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HSMAI's 2nd Annual Hotel Sales Strategy Conference Held in Conjunction with HSMAI's Affordable Meetings(R) Nation
and Event Technology Expo(TM)

Hotel sales staff will convene for a full-day of discussion on Tuesday, Sept. 9, 2008 at the Second Annual HSMAI Hotel
Sales Strategy Conference in Washington, D.C. at the Walter E. Washington Convention Center. The conference is desi
to add even greater value for hotel sales staff attending HSMAI's Affordable Meetings(R) National and Event Technology
Expo(TM), which follows on Sept. 10-11, 2008. It provides an additional component of targeted, educational programmin
and creates a venue for timely dialogue among hotel sales staff. Each attendee will receive a free copy of the newly rele:
Demystifying Distribution 2.0 (a $99 value) TIG Global special report published by the HSMAI Foundation.

Kicking off the conference is a keynote on "Successfully Selling in a Changing Global Economy, 5-3-1," presented by Jo
Parke, CMP, president and CEO of Leadership Synergies, Inc. Attendees will learn five global trends that will affect hote
sales in 2009, three strategies to outperform today’s hyper-competitive marketplace and one thing hotels should do tomc
to combat the changing economy.

"The economy is top of mind among hotel sales staff," said Robert A. Gilbert, CHME, CHA, president and CEO of HSMA
"As several travel industry experts speculate about the length of time the industry will take to bounce back from potential
recession, hotel sales staff want to know what they can do today to maintain and increase bookings."

Other educational sessions include:

Maximizing Your Sales & Marketing Channels

2008 Customer Trends

The Voice of the Customer

The Changing Face of Today’s and Tomorrow’s Sales Teams
Roundtables with Results

Conference partners include American Express, Cendyn and TIG Global. For more information on the Second Annual H
Sales Strategy Conference, or to view a full schedule wisit.hdosm.org.

About HSMAI Hotel Sales Strategy Conference

The HSMAI Hotel Sales Strategy Conference is organized by HSMAI and HSMAI's Hotel Director of Sales and Marketing
(HDOSM) SIG Advisory Board. The HDOSM SIG provides information, leadership development, and a variety of other
resources specifically relevant to hotel directors of sales and marketing, to sales staff who aspire to one day be directors
sales and marketing, and to other industry professionals interested in developments within hotel sales. Their vision is to
establish a resource-rich environment in collaboration with the HSMAI membership that is indispensable for the career
professional in hotel sales and marketing. Misitw.hdosm.org for more information.

About HSMAI

HSMAI is an organization of sales and marketing professionals representing all segments of the hospitality industry. Wit
strong focus on education, HSMAI has become the industry champion in identifying and communicating trends in the
hospitality industry, and bringing together customers and members at annual events, including HSMAI's Affordable
Meetings(r). Founded in 1927, HSMAI is an individual membership organization comprising more than 7,000 members
worldwide, with 40 chapters in the Americas Region. For more information on HSMAI, contact the Hospitality Sales &
Marketing Association International, 1760 Old Meadow Road, Suite 500, McLean, Va. 22102, (703) 506-3280, fax (703)
506-3266, or visit the website wtvw.hsmai.org.
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