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When it comes to a jet, a whole team of outsidégsionals will typically
be involved in the sales transaction to ensurg@tbeess goes smoothly.

There's no recognized certification for aircratesarokers, so why hire one
in the first place? In fact, there aren't evenifteations or regulations
providing consumer protections faircraft buyersutside of the Universal
Commercial Codes and import/export requirementadifidual countries.
Most aircraft buyers, it is assumed, are sophiscanough to look out for
themselves. However, a good broker can help iai@naft transactiom a
myriad of ways. The trick is finding the right peskional to help your



transaction go smoothly. We'll focus on how to sedegood one in a
moment, but first let's discuss the role of a broke

As a broker, | can tell you no two deals are thmaesabut there are enough
similarities that if you negotiate 10 or 50 of thangear, you know the
common pitfalls, as well as some areas to findmiakecost savings. Sketchy
maintenance history can foreshadow problems. Teosilgins such as engine-
maintenance-program derivatives and recommendettedyulletins that
might become mandatory can make a huge differantiesivalue of a used
aircraft. Properly negotiated, these issues canvbecome.

Our firm recently handled a transaction in whicé grice of the aircraft was
reduced by the amount that would be due at oveudratihe ESP Flex engine
program offered by Pratt & Whitney. Another ESPxRI@nsaction | heard
about through the grapevine, with an attorney amtdroker, ended badly.
The buyer was stuck with an undisclosed $900,00@ e at overhaul.
Another consideration is valuation. Unlike reabésttransactions, aircraft-
sold figures aren’t public knowledge. In fact, mosthem are protected by
confidentiality clauses. It's only by fostering sindustry relationships and
gaining a deep understanding of market trendspittdiessional brokers can
evaluate and predict values.

Often a good broker also will maintain historicata about a particular
aircraft that might affect its value or marketatyili If it was neglected,
damaged, repossessed or poorly maintained, a go&drowill know that, or
know how to find out. This comes in handy whethew’'ye buying or selling,
as good competitive data is an excellent negogatol.

You fly privately so that you don’t have to makepairt connections, but
business connections are critical. The best brdkavs worked with dozens
of service centers, bankers, insurance brokemnatys, mechanics and paint
shops. We know our way around and can help assetblem that will work
well together to achieve your objectives. Oftewé don’t know the answer
to a particular question or issue we can easilysoatheone in our network
who is an expert in that area. We also pass omulgs to our clients for
things such as paint and interior refurbishmenrags upgrades and
inspections.



Deciding not to work with a broker is a little likealking into a courtroom
without an attorney. You can do it, but it isn'tcessarily wise. Brokers
frequently compete for potential clients with areador’s existing pilot or a
management company. You can have pilots buy oaselanes for you.
They certainly know about aircraft, and obvioushyé a personal stake in
your safety, as it's connected to theirs. It's adjimlea to seek out a broker
who has experience with your aircraft type.
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You could also have your management company sall gioplane or buy
one for you. You might even consider it a parthef asset’s management.
However, there are a few things you should consiéérre choosing
someone other than a broker to buy or sell anadtrcr

What aretheir motives?

Pilots who are selling airplanes might well beisglithemselves out of jobs,
and a management company might be reducing itsrewenues by losing
charter hours. When buying airplanes, both migegtrsyou toward aircraft of
their personal preferences for any number of reasbtimey might have a
relationship with the seller, like the amenitiehawe history flying that
aircraft type.



What arethe qualifications?

Does the pilot or management company have salestingn experience,
marketing expertise, a robust sales network, aadamdwidth to respond
quickly and appropriately to inquiries?

What isthelevel of market knowledge?

Professional aircraft brokers keep a finger onpihlse of ever-changing
aircraft values and know what comparable aircraftehsold for — or will
likely sell for in the future. This is informatiamot readily available to the
general public. Does your pilot or management comeave a reliable
place to get this information to ensure that yaugetting the maximum
possible in a sale — or not overpaying in an actjoin? The best
representation for an aircraft transaction normialigot the pilot, the
management company, the CFO or an attorney. Theyaayrotect yourself
Is by coming to an agreement with a reputable afperatircraft transactions
whose qualifications, references and market knogdadake you feel
comfortable. As brokers, we wouldn’t fly your aaples ... why would you
let your pilots buy them? Convinced? Here are squestions to ask when
interviewing potential brokers.

