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PERSONNEL . . .
(Continued from Pag e Four)

t r ia l  and  e r ro r  m ethod  is over. 
T he  e r ro rs  a re  usua lly  too cost
ly.

T o p  m an ag em en t m u s t  also 
assum e its sh a re  of th e  respon 
sibility  for s ta ff ing  th e  sta tions 
w ith  qualified personnel. I t  
m u s t  devise a b e t te r  system  of 
sc reen ing  and keep ing  on file 
applican ts  to fill vacancies w hen  
local app lican ts  a re  no t ava il
able. B eing  unable  to  fill a 
vacancy  w ith in  a reasonable 
tim e adds p ressu re  on th e  m a n 
ager to h ire  someone, regardless 
of h is  or h e r  qualifications. He 
is faced w ith  th e  decision of 
w o rk in g  sh o r th an d e d  u n t i l  a 
su itab le  applican t can be found, 
or ta k in g  a chance on the  firs t 
person  th a t  asks for a job.

Training
Top m an ag em en t m ust  also 

assum e its sha re  of the  respon 
sibility  f o r  tra in ing . I t  m ust 
realize th a t  “X ” n u m b e r  of p e r 
sonnel on the  payroll does not 
m ean  th a t  a s ituation  has “X ” 
n u m b e r  of qualified agents. Too 
often ‘-'X” n u m b e r  of people on 
the  payro ll m eans “X ” num ber  
of bodies and  “Y” n u m b e r  of 
tra ined  agents. Tt takes tim e to 
tra in  an airline agen t in  even 
the  basic fundam enta ls .  I t  seems, 
to me, to be r isk y  business  to 
p u t  a new  agent w ith  a few 
days experience on a piece of 
equ ipm en t costing  from  $1,000.00 
to $30,000.00 w o rk in g  a round  a 
p l a n e  costing $1,000,000.00 or 
more. A fter  a few  w eeks assign
ing  h im  to fuel, w o r k  load 
forms, file and  re lay  releases 
and  f ligh t plans w ith o u t  any  
background  know ledge of w h a t  
he is try in g  to do. F ro m  a sales 
s tandpo in t  it  also seems r isky  
to m e to place P iedm on t’s re p u 
ta tion  and im age in  th e  hands 
of new  rese rva tions  and  ticket 
coun te r  personne l w ho  have no t 
had  p roper  t ra in in g  in  th e  basic 
fundam enta ls .

Exercise Care
I know  of no b e t te r  w ay  for 

s ta tion  m anage rs  and th e ir  su 
perv isors  to m eet th e i r  respon 
sibilities th a n  to  exercise care 
in sc reen ing  and hiring; h ir ing  
only those  applican ts  w ho have 
th e  requ ired  qualifica tions and 
w ho seem  to have  the  po ten tia l 
to m a in ta in  h igh s tandards  of 
w ork. To reevalua te  th e ir  p re 
se n t personnel,  to em phasize 
tra in in g  of new  personnel and 
r e tra in in g  of older agents w here  
necessary.

I realize th a t  these  com m ents 
and  suggestions do no t provide 
all th e  answ ers  to  all ou r  p ro 
blems, b u t  I do s incerely  feel 
th a t  P iedm ont has been  lax  in  
th is  a rea  and th a t  th is  w ould  be 
a good s ta r t in g  point. W e are 
liv ing in  an  age of specialists 
and  to com pete and  progress  we 
m u s t  m a in ta in  h igh ly  t ra ined  
personnel.

PLANES APPEARANCE , . .
(Continued from Page Four)

meeting. Well, th e  an sw er  is 
rela tive ly  simple. I am  con 
cerned about the  condition to 
w hich  we are allow ing ou r  pack 
age to deteriorate , no t  m echan 
ically, b u t  from  the  s tandpo in t 
of appearance. I feel any  im 
p rovem ent in th is  d irection  will 
help us im m easurably , in  effec
tively  m erchand is ing  ou r  se rv 
ice. By “package,” I am  re fe r 
r ing  to  the  a irp lane  itself, both 
ex ternally  and  in ternally . For, 
af te r  all, th is  is th e  package in 
w hich  our p roduct ( the  seat) is 
wrapped.

W e have an excellent ex terio r  
design on our a ircraft,  as fa r  as 
I am  concerned, as good as an y  
in the  industry . T he  in te r io r  
decor of our  a irc ra f t  is good, 
par ticu la rly  th e  727 and 227. B ut 
w h a t  happens  to our “im age” 
w h en  the  ex ter io r  gets  d ir ty  
from  engine exhaust, oil and ju s t  
everyday  dust and  grime? I 
th in k  you w ill agree it  de trac ts  
from  th e  original concept of h a v 
ing an  eye-catching p a in t  job to 
s ta r t  with.

