




WWW.FLYSERVICE.EU

BESPOKE LUXURY EXPERIENCES FOR VIP TRAVELERS
Your vision, our services. FBOs, ground handling, flight support, and brokerage.



“ I’m always trying to find 
things that possibly aren’t 
so clear to other people. 
I’m always thinking and 
brainstorming and planning.”

ARL: What would you say your strengths are?
JW: I feel like I’m a very intuitive person. I can really tell 

what people feel and that allows me to connect quite well with 
them. Especially at a young age. I feel people don’t really expect 
me to be how I am and able to hold a conversation the way that 
I do. I’m always trying to fi nd things that possibly aren’t so 
clear to other people. I’m always thinking and brainstorming 
and planning. I also feel I can control my emotions well. 
Th ere’s not a lot of things that frustrate me or make me angry. 
If something doesn’t go my way, I move on and keep going. It 
allows me to adapt on my feet and change quickly if I need to.

ARL: Where do you see yourself going with Jubilee and/
or in general in your life and career?

JW: I really love Jubilee and being onboarded to this 
company at such a young age and potentially a pivotal 
time in the industry. I would like to stay here for a while 
and grow with the company and also gain valuable life 
lessons and experiences. As for the future, I have dreams 
that I will be acting upon. I want to own a Jet Brokerage 
company that also does Charter brokerage so I can 
potentially take business for as many different customers as 
possible. |BAM
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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: 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:

VIP Meet and Greet Services

The SPACE Experience

www.spaceaero.net
www.spaceaero.net
mailto:space@spaceaero.net


“ We’ve got 4 pillars:
Family Spirit, Humble Heart, 
Vibrant Experience, and 
Trusted Service.”

A Culture Built to Last
Chris Wright, Partner and CEO at Business Jet, shares how an exceptional team and 

first-class customer service give the company a lasting competitive edge

Born in 1993 on 13 acres of land at Dallas Love Field 
(KDAL), Business Jet now proudly sits on 53 acres. 
They’ve just completed their 18th and 19th hangars 
offering customers over 475,000 square feet of 
hangar and office space.

ARL: Chris, can you take us through Business 
Jet’s evolution and the key areas of growth that 

have shaped the company today?
CW: Traditionally, the FBO business has been our calling 

card and what we’ve been known for over the last three 

decades. However, in the last three years, we’ve invested 
heavily, in terms of capital and effort, into our MRO services 
and expanding those offerings with the repair station and our 
modifications team. We’re also a Starlink and Gogo dealer 
and installer now, helping us reach our goal of “checking 
all the boxes” to provide customers with “Comprehensive 
Aviation Solutions” – it’s really the tagline.

While Love Field is our base, we have an international presence 
that’s continuing to expand as we onboard more ultra-long-
haul aircraft  to our management and charter certifi cate. We’re 
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Textron Citation CJ1+
Textron Citation XLS 

Textron Citation XLS+

Bombardier Challenger 350
Bombardier Challenger 3500
Bombardier Challenger 650

Embraer Phenom 300E

Your business aviation training 
partner. Personal training 

solutions on Level D 
Full Flight Simulators.

www.aviationacademy.at

https://www.aviationacademy.at
https://www.aviationacademy.at
https://www.jubileeaviation.com
https://www.jubileeaviation.com
mailto:jack.woolley@jubileeaviation.com
https://www.linkedin.com/in/jack-woolley-a01782384/


“ We’ve had several people that have been 
with us for 20 plus years, both on the 
management side and the FBO side. These 
long-tenured employees have really been 
our gel, and the secret sauce.”

fortunate to be in the Love Field market as it’s seeing an increasing 
demand for general aviation services and is consistently among 
the top three busiest GA airports year-round. Th ere are over 90 
aircraft  under hangar lease at our Dallas facility, and of those, 
we manage and operate 13. For our managed customers, we 
off er a turnkey ownership experience that includes in-house 
maintenance services, crew personnel hiring, accounting and 
bill pay, and concierge scheduling. We recently added a 2018 
G550 based in KSAT which aligns with our goal of expanding 
our charter fl eet beyond Dallas Love Field.

ARL: Your employees are the backbone of your 
company. Do you think having people that have been so 
invested is a big asset?

