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The nine for sale now carry an 
average asking price around $10 
million, which would seem to 
ensure that we will see further 
trades in this area. 

The Falcon 2000 appears to 
be doing some market formation 
flying with the G200 and Cita-
tion Sovereign. Sale prices are 
within a tight range among the 
three, with the six-month sale-
price averages shaking out like 
this: Sovereign, $10.92  million; 
Falcon 2000, $9.08  million; and 
G200, $10.65 million. 

Midsize Jets Abundant
Ratcheting down a notch 

below the super-mids finds an 
abundance of midsize jets. The 
Hawker 800XP offers 70, the 
Learjet 60 has 56 for sale and the 
Excel offerings stand at 44. In 
general there are what appear to 
be some incredible deals out there 
right now, and with this many 

offerings between the above-men-
tioned popular pre-owned model 
types this segment is no excep-
tion. About 30 percent of the 
Learjet 60s sold in the last year 
went for less than $3 million, with 
a posted low of $2.1 million. 

In these cases buyers might 
have gorged themselves on 
the low-priced aircraft and–
for the time being at least–sati-
ated their hunger. During the 
past 12 months the Learjet 60 

averaged 1.5 sales per month; if  
you narrow that window to the 
past six months, the rate drops 
to only one sale per month. At 
the time of this writing, none of 
the successor Learjet 60XR had 
sold in the last year-and-a-half, 
but recent pricing adjustments 
could soon change that. 

The Hawker 800XP averaged 
about two sales per month over 
the past year, and the successor 
model 850XP sells at about half  

that rate. Average sale price for 
the 800XP falls just under $4 mil-
lion, while the 850XP average sale 
price is slightly less than $8 mil-
lion, according to AircraftPost. 

Those who are waiting for 
the market to recover might not 
realize that it already has and 
this may be the new normal 
for some time. Those who have 
accepted the excruciating shift 
in pricing have taken their lumps 
and moved on, often rolling up 

into their upgrade at a similarly 
beaten-down price. While sellers 
might not be too impressed with 
the extent of the recovery, buy-
ers have returned and are ready 
to engage realistic sellers. o

Bryan Comstock is a cofounder 
and managing director of  
aircraft broker Jeteffect. 
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Jet prices have stabilized and 
buyers are finally returning 
by Bryan Comstock

The past year offered further 
evidence that the pre-owned mar-
ket has been trudging along in 
recovery mode, and while sellers 
were somewhat disbelieving of 
what the market forces had done 
to the value of their aircraft, buy-
ers were decidedly giddy.

For more than a year, recov-
ery mode in the pre-owned air-
craft market has meant a slightly 
greater outflow than in. While 
the number of choices inches 
down, the less-than-impressive 
rate at which it does so has largely 
kept prices in check. With such 
low prices, purchasing an aircraft 
seems to be more about operat-
ing costs than it is about acquisi-
tion cost. While flagship aircraft 
for the major manufacturers can 
still see pricing in the mid- to 
upper-$40 million range, pricing 
for midsize and small-cabin air-
craft has never been lower. Excel-
lent values abound in all makes 
and models, which may present 
the industry the opportunity to 
initiate first-time buyers into the 
ranks of jet ownership. 

The “days on market” figure 
also plays a role in the overall 
inventory. Right now there are 
2,800 aircraft for sale worldwide, 
according to aircraft database 
company JetNet; however, more 
than half of them have been on 
the market for a year or more, 
and a quarter of them have cel-
ebrated their second birthday 
on the market. Nonetheless, the 
number of aircraft on the used 
market has managed to fall 
below its all-time high of some 
3,100 aircraft for sale about a 
year-and-a-half ago. 

