




“ One of our members,   D r  L a u r i e  M a r ke r,
runs the Cheetah Conservation Fund in 
Namibia and is one of the world’s preeminent 
experts on Cheetah conservation. She got 
in touch to ask me to help on the aviation 
side of the project to re-introduce the fi rst 
cheetahs back into India, 75 years after they 
went extinct.”M o u n t  K i l i m a n j a ro

’ G o l d e n Ey e ’  B u n g e e  J u m p i n g ,  Ve r z a s c a  D a m
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I was due to go on the next mission but because of the 
delay for repairs to the submarine, that conflicted with 
a planned climb of Mount Kilimanjaro that I undertook 
with my 15-year-old son Giles, and sixteen of his and my 
friends, which was also an incredible experience for all of us.  
However, I am now looking forward to a newly scheduled 
dive to the Titanic in June this year. 

AH: How are things going with the Explorer’s Club?
HH: It has been great for me. However, we really need to 

expand the membership in the Middle East. There are a lot 
of interesting people in this region doing some very exciting 
things outside the purview of the Club.  

One great conservation project that I was involved in recently 
did in fact come from the Explorer’s Club. One of our 
members, Dr Laurie Marker, runs the Cheetah Conservation 
Fund in Namibia and is one of the world’s preeminent experts 
on Cheetah conservation. She got in touch to ask me to help  
on the aviation side of the project to re-introduce the first 
cheetahs back into India, 75 years after they went extinct.

I got in touch with a friend of mine who owns a private 
Boeing 747-400 airliner. We flew the cheetahs directly from 
Namibia into Kuno National Park in India and the release of 
the cheetahs into the wild was attended by the Indian Prime 
Minister, Narendra Modi on his birthday last September. It 
was a fantastic project to be involved with. Cheetahs really 
are the Ferraris of the animal kingdom. They are very cool 
animals indeed.



 Passenger and Crew Assistance

 Passport and Customs Assistance

 Airside ground transportation in VIP cars

 Passengers and baggage transfer to main 
terminals, St Exupéry railway station and 
helipad

 Booking of limousines, taxis, hotels (with 
crew rate), car rental, aircraft, helicopters

 Conference rooms for on-site meetings

 Transfer to the Alps ski resorts (limousines, 
luxury 4WD, helicopter)

 Comfortable, fully equipped lounges 

 Catering services 

 Interior and exterior aircraft cleaning 
services

 Liaision with Fuel Supplier (A1 Jet fuel)

 Weather and NOTAMS briefing

 Maintenance’s Oganization

 Cargo handling / Warehouse

YOUR PERSONAL CONTACT :
Tel. 24/7: +33 661 616 904
Email: space@spaceaero.net

FURTHER INFORMATION UNDER WWW.SPACEAERO.NET

Lyon Saint-Exupéry Airport (LFLL/LYS) based, SPACE Executive Handling specialty 
includes : corporate, VIP, government and ambulance flights.
We fulfill any requirement quickly and reliably.
Our team is dedicated to make your life easier, but we can achieve much more for you!

GROUND HANDLING SERVICES :

Executive Handling in Lyon

http://www.spaceaero.net/
http://www.spaceaero.net/
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AH: Well, to business. How have things been for you 
through the second half of 2022 and to now?

HH: We have had a surprisingly active year so far in 2023. 
Every year we seem to feel that the year ahead will probably 
see business falling off a cliff, and every year we are surprised, 
and pleased, to be wrong. At the end of 2022, it looked likely 
that the Americans would generally stop buying in early 
2023, and they mostly did. But then the rest of the world has 
woken up and is sort of saying “thank god the Americans 
have stopped fuelling those over-inflated prices of late 2022, 
now we can start buying again!” 

So, we are finding that the rest of the world is now jumping 
in while the Americans try to recover from last year’s 
extravagances and the higher interest rate world we now 
find ourselves in. So, we feel the market is back to some 
sort of medium-term equilibrium. In particular, there are 
more aircraft coming onto the market now and there are 
reasonable numbers of most types of aircraft to choose from 
- not all types of course. But there is also a very strong supply 
of buyers, often from locations such as Asia (except China 
which is not generally buying), Africa, the Middle East and 
parts of Europe that did not buy so many jets in the past. 
Action Aviation has a very good reach into those markets, 
which I think is one of the reasons we are having a very good 
year so far in 2023. 

