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The union of Marriott International, Inc. (NASDAQ: 
MAR) and Starwood Hotels & Resorts Worldwide, 
Inc. (NYSE: HOT) in mid-November caught a lot of 
attention. According to their press release, “Com-
bined, the companies operate or franchise more 
than 5,500 hotels with 1.1 million rooms worldwide.  
The combined company’s pro forma fee revenue 
for the 12 months ended September 30, 2015 totals 
over $2.7 billion.” 

Of course, the Starwood Vacation Ownership 
division was not part of the deal. “Starwood share-
holders will separately receive consideration from 
the spin-off of the Starwood timeshare business and 
subsequent merger with Interval Leisure Group, 
which has an estimated value of approximately $1.3 
billion to Starwood shareholders or approximately 
$7.80 per Starwood share, based on the 20-day 

VWAP of Interval Leisure Group stock ending No-
vember 13, 2015,” they continued. “The timeshare 
transaction should close prior to the Marriott-Star-
wood merger closing.”

Get Resort Trades Online
Resort Trades is available at ResortTrades.com 
using the publishing industry’s most advanced digital 
publication platform, Nxtbook Media. (Make sure 
you use the “View Digital Edition” from the black bar 
or the “Click to View Digital Edition” option from the 
left-hand column.) You can also sign up to receive 
the monthly digital edition by clicking on “Join News-
letter” on the black bar.

“The use of this far-superior platform will enable 
advertisers to enhance their messaging with val-
ue-added features such as rich media creation, ar-

chival search functionality, video, audio, animations 
and hyperlinks,” says Publisher Sharon Scott, RRP. 
“Digital circulation opens up a new world in audi-
ence development. Literally, it means we will be able 
to build on our current 25,000+ U.S. based online 
users to reach a global audience by capitalizing on 
social sharing and aggregation.”

Resort Trades will be able to monitor readers’ be-
havior via Nxtbook’s detailed tracking capability to 
�������������������������� 
�������������������������� 
is going to be particularly fun,” says Sharon. “Our 
current slogan is ‘Every Resort, Every Month.’ May-
be we’ll need to add the word, ‘Worldwide.’”
Continued on page 11 Faces & Places

President, US Operations at The American 
Resort Coalition Scott MacGregor (left) 
met with Sr. Vice President Strategic Alli-
ances at Welk Resorts Kris Jamtaas

Susan Friedline,Suite Solutions, LLC, VSA President & Owner Lori Over-
holt (left), with SVP of Operations 

& Owner Michele Colson, RRP

(From left to right): Mark Rauniker (Colebrook Financial), Debbie Ely and Bert Blicher of Blue Water Resorts,
and Colebrook’s Bill Ryczek.

Design Tips for Achieving a 
Successful Renovation...page 18



You can feel confi dent investing in vacation ownership developments with Capital One® Commercial Banking. 
We offer the balance sheet capacity of a top 10 U.S. bank with a team of seasoned professionals who 
understand the complexities of fi nancing timeshare and vacation ownership developments. Contact us to see 
how we can combine your vision with our commitment, insights, and fi nancing.     

James Casey
James.Casey@capitalone.com
(860) 348-8861

Tom Meyerer
Tom.Meyerer@capitalone.com 
(646) 836-5038

Vacation Ownership Financing

Source: SNL Financial 4/30/2015. Subject to credit approval. Additional terms and conditions apply. 
Products and services are offered by Capital One, N.A., Member FDIC. 
© 2015 Capital One. Capital One is a federally registered service mark. All rights reserved. capitalone.com/commercial
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Vacation Resorts International
Jan Samson, Sr. VP of Resort Operations
863.287.2501 | Jan.Samson@vriresorts.com

Trading Places International
Marcus C. Wood, Executive Vice President
949.448.5150 | Marcus.Wood@tradingplaces.com

Find more information about our services by visiting:

www.vriresorts.com

Perfecting the  Art of Hospitality

RESORT MANAGEMENT THAT TARGETS RESULTS
VRI resort management services deliver results for your resort through our 
successful collection methods, a robust national rental program, and creative 
resales solutions. Allow our 200+ years of senior-level timeshare management 
experience to help your resort hit the bull’s-eye. With management teams 
strategically placed across the country, we are able to provide regional and local 
expertise to your resort. More than 140 resorts throughout the United States, 
Mexico, and Canada already benefit from the vast array of services that we offer. 
Learn how your resort can hit its mark, too!

Call us today and take advantage of our expertise!
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Sharon Scott, RRP
Publisher
Resort Trades

In a recent strategy meeting, the team at Resort Trades discussed our responsibility to report to resort
managers and operators. Resort Trades is well known among the developers, multi-site management
companies and other professionals doing business in timeshare. But in addition, we’ve been told time
and again that Resort Trades is the most important connection many timeshare resort on-site person-
nel have to learning about other industry professionals and current trends affecting their livelihood. And
where, indeed, would we be without the dedication of these hardworking folks?

And so, voila! Beginning with this issue Resort Trades is asking for you to help us shine the spotlight on
the folks who make the vacation ownership industry exceptional. We will launch the first of an annual
feature -- Top Team Members of 2015 -- in our February 2016 issue. If you know of a resort manager,
assistant manager or other resort team member who deserves a little applause, please send me an
email with the following information:

• Your team member’s name, title and a brief description of their responsibilities
• Your name, title and the resort/company’s names and location
• A few sentences about why they deserve the spotlight. If you wish, you may include a

testimonial from a Board member or owner/member.
• A high-resolution photo of the individual in a jpeg, tiff or similar format.

We’ll need your information sent to SharonINK@TheTrades.com no later than December 15, 2015.

I might add at this time that Resort Trades is always interested in hearing your suggestions for future
articles. Resort Trades Founder and CEO Tim Wilson and I visited Vacation Sales Associates (VSA) in
Virginia Beach, Virginia to speak with Lori Overholt and Michele Colson. They suggested several topics
including HOA budgeting, dealing with difficult customers and educating board members. Later, we sat
down with Hatton Gravely of SPM Resorts in Myrtle Beach, who gave us another laundry list of ideas.
Board member education was on her list, too, along with planning and budgeting, marketing and yield
management of vacation rentals and resales.

So come on, people! Let us know what interests you and we’ll be happy to ‘get ‘er done’.

Sharon Scott, RRP
Publisher, Resort Trades

A Note From The Publisher
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on the Highway to Hades
Preventing social media from derailing your business

by Peter Friedman

Social media is a blessing and a curse for the travel
and hospitality industry. On one hand, it’s very easy
to reach potential customers and for them to share
their experiences. Sites like Trip Advisor let travel-
ers, and adventure-seekers write about the great
service or fantastic experience they had. Potential
customers can pin photographs from your website
and share their enthusiasm for a location with their
friends, enticing them to click over and book their
own vacations or tables.

Yet there’s a dark side to social media that we’re
painfully aware of: these sites, along with Facebook,
Twitter, and other forms of social media, can quickly
spread the word about bad service – and upend the
business. According to UK-based Four Pillars, 32
percent of US travelers blog about their experiences,
http://bit.ly/1MSdY0q 46 percent of travelers as a
whole post online hotel reviews after their vacations,
and 40 percent post restaurant reviews. With 70 per-
cent of global consumers pegging online reviews as
the second most trusted form of advertising, it’s no
surprise that after researching their travel on social
media, 52 percent change their travel plans.

The worst part, however, is the way an incident
could spiral out of control. Bedbugs, bad food, bad
service – anything can take flight and become a
social media crisis. But it’s possible to mitigate the

problem – if you take action quickly.

1. Delay – or cancel – social media operations
as normal.
When customers are happy, scheduled posts are a
great way to engage and make sure you appear at
the top of your customers’ news feeds. But when a
crisis is coming down the pike, it’s very important
to review scheduled posts and maybe halt them
altogether, depending on the nature of the crisis.
Customers can be sensitive, particularly if tragedy
is involved. What may be funny in one context
could be wildly offensive in another, so it might
make sense to put the kibosh on posts until the cri-
sis blows over. That gives you the chance to direct
your efforts to unifying your message and getting it
out there, whatever it may be. This is also a good
time to put the brakes on paid social promotions,
which can confuse your customers.

Once you’ve managed to control the crisis, you can
revisit those scheduled posts to make sure they
still fit with your messaging and make sure they’re
not going to re-open old wounds. Keep a very

Challenges/Solutions - Management and Operations

close eye on your channels to make sure the crisis
is actually over.

2. Make a captain’s announcement.
An airplane’s pilot always makes an announce
ment during in-flight turbulence, and it’s a great
example to follow. After you’ve paused your sched
uled posts, craft a captain’s announcement to let
customers know they’re being heard and the situ
ation is being addressed. If you’re responding to
individual social media posts with it, make sure you
tailor it to each complaint and each person. Your
announcement should acknowledge that there is
a problem, and that you’re working on a response.
Let your customers know when and where they
can find an update – direct them to your website
or blog – and then make sure you follow up with a
post at the time you specified.

3. Put out the fire at its source.
All it can take is one person to fan the flames and
send your business up in smoke. That one person
could be posting about terrible service – or bed
bugs, cockroaches, unsanitary conditions, or any
thing unsavory. It could be true, or it could be false,
but no matter the problem, there’s a chance it can
be stopped with personal attention. Try to actually
speak to the person who’s upset. Be compassion
ate, and just ask the customer to tell you about
the experience. From there, take notes: whatever
the customer is saying is very valuable feedback.
Let the customer know that you’re hearing what
they’re saying, and follow up with what you say
you’ll do. Remember that empty apologies will just
fan the flames, but actions and resolutions douse
them and may turn an angry customer into a brand
advocate.

Turning Around 

Outdoor Fitness Equipment

Small Footprint...
Big Impact

Outdoor Fitness EquipmentOutdoor Fitness EquipmentOutdoor Fitness Equipment

Small Footprint...Small Footprint...
• Provide an Out-of-Gym experience for guests.

• Costs a fraction of traditional indoor exercise equipment.
• Uses no electricity and installs easily. 

• Virtually maintenance free and has a substantial warranty.
• Over 55 products available including ADA accessible equipment.

800-587- 4228 • www.TriActiveAmerica.com • staff@TriActiveAmerica.comstaff@TriActiveAmerica.com
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problem – if you take action quickly.

1. Delay – or cancel – social media operations
as normal.
When customers are happy, scheduled posts are a
great way to engage and make sure you appear at
the top of your customers’ news feeds. But when a
crisis is coming down the pike, it’s very important
to review scheduled posts and maybe halt them
altogether, depending on the nature of the crisis.
Customers can be sensitive, particularly if tragedy
is involved. What may be funny in one context
could be wildly offensive in another, so it might
make sense to put the kibosh on posts until the cri-
sis blows over. That gives you the chance to direct
your efforts to unifying your message and getting it
out there, whatever it may be. This is also a good
time to put the brakes on paid social promotions,
which can confuse your customers.

Once you’ve managed to control the crisis, you can
revisit those scheduled posts to make sure they
still fit with your messaging and make sure they’re
not going to re-open old wounds. Keep a very

close eye on your channels to make sure the crisis
is actually over.

2. Make a captain’s announcement.
An airplane’s pilot always makes an announce-
ment during in-flight turbulence, and it’s a great
example to follow. After you’ve paused your sched-
uled posts, craft a captain’s announcement to let
customers know they’re being heard and the situ-
ation is being addressed. If you’re responding to
individual social media posts with it, make sure you
tailor it to each complaint and each person. Your
announcement should acknowledge that there is
a problem, and that you’re working on a response.
Let your customers know when and where they
can find an update – direct them to your website
or blog – and then make sure you follow up with a
post at the time you specified.

3. Put out the fire at its source.
All it can take is one person to fan the flames and
send your business up in smoke. That one person
could be posting about terrible service – or bed-
bugs, cockroaches, unsanitary conditions, or any-
thing unsavory. It could be true, or it could be false,
but no matter the problem, there’s a chance it can
be stopped with personal attention. Try to actually
speak to the person who’s upset. Be compassion-
ate, and just ask the customer to tell you about
the experience. From there, take notes: whatever
the customer is saying is very valuable feedback.
Let the customer know that you’re hearing what
they’re saying, and follow up with what you say
you’ll do. Remember that empty apologies will just
fan the flames, but actions and resolutions douse
them and may turn an angry customer into a brand
advocate.

Like wildfire, though, social media crises can
spread. You’ll want to do the equivalent of setting
control fires around the crisis and get everyone
in a concentrated area, like a blog or forum, to
answer questions, as well as head to the area
where the problem is. For example, it might just
be a Facebook problem. Set up a post or discus-
sion board, post a link to it, and provide thought-
ful responses. That will take the problem off
TripAdvisor, Facebook, and other channels and
allow everyone, including the customers, a chance
to be heard.

4. Carefully plan responses.
No matter what the problem is, if the response to
the crisis seems flippant, it will only enrage cus-
tomers. The travel and hospitality companies that
survive social media problems are the ones that
own up to their mistakes. They take responsibility
and avoid empty apologies, and they immediately
move into action to correct mistakes. They don’t
make excuses.

The only time it’s okay to explain what happened
is after you’ve already taken responsibility, e.g.,
“We apologize for closing the pool and inconve-
niencing our guests. A water pump broke, and the
pool wasn’t filtering properly, causing a sanitation
issue.” Make sure your response is humble; in trav-
el, people are already stressed from airport hassles
and hoping that your service will relax them. It’s
key to project the human side that you work so
hard to bring to your day-to-day interactions with
your customers.

And make sure you’re acknowledging your custom-
er’s experience. They’re human, too, and they want
to be heard. They want to know that you’re taking
them seriously; be conversational but make sure

you’re demonstrating empathy in every interaction.

5. Maintenance is for more than aircraft.
Now that the crisis is managed, it’s not enough to
just sit back and hope another one doesn’t crop
up. Like an aircraft, ongoing maintenance of your
social media channels, reviews, and Trip Advisor
reviews is key. Follow up and monitor these chan-
nels, replying as appropriate, to mitigate future
crises.

Depending on the crisis, the media may also take
an interest. It’s key to have your PR team on board
with you to correct any incorrect coverage and
make sure your message is consistent in social
media and in the press. And make sure you’re
reaching out to bloggers; they’re instrumental in
rebuilding goodwill.

We hope you enjoyed this adapted excerpt from The 
CMO’s Social Media Handbook: A Step-by-Step Guide 
for Leading Marketing Teams in the Social Media World, 
by Peter Friedman. To read more, download a free PDF 
version http://bit.ly/1M5p17N, or buy the hardback or 
ebook via online booksellers 
http://amzn.to/1W3E1Yp. 

Peter Friedman is the 
CEO and Chairman of 
LiveWorld, and the author 
of The CMO’s Social 
Media Handbook: A 
Step-by-Step Guide For 
Leading Marketing Teams 
in the Social Media World, 
from which this article 
was excerpted. Connect 
with him @PeterFriedman.

staff@TriActiveAmerica.com

GLOBAL'S GOT WHAT YOU NEED.
YOUR SUCCESS, YOUR WAY

5360 College Blvd., Suite 200 
Overland Park, KS 66211

Global Connections, Inc. is one of the most respected travel and leisure benefits 
providers in the industry, offering the right products to attract today's buyer. Our 
innovative solutions for today’s marketplace are at your fingertips, from short-term 
membership programs to component-based customizable benefits you can integrate 
into your existing program or sell as an independent distributor.

✗  Flexible Short-term Memberships
✗  Added-Value Leisure Benefits
✗  Proven Exit Program

✗  Private Labeling

✗  Satisfied Member Base 
     for Your Future Initiatives

Find all the pieces you need to complete your success story today.

Contact Melanie Gring, Vice President of Strategic Alliances and Public Relations  
at (561) 417-7559 or mgring@exploregci.com.
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Directory ListingsOM an
d ®

Management and Operations

Allegiant Management, LLC - Winter Park, CO

Aqua Hospitality - Honolulu, HI 

Escapes - Lakeland, FL

FNTC America LLC - Nashua, NH

Defender Resorts, Inc.
6301 N. Kings Hwy

Myrtle Beach, SC 29578

Phone 1: (843)449-6500 x 226

FAX: (843)449-6500

Email: fbaker@defenderresorts.com

Website: www.defenderresorts.com

Contact: Frank Baker 

Specialty: Defender Resorts, Inc. has been 

providing quality, customized, management 

services to the timeshare industry for more 

than 35 years. Through personalized, yet 

professional management services we help 

resorts operate seamlessly by handling 

operations, accounting, staffing, marketing, 

reservations, and more. We currently manage 

26 resorts (28 Associations) with offices in five 

states, Grand Cayman Island and Sint Maarten.

Getaways Resort Management
PO Box 231586

Las Vegas, NV 89105 USA

Phone 1: (844) 438-2997

Email: tjohnson@getawaysresorts.com

Website: www.GetAwaysresorts.com

Contact: Thomas A. Johnson

Specialty: When you need winning strategies, 

not just promises from your resort 

management company, put GetAways 

more than 25 years of resort management 

experience to work for your resort. With 

close to 50,000 owners/members under 

management in four countries, GetAways 

has a proven reputation for providing Game 

Winning Solutions.

Gold Key Resorts - Virginia Beach, VA

Goodmanagement
739 Thimble Shoals Blvd Ste 304
Newport News, VA 23606
Phone 1: (757)592-3233
Email: dale@goodmanagement.com
Website: www.goodmanagement.com
Contact: Dale Goodman
Specialty: Providing quality association, resort 
and financial management services.  
We offer what every Board is looking for: 
Service focus. Significant rental revenue. 
Regular communications with owners. Resales. 
Cost savings. Improved collections. Owner 
transactions via their Smart-Phone. Long-range 
improvement planning. 
We apply innovative strategies based on 
successful management methods to help assure 
success at every managed location. 
A record of accomplishment for Legacy 
resorts.

Grand Pacific Resort Management
5900 Pasteur Ct Ste 200
Carlsbad, CA 92008 USA
Phone 1: 760-827-4181
FAX: 760-431-4580
Email: success@gpresorts.com
Website: www.gprmgt.com
Contact: Nigel Lobo
Specialty: For decades, we’ve created 
experiences worth sharing—from the moment 
you start dreaming of your vacation to long 
after you return home. We tailor our services 
to preserve the distinctive experience offered 
by your resort, delivering exceptional results 
based on our longevity and your vision. 
Our collaboration, consistency, and hands-
on approach ensure your success. Owners 
vacation with us because they appreciate our 
service culture. Associations stay with us 
because of the financial strength we build.

High Point Hospitalty - Winter Park, CO

Hilton Grand Vacations - Orland, FL

ICS Management Corporation - Houston, TX

Landex Resort Management - Lehigh Acres, FL

Liberté Resort Management Group
118 107th Ave
Treasure Island, FL 33706 USA
Phone 1: 800-542-3648
Phone 2: 727-360-2006
Email: liberteceo@tampabay.rr.com
Website: www.libertemanagement.com
Motto: “From NEW to LEGACY Resort 
Management”
Specialty: One of the oldest and most 
established and reliable Timeshare 
Management firms on the Gulf Coast providing 
complete management services and staffing to 
100% of our original portfolio of resorts for 
over twenty years. Proven Success in Re-sales, 
Rentals & Marketing, Consulting, Mentoring 
and implementing unique resort savings 
projects. “In every walk of life a reputation 
is everything, it’s what we built Liberte 
Management on over 21 years ago”. 
See what our Clients have written at 
www.libertemanagement.com and click 
TESTIMONIALS.

Marriott Vacations - Panama City, FL

Narveson Management - Pequot Lakes, MN

Pacific Monarch Resorts - Anaheim, CA

Patton Hospitality Management
1 Vance Gap Road
Asheville, NC 28805 USA
Phone 1: 828-348-2500
FAX: 828-348-2510
Email: mbutler@pattonhospoitality.com
Website: www.pattonhospitality.com
Specialty: Patton Hospitality Management 
(PHM) is a recognized leader in vacation 
property and timeshare management. Since 
2000, our team has built a reputation on 
transforming struggling properties into some 
of the most successful and profitable in their 
peer groups. With more than 30 distinct and 
award-winning properties in our portfolio, 
we understand the most vital needs of hotels, 
HOAs and resort management.

