
“State of” HSMAI 
1. Our mission
2. What do the members say?
3. Strategic objectives
4. HSMAI as a business



HSMAI
Mission Statement

“To be the leading source for sales and 
marketing information, knowledge, 

business development, and networking 
for professionals in tourism, travel, 

and hospitality.”

Resources, Knowledge, Networks



2003 HSMAI Membership 
Survey Results

Surveyed 3200 Sales & Marketing Executives Fall 
2003 

Determined “Top 10” Issues Facing Sales & 
Marketing Profession



Summary of top 10 issues
1. Current economy
2. Increased 

competition
3. Finding new 

business
4. Pricing integrity
5. Understanding the 

customer

6. Limited budgets
7. The Internet
8. Time poverty
9. Getting rev 

management right
10.Motivating and 

retaining sales 
people

All of these are being addressed through resources 
and programs



Marketing Review magazine
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HSMAI Business Plans & 
Strategic Objectives



HSMAI governance & structure

HSMAI Foundation
Chair: R. Chambers

some staff have specific
responsibilities for global

products & services

DC, NJ, & IN
staff & offices

President, America's
Gilbert

America's chapters
events & products

Americas Board
Chair: M. O'Hanlon

some staff have specific
responsibilities for global

products & services

Oslo staff &
support services

President, Europe
Hofseth

European chapters,
events & products

European Board
Chair: I. Hofseth

Future region
i.e. Asia Pacific

Future region
i.e. Latin America

Future region
other?

President & CEO
Gilbert

Global products & services

Global  Board of Directors
Chair: B. Himelstein



Long-term Strategic Priorities

1. Create relevance for current and 
prospective members thought the 
development of targeted programs

2. Grow and strengthen chapters 
globally

3. Enhance the brand value of HSMAI



Priorities for Global for 2003-04

1. Make Marketing Review & web site 
more “global”

2. Develop global customer source 
resource

3. Establish brand consistency



Priorities for Foundation for 2003-04

1. Continue & Grow Corporate 
Membership support

– eConnect project 

2. Stabilize and grow fundraising goals 
to generate cash for scholarships



Priorities for Americas for 2004

1. Continue to enhance services that will 
strengthen chapters 

2. Identify and develop new sources for 
revenue opportunities that will provide 
additional value to members

3. Develop a “branding plan” that will grow 
membership and corporate recognition 
and support of the HSMAI brand.



Highlights of #1 from last year
1. ’03 Leadership Forum had highest evaluations ever 

– 9.18!
2. Launch of monthly managing directors conf call
3. Launch of online chapter reports
4. Launch of monthly membership committee chair 

conference calls
5. Educational speakers bureau online for chapter 

educational programs
6. Addition of Fran’s position
7. One on one visits with nearly 40 chapter boards in 

fall ’03 series
8. Chapter grants given to 8 chapters
9. “Best of Best” Awards put online



#1 previews for 2004
1. ’04 Leadership Forum a high quality program
2. HSMAI U agreement launched with MORE 

educational speakers and programs for chapters
3. Fall Leadership visits scheduled again
4. Chapter grants given to 14 chapters- the most 

ever!
5. HSMAI programs and HSMAI U reg fees INCLUDE 

membership – new acquisition strategy
6. Corporate membership packages will drive 

members to chapters
7. New retention focus to first time members



How is HSMAI faring as a 
business?



Membership Growth Trend
up 4.4% YTD March 2004!
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‘04 Budget vs. ‘03
2004 Budget Mix

Programs
83%
Dues 16%

Other 1%

2003 Mix

Programs
82%
Dues 17%

Other 1%



2003 Program Revenue Mix

Aff East
46%

Competition
4%

Dinner 
7%

Aff Mid
23%

Affinity
1%

Aff West
18%

Exec THINK
1%



1999 Program Revenue Mix

Summit
11%

Aff East
55%

Competition
6%

HSMAI U
1%

Aff West
18%

Dinner
8%

Affinity
1%



2004 Budget Program Revenue Mix

Aff Mid
20%

Aff East
43%

Competition
4%

Strategy 
Conf's

5%

Aff West
17%

Dinner
7%

Affinity
3%

Exec Think
1%



2004 Key Assumptions

• Membership revenue growth (+6.8%)
– Due to retention, more chapter support in strategic planning
– New chapter development
– Events inclusive of membership (strategy confs & HSMAI U)

• Revenue growth driven with addition of Strategy Conferences for:
– Hotel Internet marketing (2)
– Revenue Management
– Airline & Hotel Contracting
– Industry

• Affinity/partnership growth

• Total revenue projected 14.2%



At what price are we selling memberships YTD 
March 2004?
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America’s Region
•one new chapter –
Nebraska Heartland

•increase in average  
size

•More under 
development! Here 
today: Mexico City

North American Chapters
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Thank you!


