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Our brands are on the move. From InterContinental to Holiday Inn, we're growing at a rate of over a hotel a day
and now serve more guests in more places than any other hotel group. Backed by a relationship with the world's largest
group of customers, we have a proven record of solid growth and smart investments along with a highly supportive
licensing system. To learn more ahout hotel development with us, call 770.604.2166 or visit IHG.com/development.
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Laying a Ground for Transformation
By Gerald Wang

Our mission statement is to serve our mem-
bers by providing them with the most current
information, knowledge to meet the chal-
lenges of the constantly changing world.

From day one of my term as President of our
Association, I thought about what I could do
to best serve our association. The challenge
that we face is in two-fold. The first challenge
is commanding the attention, interest and
involvement of our 2nd generation, the so
called “Young Adult Group”. This part is
currently in progress and the in the mind of
our past Presidents including Chris Chiu and
Herman Lin. They were supportive and
brought such talented and great future leaders
such as Joseph Fan, Amy Wu, Michael Wang,
Wilson Wang, Nicholas Teng, Kevin Chiu,
Andy Hsu, Kevin Chen etc. On board already,
Joseph Fan our current Chairman has served
two terms as President and has introduced a
lot of new ideas and recruited more and more
‘young adults’ to participate. during his term,
[ will continue this effort and put this as my
first initiative. As my first initiative, it is to
get the young adult’s interest, involvement,
and eventually, have them to run our associa-
tion. This first initiative has been brought in
our director’s meeting, and it has been
strongly supported by Chris Chiu (The found-
ing President of Taiwan Motel, Hotel hence
gave me an order and assignment to plan this
trip. We actually start from both directions, in
one hand we try to promote and select the
‘young adults’ to participate. On the other

hand, we try to communicate through the

organization to get the program started on the
right foot. Having Chris as one of the direc-
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tors of the OCAC, he arrange a meeting with
Dr. Fu-Mei Chang the Minister of OCAC in
Los Angeles. She is so nice and we have
100% support from her. [ would like to take
this opportunity to thank her for her strong
support to promote the growth of this
program. I would like to thank for the vision
that both Chris and Steven foresee and give
me a chance to work with them to make the
trip happened. The continuation of the
program creates an environment to attract
‘young adult’s’ interest and involvement and
organized training program.

It is very important to transform our associa-
tion and approach a new era led by the future
leader of our association.

The second initiative is get our association
acknowledged by the US mainstream Lodg-
ing Industry. Our association has been estab-
lished over 30 years now. We have to let the
mainstream known our existence, and to be
able to participate and be integrated with
them. In order to make that happen, we need
to invite the mainstream Lodging related firm
to participate in our various programs such as
the annual conference, seminar etc. So far we
have the support from Mr. Jim Butler, the
partner of Jeffer Mangels Butler & Marmaro
LLP. He is the hotel lawyer at ]IMBM’s Hos-
pitality Group, one of the leading hotel law-
yers in US. For more information, you can
access to to organize and host the seminar of
our annual conference for both the Taiwan
Hotel, Motel Association of North America
and Southern California. This initiative will

boost the image of both the Association of
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North America and Southern California,
which in turn, will be noticed by the main-
stream media. The theme for the seminar of
our annual conference would be “Creating
Value and Solutions in Hotel Ownership and
Operations,” of which was suggested by Jim.
I also endorsed this theme, hoping this would
be a good beginning for the year to come.
Other presenters in this seminar would be as
follow:
1. PKF by Bruce Baltin — State of the
Hospitality Industry in the United
States
2. Atlas Hospitality by Wilson Wang —
California hotel markets: Where we’ve
been and where we are going.
3. JIMBM topics —
Guy Maisnik — Captures the value and
solves problems in the acquisition
stage.
Marta Fernandez — State of Union —
How unions are changing the hospital
ity business?
Bob Braun — Tips, Trap and Tricks in
hotel management and franchise
agreements
Jim Butler — The Hard Economics of
Green Hotel
Development — Doses it really work?
Including supplementary topics.
Please bear in mind all the presenter
are top attorney and expert in our
Lodging Industry.
4. WATG — by Raj Chandnani
Subject is Future Hotel
WATG world leader in Hotel design on
Strategy, Planning, Architecture and
Interior.
You can access to their web site to sce
what I am talking about.
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5. Atman Hospitality Group - Wen I
Chang One of the leader of the Green
Hotel Development, He is also one
of the founder of The Gaia Hotels.
Their Gais Napa Valley Hotel & Spa
receives LEED Certification.

Mr. Chang original came from Taiwan.
He is now is the speaker for various
green development conferences.

We are trying to start the seminar at noon time
with a simple lunch served. This is a Seminar
that you would not want to be missed. |
highly encourage each and every one of your
participation in this event. It will be worth
your time to listen and learn something new.

[ am honored to hold the position as the
President of THMASC, and I appreciate the
opportunity to serve this association. [ am
looking forward to work with everyone and
strengthen the base for our association.
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33rd Anniversary Convention

2008 Trade Show
Sunday, June 15th, 2008

Westin Bonaventure Hotel & Suites
404 South Figueroa Street, Los Angeles, CA

Creating Value and Solutions in

A e

Hotel Ownersfip and Opera

SPEAKERS

InterContinental Hotels Group (THG)
InterContinental Hotels Group is a multinational company which operates several hotel brands. It is the largest
hotel company by number of rooms (556,000 as of March 2007).

Bruce Baltin, PKF Consulting
Bruce Baltin is a Senior VP in the Los Angles office of PKF Consulting, a national consulting firm specializing
in the hospitality and real estate industries.

In his 30 years with PKF, Mr. Baltin has had a wide diversity of experience in the hospitality and tourism
industries including market demand studies, valuation, economic and operational consulting and dealing with
leases, franchise and management contracts. His industry experience includes hotels, resorts, clubs, restaurants
theme parks, and national and state parks. He has worked extensively with various governmental entities in
tourism and hospitality real estate issues. He has frequently been quoted in the national and local press and
testified as an expert witness on various industry issues.

Prior to joining PKF, Mr. Baltin taught at the University of Nevada, Las Vegas and was corporate operation
analyst for the Sheraton Corporation of America.

Wilson Wang, Atlas Hospitality

Wilson Wang is one of the founding members of Atlas Hospitality Group. Since it’s inception in 1997, Mr.
Wang has been a significant part of Atlas and helped in creating the success stories of Atlas. Mr. Wang attained
his Bachelors Degree from University of Southern California in 1993 with dual emphasis in Corporate
Management and Real Estate Financing, and began his real estate brokerage career immediately post graduation.
Prior to forming Atlas, Mr. Wang successfully brokered hotels at a national brokerage company.

Mr. Wang focuses on the sale of hotels in the resort and urban markets as well as hotel development opportunities.
Transactions such as the 105-room Best Western Hotel (Santa Fe Springs, California), the 113-room Super 8

Hotel (Anaheim, California), 5.2-Acre Anaheim Resort Hotel Development Site (Anaheim, California), 2.2-Acre
Anaheim Hotel Circle Development Site (Anaheim, California), and Holiday Inn Select Bakersfield and
Convention Center are some of the transactions Mr. Wang represented.

Highlights of Mr. Wang’s brokerage career include Deal of the Year Award in 1998 and Director of the Year
Award from Taiwan Hotel/Motel Association of Southern California in 1999 and 2001. In August 2002, Mr.
Wang was invited as a panelist speaker at the Asian Business League 2002 Real Estate Forum, and was awarded
“Outstanding Community Service” by California’s Lieutenant Governor Cruz M. Bustamante. Major clients that
Mr. Wang has represented include Tarsadia Hotels, Inc., Win-Time Hotels, Inc., Sunstone Hotel Investors, J.E.
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Robert Companies, DKN Hospitality Group, Motels of America, AMRESCO and Mitsubishi Manufacturers
Bank.

Mr. Wang’s philosophy in hotel business is best described as client-needs driven, which is evidenced by the
number of clients that have done multiple transactions with him, and his dedication to the services provided to
members of THMASC, THMANA and CH&LA. In 2001-2002, the Proposition 65 invaded numerous owners.
Mr. Wang solely initiated the research tasks for the Association members and help retained Jeffer, Mangels,
Butler & Marmaro, LLP, a prestige law firm in the United States, to represent over 300 hotels from THMASC
and CH&LA. With his dedication and services to the hotel owners’ community, Mr, Wang is prepared to be an
enduring dealmaker in the California hotel industry and an asset to the national hoteliers.

Jeffer, Mangels, Butler & Marmaro LLP(JMBM)

JMPM is a California law firm. JMPM’s Global Hospitality Group specializes in representing owners,
developers, and lenders. The group has helped the clients with more than $40 billion in hospitality transactions
involving more than 1,000 properties around the globe. More than just lawyers, the Group’s attorneys are
hospitality consultants and trusted business advisors.