AH: Are you still very enthusiastic about BBJs and ACJs?
HH: Absolutely. We operate a BBJ ourselves for our own 

use. We are actually upgrading to a new BBJ that has two 
bedrooms and two shower rooms. We will eventually be 
off ering this new BBJ for some charter work and we expect it 
to be well received.

AH: Is the new aircraft  a replacement for your present 
BBJ or an addition to your fl eet?

HH: It is a replacement. We are selling our existing BBJ, 
and the new one is in pre-purchase inspection. It will be much 
easier to get it into our own charter certificate under Aruba 
than our previous BBJ. We could have got our previous BBJ 
into the public transport category, but it would have taken 
longer. Instead, we are selling that BBJ to a Head of State 
client before we receive the new one.

AH: What do you think the charter market is going to 
be like in the year ahead? 

HH: I think the demand will remain strong, perhaps a 
little down from the peak demand last year. There is strong 
demand for BBJ and ACJ charters in particular and they are 
very good to operate. People tend not to realise that, taken 
as a whole, BBJs and ACJs are really not that expensive to 
operate compared to other large business jets. 

This is because the maintenance on a BBJ and an ACJ is a 
lot less than a big biz jet, such as a Global or a Gulfstream. 
The engines go on forever as they are built for airliners. 
They were designed to do 80,000 hours, which is way more 
than you would ever do in business aviation. With a typical 
business jet, you are unlikely to get much past the 15,000-
hour mark by the end of the life of an aircraft.  

Of course, you will use 50 percent more fuel on a BBJ or 
an ACJ compared to a Gulfstream or Global. Th at is a well-
known fact, but it is largely outweighed for most users by the 
lower cost of BBJ/ACJ parts. For example, on a Gulfstream 
or a Global, if you replaced all four brakes, it would cost 
you about $360,000. If you replace the four brakes on a BBJ 
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RESERVE YOUR RIDE TODAY

US: +1 914 738 1200
UK: +44 20 3286 3212

Toll-free: +1 800 828 8283

reservations@limousinesworldwide.com
dispatch@limousinesworldwide.com

We are a  providing services in . 
Whether you need ground transport for a , quiet travel between business 

meetings, or just want to show up in style to your night on the town, we have you covered
We provide  for each reservation and our customer service 

team is friendly and knowledgeable.

WWW.LIMOUSINESWORLDWIDE.COM

https://limousinesworldwide.com/
https://limousinesworldwide.com/
mailto:reservations@limousinesworldwide.com
mailto:dispatch@limousinesworldwide.com
https://aircraftlighting.com/
https://aircraftlighting.com/
mailto:sales@aircraftlighting.com


W i t h  P r i n ce  A l b e r t  o f  M o n a co  a n d  R i ch a rd  G a r r i o t t .  P h o to  A  B a s t e l l o  /  Pa l a i s  P r i n c i e r
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or ACJ, it will cost you around $24,000. Th at is a massive 
diff erence. Airlines run on very tight margins, and they put 
a lot of pressure on the OEMs. Airlines just do not accept 
paying private jet prices for parts. We also currently own a 
Global and can see the MRO price differences in stark relief.

Incidentally, this is why we explain to our pilots in our 
own operation, when operating Gulfstreams, Globals, etc 
that brakes shouldn’t normally be the primary method of 
stopping a jet. Some pilots come to business aviation from 
the airline world, and they are used to stomping on the brakes 
every landing. That does not work well in business aviation 
because of these high brake and tyre costs, and operators 
learn to use the other tools at our disposal - thrust reversers, 
get the landing speed right, touchdown on the numbers, and 
use the full runway where possible.

The problem with business aviation MRO is that we all 
tend to just pay whatever bills turn up from the MRO 
unquestioningly, and business jet owners get taken advantage 
of at some of the MRO facilities. It is unfortunate, but this 
seems to be the norm quite often now, much more so than 
a few years ago in my opinion, with spare parts prices and 
labour costs massively up from the business jet OEMs. 

AH: Perhaps it is no surprise then that both Gulfstream 
and Bombardier are putting a lot of eff ort into 
expanding their aft ermarket sales eff ort.

HH: Yes, the OEMs see a captive market if they can largely 
monopolise the MRO for their own types by buying up MRO 
facilities around the world. I hope prices will not keep rising 
in future years as a result.

AH: What of your own business? Are you expanding? 
HH: Yes. We are expanding, and we have brought a lot of 

very good people on board, about 10 more since the Covid 
shutdowns ended. 