Raintree Resorts - Houston, TX

Resort Properties, Inc. - Sarasota, FL

ResortCom International LLC  - San Diego, CA

SPM Resorts Inc
1051 Shine Ave

Myrtle Beach, SC 29577

Phone 1: (843)238-5000

FAX: (843)315-2931

Email: hgravely@spmresorts.com

Website: www.SPMResorts.com

Specialty: Since 1979, SPM Resorts, Inc. has 

provided full-service professional management 

services to timeshare resorts, and we have 

helped many associations restructure the 

management of their resorts with great 

success.

Starwood Vacation Ownership - White Plains, NY

Stonebridge Management LLC, Reeds Spring, MO

The Noble Company - Myrtle Beach, SC

TJW Management - Daytona Beach, FL

Tricom Management, Inc. - Anaheim, CA

Vacation Resorts International
25510 Commercentre Drive, Suite 100

Lake Forest, CA 92630 USA

Phone 1: (863)287-2501

Email: jan.samson@vriresorts.com

Website: www.vriresorts.com

Contact: Jan Samson

Specialty: Vacation Resorts International 

(VRI) is a full-service timeshare management 

company providing 33 years of innovation, 

success, best practices, and solutions to over 

120 resorts throughout the United States. 

We have the resources and solutions to 

generate income for your resort through 

rentals, resales, and collections. We invite you 

to discuss your needs with us today! Please 

contact Jan Samson at 863.287.2501 or jan.

samson@vriresorts.com.

Wyndham Vacation Resorts - Troy Hills, NJ

Zappa Management - Maple Grove, MN

Remember Management & Operations (MANDO) 
magazine? MANDO was folded into the 
“mothership,” the Resort Trades news journal 
because of the overlap in readership and content. 
Since this is the only print publication mailed to 

Every Resort, Every Month, as well as to 5,700+ 
recipients whose interests range from developers, 
sales and marketing and HOA management to 
procurement of goods and services for resorts, we 
are delighted to add the MandO Directory. This new 

section will appear monthly and will attempt to list 
every resort management company operating in 
the timeshare industry we can identify. 

If you notice any errors or omissions from this list, 
please write to SharonINK@TheTrades.com.
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provided full-service professional management 

rentals, resales, and collections. We invite you 

A towel concierge that 
makes dollars and sense

With Towel Tracker you control and
simplify your towel service.

Guests simply swipe their room key and gain
access to towels. Towel Tracker technology
asigns each towel’s ID to the guest’s room.

Guests no longer leave towels on chairs
or keep them. When a guest returns a towel,
the system recognizes its return.

“The Towel Tracker is very easy to
use. The guests love it. They put
their hotel key in, they remove the
towels, then return the towels.

It’s something that you need on
your property - you’ll save on
payroll, energy costs and
our guests are happy.”

Lynn Dale
Director of Housekeeping
Wyndham Lake Buena Vista
Resort, Disney World

(616) 325-2060 www.toweltracker.com

“Our guests are happy.”

With our exchanges,
the aloha comes standard.

1.866.860.HTSE • WWW.HTSE.NET • info@htse.net

At Hawaii Time Share Exchange, we specialize 
in Hawaii exchanges and rentals. We’re also 
a full-service travel agency with offi ces on 
Oahu, Kauai and now in Seattle. To view 
our inventory, visit our website and enter 
User: htse, Password: htse.

At Hawaii Time Share Exchange, we specialize 
in Hawaii exchanges and rentals. We’re also 

Faces & Places Tr
ad
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Dec. 2015 The resort manager’s café:  
A gathering place for the timeshare industry’s true insiders

ARDA Activities
The ARDA Fall Conference was held at the Fairmont
in Washington, DC, last month. ARDA President How-
ard Nusbaum reported that the attendance of 370 was
almost back to the event’s all-time high of 375 in 2007.
Between Resort Trades CEO Tim Wilson’s service on
the HOA Outreach Committee and Publisher Sharon
Scott, RRP’s, appointment as sole media advisor to the
Suppliers, Construction & Design and Resort Manage-
ment Councils, this publication’s commitment to the
association requires plenty of ‘sweat equity.’ But it’s more
than worth it!

“We have made a commitment to provide editorial
content to ARDA’s Developments magazine, as well
as to provide articles about ARDA in Resort Trades,
throughout 2016,” says Scott. “We’ve always been happy
to include articles that promote the association, but this
time we’ve scheduled a full array of articles to illuminate
what ARDA does for the industry. Sometimes the words
‘American’ and ‘Development’ in ARDA’s name tend to
cloud the contributions they make for the greater good.
Because Resort Trades reaches everyone in the indus-
try, both ARDA members and non-members, we are
really excited to reach out to every nook in the industry
to better explain their services and benefits.”

The ARDA Fall Conference…See and Be Seen!
Blue Water Resorts and Colebrook Financial Company

heads took advantage of the fall meeting to discuss de-
tails of their financial relationship. Blue Water CEO Bert
Blicher is well known within the industry, having been a

Chairman Emeritus of ARDA, past-chairman of ARDA’s
International Foundation for Research and Education
and the association’s first recipient of its highest award
-- Lifetime Achievement. But less well known is the fact
that he wrote The Manual on Timeshare Underwriting
for AIF more than two decades ago, which is still used
today.

Don Harrill reminded us that Orange Lake Resorts, the
exclusive operator and developer of Holiday Inn Club
Vacations-branded resorts, acquired Silverleaf Resorts
in May 2015. Harrill has been chief executive officer of 
Orange Lake Resorts since 2005. He explained that
following the rebranding of Silverleaf’s Fox River Resort
in October, Oak n’ Spruce Resort was rebranded on No-
vember 19 to a Holiday Inn Club Vacations property. The

group is focusing on rebranding Apple Mountain Resort
this month (December 2015).

“We’re adding an indoor waterpark to our project in
Gatlinburg,” he told The Trades. “Plus, we have a prop-
erty in Myrtle Beach that will open in February or March,
the South Beach Resort.”

HICV’s new [since May of 2015] Director of Corporate
Communications James Woelbern says the developer,
evolved from being the largest single-site resort in the
country until 2006, when they set out to buy additional
properties. In 2008, Orange Lake struck a strategic al-
liance with IHG (Intercontinental Hotels Group), owner
of Holiday Inn, and since that time, they’ve expanded to
13 properties. Added to that are Silverleaf’s 13 projects,
plus plans for purpose-built resorts (including one in
Scottsdale). Orange Lake Resorts/Holiday Inn Club
Vacations is the one to watch!

Continued on page 15

(From left to right): Mark Rauniker (Colebrook Financial), Debbie Ely
and Bert Blicher of Blue Water Resorts, and Colebrook’s Bill Ryczek.

(l. to r.) Brian Krist and James Woelbern from Holiday
Inn Club Vacations with Developments Editor Kathryn
Mullan and Jim Casey from Capital One.
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From the Manager’s Desk

Your Board 
Does Everyone Have the Same Agenda?

Every decisions that impacts a resort goes
through a board of directors , whether a resort
has a professional management company or is
self-managed – that’s who will vote on and make
the final decisions.

So, what happens when members of that board
have a personal agenda or their agenda and
opinions aren’t matching up with the majority?
Embrace it.

At the core of the situation is the fact that the
board is comprised of people, real life human
beings, and all human beings have some sort of
agenda. They all have different personal experi-
ences, education and most importantly they all
made the decision to join the board of directors
for a specific reason.

According to Rick Bachman, Regional Director of
Operations at Defender Resorts, a majority of the
time those reasons are one of two things: they are
not satisfied with the quality or they believe the
dues are too high.

Whichever reason that they join for they also
believe they know something or possess cer-
tain skills or experience that influence a positive
impact or change. Once they are members of the

board though many times the deeper understand-
ing of the situation that they gain, by seeing what
has been tried and worked or not worked their
agenda and the way they plan on implementing it

can change. Most likely though this different pro
spective will add something to the conversation.
Maybe someone coming from a different agenda
or perspective makes some great points and
begins to implement change, maybe their sugges
tions don’t always make the cut, but at the end
of all of it they have added to the conversation
instead of just nodding their head in agreement
and that’s a quality to embrace.

Now, exactly HOW do you embrace it?

The first thing that needs to be cementing into the
minds of everyone participating in a board meet
ing is to accept the fact that board members each
have their own opinions based on their own per
spective and therefor are going to argue. One of
the most important roles for a management com
pany is to assist the presiding officer with staying
on track. It is the responsibility of the presiding
officer to firmly enforce that the meetings stay on

by Kelly Ellert

FINANCIAL SERVICES OF AMERICA
Your Resource for redit Funding Solutions and Merchant Accounts

Specializing in:
Timeshares • Travel Clubs • Telemarketing

Merchant Accounts
Best rates on the street!
Call for comparison

Contact Bill Bailey: 
877-281-3649
Email: mrktg01@yahoo,com
����������������� 62056

Accounts Receivable Financing 
• Competitive rates
• Hypothecation
• Receivable Purchase
• Receivable Servicing & Collections

W������������������������
Canadian citizens sold in the U.S., Canada, 
Mexico & Caribbean Basin.

www�������������
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board though many times the deeper understand -
ing of the situation that they gain, by seeing what
has been tried and worked or not worked their
agenda and the way they plan on implementing it

can change. Most likely though this different pro-
spective will add something to the conversation.
Maybe someone coming from a different agenda
or perspective makes some great points and
begins to implement change, maybe their sugges-
tions don’t always make the cut, but at the end
of all of it they have added to the conversation
instead of just nodding their head in agreement
and that’s a quality to embrace.

Now, exactly HOW do you embrace it?

The first thing that needs to be cementing into the
minds of everyone participating in a board meet-
ing is to accept the fact that board members each
have their own opinions based on their own per-
spective and therefor are going to argue. One of
the most important roles for a management com-
pany is to assist the presiding officer with staying
on track. It is the responsibility of the presiding
officer to firmly enforce that the meetings stay on

point, follow the agenda and not let it get person-
al. If it goes personal, it will go sideways.

Assisting a presiding officer to stay on track, or for
a presiding officer to keep the other members on
track you must be respectful, yet somewhat firm.
Remember everyone is there because they want
their opinion to be heard, so gently, but firmly
remind them of the agenda and the exact topic at
hand.

When people begin to talk over one another
it starts to become chit-chatty which ushers in
chaos. Sometimes it is necessary to take a break
and ask everyone to listen to the recording of the
meeting and illustrate that when there is side bar
discussions it is impossible to accurately dictate
the minutes. Hence, the need for clear, one-at-a-
time discussions.

“Everyone in a board meeting has an immense
amount of life experiences and knowledge so we
just want to tell, tell, tell, but for the good of the
group, before everyone gets exhausted we have
to limit the telling and focus the concentration on
the actionable items,” said Frank Baker, Executive
Vice President at Defender Resorts, who has
more than 45 years’ experience participating in
resort board meetings.

By focusing on the actionable items, the differ-
ences of opinion (if you have some) can be called
to a motion. A strong presiding officer will not only
call a motion, but keep it focused on the vote and
not allow the discussion to sway off topic. As par-
ticipants begin to sway off topic, bring them back
and remind them that there is a motion on the
floor.

A large part of being successful at this is clear
communications. When a new board member is
brought into the board, it is absolutely necessary
to make sure they are well informed. For example,
they should be provided with a new board mem-
ber welcome packet that includes information from
the last three years such as meeting minutes,
financials and anything else pertaining to the
resort and its operations. A board member cannot
fully be present in the conversation if they are not
fully prepared.

It is also helpful to assist board presidents by
helping them master the art of controlling a meet-
ing and keeping it on task. Some board presidents
can do this better than others, and typically the
difference is the experience.

Boards are often a group of people with different
agendas working eventually towards the same
agenda, the resort and the owners. By embracing
and carefully managing the communications that
happen in board meetings and decision making
your board will arrive with the same agenda, just
with a healthy, open debate to go alongside it.

Kelley Ellert is the Director of Marketing 
for Defender Resorts, Inc.  based out 
of Myrtle Beach, South Carolina. She is 
a graduate of the Ball State University 
School of Journalism and has worked in 
the travel and tourism industry for more 
than nine years.

With Customized Solutions LLC, we offer:

Credit card processing solutions 
exclusively for the resort timeshare industry

•  Unique access to multiple payment processing providers
•  Competitive pricing for any size company 
•  Leading-edge technology for seamless and secure transactions

Contact info@customizedsolutionsllc.com or Toll Free 317-524-2244
Customized Solutions is a division of Gildersleeve Partners LLC

Leading Through Technology

•  Cut your credit card processing costs
•  Easily integrate into your current processing systems
•  Significantly lessen, or eliminate, your risk exposure to a data breach

Contact us to learn how we can:

ATTENTION: Developers / HOA’s
KEEP YOUR INVENTORY OFF EBAY!

Can arrange return of inventory 
Keep your resort out of Resale Market
Returned Inventory = Increased Pr���

ATTENTION: Sales Teams
Looking to increase your VPG?

At NO COST to you?
Sumday Vacations offers hassle-free trade-in/equity 
programs designed to enhance all sales teams. Asso-
ciate your team with an ethical, experienced, credible 
company. Your buyer is tired of the “resale pitch” and 
they are waiting for you to take their trade(s)

Contact Us Today!
Phone: 1-844-709-2298 (toll free) ask for Steve McLoud

Email: steve@sumdayvacations.com

It was GREAT meeting you at ARDA World this year!
 
 See you next year!
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Management and Operations

Top Team Members of 2015!

Make Your Timeshare Title
Transfers a Snap!

Timeshare Pro Plus -- cloud-based title
services software -- speeds up the transfer
process and virtually eliminates paperwork
for HOAs, management companies and
resort developers.

Call (800) 973-3316 or email Dave@Timeshare ProPlus.com for a free,
non-obligatory demo. Unlike most software, we are customizable to what
your resort or management company needs. With Timeshare Pro Plus’s suite
of modules, you will see a large savings in Time, Paper and Postage, while
bringing a fully mobile responsive software to your owners.

Let us automate your estoppel, escrow
and transfer services affordably and
effortlessly.

Visit timeshareproplus.com

GET A DEGREE IN AVATARTRANSFERS

Courses include:

• Avatar Transfers 101: Learn how the Avatar platform
operates, with real-time tracking and a team of proven
professionals. Avatar will increase productivity for your
business and make your campaigns a success

• MaximizingYour Marketing Budget 101: Learn through
cost-analysis how Avatar transfers will be a

arketing tool for your business and help you maximize

your marketing budget

ractical arketing has been working successfully with the
Avatar Platform for over 3 years. Let our team educate you on
how we can make Avatar transfers a cost-effective and prle
avenue of marketing for your business.

Call Valerie at Practical Marketing 888-697-5478
Or email valerie@practicalmarketing.net

Visit the website www.avatartransfers.com

“After ten-and-a-half years at Marriott Vacation Owner-
ship Club, joining HICV has made for an interesting
change,” says Woelbern. “I report to Stacey Sutherland
in the Communications Department and my responsibili
ties include internal, human resources and social media
communications; public relations; crisis management
and corporate social responsibility.”

Woelbern manages a copywriting team that shares its
talents with HICV’s Brand Services area. It sounds like
he’ll be a busy guy for at least the next ten-and-a-half
years!

A new ARDA member, Travelex Insurance Services, was
represented by Director of Product Development Amber
Wheatley. Wheatley attended the Suppliers Council
meeting and voiced her interest in becoming more
involved in ARDA activities. In addition, TimeShareWare
VP of Operations Jerry Sandorf and Director-Customer
Relations Mike Norton attended the conference and
mentioned their continued growth. “Grupo Vidanta,
one of Mexico’s leading developers of luxury hotels
and resorts went ‘live’ on TimeShareWare Enterprise
in October and is now the central technology platform
for managing all their sales & marketing, owner man
agement, and reservations/front-desk operation,” they
reported by w y of illustration.

Resort Trades wants to give a pat
on the back to the onsite team mem-
bers who make the vacation owner-
ship industry exceptional. We will
launch the first of an annual feature
-- Top Team Members of 2015 -- in
our February 2016 issue. If you know
of a resort manager, assistant man-
ager or other resort team member who
deserves a little applause, please send
an email with the following information:
• Your team member’s name, title

and a brief description of their
responsibilities

• Your name, title and the resort/

company’s names and location
• A few sentences about why they

deserve the spotlight. If you wish,
you may include a testimonial
from a Board member or owner/
member.

• A high-resolution photo of the
individual in a jpeg, tiff or similar
format.

We’ll need your information sent to
SharonINK@TheTrades.com no later
than December 15, 2015.
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FINALLY, TRAVEL CLUBS HAVE A VOICE OF THEIR OWN.  BE HEARD.  

Get involved in the 
industry association 
created exclusively for 
the Travel Club verti-
cal.

TRIP advocates on 
behalf of travel clubs 
to keep the industry 
safe for consumers 
����������
resellers. 

www.tripforchange.org  
 rob@tripforchange.org

602-753-4210

Make Your Timeshare Title
Transfers a Snap!

Timeshare Pro Plus -- cloud-based title
services software -- speeds up the transfer
process and virtually eliminates paperwork
for HOAs, management companies and
resort developers.

Call (800) 973-3316 or email Dave@Timeshare ProPlus.com for a free,
non-obligatory demo. Unlike most software, we are customizable to what
your resort or management company needs. With Timeshare Pro Plus’s suite
of modules, you will see a large savings in Time, Paper and Postage, while
bringing a fully mobile responsive software to your owners.

Let us automate your estoppel, escrow
and transfer services affordably and

Visit timeshareproplus.com

GET A DEGREE IN AVATARTRANSFERS

©PDS PRACTICAL DATA SYSTEM

Courses include:

• Avatar Transfers 101: Learn how the Avatar platform
operates, with real-time tracking and a team of proven
professionals. Avatar will increase productivity for your
business and make your campaigns a success

• MaximizingYour Marketing Budget 101: Learn through
cost-analysis how Avatar transfers will be a Practical

Marketing tool for your business and help you maximize

your marketing budget

Practical Marketing has been working successfully with the
Avatar Platform for over 3 years. Let our team educate you on
how we can make Avatar transfers a cost-effective and profitable
avenue of marketing for your business.

Call Valerie at Practical Marketing 888-697-5478
Or email valerie@practicalmarketing.net

Visit the website www.avatartransfers.com

“After ten-and-a-half years at Marriott Vacation Owner-
ship Club, joining HICV has made for an interesting
change,” says Woelbern. “I report to Stacey Sutherland
in the Communications Department and my responsibili-
ties include internal, human resources and social media
communications; public relations; crisis management
and corporate social responsibility.”

Woelbern manages a copywriting team that shares its
talents with HICV’s Brand Services area. It sounds like
he’ll be a busy guy for at least the next ten-and-a-half
years!

A new ARDA member, Travelex Insurance Services, was
represented by Director of Product Development Amber
Wheatley. Wheatley attended the Suppliers Council
meeting and voiced her interest in becoming more
involved in ARDA activities. In addition, TimeShareWare
VP of Operations Jerry Sandorf and Director-Customer
Relations Mike Norton attended the conference and
mentioned their continued growth. “Grupo Vidanta,
one of Mexico’s leading developers of luxury hotels
and resorts went ‘live’ on TimeShareWare Enterprise
in October and is now the central technology platform
for managing all their sales & marketing, owner man-
agement, and reservations/front-desk operation,” they
reported by way of illustration.

Daily Management, Inc. COO Holly A. Jones – a long-
time friend of Sharon Scott’s and The Trades – com-
mented on the value of attending ARDA events, such as
the Fall Conference. She commented also, “Whenever
we receive our copies of The Trades, we pass it around
to everyone on the team throughout our 17 resorts. They
really look forward to it.” That’s music to our ears!
We learned at the meeting that Susan Friedline, for-
merly with DAE (Dial An Exchange), recently launched
her own consultancy, Suite Solutions LLC, in Phoenix,
Arizona. Having visited so many resorts in my travels for

DAE, Friedline stands to make a valuable contribution
to organizations looking to move or acquire inventory,
whether it’s rentals, exchange or for bulk acquisitions.

