April 6, 2006

Baronette Hotel – Novi MI

ROUND TABLE DISCUSSION 

Moderated by Carol Ann Salcito/Management Atlernatives

First Scenario:  How to tell the overweight person next to you they shouldn’t eat the doughnut on their plate.  Purpose of the exercise was to focus on the proper way to communicate and relate it to the travel industry.  Use sensitivity, subtlety and terminology with which the target audience is familiar.  

Second Scenario:  How to tell your spouse you overspent and can’t make this month’s mortgage payment.  Solution: face the problem and admit fault; offer potential solutions.

As the “victim,” be willing to bend; be gracious in not focusing on placing blame.

Third Scenario:  Hubby can’t go hunting because wifey spent too much on a new entertainment system.  Handle the situation with directness and offer positive alternatives.  Relating this to our industry, focus on solutions to the financial problem.  Solicit support by using “we” rather than I; communicate using the terminology of the receiving party and don’t make promises you can’t fulfill.

INDIVDUAL TABLE DISCUSSIONS

Issue:  How to drive compliance when divisions are autonomous and ignore directives to support preferred vendors.

Recommendation: Try to arrange a meeting of all division senior management.  Give a succinct presentation that focuses on the differences in cost per mile to same destination, room night cost, etc. by division. If company is public, focus on need to comply with Sarbanes-Oxley.

Issue:  How to communicate desired behavior without a mandate.

Recommendation:  Create a team of individuals (H.R., I.T., Purchasing, etc.) to update the travel policy. Distribute updated policy under signature of senior management to achieve maximum compliance.

Issue: How to communicate to employees with regard to airline strikes, bankruptcies, etc.

Recommendation: Once a strike date is announced, encourage travelers to book through the agency rather than through the online booking tool to ensure employees are fully informed.

Issue: How to find mutual ground in negotiations.

Recommendation: Reduce in some areas in order to increase in others.

Issue: How to encourage employees to book through the travel agency rather than via the internet.

Recommendation: Communicate to employees the added value of compliance (usage reports, reports for security purposes, etc.)

BUSINESS MEETING

Demonstration of functionality of MBTA website.  Members can register for future meetings at any time.

Friday, 10/13/06 is our joint Education Day with OVBTA; CCTA credit will apply. 

Golf outing is June 8, 2006, at St. John’s in Plymouth.  18 holes; shotgun start.  Money collected for hole sponsorship will be applied to the Education Day.

$16,494.26 in Treasury as of 3/1/06.  Dues brought it up to $24,990 as of today; will be close to $28K after today.

Government Relations report – George McMullen:  TSA is on track to launch the Registered Traveler program in mid-June. Corporate travel policies may be impacted (will companies pay for registration?).   Secure Flight will replace the government TSA list.  TSA is inspecting companies that ship cargo on passenger aircraft and all employees (including George) are scrutinized.  Hooters Air has dropped service, but Hooters restaurants are holding firm.

Charity – Jean Korleski:  First raffle of 2006 will be at the June golf outing; recipient of proceeds to be the Smile Train.  Members urged to donate generously and bring checks.

Education Day – Maurice O’Steen:  The day will offer 6 hours of CCTE credit.  Scholarships of $100 towards CCTE certification or NBTA are available from the  NBTA Chapter President’s Council.  Per William Murray, the NBTA Foundation also has scholarships.  NBTA is in Chicago in mid July; more information is available at www.NBTA.org.  If attending, be sure to sign up for the Chapter Chat breakfast.

Membership – Debbie Graves:  New co-chair is Lisa Rezin.  Any member who refers a potential Direct Member who joins MBTA will receive a $100 gift check.

PROGRAM:  COMMUNICATION STRATEGIES to DRIVE ADOPTION of TRAVEL POLICY & PREFERRED VENDORS – Carol Ann Salcito

Know your audience; know your objective.  Keep it simple. Create buy-in to drive travel policy adoption. Design a travel policy that can be measured. Involve “black cloud” travelers in policy development.  Solicit input from your designated travel agency, corporate card provider, preferred suppliers, and your senior management.  Employees must have access to the policy and be aware of the penalties for non-compliance.  Non-compliance enforced just once will have major impact on future compliance.  Don’t be afraid to change.  Communicate industry changes (e.g. charging for an aisle seat) immediately so travelers are informed.  The online booking dilemma: How to communicate the pros/cons of using the designated agency vs. using an online booking product. Recommendation: Issue ‘Peer Pressure” reports comparing divisions.  A copy of Carol Ann’s presentation is available on the MBTA website: www.MichiganBTA.org.

Q&A:

What to do when travelers find a lower airline rate online than was quoted by the designated agency?  Request that the traveler immediately fax the designated agency the exact information and give the agency a chance to meet or improve on the rate.

What to do when the supplier (i.e. a car rental company) offers a lower rate at their site than the traveler is given from the designated agency?  Put a caveat in your car rental agreement that states as long as the corporate discount ID is used, all benefits apply.

