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FROM
THE
PRESIDENT

Visitors to OMNI's Trading Floor
invariably say that our operation
has to be seen to be appreciated.
Even though the OMNI welcome
mat is always out, we know that
many of you can’t take advantage
of the opportunity to visit the floor.
For those interested in first-hand
knowledge but unable to visit our
facility we proudly present this
overview of OMNI.

OMNI occupies a unique position in
aircraft sales, both commercial and
governmental. Our concept of inter-
national representation for aircraft
buyers and sellers has survived the
test of time. Since its inception in
1963, OMNI has provided the cata-
lytic ' third-party link " essential to
the closing of successful aviation
sales and purchases.

In this presentation, we hope to
show you what has made OMNI a
vital element in the marketing and
procurement of new and previously
flown aircraft. Since all of you
cannot accept our open invitation to
visit the OMNI Trading Floor, we
will try here to give an insight into
our operation and the matchless
services we can provide.







“We had outgrown our Jet Commander and felt we
needed a larger plane to serve our needs and it was
through Omni that we were able to secure a Fal-
con Fan Jet eminently suited to our needs.”

Mike Hughey
Imperial Oil Company

“We appreciate very much Omni’s contribution to
the replacement of our Falcon with a Gates
Lear Jet in a complicated, three-cormered deal.
Ommi's handling of their part of the transaction
left nothing to be desired.

Arthur B. Tillman
Senior Vice President
Diamond Shamrock Corp.

The third party agent has achieved its purpose and done a good job when
both the buyer and the seller in a transaction are completely satisfied. This
kind of satisfaction is OMNI’s constant goal. And OMNI attains its goal
through the Jet Trading Floor, an efficient and effective aircraft marketing
system which assures maximum benefits to both parties.

DMNI offers both IIIIUI_EI‘S and sellers
access to the world aircraft market.

Those who conduct their transactions through the OMNI International Jet
Trading Floor gain the benefit not only of dealing with the most skilled and
knowledgeable professionals in the business but also access to the most
advanced technology in the fields of aviation, communications,

and marketing.

Our staff of Marketing Information Directors can bring a buyer or seller up
to date on any of the latest aviation developments which might affect an
aircraft transaction. When the seller works through OMNI's Director of
Appraisals, he has access to all the technical and financial staff backup
necessary to conclude a successful sale. Trades in aircraft are underwritten
by OMNI and international purchases are backed up by irrevocable bank
letters of credit. At the same time, buyers who utilize OMNI's services can
look to the industry’s most creative Aircraft Sales Directors, all pilot/
businessmen, to cope with every conceivable difficulty or problem en-
countered in a transaction. The OMNI Sales Director is supported by an
Accounting and Finance Department staffed with CPAs . . . an Engineering
Department equipped to provide specifications, performance analysis and
contractual services . . . and a Marketing Department aimed at creating and
focusing interest in your aircraft.
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It takes experience (o trade in the
international aircraft market.. .

The complexion of the aircraft marketing business is ever changing. What
is true of the business today may not be true next year, next month, or even
next week. The aircraft market is erratic and fluctuates based on many
economic and other factors. It has a character all its own and an astute
observer quickly realizes that market events are not just one-time occur-
rences but are rather a part of an on-going business flow, composed of all
marketing developments which take place around the world. OMNI is fully
aware of all the complexities of this business flow. In fact, that is why

it exists.

It is OMNI’s responsibility to monitor continuously the pulse of the business
flow throughout the world aircraft market. More and more aircraft buyers
and sellers who come to the Trading Floor are discovering that the potential
market is not restricted to the limited area of their personal or business
contact. OMNI takes great pride in introducing them to the world market-
place. For those who want to purchase aircraft, the Trading Floor makes
available the entire world’s listings; for sellers, OMNI provides access to all
potential buyers worldwide.
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“The recent purchase of our Sabreliner 60 through
your fine organization once again proves
strongly the element of supporting services of
your organization.”

William H. Lane, Pres.
Riviana Foods

The market is there, but support SErvices are essential Io
OMVNI provides them.

OMNI creates an atmosphere that is conducive to assures the aircraft owner who is moving up or down
trading. Although buying and selling aircraft is an the ability to dispose of his present airplane quickly
infrequent activity for most who have aviational and at the highest world bid available. With many -
requirements, a very concentrated and time-consum- transactions taking place on the Floor simultaneously,
ing effort is required to develop the resources to deal it is very possible that an aircraft to be traded can
with all the eventualities entailed. That is where provide the missing link in reaching a satisfying

OMNI comes in, for the buyer or seller who ap- arrangement for all parties concerned.

proaches the Trading Floor can be assured of all the OMNI finances.

necessary support services. Because it has banking associations of long standing
OMNI takes trades. and a financial department that shops the money
Aircraft to be traded are moved quickly with OMNI, market, OMNI can buy any aircraft for cash and
because OMNI provides all the backup services a offer complete financing services which might be

buyer needs. OMNI’s ready market for many models unobtainable elsewhere. OMNI is where banks go for
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“Your diligent efforts in this matter were respon-
sible for bringing us together with a buyer during
a period when the sale of the Jet Commander was
experiencing a soft market.”

A. Sarkis, Director, Traffic
Crucible Steel

DMINI's marketing programs peneirate.

Knowing where all the available aircraft are is vital. Knowing
where all the potential customers are is no less important.
Bringing the two together is the stuff of which OMNI’s
success is made. And the job of bringing the two sides
together falls largely to OMNI's Communications and
Advertising Programs.

The aircraft market is ever growing and ever changing. In
order to keep its public informed of currently available air-
craft, OMNI conducts a variety of direct mail and information
programs. Through these programs, much of OMNI's
network of nationwide contacts is built. Old customers are
kept abreast of new developments; potential buyers and
sellers are exposed to the most efficient system of aircraft
marketing in the world.

