Cleared for
Takeoff
Dagmar Grossmann has more than 25 years experience in the
aviation industry, and Grossmann Jet Service spol. s r.o. today ranks
among the leading airline operators in central Europe. Grossmann
Jet Service was nominated in the 2008 CZECH TOP 100 competition
of most significant companies in the Czech Republic. Mrs Grossmann
is an active speaker at business seminars and forums. She will be a
speaker at “Very Light Jets - Europe 2009 Conference”, which will be
held in Oxford on 24 - 25 September 2009. The topic of the speech
will be “Acceptance of the VLJ in Central Europe.”

How did you get your start in the aviation business?
I literally started from scratch and had no idea that it would become my
passion and career. I simply applied for fun one day for a position as a
flight attendant, mainly to finance my studies, and then everything fell
into place after that. I met my husband, who was a pilot and business
aviation manager at the time, and in 1983 he came up with the idea
to start out own business. At the time I wasn’t too keen on the idea, I
was worried we didn’t have enough capital to really start it properly.
But we made it work, he was the visionary and I was worker. We had
15 planes and by 1995 we were the biggest operator in Austria. I
was in charge of the management and operations and learned on
the job, which certainly wasn’t easy. We ended our cooperation over
the decision to buy a large aircraft outright and I decided to shift my
focus to the open market in the Czech Republic and open my own
business there. Today, Grossmann jet operates 3 planes, and the Jet
Set Up Center, a consulting business. Our company ranks among the
top 15 best operators in Europe, according to a recent analysis by a
well-known bank.
What sort of expertise does Grossmann Jet Service provide its
business clients?
We take care of the clients on an individual basis and make them feel
like they’re our only client. We stress the details and focus on their
specific needs. On the ownership side, we also pay careful attention
to our fleet, as aircraft maintenance maximizes the owner’s profit in
the event of a sale. The quality of our maintenance and standards is
always reflected in the selling price.
My team maintains a constant level of focus in order to guarantee our
clients the highest standard of quality. We are available 24 hours a day
for any request, no matter how small. That availability is a challenge for
our company’s operations, but it’s necessary, and we always provide
it. My team works very hard, but the experience they gain means they
are in high demand and it maximizes their career options, should they
ever want a job change. When employees leave the company they
are in high demand, and employers appreciate their quality of work
and training, I believe that’s a testament to the quality of operations
at Grossmann Jets.
How can corporate jet services provide a competitive advantage
to businesses during an economic downturn?
That question can be answered by simply looking at the news coming
out of the aviation industry. Commercial airlines are cutting their
services drastically in an effort to save money. Every service they
take away, we are continuing to provide to our clients, which only
strengthens our position and competitiveness. Look at luggage
limitations, passenger volume, restrictions on liquids and everything
else. Sometimes I just can’t believe these corporate boards are
agreeing to these drastic steps, which will only lead to less passengers.
Personally I would have found other ways to cut costs before I cut
services to passengers and lowered the quality of flights for clients.
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For example, sacrificing first class is a huge mistake.
We are very flexible, which is of the utmost importance for our clients.
We can react immediately to any need and our strategy is always open
to changes in demand or market conditions. Our team has an all-hands
9am meeting every day in which we discuss absolutely everything.
Even if I’m abroad, I participate via conference call to stay on top of
everything. But it also provides a forum for feedback from every single
employee, who are all out on the frontlines of the business.
How do you anticipate the sector developing in the future, and
what plans does Grossmann Jet Service have?
The market for chartered jets is growing, which also means the
competition for mid-size jets is getting tougher. Like any market, if
you are flexible and service-oriented, you will succeed and be able
to grow your business. Grossmann Jets Service is constantly planning
new projects. Many of my ideas come to me when I’m driving my car
or travelling. I spend about 15 percent of my day in cars, planes or
elevators, so my mind is always thinking about creative strategies.
This year in particular we have two big projects, for example we’re
entering a new market in the Czech Republic and we’ll be cooperating
on projects in Austria and Slovakia. Another project we’re working
on will give a stronger voice to the chartered jet industry within the
European Union, we’re entering a new field in the Czech Republic, but
I can’t say just yet what it will be.