Jim Butler
Jim Butler is one of the top hotel lawyers in the world, and is a founding partner of Jeffer, Mangels, Butler &
Marmaro LLP(JMBM).

Mr. Butler leads IMBM’s Global Hospitality Group, a team of 50 seasoned professional with more than $40
billion of hotel transactional experience, involving more than 1,000 properties around the globe. Mr. Butler is
frequently quoted as an expert on hotel issues by national and industry publications such as The New York Times,
the Wall Street Journal, Los Angles Times, Forbes, BusinessWeek, and Hotel Business.

Guy Maisnik

Guy Maisnik’s deep and broad transactional practice specializes in complex real estate finance, and venture
capital transactions, including project finance; commercial finance; leveraged leasing; real estate acquisition ,
development, leasing and disposition; loan portfolio acquisition; construction and financing of power facilities
and telecommunication facilities; project insurance coverage; syndications; acquisition and disposition of non-
performing loans; real estate exchanges; entity formation, partnership and trusts.

Robert Braun

Robert Braun’s practice, spanning more than 20 years, focuses on corporate, finance, and securities law with an
emphasis on emerging technologies, hospitality businesses, healthcare business transaction, and financial
institutions. Mr. Braun has represented clients in the negotiation of hotel and spa management and franchise
agreements.

Martz M. Fernandez

Martz M. Fernandez’s health care, hospitality and retail industry experience covers many areas, including union
preventions strategies, union negotiations, arbitrations, NLRB trails, wage and hour audits, State, Federal and
administrative litigation, management training, and day to day counseling and advice. Additionally, Ms.
Fernandez also serves as co-chair to JMBM’s Latin America Hospitality Practice Group.

Raj Chandnani, WATG (Wimberly Allison Tong & Goo)

Raj Chandnani oversees strategic planning and consulting for WATG. He has a wide range of hospitality
industry expertise focusing on diverse segments, including consumer trends, travel and tourism, gaming,
timeshare, residential, and spas.

Mr. Chandnani is actively involved in the business development efforts in terms of identifying new project
opportunities and forging strategic relationships. He also works closely with the firm's clients, and provides a
wide array of strategic consulting for proposed development, including visioning and concepting, competitive
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positioning, supply and demand analysis, financial modeling, and operator selection. Mr. Chandnani has
specialized in commercial real estate and hotel advisory services since 1994. Prior to joining WATG in 2001, Mr.
Chandnani was as associate director with Insignia/ESG Hotel Partners, where he spent six years in a variety of
capacities including asset management, investment sales, financing, and portfolio due diligence. He was
previously with PKF Consulting in Los Angeles, and has also taught classes on strategic planning, financial
management, real estate finance, hotel development, and tourism at UCLA, USC, and Cornell University. Mr.
Chandnani was instrumental in WATG's collaboration with Mobil Travel Guide in the recent launch of their spa
ratings. Mr. Chandnani is a regional vice president for the Cornell Hotel Society and a member of the planning
committee for the Americas Lodging Investment Summit (ALIS). He is a graduate of Cornell University's

School of Hotel Administration

Wen I Chang, Atman Hospitality Group, Inc

Founder and President of Atman Hospitality Group, Inc., Wen-I Chang is a new age thinker who immigrated to
the United States from Taiwan where he grew up in an environment that nurtured union with nature. Eight years
ago, Mr. Chang had difficulty getting a glass of water during his birthday dinner celebrated at a Santa Cruz,
California restaurant. The butterfly effect from this incident resulted in his passionate pursuit of sustainability,
including the award of the first LEED Gold project in the US — GAIA Napa Valley Hotel & Spa and two others
to come. LEED certification has been complemented with Mr. Chang’s introduction of Atman Hospitality
Group’s innovative message package to transform human consciousness through implementation of sustainable
hotel operations. To date, over 200 international media have published Mr. Chang’s message.

Author of Hotel Investment & Development, One Flew Over Himalaya, translator of The Global Brain Awakens
and Art & Physics, Mr. Chang is currently working on a new book, The First Green Hotel — A Journey.

Mr. Chang will participate in the Ask ALIS workshop at The Americas Lodging Investment Summit in 2008 and
present his case study on Gaia Hotels at The UNLV/IMBM 2008 Hotel Developers Conference. Recent speaking
engagements include The 2007 Lodging Conference; “Green Building: LEED and BEYOND,” IHMRS;
California Lodging Industry Association Expo; “It Isn’t Easy Being Green” panel at International Management
Network’s December conference on Condo Hotels and Branded Residences in Las Vegas; 2007 Hotel Mixed Use
Development conference in Palm Springs; and Green Hospitality Conference in Dallas in 2007. 2006
engagements featured Mr. Chang’s invitations to address the 2nd International Art & Science Exhibition &
Symposium sponsored by Tsing Hua University, Beijing, China in 2006; and Keynote Speaker for the 4th

Science & Art & International Symposium sponsored by Shanghai Science Association, Shanghai, China under
the subject title of “Art, Physics, and Eastern Mysticism.” Mr. Chang resides in the San Francisco Bay area.
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4:00 pm to 4:15 pm
June 15th, 2008

Santa Anita Room, First Floor (Lobby Level)

[t is the place you can give out your business cards and
meet a large number of participants.

It is not “Speed Dating”, but it is the same scenario in
“Fast Meet”. It is a great opportunity for you to meet new

people.

<

i

%iat a new participate and exchange name cards in
every 60 seconds.
Vi

Bring 30 or more business cards
for exchange.
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Tal
33" Annual Convention & Trade Show

Thank you very much for interesting to participate in 33* Annual Convention &
Trade Show of the Taiwan Hotel & Motel Association of Southern California,
an innovative year with special celebrations. The trade show takes place on
Sunday, June 15, 2008 at the Westin Bonaventure Hotel Downtown Los
Angeles, and we look forward to having your organization in the trade show.

We would like to welcome you to advertise your products and services at the
trade show floor with “Convention Special” offers that can match our Hawaiian
theme and decors. Please inform us your special offers so we can make
advance announcements prior to the event and press releases.

We would also like to welcome you to join us for the evening dinner, which will
be filled with entertainment and valuable raffle prizes.

Enclosed please find our Registration Form. A layout of our Trade show side
will come out of few days. If you need any further information, please
contact:

Taiwan Hotel & Motel Association of Southern California
www.thmasc.org

1045 East Valley Boulevard, A-212

San Gabriel, California 91776

Attention:  Shirley Chou

Email: thmasc(@sbcglobal.net

Telephone: (626) 280-2207
Facsimile: (626) 280-2243

Event Location: ~ Westin Bonaventure Hotel
404 South Figueroa Street
Los Angeles, California 90071
Telephone: (213) 624 - 1000
Facsimile: (213) 612 —4800

Event Schedule:  Sunday, June 15, 2008,
San Diego Room, Second Floor
3:00PM-6:00PM Trade Show
(Setup Hour from 2:00PM to 3:00PM)

6:30PM-11:00PM Dinner Party and Entertainment

\_
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Taiwan Hotel-Motel Association of Southern Californja
33" Annual Convention & Trade Show

Registration Form

Name;

Company:

Address:

City, State ZIP

Telephone: Facsimile:
E-Mail: Website:
Booth Type: Deluxe: $1,200.00 [] Premier: $800.00 [] Advantage: $500.00 ”
Dinner Tickets (Including Seminar): @ $75.00 each = §
Seminar Ticket: @ $30.00 cach = §
SPECIAL REQUESTS:

Please complete and submit you registration via facsimile to (626) 280-2243, Registration is subject to
full payment of exhibitor charge selected. Full payment must be received on or before June 4, 2008 to
securc assignment on June 6, 2007. Confirmation of registration with booth assignment will be sent
on June 6, 2007 via electronic mail and/or facsimile. Registrations received after June 6, 2007 will
receive random booth assignment on first available basis. Early registration entitles registrants early
booth assignment upon request, which the confirmation can be issued within THREE (3) business days
upon receipt of full payment. For more information on show floor layout please refer to the attached
Trade Show Space Diagram.

Please complete the SPECIAL REQUEST section for exhibit needs (i.e. electrical outlets). Alll
requests are subject to management approval and health and safety code compliance determined by
the Westin Bonaventure Hotel. Taiwan Hotel/Motel Association of Southern California does not|
guaranty the availability of the requested items/services, but will use best effort to accommodate the
requested needs.

Written cancellation request must be received by facsimile to (626) 280-2243 on or before June 10,
2008 for full refund. Written cancellation received between June 10, 2008 and June 15, 2007 will
receive either (a) full credit towards 2008 trade show exhibit fees; or (b) 50% refund.

By signing below, you are hereby accepting the terms stated above. Thank you for your participation
in the Trade Show Exhibition of Taiwan Hotel/Motel Association of Southern California.

