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Would-be bizjet owners are increasingly dipping their toes back into the market, buying up the vast inventory of used business 
aircraft currently available. While you will find some of the most attractive prices the industry has seen in years, there are 
important issues to consider before you sign-up. FlyCorporate turned to industry expert and lawyer, John T. Van Geffen of 
Michael Dworkin and Associates, for a rundown of the fundamentals of buying used aircraft:
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What You Need to Know When 
Buying a Pre-owned Aircraft

by John T. Van Geffen

All too often, buyers discover that their 
‘’perfect’’ aircraft has some defect that 
they did not know about when they made 
the purchase. In rare cases, curing that 
defect can be impossible. In other cases, 
it can cost as much (or even more) than 
the aircraft itself.

Unlike automobile purchases, there are 
no established protections for aircraft 

buyers. The prospective owner is 
responsible for inspection and making 
sure the aircraft is airworthy. Airworthy 
means that the aircraft conforms to its 
type certificate (TC).

An aircraft only conforms to its TC when 
its configuration and the components 
installed are as described in the 
drawings, specifications, and other data 

that are part of the TC. A type certificate 
may also include Supplemental Type 
Certificates (STC) for new components 
installed since the aircraft was built, 
Airworthiness Directives (AD) issued by 
regulatory bodies, and field-approved 
alterations that have been incorporated 
into the aircraft. The aircraft must also 
be in a condition for safe operation.

Preowned Gulfstream G550
Available here

http://www.aero-expo.com/
http://www.gulfstream.com/preowned/aircraft/ac5011/index.htm


Purchase Agreement

A precise and thorough purchase 
agreement is needed to ensure you are 
buying an aircraft that is airworthy and 
not a flying money pit. The purchase 
agreement is a written document that 
contains a detailed identification of 
the parties involved in the transaction; 
a description of the aircraft and its 
installed equipment; details of total 
times/cycles on the airframe, engine(s) 
and components with a limited 
lifetime; procedures for pre-purchase 
inspections, sale closure and delivery; 
appropriate warranties; and details of 
remedies to be undertaken if any of the 
terms of the purchase agreement are 
breached.

The purchase agreement should also 
contain a warranty that the aircraft has 
a clear and marketable title. Called a 
title search, this information can be 
provided by an aircraft title company or 
through your aviation attorney. If your 
aircraft has been registered outside the 
United States, a search of each of the 
foreign registries and the international 
registry (established under the Cape 
Town Convention) would be appropriate. 
If your aircraft is registered in the US, 
the only way to ensure it has a clean title 
is through an FAA title search.

The title search will reveal the identity 
of the registered owner and any second 
parties, any recorded liens, all previous 
owners (even those the seller may not 
disclose) or any defects in the chain of 
title. Sometimes buyers discover that 
the seller may not actually be the person 
lawfully entitled to sell the aircraft. A title 
report may be the only way to accurately 
acquire this information.

Pre-purchase Inspection

A pre-purchase inspection should also 
be carried out before the sale is finalised. 
Aircraft must be inspected every year, so 
it is possible that the sale will coincide 
with one of these annual inspections. 
However, you should beware of aircraft 
advertised as having a “fresh annual.” 
Often these are performed by a friend 
of the owner and may just be window 
dressing for the sale. Done correctly, a 
pre-purchase inspection should include:

•	 A written pre-purchase inspection 
agreement.

•	 An inspection protocol defined 
by the buyer and that includes 
the manufacturer’s restrictions 
for continued airworthiness as 
guidance.

•	 The buyer’s selected (and certified) 
mechanic or repair station.

•	 A detailed audit of the aircraft, 
its engines, component logs and 
historical records.
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Turboprop planes for business? B
ut they are noisy, slow

 and uncom
fortable - and they 

have those old fashioned propellers! W
ell, there m

ay be a grain of truth in that, but 

business turboprops are back in vogue and they offer som
e unique advantages over 

turbofan-pow
ered business jets. It m

ay com
e as a surprise that during the first quarter 

of 2009, a third of all new
 general aviation turbine aircraft deliveries w

ere turboprops 

- and a third of those w
ere single-engine m

odels.