T he  in te rio rs  of ou r  aircraft, 
in the  main, a re  m ost a t tractive , 
bu t  if they  are no t kep t clean 
then  we have defeated  th e  p u r 
pose for w hich it w as  intended.

Recently, I had  th e  occasion 
to be a t  th e  A tlan ta  A irp o rt  to 
m eet som e V IP ’s w ho  w ere  
board ing  one of ou r  flights. 
A fter  getting  th e m  checked in, 
w e w en t  to the  r e s ta u ra n t  for a 
cup of coffee. W h e n  th e y  w ere  
seated and served  I w e n t  dow n 
to the  gate to block ou t four  
seats on th e ir  f ligh t so th e y  
m igh t sit toge ther. I w as  ap 
palled a t th e  condition of th e  
in ter io r  of the  airplane. T he  cen 
te r  aisle had  been swept, also 
the  head re s t  covers and pillow 
slips had been changed, b u t  th e  
area  a round  th e  seats  w as  in  
deplorable condition. T he ash 
t ray s  had  no t been  em ptied, r e 
m ains  from  a m eal service from  
th e  prev ious day, th is  w as  an  
A tlan ta  overn igh t airplane, w ere  
still in  the  seats w ith  th e  seat 
belts crossed over them , along 
w ith  cigarette  ashes. On the  
floor betw een  the  seats  w ere  
chew ing  gum  and  c igarette  p a 
pers. A t one seat som eone had 
been ill, and  ap p a ren tly  missed 
the  bu rp  bag, h i t  th e  seat and 
seat belt. This had  been  w iped 
off, b u t  the  odor and  s ta in  w ere  
still there.
Appearance Make Impression

“The exception  to th e  ru le ” 
some people m igh t say, and I ’ll 
be the  f irs t  to agree th a t  i t  is 
h igh ly  im probable th a t  all of 
these th ings w ould  ever  be 
missed on a single a irp lane for 
a long tim e to come.

Gentlemen, th e re  is an  old 
cliche, “A p ic tu re  is w o rth  a 
thousand  w ords.” Our cus tom er 
cannot see the  pains  w e ta k e  to 
m a in ta in  a safe airplane, no r  can

S-R-S

Safety, Revenue and Schedule
by REGGIE POWELL 

Station M anager — ATL 

Now th a t  w e have 727 equ ip 
m ent, I recom m end th a t  an o th er  
look be ta k en  a t  our  res tr ic tions  
on fre ight. I th in k  th a t  som e 
res tr ic tions  should be lifted for 
th is  aircraft. E xam ples  are
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h u m a n  rem a m s  and  m ax im um  
w eight per  piece.

I w ould  like to see radio  equ ip 
m e n t  installed  on tu g s  a t  s ta 
tions hav ing  a need  for it. Also, 
I w ould  like to see portab le  
radio receivers and t r a n sm it te r s  
made available for ce rta in  su p e r 
visors. E q u ip m e n t such as th is  
w ould provide g rea te r  u tilization  
of agents  and  equipm ent, and 
w ould  be a big help  in  keep ing  
f lights  on schedule w ith  a m ax i
m u m  am oun t of revenue.

Baggage Checlcs
As w e all know  baggage 

checks often become detached 
from  bags, w hich  m ore often 
th a n  not, cause th e  bag  to  be 
m ishandled. To help solve th is  
problem , some ca rr ie rs  have 
gone to a s trap  type  check and 
some use an  elastic s tr in g  on 
th e ir  tags. These types  seem to 
stay  w ith  th e  bag b e t te r  th a n  
th e  s tr in g  type th a t  w e use. 
Could th ese  type  tags help  solve 
some of our problem s?

F lig h t in fo rm ation  is in  m ore 
dem and  th a n  ever, by  th e  public. 
W ith  our p resen t m ethod, it is 
m ost difficult to m eet th is  de
m and. I recom m end  th a t  the  
com pany consider som e type  of 
TV equ ipm en t for posting  flight 
in fo rm ation  in  s o m e  of our  
te rm inals.  A tlan ta  for one. W ith  
such  equipm ent, the  public as 
w ell as agents, w ould  be b e t te r  
in form ed a t  all times.

