
we understand that 

these individuals will 

have opportunities to 

bring LNRs to the ho-

tel. In order to provide 

an incentive on these 

groups, the hotel will 

pay them a 

graduated in-

centive - 

$100.00 for con-

tracts between 

100 and 300 

room nights, 

$200 for con-

tracts between 

301 and 600 

room nights and 

$300 for 601 

room nights or 

more.  For more 

information on 

this program 

continue reading on 

page 7.  We strongly 

recommend this pro-

gram for many of our 

hotels.  We also offer 

more tools on our 

website.  

WWW.HP-HOTELS.com   

Looking for ways to boost 

your sales efforts?  Have 

you looked into the Com-

mission Group Sales 

Manager Initiative? 

This program was devel-

oped by HP  as part 

of a unified effort to 

maximize the       

results of individuals 

involved in the sales 

effort, reward the 

producers of new 

business and mini-

mize the cost of 

overhead in devel-

oping these new 

sales. These indi-

viduals will focus 

their efforts on group 

sales. 

A commission group 

sales manager is an em-

ployee of the hotel who is 

paid on a commission ba-

sis only. This person 

works as an extension of 

the General Manager  and 

Director of Sales. Com-

mission group sales man-

agers report directly to 

the Director of Sales at 

the respective prop-

erty. Commission is 

paid at the rate of 10% 

of total revenue con-

sumed and collected. 

This means that the 

salesperson will not be 

paid until services 

have been rendered 

and paid by the cus-

tomer. 

While the focus is on 

group (SMERF) sales, 

 

HPõs Commission Group Sales Program 

I N S I D E  

T H I S  I S S U E :  

HP Eagles 2 

Rose Award  3 

Sales Circus 4 

Sales Success 5 

MSTF 5 

Accounting 

Treaties  

6 

Notes from 

the Editors  

6 

H P-H O T E L S   Eagle Esquire 
J A N U A R Y  2 0 1 0  V O L U M E  1 ,  I S S U E  1  

S P E C I A L  

P O I N T S  O F  

I N T E R E S T :  

¶ Build your 

sales efforts 

with a new 

HP program  

¶ Recognition in 

2010 

¶ New Sales 

Tips!!  

¶ Simple HP 

Procedure to 

help control 

cost 

Continued on page 7 
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òWe will receive not 

what we idly wish 

for but what we 

justly earn. Our 

rewards will always 

be in exact 

proportion to our 

service.ò --Earl 

Nightingale 

Holiday Decor at the 

Sleep Inn in Fleming     

Island. 

HP Eagles 

Recognize your team 

members online using 

your Facebook and 

Twitter  pages.  

RECOGNITION 

We believe that recognition of our team members is critical to the 

successful operations of our hotels.  It is important that we consis-

tently recognize the outstanding performance of our associates and 

set benchmarks on service levels for all to achieve.  While many of 

our properties have  recognition programs in place, we would like to 

start the new year with a stronger emphasis on recognizing and re-

warding the outstanding service from our team members. 

The òEagle of the Monthó program should be implemented at all HP 

hotels in January .  The first round of winners was to be turned in for 

the February newsletter although some of you jumped on this and 

sent me December winners.  Thank you and congratulations to the 

December Eagles.   

Each June we will ask you to chose a Eagle of the Year from your 

monthly winners to submit to HP.  From those Nominations HP will 

chose an HP Eagle to invite to the awards dinner at HP Conference. 

òHe has been happy at 

work.  I also noticed he 

has been taking an 

active role in Market 

Segment Task Force.  

Andrew seems to be 

working well with his 

auditing position and 

doing a great job.ó 

òHe has stepped up 

and made a great 

change.  His attitude 

and work ethic have 

improved vastlyó. 

òThis year has brought many changes to the Sleep 

Inn.  I would like to acknowledge Andy as most 

improved employee.  His attitude is very positive 

and anytime he is asked, he steps it up.  He is kind 

and courteous even when he is having a bad day.  

He smiles even if heõd rather cry.  2009 has done 

our hotel well, and he has helped in making us the 

best.ó 

Joe Malik has worked for the Hilton  

Garden Inn Liberty Park for almost a 

year as a front desk agent.  We are 

happy to announce that he has been 

promoted to  Front Office Manager.  Joe 

has always provided our guests with 

great customer service and is always 

willing to go above and beyond to make 

the guest feel welcome.  He is always 

willing to be a team player and help out 

others when needed.  Joe has continued 

to take ownership of any task that he is 

asked to do.  We are very excited that he 

has decided to take his career to the 

next level and will help him continue to 

grow within the company.   

Employee name:  Andrew Landsgaard. 

 Property: Sleep Inn Fleming Island 

Employee name:  Joe Malik 

 Property: HGI Liberty Park 
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We are very proud of our team in Fleming Island.  Three of Susanõs employees were nominated :Tia Duggan, Darci Lewis and 

Rini Butler.   

  The ROSE Award committee met and reviewed all 97 nominations and Darci was selected as a finalist. She demon-
strated above and beyond customer service by being:  

- An Ambassador for Jacksonville and the hospitality industry  

- Dependable  

- Passionate  

- Creating a positive impression for the visitor  

- Serving as a role model to peers  

- And their commitment to great customer service  

�3�O�H�D�V�H���M�R�L�Q���X�V���L�Q���F�R�Q�J�U�D�W�X�O�D�W�L�Q�J���'�D�U�F�L���D�Q�G���Z�L�V�K���K�H�U���O�X�F�N�����7�K�H���F�D�W�H�J�R�U�\���Z�L�Q�Q�H�U�V���D�Q�G���W�K�H���0�D�\�R�U�¶�V���$�Z�D�U�G���U�H�F�L�S�L�H�Q�W���Z�L�O�O���E�H��
announced at the event on Wednesday, February 3, 2010 at the Omni Jacksonville Hotel.  