CW: There’s no question. We’ve had several people that 
have been with us for 20 plus years, both on the management 
side and the FBO side. Th ese long-tenured employees have 
really been our gel, and the secret sauce. We started off  as a 
small company and have since grown to over 180 employees. 
As companies scale, it can become natural to lose that personal 
touch, so we’ve tried to prevent that as much as possible. 
Having those seasoned employees grow into managers and 
leaders in our company allows us to retain that personal 
touch because it’s so important for the customer’s experience.

At the end of the day our business is driven on relationships. 
Not only cultivating them and earning that trust but then 
maintaining it. When our customers can go to a tenured 
employee with an issue, they know they’re empowered to 
make something happen. When you’ve got the right people 
in the right positions, which we’re always working hard to do, 
the daily operations take care of themselves for the most part.

ARL: You pride yourself on that more personalised 
approach, which focuses on exceptional customer 
service. How do you achieve that?

CW: I think it all starts with culture. You can talk about 
what your culture is, but people have to experience it. You’ve 
got to do what you say you’re going to do. Empowerment is 
number one. Empowering your employees to make decisions, 
to do the right thing. They’ve got to buy into your values. 
They’ve got to live them out and pass it along to the everyday 
experience of the customer. We call it “The Business Jet Way,” 
and we’ve got 4 pillars: Family Spirit, Humble Heart, Vibrant 
Experience, and Trusted Service. We train our employees 
to anticipate needs before they happen, not just react to a 
request. The consistent treatment of making people feel like 
it’s a unique experience here is super important to us and we 
don’t lose track of that.
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LEARN MORE nbaa.org/2026

THE WORLD’S MOST POWERFUL 
BUSINESS AVIATION EVENT
Step into the future of business aviation at the 2026 NBAA 

Business Aviation Convention & Exhibition (NBAA-BACE).

NBAA-BACE is where you can get up close with the 

newest business aircraft, meet legendary heroes of flight 

and witness epic announcements. It’s where business 

aviation comes together – not just to do business, but to 

connect, belong and celebrate the shared passion that 

unites our industry.

https://nbaa.org/2026
https://nbaa.org/2026


“ The growth plan on the FBO side is pretty 
clear. On the maintenance side, we’re 
constantly expanding our off erings to include 
more airframes and heavy-check capabilities. 
We’ve completed nearly 30 Starlink and 
Gogo modifications since last year.”

Accessibility to company decision makers is also key to 
providing great customer service. Acting decisively to 
correct a service failure for a customer or being present to 
advise a young employee on career advancement are just a 
few examples that come to mind. I make a concerted effort to 
ensure everybody knows how to get a hold of me.

ARL: I’m sure that keeps people coming back and 
allows you to have good client retention.

CW: That’s right. The proof is in the pudding and how 
long people have been customers. And we don’t take that for 
granted. We have a small family feel.

ARL: And even with that small family feel, you continue 
to grow and expand.

CW: Yes, just in the last 6 months we’ve onboarded a 2018 
G550 to the charter certifi cate, and we also just took delivery of 
a new Global 8000. We’re closely knit but we’ve got operations 
going around the globe. And being able to take that culture 
and that tailored experience across the pond is something 
we’re proud of. Not straying too far from our roots is key.

We’ve got room to develop 2 more hangars at Dallas Love 
Field around 30,000-35,000 square feet in size, which gives 
us another 70,000 square feet to offer clients. We’re looking 
to do that in the next 2 to 4 years, depending on demand. 
We’re already in conversation with flight departments and 
other tenants that want to be here at Love Field, so those 
will come down the pipeline very soon. The growth plan 
on the FBO side is pretty clear. On the maintenance side, 
we’re constantly expanding our offerings to include more 
airframes and heavy-check capabilities. We’ve completed 
nearly 30 Starlink and Gogo modifications since last year.

ARL: Have you seen any impact from the cost of fuel?
CW: Since we opened 2 new hangars and added 70,000 

square feet to our campus it’s naturally driven more fuel 
gallons. I was surprised with April and May with oil doing 
what it was doing; we kind of expected a slowdown but 
we didn’t see that at all. We’ve had near-record fuel-gallon 
months for both April and May. The fuel price does not seem 
to be slowing anything down.

ARL: On your website you say, “the greatest example 
of love is service to others.” It’s not every day you hear 
this in relation to business. Can you say more about this 
approach and how it’s guided you over the years?

