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Timeto get out and plant. What you
plant today you can harvest later!

Why Read TechTips?
Or..What’s in it for ME?

= Keep abreast of important
information relating to
your Hudson Products

« | earn how to utilize and
benefit from features and
enhancements.

< Troubleshoot your own
questions and issues.

= Get ideas on how to more
effectively manage all as-
pects of your business.

BRING IN NEW BUSINESS

WITH CUSTOM PORTALS

Mike Kaliczak isaheroto
many Hudson clients and he
can show you how to in-
crease your web-based res-
ervations and without re-
quiring any capital invest-
ment!

Mike Kaliczak isHudson's
Internet and Marketing De-
velopment authority and
works with Hudson clients,
to maximize their web pres-
ence through the design of
customized web portals. A
custom portal can be de-
signed in only afew min-
utes.

Currently, your Internet cli-
ents log onto your company
web site, enter a frequent
user ID or Group Code and
then proceed with reserva-
tion entry. A customized
web portal is nothing more
than a specia or different
login screen presented to the
client when they first con-

nect to your web reservation
system.

Asan example let’s assume
that you have alarge hotel
as acorporate client. Rather
than connecting to the Inter-
net and going to a page that
displays your logo and com-
pany information, the client
actually connects to your
system and immediately
sees their own company
logo and customized wel -
come message.

The hotel will feel like they
are using a system that
‘belongs’ to them rather
than using a system belong-
ing to avendor (you). The
hotel staff hotel will usethe
system more often and will
direct their gueststo this
Site, asit appearsto be an
extension of their hotel or-
ganization. Theresultisan
increase in reservation ac-
tivity. 1f more of the hotel’s
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reservations are recorded
online, thiswill decrease the
incoming phone traffic to
your office; also reducing
the demand on your office
reservations staff. Travel
agents, corporate accounts,
conference planners are
other potential usersof a
custom portal.

Most Hudson clients record
1-5% of their reservations
online. A couple clients who
have seen the power of cus-
tom portals now take from
48-60% of their reservations
viathe web and custom por-
tals, and the number of res-
ervations taken daily contin-
uesto grow. Maybeitis
time for you to consider giv-
ing Mike a call and learning
how custom portals can
bring you more revenue...!
Contact information for
Mike Kaliczak is on Page 4.

KNIGHTS LIMOUSINE TURNS 20

Knights Limousine of North Grafton MA celebrated their
first 20 years in business by hosting a gathering at Boston
Billiards in Worcester MA on March 23. Local Hudson staff
attended and thanked owners for their loyalty and support
over the years. Appearing in this photo (L to R): Lyndy
Burnham, Lynn Millard, Mark Ustik, Tom Hogan (Knights
Owner), Rich Sorrentino, Derek Skawinski. Happy 20th!

Technology Experts Partnering to Grow Your Business.
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HWeb Reservations
HWeb Agent
HWeb Dispatcher
HWeb Admin
HWeb Utilities
HWeb Bridge
HWeb Exchange
HWeb SafetyNet
HWeb Bugzilla
HWeb InfoView
HWeb Quick

...A suite of prod-
ucts, al customized
and configured to
assist you in ob-
taining maximum
performance and
return from your
people, your fleet
and your infrastruc-
ture while making
it easy and pleasant
for your clientsto
do business with
your company.
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KNOW WHERE YoOUR CLIENTS ARE!

Timing the arrival of your
vehicle to coincide with the
arrival of your clientsflight
can be challenging, even
under ideal conditions. Add
bad weather and flight de-
laysand it can be nearly
impossible.

Hudson r
has part-
nered with

RLM Soft- L_

ware, de-

velopers of the popular
HightView® systemto inte-
grate live FAA flight data
into HWeb Agent and Dis-
patcher so that you can
know precisely where your
client’sflight is and when
they should be arriving.

Two different FlightView®

packages exist: A basic sys-
tem allows dispatchers and
agents to check the status of
flights arriving within the
next 24 hours, the advanced
system allows you to check
current status as well as
flight schedules during the
next 30 days.

Dispatcher grids can be for-
matted to display Flight
Status (Proposed, InAir,
Landed, Canceled), Arri-
vaTime (Scheduled, Ac-
tual) in addition to Airline,
Airport and Flight number.
Reservations on the dispatch
screen can be set to change
color asflight arrival times
change.

Every few minutes, HWeb

will gather
all arrival
reservations
for the next
few hours
and will post updated flight
status information on your
screen. As new information
is added, Dispatchers can
modify start times of trips
and can more effectively
manage dispatched vehicles.
Pricing for the FlightView
system ranges from $200-
$250/mo.

Lookup FlightView® in the
Knowledge Base for more
information and to learn
how the system works, or
contact TechSupport today
to sign up for thisvaluable
Sservice.

