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STRONG AND GROWING INDUSTRY IN THE USA



THE PRIVATE AVIATION ECOSYSTEM



cons

• Highe r p e r-hour ra t e s

• Lim it e d  ava ilab ilit y 
d uring p e ak t rave l t im e s

• Lim it e d  ava ilab ilit y 
d uring p e ak t rave l t im e s

• Ad d it iona l cos t  fo r p e ak 
t rave l p e riod s  and  
up grad e s

• Up fron t  cap it a l 
inve s t m e n t  

• Lim it e d  ava ilab ilit y 
d uring p e ak t rave l t im e s

• Sam e  c re w and  a irc ra ft  
no t  guaran t e e d

• High  up fron t  cos t s

• Manage m e n t  o f c re w, 
m ain t e nance , and  
re gula t o ry com p liance

• De p re c ia t ion  o f asse t

CHOOSING YOUR FLIGHT 
PATH

p ros

• No up fron t  cap it a l 
inve s t m e n t

• Fle xib ilit y t o  choose  
d iffe re n t  a irc ra ft

• No re sp ons ib ilit ie s

• Fle xib le  acce ss  wit hout  
com m it m e n t

• Sim p lifie d  b ooking 
p roce ss

• Fixe d  hourly ra t e s  

• Acce ss  t o  fle e t  o f 
a irc ra ft  wit hout  fu ll 
financ ia l b urd e n  o f 
owne rsh ip

• Profe ss iona l 
m anage m e n t  o f a irc ra ft  
m ain t e nance  and  
op e ra t ions

• Com p le t e  con t ro l ove r 
sche d uling and  
cus t om iza t ion

• Sam e  c re w e ach  fligh t



FINDING THE RIGHT 
SOLUTION

C h a lle n g e  t h e  c lie n t

Pro vid e  o p t io n s

G e t  t h e  fa c t s

Do n ’t  se ll w h a t  yo u  h a ve

Why do you think you need this?

Ra ng e , o p s c o sts a nd  a nnua l 
b ud g e t

No t a ll c lie nts will fit  with the  mo ld  
tha t the y think.

Te ll the m no t to  b uy a nything , se e  
wha t the y sa y



Assemble the team
⚬ Aircra ft  Broke r
⚬ Avia t io n  At t o rne y
⚬ Avia t io n  CPA/Tax Sp e c ia lis t
⚬ Asse t  Manage r /  Consu lt an t

THE DEAL TEAM



Tax
• Tax Planning Strategy
• Ownership Structure
• Operation Type
• Depreciation

Broker
• Budget
• Operational/Range  

Requirements
• Market  Insights
• Resale Value

HOLISTIC 
APPROACH

Asse t  Man age r
• Miss ion /Pe rfo rm ance  

Re q uire m e n t s
• Chart e r Marke t  In s igh t s
• Op e ra t ing Cos t  

Com p arison
• Ongoing Op e ra t ion a l 

Sup p ort
• Cre w re cru it m e n t  and  

com p e nsa t ion

Le ga l
• Owne rsh ip  St ruc t u re
• Re gula t o ry Com p liance
• Cont rac t  Re vie w

Le n d e r
• Risk Profile
• Pro je c t e d  Annua l 

u t iliza t ion  
• Op e ra t ion  Typ e



THE PRICE OF FLIGHT



Le t t e r  o f 
In t e n t

LOI

De p o sit  in

Escro w

Visua l an d
Fligh t  De m o

Purch ase
Agre e m e n t

APA

PPE/ PPI
Pre  

Pu rch ase
Clo s in g

Attorney

Tax ad vice

MRO

Mgm t  Com p any

Broke r

THE DEAL PROCESS
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LET’S CONNECT
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