Raider Highlight

Archbishop Rummel High School

Otto Mehrgut, '73, remembers
FSC roots, runs international
Profit-On-Hold business

uM ) )
y success in business has a

direct correlation with my passion to
volunteer. | spend approximately 20 per
cent of my time and my business resources
helping other associations,” said Otto
Mehrgut, '73, president of Profit-On-Hold.

This information and marketing on-
hold telephone message pioneer divides his time among many civic organizations, including the
St. Paul’s School Renaissance Board, the original Krewe of Orpheus Parade, the International
On-Hold Messaging Association, the Louisiana Minority Business Council, and a Homeowner’s
Association Board in St. Tammany Parish.

“I give much of my commitment to work and to service to my Christian Brothers
education. The Brothers have given me a very clear vision of what it takes to become a good
human being, a family person, and a businessperson. | give them credit for my work ethics and
discipline,” he explained.

Mehrgut began his business in 1991 with just a handful of clients, and Profit-On-Hold
has grown to become America’s leading on-hold telephone programming provider. With over
3,000 clients in 38 states and three foreign countries, Mehrgut’s company is the leader in on-
hold telephone messaging.

His product is an obvious one. Profit-On-Hold fills the on-hold silence of a phone call
with pleasant music mixed with messages about a client’s company or product. He said the
future of his industry is limitless and Profit-on-Hold will continue to prosper and grow nationally
and globally.

This Class of 73 alumnus first encountered the Christian Brothers in 1970 when his
family moved to the suburbs at the beginning of his sophomore year. He had completed his
freshman year at Redemptorist High School and became a Raider along with his brother, Fabio,
74, who was a new Rummel freshman. (Dr. Fabio Mehrgut, ‘74, is currently a pediatric
nephrologist in Long Island, NY.)

“At Rummel | got involved in everything. | was a photographer and a member of the
yearbook staff with Brother Anthony, a prefect and crossing guard, and a member of the
Spanish and International Clubs,” he said.

Mehrgut speaks fondly of the Christian Brothers during his three years at Archbishop
Rummel. He said that he remembers Brother John Fairfax because of his ability to know
people, to remember first names, and to know how to pronounce difficult last names like his.




“] also remember Brother Del Harris and one particular event was the senior graduation
where he was the featured speaker. Everyone loved him, but when he got to the podium, he
told the graduates that this might be their one and only graduation ceremony.

“I took that at face value because I’'m a very competitive individual and his speech gave
me the extra incentive to go to college and to graduate. |think now that that was his way of
getting the seniors to continue their education,” he said.

In the fall of 1973, he began
studying political science at UNO and
longed to attend Law School, but those
plans were cast aside by family
situations.

“My father had medical issues so
| did not even apply for Law School but
instead went into the business world
following my UNO graduation in 1978. |
joined the insurance industry,” he said.

Mehrgut said the industry
presented some challenges. His
ambition was to have many clients and

be a successful agent, but he was limited  otto Mehrgut dresses as Fidel Castro at Br. Gale's Celebrity
by the number of policies he could Waiters Dinner.

write.

“They were holding me back and | didn’t like that. | wanted to exceed and get ahead
but the industry kept telling me to slow down, so | was always fighting the underwriting
department or the claims department. | was unhappy there when a friend of mine offered me
a job in his telecommunications company,” he explained.

In 1989, he became a sales representative at Dynomics Communications that sold long
distance telephone minutes to businesses.

“To be honest, | was scared to go there, especially when my friends told me that | was
crazy to leave an industry that | knew to try something else. They said | was going to fall flat on
my face, but their comments made me try harder,” he said.

After he joined Dynomics, a new division called Profit-On-Hold was being formed and
Dynomics asked me to be the new division’s National Sales Director.

“Selling on-hold messaging to businesses was a brand new product. In fact, we didn’t
even have a listing in the Yellow Pages for our industry,” he said. “We realized right away that
there was a market nitch for infomercials on business phone systems. We saw a great
potential,” Mehrgut explained.

