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‘ ‘ | have been very impressed with
the calibre of buyers | have met at ALTM
and the matching has been excellent. , ’
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STEPHANIE ABRIL,

MARKETING & COMMUNICATIONS DIRECTOR,

CHATEAU DE LA CHEVRE D'OR
COTE D’AZUR, FRANCE

Things are evolving in the East.

The allure of the Orient and its
neighbouring shores grows stronger.
With the highest economic growth
rates anywhere in the world and an
unquenchable thirst for new and
groundbreaking products, no-one
else can offer you such diversity
and opportunity.

Run as a private club, Asia Luxury
Travel Market (ALTM) opens this
world to you — and is the only, by
invitation only event to exclusively
showcase the world of luxury travel
to Asia Pacific’s finest and most
important buyers.

CLICK TO VIEW VIDEO

This is your opportunity to meet
Asia Pacific's foremost luxury travel
buyers - from Private Travel
Arrangers to Adventure Travel
Agencies, Group Travel Organisers
and Out of the Ordinary Experience
Providers - but don't worry, we know
that your time is precious so we've
done all the hard work for you.

From personally inviting Asia Pacific's
buying elite, to tailoring a bespoke
diary of appointments for you across 3
days of the event and presenting you
with a calendar of social networking
opportunities - no chance to enhance
your return on investment is
overlooked.

For the past 3 years, ALTM has
established a reputation for
excellence from both our exhibitors
and our VIP Buyers; and in 2010 we
will continue to provide this exclusive
showcase for you and your products.

If you have what it takes to lure Asia
Pacific's buying elite, make an
appointment with ALTM and meet
the people who matter in the region.
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ARE YOU READY
1O MAKE AN
APPOINTMENT?

03 EXHIBITING AT ALTM >

‘ ‘ | have met exceptional contacts in
just a few minutes at ALTM that normally
it would have taken months to establish
contact and trust with. ’ ’

ELI FAVA,

SALES AND MARKETING DIRECTOR,

MISKAWAAN LUXURY BEACHFRONT VILLAS,
KOH SAMUI, THAILAND

If Asian Pacific business is what you
seek, then no one can cater for your
needs like ALTM. Over the past 4
years we have earned a reputation
for gathering the best in the business
in one place and we take great pride
in knowing that with an Exhibitor
satisfaction rate of 86% we're doing
something right.

As an Exhibitor at ALTM you
can expect:

* A diary of Pre-Scheduled
Appointments of up to 60 one-to-
one appointments with vetted and
approved luxury travel buyers purely
from the Asia Pacific region

* Access to our Online Diary that
allows you to approach VIP Buyers
directly and supplement your pre-
scheduled appointments with up to
9 additional meetings

* The opportunity to position your
brand and raise your awareness to a
definitive collection of luxury travel's
most important journalists

* An extensive business and social
networking calendar

Visit the website to view the
Exhibiting Costs and Packages

MAKE YOUR APPOINTMENT

If you consider yourself to be a
supplier of the world's most sought
after destinations, ultra-luxurious
accommodation, elite transportation
or unique travel experiences and see
yourself doing business with the
most important luxury travel buyers
in the Asia Pacific region, then ALTM
2010 is the only place for you — make
your appointment at ALTM today.

Visit the website to view a sample
of ALTM Exhibitors
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KNOWING THE
RIGHT PEOPLE

04 VIP BUYERS>

ALTM 2009 VIP Buyers by Area of Origin

adhere to ALTM’s strict criteria before
they are invited to attend the event.

In life it's not what you know but
who you know and the luxury
business is no exception. Working

In 2009, ALTM brought together
close to 300 of Asia Pacific’'s most

® Australasia illustrious luxury travel buyers. And

Q) NorihAsia relationships are key to generating VISIE the WEBSite £ view you can be sure that in 2010 we're
Russia and the CIS . . , the ALTM Buyer Profile _
South Asia new business, particularly in the ready to set the bar even higher.

South East Asia Asia Pacific region, so at ALTM This is one appointment you can't

we take special care to invite only
those people that have proven

afford to miss.

track records of luxury business. Percentage Percentage
: . Main Company Activity of Buyers Main Company Activity  of Buyers
Our VIP Buyers must: * Be senior decision makers capable ' ' i

4 - : f ki h deal P Our reputation rides on the_ quallt?/ Outbound Tour Operator 51 Inbound Tour Operator 32
« Book to outbound destinations in O Making on the spot deals of ourVIP Buyers, and our strict vetting Private Travel Arranger 50 Events Organiser 30
multiple regions » Come from the best high end criteria ensures that only the very Incentive Travel Organiser 48 Adventure Travel Agency 25
. i i retail agencies, private travel best luxury travel buyers across the Business Travel Agency 47 Concierge Service 22
, Acltlveb/ cater for high net W(I)Fth g i Ip Acia Pacf v 7 ted to attend Group Travel Organiser 46 Online Travel Provider 16
nelvicluals besad acress the A arrangers and luxury tour operators sia Pacific region are invited to attend. Retail Travel Agency 44 EO Wy S 5
Pacific region across Asia Pacific OurVIP Buyers represent the full Conference & Meeting Planner 37 Sporting Holiday Specialist 14
: Visit th bsi . £l i le. all with Wedding Planner / Honeymoon Specialist 36 Medical / Health Tourism I3
* Have an established and proven Isit the website to view more range of luxury clientele, all with one Out Of The Ordinary Experience Provider 32 Venue Finding Company 10

track record in luxury travel

about the ALTM Buyer Qualification

thing in common. Each buyer must

Gay & Lesbian Travel Organiser 3
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YOUR
APPOINTMENT
DIARY