HWEB KNOWLEDGE BASE

LAUNCHED

Last month you should have
received a copy of TechTips
EXTRA which announced
the launch of Hudson's
Knowledge Base (www.
thehudsongroup.com/
techtips.ntm). TheKB isa
repository for answers to

your most frequently asked
guestions as well asinstruc-
tions on everything from
how to enter areservation to
directions on how to config-
ure and use the Freguent
Rider Program whichisin-

cluded in your HWeb soft-
ware. If you get an error
message and want to know
the meaning, or if you want
to print out some instruc-
tions on how to update your
fares, chances are the an-
swer is here. With 120 arti-
cles now, and more being
added daily, your answer is

only aclick away: WwWW.
hudsonltd2.com/kb1.

HWEB QUICK—SELF DRIVER

CHECK-IN.

Checking driversin and out,
assigning vehicles and com-
munication devices and re-
cording starting and ending
mileage can consume a busy
dispatcher’ s valuable time.
If your dispatcher istoo
busy to do this, then valu-
able information you need
to manage your businessis
being missed. HWeb Quick
isaHudson applicationin-

cluded in recent releases
which can be used to allow
driversto sign themselvesin
and out of avehicle at the
start and end of their shifts.
They can record their own
mileage and communication
devicesviaakeyboard or
simple numeric keypad lo-
cated anywhere in your fa
cility.

If you are using HWeb's

‘time-clock’ function to track
staff and employee check-in
and check-out times, along
with up to 3 breaks per shift,
you can aso setup HWeb
Quick to allow company em-
ployees (Agents, Dispatchers,
Accounting staff, etc) to sign
themselvesin and out via key-
board or keypad. All these
features are standard, and are
included in your license fees.
Contact TechSupport today to
learn how HWeb Quick can
save you time and money!
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RECENT ADDITIONS

The Hudson Group develop-
ment staff are continually
seeking ways to enhance
and improve the functional-
ity of all Hudson products.
We are pleased to profile
here some of the morere-
cent additions, designed to
improve your efficiency:

Remittance L ogo
(HWebAdmin) ~ Invoicing
now supports a graphical
Logo/banner in the remit-
tance configuration. The
sizemust be.7" X 7.5" and
supported formats are bmp,
ico, cur, gif, jpg, wmf, and
eps. See the Knowledge
Base for more information.

Multiple Tick-
ets/Group
(HWeb Agent)
~ Ability to
print multiple
Tickets for booth opera-
tions. Oneticket per
person, instead of one ticket
for the entire group.

%CELLFILTER% in
QuickFilter (HWeb Dis-
patcher) ~ When added to a
Grid Quick Filter (see Vol
1:8 p4d), it allows auser to
highlight any cell and filter
on that value. Ex: highlight
TownCar in your service
typefield, then select Quick
Filter %CELLFILTERY

configured, the grid will
only show TownCars. Or if
you highlight a particular
driver inagrid, all reserva-
tionsor tripsfor that driver
can be displayed.

Day of Week Token Add-
ing ‘DOW’ to date tokens
like %PICKUPDOW%,
%DROPOFFDOW%, €tc.
returns the numeric value
for the day of week 1-7,
1=Sunday, 2=Monday ...
These may be added to con-
firmations and other rtf tem-
plates.

Right Mouse Options (Bill/
Don’t Bill; Pay/Don’t Pay)
(HWeb Dispatcher ) ~ If
BillClientID, PaySalesID,
PayDriverID columns are

ervation grid, users can right
click onvaluein field and
get the option to Bill/Not
Bill, or Pay/Not Pay de-
pending upon which field
they right click in.

Driver & VehicleFilters
(HWeb Dispatcher) ~
Added driver and vehicle
group filters on the vehicle
In/out tool. The default fil-
ters can be passed as a pa-
rameter in the hotkey when
launching the dialog. Ex:
DriverGroup=Groupl,

V ehicleGroup=Groupl

For additional information
on setup and use of these
items, consult the Knowl-
edge Base or contact Hud-
son Tech Support: sup-

visiblein adispatcher res- port@hudsonltd.com

AVOIDING CC CHARGEBACKS (CONT.) he Liahter Si
PAYMENT RESOURCES INTERNATIONAL, LLC T eng ter Side

Need Help!

(continued from Nov 2004)

PRI isone of The Hudson
Group’s newest strategic part-
ners, offering internet based
processing of credit cards.
PRI representative Bruce Re-
mick provides here ways that
merchants can avoid the
dreaded credit card charge-
back, resulting in lost reve-
nue. Though not always prac-
tical, these steps could save
you time, money and aggrava-
tion.

Did You Get an Imprint?

If you are unableto swipe a
credit card through your
point-of-sale terminal, it is
important that you obtain a
manual imprint of the card
whenever possible. Make sure
the manual salesdlip iscom-
pleted and contains the cus-
tomer's signature and note the
authorization code and pur-
chase amount on the dip.

