

















3. A vacancy in any office because of death, resignation, removal,
disqualification or otherwise may be filled by a majority vote of the Board of
Directors for the unexpired portion of the term.

H. Meetings; Quorum

1. The Board shall meet regularly at a time and in a place to be
designated by the Board. Special meetings may be held as often as the needs of the
Board require, on notice to each Board member and the public.

2. A majority of the members shall constitute a quorum at any meeting,.
Every motion and resolution of the Board shall be adopted by at least a majority of
the members present and constituting a quorum at such meeting,

3. Prior to the meeting a notice and an agenda shall be provided to each
member of the Board of Directors and to anyone requesting such.

4, Board meetings shall be held in accordance to the Nevada Open
Meeting Law, N.R.S. 241.010 et seq.

5. Minutes of the meetings of the Board of Directors shall be in writing
and maintained at the principal office or place of business of the corporation and
shall be available to each of the Directors and the public upon request during regular
business hours,

ARTICLE IV - Officers

A, Officers
1. The officers of the IVCBVCB shall be a Chairperson, a Vice Chairperson
and such other officers as deemed necessary by the Board.

B. Election and Term of Office
1. The officers of the IVCBVCB shall be elected annually by the Board of
Directors at a meeting held in July with their term to commence immediately
following the adjournment of that meeting. New officers and committees may be
created and filled at any meeting of the Board of Directors.

2. No officer shall hold the same office on the Board for more than three
one year consecutive terms; however,
3. Each officer shall hold office until a successor has been duly elected

and qualified.

108 Removal

Any officer may be removed during his/her term of office by a majority vote of the
members of the Board of Directors, but such removal shall be based only upon the
misconduct of such officer.

D. Officer Vacancies

A vacancy in any office because of death, resignation, removal, disqualification or
otherwise may be filled by a majority vote of the Board of Directors for the unexpired
portion of the term.
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E. Duties of the Chairperson

1. The Chairperson shall preside at all meetings of the
Board of Directors at which he/she may be present.
2. The Chairperson shall exercise general supervision and

control over the affairs of the IVCBVCB subject to the control of
the Board of Directors.

E. Duties of the Vice Chairperson

The Vice Chairperson shall exercise the functions of the Chairperson in case of
his/her inability to serve, or whenever the Chairperson shall designate the Vice
Chairperson to act.

ARTICLE V - Management

The Board of Directors shall, if deemed necessary, be vested with the power to hire
an Executive Director and other staff and to contract with others to manage the IVCBVCB
in the following manner:

A Executive Director

1. The Executive Director shall be responsible to the
Chairperson and the Board of Directors for the execution and
management of the IVCBVCB objectives, budget, marketing program
and staff,

2. The Executive Director shall act as the liaison officer
between the Board of Directors and the members of the IVCBVCB and
shall attend all meetings of the IVCBVCB and its’ Board of
Directors.

3. The Executive Director shall perform his/her duties in
conformity with his/her job description as approved by the Board
of Directors.

B. Other Staff Positions
Additional staff positions, including legal counsel, may be authorized by the Board
of Directors, as necessary, to be filled by the Board or the Executive Director.

C. Compensation

Compensation ranges for all staff positions shall be set and reviewed by the Board
atits’ discretion in order to keep the compensation in line with the requirements of the job
and comparable positions throughout the industry.

D. Records

Records of all proceedings of the Board of Directors shall be maintained including,
but not limited to, financial records of receipts and disbursements, contracts and all
business transactions of the corporation. These records shall be available to the
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NORTH LAKE TAHOE MARKETING COOPERATIVE
PARTICIPATION AGREEMENT

This  NORTH LAKE  TAHOE  MARKETING  COOPERATIVE
PARTICIPATION AGREEMENT ("Agreement") dated as of the first day of July
20185 is entered into by, between and among the Participants (as defined betow).

RECITALS:

WHEREAS, the Participants are comprised of public non profit corporations
which receive Transient Occupancy Tax ("TOT") funds from their respective focal
political jurisdictions for the purposes of marketing the North Lake Tahoe {Exhibit A)
region and desire to join together to contribute funds to market and position the region as
one tourism destination through a WNorth Lake Tahee Marketing Cooperative
("NLTMC").

WHEREAS, the Participants desire to develop and implement on the terms and
conditions set forth herein a NL.TMC marketing plan to suppozt the North Lake Tahoe
hospitality industry by establishing an overall resort destination identity.

WHEREAS, to develop and implement this marketing pian the Participants agree
10 establish a Cooperative Marketing Commitice ("CMC") and to elect representatives to
serve on the CMC to coordinate this cooperative cffort.