Turboprops - The Executive Solution?

	
by	R
od	Sim

pson

D
uring the first quarter of 2009, a third of all new

 

general aviation turbine aircraft deliveries 

w
ere turboprops

Econom
y over Fashion

W
hile they m

ay not be as fashionable as 

jets, the econom
ical turboprops have 

som
e definite advantages. They can op-

erate into airfields w
hich are too sm

all 

for even the entry-level turbofan aircraft 

and, on short m
issions, there is little 

speed advantage of a jet over a turbo-

prop. On a typical 200 nautical m
ile sec-

tor (for exam
ple, Paris to Geneva or Zu-

rich to M
unich) a King Air C90 w

ill take 

43 m
inutes com

pared w
ith 35 m

inutes in 

a Citation CJ1+. W
hen you add tim

e for 

taxiing and airfield arrival procedures 

there is little practical difference.

M
ore im

portantly, the King Air is less ex-

pensive to buy and, on the typical 200 nm
 

trip, w
ill use 12%

 less fuel. W
hat is m

ore, 

it can operate into sm
all local airfields. 

For instance, using a sm
all Citation for 

a trip from
 Paris to London w

ould m
ean 

operating out of Le B
ourget or Toussus-

le-N
oble and landing at, say, B

iggin H
ill 

or Farnborough. H
ow

ever, it m
ay be 

m
uch m

ore convenient to fly out of the 

eastern Paris airfield of Lognes and land 

at Redhill, to the south of London. B
oth 

aerodrom
es are m

uch m
ore accessible 

to their city centres - and their handling 

fees are m
uch less expensive. 

M
anufacturers 

of 
turboprop 

aircraft 

have m
ade m

ajor efforts to upgrade 

their products in recent tim
es and the 

results are im
pressive. All of them

 have 

state-of-the-art glass cockpits w
ith the 

three-screen Collins ProLine 21 on the 

King Air series and the Piaggio Avanti 

II - and the Garm
in G1000 fitted to the 

other single-engine m
odels. Alm

ost all 

have 
com

fortable 
pressurised 

cabins 

and all are pow
ered by the outstandingly 

reliable Pratt &
 W

hitney Canada PT6A 

engines.
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Every two years, the relative peace of Le Bourget airport, on the northern outskirts of 

Paris, is shattered by the sound of high-perform
ance jet fighters as the French industry 

organisation, GIFAS, stages the spectacular International Salon Aéronautique. By alm
ost 

every m
easure, this is the world’s largest air show - and it em

braces every aspect of 

aviation, both m
ilitary and civil and ranging from

 light aircraft to the largest airliners.

Paris Airshow Report

	

by	Rod	Sim
pson

Reduced Business Aviation Presence

At this, the 48th Paris Air Show, there 

was a strong em
phasis on m

ilitary avi-

ation and large aircraft program
m

es.  

Understandably the econom
ic recession 

prom
pted a num

ber of general aviation 

m
anufacturers to abandon their plans to 

exhibit. W
ith the recent growth in speci-

alised business aviation events, the con-

siderable expense of a broader-based 

event such as Paris is harder to justify. 

Consequently, Gulfstream
 pulled out of 

the Show and Em
braer had a m

uch re-

duced presence and, surprisingly, did 

not exhibit their new Phenom
 100 and 

Phenom
 300 light business jets. “W

hile 

we have the greatest respect for Paris, 

we are lost when com
pared with the 

com
m

ercial and m
ilitary aircraft. So as, 

EBACE has grown in presence, our in-

volvem
ent in Paris has been correspond-

ingly reduced,” said Robert N. Baugniet, 

Gulfstream
’s Director of Corporate Com

-

m
unications. “Our experience is that  

shows like EBACE, LABACE, ABACE, Jet 

Expo in Moscow and NBAA are the shows 

where we reach the right folks with the 

right m
essage at the right tim

e.”

Cessna, which is under great pressure due 

to order cancellations, also elected not  

to appear although its parent com
pany,  

Textron, had a Bell helicopter chalet and 

static exam
ples of the Bell 412EP and 

407. However, during the show Cessna 

announced the sale of 30 single-engine 

Grand Caravan turboprops to Susi Air. 

The com
pany will utilise the aircraft for 

its scheduled and charter passenger and 

cargo services throughout Indonesia. 

Eight of the aircraft are scheduled for de-

livery this year with the rem
ainder to be 

delivered by the end of 2011.

Cessna’s 
W

ichita 
neighbour, 

Hawker 

Beechcraft, decided to bring a brand new 

Hawker 4000 for its Paris debut together 

with a King Air 350ER configured for m
ili-

tary special m
issions work. Dassault and 

Bom
bardier also staged large exhibits. 

