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Taiwan Hotel & Motel Association of North America

President's Letter to the Members

Mr. CK Lee

Tirne flies, now its time to pass this honor when
I am still clearly remembering the moment of
receive the honor I couldn’t smooth
implementation of the services without the hard
works by all previous presidents, support from all
the directors and helps from our all departments.
Director General, Director of Cultural Center of
Consular Division, Taipei Economic and Cultural
Office in Houston. I am hereby to express my
deepest appreciations.

Undertaking difficulty, perseverance, wisdom of
moving forward always is our goal. In the past
three years, with the support from previous
presidents and all directors , and Communicating
of Taiwan Hotel & Motel Association in Florida,
South California,  New Jersey, Southwest
area/Houston & New Orleans . The Association
of North America has expanded and steady
growing. North Californian & Arizona which we
just contacted this year may join our association
in the future. The Association had hosted a lot of
interest programs, such as the literature of Series
of Hotel, sharing the experiences. The discussion
of how to manage the Hotel, How to develop the
new hotel, how to get finance, how to remodel
etc... The members would exchange ideas about
investments, developments, labor & new law in
different areas and enhance for communication
of Mainstream of Hotel - Media Company and
Government. We will work harder and stay
together for our achievement.

Economic crises have obviously damages the
hotel business operation. However, we leaned
how to find the business opportunity during the
crises during Taiwan Hotel & Motel association
of North America holds the fourth second
council in New Orleans this January. We
believe, we could turn this crisis to a new
business opportunity when combine the new
technology with tradition hard working attitude.
The power of new generation thought the
training program for young associates could be
another appearance.

Last year which was 1st training program for
Young Associates, not only had new
generation’s participation but also enhance the
commutation with all associates. The result is
remarkable. , the 2nd training program will
completed on May 19, 2009 and we will
continue to cultivate the youth associates.

We trust there are outstanding people from
every generation, Our business is not only to
transfer the duties The most important is to
commutate with new generation, exchange the
new idea and past the honor to next

generation.
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MRy 5L TH:40 Kenjohn Wang
Wang Partnership
5325 E. Pacific Coa stHwy.
Long Beach, CA 90804
Tel:562-597-3286
Fax:562 -498-7167

PR FE FFAEYL CKLee
Southwestern National Bank
6901 Corporate Dr.
Houston, TX 77036
Tel: 713-771-9700
Fax: 713-771-9701

@hk] HiEE Chris Chiu
Win Time Hotels Group
2 Orchard Lake Forest, CA 92630

Tel: 949-462-9500
Fax:949-273-5898
Cell:714-928-9888

WEiMS] BiZEEF Mei-Fen Chen WEIY] FFiES Stephen Hsu fi i BE S by Ted Hsieh
Texas American Rainbow Inc, Ramada Plaza Hotel Best Western Inn of Sealy
5619 Airline Dr. 515 W. Katella Ave. PO Box 510

Houston, TX 77076
Tel:713-699-3628
Fax:713-695-3169
Cell: 281-380-1180

Anaheim, CA 92802
Tel: 714-991-6868
Fax:714- B17-8588

Cell:714-588-1515
Stephen@ramadaplaza-anaheim.com

Sealy, TX 77474
Tel: 281-392-3777
Fax: 281-392-6687

W45 H557% John Chang
Admiral Motel
4703 N. Main 5t.
Haouston, TX 77009
Fax:713-861-2362
Cell:713-B61-6124

5 #R99I Herman Lin
WinTime Hotels Group
9335 Kearny Mesa Rd.
San Diego, CA 92126
Tel: 858-695-2300
Fax:858-578-7925
Cell:619-813-9536

Herman.lin@yahoo.com

R L B4R Jobnson Youn
Golden Florida Realty & Invest.
5399 W Hwy 192, 5te. 310
Kissimmee, FL 34746
Tel: 407-396-0015
Fax:407-363-7578
Cell:407 -908-1473

GRS B BLIEE Steve Wu
Hospitality Management of
Parsippany,LLC
PO.Box 112
Parsippany, NJ 07054
Tel:973-641-6097

Ml s @ acsh StevenHsu
Al lied Hospitality Inc
P.O. Box 771207
Houston, TX 77215
Tel: 713-779-9907
Fax:713-779-9902
Cell:281 -788-7921