Around the Industry
Dave Heine, president of TimeshareProPlus.com,
recently warned a gathering of timeshare members/
owners and resort operators that there are new privacy
regulations about which they should be aware. Heine
instructed attendees about resorts’ responsibilities and
provided helpful tips about how to ensure they’re using
the correct procedures. He has agreed to co-host a
webinar on the topic in coming months. Notice of the
webinar will be posted on ResortTrades.com and sent
to subscribers to our monthly newsletter/digital edition
distribution.

SPM Resorts, Inc. has been selected to manage Pep-
pertree Maggie Valley. Resort Trades met recently with
Director of Communications Hatton Gravely in Myrtle
Beach, where we discussed the HOA/management
company relationship. “Often when we take over man-
agement of a resort, we find there’s some confusion on
the part of board members as to their responsibilities,”
she observed. “Sometimes they are operating on the as-
sumption that, as board members, they should be hand-
ing details that are best left to the manager.” Gravely has
agreed to write articles for The Trades to help clarify the
proper roles of each side.

Faces & Places Tr
ad

es

Dec. 2015 The resort manager’s café:  
A gathering place for the timeshare industry’s true insiders Continued on page 32

Susan Friedline with Suite Solutions,
LLC, says she has left DAE and is pro-
viding consulting services.
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Accommodations Unlimited 
Industry Supplier of Wholesale & Exchangeable 
Inventory! Florida, California, Texas, 
Tennessee, South Carolina, Oregon, Arizona, 
Missouri & Various areas. Contact Alexis 
Nolte for information & availability alexis@
atclubs.com

AI Hard Rock Resorts 
Myrtle beach, Wisconsin Dells, AI Hard Rock 
Resorts—Wholesale ,exchange or lease to 
purchase available. Contact Contact Carol to 
learn more, 608025304232, carol@funstays.
com

Carefree Journeys 
Need new inventory? Carefree Journeys 
offers the industry’s most diverse inventory at 
wholesale pricing. Learn more by calling 866-
859-5769 or at info@carefreejourneys.com.

Club Inntegra 
Mexico, Over 1,000 hotels. 15% off our best 
rate anywhere – mention Resort Trades! We 
also serve B2B, Travel Agents, Timeshares, 
Vacation Clubs. +52131433430963 www.
hoteles-mexico.org www.club-inntegra.com

Club Land’Or 
Club Land’Or Resort is located in the heart 
of Paradise Island, Nassau, Bahamas and 
features 1, 2 and 3 bedroom units, two onsite 
restaurants and concierge services. 
800-552-2839  abarnett@landorinternational.com

Club Resort Intervals LLC 
Offering Orlando and Gatlinburg/Pigeon Forge, 
check-in any day, minimum five-night stay. 
Some pet friendly. Call Vikki at (603) 669-1555 
x115.

Condominium Travel Club, Inc.
If you have last minute unused weeks we can 
list your inventory on our weekly Hotweek 
blast & move that inventory , contact Holly: 
hsampson@condotravelclub.com.

Eden Crest Vacation Rentals 
Smoky Mountain Properties, Cabins and 
Condos in Pigeon Forge, Sevierville and 
Gatlinburg TN. Eden Crest Vacation Rentals. 
www.edencrest.net 800-406-7404 Discount 
Code: CARE

Eagle Villiage
Available 4M RCI Points at 2 cents per point. 
Please contact 570-588-5380 ext. 7106

Family Vacation Travel 
Tel: 905-681-3555 Family Vacation Travel 
provides travel services to membership 
clubs. We specialize in providing personalized 
services offering discounted Condo 
accommodations and Leisure travel including 
cruise vacations.

Fun Stays of CDFS Inc 
E9420 Pebbblebeach Dr, Wisconsin Dells, WI 
53965 
www.funstays.com

Global Connections Inc 
Global Connections is seeking partners for fun 
in the sun, sand and snow. Wholesale rates 
available, seasonal and annual. Contact Ryan 
Bier, rbier@gcitravel.net

Hawaii Time Share Exchange
Specializing in Hawaii exchanges and wholesale. 
Mainland and International weeks available.  
Offices located on Kauai, Oahu and Seattle.  
Great last minute specials www.htse.net
(808) 742-0185 s.halladay@htse.net or 
c.price@htse.net

ICS Management Corporation 
8866 Gulf Freeway Suite 430 Houston, TX 
77017 www.ICSManagement.com Seasoned 
timeshare property management company in 
operation since 1986. For information call 713-
378-6447 #123

Myrtle Beach Resort Vacations 
Myrtle Beach Resort is a beautiful 33 acre 
beachfront resort with everything your guests 
are looking for. Wholesale rates and leases are 
available. 800-845-0629

Pied-a-Terre 
Washington DC and Williamsburg VA, Dog 
friendly ...and resort stays worldwide. Email 
requests to pied-a-terre@att.net, 888-771-
5111.

Resort Travel & Xchange 
Wholesale/Exchange: Florida, North & South 
Carolina, St. Maarten, Nassau – Bahamas, 
Missouri, Arkansas, Northeast Coast and 
Mountains. RTX – Resort Travel & Xchange, 
directexchange@rtx.travel.

ResortRentals.com 
Get the most out of your unused inventory. 
Offer it to ResortRentals.com, the leading 
timeshare rental platform. Call 855-849-2025 
or message customersupport@resortrentals.
com to learn more.

The Timeshare Kahuna LLC 
We are licensed Real Estate agents assisting 
our clients in monetizing their vacant intervals 
through the wholesale, retail and exchange 
channels of C.A.R.E. jim@timesharekahuna.
com 561-208-6537 

Travel Advantage Network 
TAN B2B offers wholesale accommodations 
at exceptional pricing in over 45 destinations 
such as South Carolina, Florida, Mexico, 
Missouri, Tennessee, Colorado. View and 
Book all available inventory at TANB2B.com

Travel To Go 
Do you have any returned, developer/HOA/
management or points-owned inventory that 
NEEDS to be rented? We can help with a 
number of flexible options. Call Victoria, 
800-477-6331 x 138, Victoria.Crittenden@
TravelToGo.com;  www.Traveltogo.com.

Your Travel Services, LLC 
Your Travel Services prides itself on excellent 
customer service and 94% fulfillment rate. We 
have customers all over the U.S. looking for 
beachfront property. info@
mytravelservicesunlimited.com 
866-233-0088 

Inventory
MarketPlace Buy/Sell/Exchange/Inventory

Introducing a Trading Outlet for Wholesalers,  
Travel Clubs & Inventory Aggregators

Attention wholesalers, travel club operators
and resort managers: Do you need additional
weeks to serve your owners or members? Are
you interested in establishing relationships with
inventory aggregators and need a list of who’s
doing what these days? Or, do you have inven-
tory to move and want an affordable way to list
it that will be seen throughout the timeshare
world? Then, this space is for you!

Resort Trades has introduced an exciting
new outlet for the distribution of inventory, the
“Inventory Marketplace.” The new department
was announced at the Annapolis C.A.R.E.
conference, held in May, where attendees were

offered free monthly listings.*

While C.A.R.E. members are being given
free access through August 2016, any resort
property, travel club or agency needing to
move or acquire inventory may advertise their
needs in this section. (Pricing is similar to that
of the ‘Classified’ section.) Organizations which
formerly used that department to find buyers
for their points, weeks and wholesale inventory
will now be able to change their listings every
month as their needs change.

“We see that travel clubs and companies such
as those belonging to C.A.R.E. represent the

next big growth area of the industry,” says
Publisher Sharon Scott. “We want to be at the
center of this exciting ‘new order’ and are com-
mitted to creating a lively marketplace in which
operators can buy, sell or exchange.”

To add, update or purchase a listing, contact
Kimberley@TheTrades.com.

*We are extending the offer to all C.A.R.E.
members beginning in the September 2015
issue and ending with the August 2016 issue.
(C.A.R.E. members below attended the Annap-
olis conference and were permitted to begin
their listing a month early.)

Watch this space for opportunities to buy, sell or swap inventory.

RESORT
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Your Travel Services prides itself on excellent 
customer service and 94% fulfillment rate. We 

Buy/Sell/Exchange/Inventory

We would like to thank all of you who attended our sessions over the course of the year which made the 2015 
Lunch and Learns a great success. We hope that the information you learned will assist in engaging your owners, 
the opportunity to create dynamic resale solutions, along with resources to help increase operational efficiencies.

All HOA board members, general managers and resort leadership staff: Look out for 
the 2016 dates as we are currently in planning mode for another successful tour. 

Lunch Learn&
tour

2015

PRESENTED BY

Cunningham
Asset Recovery Services, LLC

THE 2015 LUNCH & LEARN TOUR WAS SPONSORED BY

TOMMY MIDDAUGH
VP of Business Development 
2015 Perspective Award Winner
Philanthropist of the Year

TMiddaugh@TravelToGo.com
800.477.6331 ext. 105
www.traveltogo.com

THERE IS NO SUBSTITUTE FOR EXPERIENCE

The travel club industry has grown into an
industry of diversity. We see the world chang-
ing; we are part of the change. As the land-
scape of age and need from the consumers
evolves, businesses need to repurpose their
strategies.

Consumers are opting for more flexibility in
their travel options. The change is also noted
in the long term liability of the ownership per-
spective. More consumers are choosing to
belong to programs that have an easy exit
strategy. As travel club fulfillment allows this
flexibility, it is an option that is gaining popular-
ity. As we access remarkable multi generation
marketing, product servicing and benefits have
taken a new elevated direction.

There is an array of fulfillment available to
each individual and the services offered have
secular dispositions. For example, some clubs
rely on total out sourcing of benefits to the
members. The delivery methods are mainly
electronic and very little if any human contact.
This type of fulfillment is generally less expen-
sive than other methods, but seems to lack the
long term renewal relationship due to the lack
of contact with members. When the product is
sold in an intangible arena, there needs to be
an extension of the trust relationship or imme-

diate visibility of member use benefits that
can keep the educated consumers engaged
and satisfy their needs. Others have internal
servicing with a combination of out sourced
servicing solutions. The latter gives more con-
trol to the post sale process as there is more
direct communication with the member.

Travel To Go understands each generation of
traveler makes travel choices uniquely. For
example, with the stresses that the millennial
generation now deals with, getting away is not
only important, but a necessity. Recent statis-
tics show the millennial generation is not only
traveling further, but educated on where they
want to go. This generation also has a clear
understanding of what they want to do when
they get there. Travel To Go provides an easy
to use travel schematic with unmatchable pric-
ing enables them to achieve that goal.

I personally am a baby boomer. We are the
parents of the millennials. The travel choices
are more distinct. Baby boomers were the
first generation that did not think travel was a
luxury, but more of a right and way of life. The
baby boom generation chooses travel experi-
ences with a purpose, such as volunteering
while abroad; those providing education or
intellectual stimulation; along with pleasure

trips. We were one of the first generations to
self-serve our fulfillment options via internet.At
Travel To Go understanding change is a focal
point of our delivery options. The develop-
ment of a strategy that delivers cutting edge
products for the millennials while still satisfying
the needs of the baby boomers and other gen-
erations is a key benefit for members and dis-
tributors alike. When a distributor looks for a
fulfillment product, there really is no substitute
for experience. For distributor information call
800 477 6331 extension 105.

Advertorial
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Completing a resort renovation requires preci-
sion planning and serious synergy between the
management company, the resort’s HOA, General
Manager and selected interior designers. We
asked two highly respected timeshare management
companies and interior design firms to share some
tips for achieving a successful renovation on time
and within budgetary parameters.

Recognizing that refurbishments can vary in scope,
time and cost, we asked what steps their compa-
nies take in leading up to a renovation. Bill Young
advised a property improvement plan is individu-
ally developed and presented to the board for each
SPM resort considering a renovation. If a resort is
on a five-year refurbishment cycle, the planning and
project management process differs from proper-
ties that may have units in need of extensive work
like concrete restoration, which requires immediate
attention.

Nigel Lobo said Grand Pacific Resorts uses a
formal Reserve Study to ensure a comprehensive
review of all assets at the resort and their remaining
useful life. Renovation projects are planned based
on this study as well as feedback from owners and
guests. A physical resort inspection becomes the
groundwork leading to an actual renovation project.
Nigel added, “The goal of every renovation project
is to enhance the vibrancy of the resort and main-
tain its structural integrity and overall upkeep.“

Both management companies take an active role
in making suggestions to the boards with the GM
having considerable input with this process. At
SPM, Regional Vice Presidents like Trish Docherty
provide their research and recommendation with
the board reviewing all options before making the
final decision.

From an interior designer’s perspective, Tim Bro-
ersma, CEO of Elements Hospitality says he first 
implements a partnership agreement with manage-
ment companies and HOAs that allows the resorts
to utilize Element’s development team to assemble
an open book budgets for development of design,
FF&E, and renovation … long before a RFP is is-
sued. This can be done several years in advance.

“Depending on whether the project is a full-scale
or partial renovation,” says Dawn Sena of Sena
Hospitality Design, “the planning, designing, con-
tracting, creating of spec books, placing orders and
dealing with lead times are only the first part of the
process.”

While the board or HOA generally makes the final 
decisions on renovations, the management compa-
ny is usually better equipped to guide them to make
the right decisions. Sometimes, however, a strong
board may decide to take the designer’s recom-
mendations and select a residential designer or a
board member’s relative who has little knowledge
about hospitality design.

Big mistake, says Dawn Sena. The management
companm based
on a number of criteria. First, is the company a li-
censed interm that specializes in hospi-
tality design? The residential market is totally differ-
ent in the products, and costs. Dawn
believes it is the designer’s responsibility to educate
the HOAs and the end user on the difference in
the specifications for hospitality vs. residential, as
well as the significant advantage in pricing when a
design firm is used on large volume jobs. She sug
gests that a resort hiring an interior designer should
check on past performances and determine if the
company has a track record of completed projects
that are similar in volume and scope.

“Recommendations are important,” adds Sena.
“It doesn’t havm, but
one capable of offering the complete commitment
your resort needs. This is an important relationship.
Both the designer and client will be working closely
together for several years and the designer’s job is
to make each renovation a smooth process. Con
verselym needs to have trust and
confidence in the management company and rely
on them for guidance ”

Tim Broersma said that one of the most important
components in selecting a designer should be their
technical knowledge of installations and assem
blies. The Elements Hospitality construction team
collaborates with their designers to assemble proj-
ect b , taking into account construction labor
and materials, as w This
ensures the designer’s selections can actually be
built within the budget the customer has provided.

Both designers provide assistance in developing a
budget for renovations. Sena Hospitality Design of
fers a complete design plan with costs. “If funds are
not a le for the entire job,” Dawn says,” at least
they have a long-term plan so as not to ‘piece meal’
and can work toward a cohesive plan.”

Sharing their responses were Bill Young, President
and CEO of SPM Resorts; Nigel Lobo, COO
of Grand Pacific Resorts; Dawn Sena ASID,
President, Sena Hospitality Design; and Tim
Broersma, CEO of Elements Hospitality.

for Achieving a Successful 
Renovation
by Marge Lennon

Design

Nigel Lobo
Grand Pacific Resorts

Bill Young
SPM Resorts, Inc.
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Both management companies take an active role
in making suggestions to the boards with the GM
having considerable input with this process. At
SPM, Regional Vice Presidents like Trish Docherty
provide their research and recommendation with
the board reviewing all options before making the

From an interior designer’s perspective, Tim Bro
ersma, CEO of Elements Hospitality says he first 
implements a partnership agreement with manage-
ment companies and HOAs that allows the resorts
to utilize Element’s de elopment team to assemble
an open book budgets for development of design,
FF&E, and renovation … long before a RFP is is
sued. This can be done several years in advance.

“Depending on whether the project is a full-scale
or partial reno ation,” says Dawn Sena of Sena
Hospitality Design, “the planning, designing, con-
tracting, creating of spec books, placing orders and

t of the

While the board or HOA generally makes the final 
decisions on renovations, the management compa-
ny is usually better equipped to guide them to make
the right decisions. Sometimes, however, a strong
board may decide to take the designer’s recom
mendations and select a residential designer or a
board member’s relative who has little knowledge
about hospitality design.

Big mistake, says Dawn Sena. The management
company should choose the best design firm based
on a number of criteria. First, is the company a li-
censed interior design firm that specializes in hospi-
tality design? The residential market is totally differ-
ent in the products, specifications, and costs. Dawn
believes it is the designer’s responsibility to educate
the HOAs and the end user on the difference in
the specifications for hospitality vs. residential, as
well as the significant advantage in pricing when a
design firm is used on large volume jobs. She sug-
gests that a resort hiring an interior designer should
check on past performances and determine if the
company has a track record of completed projects
that are similar in volume and scope.

“Recommendations are important,” adds Sena.
“It doesn’t have to be the largest design firm, but
one capable of offering the complete commitment
your resort needs. This is an important relationship.
Both the designer and client will be working closely
together for several years and the designer’s job is
to make each renovation a smooth process. Con-
versely, the design firm needs to have trust and
confidence in the management company and rely
on them for guidance.”

Tim Broersma said that one of the most important
components in selecting a designer should be their
technical knowledge of installations and assem-
blies. The Elements Hospitality construction team
collaborates with their designers to assemble proj-
ect budgets, taking into account construction labor
and materials, as well as FF&E and finishes. This
ensures the designer’s selections can actually be
built within the budget the customer has provided.

Both designers provide assistance in developing a
budget for renovations. Sena Hospitality Design of-
fers a complete design plan with costs. “If funds are
not available for the entire job,” Dawn says,” at least
they have a long-term plan so as not to ‘piece meal’
and can work toward a cohesive plan.”

Elements Hospitality utilizes their development
team consisting of designer and construction es-
timator to build a fully comprehensive, open book
budget from start to finish, allowing the customer to
have visibility to all project components.

In the designer selection process Will Potter, SPM
Regional Vice President added, “We have estab-
lished procedures for hiring all vendors, which
includes doing our due diligence in researching the
companies before we present them to the board as
an option. We always try to get at least three bids
on any major project.”

Grand Pacific Resorts also believes that securing
three bids is important to ensuring that pricing is
optimal. Their Director of Construction reviews the
bids and presents the best option to the Boards.
Then their management team meets with account-
ing to ensure that adequate cash reserves are in
place for each project. Once the scope and fund-
ing for the project are determined, Grand Pacific 
reaches to their preferred design partner to develop
a design board as well as specs for purchasing.

At most resorts, refurbishment projects are gener-
ally covered in reserve budgets, which have been
developed years in advance. Inaccuracies may be
encountered when qualified renovation experts
have not provided costs for items like furnishings
and accessories. Elements Hospitality provides
advance schedule development, ensuring that the
reserve budgets are accurately projected and there
is enough money set aside for renovations.

Naturally, designers prefer to know in advance how
much they are allowed to spend per unit on renova-
tions so they can provide a budget built around that
number. While it seems unrealistic to an outsider,
HOAs or management companies seldom actu-
ally tell a designer how much they can spend on a
renovation even though it is far more efficient to do 
this.

Tim Broersma estimates that 40% of his custom-
ers provide a budget goal and explain their desired
level of finish. Says Tim, “When the customer does
not provide their budget, the design teams inevita-
bly select finishes the customer cannot afford and
spends a significant amount of time value engi-
neering the projects.” Since his company handles
design, procurement, and renovation in house, they
can assemble budgets line-by-line ¬with all compo-
nents included. This gives Elements Hospitality the
ability to protect the customer from budget over-
sights and increases.

According to Dawn Sena, “Occasionally we re-
ceive a target budget which enables us to create a
priority list with line items of our recommendations,
then submitting an early proposal. Eventually we
are given a “reality check” and either cut back or
proceed with the final scope proposed.”

Grand Pacific Resorts provides their designer/con-
tractor the budget for each renovation, believing this
is important to ensure that the design and construc-
tion is in alignment with affordability.

Clearly, having everyone playing from the same
songbook and communicating through each step
of the process will result in a renovation that has
been approached from every angle, achieving the
approval of the most important group … the resort
owners.

