
t is often difficult to let go of
things that have meant so much
to you by saying goodbye, or
ending a chapter in one’s life. I
find myself at that juncture in

my career. This past October I left the Board of
Directors of the National Business Aviation
Association. In that capacity I was also the
Chairman of the Associate Member Advisory
Council (AMAC).

I wanted to devote this month’s article to
that wonderful ten-year ride and be sure to
raise the awareness of this association and
specifically of the AMAC and the work and
representation of our industry that is accom-
plished daily by my fellow board members
and AMAC partners.

For those who are new to our industry or
just need a quick refresher, the NBAA Mission
Statement is: ‘To foster an environment that
allows Business Aviation to thrive in the
United States and around the world ’. In this
capacity the association has huge reach to
accomplish this mission. The Statement of
Purpose is just as inclusive and far reaching:
‘Founded in 1947 and based in Washington,
DC, the National Business Aviation
Association (NBAA) is the leading organiza-
tion for companies that rely on General
Aviation aircraft to help make their businesses
more efficient, productive and successful. The
Association represents more than 9,000 com-
panies and provides more than 100 products
and services to the Business Aviation commu-
nity, including the NBAA Business Aviation
Convention & Exhibition, the world's largest
civil aviation trade show .’

The membership is divided between those
members whose designation is that of
Corporate or Business Member, Associate
Member and Affiliate Member. The Corporate
and Business Member owns or operates US-
registered aircraft (primarily not for hire) as a
transportation aid in the conduct of its busi-
ness or activities. Each of those categories has
qualifications that are on the NBAA website
under membership.

The Associate Member derives 50 percent
or more of its total sales volume from the field
of Business Aviation, does not qualify for
Corporate or Business Membership or
Affiliate status, or has a pervasive interest in

Business Aviation.
Finally, the Affiliate Member meets the

qualifications for Corporate or Business
Membership, except that it operates aircraft
registered exclusively outside the United
States. The membership is divided fairly even-
ly between the complete Corporate and
Business Category including Affiliate
Members and the Associate Member category.

As Chairman of the AMAC, my mandate
was to guide and provide leadership to this
segment. The Associate Member Advisory
Council has been established to: (1) define the
relationship among all segments of the
Membership and to recommend programs
that would improve communications between
those segments, and (2) advise the NBAA
Board of Directors on areas of interest to the
Associate Membership.

This position allowed me to better under-
stand the depth and breadth of our industry
and work to engage this membership segment
and its unique needs to the overall NBAA
Membership and the industry at large. Now I
say goodbye.

October marked my tenth year of involve-
ment with the AMAC and the Board. I have
made the most wonderful friendships as well
as business relationships. I do not take the
position and the access to these great leaders
lightly. I believe this position has strengthened
my own visibility to the industry but also the
very segment that I represented on the AMAC
and the Board. I was the first aircraft broker to
have been invited on AMAC and the Board
and one key element that I added to each of
our board meetings was an insight to our
market place.

So much of what happens in our industry
daily centers around the health and well-being
of the aircraft sales activity, not only transac-
tions but also valuations. I found this group to
be extremely interested in the market shifts,
especially in the past five years, as so much
has changed in the transaction, supply and
value side of our business. I think I helped
shape a more professional face to the broker-
age side of our industry. I hope I have forged
a new value to who we are and what we can
bring to the table when engaged in a
transaction.

Leaving this board brings a distinct sad-

ness as well as
huge feelings of
accomplishment. I
went to work in
this position daily
to increase the vis-
ibility of the
Associate Member
to the full board.
This greater visi-
bility I know
translated to big-
ger discussions
about the needs
and desires of the
Associate Member.

I must say that if it were not for the
President and CEO, Ed Bolen and his leader-
ship, this discussion would never have been
so robust and well received. Ed worked tire-
lessly to promote the needs of the Associate
Member and blend these into the overall goals
and Strategic Action plans of the NBAA. He
as well as all of the staff at NBAA and the
Board care for, and embrace the Associate
membership. Their awareness is keen to this
segment. For that I am proud and feel as
if I am leaving with a rich legacy of
accomplishment.

And now I say thank you. Thank you to
my fellow board members and AMAC mem-
bers. Thank you to the tremendous staff of
NBAA. Every ounce of my being sincerely
thanks you all and wishes you continued suc-
cess and accomplishment to our association
and industry! 

❯ Jay Mesinger is the CEO and Founder of Mesinger
Jet Sales. Jay serves on the Jet Aviation Customer
and Airbus Corporate Jets Business Aviation
Advisory Boards (BAAB). Jay is also a member of
EBAA and the Colorado Airport Business
Association (CABA). If you would like to join in on
conversations relating to trends in Business
Aviation, share your comments on Jay’s blog
www.jetsales.com/blog, Twitter and LinkedIn. For
more information visit www.jetsales.com.

Do you have any questions or opinions on the
above topic? Get them answered/published in
World Aircraft Sales Magazine. Email feedback to: 
editorial@avbuyer.com
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