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a year earlier.
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this story, see page 4.■

Tiger International, Inc. has re­
ported a first quarter profit of 
$4,845,000. or $.15 per share, 
sharply improved from last year's 
net loss of $34.156,000. or $1.11 per 
share. Revenues were $265,313,000 
in the first quarter 1987 compared
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traffic compared to last year.' he 
said.

In January 1987, Flying Tigers 
secured yen-denominated revenue 
commitments which are part of a 
hedging transaction involving its

Company will be given a hat with 
Flying tigers’ name and logo in

X:

FLYING

Employee Partnership Program
"These first quarter results arc

Domestic Service Enhanced;
Two New Aircraft Cities

to $263,173,000 for tire same period 
last year.

Flying Tigers
Flying Tigers had a pretax, profit 

of $13,025,000 compared to a pretax 
loss of $27,909,000 in the same 
period last year, a $40,934,000 im-

* - yen-denominated debt. As a result.
205.000 compared to $254,362,000 foreign exchange gains and losses _ „ „ .

” on this debt are being amortized recognition of their effort to reposi-
over the life of the debt. The first • — • — 
quarter 1987 amortization of such 
amounts was not significant. The 
first quarter 1986 results included a 

the first to be directly affected by charge of $13,200,000 relating to 
the Employee Partnership Program this debt, 
which was initiated during the 
fourth quarter of last year," said 
Stephen M. Wolf, chairman, presi­
dent and chief executive officer of 
Tiger International and Flying

lion Flying Tigers into a viable car­
rier. Ultimate success in this awe­
somely competitive environment 
rests with the ability for each of its 
to understand that we must do our 
respective jobs to the. best of our 
ability. That understanding was 
certainly demonstrated during the 
first quarter of this year and it is re­
flected in Flying Tigers' financial 

nouncement of Flying Tigers' first performance.
1 “I want to repeat, this hat is a

and Phoenix markets that will 
feature direct mail as well as news­
paper and radio advertisements. •

In addition to the new flights, the 
aircraft operating schedulemto the 
Columbus hub has been moved up 
more than an hour earlier in order 
to expand the hub “window" to 
allow for earlier arrival limes into 
destination cities.

“Beginning in May, aircraft oper­
ating out of the hub for destinations 
in the United States will be arriving 
in those cities 45 minutes to an hour 
earlier," explained Larry Goodwin, 
vice president-market planning.

“Earlier arrivals into destinations 
will provide a dramatic increase in 
the number of points served by our 
guaranteed Priority scrvice-our 
highest yielding domestic product 
—while also providing for in­
creased reliability improvement op­
portunities," he said.

The May schedule calls for an

Flying Tigers' operating schedule 
for May will include an expansion 
of domestic services with the in­
auguration of B-727 flights to San 
Diego and Phoenix, and improved 
aircraft operating schedules at the 
Columbus hub.

Beginning May 4. Flying Tigers 
will launch daily all-cargo service 
utilizing a B-727 aircraft on a San 
Diego-Phoenix-Columbus and re­
turn routing. The Company pre­
viously served those markets with 
dedicated truck service.

“The addition of B-727 service to 
these markets confirms the Com­
pany's commitment to serving the 
domestic marketplace, and under­
scores the importance of our efforts 
to continue to develop an efficient, 
worldwide, full-service on-line 
cargo system,” said Chairman 
Stephen M. Wolf. “The new aircraft 
service will enable us to provide 
shippers with next day service to 
significantly more destinations 
throughout the United States."

To support the service expansion, 
the Company will launch an adver­
tising campaign in the San Diego

(S34.1 million)

Flying Tigers Posts Record Profit 
For First Quarter; TI Reports Gain

thank you for a very fine first quar­
ter effort. Everyone should be as 
proud of our accomplishment as I 
am of the people who produced if," 
he said.

Warren Transport's revenues 
were $9,108,000 in the first quarter, 

vastly improved performance and up three percent from revenues of 
as $8,811,000 for the year-earlier

—

Memento for Achievement
In conjunction with the an-

craft along with 2 747 passenger petition Act of 1974. Sen. Wilson stepped out of th hhhru ? national Air Transportation Com- 
aircraft assigned to the Military debate to meet with Mr. Wolf. Sen. Wilson’s ffslaTveTide f reCe'“ High"'ay Ve"' tnvrri‘‘<’
Airlift Command. makes a particular point. For more on this story, see page 4^ ' Goldzband■ standing, listens as Mr. Wolf

Tigers. “This program encompasses quarter record profit and substantial __ ____
the reduction of operating expenses improvement over the first quarter memento, a very small but sincere 
to more reasonable levels, coupled of 1986. a Special Bulletin was 
with the provision of profit sharing issued systemwide to all employees
and stock ownership plans for ail with a message from Mr. Wolf stat­
participating employees. The cur- ing: “Although a great many positive 
rent quarter's results also benefited have been taken over the past 
from favorable fuel prices and in- few months, there remains one 
creased transpacific export/i inport primary reason for Flying Tigers' 

that is employee commitment 
represented by our Employee Part- period. Pretax profits for the first 
nership Program. quarter 1987 were $465,000 coin-

/Is a memento of this record pared to $561,000 in the same 
achievement, each employee in the period last year.
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for the worldwide shipping com­
munity.

