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Financial Results
Tiger International and Flying Tigers Report Record

I. ($16.4 million)

(S22.8 million)

ed the highest quarter-to-quarter 
earnings increase in the Company's 
history. The 1987 second quarter 
net income of $17,242,000 was 
256 percent higher than this year's 
first quarter result of $4,845,000. 
Earnings per share in the second 
quarter rose 207 percent over the 
first quarter 1987 (46 cents vs. 15 
cents). Revenues in the second 
quarter were 12 percent higher 
than in the first quarter.

New Marketing Strategy
“A major contributor to our suc­

cess in the second quarter was the 
development of a new and focused 
marketing strategy, beginning 
with product improvements and 
service enhancements which were 
introduced beginning late last 
year. Our marketing goal is the 
definition and implementation of a 
long-term strategy which will give 
us a worldwide marketing niche 
which we can defend and expand,” 
Mr. Wolf said.

Domestic service improvements 
to date in 1987 include new do­
mestic schedules; 727 service to 
San Diego and Phoenix, which 
started in May; dedicated 727 air­
craft for th? Seattle and Denver 
markets: the new DC-8 service in 
the United States, replacing some

Tiger International also report- effort and implementation of a new 
ed net income for the 1987 first ' ' 1
half of $22,087,000. or $.59 per

major adjust­
ment in aircraft operating sched­
ules,” Mr. Wolf said. “These actions 

forces many of Flying Tigers’exist- S'toS tfc la£«t ‘c^go 

mg strengths,” said Chairman carrier in the world based upon our
Stephen M. Wolf. “Shippers re- ability to provide a superior pattern

The airline’s second quarter re­
sults were also favorably affected 
by strong transpacific traffic and 
increased Military Airlift Com­
mand business.

In 1986, Flying Tigers initiated 
$38,861X100 in the first half of 1987 a revitalization effort which began 

with an innovative Employee Part­

last year. The airline's operating tions, coupled with the extension 
profit was $66,765,000, the largest of profit sharing and stock owner­
in its history, which produced an ship plans to all participating em­
operating margin of 12 percent.

Combination of 
Positive Factors

“These substantially improved Partnership Progrt 
results and a major financial re- employee product i' 
structuring were achieved through 
a combination of factors, includ­
ing an extensive cost reduction

of the former 727 and 747 service; 
and, the earlier departures to and 
from the airline’s hub in Colum­
bus.

International service enhance­
ments in 1987 include increased 
Asia eastbound flights;'Bangkok, 
Thailand service began in Febru­
ary; new Asia-to-Europe service 
started in March; a Canadian Air­
lines joint venture for around-the- 
world service began in March; the 
commencement of DC-8 weekend 
service to Europe and Asia; and 
the introduction of a newly ac­
quired B-747-200 on Flying Tigers’ 
Pacific routes.

.Warren Transport 
Also Gains

Warren Transport’s revenues 
were $10,602,000 in the second 
quarter, up 3 percent from rev­
enues of $10,265,000 for the year- 
eariier period. Pretax profits for 
the second quarter 1987 were 
$742,000 compared to $643,000 in 
the same period last year, an in­
crease of 15 percent. Warren’s pre­
tax income was $1,207,000 in the 
first half of 1987 on revenues of 
$19,710,000, compared to a pretax 
profit of $1,204,000 on revenues of 
$19,076,000 for the same period 
last year.

Increases in Second Quarter and First Half 1987 Results
Tiger International, Inc. report­

ed the highest second quarter net 
income in its history: $17,242,000. 
or $.46 per share, compared to a 
net loss of $22,830,000, or $.74 per 
share in the comparable 1986 peri­
od. The year-to-year improvement 
reflects an increase of $40,072,000, 
or $1.20 per share. Revenues rose 
13 percent to $296,082,000 in the 
second quarter of 1987, from 
$261,336,000 for the same period 
last year.

Largest Second
Quarter Operating Profit

for Flying Tigers
The Flying Tiger Line Inc. re­

ported a pretax profit of $25,836,- 
000 in the second quarter of 1987, 
compared to a pretax loss of $16,- 
489,000 in the same period last 
year, a swing of $42,325,000. 
Revenues were $285,480,000 com­
pared to $251,071,000 a year ear­
lier, a 14 percent increase.

and focused marketing plan at 
Flying Tigers,” Chairman Stephen 

share, compared to a net loss of M. Wolf said. 
$56,986,000. or $1.85 per share, in .. ...............
the first six months of 1986. Rev­
enues for the first half were $561,- 
395,000 in 1987, compared to 
$524,509,000 last year.

Flying Tigers' pretax profit was

on revenues of $541,685,000, com- . .
pared to a pretax loss of $44,398,- nership Program, which provided 
000 on revenues of $505,433,000 for comprehensive cost reduc-

"t was $66,765,000, the largest of profit sharing and stock 
its history, which produced an ship plans to all participating 

ployees.
“We are beginning to see the 

fruits of our labor. The Employee 
" ’ " .‘am encourages
^..iployee productivity by offering 
individual employees a share in 
profits and an ownership stake in 
the airline. Our employees now 
have a vested interest in the finan­
cial performance of the Company. 
The better our financial results, 
the higher the monetary returns to 
employees from the profit sharing 
program,” Mr. Wolf said.