Signature: Date:

By:

e
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From East

From either I-10 or Highway 60, follow the signs into downtown Los Angeles. Take 110
South and exit onto Wilshire Boulevard. Turn left onto Wilshire Boulevard and continue
to Figueroa Street. Turn left onto Figueroa Street and proceed to 4th Street. Turn right
onto 4th Street, then turn right onto Flower Street and proceed to the hotel.

From North

Take either Interstate 405, Highway 101, or Interstate 5 and follow the signs into
downtown Los Angeles. Then take 110 South and exit onto Wilshire Boulevard. Turn
left onto Wilshire Boulevard, and then turn left onto Figueroa Street. Turn right onto 4th
Street, then turn right onto Flower Street and proceed to the hotel.

From West

From I-10 or Interstate 105, take 110 North and exit onto 3rd Street. Turn right onto 3rd
Street and proceed to Flower Street. Turn right onto Flower Street and proceed 1 block to
the hotel.

From South
Take 1-405 North to 110 North. Exit onto 3rd Street and turn right. Turn right onto
Flower Street and drive | block to the hotel. The hotel is located on the right.

Parking
Valet Parking: $16.00
Self parking (Flower Street Parking Lot): $10.00
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Demand Diversification Leads Markets to Higher RevPAR Levels

There are three critical components of occupancy strength
in any given lodging market. The first is an array of
corporate entities that generate demand by bringing
business travelers to the market. Secondly, a market needs
tourist attractions to allure a different, but abundant,
clientele from the regional, national, and international
spheres. Convention facilities serve as the third component
of the occupancy-generating machine, as they not only host
very large groups, but typically bring the “in” from out-of-
town demand.

To best illustrate this dynamic, this article focuses on the
markets of Southern California that contain the above
components in abundance. A total of 335.4 million domes-
tic leisure and business travelers and approximately 14.4
million international travelers descended on California in
2005, making it the most visited state in America. Califor-
nians themselves are the mainstay of the state's travel and
tourism industry, accounting for 83% of domestic travel, or
279.8-million-person trips. Out-of-state visitors accounted
for 55.5-million-person trips. Not all communities benefited
equally from this enormous influx of visitation and expen-
ditures and, in what follows, we will correlate these trends
with the presence (or absence) of corporate, tourist, and
convention demand generators.

Comparison of Regional Hotel Occupancy

In 2006, Southern California achieved 70.1% in occupancy,
an average higher than that of the State of California and
the U.S. overall. The following chart shows occupancy
levels by region;

Occupancy Comparison: 2005 vs. 2006
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The Los Angeles-Long Beach area stands out as Southern
California’s occupancy leader, followed by Anaheim-Santa
Ana and San Diego. Los Angeles-Long Beach and San
Diego occupancy levels climbed from the previous year,
and the slight decline of Anaheim-Santa Ana’s levels can be
attributed to the impact of new supply. The strength
common to all three areas, however, is a diversity of
corporate demand generators, convention and meeting
facilities, and well-known tourist destinations.

Let us look first at the corporate angle. The economies of
the top three occupancy leaders share some drivers,
including the aerospace, entertainment, international trade,
technology, and tourism sectors. Professional service
industries such as media production, finance, telecommuni-
cations, and law also funnel significant travel to the region,
benefiting area hotels. Due to San Diego's military
influence, major national defense contractors General
Atomics and Science Applications International Corpora-
tion are headquartered in San Diego. A more comprehen-
sive list of corporate entities in Southern California is
footnoted below. [1]

An average rate of just over $102.00, representing a nearly
9.0% increase over that of 2005, demonstrates the formi-
dable strength of the Southern California market. Corporate
travelers, who are generally less price-conscious than
leisure travelers, have a significant impact on this position.
Thus, it can be seen how important a thriving and complex
business community is to the vitality of an area’s lodging
market.

Of course, many travelers to Southern California are drawn
not by business but pleasure, and the region’s hugely
popular weekend destinations complement its corporate
activity. The glamorous suburbs of Hollywood and Beverly
Hills attract legions of shoppers and sightseers to the
multi-cultural metropolis of Los Angeles, and areas such as
the Santa Monica Pier and Catalina Island remain popular
with vacationers. The enormous popularity of Disneyland
and Knott's Berry Farm resorts, the multitudinous beaches,
and the upscale South Coast Plazashopping center serve as
more of Orange County’s enticements. Vacancy can also be
scarce in San Diego, as attractions such as SeaWorld and
the San Diego Zoo contribute to sell-out weekends during
peak vacation seasons.

Specific, ultra-popular events can make the tourist angle
even more dramatic. During the 2005 peak season, for
example, Anaheim-Santa Ana owed its leading occupancy
levels to the celebration of Disneyland's 50th anniversary.

7
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The third component of our consideration, convention

Coast, is one of four primary convention centers in the
region, and secondary facilities in Ontario, Palm Springs,
and elsewhere help generate group demand in droves. The
presence of the centers in Los Angeles-Long Beach,
Anaheim, and San Diego has a direct influence on each
region’s ranking in demand and the resulting occupancy
strength, as illustrated by the following graph:

Occupancy Comparison: 2005 vs. 2006
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Souce STR

Present and future trends in Southern California, and the rise of
the “Inland Empire”

If we reverse our view through the looking-glass, we can
see that the other areas of Southern California show a
relative lack of the corporate, tourist, and convention

ily to tourism and business services, while Goleta and
Carpinteria are home to an array of technological and

California wine has led to greater revenues for vintners in
the county, and vineyards of all sizes dot this part of the
region’s landscape, attracting a select clientele. The
Danish-inspired village of Solvang is a major tourist
attraction for the Santa Ynez Valley Region. Despite their
charming and distinct allure, however, these areas of
Southern California have been unable to keep up with the
positive trends experienced by Los Angeles, Orange, and
San Diego Counties.

Occupancy Comparison by Market in 2005
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facilities, is another of Southern California’s strengths. The
Anaheim Convention Center, whose 815,000 square feet of
exhibit space make it the largest exhibit facility on the West

components compared to the occupancy leaders, and hence
a lesser degree of penetration. Santa Barbara caters primar-

agricultural enterprises. Furthermore, growing popularity of
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Occupancy Comparison by Market in 2006
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Each Southern California submarket follows the same
general annual demand pattern, experiencing the strongest
occupancy levels in the summer, and a secondary peak in
April with the influx of business and convention demand.
Lodging activity across all segments of demand tends to be
at its lowest in December and January.

As illustrated in the above graphs, the Riverside-San
Bernardino market does not experience a summer pattern in
step with the other Southern California markets. However, a
stronger occupancy pattern shows signs of emergence in
this region during the next decade. Although tourism and
lodging growth is currently heightened in other areas of
Southern California, the Inland Empire (San Bernardino
County and part of Riverside County) does have one of the
most robust and growing economies in the nation. The
Inland Empire’s leverage for industry is based on its
favorable characteristics of land cost and highway capacity.
Some of the nation's largest manufacturing and shipping
companies have chosen the Inland Empire for their distribu-
tion facilities, including Toyota Motor Corporation's North
American Parts and Logistics Distribution Center in Ontario
and APL Logistics in Rancho Cucamonga. While manufac-
turing and distribution do not inherently generate demand,
the economic bustling they produce coupled with the
resources of their parent corporations creates fertile ground
for lodging growth.

For example, in Ontario, an 8,200-acre New Model Colony
is being planned for development into a mixed-use area of
residential homes, industrial and business parks, and town
centers. A 10,000-seat arena is scheduled to open in
October of 2008 in Ontario and will be the first major
indoor facility in the Inland Empire. This type of develop-
ment and diversification is expected to support lodging
demand growth for the Inland Empire in the future.
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Comparison of Regional Average Room Rates

Average rate has continued its upward climb, showing
consistent strengthening across all Southern California
submarkets. Each market showed growth in 2006 over 2005
levels, as well as a consistent growth pattern during the
first-quarter trends from 2005 through 2007. The average
rate comparisons are illustrated in the following table:

Average Rate Comparison: 2005 va 2006

Source §TR
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Average Rate % Change in 2006

o = 148

® Avesps Rak % Change

Source: TR

In 2005 and 2006, San Diego maintained the highest
average rate for this part of the country, even commanding
exclusively premium rates during numerous citywide
conventions. This favorable position is supported by the
city’s diverse economy, extremely popular convention
center, and tourism attractions. High-priced leisure areas
such as Coronado and La Jolla also support strong leisure
demand at premium rates during particularly popular
events, such as the 2008 US Open Golf Championship at La
Jolla’s Torrey Pines.
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Conclusion

The markets of Southern California serve as a good
comparative model of how diversification can lead to strong
RevPAR. The vitality of a hotel industry relies on a healthy
concoction of demand generators to nourish occupancy.
Thus, the markets that have found the best mix of demand
generators, including Los Angeles-Long Beach, Anaheim,
and San Diego, also experience the best RevPAR trends. At
the same time, new developments on the corporate, tourist,
and convention fronts in other lodging markets in Southern
California may soon bring them in pace with the trends seen
by the aforementioned areas.

