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ooking in the rear-view mirror, one will observe that for
the most part the North American market was active in
2015. Many dealers and brokers considered the past
year one of their best. My associates all report that busi-

ness was good, although friends in other countries do not have
the same enthusiasm as they relate the activity for 2015.

Emerging markets such as Asia, China, the Middle East and
Russia experienced greatly reduced activity. In fact in China
almost all transactions consisted of aircraft selling from China
rather than being sold into China. This situation is absolutely a
reversal of fortune compared with a few years ago.

The change in economic dynamics has shifted once again.
Available inventory of business jets is moving in a direction, vol-
ume-wise, that is reminiscent to the 2008/2009 period, with most
categories seeing their numbers increase. But there is a differ-
ence from six or seven years ago: Sales activity now is primarily in
North America.

This shift from the recent past means an oversupply of aircraft,
many coming from international operators placing added pres-
sure on price recovery. As good as the North American sales
activity is today, it cannot bear the weight of the entire global
recovery.

What happened in the past will affect the view going forward
into 2016. My expectation for the New Year is continued pressure
on pricing. The trend for large body long range aircraft will be
down. Demand has declined significantly as Multi-National com-
panies are traveling less internationally. The shift in economic
winds, I believe, is due to the lower price of energy and the
stronger dollar; these two factors are playing havoc on the
market for business aircraft in areas of the globe that had been
bullish for Business Aviation.

Headwinds
In the beginning of 2015 when these economic factors began to
appear, many large companies declared that all capital expendi-
tures would be stopped for the year. I am hearing that numerous
corporations have ceased capital expenditures through 2016 as
well. This is very discouraging and will have a significant impact,
not just on the effected flight departments but also on the OEMs
as well as downline vendors.

Aside from causing a delay in purchasing new aircraft, this
slowdown could mean fewer expenditures for modernization and
refurbishments. Shops that provide avionic upgrades or paint and
interior work will be impacted, which depresses jobs! That is the
last thing our industry needs again.

Tailwinds
Fortunately, not all the 2016 outlook is dim. Buyers that are in our
market continue to win, and win big as they find good aircraft.
First-time buyers will participate, probably in record numbers in
North America. High-net-worth individuals rather than large cor-
porations will spur growth and add jobs in North America.

One misconception is that when buyers win, sellers lose. I say
this is simply not the case. When buyers win it means that sellers
are selling. I promise you that this continued instability in pricing,
although not good for long-term asset valuation, is only part of
the story. The positive part is the counter balance. Aircraft are
selling.

What’s Next?
How do we as sales professionals help our clients manage 2016? 
•    Bring solid market information to the table.
•    Work diligently to provide data points that shape the real

market.
•    Use the increased inventory globally to accurately affect

pricing.

Buyers and sellers have never needed these tools more than
now. In 2008/2009 nothing was selling, thus pinning down a
value was less important because no one had confidence in
the market. No one knew how far or how fast the market
was crumbling.

Today it is different. Buyers have confidence in the market.
They believe that annual residual loss rate is quantified. They
will buy if they feel an aircraft is priced correctly.

For the seller, do not lose sight of the fact that inventory levels
are high. Realize that buyers really are aware of correct values.
Everyone must understand market conditions. Choose a great
partner to assist with your transaction, and be willing to dissect
the individual aircraft under consideration.

You might be wise to pay more for a great aircraft, since all
machines are not equal. Be smart and be open to the market.
The year ahead will be difficult, but it will not be impossible.
Happy New Year!  �
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An Industry Perspective of 2016
What Lies Ahead for the Used Aircraft Market?

Sometimes before you look ahead, you have to look behind 
to get a full picture of what is around you, cautions Jay Mesinger. 
A preview of the year ahead for pre-owned aircraft sales follows...

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
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Contact him at jay@jetsales.com
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