MBTA MEETING 2/9/06

Westin Hotel, Southfield, Mi.

Round Table members meeting – 35 attending- 12 direct members.

Topic: Benchmarking Your Procurement Practices.

Facilitator: Scott Gillespie, CEO Travel Analytics

Attendees were separated into groups: airlines, hotel, ground transportation, GDS, agencies, then 3 travel buyers were placed at each of the groups.

Structured discussions took place on certain topics with buyers leading the discussion and suppliers adding their ideas.

Travel Policy – Buyers: what are key polices you use, what struggles did you have to get the policy changed, or struggles or successes in obtaining compliance.

Suppliers were instructed to feed back some best practices back to accounts.

5-10 minute conversations took place at each group.

Discussion:
Any input on how to achieve higher contract compliance?
Discussion of corporate managers travel program. There seems to be no standard on corporate credit card usage. Also some companies don’t have a solid handle on total air volume There is a need to focus on travel policy enforcement this year.

Reimbursement is a way to force policy compliance, with one Direct Member sighting that they have denied funds to travelers who have violated policy.
Online booking tools are one of the strongest means to drive policy compliance.
It is important to measure where the compliance is. Measurement System should be in place -Using reports can show how not using the system creates higher costs.
From the airline perspective would like to see strong travel policy, need company support. Looking at big picture, travel managers need to communicate to the traveler. More emphasis should be on supporting the contracted carrier, not necessarily using the lowest fare in some markets. Using lower fares in certain markets can provide savings in small markets but it does not provide overall savings. This can put a major airline contract at risk for cancellation.  Discussion that corporations will almost always use the lowest fare in the market, and the major airline should adjust their pricing to match.  
Profit starts with individual accountability.  Make reimbursement an issue. Don’t reimburse if travelers don’t follow company travel policy. 2 companies do not reimburse if travelers are out of policy. 

It helps with compliance if airline reps have relationships with agency res staff for problem solving.

Buyers rotated and changed tables. 

New topic:  Sourcing – what process is used to decide when and why to renegotiate contracts? How often do you do this? Any triggers in mind?  What are you looking for?  How clear are you on goals? What do suppliers find is not working?
Sourcing: What is trigger to renegotiate contract.

Change in vendor’s stability (bankruptcy)

Service issues

Change in Account Manager (contact)

What corporate culture mandates – savings, good service?
How do suppliers see RFPs? Need an understanding of why the corporation is going out to bid. This is an opportunity to think out of the box. It’s a good validating process. 

How clear are your goals when you go out to bid?  

Give examples of clear goals...
Service to travelers – as good as incumbent?

Make sure number of seats in market can meet corporate needs.

Sometimes corporations are willing to pay more if the service level is there. 

Suppliers need to be able to contact corporate travel manager if there are questions on RFPs. Many times there is not the opportunity for that.

It’s not very easy to evaluate quality, price is easy to evaluate.

Suppliers – how are you defining quality?  The Account Manager piece provides quality communication to corporate travel manager; however, travelers are listened to as well.

With a mandated program quality must be there to keep travelers happy.

Pricing is key... but doesn’t not always sell. Long term quality and good service is more and more important to purchasing decisions. How do suppliers define quality?
What measures managers use to determine quality?

Question to buyers – when buyers look at value added (memberships, upgrades, etc), do you put a value on this. Answer – airlines put a higher value on value added items than corporate managers do.  
A good suggestion for travel managers is to pass on travelers’ comments to the vendors, both good and bad.   This can be accomplished through survey, and even corporate intranet discussion threads or Bloggs. 
Best Practice:  A system is set up that a when person returns from a trip, they receive a survey of 5-6 questions on service levels of the agency, car, air trip. Survey goes to company and suppliers. 

How do buyers communicate problems to suppliers?. How do you handle problems that could put the contract in jeopardy? 

It is Important to set realistic expectations with suppliers and travelers and to define them. 
Suppliers should reinforce the quality of their product to the company. 

Communication is most important.  Quarterly reviews are important where all issues can be discussed.

Personal meetings are important at least quarterly.

