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* Inventory levels of available aircratft
down at end of 2005

— 1,650 pre-owned jets available for sale
— Third consecutive year of declining inventory
— 22% reduction in peak inventory levels of 2002

e 12% of in-service fleet available
— Slightly below 15-year average of 13%
— Was 17% at the peak in 2002

 Further decline in available aircraft expected




e Majority of available used aircraft are older
— Not good substitutes for new aircraft
— 78% of available aircraft are >10 years old

* Average asking price: $3.4 million
— 8% above the August, 2004 low

* |In December, average time on market for a
used jet was 286 days

— Above historic norms

Source: UBS Investment Research



 Hot market segment:
— Late model Beech King Air turboprops
— Higher than ever values / low inventories

— According to NARA members:
First-time buyers are finding affordable GA
solutions with pre-owned turboprops



e Summary
— Late model / near new selling well

— Stage 2, high time, damage history, no RVSM and
cosmetically challenged planes not selling



Pressure on older aircraft values

Difficult to insure and finance aircraft over
20 yrs old

Trend for newer, larger cabin, longer range aircraft will
continue.

— 10 year-old or newer models

— latest avionics

— new paint/interiors

— Stage lll engines

— Even first time buyers are looking for comfy cabins, coast to
coast range.



Increase in pilot requirements to maintain insurability

Fractional owners transitioning to whole ownership
— Increase in 15 time owners

Continued equipment upgrades will be a factor

VLJs will be a factor, especially to the older turbo-prop
and light twin markets,

— assuming they can be produced and sold
for around $2 million.

Continued expansion of GA due to increased security
delays on scheduled airlines



 NARA members are bullish

— Half believe 2006 will bring a 10% increase
In sales activity



Immediate availability of a pre-owned aircratft,
as opposed to waiting for a new one, provides
the instant gratification required by a market
rife with pent up demand...and the newer the
better, the bigger the cabin and longer the
range, the more activity.

Matt Harnett, Vice President
Gulfstream Pre-Owned Aircraft Sales



Today’s buyer wants an aircraft that Is
ready to go. He does not want to wait for
paint, interior or avionics upgrades.

A premium can be charged for those
aircraft that are ready to fly.

Michael O’'Keeffe, Senior Vice President
Banyan Air Service, Inc.



Business jet market Is cyclical

But optimism among NARA members prevails
for 2006

Up market can prevail into 2007
Growth In International sales

Refurbishment and aircraft support services
are growing

Honeywell: Expect 54% Increase In aircraft
sales from 2006 — 2009
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