Handling Discrepancies

After the inspection of the plane is completed, but before any corrective action is begun, a list of discrepancies will be compiled.  This list will include items requiring simple adjustment, lubrication, repair, replacement, rigging, and overhaul.  It will include a list of AD’s, recurring AD’s, Mandatory Service Bulletins due and any other items, which may or may not present airworthiness concerns. 

At this point the service department should be asked to give a written estimate of the hourly labor cost and the parts cost for correcting each item.  Based on the concept that the seller is responsible for corrective actions on operational and airworthy items, the service manager can assist both parties with appropriate recommendations with respect to who pays for what.

This is the critical phase.  Who pays for what? Obvious airworthy and operational items are to be paid for by the seller, as agreed to in the “Purchase Offer”.  Of  course, the buyer is buying a used plane, not a new one, and the buyer is paying for the basic inspection and any inspection related items like oil, lubrication, light bulbs, etceteras. However, some more expensive corrective actions may actually add value to the plane, like new tires or fuel tanks.  The buyer and seller might well be advised to split the cost of these types of things, unless they were known prior to the offer and considered at the time of the offer. 

If the seller is unwilling to pay for something, the buyer can walk away from the deal, leaving the seller with the burden of paying the whole thing [the plane will need to be made airworthy, so it can fly and be sold to someone else]. 

If the buyer is unwilling to pay for inspection related corrective actions or a split of “value added” corrective actions, he jeopardizes the loss of the time and money invested so far in the process.  As a result, it is beneficial to all concerned to work hard for a “win-win” solution!  Read Stephen Covey’s chapter on “win-win” in his book on the “7 Habits of Highly Effective People”. This is where the relationship developed in the initial search and evaluation stages will pay big dividends.  If the buyer and seller still are not able to reach an agreement, it may pay to bring in an independent third party.   

The service department will develop two separate accounts and work orders for invoices at this time.  Or, the seller may agree with the buyer to reduce the selling price by an agreeable amount and have the buyer pay the bill. In case of additional discrepancies found during the actual corrective action phase, it is best to agree up front on how to handle these items, if different from what has already been agreed to.