Marge Lennon has been a publicist and 
writer for the timeshare industry for over three 
decades. Her byline appears frequently in 
industry publications. She most enjoys writing 
articles that are “interview driven” and writing 
ARDA award nominations, with an impressive 
track record of wins over the years. 

for Achieving a Successful 
Renovation

Tim Broersma,
CEO of Elements Hospitality

Dawn Sena
of Sena Hospitality Design

Tips 
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Reputation Management Forum 
Stresses Use of Vacation Time

Attendees at a Reputation Management Forum
held at last spring’s ARDA Convention learned how
strategies used by companies burdened by negative
crisis situations were able not only to improve but to
enhance their reputations. Forum attendees learned
how our industry and individual companies can
spread positive information about vacation owner-
ship and improve our brand image. A significant part
of this process is to encourage people to vacation
more frequently.

Gary Oster, EVP of Member Services at U.S. Travel
and Managing Director Project: Time Off, shared
some fascinating facts about America’s vacationing
habits.

The American tradition of the week-long vacation is
becoming a thing of the past, as full-week vacations
have steadily declined in the past 34 years. Unlike
the general perception, workers who don’t use their
vacation time are no more likely to receive a raise
or bonus than workers who do. By foregoing vaca-
tions, we become less productive, less creative and
our performance suffers. Taking time off translates
to lower stress and better overall health. Men who
failed to take vacations for a few years were 30%
more likely to experience a heart attack than those
who took regular holidays.

Last year, the U.S. Travel Association challenged

their 60 employees to use every last second of
their paid time off. They wanted them to spend time
with family, adventure somewhere new or work on
the home improvement project they keep putting
off. Employees who succeeded at the challenge
received a $500 bonus. The results were beyond
expectations. Nearly all the staff qualified for the in-
centive, reducing vacation time liability by nine per-
cent and saving the association more than $36,000.
What’s more, as their liability went down, the staff’s
productivity and creativity went up as a result of tak-
ing time to recharge.

But America still has a problem. Americans are
taking the least amount of vacation in nearly 40
years, becoming a nation of work martyrs. In 2013,
Americans left 429 million days unused and forfeited
$52.4 billion in time off benefits. If workers took just
one more day off each year, we would generate $73
billion annually for the economy.

According to research, senior business leaders and
HR professionals overwhelmingly agree that time
off boosts employee performance, productivity and
creativity while reducing sick time, burnout and turn-
over. Further, companies that encourage paid time
off employ more people who are happier with their
professional success compared to those companies
that discourage it.

Forum attendee Eva Esteban RRP, VP of Organi-
zational Development for Diamond Resorts, shared
that her company is always hungry for new data and
believes in utilizing research, incorporating it within
internal campaigns to emphasize the importance of
vacations.

Also in the audience, Keith Parent, Director of Op-
erations for Daily Management. Inc. said he plans to
take a new approach to encourage their employees
to take their full vacation time.

by Marge Lennon

Three proud decades have established Cooperative Association of Resort Exchangers 

(C.A.R.E.) as the industry’s premier forum for the exchange of vacation inventory and ideas. 

JOIN US AT OUR 62ND SEMI-ANNUAL CONFERENCE IN ASHEVILLE, NORTH CAROLINA 

— MAY 21-24, 2016.

C.A.R.E. MEMBERS INCLUDE: RESORT DEVELOPERS • PROPERTY MANAGERS • SERVICE PROVIDERS • TRAVEL CLUBS • TRAVEL AGENCIES • WHOLESALERS

30 years
of building trust, 
exchanging ideas,  
and creating opportunities 
for those who love 

to vacation.

Joining Forces to Deliver Outstanding Vacation Services

ARDA’s Sales, Marketing & Technology 
Forum Revisited

ARDA’s technology-centric Sales, Marketing and
Technology Forum was standing room only with
about 150 attendees. Their objective of the Forum
was to utilize technology to develop marketing and
sales programs that will appeal to our next genera
tion of purchasers. Recent timeshare buyers are
more likely to be from the Gen X and Millennial
generations, individuations who grew up being con
nected digitally.

Twelve steps of the marketing and sales process
were defined with each discussion group assigned to
develop or design one step of the process, utilizing
technology that may or may not be available today.
Groups then brainstormed to generate a list of po
tential challenges that could benefit from a technol
ogy solution, along with possible negative impact.

One of the groups covered the one-on-one sales
professional and tour. Discussions included an
emphasis on matching the needs of the buyer to
the right product. When the wrong product is sold,
this affects the long-term loyalty of the buyer. Sales
should also ensure that comprehensive consumer
infor tips of the sales person so
they can leverage it during the sales presentation.
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Forum attendee Eva Esteban RRP, VP of Organi
zational Development for Diamond Resorts, shared
that her company is always hungry for new data and
believes in utilizing research, incorporating it within
internal campaigns to emphasize the importance of

Also in the audience, Keith Parent, Director of Op
erations for Daily Management. Inc. said he plans to
take a new approach to encourage their employees
to take their full vacation time.

To learn, at no cost, how Meridian can work for you, please contact:
Greg Sheperd, president, at 866.294.7120, extension 6705; GSheperd@merid.com

Zaida Smith, vice president, international sales, at 866.294.7120, extension 6747;
ZSmith@merid.com

Meridian is a veteran of the vacation
ownership industry. We understand the
impact of bad debt, as well as the
importance of keeping your owners’
accounts current, and preserving their
confidence in the purchase decision.

Meridian Financial Services is a sophisticated
third-party collection agency able to service whole and partial portfolios. 

Services include:

• Full-Service Collection   
Agency for Domestic and 
International Clients

• No-Cost-to-Client
Recovery Program

• Customized Industry
Collection Strategies

• Credit Reporting
• Skiptracing
• Online Services
• Credit & Collection

Consulting

C.A.R.E. MEMBERS INCLUDE: RESORT DEVELOPERS • PROPERTY MANAGERS • SERVICE PROVIDERS • TRAVEL CLUBS • TRAVEL AGENCIES • WHOLESALERS

ARDA’s Sales, Marketing & Technology 
Forum Revisited

ARDA’s technology-centric Sales, Marketing and
Technology Forum was standing room only with
about 150 attendees. Their objective of the Forum
was to utilize technology to develop marketing and
sales programs that will appeal to our next genera-
tion of purchasers. Recent timeshare buyers are
more likely to be from the Gen X and Millennial
generations, individuations who grew up being con-
nected digitally.

Twelve steps of the marketing and sales process
were defined with each discussion group assigned to
develop or design one step of the process, utilizing
technology that may or may not be available today.
Groups then brainstormed to generate a list of po-
tential challenges that could benefit from a technol-
ogy solution, along with possible negative impact.

One of the groups covered the one-on-one sales
professional and tour. Discussions included an
emphasis on matching the needs of the buyer to
the right product. When the wrong product is sold,
this affects the long-term loyalty of the buyer. Sales
should also ensure that comprehensive consumer
information is at the fingertips of the sales person so
they can leverage it during the sales presentation.

Another technology-related sales tip is to send some
type of online communication to guests before they
arrive for their tour. Sales agents must believe in
their product when they are bombarded with infor-
mation consumers obtain online, otherwise they will
lose confidence in what they are selling. It is impor-
tant for all corporate systems to be able to talk to
each other as some of the information gleaned after
the tour will help discover the real reason a person
did not buy.

Content is the new currency for dialog with the
consumer. If they don’t trust the seller, the consumer
won’t purchase. It is up to the sales team to instill
that trust. This is even more important considering
that 15 million people refer to social media before
making a purchase and 92% of people trust recom-
mendations from people they know.

Consider, too, that 86% of Millennials own a smart
phone and have instant access to information about
the vacation ownership product and various compet-
ing resorts.

Anna Sosinsky Witek, Partner Relations/Market-
ing for Welk Resorts added, “With the ever evolving
consumer who is technologically savvy, there is a

clear need for utilizing technology at every level of
the sales process.”

After the Forum, Heith Doyle, Director of Sales for
VSA Resorts said, “Identifying the technologies to
handle today’s challenges in our industry is a must.
An agent needs tools to be able to overcome mis-
conceptions.”

Technology changes how a consumer makes a pur-
chase and provides the business with an opportunity
to better deliver on their product. Concludes Jim
Monoyudis, RRP, Senior VP of Somerpointe Resorts,
“Technology transparency will make value greater
than price.”

Marge Lennon has been a publicist and 
writer for the timeshare industry for over three 
decades. Her byline appears frequently in 
industry publications. She most enjoys writing 
articles that are “interview driven” and writing 
ARDA award nominations, with an impressive 
track record of wins over the years. 
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SOLUTIONS  -  INDUSTRY EXPERTISE
Capital One

SUPPLIER PROFILE

You’ve been active as a lender in the vacation
ownership industry for a long time. Can you
tell us a little about yourself and Capital One’s
goals and objectives?

I started on the ground floor in receivables-based
financing more than 30 years ago. Since then, I’ve
worked my way up specializing in the vacation-
ownership industry. The industry has come a long
way since then, with many twists and turns, and
I’m excited to see how it continues to evolve.

As a lender, my goal is to build true partnerships
with our clients. We want to provide exceptional
flexibility and a number of banking solutions to
help clients meet their financial needs.

What is the scope of your business right now?
For example, are you involved only with major
developers? Involved in securitizations?

We work with all types of developers, both big
and small, primarily focused on notes receivable
financing, as well as inventory and construction
loans. As a part of Capital One, we can easily
scale a number of financial solutions to grow with
our clients as they reach their financial goals.

We are involved in securitizations and have been
working with our Asset-Backed Finance Group
here in Capital One to continue evolving in that
area. This is just one great example of how we are
putting the full capabilities of Capital One to work
for our clients.

Does Capital One ever get involved with other
lenders in a transaction?

It depends on the transaction, but we regularly
work with other lenders both by bringing them in
on our transactions and by participating in syndi-
cations.

What type of new business are you looking
for? i.e., developers only? HOAs? US only?
Would you consider international? And what
would you see as minimums and maximums?

Our primary business is focused on U.S.-based
developers. We are exploring HOAs and some
international business where it makes sense for
us including in the Caribbean. We work within a
wide variety of parameters and therefore do not
consider definitive minimums or maximums when
reviewing potential deals. For us, it is more about
finding the right partnership.

What advantages do your clients have since
you are backed by a large lending institution?

As a large financial institution, Capital One offers
great stability and flexibility for clients. We have a
deep bench of expertise in this industry, and we
are here for the long haul. In addition, our cost
of capital is low, and we bring a wide variety of
products and services to meet our client’s needs
– everything from receivables loans to treasury
management services and corporate credit cards.

What considerations should potential borrow-
ers make when choosing a financial partner?

It’s important to choose a lender with experience
in this industry who can provide trusted guidance
and financial solutions. Look at the breadth of
services offered as well as their ability to provide
new services as your company evolves. Ultimately,
lenders should be partners with a vested interest
in their clients’ success.

James M. Casey is a senior vice president and managing director
of Commercial and Specialty Finance at Capital One. In this role,
Mr. Casey leads the bank’s vacation ownership lending platforms,
which provide notes receivable and other financing products to 
resort developers.

What do you see as the primary
opportunities and challenges for
the industry in 2016?

We are seeing increased access to
financing and strong liquidity in many
sectors including the vacation owner-
ship market. Across the industry, we
have seen new sources of funding
such as non-bank entities and private
equity become available to borrow-
ers. I think this is a great indicator
of the growth and stability within the
industry. According to our most recent
vacation ownership survey conducted
at the ARDA World conference, 94 per-
cent of industry professionals expect
general interest in timeshares to be
stronger or on par with the past year.

In addition, the survey pointed toward
the continued popularity of points-
based structures and travel club mem-
berships amongst consumers. Other
trends gaining momentum include
developers moving to new and emerg-
ing markets (20 percent) and adapting
developments to attract younger, mil-
lennial vacationers (20 percent).

Oversupply of resale inventory (31
percent) and overheating sales and
marketing costs (30 percent) were
identified as the top challenges for the
timeshare industry this year. In addi-
tion, 68 percent of respondents identi-
fied sales as the most competitive area
in the timeshare industry, a dramatic
jump from 30 percent in 2014.



The Resort Professionals’ monthly News Journal since 1987 931-484-8819 | www.ResortTrades.com | Dec 2015 | 23

Fastest, Lowest-cost Non-judicial Foreclosure
Available in Florida, Service expanding to South 
Carolina, Nevada, Colorado, New England states. 
Satisfaction rates are 100 percent positive with 
clients reporting the fastest resolution of their 
files within six months with NO ADD ON FEES 
of any kind! Service available to homeowner 
associations, management companies, developers, 
and lenders. 

References and testimonials available upon request.

Cunningham Asset Recovery Services (CARS)

Timeshare Non-judicial Foreclosure

Contact Kevin Mattoni: Kevin@VacationFla.com; 800-333-7335.
Visit www.timesharenonjudicialforeclosure.com.

Software is simply the Best!

Jack Chevrier, President
staySky Vacation Clubs
Orlando, Florida

Schedule a Complimentary Demonstration
+1.305.858.9505 www.spiinc.com info@spiinc.com

Hablamos espanol~

“Partnering with SPI is one of the best
decisions we have ever made! SPI Orange
is simply the best timeshare software in the
marketplace.

I have worked with numerous software
companies over the years and have found that
SPI delivers on the promise.

If you are looking for personal, attentive,
experienced software partners, I highly
recommend SPI.”

Coming to work is a pleasure  
at Grand Pacific Resorts.  
That’s because our commitment to 
enriching lives extends to our associates 
and their communities. Since we began 
more than 30 years ago, our passion for 
associate growth and giving back remains 
stronger than ever.

“I feel empowered to make a difference.”
– Amanda D.    

General Manager & Sustainability Lead

Enriching Lives 
     by creating experiences 
            Worth 
    Sharing

Learn more about our unique culture at  
GrandPacificResorts.com/Careers-Culture.
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supplier directory
ACCOUNTS RECEIVABLE, LENDING 

AND MERCHANTS ACCOUNT

Merchants Accounts
415 N. State Street
Litchfield, IL 62056 USA
Phone 1: 877-281-3649
FAX: 877-281-3652
Email: mrktg01@yahoo.com
Website: www.yourfinancialservices.net
Specialty: Merchant accounts for every 
need including Time Share, Travel Club and 
Telemarketing. We are not a third party processor 
or a consolidator, or escrow. Accounts receivable 
lending, accounts as small as $50,000. Management 
collections and receivables billing, and reporting.

APPLIANCES

Kenyon International, Inc
P.O. Box 925
Clinton, CT 06413
Phone 1: (860)664-4906
FAX: (860)664-4907
Email: sowens@cookwithkenyon.com
Website: www.cookwithkenyon.com
Specialty: Kenyon International, Inc. is the world’s 
leading manufacturer of specialty cooking appliances 
for residential and recreational use. Kenyon’s 
compact and sustainable ceramic cooktops, in 
traditional knob and Lite-Touch™ control models, 
in one or two burners, are available in your choice 
of 120, 208, or 240 Volts. Kenyon’s All Seasons™ 
Electric Grills are flameless, smokeless and safe 
for cooking indoors or out. All products designed 
and built in Clinton, CT and backed by a 3-year 
warranty. BIM objects available. Visit us at www.
CookWithKenyon.com.

BATHROOM & KITCHEN FIXTURES

Hotel Vanities International, LLC
5514 Stockwell Ct
Indianapolis, IN 46237
Phone 1: (317)831-2717
FAX: (317)787-1135
Email: chris@hotelvanities.com
Website: www.hotelvanities.com
Specialty: Hotel Vanities International offers a broad 
line of products for the kitchen and bath areas and 
beyond. Focusing on the Hospitality and Multi-
Family industries, we offer vanity and kitchen tops, 
furniture quality wood and laminate bases, kitchen 
and bath cabinets, shower and tub wall surrounds, 
plumbing fixtures and accessories.

BUSINESS INTELLIGENCE

Count©

by

Customer

c

CustomerCount
3925 River Crossing Parkway, Suite 60
Indianapolis, IN USA
Phone 1: 317-816-6000
FAX: 317-816-6006
Email: bobkobek@customercount.com
Website: www.customercount.com
Specialty: CustomerCount℠ is a flexible online 
customer feedback solution providing intuitive real 
time reporting, fast turnaround on updates, detailed 
and dynamic data gathering with comprehensive 
reporting for process improvement and customer 
loyalty to improve your bottom line.  
It is the only feedback system designed specifically 
for the timeshare industry and is capable of 
segmenting satisfaction report data for any and all 
prospect, owner and guest touch points.

CERTIFICATE FULFILLMENT

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Contact: Thomas Pranger
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.

CLEANING SERVICES

Jani-King International Inc.
16885 Dallas Parkway
Addison, TX 75001 USA
Phone 1: 800-552-5264
Phone 2: 972-991-0900
Email: dtucker@janiking.com
Website: www.janiking.com
Contact: David Tucker, Hospitality Division 
Director, ext 136
Specialty: Jani-King, the leader in contracted 
housekeeping services provides comprehensive 
cleaning services to the hotel/timeshare industry. 
Jani-King takes care of your housekeeping needs so 
you can take care of what’s really important; your 
guests.

MasterCorp Inc.
3505 North Main Street
Crossville, TN 38555 USA
Phone 1: 800-489-1718 ext. 4403
FAX: 931-484-1775
Email: r.hale@mastercorpinc.com
Website: www.mastercorpinc.com
Contact: Russ Hale
Specialty: Specialty: With over three decades of 
service, MasterCorp is the premier provider of 
housekeeping services to the resort timeshare 
industry. MasterCorp is a trusted, professional 
partner with: 
• The 7 Steps to Clean™ process  
• Proven consistency 
• A quality-audit readiness & inspection system 
• The MasterMind™ housekeeping management app  
• Staffing – forecasting, recruiting, retention 
• E-verify and staff background checks 
• Integrated staff training & development  
• Laundry management 
• Carpet, upholstery and drapery cleaning 
• Detailed maintenance cleaning 
• Award-winning management 
• A culture of cleanliness, timeliness, & caring 
“The Most Trusted Name in Resort Housekeeping”

The Resort Trades publication is an 
integral part of our B2B marketing 
and advertising campaigns. Travel 
Incentives and Tour Generation are 
highly competitive industries and the 
Resort Trades have helped us maintain 
our competitive edge by working with 
us on desired ad placement, last minute 
changes as well as pre and post ARDA 
marketing campaigns.

Randy Fish, ARP -Vice President of 
Marketing, Holiday Travel of America 

Resort Trades  
Testimonial

CLEANING SERVICES

Premier Hospitality Services
1994 E Sunrise Blvd Suite 260
Fort Lauderdale, FL 33304 USA
Phone 1: (954)594-4470
Email: frankpremier15@icloud.com
Website: www.premierhospitalityservices.com
Contact: Frank Falcone
Specialty: Premier Hospitality Services has developed 
systematic cleaning and inspection processes that 
insure every guest room or villa is thoroughly and 
efficiently cleaned. When you partner with Premier 
you will be provided with the following: 
• Turn-Key Housekeeping Service 
• Dedicated Team of Supervisors 
• Best Trained Cleaning Specialists 
• Property Assessment 
• Departure Cleaning 
• Traffic Area Cleaning 
• Critical Cleaning Program 
• Property Maintenance Reports 
• Inventory Control 
• Customized Laundry and Linen Management 
• Proprietary Disinfectant 
Renovation Services: For renovation needs, 
Premiere provides top level professionals for 
demolition or post-construction clean-up...inventory 
is restored quickly.

CLIENT GENERATION

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: (760)431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 
1988. We have every travel incentive imaginable 
and if we don’t, we’ll customize a premium to allow 
you to maximize your marketing. Our products 
are user-friendly and designed to comply with the 
toughest consumer laws in the U.S. We are a BBB 
A+ Accredited Business. Let us assist you in tour 
premiums, first day incentives and exit programs. 
Brand new online reservation request platform is 
available July 1, 2015.

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Website: www.logicall.net
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.
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We certainly find a lot of value in your 
publication, and of course love work-
ing with you! It’s a great publication to 
reach industry professionals. Our staff 
loves to read all of the articles and the 
advertisements so we can stay on top 
of industry trends and learn about new 
vendors.