SRS 5L #4085 Chen-Horng Lee
Baronne Plaza Hotel

201 Baronne Street

Mew Orleans, LA 70112

Tel: 504-522-0083

Fax:504-522-0053

Cell: 504-606-9780

clee D83 1& hotmail.com

BrEAERYE R HR Robert C. Lu
Holiday Inn Bakersfield
4400 Hughes Lane
Bakersfield, CA 93004
Tel:661-883-3000
Fax:661-833-3736
Cell:626-215-2610

BEERELE TERFBL Wilson Wang
Atlas Hospitality Group
2500 Michelson Dr. 5te.110
Irvine, CA 92612
Tel:949-622-3402
Fax:949-622-3410
Cell:714-393-7390
Wilson@atlashospitali ty.com

HEH P22 T2 Tsui Yu Chen
50 West Bank Express
Gretna, LA 70053
Tel:504-251-9012
Fax: 504-367-0792
Cell:504-366-3561

BRYE F{i%9%% Joseph Fan
Brighton Management LLC
21725 E. Gateway Center Dr.
Diamond Bar, CA91765
Tel:909-860-6255
Fax:205-612-5730
Cell:818-427-9672
brihtonllc@aol.com

M T Jerry Wang
Vic Inn-Ternational Co.
1455 Montereass Pass Rd. #201
Monterey Park, CA91754
Tel: 626-301-7226
Fax:626-446-4068

Cell:626-826-7083
gwang@vicinny.com

FRAF ST Roy Wu
Western Inn
1500 N. Loop
Houston, TX 77089
Tel: 713-864-7600
Fax:713-864-8380
Cell: 281-772-5838

B ¥ 7 B Jobn Yua
9301 Airline Hwy.
New Orleans, LA 70118
Tel:504-261-6468

B RS Chan-Nan Chen
Mo Do Inn
1040 Freeport 5t.
Houston, TX 77015
Tel:713-455-6473
Fax:713-637-6139

Bl HiHidE Diana Lee

Lee & Yang Enterprise Corp.
1108 Highway 35
Ocean TWP, NJO7712
Tel: 732-531-1007
Fax:732-531-6472

leey angenterprise@yahoo.com
FHE WG Peter Cheng HiE Sik{E Nick Teng AN BEHLE William Yeh
Anchor Motel Everquest Hotels group Best Western Hotel

1538 E. Lincoln Ave.
Anaheim, CA 92805
Tel: 714-635-6888
Cell: 714-883-8000

3344 State Street

Santa Barbara, CA 93105
Tel:805-687-6611

Fax: B05-687 -7116

Cell: BO5-259-6622
nickteng@msn.com

B585 5. Gessner
Houston, TX 77074
Tel: 713-783-8388
Fax: 713-783-8988
Cell: 281-217-7450
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Taipei Economic and Cultural in Houston
11 Greenway Plaza, Suite 2012 Houston, Texas, 77046
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Best Management Practices

Discipline Issues

"J

One of the most difficult tasks for management and
human resource professionals is disciplining and/or
discharging an employee. Many times in evaluating
whether to discharge an employee, there are
competing interests. For example, a supervisor may
be at *“the end of his rope” with an employee and
demanding that the employee be discharged. On the
other hand, there are issues with the employee which
may open your company to liability if the employee
is discharged. It is extremely important to handle
these situations with care in order to avoid a costly

lawsuit for your company.

The first thing you should consider when
disciplining an employee is whether you have a
handbook that governs the way this situation should
be managed. Many handbhooks provide guidance on
how to handle certain types of disciplinary issues. If
the issues fall within a policy set forth in the
employee handbook, that policy should be followed.
Many handbooks do have some type of disclaimer
stating that the handbook is for guidance only and
does not create a contract, and the courts give such
disclaimers a lot of weight. However, if the
handbook is not followed, an employee may still
attempt to assert an action based upon the provision

_W______

sy

of the handbook. While you may have a good legal
defense, the costs associated with defending such a
lawsuit are high. Thus, following the provisions of

the handbook may prevent such a lawsuit.

