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AL seeks to purchase aircraft at sizable OEM discounts, reap benefits of long-term profitable leases, and 

monetize assets at optimal point in residual value cycle

Sell Assets 

and Re-

Invest 

Capital

Since Air Lease Went Public in 2011:
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The expansion of the global middle 

class is expected to continue in the 

next two decades

By 2030, the middle class is 

expected to account for 68% of the 

total worldwide spending and 

represent some 4.8 billion people

By 2030, households around the 

world will spend an estimated $91 

trillion. This is almost 50% higher 

than in 2020. Of the $100 trillion of 

consumer spending, 68% is 

expected to be spent by the lower-

middle class (38%) and the upper-

middle class (30%)

The growing middle class offers significant tailwinds to long-term air travel demand

Upper Group

Middle Group

Lower Group
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Consumers prefer 

travel and experiences 

over goods1

What Percentage of Consumers Plan 

to Spend the Same or More on 

Travel, Compared to Pre-Pandemic?

Consumers have quickly returned to long-term 

trends; spending more on services over goods

1970 2025

69%
($14.0T)

51%
($0.3T)

50% 48% 43%

60%
49%

36% 38%
33%

30%
42%

86% 86%

76%

90% 91%

Spend More on Travel Spend About the Same on TravelGrowth of Service 

Industry 2
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On a historical basis, current ticket prices remain a bargain

Average Airfare between New York - London 
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AL has a proven ability to place aircraft ~18 – 36 months in advance of delivery with increasing scale
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✓ ✓ ✓
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