Highest Quarter-to-Quarter 
Earnings

Tiger International also report-

of substantial marketing and operat- 
ino ctAnc__cnok oo ___

ported 3,099 million freight ton additional freighter aircraft includ- 
kilometers on its scheduled world- Z___ 1
wide route system. (A freight ton delivered later this year; the intro- 
kilometer is one metric ton of J ’’ 
freight carried one kilometer.)

In 1985, the company also ranked
number one, logging 3,145 million
freight ton kilometers worldwide.

“The number one ranking rein­

ing strengths,

Flying Tigers #1 Again 
in Air Cargo Worldwide

Flying Tigers continues to be the vices on a global, integrated route 
world’s top air cargo carrier, ac- network and Flying Tigers world­
cording to the latest rankings of the wide cargo operating authority and 
International Air Transport Asso- service patterns are the broadest in 
ciation (IATA), based on the per- the industry.
formance of the association’s 160 “In 1987, we have taken a number
members in 1986. of substantial marketing and operat-

During^1986, Flying Tigersjrans- ing steps-such as the acquisition of

ing six DC-8s° and one 747 to be

duction of service to an increased 
number of domestic and interna­
tional cities; and a major adjust­

in aircraft operating schcd- 
urr'i___

79 all-cargo yvidebody aM is the woM largest_to
service, and Einar Olafsson executive vice president for vice.pres!(ient~inteniational sales and

^aid^Chairman carrier in the world based upot 

quire a variety of transportation ser- of service.”
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and

Cyril Murphy

Flying Tigers to Lease 
B-747-200 Freighter

Q. With our current successes and profits, why do people leave the Company and how are they 
going to be replaced?
A. We are in a very dynamic business and the opportunities for job advancement are many and varied. 
Decisions to make job changes outside the Company are highly individual and often have little to do 
with overall business and economic factors. While we have lost some good 'people to other 
organizations-which. by the way, reflects well on our original decisions regarding these people, Flying 
Tigers’ ability to attract quality people has improved significantly as a result of our strengthened com­
petitive position and the vibrancy of our organization. As vacancies occur and as our business continues 
to improve, we will hire in people from the outside on a selective basis, recognizing that our first 
priority in filling vacancies is to do so from within the Company, whenever possible. For instance, in the 
past week, Gloria Dickey was promoted to Director-Employee Relations and Stan Balcomb was pro­
moted to Senior Director-Technical Planning.

Law School, graduating in 1976.
Serving in a variety of manage­

ment positions with the airline, 
Mr. Murphy has participated in the 
formulation of policy matters re­
garding regulatory and industry 
affairs and facilitation. He was pro­
moted to vice president-interna­
tional and governmental affairs in 
March. 1984. Previous to that, he 
served as senior executive director 
of government and public affairs.

Cyril Murphy Named VP 
of Market Planning

we continue to be

Cyril D. Murphy has been named 
vice president-market planning for 
Flying Tigers, reporting to James 
Cronin, senior vice president­
marketing.

In his new position, Mr. Murphy 
will have responsibility for market 
development, pricing, industry and 
product development, marketing 
services and scheduling and capac­
ity planning. A 21-ycar employee of 
Flying Tigers, he previously served 
as vice president-international and 
governmental affairs.
“ “Mr. Murphy brings extensive 
experience to his new position, hav­
ing worked in the maintenance, 
marketing and legal affairs divi­
sions during his career with Flying 
Tigers,” said Chairman Stephen M. 
Wolf. “His vast background in the 
Company's operations will be inval­
uable in his new position."

Mr. Murphy joined Flying Ti­
gers’ maintenance division in 1966 
while working his way through col­
lege. He was awarded a scholarship 
from the International Association 
of Machinists (IAM) and graduated 
summa cum laude from California 
State University, Dominguez Hills 
in 1973, with a bachelor of arts 
degree in political science. He was 
granted a leave of absence from 
Flying Tigers to attend Harvard

As the result of a recently 
signed long-term lease agreement quired six DC-8-73 freighter air- 
for a 747 jetfreighter aircraft be- ~~"c‘ "-J----------- 1------ "
tween Flying Tigers and GPA 
Group Limited, the number of 
B-747 jetfreighters in the airline’s 
fleet will increase to 19 when the 
aircraft is delivered on September 
21. Upon receipt, the aircraft will 
be immediately deployed on Fly­
ing Tigers’ expanding international 
routes.

“Increased demand for Flying 
Tigers’ international all-cargo ser­
vice has sparked the need for addi­
tional 747 freighter equipment,” 
Chairman Stephen M. Wolf said. 
“This aircraft will be put into ser­
vice immediately on our transpa­
cific routes to provide increased 
capacity during the critical fourth addition to the Company’s 747s, it 
quarter when shippers require ad­
ditional lift capabilities,” he said.