[1]Over 14 auto manufacturers have design studios in the
area, including CALTY (Toyota, Lexus, Scion) in Newport
Beach, as well as Ford’s Advanced Product Creation and
Mazda Research. Kia America’s headquarters and Ford’s
Premier Automotive Group headquarters are in Irvine.
Orange County is home to other leading biotech firms such
as Allergan, Peregrine Pharmaceuticals, Cortex Pharmaceu-
ticals, Edwards Lifesciences, Braun Medical, Alcon Irvine
Technology Center, and Advanced Medical Optics. Orange
County has one of the most diversified high-tech economies
in the U.S. and is home to a wide variety of firms such as
Gateway, Boeing Integrated Defense Systems, Conexant,
Linksys (Cisco), Jazz Semiconductor, Western Digital,
Kingston Technology, FileNet, QLogic, Emulex, Mitsubishi
Digital Electronics and Toshiba (Information Systems,
Electronic Components, Medical Systems, Business
Solutions). Google also has a major location in Irvine
through its purchase of dMarc Broadcasting (Google
Audio).

By Li Chen

About Li Chen

Li Chen is an Associate with the HVS Dallas/Fort Worth
office. Li earned her Master's degree from Michigan State
University's Eli Broad College of Business and has exten-
sive hotel experience, including front office and accounting
department experience at the Renaissance LAX, Li travels
and works extensively in the southwestern U.S. for the
D/FW team. Contact Li at (310) 755-8293, or
Ichen@hvs.com.
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Since the first opened in 1997, economy
hotels in mainland China have spread far
and wide, filling a need for millions of
business and leisure patrons seeking a
convenient, economical, and increasingly
comfortable place to rest.

Demand for Economy Hotels in Mainland
China

China has become an important tourism destination in Asia
and the fifth-largest tourism country in the world (measured
in number of international tourist arrivals).[1] The inflow of
foreign tourists runs beside a strengthening stream of
domestic tourists, whose numbers reached nearly 1.4 billion
in 2006. Domestic tourism alone generated US$781.9
billion last year, nearly 20 times the revenue of 2000,

2000-2006 China Tourism Statistics

Ointound B Domestic O Outbound

Source: China National Tourism Administration

A steady rise in the personal income of Chinese workers
serves as a resource for leisure travel and the development
of China’s tourism industry. Time is the other key resource,
and the five-day-per-week work scheme instituted in 1995,
followed by a holiday long-vacation scheme in 1999, has
given travelers the leisure time to spend their broadening
incomes on hotels and attractions. International tourism to
China has increased exponentially along with the country’s
remarkable economic development, which has become
more and more apparent to the eyes of the world. China’s
dynamic econoemy, whose Gross Domestic Product was
estimated at $10.21 trillion in 2006,[2] also stimulates more
business (hereafter “commercial™) travel. New and
improved infrastructure—roads, railways, and airlines-
have literally paved the way for the increased travel that the
government and the economy of China continue to make
possible.

A study conducted by the Chinese Academy of Social
Sciences (CASS) Tourism Research Center showed that
90% of economy hotel guests are domestic travelers and

N
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Economy Hotel Development Trends in Mainland China

10% are inbound travelers. This study also reported that
business travelers are the major demand generators for
economy hotels, representing roughly 65% of the economy
hotel market in 2006. The meeting and group contingent
comprised 9% of the total, and leisure demand generated
the remaining 26%.

Economy Hotel Market Segment in 2006

OCommercisl @ heeting and Group O Les ure |

Source: 2007 China Economy Hotel Development Report by
CASS Tourism Research Center

The redoubling numbers of commercial and leisure travel-
ers is the primary reason for massive economy hotel
development across China. The economy hotel, as we here
define it and as the Chinese are embracing it, features most
of the fundamentals of its more upscale competition: clean
and comfortable rooms, complimentary breakfast, and
Internet access. The fundamental distinction is price, which
in the case of economy versus luxury hotels can mean
affording one night versus five for many Chinese and
foreign travelers,

Low capital and a high return on investment is another
reason for the significant development of economy hotels,
According to the Mainland China Economy Hotel Survey,
the average capital investment in an economy hotel in 2006
was approximately $1 million (approximately $7,500 per
guestroom), with full returns to come in an average of three
to five years. The GOP (Gross Operating Profit per
Revenue per Square Meter) was 44.47% in 2006. Perfor-
mance measured in terms of occupancy and average rate
drives this level of profitability: A 2004 report by Deloitte
Development LLC revealed that “over 50% of the Chinese
markets monitored are performing above the regional Asia
Pacific total, and every single Chinese market is out-
performing the Europe average.” [3]

A third buttress for the rise of China’s economy hotel
industry comes from the Chinese government. By easing
travel restrictions and providing Chinese workers with
extended vacation time, the government has helped stir up a
slew of patrons for Chinese hotels. Reformations to China’s
holiday and vacation policies, enacted in November of
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2007, took effect on January 1, 2008. These reformations
afford Chinese workers paid leave for vacations and
additional days off during traditional lunar festivals such as
Tomb Sweeping Day, the Dragon Boat Festival, and the
Mid-Autumn Festival. In anticipation of the surge in
tourism, the government recently initiated a series of
policies directly supporting the development of economy
hotels across the country. Franchising has been an important
development model, The Chinese are widely known to be
brand-conscious, something on which hotel franchises seek
to capitalize. At the time of the aforementioned Deloitte
report, branded hotels accounted for approximately 10% of
the total inventory in China, jumping to 30% in 2005 and
onward to 31% in 2006. [4] Legislation entitled “Regula-
tions of Commercial Franchise Operations of China” went
into effect on May 1, 2007. This new law is expected to
regulate many franchising activities in China. In addition,
the forthcoming publication of Economy Hotel Operation
Guidelines will present China’s first set of industry guide-
lines to regulate and help standardize the services of
economy hotels.

Economy Hotel Market Overview

China’s first economy hotel, the Jin Jiang Inn, opened in
1997 in Shanghai. Since then, economy hotels have fanned
throughout the country. The most dramatic spread came in
the last three years, which showed an increase from 166
economy hotels in 2004 to 1,698 as of December of 2007.
[5] The chart below illustrates the increase in average rates:

Economy Hotel Distribution and Average Rate in Major Metropolitan Areas
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While occupancy dropped from 89.0% in 2005 to 82.4% in
2006, [6] occupancy levels consistently above 80% testity
to the strength of the market. It is important to note that the
brunt of this decreased occupancy was borne by economy
hotels of lesser-standing (owing, in many cases, to inconsis-
tent standards of service and facilities); economy hotels
bearing a strong brand and service reputation were leading
the market in occupancy. We can hear in this the harbinger
of a “survival of the fittest” scenario: Competition for
resources (i.e., guest dollars) will only grow fiercer as new
supply enters the market, with dire results for those proper-
ties unable to adapt. Along these lines, most of the 180
properties that Accor Hotels plans to develop in China by
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2010 will operate under the one-star lbis brand. [7] Ibis
hotels offer round-the-clock reception and service, a buffet
breakfast, and other amenities that have raised the bar for
budget hotels and are looked for more than ever by discern-
ing travelers through China.

Most of China’s economy hotels are located in the Shang-
hai, Beijing, and Jiangsu provinces. China's domestic
economy hotel chains, such as Home Inns, Jin Jiang Inns,
and Motel168, have been rapidly developing, as have
foreign economy hotel brands such as Super 8 and Green-
Tree Inn. The following table lists the top ten economy
hotel groups in China in 2006:

Leading Economy Hotel Groups in 2006 [8]

Geographic
Number of Rooms Number of Hotels Coverage |
% Increase % Increase
Founded 2006 (2005vs.2006) 2006 (2005 vs. 2006) Provinces Cifies
Jin Jiang Inn 1896 16,885 1% 118 1% 25 56
Home Inns 2002 16,162 98 134 a7 25 50
Motel168 2003 112712 131 52 173 15 33
Hotel Home 2004 4430 11 28 12 1 26
Super B China | 2004 4,249 135 42 133 24 61
UTELS 2002 3,162 173 i 285 22 25
GreenTree Inn | 2004 2,873 107 il 163 13 26
7 Days Inn 2005 2,818 327 25 400 g 13
Vienna 2005 2,168 3 8 14 ) 5
JOYINN 2006 1,863 = 15 - 4 8
The Top Contenders

While foreign brands are on the rise, China’s domestic
brands dominate the economy hotel market, with the top
two domestic brands, Jin Jiang Inn and Home Inns, showing
the strongest market position and development trends.