Furthermore, the handbook should be applied
consistently to all employees. Even if you do not have
a handbook, it is very important that you treat all
employees equally. Do not discipline one employee
for violating a policy if you allowed another
employee to violate the same policy (under
comparable circumstances) without discipline. Most,
if not all, employees feel they have been treated
unfairly when they are discharged. Those feelings
are usually intensified if the employee feels he or she
has been treated differently than another employee
under the same circumstances. When an employee
feels that he or she has been treated differently than
another employee is usually when that employee
attempts to find a claim to file against the employer.
If the handbook is followed consistently and/or all
employees are treated consistently, a discharged
employee will be less likely to claim that he or she
was treated differently than another employee under

the same circumstances.
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The most important thing for managers and
human resources professionals to do is document
the
employee’s file. Although there are occasions when

performance and/or disciplinary issues in
an employee is discharged for one significant
performance issue, most of the time there is a history
of many minor yet pervasive performance and/or
disciplinary problems with the employee. To avoid a
costly lawsuit, it is imperative that the issues have
been documented in the employee’s personnel file
and that the employee be made aware of those
issues. When an employee is counseled on
performance and/or disciplinary issues, the issue(s)
should be put in writing. If there are terms for
improvement or probation, those should also be
clearly set forth in the document. The supervisor
should meet with the employee and go over each
issue, The supervisor should sign the document. The
employee should the
acknowledging that he or she received it, that he or
she understands the issues, and that he or she

understands what is expected of them in the future.

also sign document

Documenting performance and/or disciplinary
issues is important because the employee cannot
later deny that he or she was reprimanded or that he
or she knew the consequences of further issues.
When such issues are clearly documented, it is much
more difficult for an employee to bring a lawsuit

claiming the employer violated the law.
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Are you prepared to fight for business in '09?

Wf:!l, it's déja vu all over again, the hotel industry
is facing severe business challenges; how we react to
those challenges will determine how quickly we can
return to some semblance of profit growth. We have
been through this before, but, this time, we have no
idea just how severe it will get or how long it may
last. I've heard from hoteliers all over the country;

apparently many hotels are already feeling the
pinch. What will you do?

Our industry has always tended to be reactive,
rather than current, to changes in the economy.
After all, hotels don't create travel; they serve it.
There is little hotels can do to induce people to
travel. People don't travel for the purpose of staying
in hotels; they stay in our hotels because our hotels
are located where they want or need to be.

When they do travel, they will continue to choose a
hotel based upon whether or not its location,
Facilities, and amenities present the best value in the
market. The question is how well will hotels compete
for a larger piece of a shrinking travel pie. There are
business people, all over the country, devising ways
to reduce travel in 2009 and leisure travelers will, no
doubt, follow suit.

When times get tough, we always have choices.
Perhaps the easiest choice is to simply dig a hole,
jump in, and curl up into a fetal position until the
economy recovers. Of course, cutting costs and
sitting-out the recession could easily lead to

permanent damage to your business base.

Before you decide to sit it out by drastically
reducing expenses, consider the bad consequences
which are caused by lowering service levels. Sure,
there is always some fat which can be cut-off without
causing a negative impact on service, but caution,
there is rarely any fat contained in your marketing
program. Cuts in marketing should be done as a last
resort only.

The Travel Pie is Getting Smaller; Will Your Slice
Shrink Too?

There's no doubt that the competition picture
heats up during a downturn. Upper-scale hotels will
compete with mid-scale hotels, mid-scale with
limited service hotels, and so on. That upscale hotel
down the street will now be after your business. Can
your hotel compete? Are you ready to join the
battle?

For most hotels, it will be important to maintain a
sales

Personally, I don't agree with those articles

balanced attack among all channels.
suggesting that hotels should consolidate all their
efforts into the Internet and electronic channels,
alone, In my opinion, some of those articles are a bit
self-serving. I believe that now is the time to escalate
direct group sales efforts, refine front desk training,

practice revenue management, and create new local
sales partnerships.
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It is also time for every hotelier to understand the
power of the Internet. If you don't believe, by now, it
may be too late for you. Experts agree that, today,
more than 70% of all travelers use the
Internet to research and/or book hotels online.
Certainly, the vast majority of hotels have an online
presence, but the quality of that presence differs
substantially.

For hoteliers who want to stay in the game, your
Internet presence is critical. You simply can no
longer ignore how well your website is performing. 1
don't mean how many visitors your site gets, but
how many reservations its producing.

For most hotels, it isn't a matier of increasing
Internet spending, it's simply a matter of "'spending
it right"'. I sometimes shudder to see the big dollars
being spent on website designs, SEQ, and marketing
efforts which are generally dysfunctional. This
writer, along with many others, have published
numerous articles highlighting the many do's and
don'ts of hotel website design and marketing. Now
that every penny counts, take the time to learn how
to make your site a real business generator.