In addition, OMNI advertises in all important aircraft
magazines, most major business publications, and business-
oriented newspapers throughout the world. The sales
development program also includes a regular direct mail
campaign, disseminating regular monthly pictorial color
brochures of all aircraft currently listed on the Trading Floor.
Many special promotional pieces, too, are produced: OMNI
regularly mails to over 20,000 aviation-oriented, interested
buyers and sellers. OMNI Information Directors and Execu-
tive Sales Directors then follow through on all inquiries
generated by these mailings.

OMNI also participates in all major aircraft conventions, with
special emphasis on the NBAA Convention . . . OMNI is an
NBAA member.




“Your sales team apparently ‘gets the jump’ on all other aircraft sales organiza-
tions and your data concerning the aircraft movement picture is certainly volu-
minous. Omni seems to us, from our experience, to be about 10 years ahead of your
competitors.”

John F. Bridges, President
Jet America, Inc.

ADVERTISING/EOMMURIGATIONS

Creative conceptualiza-
tion. Copy writing and MARKETING ]
graphic design. Direct Market analysis and program
mail pr?‘graré\s. Media s_evelop.m.entt.. Buyésellrgpmtmuni?a- MARKET RESEARGH
research and program- ions origination. Coordination o : :
ing. Sales pregen%ations. total marketing efforts. Recording Marke't lnformatsor& Dlrect?rs ctall all
Photography and aircraft of actions taken to stimulate buys aircraft owners and operators to =
type photo files. Graphic and sales of specific aircraft. Data 3?5'3!32 g‘;ﬁ)’{l‘}ﬁ?ﬁgrﬁggﬁqg market.  FINANGIAL SERVICES
art production. analysis for market development : : Omni operates its own finance
purposes. e parties fegarding state and leasing companies.
] . : 4 Arranges financing through :
EXECUTIVE SALES BIREGIORS international banks and lending

Businessmen/pilots who develop sales by institutions. Structures pur-

il Pk 4 . les for best
participation as a “third party” to bring about a chases and sa
satisfactory transaction for both buyer and seller. . 232{")%36' rgdvantage to our

Sales directors are well experienced in all aspects AT
of aviation, financing, leasing and related business |

applications. ot
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| 2 NN TECHNICAL SERVICES
7 » \ = i Performs aircraft appraisals.
o A | R - 3 Provides technical assistance
3 N inhundreds of situations arising
@AY <\ N when trading aircraft on the
" 4 international market. Guidance
"/ : inaircraftalteration, customiza-
'-‘.\ ' : tion and mechanical and tech-
A S nical requirements.
! , N 2 TRABING HODR
—r 5> 3 > Registration of new aircrait
£ § W <5 coming on the market. Regis-
> : tration of customers wanting to
1 (s Kurchase otr tr“adeI aircratft.
Xy n ssignment of sales directors
[ "l@ Z ONE ADMINISTRATIVE SUPPDRT to specific trading activities.
@ Computer Back-up for research, sales Purchasing of aircraft for
and lmark(e:tlng. Seci:re:gnal support special needs registered on the
CUSTOMER RECEPTION > ) sarvices, Communications assistance. trading floor.
Inttlarnational in fl?vor ...the p GRT letier program. Malling.
welcome mat is always out. - 3 LSS
Over one half dozen languages COMMUNIGATIONS CENTER
gp_oken on the Trading Floor. WU TLX 89-2587
rooms prowiaea for owi - CONFERENGE ROON ITTTLX ga0208 - oor
customers. Conference capacity from 24 to RCA TLX 248647

30 persons. Audio/Visual equipped.  CABLES: OMNIJET WASH 20037
Quiet and separated from the busy

flow of the Trading Floor.



APPRAISALS

Daily trading activities sharpen the appraisal
skills of Omni experts. These skills are avail-
able by calling the Omni Trading Floor. Fi-
nancial institutions are welcome to use this
service. All are welcome to call when a need
exists.

Efficient trading assures sellers of the highest
cash price for their used aircraft. Omni can
and will buy any size jet or jet fleet on the spot.
Call the Trading Floor anytime.

LEASING

Short term, mid and long term leases and
rentals. Each lease tailored to the need of
- Omni customers. The most innovative aircraft
easing group in the world. Leasing is an
Omni specialty and the Jet Trading Floor is
e place where it happens.
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MARKETING

The Jet Trading Floor represents a complete
breakaway from traditional high-cost aircraft
sales techniques. Marketing—the aggressive
arm of the Omni operation—makes possible
efficient, economical aircraft sales. Your
“access to the world market"” is through an
Omni Marketing Specialist.
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3 RMIRIM |
IRADING |
Aircraft trading is Omni's primary business. |
The Jet Trading Floor, a unique place, is i
“making a market"” for the first time in the
history of jet aircraft sales. All other Omni
functions serve to support the “Floor.” Trade
on the international market—Trade on Omni’s
Jet Trading Floor. |

T PRNTER

FINRNCING
Omni staffs a group of CPA, financial experts.
Omni also has its own in-house tax-counsel.
This imaginative team supervises the assem-
bly of some very sophisticated financial pack-
ages. Instant computer back-upsupportseven
the most complicated programs designed by
Omni experts. Omni's strong credit and fi-
nancial position assures best available rates.




o RCA TLX 248647

OMNIJET WASH 20037

(202) 331-8000

INTERNATIONAL JET TRADING FLOOR
2401 Virginia Avenue, N.W., Washington, D.C. 20057
CABLES

WUTLX89-2587 o WU TWX 710—-822-9236 « ITT TLX 440299
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