WORLD-CLASS EXPERTISE COMPANY

AIRCRAFT SALES, MARKETING &
OWNERSHIP STRATEGIES




WE FIND THE BEST CREATIV, V THE WORLD OF AVIVIATION

able to purchase aircraft ourselves,
facilitate trade-ins, and organize
creative solutions to non-standard
situations.

This flexibility sets us apart and
benefits our clients with reduced
exposure, financial savings, and
alleviates stress. Ultimately, our goal
~will always be to satisfy our clients.

An effective sales effort requires an in-depth knowledge of aviation in
the global market, It is at this point where Gari Aviation plays its best
role.



RECOGNIZED

es in a market that
changes daily

es, the business of selling aircraft has

o a level of sophistication few would have

anticipated . The information age has completely

changed the marketing strategy, necessary skills, and

tools required to effectively find a buyer for your
aircraft.

Further, it depends on confidence among industry
professionals that their clients will be treated with
professionalism and honesty.

»Market survey and analysis prior to listing.

» Decision making of appropriate price points and conditions of
sale.

> Defining seller’s requirements and expectations.

> Assistance with advisors on aviation, aircraft, legal, and
transactional matters.

»Comparative marketplace strengths of a subject aircraft, initial
visual inspection and review.

»Prompt professional inquiry response and sales presentations.
»Coordinated aircraft viewings, inspections, and
demonstrations.

»Advisement and negotiation of offers, documentation and
escrow requirements.

»Coordination of technical inspections, including: facility, scope,
and conditions.

»Negotiation and oversight of discrepancy remediation.

> Global acceptance, closing, and aircraft delivery




NOW EXIST.

sitions  currently require an
aggressive  yet coordinated and
meticulous approach. In certain markets
there is limited inventory available.
In other markets, there exists a
saturation of options leading to
information overload; here we possess
the technical knowledge and business
experience to recognize the best
— , opportunities, taking into account all
M factors.
. In sum, we are able to offer our clients
possibilities that no others can. And once
a selection has been made, we run the
show. The end result is your aircraft, on
your terms.
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»Market survey prior to acquisition
»Decision making of client requirements and conditions of purchase.
»Defining purchaser’s requirements and expectations.

»Assistance with advisors on aviation, aircraft, legal, and transactional matters.
»Comparative marketplace strengths of a subject aircraft, initial visual inspection and review.
»Coordination of technical inspections, including: facility, scope, and conditions.
»Negotiation and oversight of discrepancy remediation.

»Global acceptance, closing, and aircraft delivery.




THE PROCESS G

We endeavor to provide you with the best service when purchasing
or selling an aircraft internationally so that your only decision will
be to select your next destination.
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4203 ext.107
+1(813) 810 8575

877-791-
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Web: www.gariaviation.com

Email: gerard@gariaviation.com

o
oN
++
[}
=
=
(Vs
o
=
(a'a)]
[}
| .
o
=
()]
e
()]
m
Z
(oY
o
(V]
(QV]




