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Travel Square One helped by bringing in old pros
By Doug McPherson
special to the business journal

Typically in business, the word “flat” 
isn’t good. Flat revenue. Flat growth. Flat 
sales. Not good. But don’t tell that to Bill 
O’Connor. 

He said working in a “flat” organization 
is causing him to have as much fun as he’s 
ever had in business. And the company’s 
growth and profits are anything but flat.

“It’s a culture of mutual respect, coop-
eration and shared expertise,” O’Connor 
said. “We actually have fun in a business 
in which many do not. In a sense, by re-
inventing an older business model, we 
created something that fit us, rather than 
having to fit in. What a blast.”

O’Connor is referring to Travel Square 
One, which he and business partner Paula 
Wagner run. It delivers travel planning 
and fulfillment for leisure clients around 
the globe.  O’Connor and Wagner teamed 
up in 2006 to re-invent the company by 
bringing in seasoned travel professionals 
who cooperatively own and operate the 
enterprise. 

“Each travel consultant serves his or 
her own clientele personally and typi-
cally have had a long-term relationship 
based on strongly developed trust levels,” 
O’Connor said. 

It’s tough to argue with the concept. 
Since the shift, the company’s annual rev-
enue grew from $327,700 to $5,603,027 in 
just two years. 

O’Connor said adding those pros and 
their loyal clientele caused the growth 
spike. “We carefully structured the com-
pany to afford unique opportunities for 
seasoned travel counselors in several im-

portant ways,” he 
said.

The shared 
ownership idea, 
O’Connor said, 
gives the travel 
consultant a 
chance to share 
in the profits and 
asset growth of 
the company.   

It also gives 
them a voice in 
the host agency’s 
key business de-
cisions without 
the responsibil-
ity of operating 
the enterprise 
day–to-day, with 
all the incum-
bent business 
responsibilities 
that detract from 
focusing on the 
customer.

Plus, the con-
sultants get 
benefits such 
as health care 
coverage and a 
401(k). O’Connor 
said typically, 
counselors who 

worked as independent contractors with 
other travel agencies weren’t eligible for 
employee-type benefits. 

O’Connor admitted that without the 
equal ownership idea, Travel Square One’s 
place in the market would be ordinary at 

best. “Absent the equal ownership con-
cept, we would be no different than any 
number of existing host agencies, and 
there would be little reason for a senior 
counselor to join us,” O’Connor said. “As 
a creator and owner of one of the first host 
agencies created in 1987, I refer to Travel 
Square One as version II.”

He also credits a business alliance with 
Altour, a large, international travel-man-
agement firm, for the company’s growth.

He added that it was the company’s 
original intent, with the reorganization, 
to grow as quickly as it did. And believe or 
not, Travel Square One actually expected 
its growth to be even faster. 

O’Conner said the demography of Trav-

el Square One’s client base is skewed to a 
higher income and more expensive travel 
needs.

“The most severely impacted travel 
companies, both in distribution and sup-
ply, have been those who sell on a price 
basis, or low yield. The more expensive 
end of the travel market, while impacted, 
has held up better,” he said.

He added that as the economy recovers, 
and consumer and travel professionals’ 
confidence improves, he expects to return 
to the level of growth the company expe-
rienced in its first year and continue for 
about the next five years.  ”
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VoIP service fuels IP5280’s fast growth
By Doug McPherson
special to the business journal

Jeffrey Pearl’s vision of the future has 
helped his company achieve stunning 
revenue growth. 

“We are building and running the 
new phone company,” said Pearl, the co-
founder of IP5280, a telecommunications 
company in Englewood that offers Voice-
over-Internet protocol (VoIP). “The phone 
companies of the future will be software-
based; they will look more like Google 
and Microsoft than ATT.”

Pearl said he and his partner, John Scar-
borough, started the company to take ad-
vantage of “a tidal wave” of an opportu-
nity VoIP (which reportedly creates better 
sound on the phone) has created in the 
marketplace.

“We have not wavered from the path,” 
Pearl said. “We have worked in this in-
dustry for 20-plus years, we know what it 
takes to succeed. We have a plan and we 
execute on it every day; execution is key. 
There are many great plans out there and 
smart people, but many do not execute. 
You have to make it happen.”