Hatton Gravely, SPM Resorts

CLIENT GENERATION

RSI Vacations
150 Governor’s Square
Peachtree City, GA 30269
Phone 1: 770-486-1181 Office
Phone 2: 386-679-0459 Mobile
Email: ctlynch1@gmail.com
Website: www.RsiVacations.com
Contact: Todd Lynch
Specialty: With over 34 years of experience in the 
travel space, RSI Vacations is a leading provider 
of private-branded Leisure Lifestyle and Travel 
Benefits. 
Our proprietary benefits include four unique 
Getaways Programs, each of which offers 
outstanding value on such things as Hotels, Cruises, 
Packaged Vacations and Resort Condos. 
So, whether you plug our benefits into your 
timeshare, points or travel club offering, the result 
is the same… Higher VPG’s, lower Rescission, and 
better Owner Satisfaction and Retention. 
RSI Vacations – Routinely Amazing!

COLLECTION SERVICES

Blackwell Recovery
4150 North Drinkwater Boulevard, Ste. 200
Scottsdale, AZ 85251 USA
Phone 1: (800) 685-8736
Phone 2: 480-214-2995
FAX: (480) 281-3135
Email: kderry@PowerOfConcord.com
Website: www.PowerOfConcord.com
Contact: Kyle Derry, Director of Operations and 
Business Development
Specialty: Blackwell Recovery offers a fresh 
approach to getting delinquent owners back on 
track by combining innovative technology solutions 
with a diverse set of efficient collection strategies. 
Blackwell is results-oriented and offers a recovery 
performance that is among the highest in the 
industry. 
Collections: 
• Customized strategies designed for maximum 
recovery 
• FDCPA & State Regulations Compliance 
• Skip Tracing 
• Bilingual Collections Staff 
• Dedicated Compliance Officer 
• PCI Compliant 
• Leading edge technology and Disaster Recovery

Conrad Companies
476 West Vermont Avenue
Escondido, CA 92025 USA
Phone 1: 800-8-CONRAD
FAX: 760-735-5020
Email: sales@conradco.com
Website: www.ConradCo.com
Motto: “Every client is unique and vitally important”
Specialty: For over 25 years, Conrad has provided 
a “one stop shop” for all aspects of receivable 
management, from point of sale to servicing, 
purchasing, default collections and litigation.  
The Conrad Companies consists of: 
• Conrad Credit Corporation (CCC), a national 
collection agency 
• Conrad Acceptance Corporation (CAC), a 
consumer finance and servicing company 
• Approval One, a state wide collection agency 
• Conrad Asset Team, a company that provides 
litigation services

Thank you for everything, we are start-
ing to get responses to our Ad already! 

Warren Smith, Vice President,  
Cranberry Waterfront Suites
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Meridian Financial Services Inc.
1636 Hendersonville Rd Ste 135
Asheville, NC 28803 USA
Phone 1: (866)294-7120 ext. 6705
FAX: (828)575-9570
Email: gsheperd@merid.com
Website: www.merid.com
Contact: Gregory Sheperd
Specialty: Industry specific receivables management 
services for timeshare/recreational real estate.
• Loan Servicing
• Dues Billing Services
• Third Party Collections
• Multilingual
• Fixed Fees We pay all the costs
• All assessments (interest, late fees, costs of 
collections are paid to 
• Customized procedures.

ResortCom International L.L.C.
6850 Bermuda Road
Las Vegas, NY 89119 USA
Phone 1: 6196832470
FAX: 619-683-2077
Email: odiliar@resortcom.com
Website: www.resortcom.com
Contact: Odilia Guiant
Specialty: 3 decades of experience. ResortCom, 
the industry leader in portfolio management and 
collections consistently provides top performing 
portfolios and the lowest cancellation rates. 
Working with 250,000 members/owners we process 
over $500 million in credit card transactions 
annually. Our Las Vegas-based contact center is 
staffed with a team of multi-lingual professionals 
who use an award-winning CRM system to deliver 
service excellence. We offer a range of cutting-edge 
services and a flexible, customizable platform to 
maximize your success.

Automate Your Estoppel
Processing and Save

Timeshare Pro Plus -- cloud-based title
services software -- speeds up the transfer
process and virtually eliminates paperwork
for HOAs, management companies and
resort developers.

RequestMyEstoppel.com is a subsidiary of TimeshareProPlus.com, creators
of the only online title and related services softw
for timeshare resort operators. Each TimeshareProPlus module is available
as a standalone, cloud-based portal, which is customized to meet your
requirements. Call (800) 973-3316 or email Crystal O’Berry, at
crystal@TimeShareProPlus.com for a free, non-obligatory demo.

Reduce approximately 75 percent of your
staff’s time. iPhone, tablet and mobile
device-ready, cloud-based system.
Customized for your resort.

Visit www.requestmyestoppel.com
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outstanding value on such things as Hotels, Cruises, 

Motto: “Every client is unique and vitally important”

COLLECTION SERVICES

Meridian Financial Services Inc.
1636 Hendersonville Rd Ste 135
Asheville, NC 28803 USA
Phone 1: (866)294-7120 ext. 6705
FAX: (828)575-9570
Email: gsheperd@merid.com
Website: www.merid.com
Contact: Gregory Sheperd
Specialty: Industry specific receivables management 
services for timeshare/recreational real estate. 
• Loan Servicing 
• Dues Billing Services 
• Third Party Collections 
• Multilingual 
• Fixed Fees We pay all the costs 
• All assessments (interest, late fees, costs of 
collections are paid to client). 
• Customized procedures.

ResortCom International L.L.C.
6850 Bermuda Road
Las Vegas, NY 89119 USA
Phone 1: 6196832470
FAX: 619-683-2077
Email: odiliar@resortcom.com
Website: www.resortcom.com
Contact: Odilia Guiant
Specialty: 3 decades of experience. ResortCom, 
the industry leader in portfolio management and 
collections consistently provides top performing 
portfolios and the lowest cancellation rates. 
Working with 250,000 members/owners we process 
over $500 million in credit card transactions 
annually. Our Las Vegas-based contact center is 
staffed with a team of multi-lingual professionals 
who use an award-winning CRM system to deliver 
service excellence. We offer a range of cutting-edge 
services and a flexible, customizable platform to 
maximize your success.

COLLECTION SERVICES

Zealandia Capital, Inc.
47 College Street
Asheville, NC 28801 USA
Phone 1: 828.348.2511
Email: jsimes@zcapservices.com
Website: www.zcapservices.com
Contact: Julie Simes, President
Subhead: Listen. Connect. Collect.
Specialty: Zealandia Capital is a fully-bonded 
progressive leader in managing consumer debt 
collection and loan servicing. 
SERVICES: 
• Billing, payment processing, and early/late stage 
collections 
• Adaptive reporting and data analytics 
• Continual FDCPA/Customer Service Training 
• Certified Professional Collections Specialist 
• Compliance Team on Staff 
• Annual SSAE 16 SOC I Type II Audit Report 
• Skip Tracing 
“The strength of the team is each individual 
member. The strength of each member is the team.”  
-Phil Jackson

For many years, my clients have adver-
tised in the Resort Trades with tre-
mendous success. The publications are 
widely read and widely respected with-
in the timeshare industry. The Resort 
Trades has also been of great assis-
tance to my clients by helping print our 
press releases and photographs. They 
are an integral part of any public rela-
tions and advertising plan I suggest to 
clients.” 

Marge Lennon  
President Lennon Communications Group  
Fort Myers, FL • 239-482-3891 
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COMPUTERS AND SOFTWARE

Advanced World Concepts Inc.
2237 Del Mar Scenic Parkway
Del Mar, CA 92014 USA
Phone 1: 858-755-8877
FAX: 858-755-2754
Email: sales@prasystem.com
Website: www.prasystem.com
Contact: Bill Chaffee
Specialty: The PRA System is the only reserve 
management plan preparation software that has 
been evaluated by a CPA firm for accuracy of 
calculations while meeting AICPA requirements for 
reporting. The system is designed to complement 
properties with different ownership formats and 
contribution calculations. 
The system is Internet based for data access 
anywhere and delivers unique navigation, tracking, 
analysis tools, reports and charts that set the 
standards for reserve management. It guides the 
user to a desired solution without the need of 
software or accounting knowledge producing the 
most optimized contribution. What normally would 
take weeks to produce can now be done in hours.  
The conscientious and professional choice of 
Starwood Vacation Ownership, Club Melia, Welk 
Resort Group, Vacation Resorts International and 
Island One Resorts.

It was a pleasure speaking with you last 
week. We are extremely pleased with The 
Resort Trades publication. We have grown 
together over the years and we enjoy their 
professionalism. Thank you for doing a 
great job for us.

EMCC, Inc./RMI/Equiant
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COMPUTERS AND SOFTWARE

Magna Timeshare Software
3956 Town Center Boulevard #569
Orlando FL, FL 32837 USA
Phone 1: 4073522402
FAX: 4073528836
Email: sales@magna.net
Specialty: Timeshare Software..Enter Data..Print 
Contracts..See Reports..EASY!!!.. - Work Flow 
Application software. Real time web based KPI 
Reports..Each part of the process is connected 
to the other so you have transparency through 
out the marketing, sales, post sales operations 
and administration divisions.. with over 30 years 
of timeshare industry knowledge, MAGNA’s core 
program shows you the analytics you need instantly..
Track tours. 
Track sales. Print SMART documents. Automate 
commissions. Manage mortgage portfolios.

Merlin Software
CTV House Lapouquelaye
Shelter Jersey,
Phone 1: +44 870 803 4418 Tel UK
Phone 2: 1 646 233 3503 Tel USA
Email: mikea@quickmerlin.com
Website: www.quickmerlin.com
Specialty: Merlin provides the complete software 
service for today’s vacation ownership industry 
– whatever the age and size of the resort or the 
product sold. With specific solutions for HOA-
run legacy resorts, club-based operations and 
larger, in-sale developments, Merlin is accessed 
over the Internet without expensive servers or 
communication links. Merlin’s modules include 
sales, marketing, accounting, management fee 
billing, property management and reception - and 
it can work with your website to offer live online 
payments and reservations.

Automate Your Estoppel
Processing and Save
Time/Paper/Postage

Timeshare Pro Plus -- cloud-based title
services software -- speeds up the transfer
process and virtually eliminates paperwork
for HOAs, management companies and
resort developers.

RequestMyEstoppel.com is a subsidiary of TimeshareProPlus.com, creators
of the only online title and related services software designed specifically 
for timeshare resort operators. Each TimeshareProPlus module is available
as a standalone, cloud-based portal, which is customized to meet your
requirements. Call (800) 973-3316 or email Crystal O’Berry, at
crystal@TimeShareProPlus.com for a free, non-obligatory demo.

Reduce approximately 75 percent of your
staff’s time. iPhone, tablet and mobile
device-ready, cloud-based system.
Customized for your resort.

Visit www.requestmyestoppel.com
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COMPUTERS AND SOFTWARE

TrackResults Software
5442 South 900 East Suite 203
Salt Lake City, UT 84107 USA
Phone 1: 888-819-4807
Email: sales@trackresults.net
Website: www.trackresults.net
Contact: Drew Reynolds
Specialty: TrackResults. All the KPI you ever need, 
available at your finger tips, in seconds not days.  
· Secure web-based reporting software for your Sale 
Centers and marketers.  
· Web based Manifesting displays instant real-time 
results on your secure, private web-page.  
· Generate reports that focus on how to increase 
VPG on tours while reducing costs.  
· No installation, equipment or IT department 
required. 
TrackResults in designed and managed by a team 
with over 50 years of resort industry experience to 
be easy to use, fool-proof and completely intuitive. 
TRS makes your sales and marketing data simple to 
analyze at a glance. 

CREDIT CARD PROCESSING

Customized Solutions LLC
400 East Main Street, Suite 306
Bowling Green, KY 42101 USA
Phone 1: (317) 524-2244
Email: bill@customizedsolutionsllc.com
Contact: Bill Cordray
Specialty: Customized Solutions LLC is the only 
company in the timeshare industry dedicated solely 
to competitive pricing and leading edge technology 
in processing credit card transactions. We provide 
unique access to multiple domestic and international 
payment processing providers. We can integrate 
to any existing software platform to lower costs, 
increase profitability and enhance the data security 
of your consumer transactions. Company principals 
have over 70 combined years of timeshare industry 
experience.

CRUISE PROGRAMS

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: 760-431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 
1988. We have every travel incentive imaginable 
and if we don’t, we’ll customize a premium to allow 
you to maximize your marketing. Our products 
are user-friendly and designed to comply with the 
toughest consumer laws in the U.S. We are a BBB 
A+ Accredited Business. Let us assist you in tour 
premiums, first day incentives and exit programs. 
Brand new online reservation request platform is 
available July 1, 2015.

Over the past three years I have adver-
tised with the Resort Trades several 
times. On each occasion the response 
has exceeded expectations. Our cur-
rent ad has generated over ten viable 
employee prospects in less than 36 
hours. Kristie and Jack are simply the 
best to work with. They know this 
business and add excellent expertise 
in designing and writing ads. Thanks 
Resorts Trades.

Steve Drummond  
President of Destiny Resorts, Inc.
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DEVELOPER TRADE GROUPS

Resort Developers Association
PO Box 99
Valentine, VA 23887
Phone 1: (800)899-9961
FAX: (888)320-3843
Email: missy@resortsofdistinction.com
Website: www.resortdevelopersassociation.com
Contact: Melissa House
Specialty: RDA is committed to promoting the 
industry for the benefit of its members and the 
public, providing a forum for the exchange of 
ideas important to the industry, setting ethical and 
operational standards, and otherwise providing for 
the growth, stability, and betterment of the industry. 
RDA operates Resorts of Distinction - the only 
reciprocal program founded, owned and managed 
by resort owners, for the benefit of participating 
Resort Owners.

DIRECT MAIL AND MARKETING

iMDirect Marketing
1 East Washington Street, Suite 500
Phoenix, AZ 85004 USA
Phone 1: 844.253.3165
Email: mgomez@imdirectmarketing.com
Website: www.imdirectmarketing.com
Contact: Maria Gomez
Specialty: iMDirect Marketing is a full-service 
direct response and performance marketing agency 
specializing in customer acquisitions programs. Our 
consumer data lists will increase your direct mail 
response. We can assist you with your internal 
marketing processes, design a direct mail campaign 
managing the entire process and we will get you 
desired results. We offer Consumer & Speciality 
Mailing Lists, Timeshare lists, Basic Mailing Lists, 
Email Marketing, Online Lead Generation. Let us do 
the hard work for you.

IMS
1328 Capouse Ave
Scranton, PA 18509
Phone 1: 570-814-0749
Email: skelly@nepasonic.com
Contact: Sean Kelly
Specialty: IMS has been providing qualified sales 
prospects to the Timeshare and Travel Club 
industry for over 15 years. Don’t settle for 
inconsistent tour flow or average VPG’s, our 
customized, turn-key marketing campaigns are 
designed to produce buyers. 
IMS owns and operates its own call center and 
mail house giving you the flexibility to move on 
the fly and the opportunity to save money. All 
calls recorded for quality assurance. Track Results 
Certified Marketer. Call today and increase your 
VPG’s immediately.

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Website: www.logicall.net
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.

ESTOPPEL PROCESSING

RequestmyEstoppel.com
924 West Colonial Dr
Orlando, FL 32804 USA
Phone 1: (407)447-9100
FAX: (407)373-7465
Email: Dave@requestmyestoppel.com
Website: www.RequestmyEstoppel.com
Specialty: Automate Your Estoppel Processing and 
Save Time/Paper/Postage. 
Reduce approximately 75 percent of your staff’s 
time. 
iPhone, tablet and mobile device-ready, cloud-based 
system. 
Customized for your resort. 
RequestMyEstoppel.com is a subsidiary of 
TimeshareProPlus.com, creators of the only 
online title and related services software designed 
specifically for timeshare resort operators. 
Each TimeshareProPlus module is available as a 
standalone, cloud-based portal, which is customized 
to meet your requirements. Call (800) 973-3316 
or email Dave@Requestmyestoppel.com for a free, 
non-obligatory demo.

EXCHANGE COMPANIES

Dial An Exchange LLC
7720 N 16TH ST STE 400
Phoenix, AZ 85020 USA
Phone 1: 800-468-1799
Phone 2: 602-516-7682
FAX: 602-674-2645
Email: michelle.caron@daelive.com
Website: www.daelive.com
Contact: Michelle Caron
Specialty: Simple, no fuss exchange service with a 
priority on personal service for the consumer. We 
offer members and business partners:  
•A free membership option 
•A Gold Advantage membership option 
•24 hour access to live worldwide inventory  
•Prepaid exchange voucher programs 
•Prepaid bonus week voucher programs 
•Revenue share programs 
•A Brandable exchange platform that can be used as 
a compliment to any internal exchange program

Hawaii Time Share Exchange
Po Box 1077
Koloa, HI 96756 USA
Phone 1: (866) 860-4873
FAX: (808) 742-0128
Email: info@htse.net
Website: www.htse.net
Specialty: HTSE is a full service exchange company 
specializing in Hawaii exchanges, rentals and travel.  
Our vacation counselors are available to help YOU 
get the best use of your timeshare week with 
personalized service.  
Offices located on Kauai, Oahu and our newest 
location Seattle, WA.  
*Live inventory available on our website 
*Bonus week program for Hawaii owners 
*Low membership and exchange fees 
*Access to popular resort destinations around the 
world 
*Exchanges with ALOHA

DID
 YOU

 KNOW?
Did you know most 
lipsticks contain fish 
scales?

EXCHANGE COMPANIES

Resort Travel & Xchange
521 College St
Asheville, NC 28801 USA
Phone 1: 828-350-2105 Ext. 4448
Email: cviolette@rtx.travel
Website: www.rtx.travel
Contact: Corina J. Violette, Director of Resort 
Partnerships
Specialty: Resort Travel & Xchange (RTX) is 
a timeshare and vacation ownership exchange 
company based in Asheville, N.C. RTX works with 
a number of resorts and developers to provide the 
best exchange options possible to its members. In 
addition to exchange services, RTX offers a number 
of travel benefits and discounts to members. 
Additionally, RTX provides low-cost benefits to 
partners including opportunities for rental income 
through assistance with resort inventory. RTX has 
approximately 70,000 members.

Sumday Vacations
14788 Business 13
Branson West, MO 65737 USA
Phone 1: (417)272-1629
FAX: (417)272-1645
Email: steve@sumdayvacations.com
Website: www.sumdayvacations.com
Specialty: Sumday Vacations offers a hassle free, 
professional equity trade in service for any sales 
team. We have been in business since 2001 and 
conduct several thousand transfers on an annual 
basis.  
We transfer timeshares, land lots, vacation clubs and 
RV/Camping memberships. 
We have a staff of over 35 here to serve your 
clients. Contact us Today! 
417-272-1629 Ask for Steve McLoud or Doug 
Walker.

HOSPITALITY FURNISHINGS

INDON International
1621 Alden Rd
Orlando, FL 32803
Phone 1: (800)448-0896
Email: rick@indon.biz
Website: www.indoninternational.com
Contact: Rick Gursky
Specialty: Indon is a global producer of custom 
furniture for hotels, casinos, resorts and restaurants. 
We are design and quality driven, offering a diverse 
range of custom product capabilities.  
We work with your specifier’s specs and images to 
provide a quote. Upon approval we’ll develop and 
produce your furniture from manufacturing CAD’s, 
a production schedule and project status report. 
Your order will be managed through its entirety by 
one of our project managers.

Since the very first days of International 
Cruise & Excursions, Inc., (ICE) The Resort 
Trades has been a tremendous resource for 
our continued growth and recognition, pro-
viding us with both a forum and a source 
of important information. In less than 10 
years, we have grown from a pioneering 
concept to a multi-million dollar organiza-
tion and The Resort Trades has been there 
every step of the way. We have benefited 
greatly from our nearly decade-long rela-
tionship with them and look forward to 
continuing our valuable association for 
years to come. As we enter new markets 
and develop new products we know we 
can count on The Resort Trades to be an 
outstanding industry resource.

Buffy Jones ICE
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Hospitality Resources & Design Inc
919 Outer Road
Suite A
Orlando, FL 32814 USA
Phone 1: 407-855-0350
FAX: 407-855-0352
Email: rich@hrdorlando.com
Website: www.hrdorlando.com
Contact: Richard Budnik
Specialty: Hospitality Resources & Design is 
a licensed interior design firm with in-depth 
knowledge and experience in all segments of the 
hospitality industry. Their services include interior 
design, LEED AP, kitchen & bath design, purchasing, 
project management and installation. They are 
active members of ARDA and its Chairman’s 
League where they have won numerous interior 
design awards for their creativity. Their mission as 
a company is to provide exceptional service and to 
exceed their client’s expectations.