Number of Hotels Number of Rooms Geographic Coverage

2004 2005 2006 2004 2005 2006  Provinces  Cities
Jin Jiang Inn 47 69 118 6334 9877 16883 25 56
Home Inns 45 75 134 4903 8967 16,162 23 30

Jin Jiang Inn & Hotels Management, Inc.

Jin Jiang Inn is a subsidiary of Shanghai Jin Jiang Interna-
tional Hotels (Group) Company Limited ("Jin Jiang
Hotels™), the largest hotel conglomerate in China. The
company’s hotel portfolio ranges from the economy to the
five-star, HOTELS magazine ranked Jin Jiang Hotels 22nd
in the world for 2005 in terms of total number of hotel
rooms. [9]

As of December 31, 2006, Jin Jiang Inn reported an overall
occupancy of 74% and average rate of US$24.33
(RMB194). [10] The company’s 2007 interim report
claimed 230 economy hotels proposed or in operation and a
reported revenue of US$35.02 million (RMB279.2 million).
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as of June 30th, 2007
In Operation Under Development Total
Owned & Operated  Franchised  Owned & Operated  Franchised
Number of Hotels 60 67 8 63 230
Number of Rooms 9.863 8800 6.286 7066 320M

On December 15, 2006, Jin Jiang Hotels raised US$2.4
billion through an initial public offering on the Hong Kong
Stock Exchange. The company plans to use the proceeds to
open more economy and two- to five-star hotels outside
Shanghai and to refurbish existing establishments in time
for the 2008 Olympic Games in Beijing and the 2010 World
Expo in Shanghai.

Home Inns & Hotels Management, Inc.

Home Inns & Hotels Management, Inc., headquartered in
Shanghai, has vastly expanded its nationwide network of
economy hotels since its founding in 2002. As of October L,
2007, the Home Inns hotel chain consisted of 200 proper-
ties. [11] On October 26, 2006, Home Inns announced an
initial public offering of 7,900,000 American Depositary
Shares (ADS) priced at US$13.80 per ADS on the
NASDAQ Global Market, making Home Inns the first
mainland China hotel company listed in NASDAQ.

In October of 2007, Home Inns acquired Top Star in a
US$45.6 million (RMB340 million) deal. Established in
2005, Top Star, a popular economy hotel brand among
domestic business and leisure travelers in China, consists of
26 economy hotels with approximately 4,200 rooms across
18 cities. The addition of these properties allowed Home
Inns to further expand its portfolio to more than 320 hotels
in more than 80 cities and to leverage both Home Inns' and
Top Star's customer bases.

Home Inns plans to continue its expansion and augment its
number of properties to 1,000 in three to five years.

Super 8 Hotels (China) Co. Ltd.

Super 8, which operates in China under a licensing agree-
ment between Wyndham Worldwide Corporation and Tian
Rui Hotel Investment Corporation, was among the first
foreign economy hotel chains to enter the market when it
opened its first hotel in Wangfujing, Beijing in June of
2004. The brand has since expanded to first-tier cities such
as Beijing, Chongqing, Guangzhou, and Shanghai, as well
as second-tier cities such as Dalian, Liaoning, Chengdu,
Sichuan, Hangzhou, Harbin, Heilongjiang, Xiamen, and
Fujian. Super 8 China plans to continue the expansion to
smaller cities and major highway locations. As of February
0f 2007, Super 8 had 110 properties either open or proposed
in 58 cities across China.
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Super 8 capitalizes on the “first-mover”’ advantages of a
foreign economy-hotel brand. These include modest price,
high standards, and established brand reputation. Super 8's
target customers are Chinese middle-class business and
leisure travelers who appreciate good value and interna-
tional levels of quality and service. Super 8 maintains the
same high international standards in China as its sister
properties in North America, despite differences in areas
such as room size and parking lot space.

On August 27, 2007, Wyndham Hotel Group announced
that Aetos Capital LP committed to invest up to US$50
million in Super 8 China’s parent corporation, Tian Rui
Hotel Investment Corporation, to accelerate its hotel
development efforts. Tian Rui is now targeting a total of
300 Super 8-branded hotels by the time of the 2008
Olympic Games.

Other Brands

Foreign economy-hotel brands such as Days Inn
(Wyndham), Ibis (Accor), and Holiday Inn Express
(InterContinental) also have a presence in mainland China.
The most competitive advantage of foreign versus domestic
hotel chains is management expertise and technology. This
applies especially to the central reservation system offered
by foreign hotels, which helps advertise and simplify access
to the hotel for international tourists. Meanwhile, domestic
economy hotel chains take the advantage of local business
knowledge and are making progress in adapting the foreign
hotel chains’ operation model.

Trends in Economy Hotel Development, Financing, and
Management

Currently, economy hotels represent just 10% of the overall
hotel industry in China, but forthcoming events signal the
potential for far greater suffusion. Demand from leisure and
commercial sectors is expected to increase with China’s
continuing economic development and legislative enact-
ments, thus positively affecting travel. The 2008 Olympic
Games in Beijing and the 2010 World Expo in Shanghai
represent titanic impetuses for economy hotel development.
According to the CASS Tourism Research Center, the
government is supporting this development to meet the
accommodation needs of the enormous inrush of tourists.

Economy hotels have sprouted most densely in China’s
eastern, northern, and southern regions. In 2006, 46% of
economy hotels were distributed in eastern China, 19% in
northern China, and 16% in southern China. The fastest
growth has been in the suburban areas of first-tier cities
such as Shanghai and Beijing, second-tier cities such as
Chengdu and Chongqing, business centers such as Shanghai
Pudong New Zone and Tianjin High-tech Industrial Park,
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and tourism destinations such as Sanya and Tsingdao. New
competitive hot spots will appear in regional markets such
as the central China region. Moreover, vacant land in such
areas proves fertile soil for new economy hotel develop-
ment, and many existing hotels are ripe for conversion from
dated to modern accommodations.

Mergers and acquisitions will become the future trend
following the massive development. The trend began with
the aforementioned acquisition of Top Star by rival Home
Inns in October of 2007. This event forecasts the fate of
many small-scale brands and independent properties in the
economy hotel sector, which are likely to be subsumed by
the larger brands.

Capital operations have become the most significant means
of brand competition within China’s hotel industry. In the
current market climate, economy hotels are engaging in
external financing through various channels. In October of
2006, Home Inns became the first Chinese hotel listed in
NASDAQ, and Shanghai Jin Jiang International Hotel
Management Co. Ltd. is listed in the Hong Kong Stock
Exchange. Guangzhou-based hotel chain 7 Days Inn
received a US$10 million investment from Warburg Pincus
in October of 2006; Shanghai Motel Management, which
operates Motel168, received a US$20 million investment
from Morgan Stanley in early 2007. A variety of investors,
including old domestic hotel patriarchs, famous foreign
brands, and venture investment funds, are converging on
the Chinese hotel market’s promise of high profit margins
(some reaching 20%) and relatively quick returns.

Hotel Real Estate Investment Trusts (REITs) represent
another avenue for capital investment, pioneered by Regal
REIT’s initial public offering in Hong Kong on March 20,
2007. Hotel REITs are still nascent in mainland China;
however, given the rapid growth of the lodging industry, the
operation of hotel REITS is a direction in which the market
is likely to head, especially with regard to economy hotel
development and transactions.

Economy hotel operations consistently evolve to stay
current with the competition, which prompts economy
hotels to provide a consistent product offering, quality
service, competitive pricing, a convenient reservation
system, and efficient check-in and -out. Franchise develop-
ment has raised many of these standards and made certain
services compulsory.

The ever-evolving standards for economy properties require
experienced management capable of orchestrating a hotel’s
operations. Increasing operating costs are also prompting
hotel chains to hunt for an experienced management team.
In 2006, 86% of the economy hotels in China operated with
a ground lease, and the ground-lease fee has increased three
to five times across China and an average of 40% in
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Shanghai and Beijing. In addition, utility fees increase
every year. Economy hotels’ chief advantage over their
many-starred brethren is a relatively inexpensive room rate,
which can be offered because of lower operating costs.
Therefore, as lease and utility costs increase, managers
must know how to control expenses according to occupancy
and other variables to keep their properties on the profitable
side of the margin. Managers with experience in economy-
hotel operations are a limited resource in China, and the
industry needs to make provisions for training and guide-
lines through which new managers may matriculate.

Conclusion

The construction of luxury hotels in China will soon peak.
As the strong demand for economy hotels increases, so will
their development potential in the market. New trends will
take hold and new challenges will follow as the wave of
economy hotels continues its wash across mainland China.

