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Sports celebrities among Jet Air Systems’ growing fans

Jet Air Systems serves Gillespie Field, just east of San Diego in El 

Cajon. The FBO offers 250,000 square feet of hangar, office and 

ramp space with 24/7 full maintenance and line services. A luxury 

terminal includes state-of-the-art weather planning, crew and pilot 

lounge, and executive conference room. Gourmet catering and full 

transportation are also available. To learn more, visit  

www.jetairsystems.com.   



 “It was a career highlight for me when a 

well-known NFL owner said he’d rather 

fly here when he comes to San Diego,” says 

Jet Air Systems Operation Manager, Wafaa 

Stelse. As she would with any customer, 

Stelse is respectful of his privacy preferring 

not to name drop.

Privacy is a reason this full-service FBO 

has become a growing alternative –the 

only alternative – for traffic flying into 

San Diego International. Jet Air Systems 

serves Gillespie Field in El Cajon, just east 

of downtown San Diego. Close to all major 

area attractions, its tucked away location 

offers a lower key atmosphere, which the 

famous and not so famous appreciate. 

Adds Stelse, “We’re a nice alternative and 

we’re extremely responsive. But the loca-

tion, attitude and customer service has to 

have something behind it.” For this, Jet Air 

offers 250,000 square feet of hangar, office 

and ramp space. Full maintenance for line 

services, inspections and repairs is provided, 

all supported by personnel with large FBO 

expertise. Jet Air’s well-appointed termi-

nal features a luxurious passenger lounge, 

comfortable crew lounge, executive confer-

ence room, WSI Weather Brief/Pilot Center 

and wireless access. What’s more, the FBO 

is open 24/7 since Gillespie Field operates 

outside of San Diego’s 11:00 PM noise  

curfew space. 

While Jet Air sees its share of sports and 

entertainment celebrities, as Stelse puts it, 

“Rich and famous or not, we remember your 

name, your likes and dislikes. We really try 

to build a one-to-one relationship. A lot of 

our customers keep returning after 10 years, 

which is extremely gratifying.”

“Gratifying” is also how 

Stelse describes Jet Air’s 

relationship with Chevron 

– a gratification that goes 

both ways. “They continu-

ally prove they appreciate 

our business, once even 

getting us emergency fuel 

from El Segundo in six 

hours. The drive itself takes 

four hours!

Kay Albitz and everyone at Chevron have 

become such an important part of our  

business, we forget what it was like to be 

connected to any other brand.” 
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Kay Albitz and everyone 

at Chevron have become 

such an important part 

of our business, we forget 

what it was like to be con-

nected to any other brand

– Wafaa Stelse

Business Operations

Jet Air Systems


