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Aircraft brokers have had 
plenty to grumble about since 
the good old days ended, but 
the talk about the lack of deals 
has subsided and today’s more 
muted commiseration revolves 
around how long it’s taking to 
get deals done, which at least 
implies that deals are getting 
done. The consensus seems to 
be that the recovery in the mar-
ket is now broader than it was 
last year and has encompassed 
some heretofore forgotten mar-
ket segments. What had been a 
tale of two markets drew buyer 
attention to the large-cabin, 
long-range,  current-production 
types, while the older, less-
sought-after models foundered, 
searching for an elusive price 
floor. This year brought a grow-
ing perception that a floor was 
forming beneath some out-of-
production (or classic) models, 
and once buyers were convinced 
it was they stepped in. Purchase 
of these older-generation air-
craft can be a lengthy and drain-
ing process, but at the end of the 
day, deals are getting done with 
a sense of relief from seller and 
elation from buyers. 

While the large-cabin seg-
ment experienced a recovery 
quite some time ago and has 
seen prices bounce off their 
lows, many older models were 
hit with a 50-percent price 
reduction from the peak from 
which they have not recovered, 
nor is there anyone predict-
ing they will. Values for some 
fell as much as 75 percent. “I 
can’t believe what that sold 
for” has been a regular part of 
daily conversations among bro-
kers comparing war stories this 
year. Regardless of the model–
a sub-million-dollar Astra, a 
$1.495 million asking price on a 
higher-time Falcon 50, or a $5 
million GIV–the conversations 
were the same. 

  
‘Classic’ Aircraft Deals

Whoever thought you’d see 
bargain basement pricing in 
the jet market? That’s basically 
the situation now, and it’s for 
this reason we’ve seen buyers 
reemerge despite some pretty 
unsettling economic times. With 
pricing like this, buyers look at 
the operating costs of an aging 

aircraft rather than the acquisi-
tion cost. At these prices the air-
craft is a throwaway at the end 
its service. Buy it, fly it, write it 
down and write it off. Any resid-
ual value at the end of owner-
ship is a bonus. 

While these sales and ask-
ing prices above represent sec-
tor lows, it’s not likely deals will 
vanish anytime soon. Given 
the economic challenges that 
beset the areas with the great-
est population of jets, the U.S. 
and Europe, it’s likely we’ll see 
fertile shopping grounds for jet 
buyers into the extended future. 
Many model types currently 
offer up well above the 10 per-
cent of their respective produc-
tion run often considered to be 
a normal supply. In fact, seeing 
20 to 25 percent availability of 
a particular model type has not 
been uncommon over the last 
few years, and some still show 
these percentages today. 

The opportunists are provid-
ing the silver lining in today’s 
otherwise cloudy backdrop and 
have actually pushed inventory 
down to a point below where 
it stood three years ago as the 

market started its slide. While 
recently the inventory figure has 
held steady, the significant reduc-
tion came in spite of a growing 
worldwide fleet and could be the 
result of not just outright sales, 
but perhaps owners refusing to–
or perhaps unable to–accept cur-
rent fair-market value for their 
aircraft and withdrawing them 
from the market. 

A couple of years ago buy-
ing aging aircraft, 20 years or 
older, was difficult because many 
finance institutions shied away 
from this area of the business. 
There are still lenders in this seg-
ment, but with the collapse in 
pricing there could be more buy-
ers just writing a small seven-fig-
ure check for a relatively low-cost 
airplane ($1 million to $2 mil-
lion). That, of course, depends on 
how many are in need of financ-
ing. If seven figures is out of the 
budget you’re still not out of luck 
as there seems to be a growing 
number of viable aircraft for sale 
for less than $1 million. 

No longer can you talk about 
used aircraft and have the con-
versation be U.S. centric. In fact, 

if you break out model-year 
2000 or newer aircraft that are 
in operation and that are cur-
rently for sale, you find that just 
a tick over half of them, 406, are 
in the U.S. Europe accounts for 
one third of all aircraft made in 
2000 or later that are in opera-
tion and currently for sale, leav-
ing a balance of slightly more 
than 100 that are based in other 
parts of the world.  

