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A few years ago, I was surprised to receive a call
from an analyst at UBS, the global financial services
firm, who asked me general questions about the
used-jet market. Since then, this analyst has broad-
ened his research, and he now regularly polls the
players in the field, including brokers and dealers. I
suspect this is a sign that our industry is maturing
and that UBS views used-jet transactions as an indi-
cator of new aircraft sales.

As I read a recent UBS report, at any rate, a call-
out on the cover caught my eye. In part, it said, “De-
spite the sharp increase in our willingness and
inventory components, the majority of our respon-
dents still see a flat-to-down market over the next
year.” I laughed, as I think that statement speaks to
the mistrust dealers and brokers have–and rightly
so–after any extended up market. Like UBS, many
brokers and dealers work off market research, but de-
cisions often come from gut feelings. In fact, I’ve
never met any dealer or broker who felt truly com-
fortable about any market–up or down.

More than 20 years ago, I met with one of the
granddaddies of the used-jet business. During our

talk, he wasn’t sipping green tea or a frappaccino,
but Maalox, and not from a teaspoon. This field is
not for the faint of heart. Unlike manufacturers who
produce a product, used-jet purveyors have to buy or
list an aircraft before they can begin to sell it. And
once it sells, they have to go through the same
process again and again.

New and used jets are hot now and several indi-
cators support a continued run, but that doesn’t
mean life is any more relaxing now for those in the
used-jet business. In fact, many in the field would
rather see a flat market than a hot one, as the former
means inventory for purchase or listings is more
abundant. Right now, some finance companies re-

port that though they provide dealers with funds for
speculative jet purchases, many of those funds are
not being employed. It’s not due to a soft market,
but rather to a lack of wholesale opportunities in the
currently robust one.

How long will that market last? Like any other
business, the corporate jet trade is cyclical. But
predicting the duration of a cycle is diff icult.
Looking back, 9/11 in 2001 brought about the last
downturn and the previous one was about 10 years
earlier. This may in part be why several re-
spectable f irms have suggested that the current
activity level may be sustained, with small ad-
justments, well beyond 2010. o
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Few highways have achieved the popularity of
U.S. Route 66, which for years led motorists from
the frigid winters of Chicago south to St. Louis and
then clear across the country to the warm breezes of
Los Angeles. As Nat King Cole famously sang, “If
you ever plan to motor west, travel my way, the high-
way that’s the best/Get your kicks on Route 66.”

Route 66 as an official highway no longer exists.
But hundreds of miles of it remain intact, much as
they were in the route’s glory days, with dramatic
scenery and other sights little changed.

Now, Ride and Fly Tours (www.rideandfly-
tours.com) is offering customized tours of sections
of Route 66 that include a charter aircraft ride to
the starting point of your choice. There, a motor-
cycle awaits for your trip into nostalgia. At the end
of the ride, your private aircraft is ready to take
you home again.

Ride and Fly Tours–which offers similar trips to
other destinations throughout North America and
in South Africa–handles all the arrangements, from
itinerary and accommodations to sightseeing side
trips and aircraft charter.

Most of those who fly in and rent a motorcycle
come from outside the country, according to Ride
and Fly president and owner John Garwood. U.S.
clients more often ride their own machines to the
starting point for the tour, or have Ride and Fly
arrange to have it shipped. –K.J.H.

Get Your Kicks on Route 66

Ride and Fly president John Garwood with a Beechjet 
charter and his own road ride, a Honda ST1300.

Bryan A. Comstock is president of Jeteffect, Inc., a jet
sales and acquisitions firm based in Long Beach, Calif.

PREOWNED by Bryan A. Comstock

THE PRICE OF AIR CHARTER 

*Prices are for one-way flights and do not include aircraft positioning charges, 
fuel surcharges and other possible expenses, such as catering and airport landing
and ramp fees. Source: Air Charter Guide (www.aircharterguide.com)

Average Hourly Rates*
National South Central U.S.

Now Year ago Now Year ago

Bell 206 $807 $756 $830 $788

King Air 200 $1,198 $1,170 $1,178 $1,172

Citation II $1,776 $1,752 $1,813 $1,760

Learjet 35A $2,026 $1,992 $2,021 $1,954

Hawker 800A $2,902 $2,923 $2,929 $2,915

Falcon 50 $3,669 $3,617 $3,482 $3,408

Gulfstream III $4,451 $4,365 $4,467 $4,450

What you’ll pay for charter varies not
only by aircraft but by region. Here
are the average per-hour rates for
popular aircraft nationally and in the
South Central U.S., now and a year
ago. Look for price data for other
parts of the country in future issues.

No. Average Average
in Percentage price price

Model operation for sale 2005 ($M) 2007 ($M)
Beechjet 400A 348 10.0 3.5 3.3

Premier 1 131 7.0 4.1 4.7

Citation CJ2 241 6.6 5.0 5.0

Learjet 45 280 6.7 8.2 7.1

Astra SPX 59 13.5 8.3 8.0

Hawker 800XP 444 5.8 9.7 8.8

Gulfstream G-200 145 6.8 18.3 13.8

Gulfstream IV 212 10.3 16.1 16.8

Challenger 354 6.4 17.8 21.2

Falcon 900B 130 3.8 17.0 20.8

Some Popular Preowned Models

Note:  Averages are based on published asking prices. Such prices are not
available for all aircraft on the market. Actual selling prices may vary.
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