While it can be a tough call 
to say who is serious about sell-
ing and who is not, database Air-
craftPost applies its own formula 
to make that determination for 
its paid subscribers. If an aircraft 
reaches a certain number of days 
on the market or is priced a cer-
tain percentage over compara-
bly priced aircraft, it won’t show 

up on the database of aircraft for 
sale. As an example, by apply-
ing its parameters to one mar-
ket, it presented about 45 percent 
fewer choices than another data-
base, which lists any aircraft that 
the owner says is for sale, one of 
which had been listed for more 
than 1,500 days. So while you 
might hear reports about a high 
inventory level, there is clearly 
more to the story. 

Price Stabilization
While every model has been 

negatively affected by price over 
the last two years, we have since 
seen many markets stabilize, and 
some aircraft have been selling 
above the trading floors estab-
lished during the downturn. In 
this regard, some Gulfstream 
models stand out.  

Twenty of the roughly 325 
G550s are available for sale 
on the used market right now, 
markedly down from the high 
of 31 for sale reached less than 
two years ago, and consequently 
prices have rebounded. Nearly 
half of the current stock is reg-
istered outside the U.S., and 
another five are future delivery 
positions. The positions have 
been getting a fairly tepid mar-
ket response by buyers, presum-
ably due at least in part to the 
constricting language of many 
purchase agreements that might 
have been designed to impede 
position sales. Perhaps also at 
play is the lack of clear, for-
ward-looking visibility on the 
part of buyers given the current 
economic climate. Excluding 
position sales, G550s have been 
selling at a one-a-month pace 
over the past year, setting a price 
floor of $33.2 million and reach-
ing a high of $45.1 million. 

Consider that about one 
third of the 12 GVs currently 
for sale are for “lease only,” 
which brings the number of pur-
chase options down to 4 percent 
of the aircraft’s total fleet. GV 

prices plunged during the mar-
ket-wide downturn, but unlike 
many models, its inventory 
numbers never ballooned–at 
least not based on the percent-
age of its fleet that was for sale 
at any given time. 

When you compare the num-
ber of GVs available today to the 
number available in late 2007, 
when the choices disappeared, 
the current stock looks like a 
lot. The average asking price 
sits slightly above $24 million at 
present, but should the limited 
pool of availability shrink fur-
ther a case will likely be made 
for higher pricing in this seg-
ment. If that should occur, look 
for pricing in the GIV-SP mar-
ket to strengthen. Offers in that 
segment have plunged in the last 
18 months from a high around 
40 to about 18 today. 

You might expect the Chal-
lenger 604 to follow suit, and 
while it might, it clearly hasn’t yet. 
It looked like that was going to 
happen in the spring, when offer-
ings shrank from 50 at the peak to 
37, but then the market reversed 
direction once again and retraced 
to nearly 45. The model may well 
benefit from the depleting supply 
of GIV-SPs when buyers looking 
for this class of aircraft find lim-
ited choice. Values among 604s 
have been compelling for some 
time, and the right catalyst could 
trigger a buying spree. 

One of the sweet spots for 
Bombardier has been its Chal-
lenger 300. There are 26 for sale 
right now, down from its high of 
36 from a year ago and slightly 
below its 12-month moving 
average. The average pricing has 
taken a $7 million hit since the 
peak, and in the most recent six-
month period models have sold 
for $11.7 million to $15.3 mil-
lion, according to AircraftPost. 

The recovery has not been 
broad based, witness the fact 
that scads of models appear to 
be attractively priced but have 
yet to garner sufficient respect 
from buyers. Entry-level offer-
ings, super-midsize and large-
cabin all present examples that 
have fallen victim to buyer apa-
thy. Consider the versatile G200, 
which stood at 25 for sale two 

years ago. That’s also where 
it stands now, but in between 
now and then choices peaked at 
nearly 40 aircraft for sale. The 
aircraft took a one-two punch, 
having to fight market forces 
once its replacement, the G250, 
was announced in October 2008. 

The average length of time 
to sell a G200 over the last 12 
months has been well over a year–
508 days to be exact, according 
to AircraftPost, which identifies 
$7.8 million as the pricing floor. 
Two years ago $15 million to $20 
million was the common trading 
area, so the fact that about half  
of the roughly dozen that have 
sold during the same time frame 
sold for less than $10 million sug-
gests that the airplane presents a 
compelling value. 