Fact-finding Visit... A high level delegation from Singapore, led by Mr. 
Guong Ching Tan, permanent secretary of the Ministry of Communica­
tions and Information, visited Flying Tigers' headquarters in Los 
Angeles recently to discuss future opportunities available in the Singa­
pore airfreight market and to learn more about the airline's plans in that 
region. The delegation, which consisted of members of the Singapore 
Economic Development Board, met with Chairman Wolf and other Com­
pany officials. Mr. Tan, second from right above, and members of the 
delegation get a first-hand look at the inside of a B-747jetfreighter dur­
ing a tour of the airline's facilities.

Q. What is your forecast for Tigers for the second half of the year? Will 
profitable?
A. We are committed to a corporate policy at Tiger International, which conforms to Securities and 
Exchange Commission (SEC) and New York Stock Exchange (NYSE) guidelines, of not making public 
forecasts or predictions about future financial results. In general terms, however, through the revitaliza­
tion steps which are by now familiar to all employees, we have brought revenues and costs into a more 
competitive balance and have generated profits in the first two quarters of 1987. As I indicated recently 
to a media inquiry, the second half historically has been better than the first half. We plan that to be the 
case in 1987.

The Chairman’s Column
Our lead story in this issue reports on record profits for Flying riS^ °nd

cessfid refinancing and the initial implementation of our ’"orketingprogranu profits which are 
controlling costs are the two basic ingredients of every successful bcustomers, 
generated from this combination of factors benefit employees, shar^0,d^f.^nd',lreiin,Jt in service 
who receive increasingly better service because of the profits which we retmesi

Employees benefit from consistent profitability in several ways: first. Pro^'^‘e!.^ng^co^.^qfits 
cial health and enable us to grow our business on a stabler and more seen f ^vanceme't; and

ownership stake in the Company, and on higher stock market values, which consistent y p fi 

^“BeingpnffitaM^energizes a business. Vie favorable impact goes far beyond the ^al'lumbers, 
important as they are. Profits represent the "report card" on a company, rfectingwhat og^>up^ 
talented people who are committed to being successful can do when the occasion demands it. lhe occa 
sion" in our case was survival followed by corporate health. nfrennrt

While we remain a long way from true financial health, these profitable quarters ate these” of rep 
card grades which should make us all extremely proud and should spur us on to even highe J 
performance.

Q. At a recent Chairman’s Conference, in response to a question, you mentioned the ULD (Unit 
Load Device) maintenance stall' at LAX and their efforts regarding ULD repair. You also told of 
progress that the terminal services group has made at improving its container interchange pro­
gram. Does this container interchange program really have financial impact?
A. Yes. As the result of improved control and accountability of containers interchanged between Flying 
Tigers and other carriers, the Company has experienced a dramatic shift in fees it pays for container 
usage versus monies received for the use of Flying Tigers’ containers. During the first six months of 
1986, when balancing payables against receivables, the Company had a negative impact of approxi­
mately $85,000 in container usage fees. That is, it cost us a net $85,000 in container rental fees to other 
carriers. In contrast, during the first half of 1987, a positive impact of approximately $26,000 has been 
received by Flying Tigers for the use of its containers. Our terminal services, traffic services and ULD 
Control groups are to be congratulated for their efforts in achieving this significant improvement This 
is therefore but one example of how our actions.can and do impact our profitability.

Q. When and how will employees actually receive benefits under the Profit Sharing and Equity

A. As hopefully everyone knows, we have produced very favorable operating results for the first two 
quarters of 1987, and thus 1 am hopeful, barring significant change in conditions, that our emnlovees can 
expect true benefits from our Partnership Program. Specifically, under the Profit Sharing Plan 
employees can expect to receive a cash profit sharing distribution (less required withholding taxesl

distribute “Participant Warrants” to purchase shares of Flying Tigers' stock for SI 00 n,. ™see W1}then 
participating employees in accordance with the formula, and subject to the conditionVseTf
1-S « 198^fes^“ ^°9Cated aS °f December 1 in each ye-

pP"'X“"e " °" Th“ Ei“»“

Q. There have been press reports that you mav change inhs a™Company? j may cnange jobs. Are you planning to leave the

A. In an industry where mergers, acquisitions and other reorganizations are i • u 
almost a weekly basis, there are also management changes which create ooDorm PreSS °n
pames. From time to time, I may have been asked to consider such opportunftfes Wh “f °‘her C°m‘ 
contact had been made, our response to those inquiries has been thafwe a ' When aSked lf such a 
Because of an escalation in rumors that I might go to a larger , T C°mmCnt on rumors- 
reported last week as a result of an interview that “I’m committed here^ We’ve^n^i Joumal
to accomplish it.” ' Wc ve £ot a lot to do and I intend

In January, the Company ac- 

craft and announced a recall of all 
furloughed Flying Tigers pilots 
and a new hire program which 
will result in a net increase of over 
250 additional pilots at the airline.