There’s little question IP5280 is mak-
ing it happen. From 2006 to 2008, the 
company’s revenues grew from $513,853 
to $4,036,156 — more than sevenfold 
growth. 

How did the company do that? There 
are several factors behind that jump. 

Pearl explained that existing phone 
companies are slow to move with VoIP 
for two reasons: “One, it’s cannibalistic 
to their own revenue stream, and two, it 
takes a greater understanding of the in-
ternal data networks. It’s not just drop-

ping off some 
phone lines ... .”

And a dread-
ful economy has 
folks scrambling 
to save money. 
“We do that,” 
Pearl said. “We’re 
helping compa-
nies cut costs, 
not employees. 
We have our own 
little economic 
recovery pro-
gram.

“Don’t get me 
wrong, but many 
companies are 
waiting for a fix 
instead of dig-
ging in and cre-
ating business for 
their firms,” he 
said. “Every busi-
ness needs these 
services; there is 
still a lot of busi-
ness to be done 
out there. You 
just have to have 
the right mind-
set. We at IP5280 
are not waiting 
for someone else 

to fix the economy, we are pushing for-
ward. It’s the American way.”

The value proposition, Pearl said, is 
plain: more for less. “That means our 
customers can get features they have 
never had before and save on their 

monthly phone bills.” 
Popular features include “high-defi-

nition” voice. “It’s like comparing an old 
TV set to a high-definition set. The dif-
ference is dramatic,” Pearle said. “We 
actually ran a VoIP challenge, like the old 
Pepsi challenge.”

Pearle said they had business people 
talk over IP5280’s high-definition service 
and traditional phone service, and asked 
which one was better. “We had over 200 
people in the survey, and we had 98 per-
cent choose IP5280 over traditional phone 
service,” he said. 

Adding VoIP to existing infrastructure 
looks simple enough: IP5280 visits an of-
fice site with a high-definition phone and 
plugs it into an Ethernet jack, just like a 
personal computer. “It fires up in 60 sec-
onds and we are in business,” Pearl said. 
“The phone system is now hosted offsite, 
secure and managed. When upgrades are 
available, they’re delivered automatically 
to clients. This is what we call future-
proofing your phone system.”

IP5280 also has launched a video learn-
ing center to ease the learning curve for 
new business users. It features 20 how-to 
videos on the basics of VoIP, the functions 
and features of the high-definition desk-
top phones, and all computer interface 
and networking capabilities. 

“People know about VoIP and want to 
move their companies in that direction, 
[and] they choose IP5280 because of our 
commitment … this is all we do, IP com-
munications,” Pearle said. “This is not 
a side business for us. Our biggest com-
petitors have 99 percent of their revenue 
elsewhere, so they must focus where 

their revenue is.” 
Pearl said it was the company’s origi-

nal plan to grow quickly. “The market 
opportunity is huge,” he said. “Everyone 
is in the process of converting from tra-
ditional phone service to IP communica-
tions. Someone has to be there to make 
the conversions. 

“Our clients understand the technol-
ogy shift that is under way, and they don’t 
want to be buying buggy whips when ev-
eryone else is driving an automobile.” 

Doug McPherson | worDPuB@aol.com
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Bill O’Connor, left, is founder and managing member at Travel Square One, and David Glanz is co-owner and 
travel counselor.

UP
1,610 percent

Flight IV — No. 1

Company: Altour/Travel 
Square One

Managing member: 
Bill O’Connor

Location: Denver
Industry: Travel 

services
Website: www.travel 

squareone.com
Phone: 303-989-9900
Employees: 20
Revenue growth: From 

$327,700 to $5,603,027, 
1,610%
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John Scarborough, manager partner, and Jeffrey 
Pearl, co-founder, of IP5280.

UP
685 percent

Flight IV — No. 2

Company: IP5280 Com-
munications LLC 

Managing partner: 
John Scarborough

Location: Englewood
Industry: Communica-

tions
Website: www.ip5280.

com
Phone: 303-800-0011
Employees: 25
Revenue growth: From 

$513,853 to $4,036,156, 
685%


