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Highlights of 2013:  New 
Initiatives Launched; 

Preview of 2014  
Larry Horwitz, Executive Director  
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2013 Annual Conference  

Opening General Session 

November 20, 2013 
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244 Number of member hotels 

$32 Million All Channels All Hotel Revenue for 2013 

150,000+ All Channels All Hotel Room Nights for 2013 

$2.2 Million Revenue booked through HistoricHotels.org for 2013 

11,600+ Room Nights booked through HistoricHotels.org for 2013 

21 Number of new hotels in 2013 

95% Retention rate of members in 2013 

6 Million+ Emails and E-newsletters sent in 2013 

91 Hotels listed on Recreation.Gov 

550 Total Clients and Media attending showcases in 2013 

4,000+ Contacts in the preservation vertical database  

Hotels signed up for Historic Hotels Employee Rate Program  160 

1 Million Unique Visitors to HistoricHotels.org 

2013: A Year of Growth 



4 

265 Number of member hotels 

$38 Million All Channels All Hotel Revenue 

175,000+ All Channels All Hotel Room Nights 

$3.5 Million Revenue booked through HistoricHotels.org 

18,000+ Room Nights booked through HistoricHotels.org 

21 Number of new hotels 

95% Retention rate of members 

8 Million+ Emails and E-newsletters sent 

98 Hotels listed on Recreation.Gov 

625 Total Clients and Media attending showcases 

4,500+ Contacts in the preservation vertical database  

Hotels signed up for Historic Hotels Employee Rate Program  180 

1.5 Million Unique Visitors to HistoricHotels.org 

2014: More Growth Ahead -  Annual Goals 
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Revenue Growth from increased visitors & conversion 
HistoricHotels.org 12 Month Rolling Average 

465% 
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Actual Year End 2012 -  

1,347 (21% Growth) 

Total Bookings projected 2013 - 

6,400 (512% Growth) 

Actual Year End 2011 - 

1,114 

Increased Bookings from More Products and Rates 
HistoricHotels.org Monthly Bookings- Past 3 Years 
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Actual Year End 2012 -  

2,376 (17% Growth) 

Actual Year End 2011 - 

2,028 

More Room Nights Delivered 
HistoricHotels.org Monthly Room Nights- Past 3 Years 

Total Room Nights projected 2013 - 

11,600 (523% Growth) 

2013 
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Total Revenues projected 2013 - 

$2.2 Million (465% Growth) 

Actual Year End 2012 - 

$506,000 (21% Growth) 

Actual Year End 2011 - 

$386,000 

Increased Revenue 
HistoricHotels.org Monthly Revenue- Past 3 Years 
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 Recreation.Gov 
Who Is Eligible 

• Only member hotels which have been officially screened and 

designated as Historic Hotels in accordance with the 

provisions of the Historic Sites Act and/or the National 

Historic Preservation Act are eligible  

• Historic Hotels of America is the only non-government agency 

participating and the only group of hotels featured other than 

approved National Park Service lodging. 

 

What are the Benefits 

 

• Access the consumers of Recreation.Gov the one-stop shop for 

trip planning, information sharing and reservations for twelve 

USA federal Participating Partners 

• Your specific rates, packages, descriptions, and photos are 

linked directly from HistoricHotels.org to Recreation.Gov.  

•  All reservations from Recreation.Gov will appear through 

HistoricHotels.org.  

 
 



10 

 HistoricHotelsWorldwide.Com 
 

 

• Free Membership for Qualifying Historic Hotels of America 

Members 

• Partnership with the National Trust for Historic Preservation 

• Access to the international travel market 

• Allows employees access to a Global Employee Rate Program 
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Coming in 2014: 

 

New Initiatives 
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• Coming Q1 a global 

points rewards program 

for Historic Hotels.  

• Access one million 

members and growing 
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 COMING 2014  

 Engage new guests and encourage repeat stays 

 Drive ancillary on-property spend 

 Grow group business and corporate business through points 

 Convert OTA and Opaque bookers to direct clients 

 First points-based loyalty program for global independent hotels 

 More than 500 hotels in participation from Hawaii and New York to London and Tokyo 

 Easy-to-use web-based portal for easy enrollment, member search and reward redemption 

 Can be promoted alongside your existing rewards program  

 Points calculation and Reward redemptions handled outside the hotel 
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• Coming Q1 hotels can 

opt-in to offer frequent 

flyer miles to guests to 

capture initial and repeat 

business. 

• The cost for mileage is a 

flat rate for all Historic 

Hotels of America for 

$17.76 per 500 miles 

(750 miles for Virgin 

Atlantic) 

• Increase market share 
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• New on HistoricHotels.org 

• Expanded Hot Deals Section to 

feature rates like Advanced 

Purchase, AAA, AARP, 

Govt/Military and more 

• Extend your existing rates 

through 2014 for increased 

revenue! 
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– The Promise 

• Earn 4 times the costs of your 

co-op within a year of your 

campaign or we run it again on 

us 

– The Rules 

• Must Participate for 2 or more 

months, not necessarily 

successive  

• Participate in all rate programs 

 

Co-Op Marketing Guarantee 
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Season Pass Guarantee 

– The Promise 

• Receive 5 actionable leads 

across the season or we 

issue you a Season Pass for 

2015 at no cost to you.  

– The Rules 

• Must attend every Client + 

Media Showcase in the 

program 

 

 

The Historic Hotels of America Season Pass features: 

 

  Five Client & Media Showcases 

• Chicago 

• New York 

• Atlanta 

• Washington, DC 

• San Francisco 

 

Reach more than 600 Clients, Media, and other 

Decision Makers in 2014 

 

 

• And More 
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 More Partnerships 

• Increased exposure and 

access to cultural and 

heritage travelers 

• Increased access to 

international travelers 

• Historic Hotels of America 

is a preferred supplier 
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 Promote In-House 
Restaurants 

 

 Increase Concierge 
Efficiency 

 

 No Cost to the Hotel 

 

 Guest only specials 
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EXTEND Rates & Packages on www.historichotels.org thru Dec. 31, 2014 

Fill the shelves!  Participate/open availability of Advanced Purchase Rate. Association Rates, and 
Promotions.   

Distribution: 

To Do List- Distribution & Reservations 

Review the Participation Summary/Action Plan that was completed for your hotel. 

Review Hot Deals section on HistoricHotels.org.  If your hotel is not listed in a particular area contact 
Matthew Paul. 

Contact HHA Call Center. 

http://www.historichotels.org/
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Marketing & 

Public Relations 

To Do List – Marketing and Public Relations 

Sign up for 2014 Cooperative Marketing Program 
Sign up by Dec. 31 and receive a free insertion in Employee Special Offers  

Discover & Explore, Consumer E-Newsletter 

Employee Special Offers, Employee Rate E-Newsletter 

Preservation Co-op Print Ads 

Regional Hosted Media Lunches 

Client & Media Showcases 

Season Pass 

Sign up by Dec. 1 and receive two complimentary placements in 

the monthly Preservation Client Database e-blast 
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Season Pass 

Client & Media Showcases and Tradeshows 

SALES! 

To Do List- Sales 

Preservation Client E-Blasts 

National Trust Member Group Rate Program 

Group Value Dates 
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Why to visit  

To Do List- Member Services & Web Content 

Pick up your complimentary, personalized HistoricHotels.org Presence 
and Engagement Action Plan 

Sign up for Preservation Magazine for 2014 

Sign your free Historic Hotels Worldwide addendum 

Sign up for the iPrefer Orientation 

Sign up for the Frequent Flyer Miles program 