“The addition of another 747 
jetfreighter complements the 
many international and domestic 
service improvements the Com­
pany has made thus far in 1987 
supporting our long-term market­
ing strategy to provide a superior 
pattern of service to our global 
shipping customers." Mr. Wolf ex­
plained.

The seven-year lease agreement 
includes an option to purchase. In

operates 6 DC-8 and 11 727 jet­
freighter aircraft.

/' >' r



3FLYING TIGERS REVIEW
JULY 31, 1987

■

HF T"

was
worthwhile. So

ning of each year, we forecast 
revenue by product line, and then 
review that against an economic 
forecast prepared by our market-

HJ• ■

order for us to ensure that we are 
in tune with the marketplace, and 
to grow with the industry, we need

ments of our customers ai

making process at the corporate 
level, both with commercial ac­
counts and large multi-national 
accounts, as well as forwarders 
and agents. What we have done is 
to parallel our organization to 
meet the needs of the marketplace. 
Our corporate sales organization 
designs, sells and manages “tai­
lor-made” programs for these 
corporate accounts which have 
many manufacturing plants located 
throughout the U.S. Each of these 
plants are then sold by the field 
sales organization to use Flying 
Tigers. This team sales approach 
at the corporate and field levels is 
essential to our continued devel­
opment of revenue from major 
accounts.

tomers, it is (  
work together and each agree 
what services we can pr~ :dc. .. 
we commit ourselves to more than 
we can reasonably handle, then 
our
will erode and our credibility will

volume (pounds), yield and 
enue. The primary focus is 
revenue g r„.
tion of my revenue plan is the total 
pF tjlA tkrArt — - ■—  TT

States. It is further distributed to 
the district and city level and on to 
the account executives in the form 
of revenue quotas. This system 
allows each of us to know, each 
day of the week, what we must do 
in order to meet our revenue plan.

* * *
Q. Is our sales force measured 
onf 
make?

tion; and cost for transportation 
services. Standards are clearly 
defined and dictated by the cus­
tomer. If we arc selected to par­
ticipate as a preferred carrier, we 
then meet with the customer— on a 
regular basis—and review our 
overall system performance against 
their corporate standards. Quality 
of service is extremely important 
and is the ultimate criterion for 
carrier selection. Therefore we re­
quire close coordination with our 
traffic service, customer service, 
pickup and delivery, data process­
ing and accounting departments to 
make sure we are providing the 
level of service that our customers 
expect.

and service < 
concert with the shipper.

* * *
Q. How is the performance of 
our sales staff measured?
A. Our U.S field and Corporate 
sales organizations are measured 
against quantitative and qualitative 
objectives. The primary measure­
ment of every sales person in our 
organization including myself, is 
based on his/her success in achiev-

VP Jack Kane Reviews Sales 
Organization, Goals and Future Plans 

ni

cific?
A. There are some areas of the 

_ • ■ • • ________________t con.

tact with our customers on a daily 
basis. Customer service, sales, 
pickup and delivery and some of 
our accounting personnel have 
constant, direct contact. But every 
employee impacts our service, and 
therefore, our sales efforts. The 
accuracy of data entry into our 
KIAC system with regard to docu­
ment preparation and shipment 
monitoring is very important. The 
timely transmission of that infor­
mation and following up with 
p-p—■—i. our business.
Basic courtesy, whether on the 

Continued on Page 4.

tion-not sales calls.
* * *

Q. Is there anything else unique 
about our sales group?
A. We have the best trained, most 
knowledgeable sales people in the 
industry. We truly have a very 
competent group of sales people. 
Our training and development 
department has created and man­
ages one of the most sophisticated 
and comprehensive training pro­
grams in the business. Flying 
Tigers has earned a reputation as 
having one of the most profes­
sional sales teams in the airfreight 
arena. The sales force views our 
Company’s revitalization steps 
taken this year as positive ele­
ments which we can effectively 
“sell” to our customers. Now more 
than ever, we are in a position to 
provide the quality of service re­
quired to be competitive in the

* * *
Q. One would not readily think 
of information systems or data 
processing as a part of account 
management. Could you elabo- 
rate on their role?
A. Information-based systems will 
represent the most important ex­
pansion of services in the industry 
over the next decade. With the 
commitment made by the Com­
pany in the area of information 
systems, we are now moving into 
an arena where we will compete by 

an array of computer-

' A

>

* * *
Q. How do we get business from 
these corporate accounts?
A. They present Flying Tigers 
and our cr"T’p»,i’r"-" "~th g u: 
and say, “this is the volume we 
project for the next 12 months in 
this particular part of the United 
States for domestic business and 
these are the standards of service 
that we have mandated.” Among 
others, the major requirements are 
quality of performance; on-time 
delivery; billing accuracy; timely 
availability of shipping informa-

