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Public vs. Private Aircraft

Sale Strategy Guide
Choosing the Right Approach
for Your Aircraft Sale

Whitepaper by David Fisher
Aircraft Appraisal Expert -- Western Aviation / Sr. Aircraft Appraiser (ASA) / USPAP Compliant Reports

Executive Summary

Not every aircraft sale should be handled the same way. Some aircraft benefit from broad public
exposure across aviation publications and listing platforms, while others may be better served by a
targeted, confidential, or phased outreach strategy. The right approach depends on the aircraft, seller
goals, buyer demand, market conditions, and the need for confidentiality.

A public listing can create visibility and attract inbound interest, but it can also expose the aircraft to
unqualified inquiries, pricing history, market perception issues, and pressure if the aircraft remains listed too
long. A private strategy can preserve discretion and focus outreach on likely buyers, but it requires strong
buyer intelligence, disciplined follow-up, and credible market positioning.

This guide helps aircraft owners compare public and private sale strategies and determine how to reach the
right buyer under the right conditions.

The Core Question

The question is not simply whether to list the aircraft. The better question is what sale strategy gives the
aircraft the best chance of reaching the right buyer under the right conditions.

Public Aircraft Sale Strategy

A public strategy involves advertising the aircraft across aviation listing platforms, publications, and market
channels. When appropriate, aircraft for sale can be advertised on leading aviation publications and listing
platforms to maximize visibility.

e Reach a broad buyer audience

e Increase market awareness

e Generate inbound inquiries

e  Attract brokers, dealers, and direct buyers
e (reate competitive interest
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Potential Public Sale Challenges
e Unqualified inquiries

e Public price history

e Market perception if the aircraft sits

e Competitor visibility

e Pressure to reduce price

e Loss of confidentiality

Private Aircraft Sale Strategy

A private strategy focuses on discreet, targeted outreach to likely buyers. David's proprietary database of
more than 200,000 prospective buyers and sellers can be especially valuable in a private or targeted sale
strategy.

e Preserve confidentiality

e Test market interest

e Avoid unnecessary public exposure
e Reach more relevant buyers

e Maintain pricing control

e Reduce unqualified inquiries

Hybrid Aircraft Sale Strategy

Many aircraft benefit from a hybrid approach that starts with confidential outreach before moving to broader
public exposure. This may include database-driven prospecting, targeted buyer conversations, selective
broker communication, and professional marketing materials prepared in advance.

This allows the seller to test market interest, identify serious buyers, and gather feedback before deciding
whether a public listing is needed. If broader exposure makes sense, the aircraft can then be advertised
through leading aviation publications and listing platforms with stronger positioning already in place.

How to Decide Which Strategy Is Best

e How confidential does the sale need to be?

e How strong is current buyer demand?

e Isthe aircraft common or unique?

e Are there obvious likely buyers?

e Does the aircraft need broad exposure?

e  Would public listing help or hurt perception?
e  Are similar aircraft already on the market?
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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.

Ifyou'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!
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