Ogg Discusses In-Home Agency Operations |

Hy Dwirdre Hlake
SAN JosE, callF, — Tom Ogg of
Tom Opp & Asse, offered tips (o
agents considering the switch
from affice to homa-bazed opers
tons at the recent Travelige |
Trade Show here.

Speaking to a packed house, |
Ogg told his sudience that
change is in the air for the fravel
indhesley. |

“There are more and more |
independent contractors and |
think in five years' time, this will
be the primary marketing (ool of
the industny,” he said. |

“There are more and
more independent con-
tractors and I think in
five years' time, this will
be the primary markel-
ing tool of the industry.” |
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Among the issues facing
agents wishing to work at home
are automation and professional
ism. Opg addressed both during |
his one-hour seminar, entitled
“Operating from Home: Oppor- |
tunity of the s."

|

Viable Move

In regard to automation, Ogg |
said the advances in technobogy
make it viable for agenis 1o
“mave gul of the store fromt and
o e home."

Qg recommends that agents
planning to work from home |
invest in a fax machine, a |
modem, a PC with fairly large
memary  (minimum 30 g
hertz) and a Windows platform, 2
A00dot-per-inch baser printer and
diakup solware.

Dhialup software enables an
agent with a PC and a moden o
“dial ante all the reservations
databases amd work just like
wOUTE I0 n -.u,gq*nn:].',‘ Ogg said.
Sabre, Waorldspan amnd System
One all have dialup capability
Use of the service casts about 57
jper mionth,

In the way of new high tech
products that can aid the out-
gside agent, Ogg mentioned
databases and bulletin boards

Octaber 31, 1994

_ IN BRIEF

[ 13 & new client tells you she

on networks such as Compu-

serve and Internet as great |
ways to keep up on industry |
events,

gather  information

Tom Ogg’s tips for beating
your competition

1} Go online: Take advan-
tage of advances in automathon.

2y Offer off-hour reserva-
fons: Answer your business
phone when it rings in the
evenings and on weekends,

3) Offer in-homs tour and
crudse sales: Make house calls
— take your office te the client.

4) Make sred mall
ings: Keep client prafikes and fol
kwe-up om Fecords, For example,

wanls o o fo Mexicoe next
speing, then remember to Con-
izt the client with suggestions
on Mexico packages when it 13
time to sell spring ravel,

5) Fax to cliemts: Lise (he

i machine to fax broadeast in
your lacal aren. (For example,
to announce a fare war or alert
clients to lHmited-fime  dis-
countsl, A= long as vou only
hraadcast in your anca, it costs
nothing above vour normal
telephone service monthly Rat
rabe,
G) Use client action cords:
Diewelop a database with infor-
mation on clients interests for
fudure traved, kinds of products
he/she s, amd Ereorite desti:
nations amd hotels, for example,
Motify the client regarding dis-
oounts or promastions hased on
action card informakion.

about destinations and comimis-
nicale with potential clienti=.

Helpful software for home-
based operations, according to
Ogg, inchiedes Microsoft Oifice
wilh Arcess for basic eperational
functions, Microzoft Publisher
2.0 for designing client newslet- |
ters and Mers, and Quick Books
for boaking.

“You can't live in this industry
without this stuff.” Ogg =aid,

Professionalism

After discussing automation,
Qg meved on to tips on main
taining professionalism  while
working from home. Folkowing
are some of his supgestions.

» [zalate a workspace in your |
Ty s treat it ke an office,

= Sef gp @ separate business
telephone line and & dedicated fax
linve, and say “na” (o personal calls. |

= Estgblizh and maintain regu-
lar affice hours,

» Emphasize client contact
and maintain an outibow of infor-
matien. For cxample, ereate a
newsletter, and follow up with
personalized mailings and phone
calls.

= Make use of haotels, restan-
rants and hospitality clubs at air-
ports for client mestmes.

= Communicate quality in all
correspondence, Use a profes-
gional phone voice and manners,
imwest in voice mail for messages,

| and purchase quality staticnery

anidl business cards,

“Thi= iz what is happening in
the travel industry,” Ogg said,
“Suppliers are looking for people
wha know how to sell. That is |
what [being a successful sutside
;lgl_-:ut'l 12 all about.”

Travel Agent Gef Acqueainfed Days keld in Angheim, Calif: Pictured

TAG — Nearly 700 travel agents recently celebrated the 25th annual ‘

frere are [ene Pent (Teft) of LG, Travel Services in Son foze, Calif,
and Ruby Storfeld, & Biz Service Toars in Ogden, Iftak.
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Air Travel Card
Sets Enroliment
Discounts

WASHINGTON — Air Travel
Card is offering Insider's
Club enrollment discounts to
ASTA members as part of ifs
fowrth annual ASTA CGold
Maonth promeedson.

Features

The Insider’s Club fea-
fures comprehensive  als
travel accident insurance
coverame for travel profes-
sionals who fly on full-fare,
industey-free or reduced-rate
tickets.

The Gold Month promo-
tion  offer enables ASTA
members to sign wp for new,
renewed or upgraded men-
bership in the Insider’s Club
air travel accident insurance
program at discounted rates
throughout the month of
Movember.

Enhanced Coverage

With the discount, the
annual]  membership e,
which 1ncludes SH00.000 of
air iravel accident insurance
and PassengerAid, is 310,
Sup'p'l:nb&l‘daL enhanced.
execyutive, family enhanced
and family executive cover-
ape abso s available.

Coptact  S00-854-3600 or
visit the Air Travel Card
trade show boeoth at the
ASTA Warld Congress in
Lishon next month to enrcll
in the Insider's Clulb at ASTA
Gold Month rates.
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