
Teresa Godwin (center), an agent at the  
North Raleigh Hilton City Ticket Office, is 
sued a total of $ 6 ,2 1 3 .2 5  in sales/upgrades  
during a two-m onth contest held recently  
among the three CTOs in the Raleigh/Dur
ham £irea.

Agent Jane Tracy (left), who works at the  
One Hanover Square CTO, C£une in second  
w ith  $ 4 ,3 1 0 .0 0  in sales/upgrades, and 
Agent Jane Bsirnette, at The Days Inn CTO 
in Durham, came in third w ith  $ 3 ,0 1 8 .0 0  in  
sales/upgrades.

The three officces generated a totjd of 
$ 2 2 ,9 7 9 .2 5  during the contest.

Colodny talks candidly on merger issues
Speaking  before the  Piedm ont M anagem ent 

Meeting on J a n u a ry  29, and  to the  USAir M an
ag em en t Club on February  10, USAir Group 
C hairm an  an d  P resident Edwin I. Colodny a d 
dressed a range of issues and concerns related 
to the mergers.

"First, 1 w ant to congratu la te  the entire o rgani
zation of P iedm ont for the  ou tstand ing  year you 
have ju s t  completed," Colodny told Piedm ont 
employees.

“ In the n ine years since deregulation, both 
USAir and  P iedm ont have shown th a t  there is 
a  way to becom e good, profitable, and  s tro n g — 
and  tha t it is not necessarily  size th a t  m akes 
a  winner.”

Turning to the upcom ing  merger, Colodny said, 
‘‘This m erger is the m ost un ique m erger in the 
history of our industry. I don’t  th in k  m any  people 
have focused on it. It's the  first m erger of any 
consequence th a t  I can  recall w here two partners  
are both  strong. T he tradition in our industry  
has  been for w eak carriers to be acquired  by 
strong carriers.

“ But we p u t together two airlines in the  sam e 
excellent financial condition, both  of w hich theo 
retically had no need for a merger."

Colodny continued  h is remarks, “ We have a 
job  to do, and  I'm  sure if I sa t down w ith each of 
you individually, we would pretty  m uch  com e 
ou t w ith  the sam e agenda  of w ha t it is th a t we 
need to do.

“The sam e issues confront all of u s —namely, 
w here am  I going to fit, w h a t’s my job  going to 
be, where is it going to be, am  I sub ject to dis
missal, am  1 superfluous, am  I going to be treated 
fairly—all of these  issues are also presen t for 
m any  of the USAir people,’’ Colodny said.

“The way in w hich we deal w ith these issues 
over the next 12 to 24 m o n th s  is obviously criti
cal.’’ Colodny then  w ent on to deal w ith several 
item s on the  m erger agenda.

the employee issu e
On the employee issue Colodny pointed out 

th a t  labor protective provisions are provided to 
all employees. “ I’d be foolish to say th a t  no h a rd 
sh ips will o cc u r—there will be some. B ut it is u n 
avoidable. T here’s no way to sugar coat and  tell 
you all ‘don’t worry, everything is going to be 
fine, nobody is going to be disrupted.' There will 
be m any  people w hose lives will be d isrup ted  in 
som e form.

“O ur job  is to m anage  th a t  process in a way 
th a t is fair, to m ake job opportun ities equally 
available to people from either carrier on the 
basis of merit, qualifications, and  getting  the  best 
job  done.”

By doing th is  properly, Colodny said the new 
USAir will be stronger th a n  either of the  separate 
airlines are today. More th a n  40 ,000 employees 
and  their families are depending  on tha t, Colod
ny noted. “ I know it. I hope m an ag e m en t of both 
airlines knows it. In working these problems, we 
will try to m inim ize hardship. We’re going to 
have to deal cautiously, b u t objectively, in b r ing 
ing the two m an ag e m en t groups together.”

the growth plan
Colodny moved on to the growth p lan  for the 

m erged com pany saying, “We’re s ta rting  off with

a  trem endous base of cus tom ers  w ho depend on 
w hat we do. It will not be our in tention to erode 
th a t base. T h a t base is essential if we’re going to 
proceed and  participate and  expand  our m arket 
share.

“ It doesn’t m ake any difference w hether  we 
carry  a passenger 200  or 2 .000 miles, if we do it 
well, he com es back. If we don’t do it well, he. . . 
says, 'I w ish I’d never gotten on tha t airline.’ Our 
objective in the  com bined airline is to m ain ta in  
the  cu s to m er’s loyalty w ith  a service package 
th a t is not only competitive, b u t  superior,” said 
Colodny, add ing  th a t  it’s done by having em ploy
ees w ho feel good abou t them selves and  feel 
good abou t their company, their organization, 
and  the ir  job  security.

first-class service  
“This issue m u s t be addressed  in an  econom ic 

context and  a  m arke ting  context.
“ I have absolutely no th ing  against first-class 

serv ice—there’s nobody w ho doesn’t like more 
room, better food and  free liquor.” Colodny noted. 
“The issue is w he the r  it’s the right move for the 
airline. P iedm ont m ade a  ju d g m e n t prior to this 
m erger tha t it was, and  we are discussing the 
issue on a staff-to-staff basis, try ing to get a  feel 
for w hat to do.