“The addition of Canada to our 
worldwide network is but another 
milestone in our on-going imple­
mentation of a strategic marketing

Roy King Named VP 
Atlantic Division

New, Joint
Around-the-World
Service Laanched

The Chairman’s Column 
by Stephen M. Wolf

One of our priority corporate projects is to enable Flying Tigers to attract and 'grow out _

Wispent some time at Wharton because we need to attract quality business sch^1 

better job of creating upward career mobility for ambitious existing employees. We will talk mote ao 
'hOur^^ the Company remain unchanged and we are™r,i^
success. We will continue our efforts to reduce costs, implement our Employee
a more flexible and lower-cost debt structure and finalize a focused marketing plan while be mg Jul} g 
zant of the economic and competitive realities of our industry.

Tiger International's 1986 annual report was sent out via U.S. mail to 
shareholders in early April. The publication features a Form 10-K, a 
document filed with the U.S. Securities and Exchange Commission, and 
a letter from Chairman Stephen Wolf to shareholders. The letter highlights 
the revitalizatioii efforts taken by Flying Tigers and Tiger International 
employees and includes a brief description of last year’s financial perfor­
mance. Reprints of the cover and Chairman ’s letter were distributed via 
company mail during April to provide employees with the opportunity to 
lead the publication's contents. Three copies of the cover of Tiger Inter- 

1986 annual report, which features Flying Tigers re-introduced 
Circle T aircraft tail symbol, are shown fanned out, above.

lines International Ltd., (formerly 
known as CP Air), launched joint, 
around-the-world B-747 jetfreighter 
service April 10. providing new 
scheduled all-cargo service from 
Asia to Canada.

The new service provides Flying
Tigers with initial entry of sched­
uled service into Canada. This joint ing Tigers B-747 jetfreighter aircraft
venture marks the first time that c---- K~'-~ ----- “ -
two major air carriers from two 
countries have combined resources

Flying Tigers and Canadian Air- plan for Flying Tigers,” said Chair- 
---- -—i t .,i zr—__i.. man slephen Wolf. “The new joint 

venture will enable Flying Tigers to 
provide weekly jetfreighter service 
from Asia into Eastern Canada — 
the largest airfreight market in that 
country.”

The first-of-its-kind service com­
menced with the departure of Fly- 
■ rT':_____ r» riAe-i ___ :_t_x_____

from Asia and will operate on a 
Hong Kong-Seoul-Anchorage- 
Montreal-New York-London-Brus- 

to provide a global air cargo service sels-Dubai-Bangkok-Hong Kong 
------------- ..u:—:-------- routing. The two companies will 

share aircraft capacity equally and 
compete independently for cargo on 
the route. Flying Tigers will pro­
vide the B-747 jetfreighler aircraft 
and flight crews.

q With more and more emphasis placed on the Columbus hub, is there any possibility of Com 

