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Agenda

ÅIdentification

ÅAnalysis

ÅPotential Strategies



The Issues

ÅInvestors
ïResidual Value Preservation 

ÅDuring Aircraft Remarketing

ïDuring Tenor (Repossession)

ïAt End Of Tenor

ïAt Asset / Portfolio Sale

ÅFor

ïLease Managers And Debt Providers

ïResidual Value Risk Holders



Investment

Å Depends on MKT Penetration

Å Penetration = Acceptability Leasing 

Company 

Limits the Use 

of PMA

Lower 

Market Value

Smaller 

Market Size

Incentive to break the cycle



The Issues

ÅInvestors
ïResidual Value Preservation 

ÅDuring Aircraft Remarketing

ïDuring Tenor (Repossession)

ïAt End Of Tenor

ïAt Asset / Portfolio Sale

ÅFor

ïLease Managers And Debt Providers

ïResidual Value Risk Holders

ÅTechnical Managers
ïOEM Support During 

ÅPurchase

ÅSale

ÅTransition



Technical Management

ÅTime Pressure
ï Immediate Responsiveness

ïOEM Product Support Engineering Organizations

ÅDocument Review And Research
ïTech Pubs Support

ïAs Delivered Configuration

ïWarranty & Compliance Interpretations & Support

ÅMeeting Return Conditions
ïMaterial Support

ÅA/C Buyer (Lessor) Contractually Gets 

OEM Support Through PA

Ensuring Concerns are Addressed



Issues - Contractual
ñPMA Use Not Allowedò
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