NOW, THEREFORE, in consideration of the foregoing recitals, and for other

good and valuable consideration, the receipt and sufficiency of which are hereby
acknowledged, the Participants apgree as follows:

AGREEMENT:

1. DEFINITIONS.

1.1 Participants: The term "Participants" shali refer to the following
organizations:

(i) The [.ake Tahoe Incline Village Crystal Bay Visitors
Bureau, a Nevada non-profit corporation {("LTIVCBVB");

(i) North Lake Tahoe Resort Association, a California public
benefit non profit corporation ("“NLTRA");
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represent the perspective of their constituents and fo report back to their respective
committces and boards of any action {aken on their behalf [f there is majorily
disagreement with any particular representative regarding votes taken or decisions made,
then that representative may be asked to step down from their position on the NLTMC
board with a majority vote of their representative body,

INCLINE VILLAGE/CRYSTAL BAY NORTH LAKE TAHOE RESORT

vB ASSOCIATION
By: By:
Iis: Its:
Date: Date:
8
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EXHIBIT A

"North Lake Tahoe” Geographic definition

The North Lake Tahoe Marketing Cooperative will brand “North Lake Tahoe” which will
encompass the specific and general areas encompassing the following communitics:

Inciine Village
Crystal Bay
Kings Beach
Tahoe Vista
Carnelian Bay
Tahoe City
West Shore
Squaw Valley
Northstar
Greater Truckee
Alpine Meadows
DPonner Summit
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IVCBVB Planning Retreat Notes
March 28, 2018

1. Transportation — TMA/TART

Board Discussion on Priorities:
¢ Night rider — for visitors, buses full 10pm — lam
¢ Micro transit — for visitors, employees off/on mainline
* Employee van - offset from State = incorporate into overall program
¢ Quasi transit location at Crystal Bay
¢ Getinfo on sales tax (transportation) and gas tax (road only?)
e lookinto TRPA/MPO federal allocation- north shore vs. south shore = advocate
e How much is it to run the service now?

Foliow-up/Actions:
e fMMeet with TRPA - then, meet with Tart
* Model the microsite opportunity (explore other possibilities as well - nighttime,
employee)
e Get seat on TMA board to be “appointed”
® Get a handle on the tax dollars -- > advocate from there
¢ Meet with RTC after education/meetings done with others

2. RSCVA

Board Discussion on Priorities:
e Brand alignment greater now with Go Tahoe North
¢ Chinese market is interesting
¢ Data & tools they are using could be investigated

Follow up/Actions:
* Make sure sales folks listed in RSCVA handout have IVCBVB info included in leads
¢ Stay & play at Lake Tahoe / align with RSCVA new messaging
¢ Make sure we are getting our fair share - events, and opportunities (Andy)
e Follow up with RSCVA with this feedback and next steps

3. Co-op

Follow up/Actions from Board Discussion:
¢ Peerto peer board connection
o Joint board/exec meetings
o Bi-monthly calls (Daphne) + stakeholders
¢ Ensure co-administration language gets into contract
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How do you test entering a hew market?
o Using tools quantify benefit for incline market — ask for analysis
India as a potential test market?

GENERAL NOTES FROM EACH PRESENTATION

Transportation:

RSCVA:

389k riders on TART, 39k at incline/KB
% hr.and 1 hr. increments from 5 am to 7 pm
Opportunity for microtransit
Service level is same since 1986
Budget almost same too
Ridership has declined/flat = lowest ridership in NV region
Sales tax used only for transit -- gas tax for roads (this one is increasing and could be
advocated to expand its use}
Parking/limiting access is a transit strategy = where can you limit parking to stimulate
transit?
Microtransit — 10-12 passenger vehicle {uber type opportunity)
o Translock is doing modeling in Sacto = see results
o Fixed route and neighborhood route
Subsidized van pool for employers exists
Need to hit 7 people per hour (doesn’t have to be same 7 people)
Consider smaller routes — servicing the area independently
How much is Incline/KB contributing in sales tax and gas tax? Uknown?
Possibly share microtransit w/thunderbird shuttle (TMA convo)
Washoe senior ride —~ changing rules to 75% off, no income limit, > 60 yrs. old
Consider environmental and safety issues

Will soon be in top 30 of largest convention centers in US
Did rebranding campaign 2018 — more aligned with Go Tahoe North

o Targeted to GenX/Millenial & Lake focus

o Markets: Seattle, LA, Bay Area

o 12 million You-tube views
Strategic Shifts: Destination awareness, partnership marketing, sales missions,
international, reporting structure
Database to target who is selling into Reno/Tahoe market {(IVCBVB tap into)
Key markets: Denver, San Antonio - new flights + promo
Using Mailpound ~ 1 click awareness < potential for bookcase for NLT
China market is really hot:
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300k college kids in US (New England/Bay Area mostly)
Making a push into middle school
Tourism market is growing = RSCVA in several offices
Website and wechat (FB+paypal mechanism] requirements
365 day travelers, Chinese New Year, September
20k visited Reno in {ast 2 yrs,
Make Reno/Tahoe the Stop, not the stopover

o Egois everything {shots on Lake Tahoe)
Cover 9 geographies across the US
Go in as a destination to get more business (more clout)
Overlap areas with IVCBVB: ‘Chicago, South east, New England —>possibly shred
representation at events
They are feveraging expedia well — and it’s working
Seeing a lot of opportunities in Canada — focusing on that
Working with Travel NV, BrandUSA, Visitcalifornia.

