


Session Checklist 

√  What is the Preservation Vertical Market and why is it important? 

√  What are the organizations that comprise this market? 

√   How do I reach the decision makers in this market? 

√   How do I leverage my affiliation with the National Trust for Historic Preservation? 

√  What new group sales opportunities will be available in 2012? 

√  How can I use the website to showcase my hotel to meeting planners? 

√  How can I use the website to showcase my hotel as a wedding venue?  

√  How do I work with the National Sales Office and sales representatives? 

√  Where can I find information about Sales-related programs and services? 



What is the Preservation Vertical Market & why is it important? 

The Preservation Vertical Market is comprised of hundreds of preservation-

related foundations, societies, associations, and government organizations 

representing thousands of meetings and events hosted in historic venues  

  

Historic Hotels of America is the only hotel organization which can stake a 

credible claim to “owning” the Preservation Vertical Market 

 

Your membership in Historic Hotels of America provides access to the 

Preservation Vertical Market and showcases your hotel to this growing market 

while providing you with a competitive edge in a crowded hotel market 

 

Your membership is so much more that just a plaque and a directory, so be 

sure you’re Mining the Preservation Vertical Market! 

 



What are the organizations that comprise this market? 

• National Trust for Historic Preservation  

• US Department of the Interior  

• National Park Service 

• Smithsonian Institution 

• Civil War Trust 

• Advisory Council on Historic Preservation 

• Preservation Action (Government Affairs & Lobbying) 

• State Historic Preservation Offices   

• State and Local Preservation Organizations 

• Historic House Museums 

• Art and History Museums 

• Cultural, Heritage and Historical Societies and Foundations 

• Travel Agents specializing in heritage and cultural study tours  

 



How do I reach the decision markets in this market? 

• Participate in the National Trust Annual Preservation Conference 

• Attend preservation partner organizations meetings and events 

• Pitch editorial placements in key preservation publications 

• Utilize the Historic Hotels of America Preservation Client Database 



Preservation Client Database Program 

• Exclusive monthly E-Blasts targeted to preservation meeting planners 

• Promote your hotel’s special group meeting offer  

• Consider including a history-themed component in your offer 

• RFP’s are submitted to the National Sales Office 

• National Sales Office forwards the RFP to the hotel for a response 

• We present the opportunity. You close the business! 

• Register today for your preferred months(s)   

• Factor 3 – 6 months lead time when selecting your preferred month(s) 



How do I leverage my affiliation with the National Trust for 

Historic Preservation to increase group sales? 

• Participate in the National Trust Annual Preservation Conference  

 Spokane, Washington, October 31-November 3, 2012 

• Advertise in Preservation, the magazine of the National Trust  

• Distribute Preservation  magazine in your guest rooms 

• Participate in the National Trust Member GROUP Rate Program! 

 

 

 

 

 
 

 



What is the National Trust Member GROUP Rate Program 

and how do I register my hotel to participate in this program?  

 

• The National Trust Member GROUP Rate Program is an add-on to 

the National Trust Member Rate Program, facilitating the booking of 

group business from National Trust members to participating Historic 

Hotels of America 

• Offer a bookable National Trust Member Rate 

• Offer a group rate which is 5% below your Best Available Rate 

(BAR); or your prevailing group rate, whichever is lower 

• It is not necessary to load a bookable National Trust Group Rate 

 

 

 



How does the National Trust Member Group Rate Program work?  

• 10+ guest rooms constitutes a group booking   

• RFP’s are submitted via the Historic Hotels of America website 

• National Sales Office forwards the RFP to the hotel 

• Hotel responds to the client and closes the business 

• Placement fee applies only when a definite booking occurs 

 

 



What new group sales opportunities will be available in 2012?  

• Annually, Historic Hotels of America: 

• Hosts  5 Client Showcases + 4 partner client events 

• Participates in 6 national tradeshows 

• Delivers more than 6,500 meeting and event opportunities 

• Generates 600+ qualified group business leads 

• Books $2.5 million in definite group business 

 

• New for 2012 

• City Spotlight Campaign 

• Client Destination Education Programs 

• Preservation Client Database Monthly E-Blast Program 

• Visit the Member Portal to view updates to the 2012 TREM Calendar  

 

 





Historic Hotels of America Client Showcases  

• Hosted in major feeder markets 

• Chicago 

• New York 

• Washington, DC 

• San Francisco 

• Themed reception marketplace  

format featuring historic partners  

(Historic California Wineries) 

• 70 – 150 qualified clients per Showcase 

• 20 - 60 participating hoteliers per Showcase 

• Minimum 3:1 client-to-hotelier ratio 

• Low cost-per-contact vs. traditional sales calls 

 



How can I use the website to showcase my hotel to meeting planners?  

• Best Practices 

• Review your hotel’s Meetings & Groups listing for content and accuracy 

• Review your hotel’s listing in the Meeting Facilities Guide for accuracy 

• Ensure your hotel is featured in all appropriate meeting segments 

• Load meeting room images, showing various meeting room set ups 

• Provide opportunity dates for posting to the Group Value Dates section 

• Submit a client testimonial for posting to the Testimonials section 

• “Like” your hotels Meetings & Groups website page on Facebook 

• Purchase a 2012 Co-Op Marketing Program Package 

 

 



Website Best Practices – Meetings & Groups Page 



How can I use the website to showcase my hotel as a wedding venue?  

• In addition to the Best Practices for Meetings & Groups 

• Ensure your hotel is featured in the Weddings and/or Destination 

Weddings segments 

• Load wedding images, showing various onsite wedding venues 

 



 

 

 

 

Website Best Practices – Weddings Page 



How do I work with the Historic Hotels of America National Sales Office 

and sales representatives? 

• Group Sales Channels 

• Historic Hotels of America National Sales Office (Washington, DC) 

• HHA/The Hyland Group (Washington, DC & Chicago) 

• HHA/The Cramer Collection (San Francisco) 

• Coming Soon!  Regional Sales Representatives   

 

• Best Practices 

• Make an introduction and maintain regular contact 

• Communicate what’s new with regard to meetings and events 

• Make in-office presentations 

• Invite on hotel familiarization programs 

• Participate in partner sales events 

 

 

 

 



Sample Lead Referral Form – HHA/Hyland Group 



 

 

 

Sample Lead Referral Form – HHA/Cramer Collection 



Where can I find information about Sales-related opportunities? 

 

• Visit the Sales Section of the Member Portal often for news and updates 24/7 

• 2012 Sales Plan 

• Consortia Program Information 

• 2012 Tradeshows, Events, & Meeting Calendar and Online Registration Portal 

• Sales Representatives  Contact  Information 

            

 



 

 

 

Member Portal – Sales Section 



Next Steps  

√   Submit Group Value Dates for posting to the website 

√   Participate in the National Trust Member Group Rate Program 

√   Register for 2012 tradeshows and client showcases 

√   Register to send a Preservation Client Database Meetings Offer E-blast  

√   Review your hotel’s website listing for enhanced content and images 

√   Promptly respond to all leads 

√   “Like” your hotel’s Meetings & Group website page on Facebook 

√   Incorporate the Historic Hotels of America Sales Plan into your marketing plan 

√   Visit the Sales section of the Member Portal regularly for news and updates 
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