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 A Spouseôs Point of View 
 B y  D e b  K l o e p p e lðP r e s i d e n t ,  M S C C N 

 Deb recently gave this speech to the USO and the  
 Joint Employment /Transition Services (JETS) about  
 the four factors needed to be satisfied with work.   
 
 This excerpt  explains the last factor ð passion. 

 

Passion is the ñah moment ò.  Passion is the driving force that keeps everyone  

hopeful, joyful, on target, selective, decisive, focused and intended.  Passion  

creates an intentional life.  Recruiters seek decisive people.  Banking and lending 

institutions want to know you wonôt bolt at the first sign of trouble.  Executive  

management wants to know that if, and when, they place you in their ranks, youôll 

be able to stick to the message, stick to the  mission, and provide growth with an 

entrepreneurial spirit, surrounded by business savvy people who will implement 

your ideas to perfection. 

 

Passion is  the deciding factor when youôre up against competition for the same  

customers, same advertisers, same dollars for operations.  I can always tell whoôs 

 in it for the money and whoôs in it for the purpose.  Passion is the driver and the  

motivator that transforms you into an entrepreneur or the business savvy success 

story you yearn to be.  Passion gives you the mental alertness and physical energy 

 to get  the experience from the know-how youôve acquired to stay the course in  

business.  Passion cannot be bartered.  Passion cannot be faked.  Passion cannot be 

bottled.  Passion can be denied.  Passion can be humbled.  Passion can be shelved. 

People will tell you to go find  your passion.  Thatôs ridiculous!  You donôt find  

passion.  Passion has already found you.  The question is,  ñHave you allowed  

yourself to accept  the passions inside of you?ò  If you have, I want your resume! 

Ê  
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ñDon't ask yourself what the world needs, ask yourself what makes you come alive. And then go and 
do that. Because what the world needs is people who have come alive.ò 
             Howard Washington Thurman   
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Highl ighted Company  

 

Krista Wells, Ph.D., The Military Spouse Coach  ® , specializes in working with military 

spouses because it is a topic close to her heart.  In addition to being married to a Marine, she 

has worked with hundreds of military spouses through her volunteer work and training.  As  

a personal and career coach, Krista has advised girlfriends of military enlistees, active duty 

wives and reserve spouses who donôt have easy access to support services.  She works with 

stay-at-home mothers, job seekers, career changers and people who feel like theyôre in a rut!  

 

Krista coaches spouses at her office in Connecticut and virtually, by phone, across the United States.  Before starting her 

business, Wells Consulting Services, Krista worked in Human Resources and Organizational Development.  She holds a 

Ph.D. in Industrial -Organizational Psychology.  Krista is a member of the International Coaching Federation and Coach 

U. and is an active member of Toastmasters Internationalôs local group.  Krista is listed in the National Association for 

Female Executives and Empire Whoôs Who.  Krista met her husband when he was stationed at Camp Pendleton in  

California.  They now reside in Connecticut with their two young children.  

Military Spouse Corporate Career Network  

travel agency rates available to agents through the use of GDS 

systems and the CCRAtravel.com booking portal. Agents can 

access all types of rates on the CCRAtravel.com  

booking portal, including exclusive CCRA Net Rates. Through 

contracts with consortia , associations and travel networks 

such as ASTA, Cruise Shoppes, IT Group, NACTA, OSSN,  

Vacation.com and WESTA, CCRA reaches over 20,000 travel 

agency members.  CCRA Intôl is a wholly owned subsidiary of 

Reservation Center, Inc.           www.ccrainternational.com   

  

Basic Requirements for a Reservation Agent:  

 

    Satisfactorily complete instructional reservation training  

    Be available for flexible scheduling 

    A minimum of 2 -3 years travel agent experience 

    PC proficient 

    Demonstrate a thorough understanding of airline fare rules  

 

MSSCN applicants interested in applying for positions in the 

Reservation Center need to review current openings, post a 

resume, and then apply online through the MSCCN gateway 

for the specific position of interest.   

 

Reservation Center provides 24/7 call center services 

for the travel agent community, enabling travel 

agency clients to outsource after-hours and overflow 

calls.  Reservation Center's state-of-the-art call center 

services for inbound call support include Digital 

Voice Recording, Call-Trak online activity reporting, 

emailed itineraries, custom answering for Personal 

Touch 800-numbers as well as ROAM online ticket  

monitoring.  Reservation Center is a privately held 

corporation serving the travel industry for over 30 

years and is the parent company of CCRA Intôl, Inc. 

www.reservationcenter.net 

 

CCRA Intôl is the leading hotel booking resource for 

the travel agency market.  CCRA partners with hotels 

and affiliates worldwide and promotes negotiated 
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