O 0 O O o0 O

$2m + budget market hit since 2016/17
Human nature campaign
Targeting millennials {workaholics,families, outdoor enthusiast = behavioral)
Target regions: LA, Austin, New York, Bay Area/Sacto
Leisure Sales: UK, Australia(Mammoth), Canada, Travel NV, VisitCA, RSCVA
Conference Sales: 70% in CA, Tech companies, DC + Chicago {national HQ), regionally
focused events
Events — booth space at outside events, highlight marquee events
PR/Social media

¢ Luminaries campaign

o Content initiatives — hidden Tahoe

o FAMS

o Engaging content
IVCBVB could be support to NLTRA in politicai navigation (join exec meetings?)
New markets: DC (VISA and RASC info support this}, Chicago, Orange County, San Diego
Trends in vacation rental from years prior:

o  3-4daysvs. 1 week
Book 1-2 weeks out vs, one year
Still filling up but different timing
Similar audience Bay Area
Millennials will plan around a big event though (Coachella)

o 0 0 0
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March 2018 Financial Summary Report

March Month End Variance Report

REVENUE

e R250 Fund Transfer: 11% under budget

e 46000 Merch Sales: Under budget due to lower ski ticket and retail sales

EXPENSES

e 0305 Payroll: 4% over budget due to increased staff coverage.

e 0501 Travel & Lodging: Under budget due to Coop billing.

e 0609 Sponsorship: Under budget due to timing of payments and savings to budget.
e (0691 Shuttle Subsidy: Over budget due to timing of payments.

March Year to Date Variance Report

REVENUE

¢ R250 Fund Transfer: 2% under budget due to lower TOT collections.

e R274 Grants: Under budget due to timing of Travel Nevada Grant reimbursement.
¢ 46000 Merchandise Sales: Under budget due to lower ski ticket and winter sales.

EXPENSES

¢ 0320 Health Insurance: Under budget to open staff position.

0321 Empioyee Training: Over budget due to training process in the fall.

0405 Bank & CC Charges: Over budget. Implemented new card processor mid year.
0411 Maintenance/Janitorial: Under budget due to no snow removal costs.

0430 Building Repairs: Under budget due projects pending in spring.

e 0473 Dues & Subscriptions: Over budget pending payment of Coop expenses,

e 0507 Meeting Expense: Under budget due to lower expenses.

* 0623 Regional Marketing Programs: Under budget. Savings to budget.

e 0689 Web Development: Under budget due to timing of Activity Tickets site billing.
e 0691 Shuttle Subsidy: Over budget due to timing of payments. Savings to budget.
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INCLINE VIELAGIE CRYSTAL BAY VISITORS BUREAU

12:44 PM
04/57/18 Profit & Loss Budget vs. Actual
Accrual Basis March 2018
Mar 18 Budget $ Over Budget % of Budget
Ordinary Ineome/Expense
income

1250 - ¥und Transfers 104,269.91 116,900.00 -12,630.09 89.2%

R252 - Interest Income 4224 37.50 4.74 142.6%

R270 - Miscellaneous Revenue 0.00 333.33 -333.33 0.0%

R290 - Consignment Sales 0.00 166.66 -166.66 0.0%

POS Sales

46000 - Merchandise Sales 217125 5,000.00 -2,828.75 43.4%
R277 - Concierge 2.471.00 3,100.00 -629.00 79.7%

Total POS Sales 4,642.25 8,100.00 -3.457.75 57.3%
Total Income 108,954.40 125,537.49 -16,583.09 86.8%
Cost of Goods Sold

50000 - Cost of Goods Soid 1,530.40 3,000.00 -1,469.60 31.0%
‘Total COGS 1,530.40 3,000.00 -1,469.60 51.0%

Gross Profit 107,424.00 122,537.49 -15,113.49 87.7%
[xpense
0400 - Utilities
0403 - Utilities- Water & Refuse 30025 280.00 2025 107.2%
0402 - Utilities-Gas & Heat 214.53 205.00 9.53 104.6%
0401 - Utilitics- Electric 244 .64 250.00 -5.36 97.9%