He said that at the offset his job was very difficult and time consuming. He had to
educate the business community but knew that he had a very good product. Once he had
established a small client list, he knew Profit-On-Hold would prosper.

“Like most businesses, the first fifty customers were the toughest,” he said.



In 1992, Dynomics experienced some financial problems so he approached the owner to
buy Profit-On-Hold. He agreed so Mehrgut assembled a team of investors to buy the company
from Dynomics.

“The situation was scary but | was excited because | wanted to do things my own way. |
thought that Dynomics was charging excessively for their product because they had great
overhead. We moved to a small office in Gretna and reduced the cost by fifty percent and the
market opened up,” he said.

Mehrgut’s Profit-On-Hold went from just 100 clients to over 3,000 customers all over
the country and the world.

“Our biggest client today is EBay and we handle over 17 huge call centers for EBay
internationally. Most are in Dublin, Ireland, which handles all the calls from Germany, Spain,
and France,” he boasted.

He said that the business works through sales persons locally who sell their product via
emails, the Internet, word of mouth and recommendations from satisfied customers. Once the
sale is finalized, Mehrgut has a technical network of installers all over the globe who can put
Profit-On-Hold on customers’ telephones quickly.

“Our biggest vertical market is banks because they continue to grow and to open new
branches. Every time one of our bank clients opens a new branch, that’s a new installation for
us,” he said.

Office president Mehrgut said currently sixty per cent of his business is in Louisiana and
forty percent out of state, but he would like to switch those numbers to sixty percent outside
Louisiana. He said his company is seeking a larger national footprint. Right now, they are
soliciting Capital One Bank with 2000 branches as a new client.

“The market is still huge. There’s lot of room for growth all over the world,” he said.
“We continue to get businesses finding us through our website or searching on Google. Very
satisfied customers are our biggest asset and we post their testimonials on our website,” he
explained.

A resident of the North shore since 1992, Mehrgut reunited with his Christian Brother
roots when Brother Gale Condit contacted him about working with the Renaissance Program at
St. Paul’s School in Covington. The group annually sponsors a fund-raising Celebrity Waiters
Dinner and Mehrgut has been top celebrity waiter by bringing in the most tips for four of the six
years of the dinner.

Mehrgut is currently a member of the Renaissance Board at St. Paul’s and works
alongside two other Archbishop
Rummel graduates; they are Norman
Hodgins, ’70, and Todd Richard, '81.

“At last year’s Celebrity Waiters
Dinner, Saints Head Coach Sean Payton
was there and auctioned off four seats
to the Saints’ upcoming game in
London, England, and someone at my
table bought the package for $31,000”
he told.




When not talking about his Profit-On-Hold business or his volunteerism, this Cuban-
American tells about his recent reign as King of the original Krewe of Orpheus on the North
shore.

“This was unprecedented. | was the first ever Hispanic king of a Mardi Gras parade. We
had the news media from Miami come down to cover my reign as king two years ago,” he said.

Mehrgut is married to his wife Diane and they have three children, a daughter Jennifer,
a manager at Saks Fifth Avenue, another daughter Kristin, a senior at SLU studying biology, and
a son Brandon, a sophomore at LSU studying
business.

Otto Mehrgut left Archbishop Rummel
High School in 1973 and became a thriving
business entrepreneur and volunteer
extraordinaire, but he still remembers the
comment from Brother Del Harris at his
graduation that gave him the push, the
desire, and the determination to succeed.
Otto Mehrgut did see indeed another
commencement ceremony and has
succeeded beyond his wildest and grandest
dreams.

EDITOR’S NOTE: This is the next in a series of website feature articles that will highlight
outstanding achievements of Archbishop Rummel High School alumni, faculty members,
parents, or students. The website intends to make this “Raider Highlight” feature a weekly
link on the front page of the site.

So we can feature other prominent individuals, please submit names of persons from our
school family who are doing outstanding work in their fields. If you know of anyone who
could be featured, please email Joseph Serio, communications director, at
jserio@rummelraiders.com or news@rummelraiders.com . Please check weekly for updates
to this “Raider Highlight” link on the Archbishop Rummel website.
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