Slightly more than 10 per-
cent of the operating fleet of 
G200s is for sale at present. As 
with any model, when prices 
plunge they typically take sub-
ordinate as well as predecessor 
models down with them, and in 
this particular example, it looks 
as if  the G150 was the unwit-
ting recipient of a pricing slap-
down, presumably courtesy of 
the G200 market malaise. Only 
three have sold in the last 12 
months. Sale prices for the three 
were all less than $10 million. 
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Bombardier Challenger 300

Hawker 800XP
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Report continues on next page.



Blackhawk mods. They feel it’s a 
late enough airframe that when 
they do invest in those improve-
ments today they’ll enjoy all of 
the benefits and still get out whole 
on the airplane if and when the 
economy improves,” O’Keefe 
said, adding that the IRS Sec-
tion 179 code enables a major 
expense for an improvement on 
the airplane to be deducted, as 
opposed to expensed, in a more 
rapid fashion.

“Owners of existing turbo-
prop aircraft will benefit from the 
accelerated deduction process 
because it will really encourage 
them, if they are not considering 
buying a new aircraft, to spend 
money on improvements,” 
O’Keefe suggested.

Piedmont focuses mostly 
on Hawker Beechcraft prod-
ucts, “but we’ll take any port 
in a storm, and when there’s a 
brokerage opportunity we pick 
them up whenever we can,” 
Mekis said.

Piedmont, which maintains 
offices in Winston-Salem and 
Charlotte, N.C., as well as Lees-
burg, Va., sold 18 turboprops 
last year, and through the third 
quarter of this year it had sold 
11 turboprops. “So we’re on the 
same kind of pace as 2009,” said 
Mekis. He agreed that invento-
ries appear to be going down, 
adding, “Thank goodness for 
the international markets. I 
think 30 percent of airplanes 
went internationally.” 

Mekis said the South Amer-
ican market is the hot spot 
currently (“they are buying air-
planes left and right”), but they 
are not paying exorbitant prices 
for them. They are paying mar-
ket price or just under retail here 
in the U.S. “For us, specifically, 
it’s been Brazil that seems to be 
on fire,” he said. 

He said he felt a little more 
bullish about the market this 
spring and going into the sum-
mer, “and then, for whatever 

reason, we went into a slow 
period in a slow period. And 
then the third quarter and 
even October started out slow. 
So here we are in November, 
and things are starting to pick 
up again, but to have it go that 
quiet in the third quarter was 
a little disconcerting.”

While Mekis does not con-
sider the current market robust, 
he thinks prices are stabilizing 
and believes the industry has 
found bottom on aircraft values. 
Sellers are accepting that values 
are what they are. “I think 2011 
is going to be similar to 2010,” 
he predicted. “We are still a long 
way from robust.”

Fitzgerald said the airplanes 
that Skytech deals in the most 
are the PC-12, Piper Meridian 
and Caravans. “There is a mar-
ket in each case for properly 
priced airplanes, and the key is 
proper pricing,” he said. “If sell-
ers are not prepared to take cur-
rent market prices, their airplane 

will languish.” 
The single-engine turboprop 

is fresh enough to the market 
that nobody feels technology 
has passed those airplanes over, 
he said. With some jets, older 
technology has caused the value 
of the airplanes to depreciate 
much more rapidly.

The other advantage of single-
engine turboprops is that they 
have gone from virtually 100-per-
cent owner-flown to more than 
70 percent being professionally 
flown, “which gives us a whole 
new realm of folks to talk to 
about owning the airplanes,” 
according to Fitzgerald.  o
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Newer-model turboprops sell,  
but older aircraft languish
by Paul Lowe

Dealers in pre-owned tur-
boprops left October’s NBAA 
Convention with a general air 
of optimism, but with linger-
ing questions about the alleged 
economic recovery. With nine 
months of 2010 already gone 
when everyone gathered, there 
was a common impression in 
Atlanta that the industry is not 
there yet.

