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Unlike the previous few years, when inven-
tory levels slowly ratcheted lower, 2012 has 
seen an even ebb and flow, with the inventory 
level holding steady all year long. One nota-
ble  observation was the percentage of late-

model aircraft for sale in Europe, which has more than 
twice the U.S. supply, the latter continuing to weigh on 
 pricing. In percentage terms, North America offers just 
over 7 percent of the available fleet, a reasonable sup-
ply,  neither an overabundance nor a shortage, whereas 
16 percent of the fleet residing in Europe is for sale, indi-
cating a decidedly soft market.  

The broad-brush weakening of average asking prices 
and, more important, take prices may account for the 
elevated level of transactions this year over the last 
few. In fact, against this backdrop of weakening prices 
 inventory has dropped by more than 500 aircraft for sale 
since peaking at more than 3,000 choices a few years ago. 
This is an impressive adjustment considering a steady 
stream of new aircraft continues to populate the overall 
fleet size. Clearly the current levels exhibit a willingness 
by both buyers and sellers to make deals happen. 

As has been the case for some time, buyers continue to 
wield the upper hand. This year saw buyers step in and 

take advantage of market segments that until 2012 had 
been largely inactive. Both the light jets and midsize jets 
show transactional activity not seen since the boom years 
of 2006 and 2007, and it may stem from a combination 
of factors, from price destruction during the recession 
to perhaps the relationship between the owner’s current 
 aircraft value and his bank note, no longer requiring him 
to pony up the difference on an underwater sale. 

With the U.S. Presidential election behind us, the 
tone should be set for a continuing improvement, one 
way or another. Buyers confident that overall conditions 
will gradually improve will step back into the market 
in greater numbers; a pervasive lack of confidence will 
 further erode pricing, fueling more of the opportunistic 
buying that has marked the past several years.  

This year, the market set lower lows and lower highs 
in terms of  average asking prices and some model 
types remain on that track, while others seem to have 
bottomed. Take, for example, the GIV market. Even 
though choices have been reduced substantially since 
last year, pricing has trended lower, perhaps falling 
 victim to the price pressure being exerted upon it by its 
successor model, the GIV-SP, which has seen at least 
one early model trade for a tick under $7 million this 

year. That should leave little wonder why the GIVs are 
sinking into the $4 million to $6 million area and are 
trading at fewer than one per month. When I spoke 
recently with a client about resetting the asking price 
of  his aircraft, he quipped, “We’re not going to give 
it away.” That is the feeling among many who owned 
these aircraft when values were three to four times 
greater than in today’s market, and perhaps another 
reason why they are not moving. 

In September the G550 supply looked tight, with only 
nine for sale, or just 2.5 percent of the more than 350 
currently in operation. In October, however, nine G550s 
joined the mix; while the percentage is still relatively 
tight, any more months like that will see this model do 
an about-face. 

October also saw the first ever sub-$30 million pric-
ing on a G550. Over the past few years buyers have 
shown their passion for late-model, large-cabin, current 
production aircraft and the G550 exemplifies this. It 
should take a while before the G650 filters into the fleet 
and kicks a few G550s onto the street. If  that happens 
at a rapid rate you could see G550 prices feel the pinch. 
Over the last six months sold prices have run from a low 
of $31 million to $48 million. 

You can see the same trend in the Bombardier  lineage, 
with the Challenger 604 market saturated with 65  aircraft 
(20 more than when the year began). The current stock 
represents 17 percent of the total number of 604s in oper-
ation. The availability of the successor model 605 slips to 
20, or about 10 percent, and the Global XRS offers up 
16, which is also 10 percent of its fleet.  Pricing for 604s is 
attractive and the aircraft is selling at an  average rate of 
roughly two per month. The lowest priced sale brought 
high-sixes and the upper end topped out at $14 million 
for a low-time 2005 model. The well received Challenger 
300 choices are about even with its 12-month moving 
average of 25, or 6.5 percent of the fleet. Average sale 
prices are right at $14 million.

Super-Midsize Aircraft in Demand
Buyers have identified the market soft spots and have 

been moving in to take advantage, bringing attention to 
the super-midsize market segment. Falcon 2000 inventory 
is moving ever closer to pre-crash levels. In fact, in early 
fall the choices dipped below 20 for the first time in four 
years. Pricing on recent sales has fallen within a narrow 
band between $9 million and $12 million and most of the 
trading action occurred on 2000 and newer models. Con-
sider also that the Falcon 2000s currently for sale are split 
evenly between North America and Europe, whittling in 
half the choices for those not willing to travel abroad. 

