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more complex and demanding operation but is hugely 
interesting for all of us. 

As for my own career, I used to work for a charter airline in a 
737 operations department. Then this company, ABS Jets, set 
up and I applied. They were setting up a brand new business 

aviation operation. I did not have a clue at the time about 
business aviation. I imagined that it was all about flying little 
Cessna aircraft about the place. They hired me all the same! 

I quickly realised that business aviation was a good place to 
be, not just in this country but in the region. I joined the 
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operations department, then led the department as it grew. 
Now I’m in the hot seat, as the CEO. When I look back on 
my time in the commercial airline world it is very clear to me 
that business aviation is much more fun. The problems we 
encounter every day make it so much more interesting. We 
are never bored and delivering a top-rate service for clients is 
very satisfying for all of us.

AH: Where does ABS Jets stand relative to other 
business aviation companies in the region?

Jan Kralik: We are the number one company, without 
question, in Czech Republic and in Slovakia on any of a 
number of measures. These include metrics like the number of 
customers, the scale of services provided, employee numbers 
and turnover. But now, with all the additions to the fleet, and 
being a Part 145 MRO shop, we are now a very significant 
company both in the region and in Middle and Eastern Europe.  

Within the next 12 months, we will become the number three 
Gulfstream operator in Europe. I think that is an amazing 
achievement! This goes hand in hand with the way we are 
growing our maintenance support, as well as extending our 
business as an operator. 

AH: Vladimir, can you fill us in on how things are going 
on the maintenance side?

Vladimir Sip: Back in 2004, as an operator of two small 
Cessnas and a single Embraer Legacy600, line maintenance 

only was performed under our PART145 organization. In 
2005 we had just five technicians. 

I joined the company as a technician, taking care of the first 
three aircraft that we had. In 2007 we broadened out and 
were approved by Embraer as Authorized Service Centre for 
Legacy. It was followed by approval for Phenoms later on. 
This began to grow quite quickly. By 2008 we had around 12 
technicians. It became clear that we needed to develop our 
in-house planning and logistics capabilities as well. 

Now we are in two hangars, covering over 4,000 square metres; 
our workshops occupy 1000 square metres with 50 certified 
technicians. I should also mention that as of this year, we have 
performed over 570,000 man-hours worth of maintenance on 
Embraer aircraft, and have done nearly 100 C-checks. We are 
preparing now for the fifth C-check of our first Legacy600, 
which shows that we have maintained it to the highest 
standards for over 20 years now. We also provide mobile AOG 
support for all our customers and maintenance clients. 

Due to the geopolitical situation here we quickly realised that 
we had to address multiple markets. Today we are looking hard 
at extending our reach into Western Europe, Africa and even 
the USA. That requires a lot of effort, and we are putting a good 
deal of resource into getting our technicians skilled up on new 
aircraft types, including Dassault, Gulfstream and Bombardier 
models. Our attention right now is on the Gulfstream 500.
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Of course, another big challenge is to maintain all these aircraft 
types whilst at the same time cutting our carbon emissions and 
increasing our energy savings. We are planning to invest a lot 
in our hangars to green them up and to prepare for the energy 
challenges that are likely in the next year or two. 

AH: Do your MRO technicians specialise in just one 
aircraft OEM or type, or are they multi-skilled?

Vladimir Sip: We go for multi-type certification for each 
technician. Some of our technicians are type-certified on 
three different models. We are very proud of the quality of 
our technicians. Obviously, there is quite a significant cost to 
have each technician multi-type rated. 

AH: How complex is flight planning and what does it 
take to get talented staff in this area?

Jan Kotan: Flight planning is a very complex area. It is not 
just about planning the flight. That is far and away the easiest 
part of things. Flight support, which is the rest of it, is about 
fulfilling whatever the pilot or the passengers want or need. 

The dispatcher has to get the aircraft safely from A to B; 
then you need good hotel accommodation for the crew 
and connecting flights if the principal is travelling onward. 
You have to arrange for whatever your HNWI passenger 

requires. The size of our fleet means that we are arranging 
these things 24 x 7 all year around. 

This was not our vision when we opened our flight 
department to do our own flight operations arrangements. 
But then Embraer wanted flight support in our region for 
the next six years, and we were happy to oblige. That gave 
us a tremendous opportunity to provide flight support for 
everything from Lineage 1000 aircraft to Phenoms. Our 
services became popular amongst the pilot community 
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and they began recommending us to other owners, so our 
customer base grew and grew. 

Now we have a good number of pilots around the world 
who use our services when they are crossing the Pacific or 
Atlantic Oceans. We now have about 70 crew members in 
the company. We all know each other very well. That is a 
huge help and a major requirement as I look, as the head of 
the flight department, to match people’s personalities to the 
teams they are in.  

Fortunately for us, our people are very dependable, very 
loyal and hugely effective. So it is very easy to manage 
the department. We dispatch very complex missions on 
a very regular basis. Last month alone, for example, we 
did some 50 missions all around the world. Everything 
went flawlessly and that was thanks to great planning  
and preparation. 

We have a great bunch of professionals to work with. The 
pilots work face-to-face with the dispatch office, planning 
what they need, which airports they will be using and so on. 
This is a great environment for pilots and the dispatchers 
are very knowledgeable about our procedures, so it is a very 
time-efficient service for us in our operations capacity.

AH: How much of what you do as far as the flight 
department is concerned, is internal, versus supporting 
third-party clients?

Jan Kotan: Perhaps 30 percent of what we do is internal 
to ABS Jets, the rest is all third-party. Aircraft management 
is also a key part of our business. We have six Gulfstreams, 
four Embraer Legacy jets, three G550s and a Falcon 7x. More 
recently we added a Challenger 605, and in 2023 we are 
expecting to add a Gulfstream 700 and another 650. We also 
have an EC145 helicopter that we manage.

Some of the statistics we gather might be of interest. By the end 
of 2022, we will have flown close to 5,000 flight hours across 
2,500 flight sectors, covering around 10 million kilometres. 

AH: How much room for growth do you think the 
business aviation market has?

Jan Kralik: I think the business aviation market is booming 
worldwide, with plenty of room for growth. Europe is still far 
from being a saturated market. There is massive potential there 
for it to grow to match the US market. Importantly for us, as the 
charter market grows, our managed aircraft market grows as well. 

New owners begin by chartering. Then, as they extend their 
use of charter the number of hours they are flying starts to 
make acquiring their own aircraft or co-owning the aircraft, 
an attractive proposition. So there is plenty of potential there.

AH: The global pandemic, followed by the war in 
Ukraine, clearly created and continues to create 
difficulties. How do you see things going?

Jan Kralik: As I said, yes, there are challenges, but business 
aviation has a bright future. This crisis with war is hard to resolve, 
but we need to be ready and to be in good shape to continue our 
growth when this war crisis comes to an end. The key now is to 
protect the business through this more challenging time.

We are staying innovative. My colleague last year came up 
with the idea of sponsoring a film about the Czech and British 
airmen that flew together through World War II. That showed 
in cinemas in October this year. That war was devastating to 
Europe, yet we quickly got things going again and got into great 
shape. Our goal, as ever, is to protect freedom and truth. |BAM
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Today’s operators have many choices when it comes to MRO services.  And, as customer expectations 
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