabin pressure 

diff erential/low cabin 
altitude. A corporate shuttle 
interior will also be available.

Q: How do you think it 
will stand up against the 
likes of Cirrus? 

AD: Th e Denali will 
have the largest cabin in the 
segment with all the creature 
comforts one should expect 
for private aviation travel. |BAM
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CastleCookeAviation.com

Fuel  Ground Handling  Catering  Hangar Storage  Customs
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