“ 1 do not know w hat the answer will be. We’re 
trying to approach  the whole subject objectively 
to com e ou t w ith  the right answer.”

custom er service  
“ Piedm ont h as  done a fantastic job  of cultivat

ing and  nu r tu rin g  the  custom er,” Colodny said.
“ I go to m any com m unities  w here P iedm on t’s 
repu ta tion  is so outstanding, w here they say, 
'Please don’t change anything.’ I am  sensitive to 
th is  and  our people are very sensitive to it.

“We have m ade m ajor efforts over the last sev
eral years to m ake service our objective. I’m  
proud of the fact tha t USAir’s com plaint records 
a t DOT are alm ost as  good as P iedm on t’s. We’re 
righ t beh ind  you.

“I can assure  th a t  our objective in the com 
bined airline is to m ain ta in  the  cu s to m e r’s loy
alty w ith a service package th a t  is not only 
competitive, b u t  superior,” Colodny said.

the fleet plan 
“We’ll be operating  too m any fleet types, so. . . 

our first objective is to retire the BAC-1-11. . .and 
som e of the  oldest of the  727-200  fleet,” Colodny 
said and  added, “ I believe th a t  the im portance of 
keeping th is  fleet m odern  is absolutely essen tia l” 
since noise regulations a t m any  airports are go
ing to increase.

The California m arke t opens up  im portan t op
portun ities for the  com bined  USAir and  a  tre 
m endous  opportun ity  to increase the  penetration  
of California travel to and  from our p arts  of the 
world, Colodny said. “T h a t’s why we need so 
m any  m ore 737-300LRs, w hich  is an  im portan t 
part of link flying. It’s an  efficient way to tie th a t 
part of the  world into ou r hubs.”

international service  
“I get this question often,” Colodny said. “Are 

we going to lose sigh t of our dom estic base and  
try an d  becom e a big in ternational airline? The

answ er is no, we are not going to try  to becom e a 
big in ternational airline.

“We have a niche over the  transa tlan tic . We 
can  capitalize on Charlotte-London and  m aybe 
find a way to add  an o th e r  destination , b u t we 
should  not lose sigh t of the fact th a t  the success 
or failure of th is  com bined  airline would still be 
how well we do domestically,” Colodny said.

He added, “The reason is simple: TWo-thirds of 
all U.S. dom estic  air travelers take tr ips u nder 
1,000 miles. T h a t’s w hy (Piedm ont an d  USAir) 
have been so successful. We have concen tra ted  
on these m arkets.

“The com bined airline will serve 75 percen t of 
the population of the  U nited States.”

name and appearance 
W hen USAir changed  its nam e from Allegheny, 

the com pany  dealt w ith  an  industrial design 
com pany in S an  Francisco. W hen the m ergers 
with PSA and  P iedm ont were announced , Col
odny explained, he w ent to the  design com pany 
and  said, “ We’re going to create a  new airline, its 
nam e is going to be USAir, bu t we’re com bining 
th ree com panies, and  m aybe th is  is the tim e to 
see if we should  com e up  with a  new look.”
There were “ two g ivens—it m u s t have a  polished 
m etal fuselage on the  top an d  bottom , and  the 
nam e USAir stays.”

T he firm created  two designs. T he first was p u t 
on a  DC-9 b u t since it was designed for a  737 “ it 
ju s t  d idn’t fly,” as  Colodny p u t it. “ It was n ick 
n am ed  the  Ugly Duckling. It ran  around  the air 
line, and  a  lot of em ployees a t USAir wondered if 
I’d lost m y m ind.”

The artis ts  w ent ah ead  and  p u t the  second de
sign on a  DC-9. This one h as  a  b an n e r  of colors 
on the tail w ith a new logo in black lettering. 
Colodny explained, “T h a t d idn’t  look quite right 
b u t it was a very in teresting  design an d  we m ade 
som e suggested  changes  to it.” Colodny said the  
modified version was placed on a  737-300  “and  
th a t ’s going to fly around  the  airline for a bit, 
while we th ink  abou t it.

“Tkste is hard  to define. I can  assu re  you th a t 
USAir em ployees say 'don’t change anything.’ 
They like w h a t they have. . .but the  question  is 
w h a t th is  airline is going to look like for the  next 
10 years, an d  we’re going to have to pa in t 235 
aircraft a t  m erger time. So th is  is the  tim e to look 
a t it.”

In closing, Colodny rem inded  his audience th a t 
“our roots are strong. And we hold our heads 
high in the  aviation com m unity. We will be a  key 
part of the s treng th  of the  airline system  of th is  
coun try  in the  com ing years. And we will have a 
trem endous  responsibility to do th a t  job  well in 
every dim ension.

“We don 't have all the  answers. We don’t know 
all the  problem s th a t we will face. We have no 
crystal ball w hich  tells exactly the  shape of the 
fu ture of our industry. B ut I do know one thing. 
T h a t the  organization as  a  whole a t both  com pa
nies w ants the  sam e th in g —they w ant to be 
proud of the airline th a t  they are a  pa r t  of.”
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