AUWc win'eondnue to developer Columbus hub facility as an international distribution point 
was substantially enhanced with the recent U.S. Department of Commerce designation of RickenDacKer 
airport as a free trade zone and the exclusive assignment of U.S. Customs inspectors to our hiJb °P 
tion. We recently completed refurbishing of three hangars located adjacent to our hub sort facility n 
arc used for maintenance of 727 aircraft and ground support equipment. It is possible that we may exp 
our maintenance program at the hub to support increased flight activity and certainly we hope tor e 
expanding cargo volumes, but there arc no plans whatsoever to relocate the Company headquarters norn 
Los Angeles to Columbus. Such a relocation would be expensive and we would lose many valuable 
employees who could not move for personal reasons.
Q. Mergers and acquisitions continue to dominate the airline industry. What effect does the con­
solidation of the industry have on Flying Tigers?
A. Free market conditions in the airline industry have forced successful companies to oiler better ptoo- 
ucts and customer services; resulted in increased competition and new entrants; placed greater pressures 
on pricing and margins; caused combinations of companies and name changes; and required that successful 
managers focus on cost-effective programs. In the face of these new “realities, we are aggressively adopting 
programs which build revenues, reduce costs, strengthen our financial structure and attract and hold good 
people. The strongest and smartest organizations in this deregulated environment will thrive in the future. 
Conversely, the financially weak or mismanaged will perish. We are aggressively taking steps to ensure 
Flying Tigers is one of the organizations with the potential to succeed. I believe that objective is possible 
but will only be realized if each and every one of us is committed and united behind our efforts.
Q. What is the status of our financial restructuring program on which you reported in the last issue 
of Flying Tigers Review?
A. As you know from previous communications, we are refinancing a large portion of Flying Tigers' debt, 
to give us greater flexibility for future capital investment in our Company, and to take advantage of lower 
interest rates and higher market values of our 747 aircraft in today’s financial markets. Part of this refinanc­
ing involves the public offering of $140 million of secured debt, which has been registered with the 
Securities and Exchange Commission (SEC). This registration became effective April 15, 1987 and the 
complete restructuring of this debt, including an additional $150 million of private placement debt, closed 
on April 23. These transactions will reduce our principal and interest costs by approximately $100 million 
over the next five years. I should add this was neither a simple nor easy transaction. A number of our folks 
in finance and legal put forth an incredible effort to finally close this transaction.
Q. What is our new management training program and how does it work?
A. A new Management Internship Program is being introduced this summer with the objective of bringing 
Master's level business school graduates and graduate industrial engineers into Flying Tigers as part of 
a two-year combination formal and on-the-job training program. In the first year, we expect to hire approxi­
mately 10 Master's of Business Administration (MBA) graduates and graduate industrial engineers for this 
program. Over an initial two-year period, these management trainees will be rotated through as broad an 
exposure to this Company and our five corporate divisions as possible. Along with identifying internal 
candidates, these recent graduates will substantially support our revitalization efforts.
Q. I understand that employees are being paid bonuses to assist in recruiting qualified data process­
ing professionals to join Flying Tigers. What is this program and why is the Company undertak­
ing an endeavor like this at the present time?
A. We are reinstating the SHARP Program. SHARP is an acronym for Systems Hiring Applicant Referral 
Program and is the Company’s way of seeking assistance from our own employee base to help recruit com­
petent individuals to work in our information systems group. There remains a major shortage of data pro­
cessing professionals and we, like most other companies, have had to rely heavily on employment "head 
hunters" and “search firms” to find qualified employees. Rather than pay professional employment agen­
cies, wc prefer to use our employees as a resource to find competent programming personnel and reward 
those employees for doing so. The data processing profession is highly competitive and many times word- 
of-mouth referral is the best way to find quality employees for this area. Any full-time, permanent Fly­
ing Tigers employee who refers qualified individuals that are hired in the information systems groun will 
receive a $1500 “locate fee” for each new hire (substantially less than what we would have to pay arccruiterl 
SHARplprogramS management emPloyees of the Personnel Department may not participate in the 

Q. For many years, the Company has maintained a boat-the Sea Tiger-which was frequently used 
CoXanrchooTeto^IHt?0^6 81'0l‘PS’ ",a‘ "aS S°ld and if S0 "hy did the
L ^Srh,\Sea,Tigeu w- [ecently sold !° a private Parly' We also sold our leasehold interest in a moor­
ing on Catalina Island. W.th our comprehensive employee partnership and cost reduction program I d d 

u.'.’js.

adjusting departure times ofettain^^^ ettraTe^ as

accomplish their flight activity and they would rather be productive than dead head Om Mav seh i' ° is moreeffictent and yes, there is certainly room to improv^ it further, which we wU cominu^ wo^ 

questions 7roL^ Conferences and will you continue to answer

integralI part oGheprogramt therefOre qUeSli°nS fr°m employees wiU continue 1° be an

HDQSgfT /m"' e'"P,Oym '° Chtt,r",m Sh0,M be dim,ed Communications Department, HDQ 90S.

Roy A. King was named vice 
president-Atlantic Division for Fly­
ing Tigers in March, reporting to 
Ned Wallace, senior vice president­
international sales and service.

In his new position, Mr. King has 
responsibility for the Company’s 
European network which includes 
aircraft and trucking operations in 
the United Kingdom. Germany. 
France. Switzerland, Italy and the 
Benelux countries as well as the 
Middle East. Based in Frankfurt, 
Mr. King, a 29-year employee ot 
Flying Tigers, previously served as 
general managcr-Japan for the 
Company.

“Mr. King is a seasoned airline 
executive who brings an abundance 
of international operational experi­
ence to bear in the highly compeli-

> ter­
Tigers Chairman Stephen M. Wolf minal operations and management

the world's largest airfreight market
and his vast experience in the inten­
sive Pacific Basin environment will
be beneficial to our European named general manager for Hong
operation.” ” " '

Born and raised in England. Mr.
King joined the airline in 1957 as a
traffic agent in London and has

■Mi
Roy King 

live transatlantic arena." said Flying subsequently served in various

"The transatlantic region represents positions for the Company through-
' ” '----- -i-c.-:-!..----- 1 — out Europe, Asia and the United

States.
In January 1971, Mr. King was

Kong & Southeast Asia and in 
October 1980, was appointed to his 
most recent position of general 
managcr-Japan.

JIGERS
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domestic airfreight for guaranteed dining export growth as opposed to ultimate shipper and consignee. 
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going to make us successful. *

Q. In addition to service reliabili­
ty improvements, what other new 
services are being launched and 
over what time period?
A. There will be a continuous flow

other markets in Asia which are en­
joying significant growth. We are

Service reliability involves every­
one. It's what we arc all about. It re­
quires the matching of what cus­
tomers expect from us with what 
we can provide. The key. of course, 
is to provide a number of services, 
without overpromising or raising 
unrealistic expectations. There are 
really 40-plus factors which con­
stitute good service reliability and 
we must monitor and fine-tune each 
one of them. These factors include 
many of the basic elements men­
tioned earlier.

