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Case Objectives and Use

When you are busy building a young business, should you really spend time developing an exit strategy?  Eric Giler, CEO and Al Bishop, President of Executive Air Charter, need to do exactly that.  While their small ($5 million) private air charter business is only three years old and about to break even, both men see their involvement ending some time in the next 10 years.  How to grow the company is partially dependent on their decision of which outcome they want to pursue.  The options include: just letting the company grow without any additional effort to become a $10 million firm, growing to $20 million by becoming a company that also manages aircraft owned by others, or selling the company outright.    The case is based on field research and is appropriate for courses in Small Business & Entrepreneurship at the undergraduate, graduate and executive levels.

Case Synopsis
The case is about a small, private air charter firm, located about 20 miles outside of Boston, MA.  It was started in 2003 by Eric Giler as CEO and Al Bishop as President to provide private air service utilizing a fleet of one turboprop & three jets.  Bishop handles day to day operations based on his 20 years of experience in the air charter industry.  Revenues should reach $5 million even this year and the company expects to break.  Revenues were driven by three elements: private charter clients, an on-call agreement with the New England Organ Bank to transport human transplant organs, and an agreement with Boston Medflight to provide a fixed wing aircraft and crews for emergency and other medical flights. 

Both men are in their early 50’s and are considering how to grow the company and their ultimate exit strategy, since they would like to retire some time in the next 10 years.  Current growth options under consideration are just letting the company continue its current growth and gradually becoming a $10 million company.  Alternatively, the company could become a $20 million company by expanding the business beyond air charter of its own fleet by adding management of aircraft owned by others.  A third option is to sell the company outright to another firm in the air charter industry.
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