Failureto follow these instruc-

tions can result in the follow-

ing chargebacks:

- Fraudulent transaction --
no cardholder authoriza-
tion
Fraudulent transaction --
no imprint obtained
Fraudulent transaction --
signature not obtained

Respond Promptly to Re-
questsfor Transaction Cop-
ies

Many times a customer will

reguest a copy of atransaction

through his or her credit card
company. Such requests are

forwarded to Cardservice In-
ternational by MasterCard/
Visa It isimperative that we
receive from you copies of
these transactions as quickly
as possible. When these trans-
action requests are not ful-
filled, or arefulfilled too
dowly, they almost always
result in one of the following
chargebacks, for which you
have no response:

Non-receipt of requested

item

Requested copy illegible

It isin your best interest to
respond quickly to such re-
guests. Y ou may fax your cop-
iesto us at Payment Resources
International to the attention of
Carol Duncan, PRI RISK

T: (949) 729-1400 X 129

F: (949) 729-1181
or e-mail your receiptsto
carol @paymentresource.com.
(Author Bruce Remick available
at: brucer @e-f-s.com)

One support tech wason
duty in the main computer
room on aquiet afternoon.
He noticed ayoung
woman sitting in front of
one of the workstations
with her arms crossed and
resting on her chest while
staring at the screen.

After about 15 minutes he
noticed that she was still in
the same position only
now she was impatiently
tapping her foot.

He asked if she needed
help and she replied, “It's
about time! | pushed the
F1key (Helpkey) over
twenty minutes ago!”

Adapted fromwww.kissmyfloppy.com
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QUESTION &
ANSWER

Q:l charge different
hourly rates for my ve-
hicles, depending on
the day of the week
they are chartered. Will
the Hudson system
handle more than one
hourly rate for each
vehicle or service
type?

A: Yes. You could han-
dle as many as seven
different hourly rates
(one for each day of
the week) for each
class of service. For
instructions on how to
set this up in your sys-
tem, login to the HWeb
Knowledge Base and
enter ‘hourly rate’ in
the Search box.

TechTipsisedited by:
R. Lyndon Burnham, Jr.
Product Development,
Documentation & Mktg

Our Mission

Hudson partners with our service provider customers to streamline operations and help
better manage information processing to result in overhead reduction and revenue in-
creases using our e-commerce services combining computer telephony, database, EDI
and web-based technologies.

Our goal is to be the top Application Service Provider (ASP) in our class by providing
the best end-to-end services to our customers. To ensure consistent growth and op-
portunity, Hudson uses a unique development methodology and pricing model which
requires us to invest in our application service solution and its delivery -- only succeed-
ing if our customers do.

Your Questions Answer ed:
Questions are inevitable and will be gladly answered. Routine support questions should first be directed
to our Tech Support staff by contacting us at:

support@hudsonltd.com, or by phone: 617.499.1959 ext. 1.

If you need to talk with one of our department heads, their contact information is:
Tech Support & Systems Engineering: Rich Sorrentino ~ richards@hudsonitd.com  T:617.499.1959 x1
Manager of Software Engineering: Derek Skawinski ~ dskawinski@hudsonltd.com  T:508.767.1980
Internet Marketing & Development: Mike Kaliczak ~ mikek @hudsonltd.com T:530.343.1886
President/CEO, Administration/AcctgMark Ustik: ~ mustik@hudsonltd.com T:617.499.1959 x4

If you missed the cover arti-
cle about bringing in new
business with Web Portals
or if you don't think that
web based reservations can
make money for you, per-
haps you should think
again..youmay bemisinga 9’

significant source of reve- During Holiday periods—these daily totals double!

nue. Look at these recent There are 6 Hudson clients who receive 40% or more of their reser-
statistics and think about vations via the web!

what this could mean for There are 2 Hudson clients who receive 50% or more of their web
your business. reservations from group, corporate or hotel portals!

IT'S ALL ABOUT NUMBERS

Hudson has 10 clients who average 100 web reservations each day!
Hudson has 3 clients who average 200 web reservations each day!
Hudson has 1 client who averages 300 or more web reservations each

THE PRESIDENT’'S VIEW to voice a concern. As an end
user of HWeb products and

MARK UsSTI K, CEO Services, your input isinvalu-
abletome. | do seek from

As abusiness owner, you
continually evaluate your
operation and how you corn-
duct business. Often the
best source for inspiration

is the people who are closest
to the issues at hand: your
staff and employees. Tak to
those who are shoulder deep
in the challenge of every
day operations, and you will
often find creative and

promising suggestions for
how to improve procedures.
| do this from within The
Hudson Group. My people
don’'t come to me with prob-
lems, they come to me with
their solutions. This changes
how people view and ap-
proach their daily work:
looking for better waysto
do things rather than look-
ing for another opportunity

you suggestions and ideas on
how to make that which we
provide to you better,
stronger and more suited to
your needs. Nobody knows
better than you, and your
staff, how Hudson products
have to perform. Give me a
call, anytime, to help me
make HWeb better for us all.

Mark