Jani-King International Inc.
16885 Dallas Parkway
Addison, TX 75001 USA
Phone 1: 800-552-5264
Phone 2: 972-991-0900
Email: dtucker@janiking.com
Website: www.janiking.com
Contact: David Tucker, Hospitality Division 
Director
Specialty: Jani-King provides housekeeping and 
cleaning services to timeshares/resorts worldwide. 
Jani-King is trusted by industry leaders for our 
commitment to owners and guests’ satisfaction. 
Our superior quality control system ensures 
accountability on our side so that your resort 
receives unmatched service.

MasterCorp Inc.
3505 North Main Street
Crossville, TN 38555 USA
Phone 1: 800-489-1718 ext 4403
FAX: 931-484-1775
Email: r.hale@mastercorpinc.com
Website: www.mastercorpinc.com
Contact: Russ Hale
Specialty: Specialty: With over three decades of 
service, MasterCorp is the premier provider of 
housekeeping services to the resort timeshare 
industry. MasterCorp is a trusted, professional 
partner with:
• The 7 Steps to Clean™ process
• Proven consistency
• A quality-audit readiness & inspection system
• The MasterMind™ housekeeping management app
• Staffing – forecasting, recruiting, retention
• E-verify and staff background checks
• Integrated staff training & development
• Laundry management
• Carpet, upholstery and drapery cleaning
• Detailed maintenance cleaning
• Award-winning management
• A culture of cleanliness, timeliness, & caring
“The Most Trusted Name in Resort Housekeeping”

Did you know the lon
gest recorded flight of a 
chicken was 13 seconds?
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a number of resorts and developers to provide the 

addition to exchange services, RTX offers a number 

We transfer timeshares, land lots, vacation clubs and 

furniture for hotels, casinos, resorts and restaurants. 
We are design and quality driven, offering a diverse 

We work with your specifier’s specs and images to 

uce your furniture from manufacturing CAD’s, 

Your order will be managed through its entirety by 

HOSPITALITY INTERIOR DESIGN

Hospitality Resources & Design Inc
919 Outer Road
Suite A
Orlando, FL 32814 USA
Phone 1: 407-855-0350
FAX: 407-855-0352
Email: rich@hrdorlando.com
Website: www.hrdorlando.com
Contact: Richard Budnik
Specialty: Hospitality Resources & Design is 
a licensed interior design firm with in-depth 
knowledge and experience in all segments of the 
hospitality industry. Their services include interior 
design, LEED AP, kitchen & bath design, purchasing, 
project management and installation. They are 
active members of ARDA and its Chairman’s 
League where they have won numerous interior 
design awards for their creativity. Their mission as 
a company is to provide exceptional service and to 
exceed their client’s expectations.

HOUSEKEEPING SERVICES

Jani-King International Inc.
16885 Dallas Parkway
Addison, TX 75001 USA
Phone 1: 800-552-5264
Phone 2: 972-991-0900
Email: dtucker@janiking.com
Website: www.janiking.com
Contact: David Tucker, Hospitality Division 
Director
Specialty: Jani-King provides housekeeping and 
cleaning services to timeshares/resorts worldwide. 
Jani-King is trusted by industry leaders for our 
commitment to owners and guests’ satisfaction. 
Our superior quality control system ensures 
accountability on our side so that your resort 
receives unmatched service.

MasterCorp Inc.
3505 North Main Street
Crossville, TN 38555 USA
Phone 1: 800-489-1718 ext 4403
FAX: 931-484-1775
Email: r.hale@mastercorpinc.com
Website: www.mastercorpinc.com
Contact: Russ Hale
Specialty: Specialty: With over three decades of 
service, MasterCorp is the premier provider of 
housekeeping services to the resort timeshare 
industry. MasterCorp is a trusted, professional 
partner with: 
• The 7 Steps to Clean™ process  
• Proven consistency 
• A quality-audit readiness & inspection system 
• The MasterMind™ housekeeping management app  
• Staffing – forecasting, recruiting, retention 
• E-verify and staff background checks 
• Integrated staff training & development  
• Laundry management 
• Carpet, upholstery and drapery cleaning 
• Detailed maintenance cleaning 
• Award-winning management 
• A culture of cleanliness, timeliness, & caring 
“The Most Trusted Name in Resort Housekeeping”

DID
 YOU

 KNOW?
Did you know the lon-
gest recorded flight of a 
chicken was 13 seconds?

HOUSEKEEPING SERVICES

Sun Hospitality Resort Services
4724 Hwy. 17 Bypass South
Myrtle Beach, SC 29588 USA
Phone 1: (843)979-4786
FAX: (843)979-4789
Email: dfries@sunhospitality.com
Website: www.sunhospitality.com
Contact: David Fries
Specialty: We are a turn-key housekeeping provider 
specifically for Vacation Resorts. We participate 
directly in ensuring a positive vacation experience 
for the owners and guests. With over 40 years of 
combined hospitality operations and resort services 
experience we deliver unparalelled accountability 
with tailor-made services to meet your unique 
operational needs. Our services include the 
following range of housekeeping functions: 
• Departure Clean 
• Midweek Tidy 
• Rental Stayover Service 
• Towel Exchange 
• Post Service Inspection and Re-Inspection 
• Full Maintenance Clean 
• Construction Set-Up and Clean 
• Laundry Processing and Management 
• Carpet, Drapery and Upholstery Cleaning 
• Inventory Control 
• Maintenance Reporting 
• Quality Assurance 
• VIP Services 
“Fresh & Clean... Every time”

INSURANCE

Armstrong Timeshare Insurance Services
2780 Skypark Drive, Suite 440
Torrance , CA 90505 USA
Phone 1: 844-282-0068
Website: www.armstrongtimeshare.com
Contact: Desmond Armstrong
Subhead: License# 0I72697
Specialty: NATIONWIDE COMMERCIAL 
INSURANCE PROGRAM, including coastal wind 
& quake; loss control serivces; claim management 
services and a restoration program through our 
partnership with the worldwide leader in disaster 
recovery and property restoration, BELFOR USA. 
Armstrong has more than 30 years of experience 
working with timeshares and understands the 
complexities and unique exposures associated with 
timeshares and HOAs. Our ancillary services are 
designed to address the related items that drive the 
cost of protecting against TIMESHARE/HOA risks.

LANDSCAPE AMENITIES

The Brookfield, Co.
4033 Burning Bush Rd
Ringold, GA 30736 USA
Phone 1: (706)375-8530
FAX: (706)375-8531
Email: hgjones@nexband.com
Website: www.thebrookfieldco.com
Contact: Hilda Jones
Specialty: The Brookfield Co. designs and 
manufactures fine concrete landscape furnishings. 
Offering 70+ styles/sizes of planters plus fountains, 
benches, finials and stepping stones, this company 
provides the best in customer service. All products 
are hand cast and finished in fiber-reinforced, 
weather durable concrete. Many beautiful finishes 
are offered. Custom work is available.  
Still run by the two founders and designers, the 
30 yr. old Brookfield Co. sells direct to landscape 
professionals, developers and retailers. Site delivery 
nationwide. All products ship from Ringgold, GA

LEAD BOX PROGRAM SUPPLIES

LeadBox.com
12407 E Slauson Ave Ste P
Whittier, CA 90606 USA
Phone 1: 800.353.6612
FAX: (562)789-8851
Email: mark@leadbox.com
Website: www.leadbox.com
Contact: Mark Bierotte
Specialty: LeadBox.com is a leading producer of 
Lead Box Marketing Materials. We produce small 
custom orders as well as large custom jobs for 
National Campaigns. Lead Box Leads are still a great 
producer in the field and people still fill out entries 
through pen and paper. From Design to boxes, 
security pens, entry pads and customized artwork, 
LeadBox.com will be your easy one stop supplier. 
For ordering information, Please visit www.LeadBox.
com or call 800.353.6612

LEAD GENERATION

iMDirect Marketing
1 East Washington Street, Suite 500
Phoenix, AZ 85004 USA
Phone 1: 866.414.1389
Email: bbradner@imdirectmarketing.com
Website: www.imdirectmarketing.com
Contact: Briana Bradner
Specialty: iMDirect Marketing is a full-service 
direct response and performance marketing agency 
specializing in customer acquisitions programs. We 
develop business strategies that retains, optimizes 
and monetizes customers to increase customer 
lifetime value. We have proprietary business 
processes to effectively plan, build, launch, and 
manage highly responsive lead generation programs. 
iM increases engagement utilizing sophisticated 
tools: digital, direct mail, email, mobile, gamification, 
content generation, targeted data, cross-channel 
reporting, SEO, and predictive analytics supported 
by marketing technology.

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Website: www.logicall.net
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.

“I just received our invoice for our ad in The 
Resort Trades Management & Operations 
magazine. It made me reflect on the adver-
tising dollar our company spends and how 
much we appreciate the reasonable rates 
set by your publication. At the same time I 
would like to compliment your organization 
for the tremendous improvements we have 
noticed in each issue and encourage your 
continuing development and success. We 
look forward to each issue full of interesting 
and well-written articles by vastly different 
businesses sharing an interest in the man-
agement and operations segment of the 
vacation resort industry. 

Linda George  
President Crawford Associates  
Sarasota, FL • 941-926-8850 

Resort Trades  
Testimonial

LENDING INSTITUTIONS

CapitalSource
5404 Wisconsin Avenue
Chevy Chase, MD 20815 USA
Phone 1: 301-841-2717
Phone 2: 800-699-7085
FAX: 301-841-2370
Email: jgalle@capitalsource.com
Website: www.capitalsource.com
Contact: Jeff Galle
Specialty: CapitalSource, a division of Pacific 
Western Bank is a commercial bank headquartered 
in Los Angeles, California. We lend to Resort 
Developers and Operators throughout the United 
States and Canada. With a resort portfolio of 
more than $1 Billion, we are the leading lender 
in the resort industry. We provide $5-$30 MM 
inventory loans and $10-$60 MM hypothecation 
loans. Knowledge of the industry and demonstrated 
financial strength differentiate us from our 
competition.

Colebrook Financial Company, LLC
100 Riverview Center Ste 203
Middletown, CT 06457 USA
Phone 1: (860)344-9396
FAX: (860)344-9638
Email: bryczek@colebrookfinancial.com
Website: www.colebrookfinancial.com
Contact: Bill Ryczek
Specialty: Colebrook Financial Company, focusing 
on timeshare lending, provides hypothecation and 
other financing products for small and mid-sized 
developers and can offer loans in amounts ranging 
from $100,000 to $30 million or more. We have 
an innovative approach to financing with rapid 
turnaround, personal service and no committees. 
You’ll always talk to a principal: Bill Ryczek, Jim 
Bishop, Fred Dauch, Mark Raunikar and Tom 
Petrisko, each of whom has extensive timeshare 
lending experience.

Wellington Financial
1706 Emmet St N Ste 2
Charlottesville, VA 22901 USA
Phone 1: 434-295-2033 ext. 17
Email: sbrydge@wellington-financial.com
Website: www.wellington-financial.com
Specialty: Wellington Financial has financed the 
timeshare industry without interruption since 
1981. Specializing in receivables hypothecation, 
inventory and development loans of $10,000,000 
and up, we’ve funded over $5 Billion with our group 
of lenders. Focused solely on lending to resort 
developers, we are the exclusive Resort Finance 
correspondent for Liberty Bank. With over 30 years 
of expertise in the vacation ownership industry, we 
lend to credit-worthy borrowers at attractive banks 
rates.

Whitebriar Financial Corporation
575 Mistic Drive PO Box 764
Marstons Mills, MA 02648 USA
Phone 1: (508)428-3458
FAX: (508)428-0607
Email: hvswhitebriar@aol.com
Website: www.whitebriar.com
Contact: Harry Van Sciver
Specialty: Timeshare and Vacation Receivables 
Financing. We will Lend money on your Receivables, 
or we will Buy them if you prefer. Either way, you 
retain access to your customers. Fast fundings 
up to $3 million, including low “FICO” scores. 
We also finance HOA’s, and assist in workouts & 
restructures. Call Harry Van Sciver at 508-428-
3458, or Fax us at 508-428-0607, or contact us at 
www.whitebriar.com
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supplier directory
LIST SERVICES

iMDirect Marketing
1 East Washington Street, Suite 500
Phoenix, AZ 85004 USA
Phone 1: 866.896.8580
Email: aswapp@imdirectmarketing.com
Website: www.imdirectmarketing.com
Contact: Alexis Swapp
Specialty: iMDirect Marketing is a full-service 
direct response and performance marketing agency 
specializing in customer acquisitions programs. We 
develop business strategies that retains, optimizes 
and monetizes customers to increase customer 
lifetime value. We have proprietary business 
processes to effectively plan, build, launch, and 
manage highly responsive lead generation programs. 
iM increases engagement utilizing sophisticated 
tools: digital, direct mail, email, mobile, gamification, 
content generation, targeted data, cross-channel 
reporting, SEO, and predictive analytics supported 
by marketing technology.

LOGISTICS/WAREHOUSING/
INSTALLATION/LIQUIDATION

Harding & Companies, Inc.
4106 Meander Place
Suite 205
Rockledge, FL 32955 USA
Phone 1: 407-494-9307
FAX: 407-641-9928
Email: rodharding@hardingcompanies.com
Website: www.hardingcompanies.com
Contact: Rod Harding
Specialty: Harding & Companies, Inc., is a full 
service solutions provider for FF&E liquidation, 
FF&E warehousing, FF&E distribution and FF&E 
installation. Harding & Companies, Inc., was founded 
to assist clients plan, manage, coordinate and 
implement effective and efficient logistical solutions 
in the Hospitality industry.

MARKETING

IMS
1328 Capouse Ave
Scranton, PA 18509
Phone 1: 570-814-0749
Email: skelly@nepasonic.com
Contact: Sean Kelly
Specialty: IMS has been providing qualified sales 
prospects to the Timeshare and Travel Club 
industry for over 15 years. Don’t settle for 
inconsistent tour flow or average VPG’s, our 
customized, turn-key marketing campaigns are 
designed to produce buyers. 
IMS owns and operates its own call center and 
mail house giving you the flexibility to move on 
the fly and the opportunity to save money. All 
calls recorded for quality assurance. Track Results 
Certified Marketer. Call today and increase your 
VPG’s immediately.

Resort Trades  
Testimonial

“I don’t know of a resort manager who 
isn’t familiar with the publication,” says 
Cunningham Management Vice President 
Kevin Mattoni. “In fact, whenever I visit a 
manager, Resort Trades is almost always 
somewhere handy in their office. The fact 
that a manager keeps it close by shows 
they’re reading it. Managers have too much 
clutter to hold onto anything they’re not 
reading.”

Cunningham Management Vice President Kevin 
Mattoni

MARKETING

Practical Marketing
11419 West Palmetto Park Rd Suite 970184
Boca Raton, FL 33497 USA
Phone 1: 5612182755
Phone 2: 5612182755
Email: Valerie@practicalmarketing.net
Website: www.avatartransfers.com
Website: www.practicalmarketing.net
Specialty: Practical Marketing Specializes in inbound 
calls and direct posts through numerous different 
project types. Practical Marketing has been in business 
since 1998 and brings many years of combined 
experience. We offer to our customers a hands on 
approach that will ensure your success. Successfully 
we run many diverse campaigns in the Cruise Industry, 
Timeshare Industry, vacation package industries that 
will drive your sales to an unexpected level. Our track 
record provides proven results through strategic 
planning and attention to detail. Call us at 561-218-
2755.

SML Marketing LLC
162 South Peninsula
Daytona Beach , FL 32118 USA
Phone 1: 386-265-4975
FAX: 386-469-0253
Email: smlmarketingllc@aol.com
Website: www.smlmarketingllc.com
Contact: Laurie Borasky, Susan Yost, Michelle 
Carrasquillo
Specialty: SML Marketing is a “complete solution” 
for your QUALIFIED marketing needs. The owners 
bring 35 years experience in the call center and tour 
generation industry providing hundreds of thousands 
of tours over the years. We provide one of the most 
extensive and flexible marketing programs in the 
vacation ownership and travel club industry. We offer 
proven campaigns that produce revenue. Our goal is to 
reduce our clients marketing costs.

NON-JUDICIAL FORECLOSURES

Cunningham Asset Recovery Services
1030 Seaside Drive
Sarasota, FL 34242 USA
Phone 1: 844-342-1196
Email: kmattoni@msn.com
Website: www.timesharenonjudicialforeclosure.com
Contact: Kevin Mattoni
Specialty: Since 1987, Cunningham Property 
Management has specialized in vacation ownership. 
Our newest service, C.A.R.S., offers lowest cost, 
fastest, non-judicial foreclosure to associations, lenders, 
developers in several states. Resolve delinquency, 
probate, divorce, no name or address, in 5-6 months. 
Title insurance available. Large and Small accounts 
welcome. Large accounts $265, less than 100 accounts 
$345. 100% client repeat and referral. Let us solve your 
delinquent account problems.

OUTDOOR FITNESS EQUIPMENT

Greenfields Outdoor Fitness
Anaheim, CA 92801 USA
Phone 1: (888)315-9037 x102
Email: allison@greenfieldsfitness.com
Website: www.greenfieldsfitness.com
Contact: Allison
Specialty: Greenfields Outdoor Fitness provides a 
refreshing place for vacationers and timeshare owners 
to enjoy the luxury of a resort setting while exercising 
outdoors. Embraced nationwide for its high quality and 
multi-generational appeal, the equipment provides a fun, 
socially-oriented style of fitness with activities for users 
at all fitness levels. Greenfields’ product line includes 
the Professional Series with adjustable resistance and 
the Accessible Line for users in wheelchairs.

OUTDOOR FITNESS EQUIPMENT

TriActive America, Inc.
178 S 4TH ST STE 101
Grover Beach, CA 93433 USA
Phone 1: (800)587-4228
FAX: (805)595-1042
Email: yyoung@triactiveamerica.com
Website: http://www.triactiveamerica.com
Contact: Yancy Young
Specialty: TriActive America founded the dynamic, 
outdoor fitness equipment industry in North America 
in 2002. Like with an indoor gym, our products helps 
improve fitness, but combines structured exercise with 
the natural boost users get from being outdoors.  
We manufacture more than 55 different, made-in-
america products and have been installed in more than 
2000 locations worldwide. Our premium E-Line Fitness, 
and TriActive Fitness product lines concentrate on 
strength, cardio, balance, and flexibility training. More 
detailed information can be found on our website, 
www.TriActiveAmerica.com, or give us a call at 800 
587-4228

PET SANITATION

DOGIPOT
2100 Principal Row, Suite 405
Orlando, FL 32837 USA
Phone 1: 800-364-7681
Website: www.dogipot.com
Contact: David Canning
Specialty: DOGIPOT® has numerous product designs 
made from various materials to help fit all of the 
possible needs of our customers in helping solve their 
dog pollution issues. We have the most aesthetically 
pleasing, commercially durable products on the market 
that are very economical. No one can match our 
experience, customer service, selection of products or 
reputation in the market. DOGIPOT® products offer 
dependability that saves you money!

PREMIUMS AND WHOLESALERS

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: (760)431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 1988. 
We have every travel incentive imaginable and if we 
don’t, we’ll customize a premium to allow you to 
maximize your marketing. Our products are user-
friendly and designed to comply with the toughest 
consumer laws in the U.S. We are a BBB A+ Accredited 
Business. Let us assist you in tour premiums, first 
day incentives and exit programs. Brand new online 
reservation request platform is available July 1, 2015.

SML Marketing LLC
162 South Peninsula
Daytona Beach, FL 32118 USA
Phone 1: 386-265-4975
Phone 2: 386-469-0253
Email: smlmarketingllc@aol.com
Website: www.smlmarketingllc.com
Contact: Laurie Borasky, Susan Yost, Michelle 
Carrasquillo
Specialty: SML Marketing is a “complete solution” 
for your QUALIFIED marketing needs. The owners 
bring 35 years experience in the call center and tour 
generation industry providing hundreds of thousands 
of tours over the years. We provide one of the most 
extensive and flexible marketing programs in the 
vacation ownership and travel club industry. We offer 
proven campaigns that produce revenue. Our goal is to 
reduce our clients marketing costs.