Another super-midsize that broke below a multiyear 
low is the G200. That model peaked a few years ago, with 
nearly 40 for sale, and early this year it dipped to just 17, 
or about 7 percent of the fleet. Unlike the Falcon 2000, 
though, nearly all of them are based in North America. 
More than a dozen have moved in the last six months and 
pricing is attractive, with the majority selling at or below 
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While overall inventories of pre-owned business aircraft continue to contract, and transaction activity 
continues to increase year-over-year, the rate of improvement slowed in the third quarter, according to business 
aviation data company Amstat. The Tinton Falls, N.J.-based firm said the long-hoped-for “broad-based 
business aircraft resale market recovery still remains elusive.” 

At the end of the third quarter, 13.4 percent of the business jet fleet was on the pre-owned market. Although 
this was down from 14 percent a year ago, it did mark a slight increase from the 13.3 percent reported at 
the end of the second quarter. Business jet resale retail transactions were down 0.4 percentage points from  
the second quarter, settling at 2.4 percent at the end of September.

©
 2

01
2 

A
IN

 P
ub

lic
at

io
ns

. A
ll 

R
ig

ht
s 

R
es

er
ve

d.
 F

or
 R

ep
rin

ts
 g

o 
to

 w
w

w
.a

in
on

lin
e.

co
m

.

www.ainonline.com
www.ainonline.com


$6 million, though a couple of later models fetched 
more than $9 million. Eleven of 13 sales were on aircraft 
below S/N 100 between the 2000-2002 model-year range, 
 leaving only three in that same grouping available at pres-
ent: one 2000, one 2001 and one 2002. It should be noted 
that two 1999 models are also for sale, one of which has 
been on the market for more than 1,500 days; the other 
(its serial number in the single digits) came on the market 
early this year and looks to be properly priced at $5.45 
million. The run on early models has effectively pushed 
up the average asking price to nearly $10 million. 

In the mid-cabin segment Hawker 800XP sales are 
outpacing Learjet 60 sales two-to-one this year. The sup-
plies of both are around 50 at present, and both aircraft 
have settled to current levels after reaching about 80 over 
the last few years. Consistent with the above mentioned 
models, later variants show up in lower numbers. There 
are far fewer Citation Excels–28 in all, down from a two-
year peak of 45 and slightly below the type’s 12-month 
moving average. Half of the choices reside in Europe, 
while fewer than that are based in the U.S. Similarly, 
there are nearly twice as many XLSs for sale in Europe 
as there are in the U.S. By contrast, 33 of the Hawker 

800XPs for sale are in North America compared with 
just six in Europe, and for the Learjet 60 the distribution 
is 32 in North America and 16 in Europe. Clearly the 
Excel and derivatives play well in the European theater. 

Even the light jet sector is percolating, with the CJ1+ 
reducing inventory to levels not seen in three years, but 
that makes it difficult to explain why the next model up 
isn’t faring nearly as well. The CJ2 market is carrying 
37 aircraft, or 15 percent of its fleet, a figure consis-
tent with the past few years. This might make this model 
the next one buyers will begin to scrutinize as we close 
out what has historically been the busiest sales period of 
the year. The Learjet 31A is faring about the same, with 
a tad fewer for sale, but equaling the same 15 percent 
of its counterpart due to a slightly smaller production 
run. The Premier IA numbers, both in percentage terms 
and aircraft, are half those of the CJ2 and Learjet 31A. 
The Phenom 100, which now has a fleet size larger than  
the Premier, Learjet 31A and CJ2, offers up 25 choices, 
or about 10 percent of its numbers. It had reached 40 a 
couple of years ago at a time when its overall produc-
tion run would have been significantly smaller. 

So 2012 closes out as something of a plateau year, 
a holding pattern perhaps, awaiting clear direction or 
maybe just moving on the perception of what changes, 
if any, unfold from the recent U.S. election and from 
Europe as it wrestles on home soil to shore up its collec-
tive economic standing and currency.  o
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Following the annual meeting of  the 
National Aircraft Resale Association 
(NARA) in Orlando in late October, many 
dealers came away with some optimism for 
the market for used turboprops in the com-
ing year, but it was tempered with a post-
election wait-and-see attitude.

