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In 2006, FastBooking is introducing a new rate structure which is more advanta-
geous for you and at the same time promotes growth in your Internet sales.

Previously, for all reservations generated at
the public rate, FastBooking charged you a
commission based on a fixed percentage.

Now, a tapering commission rate will be
applied to reservations generated at the
public rate on your website through
FastBooking.

The principle is simple: the more bookings
you receive through FastBooking, the lower
the rate of commission!

From 1 January, the sales you generate
through FastBooking will be accumulated
each month, and the rate of commission
charged will be based on the accumulated
figure.

FastBooking applies
new tapering rates

FlashBooking
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Happy New Year!

The year 2006 promises to bring many changes and a lot of good news.

First and foremost in terms of communication, with this new-style Newsletter. Each
month, it will bring you up to speed with the latest commercial and marketing news and
details of internal developments at FastBooking. We will also bring you monthly client
testimonials and regular advice on how to optimize your results.

The first item of good news concerns our clients: on 1 January we introduced a more
advantageous commission system for hotels, with tapering rates depending on the
volume of bookings generated.

There is also news for Internet users, who will be able to explore the new versions of our
distribution portals, featuring a wealth of detailed maps and scores and comments for
each hotel.

Finally, the FastBooking team itself is at the centre of important developments: from 20
people at the end of 2004, we have grown to 35 at the beginning of this year. So that you
can get to know the talented people who work in our various departments, we have
decided to include portraits each month. This month, you can meet the E-Consulting
team and read about its strategic role within FastBooking.

| will leave you to read about all these developments in this Newsletter which will make
you better acquainted with our activities and the men and women who carry them out.

| wish you enjoyable reading and a very happy new year!

FIGURE OF THE MONTH
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These new rates demonstrate our wish to
support you as effectively as possible in
your Internet strategy by helping you to
develop in this market.

If you require any further information,
do not hesitate to contact the consultant
responsible for your hotel or call

+33(0)1 44 71 05 0L

With the Hotel Negresco, FastBooking has
crossed the symbolic threshold of 3,000
clients recruited in less than five years.

‘ Number of FastBooking hotels

\ 2000 200

2001 1,000

: 2002 1,400

o . 2003 1,600
3 L2004 2,000
i 2005 3,000
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THE PLUSES OF FASTBOOKING

Exclusive to FastBooking:

a direct link to your website.
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Relais Saint Honore s«
308 rue Saint Honoré 75001 Paris - Location
Subway : Pyramides/Tuileries

ADVICE FROM FASTBOOKING

The importance
of photos

Photos play a vital role in deter-
mining how your hotel is percei-
ved by Internet users. They
enable visitors to see your hotel in pictures
and sample the atmosphere. That makes it
essential to devote a lot of attention to
this area and to make sound choices in
order to attract the attention of Internet
users.

The best solution is to provide around ten
high-definition photos, depicting the most

ANSWERS TO YOUR QUESTIONS

FastBooking goes further than just offering
your hotels on its portals. In order to reas-
sure Internet users and give them the
confidence to make a reservation, they
can visit and book directly on your official
website. This exclusive FastBooking facility
also directly increases the amount of traffic
to your own site.

attractive areas of your hotel: bedrooms,
bathrooms, lobby, restaurant, etc.

With regard to the pictures themselves,
the light, lighting and exposure must be
carefully chosen and it is often wiser to
call in a professional photographer who
will know precisely how to show your hotel
to the best advantage.

FASTBOOKING DAY TO DAY

FOCUS

The o.consulting
team
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FastBooking offers a unique, free e-consulting
service to all its clients, including an audit
of the hotel's website, a listing analysis,
advice, monthly statistical monitoring and
more.

The team currently comprises 9 e-consultants
with combined experience of the hotel
industry and the Internet. They will be
your dedicated contacts and will provide
expertise and advice on the best Internet
strategy.

The e-consultant will arrange review sessions
to assess the performance of your hotel in
terms of Internet bookings, comparing it to
established benchmarks in the market.

The mission of the e-consultant is to maintain
almost daily collaboration in order to
constantly increase the visibility of the
properties for which he is responsible,
making you aware of the need to define an
offering which meets the expectations of
Internet users so as to convert the largest
number possible into buyers.

How are hotel locations defined on the maps on our sites?

Hotels are allocated to a quarter or arrondissement on the basis of their postal address. This procedure is fully automated.

to railway stations, airports, conference centers and other key locations.

For some locations, there is a “near to” feature which enables users to search more precisely for hotels situated near )7
| |

How do customers award scores to hotels on our sites? u

Customers who have made reservations on one of our sites receive an e-mail with a satisfaction questionnaire after their stay. They can
award scores for the quality and reliability of the site and for the quality of the accommodation. The scores awarded by Internet users are
processed automatically in order to extract for each hotel the “average hotel score” and the recommendation percentage obtained. (Where
there are fewer than five opinions, if this percentage is less than 50%, it is not published, and the message “Hotel has only recently gone
online” is displayed in place of the recommendation rate.)