Total 0400 - Unilities 759.42 735.00 24,42 103.3%

0305 - Payroll 2607115 25,000.00 1,071.15 i04.3%

0313 - Employers Insurance of Nevada 0.00 79.17 -79.17 0.0%

0314 - State Employer Taxes 317.07 155.00 162.07 204.6%

0315 - Federal Unemployment 19.36 40.00 -20.64 48.4%

0316 - Public Employees Retirement Sys 6,858.56 6,300.00 558.56 108.9%

0319 - Employer Medicare/Soc Sec 807.07 800.00 7.07 100.9%

0320 - Healih Insurance 3,782.27 3,958.33 -176.06 95.6%

0321 - Employce Training 0.00 130.20 -130.20 0.0%

0405 - Bank & Cr Card Charges 311.10 200.00 111.10 155.6%

0410 - Office Supplies & Expenses 222.02 626.60 -404.58 35.4%

0411 - Maintenance/Janitoria 132,96 1,100.00 -967.04 12.1%

0412 - iT - Computers 527.50 482,50 45.00 109.3%

0415 + Misc. Sales Tax (Sales Tax Paid on Purchascs) 0.00 8.33 -8.33 0.0%

0420 - Postage & Freight -631.98 122.80 -754.78 -514.6%

042} - Communications 707.59 806.10 -98.51 87.8%

0422 - Printing Expenses 0.00 166.67 -166.67 0.0%

0430 - Building Repairs & Insurance 0.00 648.00 -648.00 0.0%

0451 - Legal & Aceounting Services 2,559.00 3,153.40 -594.40 81.2%

0460 - Contract Services 0.00 262.50 -262.50 0.0%

0461 - Remote Offices 3,500.00 3,500.00 0.00 100.0%

0462 - Equipment Lease & Maint. 538.07 G.00 538.07 100.0%

0470 - Misc. Expenses 0.00 200,00 -200.00 0.0%

0473 + Dues & Subscriptions 0.00 215.00 -215.00 0.0%

0474 - License & Fees 225,00 0.00 +225.00 100.0%

0501 - Travet & Lodging -2,399.45 611.00 -3,010.45 -392.7%

0504 - Registrations 0.00 120.00 -120.00 0.0%

0505 - Local Transportation/Car 137.34 149.78 -12.44 91.7%

0507 - Meeting Expenses 38.56 6i7.70 -579.14 6.2%

0601 - Hospitality in Market

0601.5 - In House 75.51 222,30 -146.79 34.0%

0601 - Hospitality in Market - Other 0.00 22230 -222.30 0.0%
Total 0601 - Hospitality in Market 75.51 444.60 -369.09 17.0%
Page |
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INCLINE VILLAGE CRYSTAL BAY VISITORS BUREAU

12:44 PM
04/17/18 Profit & Loss Budget vs. Actual
Accrual Basis March 2018
Mar |18 Budget 3 Over Budget % of Budget
0622 - Advertising Co-op 93,525.00 93,525.00 0.00 100.0%
0623 - Regional Marketing Programs 2,634.02 1,788.00 846,02 147.3%
0650 - Payroll Expense 105.00 128.00 -23.00 82.0%
0689 - WEB Development 0.00 700.00 -700.00 0.0%
0690 - Sponsorship 0.00 7,050.00 -7,050.00 0.0%
0691 - Shuttic Subsiday/Sponsorship 0.00 2,550.00 -2,550.00 0.0%
0725 - Uniforms 0.00 41.67 -41.67 0.0%
0730 - Special Promotional Ttems 0.00 150.00 -150.00 0.0%
0733 - On-Hold Messaging 127.27 125.73 1.54 101.2%
0751 - Coneierge Expensc 2,222.52 2,700.00 -477.48 82.3%
51100 - Freight and Shipping Costs 2435
59900 - POS Inventory Adj -Merchandise 7.19 0.00 7.19 100.0%
Totai Expense 142,753 .47 159,391.08 -16,637.61 89.6%
Net Ordinary Income -35,329.47 -36,853.59 1,524,12 95.9%
Net Income -35,329.47 ~36,853.59 1,524.12 95.9%
Page 2
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12:32 PM

04/17/18

Agcrual Basis

INCLINE VILLAGE CRYSTAL BAY VISITORS BUREAU

Profit & loss Budget vs, Actual
July 2017 through March 2018

Ordinary hicome/Expense
income

R250 -
- Interest Income
R269 -
R270 -
- Girants
R290 -

R252

R274

Fund Transfers

On Hold Messaging
Misceliancous Revenue

Consiprment Szles

POS Sales
46000 - Merchandise Sales
R277 - Concierge

Total POS Sales

Total Income

Cost of Goods Sold
50000 - Cost of Goods Sold

Total COGS

Giross Profit

Expense
0400 -

Utilities

0403 - Utilities- Water & Refuse
0402 - Utslities-Gas & Heat
0401 - Utilities- Clectric

Total 0400 - Utilities

G305

0312 -
0313 -

0314
0315

0405

0411
0412
04135

0421
0422
0430
0451

0461

0462 -
0470 -
0473 -
0474 -

0501
0504

0601

» Payroll

Employee Vaeation Hxpense (Vacation and & Sick Time)
Employers Insurance of Nevada

- State Frptoyer Taxes

- Federal Unemployment
0316 -
0319 -
0320 -
0321 -
- Bank & Cr Card Charges
0410 -
- Maintenance/Janitorial