Mike O’Keefe, senior vice president of 
Fort Lauderdale-based Banyan Air Service 
and a past chairman of NARA, said his 

company tailors its business more towards the turbo-
props than jets.

“I think overall my impression is that sales of used 
turboprops are improving, and certain segments are 
improving more than others,” he said. “It’s been my 
observation over the past year, or even two years, that 
with one or two exceptions, the current production 
 aircraft–King Air and PC-12–are doing well.”

Banyan is seeing a tremendous appetite for newer, 
low-time, pristine King Airs in Latin American coun-
tries such as Brazil, Venezuela and Argentina.  

O’Keefe described the Pilatus market as strong and 
healthy, and he added that of all the PC-12s ever manu-
factured, only about 4 percent are on the market today. 

But on the other side of the resale spectrum, he said 
Piaggio Avanti transactions seem to be slow. “It’s a 
great airplane, but for whatever reason, time between 
sales is slow,” O’Keefe said.

For out-of-production aircraft such as Cheyennes, 
MU-2s, Commanders, Merlins and even older King 
Airs and Caravans, the outlook is not as bright. “We 
don’t often see them in the maintenance shop, we don’t 
often see them change hands, and that market seems to 
remain depressed,” he suggested.

According to O’Keefe, since 2008 and 2009 the value 
of pre-owned turboprops as a fleet has fallen precip-
itously. In 2010 the dealers thought prices had hit 
 bottom but they just bounced along from there instead 
of rebounding. 

“We still haven’t seen values increase,” he explained, 
“but we’ve seen the quantity of aircraft on the market 
decrease, which tells me that people are buying, and 
they’re picking the cream of the crop.”   

Inventory of turboprops is down to 9.1 percent, a 
drop from 9.3 percent at the end of June and 2 per-
cent below the 20-year average, according to business 
 aviation data company Amstat. In addition, turboprop 
transactions decreased from the second quarter to the 
third, falling 0.4 points to 2.1 percent.

“The quarterly changes in transaction activity 
trends and the resulting ‘sawtooth’ appearance of  the 
metrics charts reflect the current transitional phase of 

the market,” said Amstat executive vice president Tom 
Benson. Despite the “short-term headwinds,” average 
asking prices for business jets and turboprops actually 
rose slightly, Amstat noted.

Houston-based Western Aviation, in its October 
newsletter, said the piston and turboprop markets saw 
little change, with activity reported for sellers who have 
priced their aircraft appropriately for the conditions.

Engine Programs Prove Valuable
NARA and Pratt & Whitney Canada have reached 

an agreement that gives NARA’s dealer members a 
specifically adapted option to enroll their engines in 
P&WC’s Eagle Service Plan (ESP). The announcement 
was made at the NBAA Convention in Orlando. 

“This gives NARA members the peace of mind that 
comes with knowing their engines are covered by P&WC, 
and lets them realize the higher resale value associated 
with selling aircraft with engines covered by an OEM 
service plan,” said Raffaele Virgili, vice  president of cus-
tomer service for the engine maker. “When the aircraft 
is sold, the buyer will be able to assume all the benefits 
of the ESP program.”

Greg Miller, ESP program product manager of 
global sales, added, “Dealers of used aircraft often 
approach us wanting to enroll their engines in P&WC’s 
ESP program because this is what buyers are look-
ing for, while the dealers themselves are seeking cost 
 protection when the aircraft are in inventory for resale.”

According to NARA, when a used aircraft remains 
in their inventory, many dealers will fly the aircraft to 
different locations to showcase it to potential buyers. 
The agreement with P&WC allows dealer members 
to purchase ESP coverage for the aircraft’s engines 
until the sales process is complete and ESP can then 
be transferred easily to the new owner. History has 
shown that aircraft with engines enrolled in the ESP 
program sell faster than aircraft that are not covered 
by the program.

NARA chairman Paul Kirby said that a lot of 
NARA’s members buy airplanes for their own inventory 
for resale, and the P&WC program gives them sched-
uled and unscheduled coverage while the airplane is in 
inventory, which eliminates a huge risk. “If we have an 
engine event while we hold an airplane in inventory, it 
completely changes the economics,” he said.