Strengthen Your Marketing Efforts

If all the data about the power of the Internet are
correct, marketing on the Internet should become
the central focal point for growing your slice of the
pie in 2009. It is no longer adequate to simply have a
website. Your hotel's website can be used to support
your entire marketing program; it’s a matter of

learning how.

Your website can be used to announce and promote
new packages and promotions, Re-think your
information distribution methods; do you find that
you are still printing brochures and rate cards with
more and more left over every year? Are you using
your website to promote group sales with "Hot
Dates' and an online RFP? Are you using your site
to publish guest experience testimonials? Are you
selling location and activities first and your hotel

second?

Take a good look at your website. Can people find
it in a generic search? When they find it, does it look
like a homemade template? Does the text sell area
attractions as well as the hotel? Does the text drive
visitors to your booking page? Did you pay a ton of
money to have it developed and promoted, but it still
doesn't produce business as it should? Does the
developer of your site act like a vested partner in the
performance of your site; if not, it may be time to

change.

2009 will probably be a difficult year for our
industry, but it's time to work smarter, and harder,
to secure yvour place in the marketplace. Make
marketing your first priority in 2009
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Hotel reservations sales training tips — Circa 2009

Fur veteran hoteliers who are experiencing our
industry's fourth economic down-turn in the last
twenty years, it is interesting to see how consumers
are reacting to the latest media-driven ''fire sale"
stories that "hotel discounts are there for the
asking." In past down-cycles, such as in the early
1990's after the savings and loan crisis, again after
9-11, and once more in spring of 2003 when we were
facing the treat of the Iraq war and SARS virus,
guests increasingly turned to the Internet to find
what they perceived as the absolute-best available
rates.

Not surprisingly, during the most current
economic down-cycle, guests still check the Internet
first, although this is no longer a simple task. With
the emergence of "meta-search” engines such as
SideStep and Kayak, with more than 20 million
guest reviews on TripAdvisor alone, and with new
information being posted every day on social
networking sites, prospective guests now have an
overwhelming amount of information - and

misinformation - available to them.

After spending countless hours online reading
every hotel review, looking at every hotel photo
(including seeing the real truth by visiting the
"traveler photos" at TripAdvisor and video shorts
at YouTube), and even trying to take the mask off
opaque channels by visiting websites such as
BiddingForTravel.com and
BetterBidding.com,many of today's value-driven
deal-seekers eventually become very confused and

even stressed by their decision-making process,

.9

Here in 2009, an increasing number of these
multi-tasking maximizers in the end revert to a very
old-fashioned tactic that is "so 1980's", which is to
call the hotel directly and talk to an actual live
person. What a concept! For evidence, just ask
those fielding reservations calls how often they get
asked right up-front "Where are you?" by callers
who have checked YellowPages.com for a local
phone number just to make sure they can reach an

on-premise agent.

According to numerous travel experts, the most
famous of which is Peter Greenberg (a.k.a. The
Travel Detective), this is the very best way to get the
absolute lowest rate. Many guests are also
discovering that this is a great way to get a feel for
the level and style of service they will receive as a
guest.

As a result of these trends, it is more important than
ever to carefully train your reservations (and front
desk) salespersons to capiure and convert every
possible inquiry, while simultaneously increasing
average rates by better-presenting higher-rated
accommodations, packages and promotional
offerings. Here are sales training tips for your next

reservations meeting:

. Level The Playing Field On Rate Parity.
Despite all of our focus as an industry on this issue
over the years, all too often callers want to book with
a voice agent they've connected with personally, but
the reservations agent's system doesn't show the
same rate the caller sees online, frustrating both
parties.
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. Train Your Staff In "Channel Conversion"
Techniques. So many of today's hotel reservations
sales inquiries occur only because consumers want
to double-check a best-rate. Converting these calls
into bookings not only saves distribution costs and
OTA commissions, but it also ensures the caller
won't end up selecting a different hotel off a menu at
an OTA website.

. Don't Give Up When Caller's Say "Just
Give Me The Rate."” It cannot be denied that a
segment of today's callers represent the extreme
version of our value-driven deal-seekers who start
off with a direct, blunt question of "I just need to
find out the total price.." spoken forcefully. Step
One is to seemingly-concede: "Certainly, let me
check that for you right away..." and then to ask the
Inventory Search Questions needed for quoting
availability and rates, such as the dates and number
in the party. Step Two is to then ask "While I'm
checking that rate for you, are there any questions I
can answer for you about the hotel or area?" which
will often open the door to a conversation vs.
fulfilling a transaction.