When you look at older air-
craft, model years ranging from 
1980 to 1999, that are for sale 
you see that 75 percent of them 
are in the U.S., compared with 
15 percent in Europe. In both 
the newer and older aircraft 
groupings the U.S. and Europe 
combined account for 85 per-
cent of the worldwide fleet for 
sale. Europe’s late-model offer-
ings equal twice the percentage 
of the older group, while the 
U.S. has a greater percentage of 
older aircraft for sale.  

Consider that 80 percent of 
the Citation Excels for sale, 70 
percent of the Hawker 850XPs 
for sale and eight of the nine 
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Pre-owned
Market 2011

Realistic pricing is keeping the flow of pre-owned 
business aircraft inventory moving. But it’s a fragile 
process, and in some segments progress is glacial.  
The good news for buyers: bargains still abound.

Large-cabin, long-range jet prices stabilized early; 
now older jets are getting buyer attention
by Bryan Comstock
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Members of the National 
Aircraft Resale Association 
(NARA) felt upbeat when they 
departed their annual meeting 
in Las Vegas in October. 

“I think generally it was a 
pretty positive meeting,” said 
Paul Kirby, the new NARA 
chairman. “People are starting 
to see better activity; 2011 cer-
tainly has been better than the 
last couple of years.”

He said transaction volume 
is up and the prices are start-
ing to stabilize, especially for 
later models with relatively 
new technology. “I think gen-
erally as a group we were feel-
ing pretty good, better than we 
have been,” he added.

Kirby, managing partner at 
Cerretani Aviation in Boulder, 
Colo., said the number of trans-
actions is improving, and there 
is “pretty solid price stability in 
the upper ends of all the current 
production airplanes.” 

Demand for pre-owned tur-
boprops is increasing, he said, 
as it is for large-cabin jets. In 
addition, a lot of current pro-
duction airplanes are being sold 
internationally, which is also 
helping with demand. Another 
encouraging sign: “We’re start-
ing to see a number of lend-
ers get back in the market.” He 
added, “Financing has been a 
real issue for the last couple of 
years, and now we are starting 
to see some competitive bidding 
and some competitive financ-
ing, which is making things eas-
ier to get done.” (See aviation 
finance report on page 30.)

Despite all of the economic 
turmoil, he added, the industry 
has continued to sell airplanes. 
“You would think that if peo-
ple are comfortable in this envi-
ronment, there is no reason that 
this can’t continue, or even get 
better, as [the recovery] goes 
on,” he added. “It’s our thought 
that we’re just going to kind of 
bounce along the bottom with a 
slight improvement. That’s prob-
ably the fairest way to say it.”

Kirby noted, too, that the 
turboprop market has not 

suffered the wild swings in value 
that the business jet market has. 
“It’s been a much more stable 
market, and that is continuing,” 
he said.

Slight Rebound  
in Turboprop Market

As the business aviation com-
munity at large struggles though 
a “frustrating recovery,” condi-
tions in the worldwide business 
turboprop market continued 
to improve in the third quarter, 
according to market researcher 
firm Amstat’s latest update.

Turboprop resale retail trans-
action activity rose to 2.5 percent 
of the fleet, up from 2.3 percent 
in the second quarter. Mean-
while, 2.3 percent of the active 
fleet of worldwide business jets 
changed hands via resale retail 
transactions, versus 2.5 percent 
in the second quarter. For the 
jets, this was a small step back-
ward (0.2 percent) after six quar-
ters of mostly positive news.

Amstat’s update highlights 
that in the turboprop market, 
inventory decreased to 10.7 per-
cent, bringing that metric below 
the 20-year average of 11.2 per-
cent. In the jet market, however, 
14 percent of the worldwide 
fleet of business jets is for sale, 
compared with 13.9 percent in 
the second quarter. 

This represents an increase 
of 0.1 percent compared with a 
quarter ago and bucks the trend 

of steadily decreasing quarterly 
jet inventories that has lasted 
for almost two years. Accord-
ing to Amstat, this metric seems 
to have leveled off over the past 
four to five months.

On this most recent activ-
ity, Tom Benson, executive vice 
president of Amstat, noted, 
“The industry is clearly in a 
recovery mode, as over the long 
haul, conditions are getting bet-
ter more often than they’re get-
ting worse. However, as we saw 
this past quarter, this recovery 
in the business aviation market 
does at times include frustrat-
ing steps backward.”