Both in the past and, for the most 
part now, our monitoring systems 
are largely manual, which means 
that we can react to and understand 
what has happened in the past, but 
not necessarily correct service fail­
ures as they occur. We are putting a 
variety of automated reliability 
tools in place in 1987—such as bar 
code technology. and automated 
labeling systems—so that we will be 
better able to identify and correct 
service failures as they happen be­
fore they impact our customers.

* * *

* * *
Q. We’re not going to be pulling

are we?
A. No. The issue here is really one 
of market expansion and customer 
definition. Our customers have been 
asking us to expand our geographic 
base. We’ve already added new ser­
vice to Bangkok, the DC-8 flights 
to Zurich and Milan, and scheduled „U1 lluu, mlu [ne , 
Asia-Europe serv.ee. We’re looking cility will continue to be felt in all 
at the Canadian marketplace where — . . . .
we have just introduced a joint ven­
ture service with Canadian Interna­
tional Airlines (CP Air). Domestic­
ally, we will add a San Diego 
Phoenix flight leg in May. We’re

Marketing; Service Enhancements 
Outlined by Senior VP James Cronin

to Portland, Oregon and to Nash­
ville and Richmond to service the 
Virginia and Tennessee markets. 
We’ve added a flight back to Syra­
cuse to offer greater service into, 
upper New York state. We arc try­
ing to fill in the gaps in our service 
coverage and taking better advan­
tage of our competitive strengths 
worldwide. In the U.S. we’re 
targeting the top 75 airfreight 
markets that generate close to 90 
percent of the total U.S. domestic 
and international airfreight 
volumes.

depends on how our i 
perform each of their jobs: answer-

ables. In total, it’s the manner in 
which we treat our customers, and  ...
how easy we make their jobs, that is domestic forwarder-based business, mitment.

* *

Q. What product improvements reel problems for our airport-to- 
have been introduced which en- airport customers. We expect that 
hance customer service? these service standards will be in
A. A major enhancement of our ' place by the fourth quarter of 1987. 
cargo handling and distribution 
capabilities was the opening of our 
Hub facility in Columbus in 1986. 
For the first time wc have a 
dedicated facility which offers con­
trolled and centralized opportuni­
ties to significantly improve cus­
tomer service. Our previous opera­
tion at O’Hare faced many physical 
and operational constraints. Frank­
ly, it’s a wonder that our people 
there performed so well under such 
constraints. Columbus, with its 
large potential for efficient expan­
sion. has given us a quantum jump 
in being a competitive operator.

The introduction of the six DC- 
8s during the first quarter of 1987 is 
another major improvement. Before 
their return to our fleet, we were 
demanding far loo much of our 747 
aircraft. With no mid-size aircraft 
available, we were not able to 
schedule them where or as effici­
ently as we would like. Because of 
a somewhat different customer 
base, superior international service 
requirements tend to emphasize lift 
capability, aircraft routings and 
proper documentation. Domestic 
services tend to require much 
tighter delivery standards, which 
arc often measured in terms of 
hours or even minutes. With 747s 
routed around the world, it’s diffi­
cult to consistently hit the critical 
hub sort window. So we brought in 
the DC-8 aircraft, which allows us 
to offer greater flexibility in match­
ing international and domestic car­
go requirements, and provide add­
ed capacity to meet both domestic 
and international customers' needs 
on medium load lane segments.

A third area of product improve­
ment is overall customer support, 
c '
delivery (POD) information has 
shown dramatic improvement. 
Many of the customers that use

Q. What about the U.S.?
A. One of our challenges in 1987 is 
to capitalize on our capabilities at 
our interior non-gateway cities. 
Historically we have experienced 
our greatest service reliability prob­
lems and customer delays at the tra­
ditional gateways.

In servicing customers coming to 
the U.S., we realize that U.S. 
Customs is becoming less flexible. 
It’s taking a longer time to clear 
through Customs. During the peak 
fourth quarter season it is not 
unusual at the gateways for it to take 
4-5 days to clear freight. However, 
we’ve addressed this problem and 
have an edge over the competition 
with the establishment of our Col­
umbus Hub. We have recently been 
j__.-------

backer Airport designated as a 
Foreign Trade Zone. We are also 
expectingto-be-named as -a-Con- 
tainer Freight Station and will soon 
have the ability to pros ide Customs 
brokerage services at CMH to our 
customers. These capabilities, in 
combination with reimbursable 

of product, system and service up- Customs inspectors at CMH, offers 
grades in the future. If wc talk our customers significant service 
about a market plan that is evolu- advantages. One of the competitive 
tionary and moves forward as an advantages wc have is the ability to 
ongoing process, there is no start or take an international product into 
end to what wc want to do. Our Columbus, clear it the same day. 
customers’ needs arc always chang- and then either move it by air on 
ing. Each of our major markets has our domestic flight schedule or on 
different strengths, weaknesses and the ground through a truck network 
requirements. For example, the to either a traditional gateway or to 
Asia market is going through signi- the interior point where the traffic 

Our ability to provide proof of ficant changes: largely fundamcn- is destined. Where we have ex- 
ronm i™ .----------------- ■ . pedited Customs clearance

pan. which has been traditionally capability, we are going to be able 
to save that forwarder, and his

significant amount of timeZn get­
ting their products to market.