Everyday Challenge
F o r  m y  final subject, I w ould  

like to sh a re  w ith  you  m y  daily 
challenge, w hich I call SrR-S-. I 
am  su re  you are now  w ondering  
w h a t  is “S-R-S”. W ell gentlem en, 
S-R-S is m y  simple abbreviation  
for w h a t  I th ink  we, as sta tion  
m anagers, m u s t  s tr ive  to ac
complish each and  every  day. 
The abbrev ia tion  is simple, 
S-R-S. “I t ’s m eaning, “Safety, 
Revenue, and  Schedule”. N ow  it  
does no t sound  so simple, for to 
me, these  w ords “Safety, R eve 
nue, and Schedule” are th e  m ost 
dem anding  and  m ost pow erful 
w ords in our business. W h a t can 
be m ore cha llenging th a n  for us 
to s t r iv e  for th e  safest, most 
revenue p roducing  and  on sche
dule opera ting  airl ine  in  t h e  
business?

Safety
L e t’s look a t  these  challenges 

individually. O u r  f irs t  “S” 
w hich  is for Safety, m u s t  come

he see, and  if he could in  all 
p robabil ity  w ould  no t com pre
hend, th e  tim e and effort ex 
pended in  m a in ta in in g  th e  radio 
and nav igation  equ ipm en t on  our 
airp lanes, or for th a t  m a tte r  
m any  o ther  in teg ra l p a r ts  of ou r 
operation. B u t  he can see and  
c o m p r e h e n d  cleanliness and 
neatness, and  f rom  th is  will 
judge the  rem a in d e r  by  w h a t  he 
sees.

“Im ag e” — p roduct packag 
ing, call i t  w h a t  you  will, it 
boils dow n to  one fact .— m a k 
ing  w h a t  you  have to  sell a t t r a c 
tive  th ro u g h  design, w hich  w e 
have, th e  p roper  p resen ta tion  to 
th e  cus tom er  of th e  design, 
w h ich  I feel w e need to  w ork  
on. All of w h ich  “show cases” 
th e  p roduct w e have to  sell 
w h ich  w e know  is the  best. 
T h rough  th is  we can b e t te r  and 
m ore  effectively m erchandise  
our  service.

first, w e all know  th is  is a m ust. 
The challenge of safe ty  is a daily 
chore, no t one th a t  can  be w o rk 
ed on w h en  the re  is no th ing  else 
to do. To me, the  practice of 
safe ty  is som eth ing  to  be s ta r t 
ed and  never  ended.

T h e  le t te r  “R ”, w hich  is for 
Revenue, is an o th er  challenge, 
for w ith o u t  it w e  canno t exist. 
W h a t  a challenge th is  is, each 
and  every  day w e m u st  s tr ive  to 
fill every  sea t and  every  cargo 
co m p ar tm e n t on each and  every  
flight to the  m axim um . To ac
com plish th is  is indeed a cha l
lenge to all, and let us no t over 
look th e  fact th a t  revenue  lost 
today can never  be rega ined  
tom orrow.

Schedule
T he n e x t  le tte r  “S” is for 

Schedule, and this, too, is a m ust  
in our  business if we are  to  s u r 
v ive and grow. To accomplish 
the  challenges of sa fe ty  and 
revenue to th e  best of our  ab il 
ity, pu ts  s trong  p re ssu re  on us 
to m eet the  challenge of sched
ule. Yet, to allow ourselves no t  
to m eet th is  challenge w ould 
surely, in sh o r t  order, be felt 
s trongly  in our challenge for 
revenue. So here, too, is a chal
lenge th a t  m u s t  be m et daily.

Now th a t  I have  gone over 
w h a t  I feel is ou r daily  cha l
lenge, I w ill go over som e of the  
th ings  th a t  I th in k  w e can and  
should  do to m eet these  chal
lenges.

I th in k  th a t  w e should  s tr ive  
tô  m eet ou r  daily  challenges 
w ith  th e  m anpow er, equ ipm en t 
and  m ateria ls  provided for th is  
purpose. Be th e y  adequ te  or 
inadequate.

W e should  all s tr ive  to  w ork  
toge ther  and to p rom ote  h a r 
m ony  am ong all em ployees w i th 
in  our com pany, for th e  finest 
p roduct comes from  those  w ho 
w ork  together. Also, w e should 
cooperate and s t r iv e  to build  a 
las ting  f riendsh ip  w i t h  o ther  
ca rrie rs  and trave l agencies, for 
they, too, can be friends indeed 
and can  con tribu te  g rea tly  to 
w ard  the  accom plishm ent of 
our challenges. So le t’s be ready  
and  w illing  to w ork  hand-in- 
h an d  w ith  th e m  a t  all times.

Selling Our Product
E v e ry  effort should and m us t  

be made no t only to p roduce and 
shoTjV' a fine product, b u t  also to 
sell th is  product. Therefore, let 
us no t  become producers  and 
show m en  alone, b u t  th e  best 
sa lesm en in th e  business.