By Li Chen and Fiona Fang

About Fiona Fang

Fiona Fang is an Associate with the HVS Atlanta office.
Fiona carned her master's degree in hospitality from
Michigan State University's Eli Broad College of Business.
She has extensive hotel front office management experience
with brands including Marriott, Crowne Plaza and Horizon
Casino, as well as restaurant management experience with
outlets such as Panda Express. Fiona travels and works
extensively in the mid-Atlantic region of the U.S. for the
Atlanta team. Contact Fiona at (678) 689-3098, or
ffang@hvs.com.
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The Frozen Music in Process
By Wen I Chang
March, 2008

Just by driving cars, we produce more than 300,000,000 tons CO2 to the air
each year. , The earth is warming up, the glacier is melting. Together with many
other environmental problems and complications, for the first time in the
history of earth evolution, there is one species, and one species alone, control its
own fate as well as control the fate of all other species. We are at the cross road.
Are we going to do “business as usual”? Or are we going to have the courage to
make a shift from the mind set of separateness to the mind set of oneness with
the nature? Aristotle’s either/or logic — tertium-non-dartur dominated the West-
ern thinking for the last 2300 years. Good/evil; heaven/hell; profit and the earth
never come together. However, just simply looking back the ancient Eastern
wisdom, the middle way, the blind spot of the West, according to Carl Jong, will
harmonize the duality of opposite force. Through the middle way, it also
teaches us who is in the environmental crisis (fZF% WEI CHI), it embraces two
opposite forces into one — (1) danger (WEI), (2) opportunity (CHI). Adapting
this concept, we can have a business while taking care of the environment and
social responsibility while enjoying profit — a carryout execution we call it
triple bottom line.

At first, it is difficult for me. As one of the fore-front green hotel developers, I
was navigating through the uncharted water, while seeing many of the green
consultants having their own trial and error learning curve. The uninformed
banker said they wanted to finance only the franchise hotel. For the good of the
earth and for the next generation I have to march on despite all the uncertainty.

LEED offers a performance orientated rating system. It is a stringent and fair
for those people who really like to pursue for green, the certificate is like the
college diploma — a final recognition on achievement. Yet, in my naive heart I
always thought whatever it is good for the earth should be included in my hotel.
For example, the swan lake that creates the emotional connection as well as for
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the migration birds; the mural showing the wetland scene representing our
respect for the local pride; the vineyard in post-impressionistic pointillist
approach that shows one of the ten greatest thinking points of the late 20th
century — non linearity of the nature; the message package, including biological
names for each room rather than just numbers, and Al Gore’s An Inconvenient
Truth inside the room; the kiosk system that shows how we created 10+% of
energy, saving energy 14% through smart design, using wind power for the rest
of 76%, saving 50% CO2 from going to the air and of course 75 additional
green items can be learned from the touch screen kiosk. All and all, they are
either received no points or just indirectly enhance the chance in the LEED
point or receive no LEED points. In listening to my heart, I thought it will be a
good idea to have them all. In GAIA Anderson Hotel & Spa in Shasta County,
the listening — to-the-heart part go even further. I totally redesigned the site
plan, resulted in the loss of twenty-three parking spaces after finding out one
ugly elderberry tree habitat with some near extinct bugs; keeping 2/3 of the big
trees for the oxygen production and cooling the buildings; a reconnection circle
for people to spend evening together young and old; performers or audience;
local residents or travelers from afar. David Reisman’s “the lonely crowd”
prompted me to have such design.

In 21st century, travelers are hunger for the new experience. My green hotels’
offering new experience can be typified by one instant. A senior lady from New
York blamed the front desk of GAIA Napa Valley Hotel “You are a green hotel,
why in the world you wasted so much energy by lighting up the lobby so
bright”. After I explained to her that “The light was from the solar tube defusing
into even light that is free from the sun”. She responded with kind of apologized
and satisfied tone “Oh! You have reduced my guilt!” Whatever either reducing
the guilt or immersing travelers’ into other green learning experience, they
would dare to dream journeying back to our human brothers’ collective true

nature — oneness with nature.

Being a true green hotel developer, beyond LEED, is a dualistic harmony of left
brain (reason) and right brain (rhyme). American travelers would like to see a .

\
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hotel with heart (green) and hotel with lifestyle elements (beauty). A beautiful
architecture described by Goethe as frozen music.

When we fulfill travelers’ need of such harmony, our hotel will be no longer
Jjust a place to stay/to sleep, it will become a place, a journey, a dream™,

In developing GAIA Napa Valley Hotel, the additional cost for the green was
12-15%. In developing GAIA Anderson Hotel, the additional cost for the green
was 5-6%

In developing GAIA Merced Hotel, the additional cost for the green will be
2-3%.

I attribute that positive evolution to two factors —

1) The variety of green products has increased and some of price has become
more reasonable.

2) Having navigated through the uncharted water, we can execute a little bit

smarter.

The modern physicist has enlightened us that the phenomena of universe is
included in two words — event and process. We have been away from our true
nature too far too long. First step back has been hard. To receive the LEED gold
or been recognized as LEED & beyond initiator both were just events, yet event
itself is a process. Having above in mind and having include the spirit for both,
I might just happen to step on the path of frozen music in process.
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Dear Friends and Clients:

We are pleased to offer you copies of two new thought leadership pieces: 2008
US Lodging Report and Ernst & Young Hospitality Investment Survey.

Now in its fourteenth year, the 2008 US Lodging Report contains detailed
analysis of the six main lodging sectors: luxury, upper upscale, upscale, mid-
scale with food and beverage, midscale without food and beverage and
economy, as well as observations on 10 key trends facing the industry. Also
included is a detailed analysis and commentary on the hotel sectors in the 16
largest US hospitality markets: Atlanta, Boston, Chicago, Dallas, Ft. Lauder-
dale, Hawaii, Las Vegas, Los Angeles, Manhattan, Miami, New Orleans,
Orlando, Phoenix, San Diego, San Francisco and Washington, D.C.

The Ernst & Young Hospitality Investment Survey is an analysis based on
survey results from more than 300 representatives in the hospitality investment
community. Respondents share their thoughts on investment trends and where
they see the hospitality industry headed in the US and internationally.

As always, feel free to contact our hospitality professionals listed at the end of
each report with any questions and visit www.ey.com/realestate to see other
hospitality reports we have recently published.

Sincerely,

Michael Fishbin
National Director, Hospitality & Leisure
Ernst & Young LLP

A
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Hotel Investment Strategies for '08

by: Bob Eaton

Whether you're selling or buying hotels in 2008, your strategies of the past are going to have
to change. During the last few years, capital was abundant, cheap, and efficiently delivered.
Sellers called the shots and market fundamentals were uniformly positive. Bringing a prop-
erty to market or entering into an acquisition in the coming year will test the seaworthiness of
your marketing and investment advisory partner.

2008 TRENDS IN THE HOTEL INDUSTRY
SURVEY UNDERWAY

PKF Hospitality Research has begun collecting data for the 2008 edition of Trends in the
Hotel Industry. Trends is our firm's annual survey of operating statements from thousands of
hotels across the United States. This year marks the 72nd year of the survey.

In case you are not familiar with our Trends report, please visit our website to view sample
pages from last year's publication: www.pkfc.com/trendssurvey

If you own or operate a hotel in the United States, PKF Hospitality Research invites you to
participate in our Trends survey. Participation is both complimentary and confidential. In
appreciation of your participation, you will receive a complimentary copy of the final report,
as well as discounts on other PKF Hospitality Research products and services.

Participation requires you to provide us with data from your property's (ies') 2007 year-end
financial statements. To see the data requirements, please view an electronic version of our

survey form at www.pkfc.com/trendssurvey.

If you are interested in participating in our 2008 Trends in the Hotel Industry survey, please
contact Robert Mandelbaum at (404) 842-1150, ext 223, or robert.mandelbaum@pkfc.com .

Publications from PKF Consulting &
PKF Hospitality Research:

Trends in the Hotel Industry Hotel Horizons

2007 Edition - Now Available 5-Year Local Market Forecasts

Caribbean Trends in the Hotel Industry Trends in the Hotel Spa Industry

2nd Annual Edition - Now Available Benchmarking data for the hotel spa department
Hospitality Investment Survey Quarterly Trends

2007 Edition Now Available Tracks Over 50 Hotel Markets

IACC Conference Center Report Monthly Trends

2007 Edition Now Available Reports for 20+ U.S. cities and regions

Benchmarker Reports
The next logical step for those who use Trends

7
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News Release

Contact: Henry Eason
Eason Communications LLC
For PKF Capital
henry@easoncom.com

PKF Capital Foresees Taiwanese Hotel Investors Moving Upscale
Investments in U.S. Hotels Seen to Grow this Year in Number and Quality

LOS ANGELES, Feb. 27 —Taiwanese hotel investors are showing an increasing
interest in buying more upscale hotel properties in the United States, PKF Capital’s
Managing Director Rod Apodaca today told a press conference sponsored by the Taiwan
Hotel and Motel Association of Southern California.