A. Yes, they do. Our traffic and 
customer service < a L .4  
play a key role in satisfying the 
needs of our customers. Our ap­
proach has been that we must be 
parallel in our objectives to sue- - ... vwirn tuauc Cv-_-. 
cessfully meet the service require- have standards and v.“ expect our 

o . ~~~ — our cucte...^s and Flying people to be able to meet those
competitors with a bid Tigers’ own corporate goals. Since standards. The objective, however,
“thic u ,.-i-------— tftesg groups are involved in every is not to simply make seven or

step necessary to create and main- eight calls a day. We want quality
tain service programs for our cus- sales calls. If an account executive
tnm»rc it u essential that they makes only four calls on a given 

—"• r on day, because one sales call took
provide. If most of the day and he or she gen- 

> more than erated $100,000 in revenue from _ ,UUu»
, ------- , —i that one call, then that particular paperwork impacts

relationship with the shipper day was very productive and D—-----
—a ~ ■ -J we make adjust-

rS
F** ■ i -«f' *

 f A
4

basis—are critical to our ability to 
service the account properly. The 
role of our information systems 
group underscores the impact that 
every Flying Tigers employee can 
have in maintaining customer sat­
isfaction. Every job when well 

by location through the performed positively affects our 
„ — tl:, re. business and our customers—as a

quires coordination and teamwork service organization we can never 
between our field sales organiza- lose sight of our commitment to 
tion as well as our corporate sales quality and the impact of each in­
organization in conjunction with dividual’s performance in provid­
customer service, traffic service, ing that quality service, 
marketing and accounting depart- * * *
ments and our offshore sales orga- Q. Do our service employees 
nizations. This “team selling” is join our sales personnel in mak- 
the fundamental, strategic ap- ing sales calls?
proach that distinguishes Flying 
Tigers. It is an integrated approach 
that is starting to produce signifi­
cant results.

Xs vice president-sales, Jack T. Kane is responsible for all U.S. sales activities for Flying Tigers which in­
cludes U.S. domestic and export sales as well as corporate sales, which encompasses national accounts, 
agents/forwarders, U.S. government, interline and intermodal sales programs. Mr. Kane joined Flying Tigers 
in 1969 as a sales trainee in Los Angeles and has subsequently served in a variety of management positions in 
sales, marketing and operations including manager of commodity and industry marketing, manager of ter­
minal sales, and manager of terminal services. In 1977, he was named general manager-midwest with overall 
responsibility for Flying Tigers’ sales and service activities in an 11-state region. In 1980, Mr. Kane was pro­
moted to vice president-sales. Raised in Southern California, he attended Loyola University and the Univer­
sity of California, both in Los Angeles. Flying Tigers Review interviewed Mr. Kane on July 10.

Jack Kane
be seriously affected. To avoid ments and are pragmatic in our 
this, it is necessary to have sales business approach. Remember the 

employees work in goal is increased revenue genera-

Q. What is the role of the sales 
function at Flying Tigers?
A. Sales is the face-to-face repre­
sentation and selling of the ser­
vices (product) that our Company 
offers to our customers. In essence, 
the sales organization is respon­
sible for generating new business 
as well as managing current busi­
ness to achieve profitable growth. 
Every employee must remember 
that our customer is the corner­
stone of our business. Our com­
mitment to quality, in every job 
that we perform here at Flying 
Tigers, not only keeps customers 
with the Company but allows us to 
secure new ones.

* * *
Q. Specifically, what is your role 
in the sales organization?
A. I am responsible for the direc­
tion, management and develop­
ment of U.S. sales strategy and 
tactics resulting in the generation 
of revenue. In the U.S. sales orga­
nization, we are responsible for 
both domestic and international 
revenue including all of our busi­
ness from the United States to 
Asia. Australia, Europe, the Mid­
dle East and Latin America. The 
domestic side of my responsibility 
includes revenue generation for 
our door-to-door product, as well 
as our airport-to-airport traffic— 
both from commercial accounts 
and freight forwarders and agents. 
Additionally, I have responsibility 
for the development of our major 
national and multi-national ac­
count sales programs.

* * *
Q. How is the U.S. sales organi­
zation structured?
A. Our U.S. sales organization is 
divided into two divisions—the 
field sales organization located at 
our terminals and our corporate 
sales organization, which is re­
sponsible for national/multi-na- 
tional accounts. The U.S. field 
sales group is divided into three 
regions, each headed by a regional 
sales director located in LAX, (Bill 
Nelson): ORD, (Mike Bourke); 
and JFK (Bruce Barash). Report­
ing to the three directors are 
district sales managers who super­
vise our 117 account executives. 
Charles Malone is our senior 
director of Corporate sales. It is 
interesting to note here that we 
have streamlined our sales organi­
zation. At one time, we had over 
300 account executives, today we 
have 117. Late last Fall, we com­
bined the international and domes­
tic sales organizations to eliminate 
duplication of account coverage 
and to unify the sales staff. This 
streamlining action has focused 
our sales staff to do the best job 
possible in seeking increased rev- 
enue generation.

