
Comparing classic market indicators today with the
metrics of the past five-or-so years suggests that now
may be the time to replace the ‘No’ word with ‘Yes’,
observes Jay Mesinger.

‘Yes’ Is the New ‘No’
Opportunity May 
Be Knocking

�

40 WORLD AIRCRAFT SALES MAGAZINE – February 2014 Aircraft Index see Page 4www.AvBuyer.com

Jay Mesinger is the CEO and
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Jay serves on the Jet Aviation
Customer and Airbus Corporate
Jets Business Aviation Advisory
Boards and is a member of EBAA
and the Colorado Airport
Business Association. Contact him
via Jay@jetsales.com. 

BUSINESS AVIATION AND THE BOARDROOM

“The challenge
is deciding

when to buy
and when to be

cautious and
prudent - even
if the market is
still trending

down.”

ithout sounding too lofty, or ignoring
what might be considered by many
as sound business principles, I want
to add to the data points that guide
good governance regarding aircraft

acquisition, retention or divestiture. I have seen
several prognosticators claim that 2014 will be the
turnaround year. Using general domestic and
global economic conditions as a backdrop, they
point to the fewer number of some models for
sale as well as the reduced number of days on the
market in general for pre-owned aircraft as data
supporting their optimism. Provided they are
part of an ongoing trend rather than an anomaly,
some of these data points correctly denote recov-
ery. Differentiating between a blip and a mean-
ingful change in direction, however, is never easy
when you are attempting to stay ahead of the
market. The challenge is deciding when to buy
and when to be cautious and prudent - even if
the market is still trending down.

Building on last month’s article, which
focused on the value of strategic planning in the
process of buying, this month we look at the
mind-set of buying when the market is still in
some flux and pricing continues its downward
trend (albeit at a slower pace). As you can imag-
ine, I spend my days talking to industry leaders -
not just dealers and brokers but also aviation
attorneys and tax specialists, lenders and consult-
ants. They all feel that the market will recover,
but not just yet.

BUYING OPPORTUNITY
They are also of the mindset that buying opportu-
nities have never been better. No one knows with
certainty when prices will stop going down, or
when the time will be ideal for buying. The key
message of this article is that NOW is a “safe”
time—perhaps even a “smart” time – to buy.

When asked if now is a good time to purchase
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continued on page 44

IS NOW THE TIME TO DIVE
INTO THE MARKET ?
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What the Boardroom needs to know about Business Aviation

a business aircraft, my response is “Yes, buy now
if the company is best served by having an air-
craft to grow the business”. The enhanced value
to the bottom line and shareholder equity result-
ing from greater productivity derived from
Business Aviation will more than compensate for
a few percentage points in pricing.

If the “buy now” question were asked three
years ago when our market was in free fall, my
answer would have been completely different.
Then, industry leaders were taking collective
gasps as daily we saw dramatic drops in value.
Lenders were making cash calls to borrowers.
Aircraft were being put up for sale as good com-
panies struggled. Today there is a very different
attitude among lenders, sellers and buyers.

PLANNING
A company is wise to aggressively address trans-
portation needs that can grow the company, intro-
duce new products to larger markets, and offer
better customer service. Establish a buying budget
and estimate next year’s residual value loss at a
slightly higher percentage to account for pricing
uncertainty. But expect the overall five-year view
to easily justify this year’s decision to buy and not

put off an acquisition. My good friend Zig Ziglar
often said, “If you waited for all the lights to turn
green before you left your house and headed
toward town, you would never leave your
house”.

The same philosophy applies here. Waiting to
buy until you are absolutely sure the market is at
the bottom will leave you with fewer choices and
potentially a poor purchase. Given what has been
a fifty to seventy percent drop in prices since
2008—truly unprecedented in the history of our
community — now is the time to buy.

When the market has clearly turned and recov-
ery is obvious, the best equipped aircraft with the
lowest time and best cosmetics quickly sell. Once
those gems have been sold, you might still pay a
lower price but you will not have access to the
best equipment. Consequently, you will really be
paying more for less, which is not a great place to
be. That is why I say “Yes is the new No”. It is
time to say “Yes”, and set about the buying
process. 
Do you have any questions or opinions on the above topic?
Get them answered/published in World Aircraft Sales
Magazine. Email feedback to: Jack@avbuyer.com
Business Aviation and the Boardroom continues on Page 48

Compare aircraft performance using our

Aircraft Performance Guide at www.AvBuyer.com
And select from the World’s finest Business Jets, Turboprops and Turbine Helicopters for sale

“Waiting to
buy until you
are absolutely

sure the
market is at
the bottom

will leave you
with fewer
choices and
potentially 

a poor
purchase.”
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