
have reported over the course
of the last year on the segment
of our fleet that is not only
‘aging’, but really aging. I refer
to the fleet of old Challengers,

Citations, Falcons and Learjets. I have
observed that this segment could be current-
ly owned and operated by their last owner.
Once finished with, the prospect of these air-
planes finding re-sale homes may prove
problematic, and weighing a plane may have
a new meaning beyond a Part 135 require-
ment and prove more to be a method of valu-
ation.

I do think that there is a story to tell that
shows the glass for some of these aircraft to
be half-full, however! In fact if I am correct it
is a big half-full glass for the entire industry.
Allow me to explain…

We recently had just such an aircraft to
sell. It was an older Citation, and as we
looked at the airplane and worked to create a
benefits statement about it we began to
understand who would be the likely buyer: It
would be someone who would not be
impacted by not upgrading for the near-
future regulatory avionics requirements such
as ADS-B Out or FANS, etc. The prospective
owner would be someone seeking to fly in a
regional environment who would not require
those modifications.

Next we looked at available engine times
prior to overhauls (in this case about 900
hours). We considered pedigree and records,
and all of that was in fine shape. So we
priced the airplane according to the current
market comparables, as well as our own
judgment of the market for this type of air-
plane. The Citation did not ‘fly off of the
shelf’, but within a fairly short selling period
we got an acceptable offer and sold the air-
craft. So, why all the half-full talk?

Well, as indicated above, there just might
be one more sale left in these old aircraft.
After all, there is no reason to equate old
with unsafe. Even much newer airplanes if
not maintained or piloted correctly can be
problematic. So why not use this very low
entry-level aircraft segment to attract what is
becoming a more robust first-time buyers’
market? That is what I mean by a ‘half-full’
view.

Not only will the sale of these aircraft
invigorate the market segment, but as I have

written before the sale of an aircraft to a first-
time buyer means that pilots are hired,
hangar space is leased, insurance policies are
sold, fuel is sold and brokers are engaged. As
you can see, it is really a very positive ‘snow-
ball’ that starts rolling down the hill.

Now back to the reality of this segment of
the fleet. As mentioned, we needed to build a
benefits statement that embraced and did not
ignore the reality of the aircraft. How would
we set it apart from the over 90 other
Citations that were ‘for sale’ at that time?
This airplane had approximately 900 hours
remaining until engine overhauls with a cost
of possibly $600,000 or more. Thus, I would
assume, anyone buying this age and condi-
tion of airplane would not be planning to
perform those engine overhauls which
would create an even greater investment in
it.

I believe that when a buyer comes into an
arena like this, where the aircraft segment
does not have engine programs, one of the
most obvious benefits against price is how
much time they have left on the engines
before overhaul? This can be equated to
years of operation (before the aircraft will no
longer have a value, based on traditional
operational residual value). The bottom line
is that any airplane with more remaining
hours until overhaul will sell first, for a
higher price.

It’s really simple: Someone might invest in
a paint job or some interior refurbishment,
but as these airplanes reach the end of their

skyline the real
value is more
about available
airframe or engine
life. Large air-
frame inspections
or major gear
overhauls in the
near-term work
negatively against
what would
already be low
pricing.

With all of this
said, there is still life for these airplanes for
possibly that one first-time buyer. Getting
into aviation ownership has never been more
affordable. Whoever used the word ‘afford-
able’ in the same sentence as aviation? Well, I
just did...! As we start to see and feel a recov-
ery in transactions we are starting to see the
first-time buyer return in numbers not seen
since the downturn starting in 2008.

Obviously the buyer’s confidence is being
stirred by the low pricing, but do not mistake
my use of the word ‘recovery’. Prices are still
very depressed, and will never come back to
pre-downturn numbers. What I am starting
to see, however, is a slowing of the percent-
age of downward pricing and an uptick in
transactions. This is obviously a very positive
sign.

To summarize, there is still lower-pricing,
but there are more transactions - and there is
a renewed interest in the right, better, older
aircraft on the market at the right price. Just
when we were ready to say goodbye to these
older aircraft, it appears that it’s time to look
at the glass again - it is half full.
❯ 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 was a Member of the Board of
the National Business Aviation Association (NBAA),
and the Chairman of the Associate Member Advisory
Council (AMAC). 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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