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ARE YOU WEB READY?

In a tough economy, business slows down. So what can hotels do to thrive, despite
a slowing economy? The answer is to keep marketing , and don't slow down . It is knowing
which marketing methods work and which don't and sticking to proven marketing methods
that have a high ROI.

Today, eighty-three percent of travel planning is researched and booked online, with
the Internet emerging as the premier distributor of hospitality with a proven ROI. Is your
hotel's website ready for your online visitor? Do you have an (SEO) or Search Engine
Optimization strategy in place?

AMERICANS PUMPED UP

Americans are pumped up about
fall travel. TripAdvisor(R), the world's
largest travel community, has recently
announced the results of its annual fall
travel survey of more than 1,900
travelers worldwide. 82% of U.S.
respondents plan to travel for leisure this
autumn, up from 70% who said they took
pleasure trips last fall. 26% of U.S.
respondents said they would travel more
this autumn than last, while 49% intend to
travel the same amount as one year ago.
58% of travelers said they plan to fly this
autumn for their leisure travel, while 48%
plan to drive.

29% of U.S. respondents, and
25% of respondents worldwide, plan to
take more car trips this fall than they
would have if gas were still at its summer
high prices. 27% of all survey
respondents surveyed said economic
concerns would be the greatest deterrent
for traveling during the fall, however, 39%
said nothing would deter them from taking
an autumn trip.

Business Travelers are changing
their Behaviors in the Current Economy

CUSTOMER RETENTION

In an age when the cost of mass
communications makes it difficult to
attract new customers, keeping the
existing customer is so fundamentally
obvious. Using (CRM)  Customer
Relationship Management software or
(PMS) Property Management System
generated Guest Histories to create a
customer retention strategy is essential
while focusing on existing customers is
critical, especially at a time when demand
is lessening in the marketplace.

A satisfied customer could
return to your hotel and could refer
others, while a loyal customer will return
and will tell others about your hotel and
services.



WHAT'S ON

Oct 25 - 28, 2008

International Tourism & Travel Show
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&l International Tourism & Travel Show
is an opportunity to introduce new products and
services to thousands of targeted consumers.
This three day event offers will helps generate
valuable contacts, make immediate sales,
increase visibility and make solid connections
that will translate into year round sales.

Nov 17-19, 2008

CTHRC 7th Annual Tourism HR Forum
0

* o4+
! | $5 (#. v
&l Take advantage of this national

event that brings tourism human resource
executives, managers and corporate trainers
from all industries of the tourism sector together
with industry association representatives and
educators. The discussion will center on the
challenges, issues and opportunities faced by
human resource professionals in the sector with
a clear focus on sharing ideas and solutions — its
an opportunity you won't want to miss!

MAR 8 — 10, 2009

Hostex Canada
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&l HostEx Canada is Canada's largest
hospitality trade show that combines restaurant
and accommodation operators from across the
country, with the leading suppliers producing a
dynamic once-a-year event.

This national stage is an ideal environment to
understand the key trends influencing consumer
tastes that will attract more customers and
operational efficiencies that reduce costs. More
than 9,900 foodservice professionals attend this
show every October.

THE VIEW ARTICLES

The editors at Braidwood’s View welcome
submission of articles pertinent to the
hospitality industry.

Tell us; $ 0) industry
information, tips on the industry, what's
going right, what's going wrong, or simply
what'’s going on!

Submit to
articles@braidwood.ca

IT'S ALL ABOUT PERCEPTION

From the Desk of:
Anita Ericksen, President
Realty Showcasing Inc., Edmonton, Alberta, Canada

The economy hotel/motel industry has a lot of look forward to. The uninspired,
indistinctive hotel room is now, a thing of the past. These relics are being refurbished to
meet and surpass the expectations of group business and holiday travelers alike. Gone are
the days of matching carpets, curtains and bedspreads that ignore the consumer; here are
the days of decorator influenced upscale rooms that are consumer orientated understanding
guests’ needs.

“Model” rooms by Motel 6 and Super 8 have now been completed and to great
applause. These rooms truly give off a feeling of being upscale and contemporary, but
surprisingly the expenditure to create these rooms is equivalent to their predecessors.

Small scale furniture with multifunctional uses, media, well designed bathrooms with
higher end fixtures, adequate lighting, crisp linens and designer colours all add to the new
look of the economy hotel/motel industry.

The floodgates have now been opened Owners of economy and lower star
hotels who have always wanted to refurbish can now follow the same suit without the risk of
negative consumer perceptions and the financial risk in the creation of a “model” room. The
rave reviews of these prototypes clearly illustrate consumers want upscale décor at economy
prices.

Once owners decide to refurbish, and guest expectations met, it is mute without an
effective marketing plan Part of any good refreshment or remodeling budget includes a
portion set aside for marketing; thus ensuring the hotel owner fully reaps the rewards of the
renovated rooms.

Combining functionality, designer décor and value is an irresistible combination for
the economy hotel industry. The competitive edge these hotels can now realize, even over
higher star rated hotels, is truly exceptional.

DEATH OF THE BUSINESS CENTRE

If there is one room that is relatively empty these days, it is the hotel's business

centre As more travelers carry their own laptop or PDA’s, and hotels install Wi-Fi, the
traditional business center, with rows of computers and a front-desk attendant, are becoming
obsolete as travelers become more self sufficient.

The days of copying, faxing, and typing are gone. Whereas there is still the
occasional guest who wants to check their personal e-mail while staying in a hotel it's
becoming the exception rather than the norm using Wi-Fi with PDA’s and laptops guests are
working in their room, in the restaurant and the lobby while using the business center for
printing.

Business center use has decreased so much at Ritz-Carlton hotels that many of its
properties are doing away with the rooms, converting the space into closets, meeting rooms
or showrooms. Some new hotels are leaving business centers off their blueprints entirely.
Hyatt Place , a new brand from the Global Hyatt Corporation offers Wi-Fi and a plug panel so
guests can connect their laptops to the flat-screen TVs. For people traveling without a laptop,
an “e-room,” adjacent to the lobby area, is set up with a computer and printer.

Nevertheless, services like printing and copying require that most hotels keep some
semblance of a business center. However, because of business travelers’ changing needs,
some hotels are putting computers and printers in public spaces instead of allocating a
separate room.

Other hotels are reconfiguring their centers with added services features and
conveniences such as contracting out their business center to FedEx Kinko’'s. While there
will be fewer computer work stations in the new space, there are more services. Besides the
usual faxing, copying and printing tasks, guests are able to ship packages, bind copies and
buy office supplies.
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