- 1T - Camputers

- Misc. Sales Tax (Sales Tax Paid on Purchases)
0420 -
: Comnmnications

- Printing Expenses

- Building Repairs & Insurance
- Lepal & Accounting Serviees
0460 -
- Remote Offices

Public Employees Retirement Sys
Employer Medieare/Soc Sec
Healtk: Insurance

Employee Training

Office Supplics & Expenses

Postage & Freighi

Contraet Services

Equipment Lease & Maint.
Misc. Expenses

Dues & Subscriptions
License & Fees

- Travel & Lodging
- Regisirations

0505 -
0507 +

Local Transportation/Car
Meeting Expenses

- Hospitality in Market

0601.5 - In [ouse
0601 - Hospitality in Market - Qther

Tetal 0601 - Hospitality in Markel

0622 -
0623 -
0624 -

Advertising Co-op
Regional Marketing Programs
Co-Qp Expenses/Reimbursements

0626 - Co-0p Expenses

Total 0624 - Co-Op Expenses/Reimbursements

Jui'l7? - Mar 18 Budget $ Over Budpet % of Budget
1,251,687.61 1,271,400.00 -19,712,39 98.4%
329.50 337.50 -8.00 97.6%
200.00 150,00 50.00 133.3%
662.30 2,999.97 -2,337.67 22.1%
0.00 20,000.00 -20,000.00 0.0%
267.50 1,500.02 -1,232.52 17.8%
31,238.01 37,909.00 -6,670.99 82.4%
224,924.95 225.904.00 -979.05 99.6%
250,162.96 263,813.00 +7,650.04 97.1%
1,509.309.87 1,560,200.49 -50,890.62 96.7%
16,877.74 20.524.00 -3,646.26 82.2%
16,877.74 20,524.00 -3,646.26 82.2%
1,492,432.13 1,539,676 .49 -47,244.36 96.9%
2,854.37 2,704.00 15037 105.6%
990.34 1,075.00 -84.66 92.1%
1,743.97 1,897.00 -153.03 91.9%
5,588.68 5,676.00 -87.32 98.5%
244,652.11 242,900.00 1,752.11 160.7%
2,023.97
848.00 712.49 13551 119.0%
1,534.59 1,180.60 353.99 130.0%
279.09 305.00 -25.91 91.5%
58,969.37 59,800.00 -830.63 98.6%
5.886.13 7,277.00 -1,390.87 80.9%
27,135.33 35,625.0% -8,489.68 76.2%
5,597.50 1,609 40 3,988.10 347.8%
16,967.04 13,849.00 3,118.04 122.5%
4,882.92 5,120.20 -237.28 95.4%
9,287.05 14,308.00 -5,012.95 64.9%
2.778.00 3,552.50 -774.50 78.2%
239 74.97 ~72.58 3.2%
573.87 1,431.60 -857.73 40.1%
7,950.24 7,581.70 308.54 104,9%
0.00 1,500.03 -1,500.03 0.0%
5,211.02 8,056.00 -2,844.98 64.7%
28,050.25 28,539.80 489.55 98.3%
1,125.00 2,212.50 -1,087.50 50.8%
31,500.00 31,500.00 0.00 100.0%
2,056.18 1,000.00 1,056.18 205.6%
2,778.00 1,400.00 1,378.00 198.4%
6,355.67 3,355.00 3,000.67 189.4%
18275 125.00 25775 306.2%
3.839.81 5,667.00 -1,827.19 67.8%
994,00 840,00 154.00 118.3%
370.62 1,050.66 -680.04 35.3%
1,013.93 5,146.90 -4,132.97 19.7%
4,878.26 3,610.10 1,268.16 135.19%
131282 2,056.10 -743.28 63.9%
6,191.08 5,666.20 524.88 109.3%
T16,678.00 716,678.00 0.00 100.0%
9,119.15 14,636.00 -5,316.85 62.3%
250.00
250,00
Page |
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12:32 PM
04/17/18

Accrual Basis

INCLINE VILLAGE CRYSTAL BAY VISITORS BUREAU

Profit & Loss Budget vs. Actual
July 2017 through Mareh 2018

0650 - Payroll Expense

0689 - WED Development

{690 - Sponsorship

0691 - Shuttle Subsiday/Sponsorship
0725 - Uniforms

0730 - Special Promotional Hems

0733 - On-Hold Messaging

0751 - Concierge Expense

51100 - Freight and Shipping Costs
59900 - POS Inveniory Adj -Merchandise

Total Expense
et Ordinary Income
Other Income/Expense
Other Expense
Cash QOver/Short ()
Total Other Expense