* * *
Q. What is the goal for having 
the Customs brokerage service in 
place or at least the initial start­
up of it?
A. Hopefully before the end of the 
second quarter. We have been con­
ducting a series of interviews with 
at’ ‘   

houses to determine how best to 
provide brokerage services to our 
customers.

products must also be able to prove 
that their shipment was delivered. __a  
This is particularly important when seeing a lot of manufacturing and 
. _ - — 
and apparel industries.

Another area of service reliabili-
progress in reducing our costs and ty is MIS support. Many major in- Hong Kong. Many of these change:
therefore car. offer much ternational and domestic customers are being driven by fluctuations in
competitive pricing, we are still not look for Electronic Data Inter- the value of the Japanese yen to the

' ‘ 1 1 -  U.S. dollar. To compete in the
ers everything from automated cus- Asian marketplace, we need to 
tomer reliability reports to elec- monitor (1) where the source of the
tronic billing and message switch- product is coming from and (2) in-
ing. We have made a lot of progress creased competition in Asia. Wc 
in the Company in the last year in will see additional competition in 
developing a number of these ser- terms of capacity, whether it be 
vices. It’s allowed us to actually Northwest adding additional 747 „„„

----- track and measure the causes of freighter capacity, or Nippon Cargo out of any traditional gateway? 
the current services we service failures. Significant strides Airlines adding additional frequen- -----  "
the introduction of new have been made in the last 12 cies, or Federal Express possibly

products to meet changing market months in identifying problems and starting DC-10 service to Japan. By
demands. Reliable, quality service solving them. Our doof-to-door emphasizing a highly reliable prod-
J-—.1.. — employees service reliability runs in the low to uct, we will be able to differentiate
r J. '' “ mid 90’s, which is markedly better ourselves from the competition in 
ing phones, servicing aircraft and than it was but remains noticeably Asia. In the past we largely difl'er-
engines, building up freight, dam- inferior to some of our competitors, entiated ourselves from the conipe-
age-free handling, operating on- * * * tition bY having almost exclusive

Q. What are the next steps in ini-

* * *
Q. The ad in USA Today outlines 
the prices of some of our domes­
tic competitors. We are competi­
tive, but we’re starting to see 
significant price competition. Are 
we going to remain competitive 
by reducing prices?
A. The domestic airfreight mar­
ket. like all airfreight markets, is 
extremely price competitive. The 
reason is that the top eight or ten 
competitors in the domestic air­
freight market largely offer a very 
similar product and it is very diffi­
cult for competitors to differentiate 
the quality of their service. So. the 
market has become one that is 
largely based upon rate competi­
tion, with consistent service a 
given. The concept of ratio dis­
counting is largely a myth. It isn’t 
that we’re discounting the rates in uiiiuuo nuu. Iiuw ivvvuuy mvvii • , , • .

instrumental in having the Ricken- order t0 81VC th,c business away, the 
>------- ----- j .... - rates are set by low cost competitors

in the marketplace. We arc at a par­
ticular disadvantage because our 
service level has not been competi­
tive with what our competitors are 
offering. We will continue to re­
main competitive when it comes to 
rales, however it is critical that we 
become fully competitive in all ele­
ments of our service.

* * *
Q. What is the market expansion 
potential in Asia, Europe and 
Latin America?
A. The major market opportunity 
in Asia is to continue to move our 
capacity into growth markets. As I 
mentioned earlier, we see a declin­
ing or slowing of growth in the 
Japan market. However, we also 
see rapid growth in Hong Kong. 
Taipei, and Seoul and to a lesser ex­
tent growth in Kuala Lumpur, 
Manila and Bangkok. Over the long 
term, mainland China offers signifi­
cant expansion opportunities. Our 
opportunities in Asia are not lim­
ited to only market development; 
we have significant opportunities to 
add new products such as Tiger 
Gateway Service to established 
markets, and to add new service 
between existing markets such as 

  our recently introduced Asia-
number of Customs brokerage . Europe and Asia-Canada service. 