Both are m
ulti-product com

panies with 

Dassault showing its defence products, 

particularly the Rafale com
bat aircraft, 

and Bom
bardier exhibiting the Dash 8Q-

400 airliner and prom
oting the CL415 

am
phibious fire fighter. 

In this week’s podcast, FlyCorporate catches up with Daniel 

Kunz, Director, Sales and Marketing Pilatus PC-12, to talk 

m
arkets and m

issions for the Pilatus PC-12, and to learn 

why the turboprop is proving to be quite a viable alternative 

to business jets for cash-conscious CEOs.

w
w
w.

FC Podcast:
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Keeping your business jet airworthy is one of the biggest variable costs of owning an 

aircraft. In this issue of On the Fly, FlyCorporate talks to a number of maintenance 

organisations to find out whether customers are delaying maintenance and what they 

are doing to help their clients minimise costs in troubled economic times.

Aircraft Maintenance Tips

	
by	Dan	Smith

When budgets are tight there is a temp-

tation to cut costs and delay expenditure 

wherever you can. However, if you want 

to fly, you must keep your aircraft regis-

tered and airworthy. While aircraft own-

ers seem to be undertaking scheduled 

maintenance as required, the general 

consensus among maintenance organi-

sations is that demand for non-routine 

maintenance has fallen. 

“Critical and non-critical maintenance is 

still being done but more based on an-

nual requirements than flight hours since 

aircraft utilisation has gone down signifi-

cantly,” says Christof Späth, Jet Aviation’s 

VP MRO & FBO Services, EMEA & Asia. 

“We see non-critical maintenance is be-

ing delayed.”

Ultimately the decision to delay mainte-

nance is down to the client and can be 

influenced significantly by their plans for 

their aircraft. “Owners intending to sell 

their aircraft are more reluctant to un-

dertake non-critical maintenance pro-

cedures, such as cosmetic alterations,” 

Cedric Migeon, Managing Director of 

ExecuJet Europe told FlyCorporate. “If 

an aircraft is to be sold then all standard 

maintenance procedures must of course 

be adhered to but we are finding that only 

the essential work is taking place.”

Regional differences also play a part. 

In Asia, operating costs such as over-

flight and landing fees are the same, 

regardless of the aircraft’s size. As a 

result, the region’s fleet is mainly com-

posed of mid-sized aircraft, which 

many owners offer up for charter when  

not in use. Chris Buchholz, Chief Execu-

tive Officer, Metrojet Ltd, finds however-

that while “owners need to keep their air-

craft maintained so they can fly charter 

clients and generate income, some op-

tional upgrades are being delayed”.

Critical and non-critical maintenance is still 

being done but more based on annual 

requirements than flight hours
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With regulatory, operational, tax and financial issues to be considered, owning a business 

aircraft can be a complex task. Not surprisingly, there are many companies out there 

who are willing to help you manage your aircraft and even make a way for you to generate 

some income from your jet when you do not need it. On the other hand, for those who fly 

frequently but find the whole process of full aircraft ownership too daunting, fractional 

programmes can make sense. Dan Smith takes a look at these options and more.

Who Manages Your Aircraft?

One of the first things you will need to de-cide when you purchase a business aircraft 
is how much involvement you want to have 
in its management. Increasingly, many 
owners are opting to use a management 
company to look after their aircraft. Most 
companies offer different levels of sup-port, ranging from a full package, where 

the management company oversees ev-erything from flight coordination to aircraft 
administration, maintenance, operations 
and crew management, to partial pack-ages where you agree to look after some 

responsibilities yourself. Owners who opt 
for the full package can benefit from the 
management company’s bulk discounts on 
items such as fuel and insurance and other 
economies of scale. According to Paul Van 
Der Blom, Director Aircraft Management at 
the ExecuJet Aviation Group, most of their 
clients opt for the full management pack-age. “It varies from region to region, but the 

split is about 60% full management to 40% 
partial worldwide,” says Van Der Blom.

Keeping up with the increasing levels of 
regulation is a major task for aircraft own-ers. Van Der Blom believes that initiatives 

such as the rules on emission trading in 
the European Union will greatly increase 
the number of aircraft under manage-ment. “Aircraft owners will need to join 

with an organisation just to keep up with 
new regulations,” says Van Der Blom.  
ExecuJet is already seeing an increase.