* * *
O. How does our Corporate 
sales organization differ from 
the field sales organization.
A. Since deregulation, there has 
been a more Profes®,?nala"d

tion of the distribution decision

* * *
Q. Are you saying that corpora­
tions are now placing more im­
portance on the transportation 
function as part of their own 
marketing and distribution plan­
ning?
A. Yes. They are now managing 
the purchase of transportation ser­
vices much more effectively. Deci­
sion making is not made exclu­
sively on the dock or at the traffic 
manager level. Companies are 
now consolidating their purchas- providing 
ing power and transportation deci-' based services. These include 
sion making. The needs of large automated labelling, KIACCESS 
corporate shippers and consolida- and tailor-made computerized ro­
tors can be reduced down to sim- ports for a specific account. These 
pie terms: they are looking for services allow our customers to 
reduced inventory costs, a higher expedite their shipments, track 
quality of on-time delivery, more and measure our performance, 
timely transportation reports and and control their costs. These 
reduced transportation costs. In reports break down specifics as to 

whether or not we are meeting . , ,
their performance standards by ln® rev®nue quotas. At the begin- 
origin and destination as well as 

to have a dedicated sales staff providing a “system” performance 
to interface with these decision review. Customers need feedback, 
makers on a corporate-to-corporate and these reports—which must be . ■ • - --------
level. The corporate sales organi- accurate and available on a timely in® §rouP' Once that overall fore- 

, , -t i r i___ •- - t . fast 1C enmnUtorl Jfr ---- -—zation is not responsible for any 
one city. They are responsible for 
specific accounts on a national 
basis and in some cases on a 
global basis. We manage the ac­
count from a “system” standpoint 
and we then manage the specific 
accounts I.
field sales organization. This

between our field sales organiza-

cast is completed, it then becomes 
the plan. This plan is broken down 
to monthly increments in terms of

rev- 
on 

generation. The field por-
uic imal marketplace. With the positive 

leg!?nS ‘,n th® Un!ted trend we have been experiencing 
in the reliability of our door-to- 
door service—our future contin­
ues to look bright not only through 
the eyes of every' employee but 
especially so by our customers.

* * *
Q. Earlier you mentioned briefly 
the role of all employees in our 
 relationship with our customers, 

the number of sales calls they Could you be a little more spe-

organizations A. Our account executives, dis- / “ ...   v 
—•At..:-- •>— trict sales managers, regional di- Company which have direct

rectors and corporate sales team ":‘l-----
are measured on the number of 
sales calls made each week. We

1 we expect our 

standards. The objective, however, 
■ —• .

1
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Personnel Update

In line with continuing cost re-

growth.

New Organizational 
Structure for 
Benelux

Redditt, Tymczyszyn 
to Flight Operations 
Posts

essary. The quality of service that 
our maintenance employees pro­
vide on our fleet affects our cus-

with that agent, work together to 
ensure that all of the needs of the

we

tial for generating additional busi­
ness from ocean ports on the west 
coast.

Kane Interview.
Continued from Page 3.

since 1979, Ms. Kennel most re­
cently served as supervisor of in­

Gilbert de Vleeschouwer, general flight services.

wt
Prins, previously sales manager- 
Netherlands, has been named 

tager-Netherlands with respon- 
for sales and service ac­

tivities within the Netherlands.

Flying Tigers is a Tiger International Company

as acquire new customers for Fly­
ing Tigers.

telephone, or one of our ramp ser­
vice employees interfacing with a 
truck driver is of critical impor-

Dickey Named Director 
Employee Relations

Gloria Dickey has been named 
director-employee relations effec­
tive August 1, reporting to Sue 
Heinberg, senior director-person­
nel relations. Ms. Dickey, who 
joined Flying Tigers in 1982, most 
recently served as manager-per­
sonnel relations. Her new respon­
sibilities include benefits and 
compensation, employee records, 
personnel systems and employee 
relations.

* * *
Q. What is the outlook for our 
domestic door-to-door service?
A. We are very optimistic. There 
has been a positive trend in our

Published by the Corporate Communications Department
Flying Tigers, 7401 World Way West, P.O. Box 92935 ’

Los Angeles, CA 90009. Co-mail: HDQ-905. ’

Promotions
Promotions around the system:
Toni Colon.. .to customer finance job 4, from customer finance 
job 2 (HDQ).
Brian Cowan.. .to ramp serviceman (BOS), from part-time con­
troller (LCK).
Lue Fields.. .to rainp serviceman (BOS), from part-time cargo 
handler (LCK).
Gwen Dyer.. .to cost analyst, from jr. financial analyst (HDQ).
Ed Franklin.. .to manager-market forecasting, from senior 
analyst (HDQ).
Reiner Hoffmann.. .to ramp serviceman (BOS), from part-time 
cargo handler (LCK).
James Ingersoll.. .to manager-ground training, from senior 
ground instructor (HDQ).
Elaine Johnson.. .to account executive, from customer service 
representative (LAX).
Michael Kinnett.. .to crew controller (HDQ), from part-time 
operations control assistant (LCK).
Alan Larson.. .to maintenance instructor (HDQ), from salaried 
mechanic (MIA).
Rene Septimo.. .to coordinator-material record keeping, from 
computer data recorder B (HDQ).'
Margaret Timothy-Tozer.. .to lead payroll accountant, from ac­
counting clerk A (JFK).
Laura Villegas.. .to customer finance job 4, from customer 
finance job 2 (HDQ).
Yu Chen Wang.. .to customer finance job 4, from patron code 
clerk 2 (HDQ).