CW: Just because we’re dealing with transactions and 
contracts, it doesn’t mean the human element has to go away. 
The people aspect was the whole reason we got into this. 
My grandfather was flying around to different FBOs in the 
early 90’s, and it struck him how poorly people were treating 
clients. It just didn’t add up. Being able to meet and exceed 
expectations on a routine basis is the standard for us. It’s 
really embodying the servant’s heart. That’s truly what sets 
you apart in some business landscapes.
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A One-Day Conference

P H OTO S  F R O M  L A ST Y E A R ’ S  E V E N T

F I N D  O U T M O R E

Thurs 3rd September 2026

HILTON HEATHROW TERMINAL FIVE

POYLE ROAD, COLNBROOK, 

SL3 0FF

F
ollowing the resounding success of BMC25,

BizAv Media, is again co-hosting a one-day 

conference, BizAv Maintenance Conference 

(BMC26), on the 3rd September 2026, in London. 

The conference will feature world-class speakers and 

panellists from across the BizAv Maintenance sectors of 

the industry. 

This is a tremendous opportunity for companies of all 

sizes in the BizAv Maintenance sector to come on board 

and be part of the future of BizAv Maintenance. 

Contact Max Raja at max@bizavltd.com or Roger Baker 

at roger@bizavltd.com for more information.

https://www.bizavltd.com/bizav-conferences/
https://www.bizavltd.com/bizav-conferences/
mailto:max@bizavltd.com
mailto:roger@bizavltd.com


“ My grandfather was flying around to 
different FBOs in the early 90’s, and it 
struck him how poorly people were treating 
clients. It just didn’t add up. Being able to 
meet and exceed expectations on a routine 
basis is the standard for us.”

Where we live out our values and what it means to serve 
others is through Business Jet Cares, our 501(c)(3) that we 
established over 10 years ago and is led by our employees. We 
hold an annual golf tournament and through it we’ve donated 
almost one million dollars to Veterans’ charities like Folds 
of Honor and Patriot Paws. It’s fantastic. We also do other 
events and fundraising throughout the year. We partner with 
a local elementary school here in Dallas that’s right off the 
end of the runway here at Love Field. We’ve funded 2 all 
expense paid field trips for them to Dallas Arboretum and 
Dallas Zoo, and we routinely have our employees go over and 
serve the faculty lunch on appreciation days.

Business Jet really cares. Living out our values is of the utmost 
importance to us. Our customers are so great in offering 
support to these causes as well which enhances everything, 
so that’s a bonus.

ARL: How has technology supported or changed your 
operation?

CW: In partnership with Total FBO Next-gen soft ware, we 
were able to customise an operational platform that seamlessly 
supports our FBO business. It’s improved day-to-day operations 

and made real time performance data far more accessible. 
We’ll use Claude and other AI tools for to assist in long-term 
planning, analysing our positioning in the market, and where 
opportunities and challenges may lie. We are old school in that 
we don’t let technology and AI dictate everything, but in terms 
of market research and lead generation, yes, we use it.

I think as everything becomes more automated and more 
dependent on AI, that personal touch and the people aspect 
of this business is only going to become more valuable.

ARL: What would you say is your biggest 
accomplishment?

CW: Seeing my grandfather and father’s vision for our 
base here at Dallas nearly all built out is so rewarding. From 
less than 20 airplanes to where we are now, quadrupling our 
footprint and doing it in a way where we haven’t lost touch 
with our values that started this whole thing. I think that’s 
what I’m most proud of. Really seeing how we can carry 
our passion for serving others into other lines of aviation 
business and be good at it - that’s very rewarding. Being able 
to work alongside my family and keep it in the family is what 
it’s all about for me. |BAM
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HIGH-PERFORMANCE MODS FOR KING AIR AND CESSNA CARAVAN

WHAT’S IN  
YOUR WING?
Engineered exclusively for King Airs, Raisbeck’s Crown Wing Lockers 

for storing what you need securely outside of the cabin. Lightweight 
composite optimizes cargo capabilities with no performance loss. 

Rescue crews store extra emergency gear including 

RAISBECK CROWN WING LOCKER

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


Sheltair proudly serves business and private aviation with 16 FBOs 
and 19 properties in Florida, Georgia, Texas, and Colorado.
Our newest location, Sheltair Sarasota (KSRQ), delivers unmatched 
convenience on the Gulf Coast.  From spacious hangars to exceptional 
hospitality and service, every detail is crafted for your mission.

Wherever you fly, Sheltair ensures you always love where you land.

Sarasota, FL

SRQ

Scan to explore SRQ

sheltairAVIATION.com

https://www.sheltairaviation.com/
https://www.sheltairaviation.com/



