
“Does strategic planning assist a potential buyer to
develop perspectives that will be needed when it comes
time to affect a transaction involving business aircraft?”
Jay Mesinger discusses...

And The 
Answer is...
...A Resounding ‘Yes!’

�
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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 and is a member of EBAA
and the Colorado Airport
Business Association. Contact him
via Jay@jetsales.com. 

BUSINESS AVIATION AND THE BOARDROOM

“So, as a Board
Member, how
do you vote
with respect 
to entering a
marketplace

whose bottom
is not yet 

clearly defined?”

afe, effective and efficient transportation
of personnel is an essential element of
running a successful enterprise. Thus it
is critical to look closely at business
needs, mission profile, business compe-

tition, current market conditions and future plans
for expansion when considering an acquisition, a
replacement or a divestiture of a business aircraft.
(Strategic decisions affecting
Business Aviation also
include

charter, card programs, fractional ownership and
dry lease situations.) Independent of the delivery
system, business aircraft give the user the advan-
tages of private air transportation.

We have spoken often about the challenges of
when to enter into aircraft ownership or other
forms of Business Aviation during uncertain
times. 

The latest aviation transaction guides report a
26th consecutive quarter of declining aircraft
sales. What should a governance body do with
this information? Might it keep a company from
entering this marketplace? Might it at least delay
the entry point?

Transactional activity has picked up in spite of
the pricing trends, and this fact is significant. So
far that increase has only slowed, not stopped the
downward trend in pricing. How should a Board
interpret this imbalance? The answer is clear.
There is still too much inventory remaining
unsold regardless of the increase in activity.

Such news is actually more good than bad,
because in the very recent past activity remained
slow and prices were still falling. Now the mar-
ketplace is experiencing increased demand. So, as
a Board Member, how do you vote with respect to
entering a marketplace whose bottom is not yet
clearly defined?

I recommend focusing on the side of need. If
the company can put a business aircraft to work
and its benefits are clear, the few points remaining
in downward pricing will easily be overcome by
having access to this powerful tool sooner, rather
than later.

PLANNING
Internal drivers within the company should be
watched closely. Develop a metric that can be
adjusted regularly and can be applied to track
missed sales or service opportunities that could
have been accomplished had you had the ability

S

DOES YOUR ‘NEED’ GIVE YOU A GREEN
LIGHT THAT THE TIME IS RIGHT TO BUY?
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What the Boardroom needs to know about Business Aviation

to get to the customer or prospect quicker than
your competition.

Are you starting to see a pattern of missed
sales and service outcomes? Do you hear more
and more frequently that your competition is
breaking ground in new service areas that your
company is slated to enter? Do you see new prod-
uct offerings that you want to make not being
embraced by the customer because the needed
method of face-to-face selling is just too hard to
complete?

If the answer to any of these questions is ‘yes’,
the instability still remaining in the Business
Aircraft marketplace is small compared with the
instability being created in your market for your
company’s products.

It is worth asking if there are aspects of long-
range planning for acquisitions that differ from
planning for replacement or divestiture. The
answer is ‘yes and no’. Knowing the marketplace
and understanding the trends both from an activi-
ty standpoint as well as from a pricing standpoint

are important external drivers regardless of
whether you are a buyer or seller. When to say
‘yes’ to a buyer that is trying to purchase your air-
craft is as important as when to say ‘yes’ to your
own purchase of an aircraft. One must be keenly
aware of the drivers.

Strategic planning will give the Board its tools
to evaluate the missed opportunities as well as
a means for placing a cost on those missed
opportunities. 

In the next several articles we will delve deep-
er into the internal and external drivers affecting
aircraft decisions and the balance needed to make
the right decisions. A message will emerge. Plan
early, assemble your sources of information and
cadre of trusted advisors, rethink often, and have
confidence in a well-orchestrated plan.

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 00

“ It is worth
asking if there
are aspects of

long-range
planning for
acquisitions

that differ from
planning for

replacement or
divestiture.”

Dear David,
In your recent laudable article outlining the
ways that management companies can
improve ownership economics, you state cate-
gorically that charter income is  passive
income. This is not always true. In fact, with
proper structuring, passive treatment can be
avoided except in the rarest cases.
Best regards,
Rex Reese
Global Corporate Aviation Specialist. Jetviser

Dear Rex,
To clarify, this was not meant to be cate-
gorically an "always". A better way to state
this is that charter  revenue could be pas-
sive income. The next sentence in the article
does recommend to consult tax  authority.

Background from the IRS
(http://www.irs.gov/publications/p925/ar02.html
#en_US_2012_publink1000104565) outlines
that there are two kinds of passive 
activities:

• Trade or business activities in which you 
do not materially participate during the 
year; and

• Rental activities, even if you do 
materially participate in them, unless 
you are a real estate professional.

I hope this clarifies the matter to our 
readership.

Best Regards,
David Wyndham

BOARDROOM 
LETTERS
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