“We’ve seen an important upward shift in the quality of hotel properties acquired
by the Taiwanese hotel investment community,” said Apodaca. “In doing so they are also
demonstrating a need for more sophisticated brokerage services that go beyond typical
marketing techniques offered by traditional commercial and hotel brokerage houses.”

“As investors show interest in properties valued at more than $10 million, they
need a more consultative approach to owning, buying and selling,” said Apodaca. “This
in turn means owners need more help with strategic positioning of their properties to
maintain these higher valuations.”

“The industry is moving beyond old-fashioned selling methods,” said Apodaca,
who has many years of experience helping Asian companies complete hotel transactions.
He said PKF Capital uses a “structured” process for handling hotel transactions that
incorporates Web-based research tools for 24/7 access to market and property informa-
tion, limited scheduled property tours, specific time performance requirements and other
analytical techniques that greatly improve and shorten the sales process.

Still optimistic about the prospects of hotel investments, Apodaca said, “Hotels in
the U.S. are still strong investments as proven by the continued demand from the buying
community. Good deals are still getting done by quality buyers.”

Apodaca will be presenting methods of hotel value enhancement along with Bruce
Baltin of PKF Consulting at the Taiwanese Hotel and Motel Association of Southern
California educational seminar on Wednesday, March 12 in Rosemead, California.

PKF Capital provides real estate investment advisory services to the hospitality and
leisure industries. For more information, visit www.pkfcapital.com

Rod Apodaca may been reached at rod.apodaca@pkfc.com or at 213-532-3236.
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KNOW THE DRILL

Supply employees with the basic knowledge to protect themselves and guests from fires at your hotel
by John Fannin
Although most hotel managers and risk management staff have some training in safety
implementation, the basic assumption remains that simply complying with local codes and
ordinances or hotel franchise recommendations is adequate. However, local safety measures
cannot fully address all the issues that need to be considered.

An effective fire protection program encompasses three key components: people, processes
and technology. Hotel staffs must be fully trained to respond to emergencies. There must be
written processes and procedures in place that staff can learn and understand. And, hotels
must have the proper technologies that detect, contain or suppress a fire and notify occu-
pants. Fire alarms, smoke detectors and sprinkler systems are necessities in any responsibly
managed facility.

Hotel Fire Prevention

Most fire protection strategies are designed to slow or divert the movement of smoke and
fire, not stop it. You and your employees should be concerned with whether, where and how
to move occupants out of your building if a fire does occur.

First, building design principles must include:

* Two ways out from any location

* Adequate numbers, sizes and spacing of exits in accordance with the applicable provisions
of the life safety code

* Protection for escape routes:

* Clearly marked, lighted exit paths

* Enclosed stairways

* Barriers to prevent fire spread

* Smoke control methods to protect exit path environments

* Escape routes to the outside or to protected spaces where occupants may safely remain
* Clear exit areas

Staff Training

You must have a written emergency action plan and review it carefully with your employ-
ees, allowing them to have ready access to it. Specific training must include:

Individual roles and responsibilities

* Delineation by department

* Delineation of alternate management teams,including employee responsibilities, should
anything happen to the primary management team

* Notification, warning and communications procedures

* Have a defined list of emergency service contacts (police, fire, medical)
* Have an alternate telephone list of staff cell phone numbers for intra-office communica- /

\tjons in case of a landline outage
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* Have an alternate telephone list of staff cell phone numbers for intra-office communica-
tions in case of a landline outage

» Means for locating and evacuating physically challenged guests

+ Location and use of common emergency equipment such as fire extinguishers, hose cabi-
nets, etc.

* Regular staff fire drills

* Include evacuation procedures, knowledge of exit routes, location of fire exits

* Staff knowledge of location of all fire exits in order to assist in guest evacuations

* Ensure that all exits are not locked or cluttered

* Staff personnel should know how to unlock doors in the dark, in case of a power outage
or during a smoke- filled condition

* Knowledge of procedures in  case evacuation is not possible

If a Fire Breaks Out
Employees should attempt to escape — not investigate! Few people have experienced a
hostile fire. They have no idea how fast a fire can grow or how bad it can get. They are not
familiar with the phenomenon known as flashover. People cannot spend time confirming
that there is a fire or gathering up valuables.

Even if a building is designed and constructed for safe evacuation, employees must be
educated and rehearsed in safe escape behaviors. Employees should know:

» Whether to escape and where to go (stay in place, go to a safe refuge or get outside)

* Two ways out

* They must get out fast

« To call 911 from a safely located phone. As much information as possible should be given
to the dispatcher. Employees should not assume that someone else has already notified
authorities

« If smoke is present they should keep low to the floor and take short breaths to avoid inhal-
ing any more smoke than necessary

« They should not open the windows, unless they are having trouble breathing

« They should seal cracks around the door with wet towels, tape, bed clothing or similar
items to keep out the smoke

« If trapped, they should hang a sheet, jacket, shirt or other object out the window that will
attract attention. Shout for help, and call the police on the phone to tell them they are unable
to get out of the room. The police will be in direct radio contact with officers at the fire.
Anyone trapped should remain calm until firefighters reach them

« After exiting the building, employees should direct guests away from the building to an
attended location and not allow guests to congregate around the building exits

Improved Business Performance

The demand for increased safety (and security) accountability is here to stay. Ultimately, it
will change things for the better and lead to safer hotels. Responsible hotel professionals
have the power to engender public goodwill and help rejuvenate the travel and hospitality
economy by embracing safety and security initiatives.
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4. HSMTHVERELE 2011 #5715 9 T2 EWE, L 2006 4811 81%.
H [ 2 S0 DA R AR SR
ERF 2000 2001 2002 2003 2004 2005 2006 2006/2000
M

WERRE (T) 249 232 226 157 203 270 320 71

"9 24k 30% 7% -1% -30% 29% 33% 19% 28%
AT RIEHEAE | $1,424 | 81,326 | $1,185 | 3858 | $1,115 | $1,534 | $2.073 $649
KW (CHA !

HakEk | 50% % | -11% | -28% ] 30% | 38% | 35% 46%

(1) W RE H KRR SR R EAE A T IR/ OS5,

kR % E R S HARIT RRE T LB SR
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11,000,000

655,300

12,000,000

655,300
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King Young Construction, Inc.
(626)286-3068

Oriental Marble House
(626)308-0097

A Wang Construction, Inc.
(626)454-1088

JWDA = 3R 482 2 o7 375 A1
(626)570-9880

Unique Profession Glass
(626)237-6668

Hospitality Unlimited Investment
(562)926-0128

SWS Design Group Inc.
(626)284-4009

ACE Lumber Co.
(626)442-1688

P&L Marble, Inc.
(626)580-7689

Sunny Painting Co.
(800)511-1688
CF Kent Hotels Furniture

(323)346-2500

A-Mac Hospitality Furniture
(951)328-8186

Cal Lighting
(909)947-5200

Les Jardins
(626)202-6723

55

EE X

REE - R~ HEE

Benchmark Mortgage
(714)838-2068

Brighton Management
(909)860-6255

Petra Pacific Insurance Service, Inc
(800)466-8951

Bestway Insurance
(626)574-7623

Hospitality Finance & Sales
(562)424-1720
Allied Physicians
(626)282-0288

Atlas Hospitality Group
(949)622-3402

Cathy Bank
(626)588-1901

PKF Investments
(415)398-3862

Alice Wu Financial Planner
(626)799-3438

Unico Insurance
(714)228-7999

First Choice Bank
(562)345-9092

Vic Inn-Ternational
(323)268-8886

Morgan Stanley(Sean Yu)
(213)553-3508

New York Life
(626)215-4584

\
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fi BE an ke

IHG InterContinantal Hotels Group
(770)604-2000

Best Western
(602)957-5577

Baymont Inns & Suites
(973)753-6538

Howard Johnson
(800)758-8999

Microtel Inn & Suites
(404)321-4045

Ramada Worldwide
(800)758-8999

Hilton
(310)205-7696

Days Inn
(973)753-8104

Hawthorn Suites
(404)321-4045

Travelodge
(800)758-8999

Wingate by Wyndham
(800)758-8999

La Quinta
(214)492-6753

Choice Hotels International
(310)592-6121

Guest House International
(615 0264-8051

Vagabond Franchise Systems
(916)635-4446

California Lodging Industry Asso.
(301)592-5149

HicBE F o {3 S i

The Supply Group
(888)225-5744

Kenny’s Supply
(323)721-0252

Tatung Company
(800)829-2850

SDH Hardware Inc.
(714)635-6888

HRH
(800)405-0300

L&D Appliance Corporation
(562)946-1105

American Communication & Eletronics
(626)458-9698

Vipcomtel Computer & Telecom.
(800)322-6591

Southern California Edison
(626)812-7613

National PC & Networking Services
(909)444-7841

Mercedes Benz
(714)562-1136

New Century BMW
(626)570-8444

Premier Computer
949-878-8828

Picture Source of California
(626)579-9911

Petroncelli Vinyard Selections(Wine )
(714)330-9464

PC Club
(626)475-3285

KMK Supply
(562)531-2150
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News Station & TV