Net Other Income

Net Income

Jul't? - Mar 18 Budget $ Over Budpet % of Budget
1,027.00 1,116.00 -89.00 92.0%
0.00 4,900.00 -4,900.00 0.0%
62,950.00 68,850.00 -5,900.00 91 4%
16,500.00 18,350.80 -1,850.00 89.9%
352.28 375.03 «22,75 93.9%
0.00 1,050.00 -1,050.00 0.0%
1,098.07 1,122.81 -24.74 97.8%
192,793.07 194,587.00 -1,793.93 99.1%
365.85
4,937.29 0.00 4,937.29 100.0%
1,490,895.30 1,518,719.40 «27,824.10 08.2%
1,536.83 20.957.09 ~19,420.26 T.3%
1.00 0.00 1.00 100.0%
1.00 .00 1.00 100,0%
-1.00 0.00 -1.00 100.0%
1,535.83 20,957.09 -19,421.26 7.3%
Page 2
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Conference Department Report for March 2018

In March 2018 the conference sales department staff attended a number of key meetings and
industry events. The following is a brief recap of the month’s activities.

Staff generated the following new leads March:

C

Summit Conferences & Incentives — Revive Dance Regional Conventions. This
program has the potential to generate over 309 room nights and bring 600 people
to Lake Tahoe in December 2018-March 2019,

Pebble Beach Technology International - 2019 PTI Applicator Conference. This
program has the potential to genecrate over 248 room nights and bring 140 people
to Lake Tahoe in October 2019.

Kronick Moskovitz Tiedemann & Girard — 2018 Firm Retreat, This program has
the potential to generate 20 room nights and bring 20 people to Lake Tahoe in
October 2018.

Arthur Murray Dance Studios - Dance O Rama 2020. This program has the
potential to generate over 520 room nights and bring 250 people to Lake Tahoe in
April 2020.

HPN — Animal Health Meeting. This program has the potential to generate 125
room nights and bring 25 people to Lake Tahoe in August 2018.

Josh McDowell Ministry - Donor Briefing. This program has the potential to
generate over 480 room nights and bring 120 people to Lake Tahoe in October
2018.

Boardriders Inc. - Fall Sales Meeting. This program has the potential to generate
520 room nights and bring 200 people to Lake Tahoe in November 2018.

Alpha Media — Annual Leadership Retreat. This program has the potential to
generate over 210 room nights and bring 70 people to Lake Tahoe in September
2019.

HPN 55523 -2019 Healthcare Global Sales Meeting. This program has the
potential to generate 768 room nights and bring 150 people to Lake Tahoe in
January 2019,

HPN 53015V2 -Corporate Team Retreat. This program has the potential to
generate over 270 room nights and bring 120 people to Lake Tahoe in June 2018.
VIP Marketing Services - WESTOP Regional. 80 room nights in October 2018.
Association of American Medical Colleges — Fall Meeting. 525 room nights in
April 2019.

Canvas Meetings & Events — Confidential Financial Client. 135 room nights in
April 2019.

American Angus Association — 2019 Board Meeting. 228 room nights in June
2019.

Association of Bookmobiles and QOutreach Services — 2019 Annual Conference.
441 room nights in October 2019,

UnitedHealth Group — 2020 URS Growth Summit. 883 room nights in March
2020.

American Society for Engineering Education — Engineering Deans Institute. 512
room nights in April 2020.
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o Lutheran Women’s Missionary League - District Convention. 226 room nights in
April 2019.

o Association of Chief Business Officers of California Community Colleges —
Spring Conference 2021 or 2022. 490 room nights in May 2021 or 2022.

o California Weed Science Society —~ 2022 Annual Conference. 609 room nights in
January 2022.

The following groups were turned definite in March:
o California Special Districts Association — GM Leadership Summit. 350 room
nights at the Resort at Squaw Creek in October 2018.

Staff attended MPI Cascadia’s Renovate Conference in Reno March 4-6, 2018, Staff
participated in the hosted buyer program where we had 17 one-on-one appointments along with
networking opportunities with over 50 meeting planners from the states of Oregon and
Washington. Staff has been doing follow up with all the meeting planners. Two potential
programs Staff is working on getting RFPs from are Stoel Rives and 21% Century Group. Staffis
working on the following lead that was received from the HPN associated that attended this
event:

¢ HPN Cintas OPS Roundtable. This program has the potential to generate over 40 room

nights and bring 20 people to Lake Tahoe in August 2018,

Staff attended Luxury Meetings Summit in Portland, Seattle and Vancouver March 5-9,
2018. Luxury Meetings Summit is an innovative and fast-paced event that provides qualified
meeting planners with the opportunity to meet face-to-face with luxury properties and CVBs,
Staff will have one-on-one appointments with 20-30 meeting planners at each event. Staff
completed follow up with all the planners that attend these events and is working on the
following leads:
o Alpha Media — Annual Leadership Retreat. This program has the potential to
generate over 210 room nights and bring 70 people to Lake Tahoe in September
2019.
o Precoa - Sales Meeting. This program has the potential to generate over 240
room nights and bring 60 people to Lake Tahoe in January/February 2019.
o]
Staff attended Connect Mountain Incentive Conference in Squaw Valley March 13-15,
2018. Connect Mountain is an education conference and appointment-oniy program for
suppliers who represent mountain destinations looking for group business in winter (ski) and
summer (hiking, fishing, golf). This is the ideal event to build mountain resort business. The
invitation-only event brings together active planners with mountain CVBs and resorts. Staff
participated in the hosted buyer program had 21 one-on-one appointments along with networking
opportunities with over 60 meeting planners from all over the United States. The following lead
was generated at the event.