How would you market my air craft?

Gone are the days when brokers would simply callrad to see if anybody
might be interested in buying an aircraft. Thernné: has opened up new
marketing avenues for aircraft brokers, and youdht to make sure you hire
brokers who are taking advantage of all of themll Ydiur aircraft be listed
on every online database? Will your brokers be isgnoharketing emails to
potential buyers? How big are the brokers’ optrimag database? Will they
handle photos and video? Do they have attractses-friendly websites?
Ask your potential brokers what their marketingmpisi for your aircraft, and
look at any other online listings they might haveget an idea of how your
aircraft will be promoted.

Do you charge a flat fee or a percentage?

Different brokers handle commissions in differematys. You'll want to know
If your potential brokers will charge a flat feehelp sell or acquire an
aircraft, or if they’ll charge a certain percentadehe selling price. You'll



also want to know if they will charge retainersctmtinue marketing the
aircraft, or if they’ll eat the cost of marketing.

How long does it typically take you to sell an airplane?
Although every transaction is different, you shoask potential brokers how
long it typically takes them to sell an aircrafttHey’ve had the same few
listings up for a couple of years, what makes yonkt your plane will be any
different? You’re going to want to work with somelyovho will do

whatever it takes to sell your airplane. Grantedye planes just won't sell.
However, if it seems to be a recurring issue wibraker, it might be a
pattern likely to repeat itself. With the rise bétinternet as a vital sales tool,
it's important to ask brokers how they will make thost of online resources.
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Will you be therein-person for showings, test flights,

pre-buysand so on?

Ask potential brokers if they plan to be there @igon when the airplane is
going to be shown, if it's being given a test fligh prepurchase inspection
and so forth. While it might not always be necegsathands-on broker is
typically the best kind.



How discreet can you be?

If discretion is something that’s important to yawring the purchase
process, let potential brokers know it. Most brekeill be able to “ghost”

the aircraft for you by removing registration amdial numbers from
marketing materials, just in case, say, one of yolots happens to be surfing
the internet and stumbles upon a listing that iegpimpending job loss.
Discretion can also be important if you're a pulylitaded company with
public relations concerns.

Have you worked with a variety of service centers,
lawyer s, escr ow agents and so on, and have you
burned bridges with any of them?

This question is especially important if you hav&acific service center,
lawyer, escrow agent or other entity that you kryow'll want to use. In a
niche industry such as private aviation where emagyknows everyone else,
you don’t want to end up with a broker who mighvéa&xperienced a deal
gone bad with your favorite escrow agent.

Do you have any similar listings?

Ask potential brokers if they have any listings i&amto your aircraft. If you
want to sell your Lear 45, and this broker alrehdy three others listed, what
will make yours stand out from the rest? Will yainplane be given the
priority it deserves? Do your research online, al,wo see the types of
aircraft those brokers have listed. You might wanteconsider if a broker
either A) has several similar aircraft listed thaven’t sold or B) has never
sold an aircraft like yours before.

How far isyour reach?

Private aviation is a global industry, which metmsnsure you get the best
possible aircraft, you have to explore every coofdhe earth. Are you
selling a plane that typically sells most ofterai®panish-speaking country?
You'll probably want to make sure this broker hamsbody on staff who
speaks Spanish. Are you selling a European aifttaftould probably be
beneficial to work with a broker who has done bassithere before.



Would you be willing to buy my aircraft?

Ask brokers if they might be willing to buy youraiaft if it doesn’t sell
within a certain period of time. Once your markgtagreement is up, would
those brokers be willing to make a purchase offmfetimes you need a
broker to step up and act as the middleman duringnsaction to get the
aircraft to change hands.

What kind of research do you do? How do you know

the value of my aircraft?

One of the first steps when selling your aircrafta ask a potential broker for
an evaluation. Brokers have access to online ressuword-of-mouth
relationships and valuable market information 8taiuld give you a good
idea of how much your aircraft is worth. Once yavé that, ask how your
broker came to that number. What kind of reseaachback it up? How
many of these aircraft have sold lately, and foawgrice? All of this is
Important to ensure you know your aircraft’s truert.