* * *
Q. How do you cover multi-na-

the United States also allows us to forwarders and agents?
A. Our sales strategy and tactics 
parallel these multi-national ac­
counts as just discussed. The 
major difference is that these 
accounts ship both domestically . , as we|| asour <

which, by the way, does a superb 
job.

* * *
Q. You joined Flying Tigers al­
most twenty years ago in an en­
try level position within the sales 
department. During that time, 
Flying Tigers has developed into 
a billion dollar corporation. 
How do you view the Company’s 
future?
A. I am more excited and opti­
mistic about our future now than I 
have ever been. We have five ma­
jor divisions which report to the 
Chairman. Each division has

ner and thats what Flying Tigers,

to do it. The same concept is ap- with that agent, work together to States via ocean vessel, then by air
■■—>->- .—as----- ..., ensure that all of the needs of the to South America, Europe or mar-

United States. Our hub is a major shipper are met. Obviously, we kets within the United States. The
gain business both from the com- SeaTiger program has great poten-
mercial account as well as addi- c---------- ------- Ij:*:—' *—
tional revenue from the agent’s 
consolidation.

* * *
Q. The U.S. Post Office is a ma­
jor customer of Flying Tigers. 
What services do we provide 
them?
A. The U.S. Post Office is a very 
important customer. Currently, we 
carry mail in both the domestic 
system and also to and from inter­
national cities in Asia, Europe, 
Australia and South America. We 
compete with all carriers for this 
year-round business through “re- Jor divisions which report 
quests for proposals.” The bids are Gt'-—— Each div;;;;.. 
awarded based upon the number of quantitative and qualitative objec- 
cities served, schedule reliability  
and a competitive price structure. . - . ------------- o—-
Our international revenue from ^on, the structure, and its clear
the U.S. Postal Service continues 
to be an area of opportunity and

Richard Redditt has been ap­
pointed director of flight opera- 
tions-technical and Captain John 
tymczyszyn has been named di­
rector of flight operations-domes- 
tic, both reporting to Captain 
Donald Pritchett, vice president­
flight operations.

Mr. Redditt will be responsible 
for the technical aspects of flying 
operations including operating pro­
cedures, flight publications, flight 
planning and performance engi­
neering functions. A Flying Tigers 
employee since 1978, Mr. Redditt 
previously served as a check air­
man.

Captain Tymczyszyn will be re-

* * *
Q. How is our sea-air business 
doing?
A. SeaTiger service is an impor­
tant element of our total sales wc uu ousini 
effort. Our SeaTiger department is By providing a quality service 
responsible for working with large will succeed. It is a lot of ham 
multi-national shippers who have work, but we all enjoy being a win­
manufacturing facilities in Asia ner and that’s what Flying Tigers 
which move products to the United in my opinion, is becoming. ’

general manager-Benelux is being

ing organizational changes:
Marcel Buelens, previously ter­

minal operations manager-Bel- 
gium, has been promoted to man- 
ager-Belgium with responsibility  .
for all sales and service activities Judi Kennel is Manager 

ithin Belgium and Israel. Gerald f F1jght Attendants 
rins. nreviouslv sales manager- °

Judi Kennel has been promoted 
manager-Netherlands with respon- to manager of flight attendants, 
sibility for sales and service ac- reporting to Marge Hough, director
tivities within the Netherlands, of inflight services. Ms. Kennel 
Both will report to Roy King, vice will be responsible for the adminis- 
president-Atlantic. tration and management of the

Martin Atack, manager-termi- activities of the airline’s 250 flight 
nal operations in Dubai, who pre- attendants who support its Military 
viously reported to the general Airlift Command Passenger Con- 
manager-Benelux, will now report tract. A Flying Tigers employee 
to Robert Wetherill, general man- 
ager-United Kingdom/Ireland. Mr.

rate programs to generate both 
1 international rev­

enue. We also “team sell" a large 
commercial account that has ex­
port volumes. The commercial ac­
count normally selects its interna­
tional agent, and we in conjunction

District Manager 
for Argentina

Horacio Gandini has been named 
district manager-Argentina, respon­
sible for all operations, sales, 
accounting and administration 
functions in Argentina and Uru­
guay. He will report to Juan Cento, 

... ....w .....  . -- general managcr-Latin America,
duction "efforts, the position of Mr. Gandini most recently served 

; 2 L.g as terminal operations manager in 
eliminated resulting in the follow- Buenos Aires. A Flying Tigers em­

ployee since 1983, he joined the 
airline as a customer service agent 
in Buenos Aires.

o o

sponsible for all B-727 flight manager-Benelux, has resigned to 
operations including the adminis- pursue other endeavors.
tration and direction of all flight 
personnel assigned to that aircraft.
Most recently a B-747 airman, HotaciO Gandini is 
Captain Tymczyszyn joined the 
Company in 1974.