 We have significant growth oppor­
tunities in Latin America and 
Europe where schedule frequency 
and reliability play a significant role 
in maintaining market share. Not 
only will the hub serve as a vital 
tool in providing superior service 
for our Asian customers, but will 
also be highly effective for our ship­
pers in Europe and Latin America. 
For example, during 1987 we plan 
on introducing flights directly from 
the hub to Europe. We have only 
begun to utilize the capabilities of 
our hub, and the impact of our fa-

our worldwide markets. In the 
March issue of FZying Tigers Re­
view, Ned Wallace addressed our 
international environment in detail 

£8°; and 1 want to b.e careful not to re- 
also looking'at providing affsenZic; Pe£U u^onPage 4.

tai, macro-economic changes. Ja-

our strength in Asia, will sec de-

James A. Cronin is senior vice president-marketing, responsible for worldwide market development including 
product definition, strategic planning, scheduling, and pricing as well as customer service, sales and terminal 
senice activities in the United States market. Mr. Cronin joined the Company in 1980 and was previously senior 
vice president-U.S. Division prior to being named to his current position in January of this year. He has received 
a Master's in Business Administration degree from the University of California at Berkeley and a Bachelor oj 
Arts degree from the University of California at Los Angeles. Mr. Cronin was interviewed by Flying Tigers Review 
on April 3.

Q. Although you are senior vice 
president-marketing, you also 
have responsibility for terminal 
operations. Isn't that unusual?
A. There is a difference between 
the marketing function and the 
marketing department. The mar­
keting department has responsi­
bility for certain marketing activi­
ties. but all employees involved 
with servicing our customers are 
involved in marketing. We are in 
the service business, where opera­
tions is a pivotal function. It not 
only creates the product but is re­
sponsible for its delivery. While it 
is true our long-term success is 
dependent on how well we identify 
our customers' needs and create 
services to meet those needs, it is 
equally true that our success is de­
pendent on controlling our product 
quality and consistency.

* * *
Q. Have we defined our market­
ing niche?
A. Although we have not finalized 
our marketing .plan, we have ex­
pended a fair amount of effort in 
defining the demands of each of our 
geographical markets and matching 
what services we should offer to fill 
those demands. Generally speak­
ing, we are targeting the top 1.500 
to' 2,000 global business-to- 
business shippers of shipments 
weighing fifty pounds and above. 
Our core product offering is the 
movement of goods between two 
points, but wc also offer various an­
cillary services to our customers. 
These include billing and documen­
tation. management reports and 
proof of delivery. In many in­
stances. developing a competitive 
advantage involves achieving 
superior performance on these an­
cillary services. Getting repeat 
business is often more important to 
our marketing success than win­
ning new' customers. Our sales 
group has done a good job of at­
tracting new accounts, but due to 
non-competitive service levels, we 
continue to experience a high cus­
tomer turnover rate.

* * *
Q. What is our greatest market- you get into high-tech, high-value, 
ing challenge?
A. Although we have made real

therefore can offer much more

production capability being re­
located from Japan to other areas in 
Asia, such as Korea, Taipei, and

. _ .. -J- v u - U

ternational and domestic customers are being driven by fluctuations in

a low cost operator, either interna- change (EDI) support, which cov- 
tionally or domestically, and con­
sequently cannot compete on the 
basis of low prices. There is no 
“black box” solution or magic an­
swer to strengthening our competi­
tive position. The real issue is to 
consistently and reliably meet our 
customers' distribution needs. This 
includes L._  
offer and the introduction of new

time schedules, prompt pick-ups ’. * * cargo authOrit.y and a fleet of 747
and deliveries, accurate billing and V- What are the next steps in im- freighter aircraft. In the future wc 
timely follow-through on receiv- proving service reliability? must distinguish ourselves by pro-

A. We are establishing service viding a superior level of service 
standards for our international and which requires considerable com-

and programs to monitor and cor-

serv.ee
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Hob Homed 
foreign 
Trade Zone

CEO Wolf Leads FT 
Delegation to the

ees’ sponsorship of the ad, sent a 
message to those responsible to 
thank them for their efforts. The 
message read, 7 tens surprised and 
delighted to learn of the personal

“Under IATCA. a U.S. carrier 
that believes it is the subject of

brought to it through the IATCA 
complaint procedure. However, 
Flying Tigers believes that in order

resented employees in Houston who 
initiated a radio advertisement on 
KLPR on behalf of the company 
and all of its employees. I extend to

sharing the pride you have in your

would be beneficial to have addi- 
 ,,, J( lional trade expertise included in 

will indeed be 'successful in repaid- the process. Therefore, the amend- 
tioning itself in this intensely com- - r> -
petitive marketplace. You truly rep­
resent what the Tiger Spirit is all 
about."

, * * *
Q. What about your responsi­
bility for our customer service 
function?

 va_ A. Customer service employees, 
ample of what’we canaccompfishis and our Pick’uP nnd delivery opera- 

-.... - /'ll i I . firtn lim/z* mrsrn /‘nntnot mltk

ICI-Limited traffic in Columbus

Flying Tigers' air cargo hub in 
Columbus, Ohio has truly become 
an international gateway for world 
commerce as the result of the desig­
nation of Columbus as a Foreign 
Trade Zone on March 20, an­
nounced Stephen Wolf, chairman, 
president and chief executive of­
ficer.