AH: Is it easy to fi nd talent? 
HH: No, it is not easy to find the right people. What 

we do is quite specialist and we do need dedicated people 
with great communication and organisational skills. We are 
not a sort of big, governmental-type operator, with lots of 
administrative and middle management staff. We are out 
in the field doing complicated international deals all the 
time, and individual staff in remote locations may need to 
oversee all aspects of an aircraft transaction from proposals 
and contracts, through pre-purchase inspections to entry 
into service. To be clear, we are very much after more high-
quality talent right at this moment …. 

AH: How many transactions have you closed through 
the year?

HH: We closed 25 transactions in 2022. Th ese are mostly 
larger business jets, but we did do a Lear 60 and a PC24. 
However, our most common aircraft  are Challengers, Legacies, 
Falcons, Gulfstreams, Globals, along with BBJs and ACJs, etc. 

This is a feature of some of the regions that we deal in. In 
the Middle East and Asia, for example, there is less demand 
for light jets. You tend to run out of range before you get 
anywhere in these regions!

AH: Anything further?
HH: I have a particular hobby horse that I would like to 



START PLANNING NOW nbaa.org/2023

Immerse yourself in the world of 
business aircraft at the 2023 NBAA 
Business Aviation Convention & Exhibition 
(NBAA-BACE), taking place from Oct. 17-19 in Las 
Vegas. View fixed-wing aircraft of all sizes – from single-
engine airplanes and turboprops to long-range jets. See 
today’s helicopters and tomorrow’s advanced air mobility 
(AAM) aircraft.

NBAA-BACE is the biggest and most productive event of the 
year for business aviation.

https://nbaa.org/events/2023-nbaa-business-aviation-convention-exhibition-nbaa-bace/?utm_medium=print&utm_source=bizav&utm_campaign=2023nbaabace&utm_content=CP23A031
https://nbaa.org/events/2023-nbaa-business-aviation-convention-exhibition-nbaa-bace/?utm_medium=print&utm_source=bizav&utm_campaign=2023nbaabace&utm_content=CP23A031
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push, concerning the listing services. We all, as brokers and 
dealers, subscribe to Controller, AvBuyer, GlobalAir and so 
on. We get leads coming in from them, but the majority of 
these leads are not very useful, because they may come in on 
a free email address like Gmail and simply say “Send price 
and specs”. 

You don’t tend to know if the lead comes directly from an 
actual billionaire buyer who is simply using his private 
Gmail, which does occasionally happen. We have seen this 
happen in Asia, for example. Or perhaps more often it is 
someone without the capability to buy a business jet or even 
just a student with an interest in aviation. What I would like 
to campaign for is for these listing services to put a few more 
questions on the enquiry form.

These can be very simple questions, such as: what aircraft 
do you operate at the moment, or if you do not operate an 
aircraft, what aircraft have you been chartering? The listing 
services need to add a paragraph that makes the point clearly 
that brokers receive many enquiries, and your enquiry is 
likely to be prioritised if you provide the following optional 
information. That way we could really prioritise our team’s 
responses to the qualified buyers.

If, for example, you get an enquiry on a G650 and you see 
that they already have a G550 and are looking to upgrade, 
that client will get a very quick response. 

AH: What chance is there of that change happening?
HH: Every chance. We just need to push for it. It’s in 

everyone’s interest, especially the qualified buyers who often 
complain later that many brokers do not respond to their 
enquiries. We all pay a lot of money to these listing services 
every month. Let’s get that idea going! 

AH: Will you be doing more space missions, such as the 
one we featured in 2022?

HH:  In June 2022, we were the last but one Blue Origin mission 
before the failure of the booster rocket on a payload-only mission 
in September 2022 (the capsule ejected successfully at 28,000 ft  
and had astronauts been on board they would have been fi ne). Th e 
Blue Origin space missions will come back to life this year.  

I do have a strong desire to go to a space station for a 
longer duration mission at some stage, either the existing 
International Space Station (ISS) before it is decommissioned, 
or the Blue Origin Orbital Reef space station being designed 
and developed at present. |BAM



ELEVATED
BY COLOR

Aeristo’s design team provides 
customized color developments 
to explore options within various
color tones. With dedication to 
development and research, Aeristo 
continues to provide thoughtful, 
innovative, and integrated solutions 
to our color library.

https://aeristo.com/
https://aeristo.com/
mailto:sales@aeristo.com
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