Syntax
(909)859-8438

Phoenix Television
(626)388-1133

ETTV
(626)581-8899

Sky Link TV
(323)888-0028

The Epoch Times

Pacific Times
(626)573-4831

Chinese Daily News
(323)268-4982

Sing Tao Newspaper
(626)956-8200

Chinese L.A. daily news
(626)453-8800

The China Press
(626)281-8500

Taiwan Media,LLC
(626)455-0228

Unicoast Communications
(626)289-3303

Las Vegas Chinese Daily News
(626)456-1999

The Great News Daily
(323)887-7308

AM1300
(626)864-1300

Earl Security,Inc
(626)285-9178

W

Sperry Van Ness
(949)225-1882

Anca Realty
(626)287-3939

Coldwell Banker Commercial
(626)457-2300

Cal Overseas
(714)528-8852

West Ridge Golf Club
(562)690-4200

Grand Property
(714)731-7168

fin 22 4% @

Eva Air
(562)565-6004

China Airlines
(310)322-2888

B Hb

Rose Tsai
(626)839-1565

\
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Taiwan Hotel & Motel Association of Southern California

R PHFE

B)
Membership Application Form

RNl Applicant's Name

(Fh32) Name
Address Tel
Fax

AN/ BRE  OFRFENAAHEE OHENALLEES
Wz

HEFE
$100JT50EAZLL T +ARAE@ER
$1507T51-99 B {7 +hRAE @
$2007T 100E {7l _F+5kAE®ER,
$200T KBEE (A7) +ikEEEH
$15070 SREBEE (fAA) +iREEREH
l::n'|' FiF

bl

DDI:IEID

IREEL /A F) % F8 Company/Hotel Name

(FA32) Name
Address Tel
Fax
i =R VR
TR T H M A.S.C.
BEZF 1045 E. Valley Blvd #A212 Tel: 626-280-2207
San Gabriel, CA 91776 Fax: 626-280-2243

[ AR ASIEE —]

TEA:

32 SRARH :

2 RIRE
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Hmh G BHREETRERE
Taiwan Hotel & Motel Association of Southern California

AR AR 1R B R

HOTEL & MOTEL NEWSLETTER MONTHLY ADVERTISING RATE

5 8.3 @ $2.000.00 s F Bk 2R BAR A $1,500.00
Front Cover (Color) Special for 2 or More Publishing
%8 H K $1.500.00 B ] H Bk A% B4R &5 BN $1.000.00
Back Cover(Color) ’ ' Special for 2 or More Publishing '
%5 €3 @ A2 & ] ok A B AR B
Inside Front Cover (Color) $1,500.00 Special for 2 or More Publishing $1,000.00
&3 R AR 5] M Ao XAk B AR B
Inside Back Cover (Color) $1,500.00 Special for 2 or More Publishing $1,000.00
2 an [ AeaEew s o 47 4% &R B
Inside Other of Full Page $300.00 Special for 4 Publishing $250.00
2 anaFaeEw 2w P B AR B
Inside Other of Half Page $250.00 Special for 4 Publishing $200.00
AER BT KN R
WA JE & 3T M4k o AL R A KT
Taiwan Hotel-Motel Association of Southern California
1045 E. Valley Blvd. #A212, San Gabriel, CA 91776
Tel:626-280-2207 FAX:626-280-2243
ADVERTISING ORDER
COMPANY:
NAME:
ADDRESS:
TEL: FAX:
ADVERTISER HEREBY JOINTLY AND SERVERALLY AGREES TO PLACE
ADVERTISEMENT IN HOTEL & MOTEL NEWSLETTER AS FOLLOWS:
QUANTITY DESCRIPTION AMOUNT

PAYMENT IS DUE UPON SIGNING OF THIS CONTRACT.
PLEASE MAKE CHECK PAYABLE TO: TH.M.A.S.C.

Mali to: 1045 E. Valley Blvd. A212, San Gabriel, CA 91776
59



Fairmont Designs =5 A8 H L EHE
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« Fairmont Designs [{J15 4 &
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Marriott International Starwood Hotels & Resorts
Approved for National Preferred Vendor
Select Service Westin
Courtyard — Priority One Westin A
Residence Inn — Priority One Westin B
Town Place Suites Westin C
Fairfield Inn
Full Service Sheraton Lifestyles
MHR Riverside

Lakeshore
Four Points
Metropolitan

Hilton Supply Management Sheraton. |55

(A Division of Hilton International) Best Western International
Authorized Vendor Endorsed Supplier for
Hampton Inn Atria Scheme
Homewood Suites Canyon Scheme
Full Service Mission Scheme

BRRNTERE AR 2 EKE S
Rick Chang - Sales Manager
PH: (714)670-1171 771 107 1 rchang@fairmontdesigns.com

fo

HOSPITALITY GROUP
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RESIDENTIAL - COMMERCIAL
INTERIOR & EXTERIOR SPECIALISTS

» HOUSES » STORES » CONDOMINIUMS
» HOTEL & MOTEL » APTS » FACTORIES
» HOSPITALS » HIGH-RISE BUILDINGS » WAREHOUSES

» WATER & SANDBLASTING » DIFFICULT JOBS

REFERENCES COMMERICAL & APARTMENT BUILDING: (EXTERIOR)

1. Holiday Inn Select Hotel:
-21725 W. Gateway Center Dr., Diamond Bar, CA 91765 Call for Free Estimate:
2. Howard Johnson Hotel/LAX
-8620 Airport Blvd., Los Angeles, CA 90045
3. Holiday Inn:
-38630 Fifth St., West Palmdale, CA
4. Holiday Inn Express Bakersfield
5. Holiday Inn Express Pasadena
6. Days Inn Hotel
7. Clarion Hotel LAX Airport
-5249 West Century Blvd.
Los Angeles, CA 90045

CALL OUR TOLL FREE NUMBER 1- 800 511-1688

sunny-painting@sbcglobal.net Lic. # 621438

Fully Insured

B R N N T T S S L R IR R

S A R 4 44 {4 4 4 L L X X e { J { d S
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° IRAIEESLE
°* REFHAHE F 4 Fn
PRI Y = oA
ms i, IREH  $105/unit
T BN EAT s
o EHIEIRKLUTAR, BEREMS,
REF5 T 3%

$98.00

Z-L.CD161

HREEF B TR IS AE b
SR AR B 57 U - 2 B \
FE: 1 2.7kg
FRFE - 462x422x223

A SDH Hardware Inc.
==,  Global Interlok Inc.

1-714-635-6888 X W14 #5508 (H £E)
1-714-535-6688 Jamie Chen (English)




A SINGLE SOURCE OF COMPLETE LODGING
SERVICES

L L =R AS 1 3y
AR B EER R
 Creating Room of Opportunity VIC INN-TERNATIONAL CO.
serving the California Lodging Industry Since 1976. We have

built a tradition of creating solid opportunity for our clients
and their capital resource. ‘

HOTEL BROKERAGE
"%

$10 + Million

Any Size Motel/Hotel

Can take special Assignment

HOTEL
MANAGEMENT
Limited to Full Service
Motel/Hotel

Any Size Motel/Hotel

HOTEL ASSET ' MEZZANINE CAPITAL

MANAGEMENT . WA R
KARR $2 + Million
: . D to 90% LTV

Limited to Full Service
Motel/Hotel
Any Size Motel/Hotel

V|C INN-TERNATIOAL CO. 1455 Monterey Pass Rd., Suite 201
Hospitality Investment group Monterey Park, CA 91 754
B Al A7) Tel: 323-268-8886

Fax: 323-268-6188
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ATLAS HOSPITALITY GROUP
The Market Leader in California Hotel Sales

mm S it i ¥ 7 2% W]

Atlas

CMNVERD A o i T 5 W 4 A M

| Pacifica Hotels/Investco oint Venture Hotel Pordah'or SantarBarbara Inn | Resort Palm Springs

% 45 AR %A oA B 9GSk Ik AR G RS 0 S B BN AR PL &R SRR
RAG T % — B ER  B IR m EAK E ARG | RITRAS ©
PR A B d e M ARAE £ R EA G R ® &k ERT . Wilson Wang

2500 Michelson Drive, Suite 110, Irvine, CA 92612
Telephone: 949-622-3402 ¢ Fax: 949-622-3410
Web: www.atlashospitality.com Email: wilson@atlashospitality.com
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