With new aircraft orders inex-
tricably linked to the sale of 
existing aircraft in the pre-owned 
market, an upswing in sales of 
used aircraft is the first predictor 
of the long-awaited rebound for 
the aviation industry. According 
to corporate aviation researcher 
JetNet, recent history of the 
build-up in the inventory of 
used business jets for sale shows 
that the market began its decline 
sometime in 2008. After some 
five years of record sales and ris-
ing aircraft values, the bubble 
finally burst amid a world eco-
nomic quake and banking crisis 
of historic proportions.

The inventory levels for pre-
owned business turboprops 
for sale at the end of Septem-
ber 2010 followed the same pat-
tern as those for the business 
jet market, JetNet said. In Sep-
tember, 10.5 percent of the busi-
ness turboprop fleet was for sale, 
down from the peak of 12 per-
cent in May and June last year. 
The number of business turbo-
props for sale at the end of June 
2010 was slightly less than 1,400 
aircraft, approximately half the 
number of business jets cur-
rently for sale.

The number of pre-owned full 
sale transactions for business tur-
boprops increased by 5.4 percent 
in the first nine months of this 
year compared with the same 
period last year, an adjustment 
that JetNet called “good news.”

However, aircraft are lin-
gering on the market longer in 
the current environment, again 
according to JetNet. The aver-
age number of days on the mar-
ket for business turboprops 
was 330 days from January to 

September, an increase of 14.2 
percent, or 41 more days, com-
pared with the same period in 
2009. Additionally, the average 
asking price decreased by 2.2 
percent in the first nine months 
of this year compared with the 
same period last year.

Activity Levels Improving
Mike O’Keefe, a past chair-

man of the National Aircraft 
Resale Association (NARA), 
has an overall impression that 
things are improving. “Every 
Monday we track a handful 
of current-production turbo-
props–from the Pilatus [PC-12] 
to the King Air series to the 
TBMs–and we’re watching 
the quantity on market fluctu-
ate,” he said. “We’ve had pretty 
good success in the 2010 calen-
dar year with sales of those air-
craft. And oddly enough, it’s 
been either first-time buyers or 
people wanting a nicer aircraft 
or just feeling that the current 
value of their aircraft is down 
and it’s a lateral move, but it’s 
an opportunity to get more 
bang for their buck.”

He said that a group of 34 
NARA dealers conducted their 
annual meeting during the 
NBAA gathering, and the gen-
eral sentiment was that activity is 
picking up, deals are getting done, 
banks are dipping their toes back 
in the water again, and overall 
activity levels are improving. 

“The further sentiment was 
that while we are not going to see 
a big, drastic improvement, any 
kind of positive trend is a good 
sign as opposed to the negative 
trend we’ve seen,” said O’Keefe, 
who is senior v-p of Banyan Air 
Service’s aircraft sales and man-
agement. “Most of us feel that 
values have stopped declining,” 
he added. “We feel that nicer, 
low-time, quality aircraft are 
slowly being removed from the 
market via purchase.”

That will cause one of two 
things to happen. First, what 
remains on the market will be 
“tired old dogs” that might 

never sell. Two, eventually prices 
should start to creep back up as 
the quality starts to go away.

Tom Mekis, another industry 
veteran who launched Piedmont 
Aviation in February 2009 from 
what had been part of Land-
mark Aviation, said business has 
been “better than we thought it 
would be” but down consider-
ably from 2008 and 2007 when 
it was still Landmark. “Obvi-
ously, we knew that was going 
to happen,” he added. “Our 
used business is probably off 25 
to 30 percent from where it was 
in 2008 and 2007.

“I think 2009 was a much bet-
ter year than we expected,” said 
Mekis, who is president and 
CEO of Piedmont. “We did 37 
airplanes in 2009, which was well 
better than we expected to do.”