Kirby, managing partner at Cerretani Aviation 
in Boulder, Colo., said that the overall consensus of 
NARA members in Orlando is that “we just con-
tinue to bounce along the bottom. I think there is a 
lot of optimism now that now we’re past the election, 
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which we have continued to 
hear offered as an excuse or an 
objection for not doing some-
thing, whether it’s buying or 
selling an airplane, things will 
improve in the fourth quarter.

“Transactions continue to 
be challenging, and deals are 
still hard to get done,” he said. 
“That’s really not specific to 

any one make or model or any fleet; air-
plane transactions are just a challenge.”

But Kirby conceded “there is not a 
lot out there that gives us optimism that 
things are necessarily going to get a whole 
lot better. I think all of our OEM mem-
bers are predicting more of the same–
pretty flat through 2013 in terms of new 
airplanes,” Kirby suggested. “A lot of 
[this industry’s] struggles continue to be 
driven by the weak pre-owned market.”

Skytech, which specializes in high-
end owner-flown and business aircraft, 
has facilities at Carroll County Regional 
Airport in northern Maryland and York 
County Airport in Rock Hill, S.C., rep-
resenting Piper, the Pilatus PC-12 and 
Cessna Caravan.

Executive vice president Mike Fitzger-
ald said, “We are the single-engine turbo-
prop guys, for lack of a better description, 
and we pretty much stay in our fold there.”

“I think this year has gotten better for 
us, certainly better than last year over-
all,” he said. “Both in new and used we 
see some strengthening in our market, 
 specifically the Pilatus market, and there’s 
a lot less inventory than there used to be.”

According to Fitzgerald, the inventory 
of used airplanes is drying up. That results 
in, first, a firming of prices and then it 
starts inching the prices back up. “I’m not 
saying that they’ve gone up significantly,” 
he continued, “but they’re definitely firm, 
and a properly priced airplane does not 
stay on the market anywhere near as long 
as it used to in the past.”

In the Pilatus segment, available air-
planes worldwide can run as low as 5 
 percent of the fleet, which he described as 
a low number. A lot of the markets can 
track 10 percent normally for sale and 
reach as high as 15 percent in times when 
the market is glutted. 

“Those percentages have a direct effect 
on the pricing of the products,” Fitzgerald 
acknowledged. “So having less of them 
on the market is always a good thing, and 
that’s what has occurred for us, at least.”

Mark Smith, who ramrods sales and 
acquisitions for Georgetown, Texas-
based Gantt Aviation, said interest and 
activity in turboprops is still good. When 
AIN talked with him recently, he was 
driving across Texas to meet clients who 
wanted him to sell a Piper Meridian for 
them. Asked to assess the current turbo-
prop resale market, he harked back to a 
quote from company founder Johnnie 
Gantt.  He told me, “When you see one 
of these down cycles, the King Airs are 
the last to see it, they get hit the least and 
they come back first.”

“Although this cycle has taken much 
longer than we have ever seen before, 
including the crash in the 1980s, this 
remains true,” Smith said. He believes 
the market for used King Airs is where 
it was in 2007, which was a “pretty good 
level” in terms of availability. There are 
lots of aircraft across lots of markets, 
from cheap airplanes to more expensive 
machines. “But a lot of people are look-
ing for value buys as well.”

Gantt deals worldwide, and Smith 
agreed with O’Keefe that there is consider-
able activity in South America, with Bra-
zil leading the way. A lot of airplanes are 
going to that part of the world, he said.

But unlike in the past, when South 
Americans were buying older  castoffs  
that were undesirable in the U.S., Smith 

said they now want newer equipment, 
especially the King Air C90GTi, late 
B200s, B200GTs and 350s. “Lots of 
inquiries out of there, lots of airplanes 
going down that way,” he offered. 

Currently, airplanes are coming out 
of Europe and into the U.S., although 
he couldn’t pinpoint the exact reasons. 
“We’ve brought several airplanes back 
from Europe this year,” he said.

Of the NARA gathering in Orlando, 
Smith concluded that members are opti-
mistic about the future, but he observed 
that the election “has taken a toll on us. 
It always does. We’re hoping the slow-
down is going to be over now, because 
everybody knows what they’ve got [in the 
White House].” 

“It’s not a new guy coming in, we 
know what we are dealing with, so we’re 
hoping things pick back up and it keeps 
ironing out.” The day after the election, 
Smith said he fielded retail phone calls on 
all of the different airplanes in the Gantt 
portfolio: “People are saying, ‘OK, he’s 
back in. Let’s get to work.’”  –P.L.
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