How are newer markets, such as Russia, evolving?
At one point Russia had one of the fastest growing markets, it was
absolutely booming. I was a bit suspicious, however, as I’ve always had
success as a more conservative investor. Business that grows too fast
and has volatile turnovers has never appealed to me. That appeared
to be the case in Russia, and I was cautious of a market that can often
attract investors and operators that are blinded by the expectation of
wild success and as a result ignore the difficulties of a local market.
Now, Russia has ranked near the bottom in the aviation industry for
nearly a decade, the market is saturated with planes for sale and
client demand is abysmal. I think the Russian market will continue to
perform poorly for at least another five years, so we’re not focusing
there at the moment.
Please, describe the operations of the travel consultancy side of
the company
I had dinner last year with a successful and experienced aviation
expert from Canada. Over a nice bottle of wine, we agreed that travel
consultancy is really the future of the market. Travel agencies people
are our best sales teams, and they’re becoming a very attractive
alternative to commercial airlines, especially since they offer smaller,
charter jets. We’re working on the market to connect with peers,
monitoring developments and offering better commissions to the
travel agencies, and it’s working. The work there is to convince the
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agents to use charter jets as an alternative to commercial lines. After
that is done, the business can run itself, and I believe it’s a huge market
with very strong potential.
Are there particular markets in Europe that are performing better
than others?
Clearly, regions where the local economy is stronger are more
interesting to us. We think globally, so booming markets like India
or Asia are very important to us, and we try to cover all areas in our
service portfolio. The fact that the economic downturn hit a lot of
operators means that there are less of us on the market. Adam Smith
said it long ago in “The Invisible Hand,” and it’s still relevant today—
that the equilibrium is always present. Fewer providers means there is
more business for those that are left. It may come from different areas,
but there is a constant market. I will say the EU market is in general
doing much better than the US.
What are the biggest differences between the European and US
corporate aviation industries?
The US market was huge, and hiring a private jet was becoming quite
common. That availability meant there was no focus on the level of
service, which has become a disadvantage now for that market.
It was a domino effect; the banking collapse tightened financing
conditions which hurt the companies. If you understand the American
culture, you know there is a strong tendency to try to set an example,
so companies were either selling or trying to sell planes in order to
demonstrate they were cutting costs. When you suddenly sell your
planes during a recession, it makes the banks nervous because they
think there could be a problem in the company. My personal opinion
is that half the reason the whole market collapsed was because of rash
decisions made in a panicked mindset. Europe is developing more
slowly and cautiously, we don’t even have one big union, countries
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like Germany and France strongly compete on EU aviation market.
European market is relatively new and has had to overcome a bigger
set of challenges, so the whole market has developed with greater
flexibility.
What sort of fleet does Grossmann Jet Service have?
We currently operate three aircraft, the Legacy 600, the Hawker 900XP
and a Citation Mustang. We have a great portfolio that covers every
possible price segment and range. We get offers every week to take
on new aircraft under our license, but I am very careful to make sure
both the client and the plane fits into our fleet. It has to fit perfectly
in order for it to be a win-win situation for both our company and the
client.
What advice would you give a company that’s considering
purchase of a corporate jet?
I’ve dealt with this situation many times. The first thing I do is make
sure I have a very clear picture of the company from an objective
standpoint, who they are, what they reflect, how often they travel
and for what reasons. I have lengthy conversations with the top
management in order to get their different opinions and I check their
figures and balance sheets to see how they use travel. That gives me
a very good idea about what sort of plane would be appropriate.
It’s not always cost-effective — sometimes companies need a jet
as a marketing tool to give them a certain image they want. All this
information together gives me a picture, and it’s much like creating
a tailor-made dress. I propose the plane, new or used, based on my
opinion and experience. In nearly every case I have been right, the
only changes come when companies who begin with a cost-effective
plane at my suggestion sometimes change to a larger jet within a
year. ■

