
ircraft transactions are never
considered easy or without
complication or deviation from
the desired plan. They are
filled with Letters of Intent

(LOIs), Purchase Agreements, timelines, pre-
purchase inspections, more milestones and
of course emotions.

We learn every day from the experiences
we go through to bring a deal to fruition for
our clients. From each deal we find new
ways to manage everyone’s expectations
when the road to the finish line reveals a
bend.

I recently represented the seller of an older
aircraft that sold for less than one million
dollars. The buyer flew away after conduct-
ing a very limited pre-purchase inspection.
That was not the difficult part. Working with
the buyer and our client to schedule this
inspection, waiting patiently for the funds to
be received in escrow, and managing our
client’s expectations was the difficult part.
Like most other aircraft sales professionals,
we have a process for the steps that typically
occur as you work your way to the closing.
This process is never foolproof, but we know
what is common and customary and we can
discuss it with our client and prepare them
for the process.

The buyer in the above example was a lit-
tle different than the typical US corporate
buyer or high-net-worth-individual. He was
a buyer representing another buyer in a for-
eign country. The traditional International
transactions issues caused funds to arrive
slower while negotiations for what would
and wouldn’t be part of an inspection were
somewhat ‘grey’ and hard to pin down. The
difficulties were mostly based on time-zone
differences and a language barrier.

So how did this affect our client, the sell-
er? When plans change and milestones are
missed, frustration can set in. Sometimes,
however, more flexibility is required from
both sides when a buyer has been identified
who is reputable and willing to come to con-
tractual terms that are acceptable to the sell-
er. Things may get off-track at some points
and it may not be a traditional transaction,
but with patience and the right expectations

it can still be a successful transaction for
everyone.

This particular transaction was more diffi-
cult for our side due to the fact that this par-
ticular aircraft was not ‘flying off the shelf’
and there was a smaller pool of potential
buyers than other aircraft might have. Our
client wanted to get the most money they
could for the aircraft, while we had a buyer
who allowed for a less invasive pre-buy
before flying it away.

Some tension was created by the buyer
who, based on tax considerations that were
only addressed late in the process, changed
their mind about where to conduct a visual
inspection. One day the buyer wanted the
aircraft flown to him, and then the next day
he was going to perform his inspection at
our client’s hangar, before suggesting going
to a third-party facility.

The challenge for me was taking these
changes back to our client and balancing
their absolute desire to sell with their frus-
tration over the changes. Because of the con-
tractual terms that were agreed to by both
buyer and seller, I knew that this transaction
was going to be the best way to maximize
our client’s bottom line, so I had to hold on
tightly every day until the deal closed.
(There are occasions, though, that you have
to let go and see who else is holding on –
and if it all goes away it wasn’t meant to be.)

Ultimately the deal closed with the buyer
performing as promised and the seller being
satisfied with the end result. With deals like
this the seller has to clearly understand the
asset they have to sell and what type of
buyer they will be dealing with.

Another deal that occurred recently
involved an aircraft of significantly higher
value, but a buying group who proved
somewhat unpredictable in what they were
asking for and different interpretations of a
contract than are common and customary.
As we were representing the seller of the air-
craft we had to keep our client focused on
the end-result, and the fact that we had a
real buyer who we believed was going to
ultimately perform - and to therefore not
worry about the minutia and annoyances
that arose towards the end of the transaction.

The major
hang-up proved
to be that the
buyer did not
recognize when
the aircraft’s
Technical
Acceptance was
due. In this pur-
chase agree-
ment the terms
stated that
when the
inspecting facil-
ity sends out a report and says that they
have completed the inspection work that
they were hired to do by the buyer, prior to
any corrective action by the seller, a ticking
clock began for the buyer to respond to the
seller with their acceptance.

The buyer was not convinced that the
inspection had been completed because there
could be discrepancies all the way until the
day of closing. They did not want to provide
an acceptance until every discrepancy had
been identified. The buyer was confusing the
obligation for the seller to meet the delivery
conditions all the way up to closing. That
confusion caused frustration, and we had to
carefully manage the tension with our client
and work to provide information that would
satisfy the buyer for what should have been
a common and customary transaction.

As I said, it is not always a straight line to
the finish of an aircraft transaction, but as an
aircraft sales professional we have to gain
from the experience of every transaction and
work to keep our client-focused on the end
result while also preparing them for the pos-
sible stumbling blocks they could meet along
the way. It is our job to keep the process
orderly, amiable and successful. Keep the
manufactured tension far away!

❯ Adam Mesinger is the Director of Business
Development for Mesinger Jet Sales. He is involved
in sales, acquisitions and the lead in market research
for the company. You can follow more of his writing
as well as updates from Mesinger Jet Sales at their
corporate blog Jetsales.com/blog, on Twitter
@jmesinger and LinkedIn.

To The Finish!
(It is not always a straight line)
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