Vendors – if not awarded the bid, would like to be able to talk to the travel manager to determine why they didn’t obtain the bid. Only 50% corporate managers bother to respond.

MBTA - Business Meeting – Feb 9, 2006 12:40pm ~ 1:05pm
Jack attended Leadership meeting 2 weeks ago and came back with lots of good topics and ideas.
MBTA web site – please go to it frequently. Click on past meeting, and find minutes,. Who attended previous meetings, see meeting PowerPoints. History of prior meetings will be on line. 

Education

Education day – Our focus is to have a successful Education Day in 2006.  The date is tentatively set for 10/13/06 and will be a joint venture with OVBTA. We would like to do this annually and will consider sponsorship for lunches and breaks. For Certified Corporate Travel Executives (CCTE) 1 elective credit, 6 hours of educational sessions are required. Student must attend all sessions.  To obtain the CCTE full accridation, a Student must be a member of NBTA and attend 2 weeks of core classes and 5 electives.  This process typically takes 2 years.  A quick count of attendees at today’s meeting revealed that we had 3 members present with their CCTE.  The MBTA education day must be approved in advance by NBTA in order for us to offer 1 elective. 

Maurice from DaimerChrysler has agreed to become the chairperson of Education Committee.
In October 2007 MBTA will host Chapter’s Presidents Meeting. We will consider holding an Education day the day before President’s Council. We will need to obtain sponsorships from any member organizations desiring exposure to this elite group of travel professional.  Typically 40 Chapter Presidents attend, as well as the senior staff of NBTA.  We will need sponsors for breaks, meals and evening events.  More information to follow. 
GoLightly

GoLightly Career and Technical Center School. Bill Underdown spoke for GoLightly. This is part of a high school program giving students the opportunity to become immersed in the travel business.  

GoLightly has a 95% graduation rate from Detroit Public Schools. 

A fundraiser for GoLightly is being held at the Detroit Athletic Club 3/3/06. The focus it to raise scholarship funds.
Your contribution is tax deductible.  Hoping to obtain 400 attending fundraiser. 

Treasury – no changes in account balance since the annual meeting, as we have not charged any dues yet.  

Membership - membership form on line, but need a paper copy faxed or mailed in. 

Meeting planning – April 6 is spring break for Western Michigan. Consider moving date for next meeting to April 11 or April 27.  Jack asked if anyone had any thoughts or conflicts for the proposed change of dates. 

Golf outing- 6/8 will be a shot gun start. Will offer hole sponsorship to make some money for our education day.  

Membership:

As an incentive to direct buyer travel managers, MBTA will award $100 AX gift check for perfect attendance for the entire year.. (or five consecutive “regular” meetings).
Allied or Supplier side will have logo lapel pin for perfect attendance.

Paid direct members can bring boss to 1 meeting annually complementary.

We are going to provide a new category of membership for educators of industry students.

A Membership drive is being worked on. Debbie Graves will report on this 

Government Committee – documents will be posted on web site to save time.  Thank you to Rene and George for all their hard work in this area.
Charity – 2005 April -  $209 Project Hope, June $595 Golightly, Sept. $770 Red Cross and MBTA  matched the funds. Dec.  $640 Gleanders Community Food program. Auction $960 for north Oakland Medical Center and Child Help USA.
Total for 2005 $4,134.00.

Feature Program

Travel & Procurement: Getting the Best of Both Worlds

Speaker: Scott Gillespie, CEO Travel Analytics

50 attendees
Powerpoint on MBTA website.

Questions:
Strategic Sourcing – any stories of costs going up with airline negotiations?

Yes, worthwhile supplier being thrown out for wrong reasons.

Qualified supplier displaced for no good reason other than to send a message to other suppliers that there is new management in place. Costs did go up .. 

Simplified Fares threw a wrench into cost savings for corporations. How to measure cost savings? The Solution – check cost per mile . Airlines wanted to make corps whole by lowering discounts and lowering fares. Testing was done and found a wide variety of results. Some companies came out ahead with savings, but some showed their cost per mile up. In some cases, airlines gave concessions to those whose costs went up.

The program demystified the supplier and corporation views.