PUBLIC RELATIONS

GBG & Associates
500 West Harbor Drive #822
San Diego, CA 92101 USA
Phone 1: 619-255-1661
FAX: 619-255-8597
Email: georgi@gbgandassociates.com
Website: www.gbgandassociates.com
Contact: Georgi Bohrod
Specialty: Public Relations and Positioning Strategy, 
Placement and Distribution Management  
In today’s shared ownership arena, there is one 
Public Relations group which stands out in its ability 
to guide and manage business growth, create a 
positive platform for new business development 
and increase awareness for management companies, 
business services, products and resort developers. 
GBG & Associates is led by Georgi Bohrod, RRP to 
support the industry’s brightest and most energetic 
talent and seasoned professionals. Specializing in the 
shared ownership industry for more than a quarter 
century, GBG & Associates provides resources 
and spearheads tailor-made comprehensive B2B or 
B2C strategic plans incorporating both traditional 
and new media by managing the many moving parts 
which are part of an effective, comprehensive public 
relations program.

PUBLIC RELATIONS & MARKETING

PR & Marketing

SharonINK PR & Marketing
8776 E Shea Blvd Ste B3A-306
Scottsdale, AZ 85260 USA
Phone 1: 310-923-1269
Email: Sharon@SharonINK.com
Website: www.Sharon@SharonPR.com
Contact: Sharon Drechsler-Scott, RRP
Specialty: Content creation, public relations and 
marketing services are provided by 26-year vacation 
ownership/timeshare resort industry veteran 
Sharon Scott, RRP. Creative, knowledgeable and 
fully invested in the resort industry, Scott is also 
publisher of Resort Trades, the timeshare industry’s 
premier news journal, as well as ResortTrades.com. 
Her articles appear frequently in Developments 
magazine and Resort Trades, to name a few. She is a 
Registered Resort Professional with ARDA.

RECEIVABLE FINANCING

Whitebriar Financial Corporation
575 Mistic Drive PO Box 764
Marstons Mills, MA 02648 USA
Phone 1: (508)428-3458
FAX: (508)428-0607
Email: hvswhitebriar@aol.com
Website: www.whitebriar.com
Contact: Harry Van Sciver
Specialty: Timeshare and Vacation Receivables 
Financing. We will Lend money on your Receivables, 
or we will Buy them if you prefer. Either way, you 
retain access to your customers. Fast fundings 
up to $3 million, including low “FICO” scores. 
We also finance HOA’s, and assist in workouts & 
restructures. Call Harry Van Sciver at 508-428-
3458, or Fax us at 508-428-0607, or contact us at 
www.whitebriar.com

How 
do YOU 
Find 
the 
Right 
Time-
share?

Concord
4150 North Drinkwater Boulevard, Ste. 200
Scottsdale, AZ 85251 USA
Phone 1: 800-685-8736
Phone 2: 480-214-2995
FAX: 480-281-3135
Email: kderry@PowerOfConcord.com
Website: www.PowerOfConcord.com
Contact: Kyle Derry, Director of Business 
Development
Specialty: Since 1988, Concord has been the 
industry leader for loan receivables & maintenance 
fee servicing
Servicing & Early Collections:
• Billing, Payment Processing & Performance 
Reporting 
• Customer Service & Early Collections
• Leading Edge Technology & Disaster Recovery
• PCI Compliant & SSAE 16 Service Auditor’s 
Report 
• Credit Reporting to major credit bureaus
• FDCPA and State Regulations Compliance

Laws 

If you ever find yourself driv
ing at night through rural 
parts of Pennsylvania, state 
law requires that you stop 
every mile to send up a rock
et signal.
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Financing. We will Lend money on your Receivables, 

RECEIVABLES AND MAINTENANCE 
FEE SERVICING

Concord
4150 North Drinkwater Boulevard, Ste. 200
Scottsdale, AZ 85251 USA
Phone 1: 800-685-8736
Phone 2: 480-214-2995
FAX: 480-281-3135
Email: kderry@PowerOfConcord.com
Website: www.PowerOfConcord.com
Contact: Kyle Derry, Director of Business 
Development
Specialty: Since 1988, Concord has been the 
industry leader for loan receivables & maintenance 
fee servicing 
Servicing & Early Collections: 
• Billing, Payment Processing & Performance 
Reporting 
• Customer Service & Early Collections 
• Leading Edge Technology & Disaster Recovery 
• PCI Compliant & SSAE 16 Service Auditor’s 
Report 
• Credit Reporting to major credit bureaus 
• FDCPA and State Regulations Compliance

Laws stiil on 
the books

If you ever find yourself driv-
ing at night through rural 
parts of Pennsylvania, state 
law requires that you stop 
every mile to send up a rock-
et signal.

RECEIVABLES AND MAINTENANCE 
FEE SERVICING

ResortCom International L.L.C.
6850 Bermuda Road
Las Vegas, NY 89119 USA
Phone 1: 619-683-2470
FAX: 619-683-2077
Email: odiliar@resortcom.com
Website: www.resortcom.com
Contact: Odilia Guiant
Specialty: 3 decades of experience. ResortCom, 
the industry leader in portfolio management and 
collections consistently provides top performing 
portfolios and the lowest cancellation rates. 
Working with 250,000 members/owners we process 
over $500 million in credit card transactions 
annually. Our Las Vegas-based contact center is 
staffed with a team of multi-lingual professionals 
who use an award-winning CRM system to deliver 
service excellence. We offer a range of cutting-edge 
services and a flexible, customizable platform to 
maximize your success.

RECREATIONAL GAMES

The Chess House
PO Box 705
Lynden, WA 98264 USA
Phone 1: (360)354-6815
FAX: (360)354-6765
Email: raphael@chesshouse.com
Website: www.chesshouse.com
Contact: Raphael Neff
Specialty: Unplug the gadgets and refresh with a 
great game for sheer fun. Improve IQ, focus, and 
face to face time with your loved ones. Chess 
House has helped countless parks and resorts 
obtain a low cost, high visibility Giant Outdoor 
Chess that’s easy to maintain and fun for everyone 
from toddlers to veterans.

RENTALS AND RESALE

VacationCondos.com
1 Vance Gap Rd
Asheville, NC 28805 USA
Phone 1: 855-826-6361
Email: info@vacationcondos.com
Specialty: VacationCondos.com was developed as 
a rental program to assist timeshare owners and 
Home Owners Associations with offsetting the costs 
of ownership. As the owner rental program has 
grown, so has the list of services VacationCondos.
com offers. Through a core database of more than 
100,000 renters and an extensive global distribution 
network, VacationCondos.com assists with empty 
and unused inventory, delinquent inventory, and 
unused owner inventory, generating revenue and 
helping your business’ bottom line.

If you happen to stay in 
Normal , Oklahoma, be sure 
to restrain yourself from teas-
ing dogs by making ugly 
faces. You guessed it, that 
kind of inflammatory behav-
ior is against the law.

Laws stiil 
on the 
books

RESERVE STUDIES

Advanced World Concepts Inc.
2237 Del Mar Scenic Parkway
Del Mar, CA 92014
Phone 1: 858-755-8877
FAX: 858-755-2754
Email: sales@prasystem.com
Website: www.prasystem.com
Contact: Bill Chaffee
Specialty: PRA Consultants are certified reserve 
professionals licensed and trained in implementing 
the PRA System for preparing the highest quality 
and most accurate Reserve Studies available. 
The system is the only reserve management plan 
preparation software that has been evaluated by a 
CPA firm for accuracy of calculations while meeting 
AICPA requirements for reporting. The system is 
designed to complement properties with different 
ownership formats and contribution calculations. 
PRA Consultants utilize property plat maps and 
model floor plans for planning and scoping how 
reserve items will be grouped, budgeted and tracked 
based on the property’s common areas, building and 
unit configurations. This provides the foundation for 
a reserve management plan with financial support 
that is easy to understand and provides optimized 
contributions while projecting that sufficient reserve 
funds will be available when needed in the future.

This 
Space 
Reserved 

For 
MATTER

Travel Services : 31 year history and millions of  
dollars in cash rebates returned to their members.  

We guarantee to get you merchant accounts and receivable.

www.coconutclubvacations.com

www.travelservicesdeals.com

www.matrixtravelnetwork.com

www.rainbowvacationclub.com 
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supplier directory
RESERVE STUDIES

Association Reserves, Inc.
5000 N Parkway Calabasas Ste 308
Calabasas, CA 91302
Phone 1: (800)733-1365
FAX: (800)733-1581
Email: pdaniels@reservestudy.com
Website: www.reservestudy.com
Contact: Paige Daniels
Specialty: Association Reserves is a professional 
engineering consulting company that provides 
Reserve budget and disclosure solutions for 
Timeshares and Fractionals of all shapes and sizes. 
Established in 1986, we serve clients throughout 
the United States and the world. We perform 
approximately 4,000 Reserve Studies each year, 
from regional offices staffed specifically for this 
unique field. For more information, visit our 
website: www.reservestudy.com.

ROOM AMENITIES

Essential Amenities
Phone 1: 800-541-6775
Email: diana.johnson@essentialamenities.com
Website: www.essentialamenities.com
Contact: Ms. Diana Johnson
Specialty: Essential Amenities, Inc. is a well 
established guest amenity company providing high 
quality guest room toiletry products and accessories 
to boutique hotels, bed & breakfast inns, and resort 
properties. We offer a wide range of exclusively 
licensed collections that include Hermes from 
France, Exotic Coral, Poggesi, Ecru New York, Little 
Green, Dickens & Hawthorne Cucumber & Acai, 
Joseph Abboud, Whytemor & Keach, and Lanvin 
Orange Ambre. All of our products are in stock and 
ship within 24 hours.

SHARED OWNERSHIP SERVICES

Dial An Exchange LLC
7720 N 16TH ST STE 400
Phoenix, AZ 85020 USA
Phone 1: 800-468-1799
Phone 2: 602-516-7682
FAX: 602-674-2645
Email: michelle.caron@daelive.com
Website: www.daelive.com
Contact: Michelle Caron
Specialty: Simple, no fuss exchange service with a 
priority on personal service for the consumer. We 
offer members and business partners:  
•A free membership option 
•A Gold Advantage membership option 
•24 hour access to live worldwide inventory  
•Prepaid exchange voucher programs 
•Prepaid bonus week voucher programs 
•Revenue share programs 
•A Brandable exchange platform that can be used as 
a compliment to any internal exchange program.

Laws stiil 
on the 
books

If you happen to pass into
Farmington, Connecticut, you
will have to share the road with
bovine travelers. In this city,
cows have the same rights on
the roads as do motorists.

SHARED OWNERSHIP 
TECHNOLOGY SOLUTIONS

SPI Software
2600 SW 3rd Avenue, 5th Floor
Miami, FL 33129 USA
Phone 1: (305)858-9505
Email: info@spiinc.com
Website: www.spiinc.com
Contact: Richard Corso, CEO
Specialty: Since 1978, the technology partner ‘gold 
standard’ for shared ownership resorts, private 
residence and vacation clubs. Solutions available as 
modules or a complete Enterprise System. 
 
Marketing – Lead Management & Fulfillment, Tours, 
Premium Inventory 
Sales – Documents & Emails, Sales Tracking, 
Commissions 
Resort Management – Central Reservations, 
Property Management, Owner Rental 
Finance – Mortgage Receivables, Maintenance Fees, 
Collections 
Web Services – Owner Portal, Booking Engine, 
GDS / OTA Connectivity 
Hablamos español!

TELEMARKETING

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Website: www.logicall.net
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.

TELEMARKETING REGISTRATION

Tele-Sales/Registration Consultants
7835 San Pablo Road, SE
Deming, NM 88030 USA
Phone 1: 575-546-4094
Phone 2: 575-494-5477 Cell
FAX: 575-546-4095
Email: regiscon@msn.com
Contact: Guy B. ‘Ben’ Eubanks, JD (Ret.)
Specialty: NEED / WANT TO EXPAND YOUR 
MARKETING AREA: 
· Timeshare Registrations: 42 States $1K or Less, 
each (CA, NY, NV, ID, FL, NE, MN, TN – Prices 
Negotiable) 
· Telemarketing, Seller of Travel, Transient Sellers, etc. 
· All 50 States Telemarketing Registrations: $7,500 
(Includes 13 Courtesy Filings) 
· Any Individual Telemarketing, Seller of Travel, 
Trans. Seller, etc. $250.00 Each (Except OH and UT – 
Negotiable) 
· Free Assessments 
Note: Retiring: December 31, 2015 
I want to thank for your business, and for your 
friendship over the past 21 years. 
Ben Eubanks

I think the Trades has taken the lead in 
cutting edge reporting on isses that really 
matter to independent resorts.

R. Scott MacGregor of CaryMacGegor 
The Asset & Property Management Group, Inc.

Resort Trades  
Testimonial

TOUR GENERATION

IMS
1328 Capouse Ave
Scranton, PA 18509
Phone 1: 570-814-0749
Email: skelly@nepasonic.com
Contact: Sean Kelly
Specialty: IMS has been providing qualified sales 
prospects to the Timeshare and Travel Club 
industry for over 15 years. Don’t settle for 
inconsistent tour flow or average VPG’s, our 
customized, turn-key marketing campaigns are 
designed to produce buyers. 
IMS owns and operates its own call center and 
mail house giving you the flexibility to move on 
the fly and the opportunity to save money. All 
calls recorded for quality assurance. Track Results 
Certified Marketer. Call today and increase your 
VPG’s immediately.

LogiCall Marketing
1232 E Broadway Rd #220
Tempe, AZ 85282 USA
Phone 1: 602-483-5555 xt. 300
Email: tpranger@logicall.net
Website: www.logicall.net
Specialty: Day Drives and Mini-Vacs for Timeshare 
and Vacation Clubs. Direct Mail, Internet Marketing 
and Inbound Telemarketing 
With our multi-faceted campaigns, it’s never been 
easier to generate prospective buyers. With 40 
years of industry knowledge, we know how to keep 
our clients ahead of the competition. Call today to 
discuss which marketing platform is best suited to 
achieve your goals and learn why we are the future 
of tour generation.

SML Marketing LLC
162 South Peninsula
Daytona Beach , FL 32118 USA
Phone 1: 386-265-4975
FAX: 386-469-0253
Email: smlmarketingllc@aol.com
Website: www.smlmarketingllc.com
Contact: Laurie Borasky, Susan Yost, Michelle 
Carrasquillo
Specialty: SML Marketing is a “complete solution” 
for your QUALIFIED marketing needs. The owners 
bring 35 years experience in the call center and tour 
generation industry providing hundreds of thousands 
of tours over the years. We provide one of the 
most extensive and flexible marketing programs in 
the vacation ownership and travel club industry. We 
offer proven campaigns that produce revenue. Our 
goal is to reduce our clients marketing costs.

TOWEL SEVICES

Towel Tracker
1950 Waldorf St NW
Grand Rapids, MI 49544 USA
Phone 1: (616) 325-2060
Website: www.toweltracker.com
Specialty: With Towel Tracker you control and 
simplify your towel service. Guests simply swipe 
their room key and gain access to towels. Towel 
Tracker technology assigns each towel’s ID to the 
guest’s room. Guests are responsible for each towel 
and can be charged for unreturned towels. When 
a guest returns a towel, the system recognizes 
its return. The system helps staff track inventory. 
Reduce overhead costs for towel distribution and 
pick up, towel inventory and laundry.

TRADE ASSOCIATIONS

C.A.R.E. Cooperative Association of Resort 
Exchangers
PO Box 2803
Harrisonburg, VA 22801 USA
Phone 1: 800-636-5646 U.S.
Phone 2: 540-434-4280 Canada
FAX: 703-814-8527
Email: info@care-online.org
Website: www.care-online.org
Contact: Linda Mayhugh, President
Motto: C.A.R.E. is the vacation industry
Specialty: C.A.R.E. is the vacation industry’s premier 
trade association. Since 
1985 C.A.R.E. members including Travel Clubs, 
Wholesalers, Developers, HOA’s, Resorts, and 
Management and Exchange Companies have been 
providing each other with opportunities for vacation 
fulfillment and exchanges and revenue enhancement 
through increased inventory utilization and yield 
management. 
Vendors and service providers gain increased 
exposure through C.A.R.E. membership and 
networking opportunities.Members benefit 
from outstanding networking and professional 
development opportunities at semi-annual 
conferences.Enhance inventory utilization and 
fulfillment and connect with members through 
exclusive C.A.R.E. online information systems.

Travel Reseller Initiatives Project
7729 E Greenway Rd Ste 400
Scottsdale, AZ 85260 USA
Phone 1: (602)753-4210
Email: rob@tripforchange.org
Website: www.tripforchange.org
Contact: Robert Andrew
Specialty: Travel Reseller Initiatives Project, TRIP, 
is a not for profit 501c6 industry association 
supporting the travel club vertical. TRIP works to 
promote best practices and industry accreditation 
for distributors, fulfillment entities and marketing 
companies. By protecting the integrity of the 
industry and educating consumers, TRIP fosters a 
positive public image that will allow the travel club 
sector to continue to prosper.  
Visit www.tripforchange.org to learn more, or call 
602-753-4210 to see how you can be involved for 
the future of travel clubs.

TRAVEL CLUBS AND EXIT PROGRAMS

Executive Tour and Travel Services, Inc.
301 Indigo Drive
Daytona Beach, FL 32114 USA
Phone 1: 866-224-9650
Email: Frank@ettsi.com
Website: www.ETTSI.com
Contact: Frank Bertalli
Specialty: ETTSI Incentive Premiums helps you meet 
your goals with Industry leading incentive programs 
in travel and merchandise certificates. ETTSI 
specializes in offering sales premiums in support of 
Timeshare and Travel Club presentations. You can 
relax knowing that you are receiving the greatest 
value and that your customers will be serviced with 
the utmost attention because you are buying direct 
from the fulfillment company. ETTSI prides itself 
on its in-depth understanding of the needs of their 
clients and they excel at converting that knowledge 
into strategically and tactically designed sales 
incentive solutions that work!  
Distributor Inquiries Welcome

TRAVEL CLUBS AND EXIT PROGRAMS

Global Connections, Inc.
5360 College Blvd, Suite 200
Overland Park, KS 66211 USA
Phone 1: 913-498-0960
Email: mgring@gcitravel.net
Website: http://www.exploregci.com
Specialty: Global Connections, Inc. -- a highly 
respected developer, travel club fulfillment and 
service provider is recognized as a leader in the 
travel club industry offering its members a host 
of benefits and vacationing options to more than 
700 North American resorts. GCI is the owner 
and developer of resorts in California, Florida, 
Tennessee, and Colorado and further owns 
and leases multiple resort condominium units 
throughout the United States, Canada, Mexico 
and the Caribbean, providing members with the 
opportunities to enhance life experiences through 
vacations while upholding their commitment to 
superior customer service.

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: 760-431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 
1988. We have every travel incentive imaginable 
and if we don’t, we’ll customize a premium to allow 
you to maximize your marketing. Our products 
are user-friendly and designed to comply with the 
toughest consumer laws in the U.S. We are a BBB 
A+ Accredited Business. Let us assist you in tour 
premiums, first day incentives and exit programs. 
Brand new online reservation request platform is 
available July 1, 2015.

RSI Vacations
150 Governor’s Square
Peachtree City, GA 30269
Phone 1: 770-486-1181 Office
Phone 2: 386-679-0459 Mobile
Email: ctlynch1@gmail.com
Website: www.RsiVacations.com
Contact: Todd Lynch
Specialty: With over 34 years of experience in the 
travel space, RSI Vacations is a leading provider 
of private-branded Leisure Lifestyle and Travel 
Benefits.
Our proprietary benefits include four unique 
Getaways Programs, each of which offers 
outstanding value on such things as Hotels, Cruises, 
Packaged Vacations and Resort Condos.
So, whether you plug our benefits into your 
timeshare, points or travel club offering, the result 
is the same… Higher VPG’s, lower Rescission, and 
better Owner Satisfaction and Retention.
RSI Vacations – Routinely Amazing!

