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Aircraft Seller Strategy Guide 
How to Position, Price, and Sell  
an Aircraft More Effectively 
Whitepaper by David Fisher 
Aircraft Appraisal Expert -- Western Aviation / Sr.  Aircraft Appraiser (ASA) / USPAP Compliant Reports 

Executive Summary 
Selling an aircraft is not simply a matter of placing it on the market and waiting for offers. A successful 
sale begins with an informed strategy that considers aircraft value, buyer demand, maintenance 
status, market timing, transaction risk, and the most effective path to qualified buyers. For aircraft owners, the difference between a passive listing and a well-planned sale process can affect time on market, negotiating leverage, buyer confidence, and final transaction outcome. Pricing must be supported by more than optimism; it should reflect current market conditions, comparable aircraft, technical condition, records quality, and the likely buyer pool. This guide outlines how sellers can prepare, position, price, and promote an aircraft more effectively before going to market. The objective is not just to advertise the aircraft, but to support a more strategic, better-informed transaction. 
Why Aircraft Sellers Need a Strategy Aircraft buyers are more informed than ever. They compare available inventory, engine programs, maintenance status, avionics, damage history, asking prices, and recent transaction behavior before engaging seriously. 
• Unrealistic pricing expectations 
• Extended time on market 
• Weak or unqualified buyer inquiries 
• Reduced negotiating leverage 
• Surprises during pre-buy inspection 
• Price reductions after listin
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Step 1: Understand the Aircraft's True Market Position Before selling, the owner should understand how the aircraft compares with the current market. 
• Make, model, and year 
• Total time and cycles 
• Engine and APU status 
• Engine program enrollment 
• Avionics configuration 
• Paint and interior condition 
• Maintenance status 
• Inspection timeline 
• Damage history 
• Comparable aircraft availability 
• Recent sale activity 
• Current buyer demand 
Step 2: Price With Evidence, Not Optimism Pricing too high may cause an aircraft to sit. Pricing too low may leave money on the table. A sound pricing strategy should consider appraised value, comparable sales, current inventory, aircraft condition, maintenance exposure, seller timeline, and negotiation margin. 
Step 3: Identify the Most Likely 
Buyer Pool David's proprietary buyer and seller database provides a broader view of potential buyer interest than public listings alone. 
• Current owners of similar aircraft 
• Operators likely to upgrade 
• Owners likely to downsize 
• Prior buyers of comparable aircraft 
• Corporate flight departments 
• Family offices 
• Owner-pilots 
• Brokers and dealers 

Step 4: Use the Right Marketing 
Channels When appropriate, aircraft for sale can be advertised across leading aviation publications and listing platforms to maximize exposure. Public visibility and targeted outreach should work together. 
• Premium aviation listing publications 
• Direct database outreach 
• Broker and dealer relationships 
• Targeted buyer campaigns 
• Professional aircraft photography 
• Specification sheets 
• Email marketing 
• Confidential outreach when needed 
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Common Seller Mistakes Aircraft sellers often run into trouble when they treat the sale as a simple listing instead of a strategic transaction. Common mistakes include relying only on public asking prices, overestimating buyer demand, delaying records preparation, failing to qualify buyers early, and ignoring market feedback. Limited inquiries, weak offers, repeated objections, or extended time on market may signal the need to adjust pricing, positioning, outreach, or documentation. A stronger sale strategy starts with accurate valuation, organized records, qualified buyer outreach, and a willingness to refine the approach as the market responds. 
 

ABOUT WESTERN AVIATION Established in January 2000, Western Aviation brings decades of hands-on experience in turbine aircraft and helicopter transactions. The company has bought, sold, imported, exported, leased, and chartered hundreds of aircraft, giving clients practical insight into every stage of ownership and transaction strategy.  For aircraft owners, buyers, sellers, lenders, and advisors who need a dependable, results-oriented aviation broker and market resource, Western Aviation offers the experience, data, and transaction judgment needed to move forward with confidence.  
NEXT STEP: 
If you are considering buying, selling, upgrading, downgrading, or evaluating an aircraft, contact 
David Fisher and Western Aviation for a confidential aircraft strategy consultation. 

If you’d like expert guidance on a current or upcoming sale or acquisition,  
I’m here to help.  

David Fisher Owner | Western Aviation 
Sr. Accredited Appraiser with the American Society of Appraisers (ASA). 
All appraisal reports are USPAP compliant. 
Book a FREE consultation today!  


