
s business starts to pick up, I
thought it would be worth re-
visiting the discussion we have
had many times in the past:
preparing for, and going

through the pre-buy inspection. This can be
a tension-filled process, and I would like to
offer some advice to help those on both sides
minimize the stress and tension around the
maintenance event. In fact that might be the
first key to a less stressful event: calling it
what it is, a ‘maintenance event’.

First let’s look at this from the buyer’s
point of view, as it is being performed at the
buyer’s request. It is very important to
understand a crucial contract term, “as is,
where is”. This could be misleading to a read-
er of the agreement. The aircraft is not actu-
ally being sold ‘as is, where is’ until the clos-
ing.

Every contract will have a set of delivery
conditions that must be met for a buyer to be
obligated to close and purchase the aircraft.
These most likely include a mechanical con-
dition of the aircraft that must be met by the
Seller, such as, “All systems functioning to
manufacturer’s tolerances; all ADs and
Mandatory SBs with dates on or before the
closing date accomplished at the seller’s
expense; no major damage or major corro-
sion resulting in a major repair for correc-
tion; all records complete, consecutive and
original.”

The list will of course include other items,
so when one reads ‘sold as is, where is’, that
will only apply once accepted and pur-
chased by Buyer. Prior to closing, the aircraft
will have to meet the agreed-upon delivery
conditions. Thus, the value of a thorough
pre-buy inspection is enormous. It is
designed to provide an expert view of the
mechanical and records condition of the air-
craft. Once all is corrected that is found dur-
ing the pre-buy and that is called out in the
Delivery conditions, the aircraft is tendered
by the Seller to the Buyer and then the ‘as is,
where is’ language kicks in.

So as a Buyer, what is the best way to

prepare for the Maintenance Event? There
are a few critical steps. The outcome is to
have a work scope and inspection facility
agreed to by both parties. Let’s look at the
process to get to that outcome.

First it is very important for the buyer or
someone on the Buyer’s team to have fully
understood the current maintenance status
of the aircraft. This can easily be accom-
plished by reading the aircraft’s computer-
ized maintenance printout. Regardless of the
manufacturer of the aircraft there will be a
corresponding report, be it CAMP, CMP or
CESCOM, etc. The report tracks upcoming
maintenance that is scheduled, as well as
compliancy dates of ADs and SBs.

It is a huge mistake to say you want a
pre-buy and not define the inspections
specifically at the beginning of the LOI
phase, and certainly by the contract phase. If
the Buyer has not taken the time to articulate
these items then the Seller will feel that the
Buyer keeps changing the rules, creating
manufactured tension that is hard to forget.
So as a Buyer, be clear and specific.

Next it is important to agree on a facility
to perform the pre-buy. After all, there will
be a huge reliance on whoever was chosen.
Choose wisely. Most contracts will allow the
maintenance facility in conjunction with the
aircraft’s maintenance manual to be the
determining factors in declaring what is in
or out of limits. You must have confidence in
the facility that is chosen. This is a defining
moment in your new ownership as these
corresponding log entries and the pre-buy
report will be the Buyer’s trigger to accept
the aircraft or not.

Our company philosophy is as often as
possible - based on scheduling of shop time -
to go to a manufacturer, or at the very least a
factory authorized repair station for the par-
ticular make and model of the aircraft being
inspected. This is an important factor when
engineering questions arise.

Preparing for the pre-buy as a Seller is
also an important part of reducing the stress
and cost of the inspection. Have your local

shop or maintenance
personnel do a thor-
ough pre-flight and
avionics systems
check of the aircraft.
There may be many
items that will not be
difficult to fix at your
home-base that can
save money.

If you have access
to that level of maintenance at home, take
advantage of it. Tires that need to be
changed, light bulbs or items that can be
changed or fixed at home should be fixed
before the airplane ever leaves. Be sure if
you have been putting off simple log dis-
crepancies to take care of those sign offs at
home. This will make huge differences to the
stress and cost of rectification later.

There is no way to avoid the pre-buy, but
there are thoughtful and professional ways
to mitigate issues and concerns and make
this maintenance event go smoothly for both
parties. There are enough areas in a transac-
tion that will be stressful. There are enough
areas in the process that cannot be anticipat-
ed and will be a surprise, so do try to keep
surprises to birthday parties and anniversary
celebrations. 

There is no good place in an aircraft
transaction for surprises.
❯ Jay Mesinger is the CEO and Founder of J.
Mesinger Corporate Jet Sales, Inc. Jay is on the
NBAA Board of Directors and is Chairman of
AMAC. He now 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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