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| HG@rewth strategy to create sustainable value

Making best use of our scale to build and grow preferred hotel
brands for guests and owners in high value markets

N Werewe pl ay A Howe wi no

Markets Powerful and distinct brands
Segments Best demand delivery systems

Model Aligned and engaged organisation




The top 5 things you may not know about the hotel market

1 Brands matter online Only 5% of our bookings are through online
travel agents

2  Vacations are a right Rooms sold for leisure increased in 2009

3 Searching 1 snod 78% of hotel bookings begin with some

o form of online search. Web bookings are
only 23% of our mix

4 |t Oos at dlbsinesse Less than 30% of midscale guests fly

5 Hotel guests are hard Only 50% of Americans stay in a hotel in

~ tofind any given year
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Hotel Indigo London Paddington, UK




Greatnotels

. guestsloVe
Our journey to Great Hotels Guests Love

Scalei n é
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POWERFUL AND'DISTINCT BRANDS THAT
: PROVIDE A DIFFERENTIATED :
GUEST EXPERIENCE




