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BEST BUSINESS ASSET  
 

So many times the biggest asset to our business is placed on the back burner…. 
and becomes part of the furniture . This asset far overtakes your location, overcomes 
physical plant weakness, makes your guests so delighted they want to come back, fixes it 
when it’s broken, second guesses our costumers needs, and overall is the one main asset of 
your business you can not do without.   That is your staff. 

 

In this new year of 2009, let’s show our staff how important they are to our business. 
We should plan the cost of this recognition in our budgets. The ‘widgets’ can wait till next 
years budget.  

 

Think hard and long as to what we can do to say a “thank-you”  but do so in a big 
way and sincerely AND from the bottom of our hearts.  

 

SELLING NEVER STOPS 
 

It is the unfortunate truth that 
attending meetings, setting up meeting 
rooms, site inspections, and substituting 
for other staff members when sick or who 
fail to show up for work are just some of 
the everyday distractions impacting on 
the day-to-day focus and effectiveness of 
in-house sales managers.  

 
Three Thousand plus meeting 

planners (and growing daily) are in BHM’s 
database and have client opportunities.  

 
These planners have potential 

for corporate IT, plus small to medium 
meetings, conferences, board meetings, 
incentive programs & retreats, as well as 
international & domestic groups and FIT 
fly-drive opportunities from tour operators 
based in North America, Europe & South 
East Asia conducting in-bound business 
to Canada.  

 
Selling continues for all our BHM 

clients …for us selling never stops!   
 

WISDOM FROM THE FIELD  
�

When the economy is strong and 
demand is high, hotel sales are all about 
up selling  and serving the potential 
guests or groups' needs in creative and 
profitable ways.  

 

Worldwide, we face an economic 
meltdown, and the uncertainty of today's 
market challenges is a genuine concern 
to hotel managers and owners. 

 

Stay focused  by taking the 
necessary steps to insure your continued 
business survival which more than ever 
depends on finding innovative sales 
solutions and making effective use of your 
staff by keeping them focused and by not 
allowing today’s short term operational 
challenges to overshadow your hotel’s 
immediate and long term survival. 

 

Plan for today … focus on the 
future … it is a guaranteed recipe for 
success.  



 

WATCH YOUR  FOCUS  
 
Effective hotel management 

wants to ensure their sales team is 
contacting prospective customers during 
productive selling time.  

 
Using the sales staff regularly for 

working the front desk all day (again) or 
working the restaurant as a (temp) 
cashier might save a few payroll dollars  
today and make it easier for others on 
staff however, it will cost your property 
substantially tomorrow  when there is no 
new business on the books because your 
competition "stole" it. 

 
Continual identification and 

development of new and repeat business 
can only be done by trained and 
competent sales professionals versed in 
your hotel's offerings, pricing and selling 
strategies.  

 
In these times of internet 

marketing, last minute booking decisions, 
and instant communication, delay of a few 
hours can mean the gain or loss of 
thousands of dollars in revenue.  

 

If you snooze, you loose!  
 
The value proposition of the 

person responsible for selling is 
measured in financial success, but 
requires prioritization and strategic 
planning.  

 
Larger hotels find the challenge 

a bit easier sometimes as they have more 
support staff, however owners and 
managers of every size of hotels must 
realize that someone must be developing 
new prospects for the future, because 
competition, the economy and other 
market changes will erode some of the 
existing base of business.  

 
In smaller hotels where the 

general manager might be handling sales 
as well, there needs to be additional staff 
trained to do the every day business 
chores so the GM can effectively be out in 
the marketplace, finding the business to 
keep everyone gainfully employed. 

 

THE VIEW ARTICLES 
 

Tell us  

�����������	
��   

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  

�

THEY GET IT AWARD  
 

Braidwood Hospitality Management, a leader in providing 
management services to small & medium sized hotels/resorts & 
DMO’s, has awarded the Sunset Inn & Suites,  its 2008 annual “THEY 
GET IT”  Award.  

This award is given yearly to the management client who has 
delivered the most in: Cooperation, Collaboration, Integration, and 
Accountability. On presentation, John Garden,  Braidwood’s President, 

discussed the crucial criteria considered for the award: 
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Mr. Garden, said, “The name of the award tells it all. Not only do the management 
at the Sunset Inn & Suites, ‘GET-IT’ , they integrate with our BHM sales managers in a way 
that ensures immediate follow up and timely action is taken on all business opportunities.”  

 

“The cooperation between the Sunset and Braidwood is spectacular. Michael 
Wright  and his team understand that by working together it allows Braidwood to “close the 
sale” resulting in a positive impact on the hotel’s occupancy and revenue.”  

 

When it comes to hospitality and guest satisfaction, the Sunset Inn & Suites excels; 
offering its guests excellent all-suite accommodation, personalized service, attention to detail 
and a central location with easy access to Vancouver’s downtown business core.  

 

THE SIGNS OF 2008 ~ 2009 
 
The Business Travel Coalition representing corporate travel buyers and suppliers in 

North America and internationally recently conducted a survey of corporate travel managers 
finding a sense of real urgency.  

 

More than a quarter of the nearly two hundred travel managers surveyed, said their 
companies had recently started emergency cutbacks, on top of the cuts already in place this 
year. (New York Times, October 20, 2008)  

 

The good news in this is that 75% of these travel planners said they 
����
���	
�
��
	������ , but are just watching travel costs.  

 

Business travel will continue and meetings, conferences, retreats, and conventions 
will continue to be booked. Therefore, these are ���������	�
� .  

 

In an excellent report, Global Insight reported that, “For year 2008 domestic travel 
is expected to reach 1.987 billion Person-Trips, down 0.6% over 2007. Leisure travel, about 
76% of total, will register 1.5 billion Person-Trips.” The report concluded, “Relief has already 
begun in the form of moderating oil prices and average room rates”.  

 

“This favorable trend will ����������� 	
� ���� ����
�� �������� ��� ����  and 
...leisure will begin to recover in the second half of the year.” (Hotel Resource, October 27, 2008) 
The report indicates that leisure travel increased by .5% and a reported decrease in 
corporate travel of 3.8% is challenging but certainly not a disaster!  

The first quarter ~ 2009�
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