United States and offshore to offer 
a wider range of services to meet 
our customers’ needs.

* * *
Q. You are also responsible for 
multi-national corporate ac­
counts. Why do we have a sales 
force dedicated to these types of 
accounts?
A. We sell to our multi-national 
agents and commercial shippers’ 

_______ t 
basis. We have an advantage over 
our competition because we have 
staffed our corporate sales and 
certain field locations with multi­
lingual employees who can call on 
these customers and communicate 
effectively in order to meet their 
transportation needs. We have tai­
lored our sales approach to con­
form to the way in which Japa­
nese, Korean and Chinese agents 
and forwarders are structured here 
in the United States to ensure that 
we stay competitive. This is not a 
new program for us—we have 
been successful with this approach 
since 1974.

signee at their end to recommend
Flying Tigers. In addition, we fre­
quently become involved in selling 
consignee controlled traffic here 
in the United States and in both ------
supporting and coordinating with a11 thc way from an interior point „ „...H uuul uu
our offishore sales organization 10 a foreign country or return. For within the United States tu> wcu as

■ example, IBM recently changed internationally. We design corpo-
their shipping pattern for traffic to rate programs ' '
Australia. Instead of only shipping domestic and 
out of New York or San Francisco, ’
they are now taking traffic from 
points such as Atlanta, Charlotte, 
Columbus, Chicago and Boston. 
And they are using Flying Tigers

tives with precise timeframes. I 
am very pleased about the organi-

direction. We have a sense of ur­
gency and a renewed pride in Fly­
ing Tigers that says we are in the 
marketplace to stay and that we 
have the people and plan to be a 
successful competitor. In order to 
succeed we must have growth in 
revenue and in the number of cus­
tomers with whom we do business.

It is a lot of hard

* * *
Q. The Company has added a 
number of new cities in the 
United States with direct air­
craft service in 1987. How are 
these new services received?
A. As we expand our interior net­
work in the United States, it dra-»<-• ^UIVO UJ7J71VUVU Ul A 1J ~ ’

ing Tigers. We work closely with matically improves our service
-■ ■ - - • capability for our door-to-door

commercial accounts and our air-
B„  „v „U1 port-to-airport commercial and r 

offshore group to contact the con- forwarder accounts. Expansion in tional, American and European
4i_ •____ i . _ . T Ini tori Qtcifoc <ilcr-» nllmor. mruorrlnrc

focus on picking up international 
traffic where we have service and 
where our competition docs not. 
We can take international traffic

reliability which allows us to say
to our customers, “Look, this is plicable for traffic coming into the 
how we are performing from a "-:—J r>.—u..u :-------

tance. And. of course, timely and system standpoint.” We continue to
accurate billing is absolutely nec- grow the number of new shippers 

t-i-------------r-------------------------our door-to-door service
which is extremely encouraging.

tomer. Virtually every function of sitions taking place in the industry, 
the airline, performing to the -------'------------- '------- — ■-----
highest level of quality possible, 
improves our overall performance 
to our customers. And that is the 
name of the game. It is important 
that we focus on leading the way in 
terms of product and service en­
hancements which we [ ’1 '
customer. But we cannot sell ser­
vice enhancements if we do not 
have a consistent and credible ser­
vice as a foundation. If we cannot 
perform the basics, then we will

part of our future success for both 
domestic and international traffic. 
The services that we are planning 
to add at the hub will allow our 

With continued mergers and acqui- sales organization both in the

competition is much more intense. 
This means there is a continual 
upgrade in the types of services 
that our competition is providing 
the nation’s shippers. We are very 
pleased with the array of new 
services that we have under devel- 

provide the opment, which will assist us in 
— -.1. — providing an extended menu of 

services to our customers. Barcod­
ing, electronic data interchange -<=---- — 
and other projects under develop- agents on a corporate-to-corporate
ment are now getting positive hasis Wr‘ havp an ™'or

not be able to sell or perform addi- feedback. With these new devel- 
tional services. Our customers are opments, we will be better able to 
not looking for fancy, flash-in-the- penetrate existing accounts as well 
pan programs-they are looking 
for reliable airfreight and trans­
portation services for each and 
every shipment.

*• * *
Q. Is it necessary for your sales 
group to coordinate with the off­
shore sales force?
A. Yes it is. Our ofishore sales 
group is an important component 
to our team sales approach at Fly- 

our offshore sales force for busi­
ness leaving the United Stales to a 
foreign destination. We ask our

using