. At the same time, we must honor caller's
who respond with "No thanks, just give me the
rate." Let's' remember these callers have like
already invested precious time researching price
online, so we need to respect their quest to
When
caller's insist on a rate and decline information on
the hotel, Step Three is to proceed with quoting the

lowest available rates first. But then after seemingly

price-shop for the best available value,

conceding, agents can immediately resume control
by then asking questions such as "How does that
sound?" and/or "Will that meet your needs?"
and/or "Is there something special you are looking

for?"

. To the
reservations systems and procedures, provide your

extent possible given your

agents with the ability to reference "Normal" (such
as "rack” or "high season") rates to position lower
rates as already being a good value. For example:
"This rate normally runs X, but for the dates you
are looking at we can extend you a special rate of
Y.

. So many hotels are running special rate
offers, discounts, and promotions. Of course many
callers seek these rates over periods of peak demand,
such as during holidays, events, or other special
circumstances. When callers ask for these rate
offers by name, indicate that they are "sold out" vs.

"not available."

. If you can't secure the reservation during
the first attempt, train your agents to leave the "next
step" on their to-do list. At minimum, invite the
caller to become a guest and express interest in
having them call back. Where operational systems
allow, offer to e-mail links to the accommodations
discussed, and add a short personal note regarding
their sitvation or story. (This is an especially
important step for resorts and luxury hotels who
want to outsell their competitors.)

Certainly, today's callers are more aggressive
than ever in seeking the best rate. Some
reservations agents - and even a few managers -
seem convinced that "all the caller wants to hear
these days is the rate."" So what are we to do? Just
give up selling and quote rates all day? Well if you
want just as much business as all of the other hotels
in your market are getting, just keep doing the same
things the other hotels are doing, which is conceding
to the rate question and allowing buying decisions to
be made on price alone. On the other hand, if you
want to capture more business than your
competitors, focus your attention on the "store-front
window" to vour hotel, which ironically is once

again your reservations and front desk team.
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Hotel management and marketing in a recession -
Insights and suggestions to thrive, not just survive

Revenues are down, or flat at best, and you're now
looking for ways to cut expenses. For some reason,
this is where the minds of hoteliers turn from
driving profit to basic survival. Having been there, 1
understand how difficult it is to operate a hotel in
times like this. Making those decisions, what to cut,
what to keep, is one of the hardest parts of your job.

It's time to prioritize operational and marketing
functions; you don't have to do everything, but you
do have to do the right things. While prioritizing
those functions, choose those which provide the best
return-on-investment no matter what the cost. Shoot
for the near-term and long-term results you will
need to grow your business. Blindly cutting
programs just because they may require a

continuing investment is very short-sighted.

The best way to convince yourself to continue
spending in a recession is by understanding that
hotel marketing requires a sustained effort and
results are cumulative and tend to compound. When
the economy turns around (and it will), vour hotel
will be in a much better position.

The arguments for continuing to spend in a weak
economy are tried and true and are based upon solid
economic realities. Should your competition cut too
much, while you decide to maintain your marketing
spending, you'll have an excellent opportunity to
gain market share. The Internet should produce at
least 30 %, or more, of your total business; yet we see
too many hoteliers that are not totally engaged in
this marketing tool.

Opportunities to pick-up new business will present
themselves; travelers don't disappear, they simply
look for more value-based alternatives. Travelers

will grow conservative, but they don't vanish.
Building business can be thought of in much the
same way as building a retirement fund; slowly and
cautiously.

Trips will be shorter, more compact with less
ancillary spending. For now, there will be fewer
business dollars in the marketplace, but, even slight
improvement in the economy, will encourage
companies to return to normal, or near normal,
travel schedules. Having already reduced corporate
waste and having trimmed operating expenses,
companies will return to a travel solution to grow

their revenues, They can't function without it.