Tom Mekis, president and 
CEO of Piedmont Aircraft in 
Winston-Salem, N.C., said that 
this year has been the most dif-
ficult he has seen in his 25-year 
career. “[2008] was pretty tough, 

[2009] wasn’t great and [2010] 
wasn’t great,” he said. “But [2011] 
has set new lows.” Normally, the 
company would have sold 25 or 
30 used turboprops by the end of 
October; by that time this year it 
had sold only 11 airplanes. 

“It’s been a slow year,” 
Mekis continued. “I think we’ll 
finish 2011 having done only 15 
or 16 turboprops this year. I’m 
not sure if  that’s just Piedmont 
and our mix of airplanes, or 
the market, but for us it’s been 
remarkably slow.”

Amstat said that in the big 
picture, the business jet market 
is in a much better place than 
it was two or three years ago–in 
terms of both pre-owned aircraft 
for sale inventory and transac-
tion activity. But the recent lev-
eling off of improvement in used 
for-sale inventory, combined 

with the slight step backward 
in transaction activity this past 
quarter, does not constitute con-
tinuous improvement. 

In the turboprop market, 
the fact that pre-owned for-sale 
inventory has returned to nor-
mal conditions might be seen as 
a sign of full recovery. However, 
although it did improve over the 
past quarter, transaction activ-
ity is still significantly below 
its 20-year average, according 
to the Tinton Falls, N.J.-based 
research firm. “Because of this, 
we have no choice but to con-
clude that while improving, the 
business turboprop market has 
not yet returned to favorable 
conditions,” Benson wrote. 

In addition to noting that 
2011 has been remarkably slow 
for Piedmont, Mekis com-
mented that he doesn’t see the 
sales picture changing dra-
matically. And while the activ-
ity level picked up a little last 
month, he attributes that to the 
typical end-of-year scramble for 
tax breaks. “I wish I could tell 
you it will last, but I don’t think 
it will,” he explained. 

While Piedmont will deal 
with all turboprops, it gener-
ally concentrates on those with 
two engines. But the company 
currently has a TBM 850 on 
brokerage, and would handle a 
Pilatus PC-12 if asked. 

“In the twin-engine turbo-
prop world, again it comes down 
to the King Airs, and then there’s 

Turboprop segment sees uptick, 
but sales remain unspectacular
by Paul Lowe
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Pilatus PC-12

Beechcraft King Air B200

Cessna Caravan
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a smattering of Cheyennes and 
MU-2 Marquis and Solitaires.” 
The Cheyenne has been lan-
guishing on the block for a while, 
Mekis said, and he hopes that a 
recent magazine article about the 
marque might stir up a sale.

Regional Turboprops  
Find Corporate Niche 

Asked whether the roller-
coaster economy might be forc-
ing some buyers to move from a 
jet to a turboprop, he told AIN 
that Piedmont even keeps track 
of some turboprop regional 
airliners.

“We have a guy who used to 
work at the Beech factory sell-
ing 1900s…and he has become 
our regional airline expert. Even 
though we don’t 
sell directly to the 
airlines, we do get 
a lot of business in 
refurbished airlin-
ers that have gone 
into corporate 
shuttle service.” 

Mekis said 
Piedmont keeps 
a keen eye on the 
turboprop airline 
market because as 
the old ones come out of ser-
vice and enter the market, there 
is a fair number available. “We’re 
selling a 1900 to Chevron, hope-
fully in the next 30 days, to be 
used as a corporate shuttle in 
South America,” he said.

“Those pop up every now 
and then, and we do two or three 
1900s or Saab 340s a year that 
get converted into a party barge,” 
Mekis explained. “And you can 
buy a lot of used turboprop air-
liners and spend a little bit of 
money on a nice interior and 
you’ve got a fantastic, robust, 
economical-to-fly, big King Air.”

Mekis observed that buyers 
can find a Saab 340 for a cou-
ple of million dollars and have 
a nice airplane after some work 

is done. As an example, he said, 
the 1900D that is slated to go 
to Chevron is really a corpo-
rate airplane. “The interior was 
completely redone and now it 
doesn’t look anything like an air-
liner inside; it looks more like a 
Gulfstream inside,” he explained. 
“But it’s a 1900D, so you’ve got 
a standup cabin, you’ve got 10 
seats or whatever it’s got in it, 
couches and tables and tvs. It’s 
beautiful. And that’s what we’re 
seeing with the regional air-
planes that are phasing out of 
airline service; they are coming 
into corporate service.”