Bangkok-based MJETS has just signed 
its first contract to manage an aircraft 
on behalf of a private client, and discus-sions are continuing with others. “We are 

currently in negotiations with a couple of 
owners and we hope to sign contracts 
soon,” Acting General Manager, Kerry 
Burns told FlyCorporate. “We see aircraft 
management as an important part of our 
business going forward.”

“Aircraft owners will need to join with 
an organisation just to keep up with new regulations”
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The 18th edition of Honeywell’s Outlook for Business Aviation, 

released during the National Business Aviation Association’s 

(NBAA) convention in mid-October, had some positive news 

for the business aviation industry. The forecast showed that 

40% of the 1,200 corporate flight departments surveyed 

intend to purchase a new jet within the next five years. Most of 

the demand will come from replacement of existing aircraft, 

with few flight departments expecting to grow their fleets in 

the 2009-2014 timeframe.

Emerging Markets Forecast 

to Lead the Way 

 by Dan Smith

The Outlook again points out the importance 

of emerging markets to the health of the 

business aviation industry. While 25% of 

North American flight departments are 

thinking of acquiring a new aircraft in the 

next five years, 58% of those in Asia and 

55% of those in the Middle East/Africa 

region intend to do so. In Europe the figure 

is 59%.

Strong and Increasing Interest in Bizav

The number of business aircraft in Asia, 

the Middle East and Africa is quite small 

so these results aren’t as exciting as they 

might appear at first glance. However, 

they do indicate that there is a strong and 

increasing interest in business aviation in 

these areas.

Bombardier’s Business Aircraft Market 

Forecast, which covers the period 

2009 to 2018, quantifies the expected 

demand. Excluding VLJs, BBJs and ACJs, 

Bombardier expects the Chinese bizav 

fleet will show a compound annual growth 

rate (CAGR) of 15.6% over the next ten 

years. Other regions expected to report 

double-digit annual growth include India 

(13.8%), Russia and CIS states (11.7%), 

Europe (10.2%) and Australasia (10.2%). 

For North America the expected CAGR is 

just 4.1%, the lowest of all regions.

“The Chinese market is very active,” 

confirms Bombardier’s Managing Director 

of Business Aircraft in China, Jason Liao. 

“I think the Chinese market should be the 

fastest growing market in the next few 

years.” That growth may receive a boost 

if rumours that the Chinese government 

intends to lower the tax rate on aircraft 

imported into the country turn out to be 

correct. However, Liao is cautious: “The 

reported tax rate reduction has not been 

confirmed by the Chinese government.”

Roger Whyte, Cessna’s Senior Vice 

President, Sales and Marketing, believes 

that growth in China may still be some 

way off. “We see potential in China as 

the government there experiments with 

process improvements that make it easier 

to operate business aircraft, although we 

think real growth is a few years away.”

Major Repair or Alteration Form

Any alteration that changes the weight and 
balance of the aircraft must be reported 
on a Major Repair or Alteration Form (for 
example, in the US this is FAA form 337). 
The alterations must be in compliance 
with the requirements of your national 
certificating authority, such as EASA in 
Europe or the FAA in the US. Compliance 
occurs when approved maintenance is 
reported to that authority. If the work is 
not done properly or is not reported, the 
aircraft is not airworthy.

A detailed records audit should be 
carried out to ensure that all items have 
been reported on the 337 form. Engine, 
propeller and maintenance log books 
should also be checked to ensure that 
entries are accurate. All equipment that 
has been installed on the aircraft must 
be inspected to insure against unlawful 
and unreported maintenance and to 
ensure that an approval exists for each 
such installation.
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Visit the newsletter archive here

www. More On the Fly

Warranties

Once the pre-purchase inspection is completed and you have decided to buy the 
aircraft, warranties will further ensure that your investment is protected. The main 
warranties you will need are:

Warranty of Airworthiness Ensures that the aircraft is airworthy and if it is not, that the 
seller will cure all defects to make the aircraft airworthy.

Warranty of Title Conveys clear and marketable title and imposes upon the 
seller the obligation to correct any and all discrepancies

Warranty Bill of Sale Protects the buyer by ensuring that the person acting as 
seller is actually legally allowed to sell the aircraft and is 
conveying clear and marketable title.

If you are thinking of buying an aircraft, protect yourself in the beginning by taking the 
proper steps, it will be well worth your investment.
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