“The designation of Ricken- 
backer Air Industrial Park in Col­
umbus, Ohio as a Foreign Trade 
Zone, coupled with our hub opera­
tions, provides the worldwide ship­
ping community that we serve the 
opportunity to import goods into 

 „  to structure an effective relief mech-, the zone, and then export those 
passing day a s i'see examph’^'of anisi]n) ‘J1 response to a complaint it 
dedicated, committed employees n fi'**•'’ — 1
such as yourself that Flying Tigers

Flying Tigers employees in 
Houston who are represented by the 
International Association of Ma­
chinists (IAM) sponsored a radio 
advertisement in the Houston area 
during March to thank customers 
for using Flying Tigers’ service. 
The advertisement, which was ini­
tiated and paid for by the Com­
pany's Houston-based IAM em­
ployees, was featured on Houston 
country western radio station 
KLPR. Il was broadcast a total of 
23 times over a 7 day period and 
read as follows:

“Thank you. It's a phrase we all 
need to say more often. This is a 
special thank you to everyone who 
has shipped on Flying Tigers, the 
world's largest all-cargo airline.

“Flying Tigers ships all over the 
United States and the world. Over 
the years. Flying Tigers has moved 
enough whales, dolphins, lions, 
tigers, cattle,, black rhinos, sheep

and other critters to fill an ark.
“They’ve moved enough heavy 

machinery and energy-related 
equipment to fill- the (Houston) 
Astro Dome 100’s of times over. 
Flying Tiger Line appreciates your 
business, from the single piece of 
mail to oversized packages, from 
helicopters to households. If you've 
needed it shipped. Flying Tigers 
has come through. Flying Tigers. 
230-1930. So, from the folks on the 
dock, in the jets and in the office, 
thank you. Sponsored by Flying 
Tigers ramp and related employee 
members of the International Asso­
ciation of Machinists and Aero­
space Workers.”

(Sound effects consisting of 
animal noises and machines were 
played as a background accompani­
ment each time the ad was broad­
cast.)

Flying Tigers' Chairman Stephen 
Wolf, upon hearing of the employ-

together both the services side and 
sales side of the house, and coor­
dinates these two efforts. In my opi­
nion, we have one of the best cus­
tomer service organizations in the 
airfreight industry. A super group 
of people who do an excellent job.

Q. And the sales force? Wasn’t 
the sales group recently re-orga- 
nized?
A. In January, we consolidated the 
sales force in the United States to 
eliminate duplication of sales ac­
count coverage. U.S. sales activities 
have been unified, with those re­
sponsible for handling domestic or 
U.S. export accounts together under 
one group. The reorganization of 
our highly skilled sales group is 
consistent with our need to respond 
to individual markets as well as our 
global service capabilities.

Published by the Corporate Communications Department 
Flying Tigers, 7401 World Way West, P.O. Box 92935- 
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ment slates that the Department of 
Transportation solicit not only the 
views of the Slate Department, but 
also those of the U.S. Trade Repre­
sentative and the Department of 
Commerce.

Third, the present law states that 
the Department of Transportation is 
required to report to Congress 
annually on specific complaints 
brought under the IATCA pro­
cedure. The amendment, if passed, 
would change the reporting proce­
dure by having the Department 
report to the Committees of the

In addition to Mr. Wolf, the Fly­
ing Tigers' delegation to (he nation’s 
Capital included Lawrence M. 
Nagin, senior vice president-ad­
ministration and general counsel, 
secretary; Cyril D. Murphy, vice 
president-international and govern­
mental affairs; and Kathy J. Wil­
liams, manager-international and 
governmental aflairs.

In addition to meeting with Sec­
retary Dole, the intensive thrcc-day 
visit was comprised ol meetings 
with Senators Alan Cranston- 
Calif.; Pete Wilson-Calif.; Lloyd 
Bentsen-Tex.; Ernest Hollings-S. 
Carolina; and Frank Murkowski- 
Alaska. Aviation leaders of the 
House of Representatives who 
sponsored the bill were Repre­
sentatives Norman Minetta-Calif.; 
James Oberstar-Minn.; William 
Clinger-Penn.; Newt Gingrich- 
Georgia; James Howard-N.J.: and 
John Paul Hammerschmidt-Ark.

Continued front Page 3.
Q. Along with the need to re­
educate the customer, what about 
the employees?
A. Each employee must recognize 
that our success as a company and 
his or her personal success is de­
pendent upon how well each of us 
does our job. The closer you gel to 
the customer, the more important 
cnnprmr I.. Tt,^

part for everyone to recognize is 
that every day we're only as good as 
the last shipment that we moved, 
and every day we create the oppor­
tunity to be successful by delivering 
the next shipment on time. We need 
to demonstrate to customers that we 
can deliver their product on a con­
sistent basis. Probably the best ex-

service is critically important in 
convincing the customer that Fly­
ing Tigers can meet their needs and 
is easy to do business with. It pulls Congress with direct oversight jur­

isdiction within 120 days on the 
specific action it has taken to re­
solve the problems raised.