Some Change Is On The Horizon

Of course, only the foolish will continue to operate
"normally” in a recession. Sharp operators will
implement mnew marketing and operational
strategies. Consider new co-promotional strategies
to leverage relationships in your market. Create new
value-based promotions and make new value-added
deals with companies and groups. Connect with your
transient business base with more one-to-one contact
and personal service. In order to build business, you
need to keep the business you get; just think about
how much it cost to get that business in the first

place,

Learn how to use TripAdvisor to solicit and retain
business; consumer-generated comments have
become a stalwart force in the hotel selection
process. TripAdvisor even provides an RSS feed,
which will automatically notify hoteliers when
consumer comments are posted. Monitor good and

bad comments; you can learn from them,
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This is a good time to hone your skills in revenue
management. Even in a recession, there will be
business spikes, which will give sharp operators the
opportunity to boost average rate and maximize
occupancy. Don't leave money on the table. Average
rate drives profit. Remember also that often your
published rates define your product and service.
Rates that are too low erode your superior presence
in the marketplace.
efforts for all
customer-contact hotel associates, especially sales.

Step-up your training
Climbing out of this economy will require good
skills, practice, and knowledge. There is no longer
any time to let people develop naturally and at their
own pace. Many of these training programs are very
affordable and don't rule-out Webinars and
WebCasts.

The basics never change and they never fail. Don't
even think about going beyond the basics until they
are learned and practiced until perfected. I see too
many sales people who are anxious to get into the
more sophisticated sales techniques without first
nailing-down the most fundamental principles, first.
Time is your most precious commodity; don't
squander it.

Recessions always result in compressing the
marketplace; that big-box, full service hotel down
the street will now be after your business. As the
business pie shrinks, the number of hotels in your
competition set will increase; everyone wants to
grow their slice of the pie. Hotels which present the
best value to consumers will succeed, not hotels with
the lowest rates. Resist the overwhelming urge to
just reduce rates; that has never worked and usually
starts the dreaded downward spiral..

Be smarter about what actually motivates people to

choose a hotel; it's value. Packaging and
value-added programs are excellent vehicles to
appeal to travelers in tough times. One of my

mentors taught me long ago, "don't sell out of your

own wallet"; talk to your guests and find out what
motivated them to choose your hotel, don't simply
use your own judgment.

This is an excellent time to define or rediscover the
core values of your brand or independent hotel basic
operating standards. Trying to be something you are
not, or can't be, is simply wasting time and effort.
We have hotels designed to serve various markets
because there are various traveler segments in the
marketplace. Move forward with creative strategies
to serve your core audience, while reaching out to
one or two new related segments of business; but
don't bite-off more than you can chew.

Focus on spending time to do the right things and
to do those things right. The Internet and other
of marketing very
under-utilized in our industry; too many franchised
hotels are leaving this market completely in the
hands of their franchise. Yet, only 20% of
consumers, who search for hotels on the Internet,
search by brand name.

forms electronic are

Some franchises do an excellent job, but some do
not. Unfortunately, some f[ranchises still resist
allowing their members to help in this effort by
having their own proprietary websites, even when
reservations are directed to the franchise booking
engine. Someday, I hope this changes, if only for the
overall financial health of their franchisees and the
industry as a whole.

Your presence on the Internet can produce an
added boost to sales; take another look at your site
and compare it to the other hotel sites in your
market. I don't know of any marketing expense
which can provide a faster, more long-lasting return
on your investment.

Above all, stay positive. Don't allow yourself or
your staff to buy-into the recession woes. Many
hotels will thrive, not just survive, in this economy.
You will do, what you believe you can do.
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The Taiwan hotel industry favors New Orleans

business opportunity.

ﬁ

Taiwan Hotel & Motel association of North
America holds 2nd meeting of No. 4 council in New
Orleans and visit the recovery scene after Hurricane

Kairina

The 3-days meeting was convened by Mr. CK Lee ,
of Taiwan Hotel &
Motel association of North America on January 17,
2009 at Baronne Plaza Hotel in New Orleans, LA.
There were more than 30 directors attended the

Chief association president

meeting, including the representatives from Florida,
California, New York , New Jersey ,Southwest of
Houston & New Orleans. Mr. Jim Ching-Hi Lu,
Cultural Center of Taipei Economic and Cultural
Office in Houston, Mr. Joseph F.C. Chen, Director
General, Taipei Economic and Cultural Office in
Cheng-Min Lai
Consular Division, Taipei Economic and Cultural
Office in Houston were also join the meeting.

Houston and Mr. JDirector,

The members visited the famous scenic places &
recovery sites after Hurricane Katrina and discussed
the all conference subjects. The association has held
the Golf tournament, trip to movie scenes of Gone
with the wind, Oak trees farm, a walking tour of the
bank of the Mississippi River in New Orleans.
During the meeting, President of city council and
members of economic Deployment Committee of
City of New Orleans came and talked about the

current development actives.