. Boardriders Inc. — Fall Sales Meeting. This program has the potential to generate 520
room nights and bring 200 people to Lake Tahoe in November 2018.
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Staff attended Connect California Conference in Squaw Valley March 13 — 15, 2018. Connect
California brings in more than 30 meeting planners who book events in the state of California for
2 days of education, networking and appointments. The invitation-only event brings together
active planners with California based hotels and destinations. Staff participated in the hosted
buyer program had 26 one-on-one appointments along with networking opportunities with over
60 meeting planners from all over the United States.

Staff attended CalSAE ELEVATE Conference in Monterey, CA. ELEVATE is the largest
gathering of California association industry professionals and provides the CVB with the
opportunity to promote our destination to over 200 association meeting planners.

Staff conducted a site visit with Katherine Hedrick with SMI Travel. We did site visits of offsite
venues in Homewood, Tahoe City, Kings Beach and Truckee. One is their key clients is Stilh
{Chain Saw Company) that has good potential for the Pacific Region and North East Region. In
addition there is potential for 2 June meeting of 30-40 people and incentives for around 144
people. This site visit was completed on March 15, 2018 after meeting with Katherine at
Connect California & Incentive.

Staff conducted a general site visit with Darla Huckaby with ConferenceDircet. Darla sources
meetings & events for both associations and corporations. We visited the Hyatt Regency Lake
Tahoe and the Ritz Carlton Lake Tahoe,

Staff hosted a site visits for Delta Airlines. They are considering North Lake Tahoe for a
February 2019 Incentive that will generate 2400 room nights, They are considering multiple
destinations and hope to have a decision by mid-April.

Staff attended the Three Year Tourism Development Meeting on March 26%.

Staff reviewed and madc appointment requests with meeting planners attending Mountain Travel
Symposium Mectings Exchange April 12-14, 2018. The Meetings Exchange features a full day
of one-on-one, pre-scheduled sessions between meeting planners (buyers) and suppliers as well
as a variety of networking and social functions. Pre-Qualified buyers are invited to participate in
a four-day/three-night program. Supplier participation is limited to two-to-one ratio with the
planners to ensure an overall high quality experience. Staff will have 23 one-on-one
appointments

Staff, on a daily basis, prospects for new clients via phone and email communication, In the

month of March, staff made over 500 contacts with prospective clients. Staff also stays in
constant contact with existing client base in the hopes of generating repeat business
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* Youku Mobile Recommendation: $ 974,358 per episode
» FEarned Media Value: $2,923,074
» Social exposure
* Fresh Journeys official Weibo {https://weibo.com/u/5933228287)
* Posts: 20
=  Followers:450,000
* Impression: 9,000,000
* Livestream (Yizhibo/Meipai/Laifeng: 3 times} =30,000 impressions
Upcoming International Media:
o Freelance German Writers, Travel Nevada, April
o Squaw Valley China FAM, April
o Travel Nevada UK Media FAM, June
o Travel & Leisure Magazine, Mexico, July

FAM TRIPS:

HOSTED FAMS

o Delta Airlines Travel Nevada FAM: March 2018

o El Salvador Winter FAM with United Airlines: March 2018
Upcoming FAMS:

o MTS Post FAM, April

o Latin America FAM, April

o Travel Councilors UK Spring FAM, May

SALES MISSION INFORMATION:

I1SC:

Attended the Travel Nevada Canada Sales Mission, March 4-9th
o Follow up sent out. Details will be sent out to all partners.
o Key Meetings included: West Jet, Air Canada & Training at Leave Town
Vacations
Attended the Texas RSCVA Sales Mission in conjunction with the launch of the new
Austin flight
Attended SkiTops, domestic mountain show in March
o Bartwill send out all leads to partners
Upcoming Tradeshows/Sales Missions:
o Mountain Travel Symposium, April
o Australia Sales Mission & Ski Shows, May
o International Pow Wow, May

Creating {3} year leisure sales strategy plan and hosting calls with our partners
Creating (6} month county reporting, due in April

Working with Visit California to update our VisaVue data tracking program
Planning for year end - wrapping up and finalizing marketing opportunities,
including a BRAND USA Strategy call

Planning for the 2017/2018 travel schedule

Prepping [PW appointments and booth space
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DATA TRACKING:
* VisaVue year end data re-cap

END OF THE YEAR (2017) STATISTICS:

- $5,297,706

- 19.7% growth

- Average cardholder spend: $264.51

- Lodging came in as the #1 market for spend at $2 millien
-  Entertainment & Travel was 27 at $1.1 million