"The amendment is currently 
working its way through Congress 
as part of the omnibus trade legisla­
tion (H.R. 3) and we are hopeful 
that this amendment will be passed 
into law,” Mr. Wolf said.

IAM Employees take Tiger 
Spirit to the Air in Houston

* *

Chairman Stephen M. Wolf led a 
Flying Tigers delegation to Wash­
ington. D.C. earlier this month to 
meet with aviation leaders of Con­
gress and administration officials— 
including Department of Transpor­
tation Secretary Elizabeth Hanford 
Dole—on pending trade legislation 
and an amendment proposed and 
drafted by Flying Tigers to the In­
ternational Air Transportation Act 
of 1974 (IATCA).

As a result of this visit, an 
amendment (H.R. 1972) was intro­
duced in the U.S. House of Repre­
sentatives on April 8. The amend­
ment, sponsored by the leadership 
of the Public Works and Transpor­
tation Committee of the U.S. House 
of Representatives and co-spon­
sored by an additional 27 Congress­
men. will dramatically improve the 
methods of redressing or eliminat- 

„„„„„„ , , ....... .. ing restrictive and discriminatory
Flying Tigers included, above, kneeling l-r: Robert Knight, ramp serviceman; David Lynn, traffic agent and Will trade practices. 
Jones, ramp serviceman. Second row: l-r, Greg Fronzak and Roger Armstrong, rsm; Neil Connelly, trafficagent; 
Joe Chiasson, lead rsm; Bill Malin, traffic agent; Roger Bauer, rsm; Jesse Benton and Donald Furzland, lead

program for several months?
A. Yes, it started out slowly, then 
grew very quickly. Because of the 
high level of service we were able 
to provide, our ICI-Limited traffic 
will double this year. This traffic 
represents a significant piece of 
business. As a result of the service 
advantages we can offer, we have 
discussed a similar product with a 

superior service is. The difficult num^er of other companies similar 
to ICI who arc considering estab­
lishing operations at the Ricken- 
backer Air Industrial Park.

goods to other foreign or domestic 
points via one air carrier." Mr. Wolf 
said.

"Additionally, the Foreign Trade 
Zone complements the many im­
port services we provide shippers, 
including the fact that we have U.S. 
Customs inspectors assigned exclu­
sively to Flying Tigers’ hub opera­
tion. Not only does the zone in­
crease the attractiveness of Colum­
bus. it enhances the services we can 
provide our global shippers."

A Foreign Trade Zone (FTZ) is a 
secured area within the United 
Stales which is considered to be 
legally outside U.S. Customs terri­
tory. The primary advantage of 
using a FTZ is deferral of duty pay­
ments for goods brought into the 
U.S. to be assembled or processed. 
Duty is paid after the goods actual­
ly enter into the United States. Im­
porters can select the lowest duty to 
be applied, based on the entering 
merchandise's original foreign com­
ponents or the final product. If 
product is re-exported, the duty can 
be avoided altogether.

the successful development'of the llon’ have morc dall7 c°mact with 
ICI-Limited traffic in Columbus our customers than any other area 
which has become a major piece of of ,he Company, including our sales 
'-• ••=---- “■ area. The customer service em­

ployees are involved in everything 
-rate quotes, service assurance, 
follow-up, proof of delivery, and 
generation of revenue. Customer

business for us.
*- * *

Q. Didn’t the ICI business start 
out slowly? Wasn’t there a test

Houston lAM-represented employees who participated in the sponsorship of a radio advertisement promoting

l-r, Greg Fronzak and Roger Armstrong, rsm: Neil Connelly, traffic agent;

rsm: and Aaron Lee, rsm. Not pictured: Traffic Agents Stephen Hagelauer and Max Avaria; Mike Maher, lead discriminatory or unfair practices 
rsm: and Ramp Servicemen Jack Henson, Roy Schwartz, John Sternik and Red Wilson. abroad, may petition the Depart­

ment of Transportation for relief." 
said Chairman Stephen M. Wolf. 
“The Secretary has wide discretion 
in fashioning relief, and a six- 
month time period in which to act.

“Our amendment modifies the 
provisions of the IATCA law to 
make it responsive to the needs of 
U.S. international air carriers in 
three discrete but nonetheless sig­
nificant areas," he said.

First, the amendment would re­
duce the time period to 90 days 

contribution made by our lAM-rep- from lhe cx'sl,n8 180 da>'s lhat the
■ " ■ Secretary of Transportation has to

take action on an IATCA com­
plaint.

Second, under current law. the 
‘i'n\“iieiional'appivc Department of Transportation must

the ~r;dc . Ji. A\<; c \c.ur s°l’cit lhe views of the Department
company, and I can only say that I t before resol viiig^any
am proud to be associated with ‘ ~ ia-t^a
such a fine group of professional, 
dedicated employees.

“1 am more confident with each

'fl 
a