One major topic was preparing 2nd training
program for young associates visit Taiwan. We
after  the
accomplishment of 1st year program 2008. We
would like continue the training problem and treats
as an important target.

have  received compliments

The delegation will leave on May 2009, The young
associates will visit the cities of Taiwan for 4 days
during the 1-week trip and will focus on I Lan , Hua
lien area. The actives includes keynote speech &
dissociation. The Training problem for associates
under 40 years old and the trip is at their own cost.
Please contact Mr. Ted Hsieh 713-502-3951 or Mrs.
Mafen Chen for enrolment of the program. Please
note the deadline on 15th February, 2009,
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What's come down will goes up

By: Gerald Wang
Current of President of Taiwan Hotel, Motel Association of Southern California

The funny thing is the history do repeat itself
sometime. United States experienced an 8§ months
recession during July 1990 to March 1991 and our
Lodging Cycles of recession during that period of
time is 13 months during February, 1990 to March,
1991.The cause of the recession of our Lodging
Industry and real estate market may be arise from
the slowdown in the Saving and Loans failures. And
the Saving and Loans failures may be caused by
lending to the unqualified assets and borrower. L.
William Seidman, former Chairman of both the
Federal Deposit Insurance Corporation (FDIC) and
the Resolution Trust Corporation, stated, *“The
banking problems of the 80's and 90’s came
primarily, but not exclusively, from unsound real

estate lending.”

In September 1981 the Congress passing a hill
allowing the S & L to sell their mortgage and use the
cash generated from the sell to seek for better
returns. That it made the S & L eager to sell their
loans. The major Wall Street firms were guickly
take the advantage that the S & L is lack the
experience by buying from 5 & L at 60% - 90% of
the value of the loan and then package them into a
government-backed bonds (like Ginnie Mae, Freddie
Mac etc.) S & L were buying those bonds and
holding $150 billion by 1986, in the meantime they
were charged substantial fee for such transaction.
The federal reserved also trying to wring the

inflation out of the economy.

The price of the typical American house increased
by 124% between 1997 and 2006. That encourage
the USA household to take a second mortgage
secured by the appreciation of their prime resident
at lower interest rate. While the interest is low there
would be no problem. And the lender is enjoy their

return by providing the loan to their customer,

The original mortgage model is for a bank to
originating a loan to the borrower. With the advent
of securitization that is created by the Wall Street,
the traditional model has given away and
transferred to investors through the MBS(Mortgage
Backed Security) and CDOs(Collateralized Debt
Obligations). With this kind of new model of
lending. Lenders began to offer loans to higher risk
borrowers. The amount of subprime mortgage
raised from $35 billion in 1994 to $600 billion in
2006. The problem is the subprime mortgage is
offered “no income, no job and no assets” loans. The
lender also offer the adjustable-rate mortgage
(ARM), of which allow the homeowner to pay the
interest or pay a variable amount that could be less
then the interest with any unpaid interest add to the
principal during the initial period. An estimated
on-third of ARMSs originated between 2004 and
2006, the interest rate is below 4%. But the problem
is the interest is increased significantly after some
initial period, even sometime doubling the original
monthly payment. People with poor credit the

amount of default loan is beginning to raise while
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the loan payment beginning to increase. The other
problem is the rating agency granted a high ratings
to the MBSs means that mortgage with high risk of
default rate can be sold easily to * warehousers™ that
actually shifted the risk from the mortgage
originator to investors. High ratings encouraged
investors to purchase securities backed by subprime
mortgages of which helping finance the housing
boom. The problem is the reliance on agency ratings
were led many investor to believe that the subprime
mortgage as high quality securities to invest. Many
institutional investor, investment bankers in
particular issued a large amount of MBSs mortgage
during 2004-2007, essentially betting that the
housing prices will continue to rise and the borrower
will continue to make the mortgage payment. The
investment strategy is profitable during the housing
boom, but it resulted a large losses when the
mortgage began to default and the house price began
to decline. Beginning in 2007, the individual investor
and the institutional lender holding the MBS begin
to suffer significant loss resulting from the high
default rate of mortgage and the decline of the value

of MBS loan.

The Saving and loan crisis of the 1980s and 1990s
is 50 similar to the subprime mortgage crisis that is
occurred right now of year 2008-2009, Looks like the
history do repeat itself.

