VANESSA THOMAS
P R O F E S S I O N A L   E X P E R I E N C E

Galileo International 



January 2000 to May 2003
Windsor 

Berkshire
Global Account Manager – Hotel Business Development

· Negotiate commercial contracts with hotel suppliers world-wide.

· Create and implement corporate marketing strategies with hotel suppliers at a corporate headquarters level.

· Develop business opportunities with new or existing suppliers.

· Identify and exploit opportunities to increase revenue, improve customer service and maximise value for suppliers. 

· Identify and drive product initiatives based on strategic direction and customer needs and opportunities. 

· Make critical decisions concerning customer viability with regards to revenue generation and ongoing participation. 

· Initiate, develop and maintain positive relationships with customers to increase sales and influence their perception of, and satisfaction with Galileo International.

· Represent Galileo International in strategic industry forums, to promote appropriate corporate identification and gain additional sales opportunities. 

· Initiate pricing proposals and sell direct channel products and sponsor enhancements where required.

Millennium and Copthorne Hotels


April 1997 – August 1999

Horley 

Surrey

Sales and Marketing Systems Development Manager

· Identifying and recommending enhancements to rooms business systems and functionality.

· Managing major projects being implemented by Corporate Office.

· Main point of contact for all sales and marketing suppliers for the duration of projects.

· Preparation and monitoring budgets relating to all projects.

· Identifying and communicating issues which may impact a project to the Company Executive Directors.

· Communicating the progress of projects at all levels of the Company and ensuring ‘buy-in’ from all Head Office Departments and Hotels.

· Company representative for HEDNA.

Reservations Development Manager

· Managing the Company relationships with all reservation service providers.  In particular the Third Party Reservations Provider (Pegasus Solutions), all major GDS’s and Internet Service Provider and e-Commerce providers.

· Ensuring that the appropriate rates and products were displaying in all relevant systems to maximise room sales.

· Educating hotel and corporate office staff to maximise revenues from all electronic media.

· Planning and implementing GDS and e-Commerce marketing on a Company and individual hotel basis.

· Overall responsibility for the Company’s own Central Reservations Office.

Best Western International Ltd.


July 1993 – January 1997

Kingston upon Thames 

Surrey

Manager – International Automation Services 

· Advising member hoteliers and affiliate offices on the most effective display of sales and marketing information on BWI’s own Central Reservations System, Global Distribution Systems and Internet to maximise sales.

· Assisting Travel Agents and Tour Operators to process reservations via all electronic media to maximise room night sales.

· Organising and executing training sessions and presentations to all levels of agency and operator staff to increase awareness of both the Company and products/brands available.

· Rollout and training of BWI’s own Property Level Reservations System in Europe, ensuring that the affiliate offices have all information and tools necessary to support their member hotels.

· Marketing and rollout of a centralised commission payment system (HCC) to the European member hotels.

· European based central contact for all travel agency chains and consortia ensuring maximum exposure to the travel agency community.  

· Evaluation and implementation of preferred partnerships with travel agency chains and consortia.

· Implementation of client specific global rate programmes for initial negotiation to final loading in appropriate electronic booking media.

· Implementation of direct consumer programmes and promotions.

· Organisation of BWI’s attendance at World Travel Market.

· Participation at all relevant European trade shows, GDS conferences and workshops.

· Attendance at new trade shows for evaluation and recommendation of possible attendance in future years.

· European based representative for HEDNA and all other appropriate industry initiatives.

· Overall management of BWI’s London Sales Office.

Best Western Great Britain  



April 1985 – July 1993

Kingston upon Thames 

Surrey

Manager – Central Reservations Service

· Recruiting and training of all department staff members

· Implementing and reviewing all Company policies and procedures.  Recommending changes where appropriate to increase sales and growth in the market place.

· Advising member hoteliers on the most effective display of sales and marketing information on BWI’s own Central Reservations System, Global Distribution Systems and Internet to maximise sales.

· Effective maintenance of information on all CRS, GDS and Sales Databases.

· Researching and introducing new equipment e.g. Automatic Call Distribution System and Reservations Billing and Sales Statistic Database. 

· Handling all customer queries and complaints received either by telephone or in writing.  Ensuring a satisfactory conclusion for both the client and Company.

· New member hotel induction into the Central Reservations Department.

· Maintaining Reservations Sales Agents’ product knowledge in order to maximise sales and call conversion.

· Management of the Company Short Breaks Holiday Administration Department, (Getaway Breaks), ensuring the timely confirmation of all short break reservations and third party elements e.g. flights, ferries and theatre tickets.

Post House Hotel




February 1983 – November 1984

London Heathrow Airport

Assistant Sales Services Manager

Trusthouse Forte Ltd.




July 1977 – February 1983

Ealing, London W5

Reservations/Sales Agent.

Reservations Supervisor.

Communications Co-ordinator.