May w e never  allow ourselves 
or our  fellow em ployees to  over 
re lax  t h i s  week because last 
w eek  w as  a good week, for su re 
ly to do this, th e  days to  come 
will be poor.

Knowledge, in  th is  day  and 
tim.e is needed, if w e are to m eet 
these challenges, so le t’s dem and 
of ourselves and of our fellow 
em ployees th a t  w e im prove our 
know ledge a t  every  opportunity . 
H ow ever, rem em b er  th a t  know l
edge alone w ill no t  com plete the  
job, b u t  know ledge p u t  into ac
tion can and  will get any  job 
completed.

Manager’s Responsibility
May w e rem em ber, too, th a t  

we, as m anagers, a re  looked 
upon  by  those u n d e r  our  su p e r 
vision as th e  ones to se t the  pace, 
the  ones to shoulder  th e  respon 
sibility, to m ake th e  decision, and  
to have th e  answ ers . L e t’s n eve r  
let them  down, for w h a t  th e y  
see and h ea r  from  us  will play 
a la rge  p a r t  in fo rm ing  th e ir  
a t t i tu d es  and opinions tow ard  
th e ir  jobs a n d  the  com pany. 
T h rough  th e m  ou r  challenges of 
S-R-S can be eased, if w e de
velop w ith in  them  th e  sam e de-
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Cutting the Cost 
Of Catering
by "RED" STEWART

Division Chief Flight Attendant 

DCA

I have a suggestion  th a t  I 
th ink  will benefit ou r  passen 
gers, ou r  on-time operations, and  
will resu lt  in a savings to ou r  
Com pany of app rox im ate ly  $30,- 
000 a year.  I suggest for yo u r  
consideration  th a t  w e assum e 
our ow n ca te rin g  a t W ash ing ton  
N ational A irport.  This p rog ram  
could probab ly  be adopted  a t 
o ther  ca te ring  locations w ith  th e  
same benefits; how ever, I have 
had no f irs t-hand experience 
w ith  these  o the r  locations.

P resen tly , we spend $3,100 per  
w eek  w ith  H ot Shoppes in 
W ashington . This b rea k s  dow n 
to:

A Service Charge — w hich  is 
for delivery  of food — $653 per  
week. If  w e take  over this, we 
will save th is  $653.

Cokes — W e pay  H ot Shoppes 
20f? each, and use 4,000 a week, 
for a cost of $800 per  week. W e 
can buy  them  from  Coca-Cola 
for 10?; each, for a sav ings of 
$400. per  week.

Ice — W e pay  H ot Shoppes 
$1.00 for 10 lbs., and  w e use  
2,100 lbs. per  w eek  at a cost of 
$210 per  week. W e can m ake 
3,150 lbs. a w eek  for 98 cents, 
a t  a savings of $209.02 p e r  week.

T he balance of th e  $3,100 is 
for sandw ich catering, a  cost 
w hich  w ould  continue.

Up to th is  point in  m y  p rese n 
tation, th is  p lan  could save th e  
C om pany $1,262 per  week, $5,048 
per  m onth , or $60,576 per  year. 
H owever, th e re  w ould be ce r 
ta in  expend itu res  necessary  to 
in au g u ra te  th is  plan. These  ex 
pend i tu res  are: ,

T ru c k  — Chevrolet panel, 
$2,221; Ice M aker — F rig idaire , 
$1,350; Two-Bay S tainless Steel 
Sink, $347. This is a one-time 
cost of $3,918.

Six n ew  em ployees a t  $5,000 
a year, each, for a total, p e r  year, 
of $30,000. The to tal f irs t  y e a r ’s 
opera ting  cost w ill be $33,918, 
including the  one-time charge of 
$3,918, for a n e t  sav ings to  th e  
C om pany for the  f irs t  y e a r  of 
operation  of $26,658. T h e  n e t  
savings to th e  Com pany for th e  
second y ea r  of poreation, and for 
successive years, w ould  be ap 
p rox im ate ly  $30,000.

s ire  of ach ievem ent th a t  w e o u r 
selves have or should  have.

T hese  challenges are  d em an d 
ing  and being  h u m a n s  as w e  are, 
we will m ake m istakes. Yet, le t ’s 
be m en  enough to accept ou r 
e rro rs  so as to learn  f rom  them , 
and  by  so doing, p re v e n t  th e ir  
reoccurrence in  th e  fu tu re .  To 
t r y  and  overlook or sh u n  our 
m istakes, w ould  be our  w o rs t  
m is take  of all.