There is no doubts that we all face the midst of an
that
challenges for us. However, we have persevered
through hard time before.

unprecedented economic crisis creates

Looking back of the US recessions during July
1990 to March 1991 that is lasting around 8 months
of which impact our lodging industry around 13

Taiwan Hotel & Motel Association of North America —=

months from Feb 1990 to March 1991. And under
the government actions of emergency economic
stabilization act of 2008 and creating (“printing")
$1,3 trillion of currency (so far)-total outstanding
currency=%$10.6 trillion. The implications could be
result to the following:

1.  Slow on the US bank deposit.

2.  Lower US dollar

3. Increased costs for imported goods and
service.

4.  Higher interest rates.

5.  Possible high inflation, more U.S. dollars
relative to the value of goods and services,

We all face the midst of an unprecedented
economic crisis that creates a challenges for us.
However , we have persevered through the same
hard times and opportunity before. 1 do believe from
last crisis and opportunities. This is the time of
opportunities that occurred once in our life time. It
just the matter of risk taking that anyone willing to
take that will reward in a big time.

I believe the opportunity will knock and we need a
lot of patient. The different this time compare of the
downturn last time is the lender also has been
patient giving the owner of extension instead of take
back the property. The realities of the RevPAR
declines come in the level of defaults especially in the
CMBS realm. 1 also believe the winner going to be
those who really know the operation and financial
sound group that willing to take the risk. And for
those who know how to structure and negotiate with
the lender or owner also will take the advantage of
this once in the life time opportunities. But one thing
for sure there will be an opportunity and we will
know who is going to be the winner at the end of this
turmoil in the years to come.
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Discipline Issues

One of the most difficult tasks for management and
human resource professionals is disciplining and/or
discharging an employee. Many times in evaluating
whether to discharge an employee, there are
competing interests. For example, a supervisor may
be at “the end of his rope” with an employee and
demanding that the employee be discharged. On the
other hand, there are issues with the employee which
may open your company to liability if the employee
is discharged. It is extremely important to handle
these situations with care in order to avoid a costly

lawsuit for your company.

The first thing you should consider when
disciplining an employee is whether you have a
handbook that governs the way this situation should
be managed. Many handbooks provide guidance on
how to handle certain types of disciplinary issues. If
the issues fall within a policy set forth in the
employee handbook, that policy should be followed.
Many handbooks do have some type of disclaimer
stating that the handbook is for guidance only and
does not create a contract, and the courts give such
disclaimers a lot of weight. However, if the
handbook is not followed, an employee may still
attempt to assert an action based upon the provision
of the handbook. While you may have a good legal
defense, the costs associated with defending such a
lawsuit are high. Thus, following the provisions of

the handbook may prevent such a lawsuit.

Furthermore, the handbook should be applied
consistently to all employees. Even if you do not have
a handbook, it is very important that you treat all
employees equally. Do not discipline one employee
for violating a policy if you allowed another
employee to violate the same policy (under
comparable circumstances) without discipline. Most,
il not all, employees feel they have been treated
unfairly when they are discharged. Those feelings
are usually intensified if the employee feels he or she
has been treated differently than another employee
under the same circumstances. When an employee
feels that he or she has been treated differently than
another employee is usually when that employee
attempts to find a claim to file against the employer.
If the handbook is followed consistently and/or all
employees are treated consistently, a discharged
employee will be less likely to claim that he or she
was treated differently than another employee under
the same circumstances.
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The most important thing for managers and
human resources professionals to do is document
in the

employee’s file. Although there are occasions when

performance and/or disciplinary issues
an employee is discharged for one significant
performance issue, most of the time there is a history
of many minor vet pervasive performance and/or
disciplinary problems with the employee. To avoid a
costly lawsuit, it is imperative that the issues have
been documented in the employee’s personnel file
and that the employee be made aware of those
issues. When an emplovee is counseled on
performance and/or disciplinary issues, the issue(s)
should be put in writing. If there are terms for
improvement or probation, those should also be
clearly set forth in the document. The supervisor
should meet with the employee and go over each
issue. The supervisor should sign the document. The
should

acknowledging that he or she received it, that he or

employee also sign the document
she understands the issues, and that he or she

understands what is expected of them in the future.

NUMan resources

Documenting performance and/or disciplinary
issues is important because the employee cannot
later deny that he or she was reprimanded or that he
or she knew the consequences of further issues.
When such issues are clearly documented, it is much
more difficult for an employee to bring a lawsuit

claiming the employer violated the law.
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