Mike Fitzgerald, executive 
vice president of South Caro-
lina and Maryland-based Sky-
tech, said “Overall, it’s been a 
difficult year for everybody.” 
His company specializes in sin-
gle-engine turboprops and is a 
Piper dealer, Pilatus PC-12 dis-
tributor and Cessna Caravan 

authorized sales 
representative for 
the Northeast.

“On the used 
side, business is not 
terrible; it’s mod-
erate I would say. 
I certainly couldn’t 
say it is good,” he 
told AIN. “And it’s 
all about the prod-
ucts being priced 
properly. I’d like to 

say there’s a little bit of stability 
entering the market, but every 
time we turn around it seems 
somebody wants to create a new 
low for us.”

Largely because of the Inter-
net, research data is easy to 
come by and one or two air-
planes can affect a specific mar-
ket at any one time because 
the data is so accessible to the 
buyer. “It’s been a fluid year,” 
Fitzgerald recalled. “[I]t’s a 
price-driven year for us where 
you have to be properly priced. 
If  you are, you can move some 
airplanes, but you also have to 
be cautious that at any point 
the market can shift on you. I 
would call [the market] stabiliz-
ing but still fragile.”  o

G550s for sale, excluding posi-
tions, are based outside the U.S. 
When you look at the Chal-
lenger 604, which was produced 
over a much greater time span, 
you see a mix of worldwide own-
ers on the earlier serial num-
bers, but the aircraft are based 
mostly in North America. When 
you look at the nine 604s for sale 
from 2004 and 2006, only one is 
based outside North America. 
With Europe still in the midst of 
navigating stiff economic head-
winds it would not be surprising 
to see the inventory continue to 
build in the region. With the U.S. 
dollar relatively weak against the 
euro and other currencies, com-
bined with the travel and export 
hassles inherent in shopping for 
a jet abroad, it’s questionable 
whether or not buyers in the 

U.S. can be drawn outside the 
confines of its borders when the 
supply on home soil is bountiful. 

Clearly there is growth in 
other parts of the world as well, 
and in some cases there might be 
more aircraft going into regions 
of the world than are coming 
out as some countries (such as 
China) have a preference toward 
buying new. Another bright spot 
has been South America, where 
a noticeable number of aircraft 
have been going in recent years. 

It is not uncommon for the 
flow of aircraft from one region 
of  the world to another to 
reverse direction, and it is not 
uncommon to see aircraft sold 
off  in difficult circumstances, 
such as the Asian bird flu of 
the late 1990s, Mexico’s peso 
crisis earlier in that decade and 
the U.S.’s financial challenges. 
Now the focus seems to be on 
Europe. Trade links and finan-
cial channels can spread the 
ugliness over national borders 

in a short amount of  time and 
can create great buying oppor-
tunities. One noticeable differ-
ence today is perhaps a lower 
dealer participation rate to 
inventory these aircraft. Some-
times these purchases, while 
great values, can be trying on a 
retail buyer and are sometimes 
best carried out by seasoned 
professionals, but many have 
become gun-shy given the mar-
ket upheaval they endured. 

As we close out the year and 
look forward to 2012, we should 
continue to see buyer inter-
est remain intact in the large-
cabin arena. Some forecast the 
Gulfstream G650 might affect 
the G550 market negatively in 
terms of availability and pricing, 
but that remains to be seen. The 
recent momentum in the clas-
sic category should also build 
as information of sales activ-
ity often spurs other buyers into 
action. While waiting for a mar-
ket to bottom, they realize it 
might be at hand and jump in so 
as not to miss the opportunity. 

The super-midsize sector has 
not percolated like the two seg-
ments mentioned above, but 
pricing seems to be nearing a tip-
ping point, and with any positive 
economic news you could see this 
segment pop into action. No one 
seems to be expecting the market 
to overheat, with observers antic-
ipating instead more of what has 
been seen over the last couple 
of years: more of the same slow 
and steady market improvement, 
maybe a few more sales and 
fewer complaints.  o

Pre-owned
Market 2011

Buyers looking for deals 
among older bizjets 

Used t-props continue 
unspectacular sales

“This recovery in the 
business aviation 
market does at times 
include frustrating 
steps backward.” 
 –Tom Benson, Amstat

uContinued from page 20

uContinued from preceding page

Piper Cheyenne 400LS

Hawker 850XP

Cessna Citation Excel
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