He described the first half of 
this year as “pretty darn good,” 
with 23 airplanes sold through 
June 30. But the third quarter 
“ground to a halt” with only five 
airplanes delivered in that period. 
He acknowledged that was quite 
a bit lower than the pace Pied-
mont had been on. “The third 
quarter was pretty tough this 
year; the fourth quarter looks 
like it’s picking back up,” he 

noted, “[suggesting] we’ll wind 
up at the end of the year being 
right about equal with what we 
were in 2009.” Mekis said the 
mix of airplanes is a little differ-
ent, but total unit volume and–
more important–total revenue 
and total net profit are about the 
same as last year.

South Carolina and Mary-
land-based Skytech, a Piper 
dealer, Pilatus PC-12 distributor 

and Cessna Caravan autho-
rized sales representative for the 
Northeast, agrees with the con-
sensus that recovery has not 
quite arrived. Mike Fitzgerald, 
executive v-p of sales and mar-
keting, observed that the avia-
tion industry trails any general 
economic recovery by at least 
18 months. “Everybody’s got 
to really feel good about every-
thing in their life and their busi-
ness before laying out money for 
a new airplane,” he said.

While business has been slug-
gish, he said Skytech is begin-
ning to see more signs of life. 
“We are new airplane deal-
ers and used airplane dealers,” 
said Fitzgerald. “Clearly bonus 
depreciation is a big asset for us 
to have in our toolbag of sales 
tricks.” It brings people out to 
the showroom at the end of the 
year, and he credited five or six 
sales last December to acceler-
ated depreciation.

While bonus depreciation 
must be used on a new airplane, 
there is an IRS clause known as 
Section 179 that can be applied 
to a used airplane for such major 
items as re-engining or upgrades 
of avionics suites. “What we’re 
finding, I think, is that activity is 

beginning to build after a [tradi-
tionally] slow summer,” Fitzger-
ald said. “However, I think 
people wanted to (a) get through 
the election and (b) make sure 
that their year is in the bag, more 
so than they might under normal 
conditions. In other words, nor-
mally people know by this time 
of year pretty much what their 
tax situation is; this year, they’re 
waiting a little bit longer to make 

sure the light at the end of the 
tunnel is not a train.”

According to the Skytech offi-
cial, the company expects to see 
some buying a little bit later than 
normal, but “we do anticipate, 
and are already seeing, people 
trying to take advantage of Sec-
tion 179 along with the bonus 
depreciation–no doubt about it. 
Everybody is interested in it.” 

Year-end Sales  
Bump Predicted

Banyan’s O’Keefe said the 
company had “tremendous 
success” with the Pilatus PC-12 
and King Air C90Bs, B200s and 
350s. “We like to think we are 
unique in that we are a stock-
ing dealer, but the only aircraft 
we would consider inventory-
ing today are current-produc-
tion aircraft, because that is 
where we are seeing the activ-
ity,” he said. For out-of-pro-
duction aircraft, the feedback 
he has been getting is that sales 
transactions have been slow 
compared with those for pre-
owned examples of  types still 
in production.

He said Fort Lauderdale, 
Fla.-based Banyan has a sub-
stantial maintenance shop that 
routinely sees avionics upgrades 
for all turboprops. “But when 
it comes to the really sophis-
ticated STCs like Blackhawk 
modifications and things like 
that,” he said, “we see it on Car-
avans and King Airs,” O’Keefe 
said, “but not on Cheyennes,” 
an out-of-production type for 
which Blackhawk also offers 
mods. “So I’m wondering 
whether people are reluctant to 
make the additional investment 
in those older aircraft for fear 
that what they invest may never 
be recoverable.”

He expressed skepticism 
about people opting to buy 
older aircraft and upgrade them 
with new engines or new avion-
ics. “What we are seeing, and 
it’s really a surprise to us, is guys 
taking later-model King Airs–
late 1990s or early 2000s with 
the EFIS 85–and contemplat-
ing pulling those avionics out 
and spending $400,000 to put in 
a G1000 or $700,000 to put on 
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Cessna Caravan

Piper Malibu Meridian

Hawker Beechcraft 
King Air 200
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