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Guardian Jet Delivers 

Moore in Florida
BAM sat down with Mike Moore to discuss his appointment as 

Regional Sales Manager at Guardian Jet in Florida

“ Stepping into this role in Florida is 
especially meaningful. It is one of the 
fastest-growing aviation markets, and it 
presents a tremendous opportunity to 
build relationships and deliver value in 
a very dynamic region.”

W
ith more than 30 years of experience in 
private aviation, Mike brings deep expertise 
in aircraft sales and acquisitions, aircraft 
management, and charter operations. 
His consultative, transparency-focused 
approach aligns closely with Guardian 
Jet’s emphasis on data-driven decision 

making and client outcomes.

Q: Congratulations on your new role at Guardian Jet. 
Drawing on your extensive background, what motivated 
you to join the team as Regional Sales Manager in 
Florida, and how do your long-standing values and 
market insights shape your approach to serving clients 
in this position?

MM: I’ve had the opportunity to work with Guardian Jet 
several times throughout my career. In recent years, I 
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“ The Vault Powered by AI is Guardian Jet’s 
proprietary platform that aggregates and 
analyses real-time market data using artificial 
intelligence. It not only tracks aircraft values, 
availability, and transaction trends, but also 
helps clients manage their aircraft like assets 
in a portfolio.”

competed against them, so I was genuinely excited when the 
opportunity came to join the team as Regional Sales Manager. 
Stepping into this role in Florida is especially meaningful. It 
is one of the fastest-growing aviation markets, and it presents 
a tremendous opportunity to build relationships and deliver 
value in a very dynamic region. I’ve built my career on 
honesty and transparency, and those values are at the core 
of Guardian Jet. With access to the Vault’s unmatched 
transaction data and market intelligence, I can give clients a 
clearer path to making the best decisions for their mission. 
Known across the aviation community for my integrity and 
deep market knowledge, I have spent my career guiding 
clients to the best outcomes for their missions, leveraging 
long-standing relationships and strategic insights.

Q: What truly diff erentiates Guardian Jet from its 
competitors in today’s private aviation landscape?

MM: Our bench strength truly sets us apart. Guardian 
Jet has a dedicated trading fl oor with more than 20 market 
researchers and analysts tracking over 130 markets in real time. 
Understanding aircraft  values is at the heart of everything we do, 
and that depth of insight allows us to deliver the most accurate, 
up-to-date data to our clients through Th e Vault Powered by 
AI. In addition, our consulting department provides strategic 
guidance on aircraft  ownership, operations, and transactions, 
giving clients a full spectrum of support beyond just buying 
or selling. Th is expertise serves a prestigious client base that 
includes over 40 of the top Fortune 100 companies.

Q: Can you elaborate on Th e Vault Powered by AI and 
how it transforms the way clients approach aircraft  
ownership and decision-making?

MM: The Vault Powered by AI is Guardian Jet’s proprietary 
platform that aggregates and analyses real-time market data 
using artifi cial intelligence. It not only tracks aircraft  values, 
availability, and transaction trends, but also helps clients 
manage their aircraft  like assets in a portfolio. Even if a client 
isn’t ready to sell, knowing the value of their aircraft  and current 
market conditions can inform decisions around insurance 
limits, depreciation, modifi cations, and strategic timing for 
upgrades. Essentially, it gives clients the insight they need to 
make smarter, more proactive ownership decisions. Clients 
have 24/7 access to this secure online portal, which provides 
complete transparency into every aspect of their relationship 
with us. Th ey can search for new or replacement aircraft , 
monitor replacement markets, review Guardian Estimates 
of value, compare makes and models, and access actionable 
analytics that support better-timed and better-executed 
transactions. Many clients have saved millions over the 
lifecycle of their aircraft  by using these tools to treat aviation 
assets with the same rigor as any other portfolio holding.

Q: How does your personal expertise enable you to 
deliver unique value to clients beyond a standard 
transactional relationship?

MM: I bring over 30 years of experience in aviation, 
including several years focused on buying and selling aircraft 
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for my clients. What really allows me to add value, though, 
is my background in aircraft management. With more than 
20 years in that space, I’m not just approaching this from a 
transactional standpoint. I’m able to work closely with clients 
and guide them through flight operations, maintenance 
management, crewing, and the overall economics of aircraft 
ownership. Combined with Guardian Jet’s experience and 
reputation, it gives me the resources and insight needed to 
help grow the Florida market in a meaningful way.

Q: Do your clients typically fall into distinct buyer or 
seller categories, or do you support a broader range of 
aviation needs?

MM: Not necessarily. I work with individuals, family 

offices, and private wealth managers to help them evaluate 
and optimise their private air transportation solutions. My 
experience allows me to provide objective, independent 
assessments of all available options to ensure alignment 
with each client’s usage patterns, financial considerations, 
and operational requirements. This can include evaluating 
charter solutions, jet cards, fractional ownership, or whole 
aircraft ownership—with the ultimate goal of identifying the 
most appropriate structure for each client.

Q: To what extent does Guardian Jet operate on a global 
scale, and how does that international presence benefi t 
your clients?

MM: Yes, Guardian Jet has a true global footprint. We 
have sales representatives based around the world, including 
Europe, Asia, Africa, Middle East, South America, Mexico, 
Central America, and, of course, the United States. The level 
of experience and talent on our sales team is exceptional, and 
it allows us to provide clients with knowledgeable support no 
matter where they are.

Q: How would you characterise the current state and 
trajectory of the private aviation market in Florida?

MM: The Florida market is expanding rapidly. Over the 
next three to five years, we’ve seen tremendous growth, with 
many aircraft owners relocating from the Northeast. In the 
post-Covid era, we are also seeing an increase in first time 
buyers who live in Florida. Overall, it’s a dynamic and fast-
growing market that presents significant opportunities for 
both buyers and sellers. |BAM
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A One-Day Conference

P H OTO S  F R O M  L A ST Y E A R ’ S  E V E N T

F I N D  O U T M O R E

Thurs 3rd September 2026

HILTON HEATHROW TERMINAL FIVE

POYLE ROAD, COLNBROOK, 

SL3 0FF

F
ollowing the resounding success of BMC25,

BizAv Media, is again co-hosting a one-day 

conference, BizAv Maintenance Conference 

(BMC26), on the 3rd September 2026, in London. 

The conference will feature world-class speakers and 

panellists from across the BizAv Maintenance sectors of 

the industry. 

This is a tremendous opportunity for companies of all 

sizes in the BizAv Maintenance sector to come on board 

and be part of the future of BizAv Maintenance. 

Contact Max Raja at max@bizavltd.com or Roger Baker 

at roger@bizavltd.com for more information.

https://www.bizavltd.com/bizav-conferences/
https://www.bizavltd.com/bizav-conferences/
mailto:max@bizavltd.com
mailto:roger@bizavltd.com
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