
ou’ve heard the sayings:
‘Orange is the new black’ and
‘50 is the new 40’. Well ‘flat
will be the new up’. This is
what the recovery will look

like. I have been saying for years now (five
to be exact) that we are in a down market.
Supply has outpaced demand and thus
inventory levels have been increasing.
There is no traditional financing to aid the
recovery, and Europe is still in the midst of
what the US is slowly exiting. All of these
factors are contributing to why we are still
in a downward market spiral.

But it is time now to begin to plot what
the recovery will look like. Flatness will be
the hallmark. We have had well over 20
consecutive quarters of downward pricing,
as represented by the two market-reporting
books. There have been some quarters with
larger downward trends and some with
less, but very few stable pricing quarters
and hardly any models that have a sustain-
able flat quarter-after-quarter reporting.

I talk to owners of aircraft all the time
who are sure that if they just wait this out,
the market will rebound and lost value
owing to downward pricing will be made
up. They truly believe the market rebound
will right the pricing and that it is just a
matter of time. There are a few missing
parts to this wishful thinking, however.

First, since we have not yet seen an end
to the downward trend, from what depth
will the aircraft have to recover? And 
second, every day one waits the aircraft
becomes a day, a month, or even a year
older. I do see a slowing in the downward
trend of many models, but I do not see a
floor to most yet. So waiting before embrac-
ing the reality of the market will cost real
dollars, and will not bring you closer to an
up-market. In fact I think it will be a long
time before we can claim an up market. It
would be wonderful if we could just see a
sustainable, quarter-after-quarter period of
flat reporting. That, to me, would spell
recovery.

Let’s look at what contributes to the mar-
ket dynamics. Of course inventory supply is
the Number One factor in the supply and
demand equation. In just a handful of most-
ly large-cabin, less than 10-year-old-models
does one see a leveling, and in a few rare
cases a real sustainable reduction in inven-
tory levels. The Gulfstream G550 is an
example of that phenomenon. This segment
has only 2% of the fleet for sale.
Nevertheless, even with this tiny amount of
inventory available the market pricing is
still going down for most of the G550 year
models. So supply of any one category
alone is not the single factor for stability in
pricing.

Today when a buyer comes to the market,
product loyalty is not the driving factor as
it was in the days of old. Best value/deal
trumps product loyalty. Buyers come to the
market with a specific mission then look at
the entire supply of aircraft that can fill that
requirement rather than target the purchase
of a Gulfstream, period!

Another big factor is the number of buy-
ers in the market. This is still greatly
depressed compared to the pre-downturn
period. We can see optimistic economic
data that is being reported globally and this
is being felt in our industry for sure.
Transactions are up - in fact they are up
across-the-board - but unfortunately they
are not up enough to reduce inventory lev-
els across-the-board and stop the erosion of
pricing.

For all of the reasons suggested in the
first few sentences of this article, the market
is still down. It is still a buyers’ market, but
enough of that ‘downer’ talk. Let’s begin to
plot the recovery which will occur.

The shape of the recovery will be a flat
line. Not to be confused with a pulse of a
person no longer living, if we could see the
majority of the aircraft models no longer
going down, but holding a two- to three-
quarter flat-pricing trend, then we could
begin in earnest to shout that the bottom is
here and the recovery has begun. Up trends

would come in
due time as they
always do.

Will the pricing
return to the pre-
2008 numbers?
Absolutely not!
Remember, many
aircraft not only
enjoyed a market
in which demand
from emerging
markets far out-
stripped supply, but this imbalance also
caused most newer models to carry signifi-
cant premiums as a part of their pricing.
Those days are gone forever.

The fleet of these aircraft is now older,
has clocked more time on the engines, and
is less compliant than in 2008. So don’t
expect a return to the prices paid for these
airplanes back then. Be happy with a valua-
tion model that is sustainable (and no
longer down quarter-over-quarter). Be
ecstatic with shorter selling days on the
market, and more sales.

If you are waiting for the price level of
your aircraft to return to that of the 2008
period, you will always be disappointed
and you’ll become part of the group of
owners who are going to continue to take
less rather than stem the loss.

This market turn is not happening yet,
but it is close!

❯ 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 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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