In Missouri you still can’t 
drive down the highway 
with an uncaged bear in 
your car.
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Overland Park, KS 66211 USA
Phone 1: 913-498-0960
Email: mgring@gcitravel.net
Website: http://www.exploregci.com
Specialty: Global Connections, Inc. -- a highly 
respected developer, travel club fulfillment and 
service provider is recognized as a leader in the 
travel club industry offering its members a host 
of benefits and vacationing options to more than 
700 North American resorts. GCI is the owner 
and developer of resorts in California, Florida, 
Tennessee, and Colorado and further owns 
and leases multiple resort condominium units 
throughout the United States, Canada, Mexico 
and the Caribbean, providing members with the 
opportunities to enhance life experiences through 
vacations while upholding their commitment to 
superior customer service.

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: 760-431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 
1988. We have every travel incentive imaginable 
and if we don’t, we’ll customize a premium to allow 
you to maximize your marketing. Our products 
are user-friendly and designed to comply with the 
toughest consumer laws in the U.S. We are a BBB 
A+ Accredited Business. Let us assist you in tour 
premiums, first day incentives and exit programs. 
Brand new online reservation request platform is 
available July 1, 2015.

RSI Vacations
150 Governor’s Square
Peachtree City, GA 30269
Phone 1: 770-486-1181 Office
Phone 2: 386-679-0459 Mobile
Email: ctlynch1@gmail.com
Website: www.RsiVacations.com
Contact: Todd Lynch
Specialty: With over 34 years of experience in the 
travel space, RSI Vacations is a leading provider 
of private-branded Leisure Lifestyle and Travel 
Benefits. 
Our proprietary benefits include four unique 
Getaways Programs, each of which offers 
outstanding value on such things as Hotels, Cruises, 
Packaged Vacations and Resort Condos. 
So, whether you plug our benefits into your 
timeshare, points or travel club offering, the result 
is the same… Higher VPG’s, lower Rescission, and 
better Owner Satisfaction and Retention. 
RSI Vacations – Routinely Amazing!

In Missouri you still can’t 
drive down the highway 
with an uncaged bear in 
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Laws stiil 
on the 
books

TRAVEL CLUBS AND EXIT PROGRAMS

Travel Services
415 S. N. State St.
Litchfield, IL 62056 USA
Phone 1: 877-281-3649
FAX: 877-281-3652
Email: mrktg01@yahoo.com
Specialty: Travel Services is the only travel club 
that has operated continuously for 30 years, 
uninterrupted.  
• We offer separate programs and pricing structures 
for stand-alone travel club sales, timeshare exits and 
telemarketing of our product.  
. We have a price point for your every program 
need. 
• The difference between our product and the one 
you are using is our AAA service, weekly newsletter 
and commission rebates to your clients. 
. Full service travel, not limited to only condos or 
cruises. 
• Ask us about our private labeled program for your 
company at minimum start-up cost. 

Travel To Go
7964-B Arjons Drive
San Diego, CA 92126 USA
Phone 1: 800-477-6331 ext. 105
Email: tmiddaugh@TravelToGo.com
Website: www.traveltogo.com
Contact: Tommy Middaugh
Specialty: Travel To Go has been specializing for 
24 years in offering travel club and exit programs 
for standalone sales centers, timeshare resorts, or 
customized programs. We help save our members 
up to 75% off luxury resort accommodations all 
over the world with online booking capabilities. Our 
members also get discounted cruises, all inclusives, 
restaurants, golf and more! Our Mission is “Making 
Dreams Come True”, so whether you are our 
member or the distributor, we offer Above & 
Beyond 5-Star service to all! 
FEATURES:  
• 24 years in business and “A+” rated with the 
Better Business Bureau.  
• Headquartered in San Diego, CA – Satellite offices 
in Las Vegas, NV.  
• C.A.R.E. member for 24 years. 
• Participants in ARDA. 
• Full service licensed and bonded Travel Agency. 
• Private branding and service with revenue share 
possibilities. 
• Merchant, Escrow services and financing available.

TRAVEL INCENTIVES

Executive Tour and Travel Services, Inc.
301 Indigo Drive
Daytona Beach, FL 32114 USA
Phone 1: 866-224-9650
Email: Frank@ettsi.com
Website: www.ETTSI.com
Contact: Frank Bertalli
Specialty: ETTSI Incentive Premiums helps you meet 
your goals with Industry leading incentive programs 
in travel and merchandise certificates. ETTSI 
specializes in offering sales premiums in support of 
Timeshare and Travel Club presentations. You can 
relax knowing that you are receiving the greatest 
value and that your customers will be serviced with 
the utmost attention because you are buying direct 
from the fulfillment company. ETTSI prides itself 
on its in-depth understanding of the needs of their 
clients and they excel at converting that knowledge 
into strategically and tactically designed sales 
incentive solutions that work!  
Distributor Inquiries Welcome

TRAVEL INCENTIVES

Holiday Travel Of America
6405 El Camino Real
Carlsbad, CA 92009
Phone 1: (760)431-8600
Email: RandyF@htoa.com
Website: www.HolidayTravelIncentives.com
Contact: Randy Fish or Rich Romanello
Specialty: HTOA has serviced the industry since 
1988. We have every travel incentive imaginable 
and if we don’t, we’ll customize a premium to allow 
you to maximize your marketing. Our products 
are user-friendly and designed to comply with the 
toughest consumer laws in the U.S. We are a BBB 
A+ Accredited Business. Let us assist you in tour 
premiums, first day incentives and exit programs. 
Brand new online reservation request platform is 
available July 1, 2015.

True Incentive
2455 East Sunrise Boulevard, Ste 200
Ft Lauderdale, FL 33304 USA
Phone 1: (800) 684-9419
Email: iyoungblood@true-incentive.com
Website: www.true-incentive.com
Contact: Ilene Youngblood
Specialty: Provider of incentive-based marketing 
solutions. We drive marketing results while 
providing a positive brand experience for your 
customer. We identify and utilize the appropriate 
incentive in a direct marketing campaign, while 
maximizing marketing dollars to a specific 
geographic, demographic or psychographic universe. 
True Incentive extends the basic principles of direct 
to consumer direct marketing to include our client’s 
audience values, opinions, attitudes, interests, 
and lifestyles. True Incentive products motivate 
response, generate results and activate customers.

Online & Print

Having produced 
The Resort 
Trades for nearly 
30 years has 
provided us with 
unparalleled 
experience in 
knowing how to 
utilize print and 
online media 
to promote our 
clients. The 
Resort Trades 
is active on the 
four major social 
media platforms: 
Facebook, 
Twitter, Linkedin 
and Google+ 
through which 
we continuously 
socialize 
industry news. 
The philosophy 
behind our active 
online marketing 
is to drive more 
business to 
advertisers. Please 
‘follow,’ ‘friend,’ 
‘like’ and join 
us on all social 
platforms for the 
full experience 
that The Resort 
Trades offers.
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BUSINESS OPPORTUNITIES

Kona Hawaii timeshare development for sale
Located in a very popular condo-hotel on Alii 
Drive and a few feet from a white sandy beach. 
Totally turnkey including a Hawaii corporation 
and all licenses. A sales office in the lobby, and 
a beautiful model. View the website at www.
KonaVacationClub.com Contact the developer 
Jim Metcalf at 1-808-938-3800 or jimmetcalf@
yahoo.com

EMPLOYMENT

Camping Resort Looking for a Team
Private membership camping resort looking 
for a team to operate sales 6 months thru 
the season. Perfect for working snowbirds. 
Housing or campsite provided. Email Jay Corl 
at jay@alleganymountainresort.com

Growing Company Needs Sales Talent
Growing company needs sales talent at all 
levels. Management and t/o positions require 
3+ years experience in vacation ownership. 
Excellent long term opportunity with great 
commissions. Housing provided. Email Jay Corl 
at jay@alleganymountainresort.com

The Resort Trades is great. Connecting 
us with new clients we will always 
advertise in The Resort Trades.

Josh Jaffe of Jaffe Lead System

Resort Trades  
Testimonial

EMPLOYMENT

Immediate Openings!
Immediate openings with the nation’s largest 
and oldest travel club company. We are now 
looking to open 4 new offsite locations and 6 
new road shows this Spring and Summer. We 
also have several existing locations and dozens 
of distributors that are looking to expand in 
various parts of the country. Terrific product 
and pay plan for the right professionals. Be 
part of the industry that’s taking over from 
timeshare. Email or fax resume to Bill at 
mrktg01@yahoo.com or (f) 877-281-3652 (m) 
877-281-3649 or call 888-597-6722

INVENTORY FOR SALE

French Lick Springs Villas
Several weeks of Timeshares in Historic 
French Lick in Southern Indiana very 
reasonably priced to sell, sleeps eight, yearly 
maintenance fee. For more information call 
800-522-9210. www.frenchlickspringsvillas.com

“For important news, insights and opin-
ions on the vacation ownership indus-
try, I read Resort Trades Magazine.”

Gregory Crist 
CEO, National Timeshare Owners 

Resort Trades  
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INVENTORY FOR SALE

Choice Properties, Inc. is looking for 
experienced marketing teams and 
individuals looking to join our team.
RCI Points affiliated Deeded inventory. II Club 
Interval Gold affiliated Deeded inventory IN 
HOUSE MARKETING Travel Club Barclay 
credit card Financing Unlimited use of online 
contract software. Sell the same product as 
the major developers for a fraction of their 
price. Call today to secure your location. 
Call Rob 936-499-6224 or e-mail Rob@
echoiceproperties.com.

OTHER

Executive Quest, Inc.
Executive Quest
Keep up with what is happening in the Industry 
by subscribing to the monthly newsletter 
written by Keith Trowbridge and published by 
Executive Quest, Inc. Go to www.execq.com 
and click Subscribe on our Home Page.

clAssifieds

AT FIRST THEY’LL
ASK YOU

why
you’re doing it
BUT LATER

THEY’LL ASK
YOU

how
you did it

The topic of education for managers and boards
came up during an earlier meeting in Virginia
Beach with President & Owner Lori Overholt and
SVP of Operations Michele Colson, RRP, of Vaca-
tion Sales Associates, LLC. Another area of con-
cern was that of aging owners who are looking to
return their timeshare week. “We can offer creative

solutions to owners wishing to drop their owner-
ship,” said Colson. “For example, we can offer to
take back a week from an owner in exchange for
having them pay five years’ worth of maintenance

fees. That way the HOA has five years to resell
the inventory rather than having it disappear into a
dark hole.”

On the Philanthropy Beat
In October, Grand Pacific Resorts hosted four
travel bloggers and their families in Carlsbad and
Coronado as part of a two-part media campaign.
The group wished to find a way to drive awareness
among their 50,000-strong audience about GPR’s
destinations and resorts, while at the same time,
supporting two important causes – the Movember
Foundation and Send Me On Vacation. Movember
is a foundation committed to men’s health, while
Send Me On Vacation sends breast cancer survi-
vors on much-needed vacations to help them heal
in mind, body and spirit.

Wyndham Vacation Ownership reports they pro-
vided a one-million-dollar grant to fund 171 schol-
arships for “Step Up For Students.” Step Up For
Students helps administers the Florida Tax Credit
Scholarship Program, which allows recipients to
choose between a scholarship that helps with
private school tuition and fees, or one that assists
with transportation costs to out-of-county public
schools.

There’s still time to send support for Send Me On
Vacation (SMOV), we are told. SMOV, a philan-
thropic group supporting breast cancer survivors,
teaches us that vacations have the power to pro-
foundly change the lives of breast cancer survi-
vors. Send Me On Vacation provides survivors with
a vacation experience that serves as a catalyst,
bridging the physical treatment of cancer with the
emotional healing process needed for complete
recovery. The group completed a Think Pink Ber-
muda cruise on the Norwegian Cruise Line’s ves-
sel, Dawn, in October and hosted a second cruise
in November to Mexico on Carnival Cruise Line.
During the stay in Bermuda, SMOV conducted
two workshops at The Bermuda Cancer Center for
more than 40 local survivors. Caring individuals:
make a donation online at SendMeOnVacation.
org. To suggest a survivor in need of a healing
vacation, email Cathy@SendMeOnVacation.org.

My name is Adriana Zamora and I am a 2 1/2 year cancer survivor. I have always
strived to live a healthy life by exercising, eating right and getting annual check-
ups. A few years ago, I found a lump in my breast and, after a mammogram, the
doctor told me it wut nothing to worry about. After a year, I became
more concerned about it and went back for another mammogram only to be told
it w. However, my intuition told me it was something else. I became ter-
ound that my intuition was correct. I then insisted that a specialist

see me. The lump I had w, b
trasound indicated something worse. After a biopsy on March 25, 2013, I received
the dreaded call telling me that I had lobular carcinoma in one breast. After
meeting with Dr. Kelly Dempsey, she said the cancer was very aggressive and
that most likely would mirror itself on the other breast. I had to mak
decision of deciding whether I wanted one breast or both breasts removed. Fol-
lowing a bilateral mastectomy and insertion of tissue expanders, I went through
four months of aggressive chemotherapy and thirty-three radiation treatments.

My reconstruction process has been prolonged three times due to unexpected
complications. I have had seven operations and have many scars to show for it.
However, the emotional scars seem to weigh heavier. This
ney has put great strain on me not just
physically, emotionally and mentally b
due to all the medical bills. I am single and living on limited
. I believe that I am deserving and w
greatly from this vacation not only for enjoyment but also to
heal my mind and spirit.
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Faces & Places Tr
ad

es
Dec. 2015 The resort manager’s café:  

A gathering place for the timeshare industry’s true insiders Continued from page 15

VSA President & Owner Lori Overholt
(left), with SVP of Operations & Owner
Michele Colson, RRP.

Changing Lives
One Vacation at a Time

Se nd Me On Vacation
Se nd Me On Vacation
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AT FIRST THEY’LL
ASK YOU

I’m gonna spend every minute 
appreciating life!

Changing Lives
One Vacation at a Time

Se nd Me On Vacation
Se nd Me On Vacation

Send Me on Vacation Mission
To Provide a much needed vacation to women with breast cancer who have undergone treatment 
and need a place to rejuvenate and heal their body, mind and spirit.

Our Cause
Many women who have experienced treatment for cancer will tell you that when the physical aspects 
of the battle end, the emotional struggles begin. The adverse effects of the treatment can leave 
women, their families and friends in shambles. We believe that an essential step in surviving this 
experience is to provide survivors with a well deserved vacation to CELEBRATE life! If interested in 
becoming a member, donor or sponsor please contact us at membership@sendmeonvacation.org.

My name is Adriana Zamora and I am a 2 1/2 year cancer survivor. I have always
strived to live a healthy life by exercising, eating right and getting annual check-
ups. A few years ago, I found a lump in my breast and, after a mammogram, the
doctor told me it was fibrosis but nothing to worry about. After a year, I became
more concerned about it and went back for another mammogram only to be told
it was fibrosis. However, my intuition told me it was something else. I became ter-
rified when I found that my intuition was correct. I then insisted that a specialist
see me. The lump I had was indeed fibrosis, but calcifications detected in the ul-
trasound indicated something worse. After a biopsy on March 25, 2013, I received
the dreaded call telling me that I had lobular carcinoma in one breast. After
meeting with Dr. Kelly Dempsey, she said the cancer was very aggressive and
that most likely would mirror itself on the other breast. I had to make the difficult 
decision of deciding whether I wanted one breast or both breasts removed. Fol-
lowing a bilateral mastectomy and insertion of tissue expanders, I went through
four months of aggressive chemotherapy and thirty-three radiation treatments.

My reconstruction process has been prolonged three times due to unexpected
complications. I have had seven operations and have many scars to show for it.
However, the emotional scars seem to weigh heavier. This
long difficult journey has put great strain on me not just
physically, emotionally and mentally but especially financially 
due to all the medical bills. I am single and living on limited
finances. I believe that I am deserving and would benefit 
greatly from this vacation not only for enjoyment but also to
heal my mind and spirit.
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Better Than

Joke of the Day
A man goes into the pharmacy and asks for some viagra. 
‘Have you got a prescription,’ the  pharmacist asks him. 
And the man says, ‘No, but will a picture of my wife do?’
-Unknown Author

Make a Difference in Your Day....
Call the New and (Very) Improved
RSI Vacations Today.
We will help bring a smile to your face!
Call Todd Lynch at 770-486-1181 today..
or visit the web at www.rsivacations.com

...a Little Blue Pill

* Free First Day Incentives
* Free Exit Offerings
* Free Specialized White Label Opportunities
* Free Premiums to Developers - Hotel Card 
* Condo Card 
* Tour No Buys - We Pay You
* Tour/Client Generation

Sell…educate…Grow
Promotion, PR, Publicity 
By SharonINK PR & Marketing
Hear what Sharon Scott RRP’s clients say about her:

“As a lender and lender’s representative serving developers in the resort industry, 
Wellington Financial has benefited from Sharon’s capability as a wordsmith…. We 
are never hesitant about having Sharon call our clients to discuss a proposed press 
release, knowing she will perform her communications in a professional manner 
reflecting well on us.”
--ron Goldberg, President, wellington Financial

“… We have, on occasion, hired Sharon’s company and found that she was very 
effective at planning strategy for us and delivered on her commitments.” 
--richard ragatz, Ph.d., ragatz associates

“Everyone in the resort industry knows and respects Sharon. She has it all – 
connections, integrity, brains and a sense of humor!” 
--James r. danz, rrP, timeshare Marketing Professional

“We have been very pleased with Sharon’s writing capability. She’s a great 
communicator.” 
--t.l. Spencer, ceo and coB, and wes Spencer, timeshare Sales & Marketing 
Professionals

“When Sharon first started work as an ARDA staff 
person, we were impressed by her dedication, 
enthusiasm and zeal for building closer 
relationships between the association and its 
members….” 
--Stephany a. Madsen, rrP, Senior Vice 
President - Special Projects, retired, american 
resort development association (ARDA) 

To learn more, call Sharon at  
1-310-923-1269 or visit SharonINK.com. 

PR & Marketing



Three proud decades have established Cooperative Association of Resort Exchangers 

(C.A.R.E.) as the industry’s premier forum for the exchange of vacation inventory and ideas. 

JOIN US AT OUR 62ND SEMI-ANNUAL CONFERENCE IN ASHEVILLE, NORTH CAROLINA 

— MAY 21-24, 2016.

  of building 

trust,  
           exchanging 

ideas,  
    and creating 
opportunities 
 for those who love to  

vacation.  

30
years

C.A.R.E. MEMBERS INCLUDE: RESORT DEVELOPERS • PROPERTY MANAGERS • SERVICE PROVIDERS • TRAVEL CLUBS • TRAVEL AGENCIES • WHOLESALERS

Joining Forces to Deliver Outstanding Vacation Services



CALL US NOW FOR 
DETAILS ON OUR PROGRAMS! 

855-305-9877 x138
WWW.TRAVELTOGOBUSINESSSERVICES.COM

Travel To Go opens the door to dream vacations worldwide
WITH ABOVE & BEYOND 5-STAR SERVICE!

SERVICING THAT CAN’T BE BEAT!

TWO YEARS IN  A  ROW!

AWARD WINNING 
TRAVEL CLUB & EXIT PROGRAM EXPERTS

SIMPLIFY, DIVERSIFY AND REVOLUTIONIZE

NEW ENHANCED SERVICE!

CELEBRATING 
25 YEARS IN BUSINESS!

AWARD WINNER

EVERY RESORT 
DESTINATION

AVAILABLE
24/7 

SERVICING
ONLINE OR 

PHONE CALL 
TO ACTION



YES Whether you are a developer, HOA or management company, we can 
offer you a simple and elegant exchange solution that helps create a 
more satisfying experience for owners. One that’s good for you, good 
for owners and good for the industry. LET’S CHANGE EXCHANGE.

A NEW WAY OF LOOKING AT EXCHANGE      daelive.com      800.468.1799

OWNERS GET MORE “YES” WITH DAE.

NO When owners are ready to exchange, the last word they want to hear 
is “no.”  No availability, no free membership, no ticket to paradise... 
No just doesn’t work.

IT’S NOT WHAT OWNERS WANT TO HEAR.
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