- Restaurants was 314 at $0.8 million

Top Country By Spend ($) | Top Country by Cardholder

Count (# of people)
Canada Canada
United Kingdom United Kingdom
Australia Australia
China Germany
France China
Germany France
Mexico Argentina
Argentina Mexico
New Zealand Ireland
Singapore Japan
Top Countries w/data Growth by $ spend Growth by # of people
United Kingdom -3.2% 5.7%
Canada 32.2% 8.6%
Australia 55.2% 29.3%
China 25.7% 19.2%
Mexico -12.2% -3.2%
France 44.8% 14.9%
Germany 15.8% 29.3%
Argentina 39.5% 35.5%
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OPERATIONS REPORT
April 20, 2018
Submitted by Greg Long

Summary:

Walk-in stats are picking up. The snows in March and a multi-week spring break have contributed to the
increased visitor count. Staff hours have stayed lean despite increased visitor counts. | have been
completely immersed in ali aspects of the operation so current procedures can be learned and tweaked
for efficiency. We have started accepting reservations for the 2018 Thunderbird season.

Staffing:

Visitor Sales and Service Specialist positions have stayed at a minimum

Planning for a ramp up to coincide with the start of the Thunderbird Lodge tours on May 29

Operations:

Completed the budget reforecast for the final quarter, fiscal year 17/18
Continued training on Activity Tickets site

Auditing existing vendor invoices for potential cost savings

Doing payroll and PERS submissions independently

Reviewing bids for a new office copier

Continue to review internal operating procedures for efficiencies
Increased Facebook followers from 71 to 274

Continuing to review visitor handouts for clarity and quality of information

Projects:

Having stumps ground in parking lot

Requesting bids for parking lot sealing

Working with [VGID to get Galis Dung! rebuilt and relocated
Actively building fan base on Facebook though engaging posts
Reviewing summer merchandise for gift shop

Rewriting some visitor handouts

Meetings attended:

Attended Rural Roundup in Tonopah NV
Attended Tourism Development Planning Meeting

Attended Reno Tahoe Territory Meeting
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Sales Department Report for March 2018
Staff — Bart Peterson — Business Development Manager

Activity Tickets

Thunderbird Lodge Tour Products built and live to include Standard Tours and Wine & Cheese Tours
Alpenglow Expeditions has three products loaded and live

Borges Sleigh Rides will operate through March, product is live

Tahoe Adventure Company Winter Full Moon and Sunset Snowshoe tours product is live

Lake Tahoe Flight Services product is live, staff received product briefing from the owner

Pitched Wild Society, Tahoe Scenic Tours and Beer and Brats for Red White and Tahoe Blue

Leisure

Attended SkiTops in Copper Mountain, CO where | met with {24) domestic ski wholesalers and
distributed leads to our partners

Hosted (6) person Travel Nevada FAM from Flight Centre in Australia at Hyatt, Hacienda and Diamond
Peak

Miracle March snow update sent to all Travel Nevada partners and AU/NZ wholesalers

Texas Sales Mission in 5an Antonio and Austin with RSCVA where we met with 70 travel agents
TraveiNevada attended the Visit USA Show in Australia which generated leads | followed up, input to
iDSS and distributed to our partners

Conference
Carnegie Learning lead distributed through CVENT to Hyatt for 585 rooms in July 2019

Sport
Hosted Dan Maloney of Sports Planning Guide for a site tour of the North Shore
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President/CEQ Report
Activities Report
March 20, 2018

¢ NORTH LAKE TAHOE MARKETING COOPERATIVE

@]
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Working with accounting department to finalize FY 2017/18 budget reforecast
Oversee agency efforts on behalf of the coop funding partners

Continued on-boarding of new NLTRA Tourism Director

Develop and initiate final winter consumer marketing push

Review and approve Coop invoice billing and payments

Begin development of Coop FY 2018/19 budget process

Coordinate winter snow messaging partner calls

e (OPERATIONS & ACCOUNTING

o
Q
Q

Continue on-boarding of Operations & Finance Director
Development of IVCBVB FY 2017/18 Budget Reforecast
Begin development of FY 2018/19 Revenue Forecast

e PROJECTS

Q
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Work with Reno Tahoe Territory Partner on new project development
Attended Travel Nevada Canadian Travel Trade Sales Mission

Planned and executed Board Retreat

Development of action items from Board Retreat direction

Launched Thunderbird Lodge Tour booking season

e MEETINGS

o]
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Conducted NLT sales staff meetings

Conducted NLT vendor status meetings

Attended North Lake Tahoe Chamber awards candidate review
Attended NLTRA Marketing Meeting

Attended Abbi Agency International PR Planning session
Attended RASC Marketing Committee meeting

Participated in Visit California Brand Content Committee meeting
Attended State Route 28 Grand Opening Celebration meeting
Attended VisitinglLakeTahoe.com website planning meeting



