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// S poilt for choice” is an English cliché. For owners of corporate aircraft
looking for a registration jurisdiction. It has never been more valid. The
market in 2014 is more crowded than ever. When | last wrote for this

magazine (issue 21 — Aircraft Registration: Choose wisely before you buy) | made the

point that “There is quite simply no ‘best’ or ‘one size fits all’ registration”. Two years
later more territories have entered the market while others have opened up existing
registries aiming to attract more business. Is this marketplace now saturated and is
there any room for more?

The large majority of corporate jets remain registered where their owners are
based and in their principal spheres of operation. However, there is a high value
group of ‘geographically mobile’ owners operating internationally on a private basis
who are keen to look at other jurisdictions which perhaps offer political neutrality,
discretion and asset protection. It is this market that the registries are looking to
attract.

On 1 May 2007, when the Isle of Man register opened for business, it had three
principal competitors for the offshore market — Aruba, the Cayman Islands and
Bermuda. Just seven years later the Manx register is now the sixth largest corporate
aircraft registry in the world and has just added its 695th aircraft. The Isle of Man'’s
success has been down to a number of factors — the first private register in Europe,
offering competitive pricing, speedy response, excellent customer service and
flexibility. The registry has also been marketed as highly beneficial to the island’s
legal, financial and corporate service providers who service high net worth owners
and their advisors.
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Brian T Richards is a well known civil aviation specialist commentator. Based in Europe with a wide knowledge of the global corporate

and commercial aviation scene, Brian is also a renowned civil aviation photographer.
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The argument has always been that to attract owners of corporate aircraft,
registries must have unique selling points. The Guernsey based Channel Islands
Aircraft Registry (‘CIAR” branded as ‘2-REG’) opened at the end of 2013, claiming
to offer greater flexibility in validating technical and crew standards along with
a substantially lower weight restriction for aircraft it will accept. The CIAR also
offers possibilities for personalisation afforded by its ‘2-* registration prefix albeit
at a far higher price than the Isle of Man’s ‘M-".

Aruba has recently widened acceptance criteria to provide more flexibility;
San Marino has re-launched its existing register, and the Jersey register due to
open by the end of this year will increase competition still further. | am aware of
at least five other jurisdictions looking to enter the market.

While this is good news for corporate service providers like mine with offices
in many of these jurisdictions is it good for the owner? The bottom line answer
is yes. Choice keeps costs competitive, forces flexibility and demands service
levels focussed on the client. While any new registry must compete with the Isle
of Man’s obvious success, there is every reason to believe that this might well be
possible.
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The argument has always
been that to attract owners of
corporate aircraft, registries

must have unique selling points.
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