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get fired up about NBAA and the people who gather
when the industry bell sounds, as it did in Teterboro,
NJ in June. It was an early morning bell for a
Leadership Council Breakfast that kicked off the

Regional Forum. For those not familiar with the Council, it
comprises approximately 120 members who’ve stepped up
to the plate and increased their dues-base to $10,000.00
annually.
This began a few years ago as NBAA worked diligently to

fund several important advocacy programs like No Plane No
Gain. The Council continues today, and
NBAA CEO & President Ed Bolen always
takes the opportunity to have a breakfast
or other event to bring the group togeth-
er and discuss the important legislative
items that directly threaten our communi-
ty. More importantly, he takes the time to
listen to the group and hear its ‘boots on
the ground’ concerns.
By the end of the Forum, Teterboro – always the highest

draw for any of the annual NBAA Regional Forums – hadn’t
disappointed with over 3,100 attendees, beating the previous
record of around 2,500. Packed with both new and used air-
craft on static display, vendor booths and enthusiastic atten-
dees, the event also hosted an array of educational topics
that are always relevant and well-attended. The registration
fee included access to the educational programing, a great
networking lunch opportunity and a full day of aviation
conversation.

Optimism
Most important is the tone and feel of our industry apparent
at the Regionals. Nine out of 10 people that I spoke with at
the event reported business was looking up. Optimism was a
theme of the day, and business is ticking along at a positive
growth rate. Sure, aircraft prices remain in flux. However,
transactions were inching up and we all know what happens
when an aircraft sells: business gets going again; pilots get
employed; insurance policies get sold; hangars get rented;
fuel is purchased; and modifications get booked. Our indus-
try continues to be important to towns, cities and states, and,
most importantly, employment gets a boost because routine
commerce is accelerated!
If we take a careful look at some of the industry trends, we

see that the future of growth will be in North America
because of our strong economy. Every indicator speaks to the
pendulum swinging back towards North America.
Prognosticators predict this swing to last as long as ten years.
Manufacturers are seeing their order books bulge with

orders from North America, and pre-owned activity is also
shifting back to the States. This doesn’t mean activity has
stopped in other parts of the world; it just means the bulk of
the transactions and growth have shifted. So much of our
sales growth has been focused on the emerging markets over
the last decade that this resurgence of business in North
America is welcomed!
A look at the available inventory of pre-owned aircraft in

most segments shows that the inventory ‘for sale’ is mostly
located outside of North America, which is part of the shift-

ing phenomenon. When sales were
booming in distant countries, aircraft
were being sold out of the US. Now with
slowing economies and other concerns in
these countries, inventory is being
offered back into the area of growth—the
US.
Other very positive trends include

modification shops being busier than
they have been for some time. The majors report the size of
their projects to be larger in terms of dollars committed than
they’ve seen for many years.
Other service-related businesses are also seeing the

increase in activity. Engine and airframe programs are experi-
encing increased growth, and fuel suppliers are enjoying the
increase. It seems as if we, as an industry, have hit our stride.

Trickledown
A huge thank you to NBAA and its dedicated staff - it is so
enriching to have a get-together in Teterboro. In the coming
months we should all begin to feel the trickledown-effect of
this business renewal.
We can certainty expect some ebbs and flows, and there is

no reason to believe that  unstable pricing will not be a nor-
mal occurrence for the foreseeable future. After all, the reality
of our ‘new normal’ should include the idea that aircraft are
depreciating assets.
Every day, every hour, equipment begins to decline in

value. This should be a fairly predictable and manageable
decline – one we can all live with once we accept this reali-
ty—but the trend to watch and appreciate is the positive
growth that we are seeing. �
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What a Difference a Day Makes
Jay Mesinger sensed optimism coursing through the industry 
veins at the recent NBAA Regional Forum in Teterboro. Was it 
exhibit-hall hype, or something altogether deeper rooted?

Jay Mesinger is the CEO and Founder of Mesinger
Jet Sales. With 40 years’ experience in the aircraft
resale market, Jay also serves on the Jet Aviation
Customer and Airbus Corporate Jets Business
Aviation Advisory Boards (BAAB). 
Contact him at jay@jetsales.com
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“ Most important is 
the tone and feel of 

our industry...”
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