05 YOUR APPOINTMENT DIARY >

‘ ‘ The Pre-Scheduled Appointments at
ALTM have proved to be very productive and
a good platform to get to know quality buyers
from across the region. The production of
ALTM this year has been outstanding. § 9

SAM CHIA,
SALES MANAGER, CAPELLA SINGAPORE

Q.

A.

ALTM makes it even easier for you
to make sure that you meet the
people that matter most to you and
your business, by matching your needs
with those of ourVIP Buyers. And
you don't even have to leave your
stand, as business will come to you.

Our unrivalled Appointment Diary
allows you to have up to 60 Pre-
Scheduled Appointments, across the
3 days of the event.You then have
the option to request an additional 9
appointments with VIP Buyers using
our Online Diary system — confirming
a diary of up to 69 one-on-one

meetings with VIP Buyers that have
serious business potential for you
and your products.

SO HOW DOES IT WORK?

Step I:

All ALTM exhibitors are given private
access to online profiles of each of
our VIP Buyers;VIP Buyers are also
given access to the online profiles of
each exhibitor.

Exhibitors and VIP Buyers create a
wishlist of the companies that they
want to schedule one-to-one
meetings with, ranked from [—60

Step 2:

ALTM matches VIP Buyers with
Exhibitors based on mutual preferences;
followed by VIP Buyer preferences
and finally exhibitor preferences.

A diary of up to 60 one-to-one
appointments will be created for you.

Step 3:

After the matching process, ALTM
allows Exhibitors and VIP Buyers to
contact one another directly and
request up to 9 additional meetings
using the Online Diary system —
taking your potential total
appointments to 69.

Step 4:

Diaries are finalised and delivered
onsite ready for you to capitalise on
your ROI and engage in meaningful
meetings with potential clients.
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06 NETWORKING OPPORTUNITIES >

‘ ‘ We are meeting the key decision
makers which results in almost immediate
business.VVe have been very impressed

by the calibre of our fellow exhibitors

and believe ALTM has the region very

well covered in terms of serious buyers.§ §

LIZ ESPANA,
HEAD OF MARKETING, VISTAJET

At the end of a productive day’s
work on the show floor, swap your
diary for a daiquiri and make the
most of ALTM's social networking
programme.

Your ALTM appointment diary allows
you to meet up to 69 VIP Buyers, but
with an additional 300 buyers in
attendance, we want to ensure that
you meet with as many VIP Buyers as
possible to maximise on your
investment.

The ALTM Forum and Welcome
Drinks Reception, on Monday; invites
you to ease into the appointment
schedule that awaits you on the
show floor. The Official ALTM Party
on the Tuesday and

the Wednesday Reception lets you
unwind and revel in the Shanghai
nightlife with your new luxury travel
peers.

ALTM’S SOCIAL NETWORKING
PROGRAMME:

The ALTM Social Networking
Programme is rich with opportunities
to forge new relationships:

ALTM Opening Conference —
Monday 14th

Start your ALTM experience with
our ALTM Forum and hear what the
industry experts and leaders have to
say about the future of luxury travel,
both within the Asia Pacific region,
and globally.

ALTM Official Party —

Tuesday |5th

The place to be on the opening
evening of the Exhibition is the
official opening party. This glamorous
addition to the social calendar is sure
to be a highlight of your week.

Evening Function —

Wednesday |6th

Not wanting to miss an opportunity
to meet key players in the luxury
travel industry, in 2010 ALTM re-
introduces this networking function,
opening up yet another avenue for
you to meet and share a drink with
luxury travel's elite.
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07 BETHE HEADLINE >

€ € As we participate in ALTM for the
third year in a row we have extended
our booth space as our affiliate hotels
are finding the Asia Pacific markets and
ALTM more relevant in the current
economic climate. It is more important
than ever to be highly visible. ’ ,

ROLAND JEGGE,
VICE PRESIDENT ASIA PACIFIC, WORLDHOTELS

We know we bring you the best VIP
Buyers from across the Asia Pacific
region. We know that we've given
you unparalleled business oppor
tunities. But there’s more to ALTM
than just the VIP Buyers because
ALTM is also about making the best
of your brand.

Did you know that ALTM 2009 vetted
and welcomed over 100 accredited
members of the luxury travel press?
Just like all exhibitors and VIP Buyers,
we take the time to qualify each and
every journalist who attends the event.

They come for the same reasons as
our VIP Buyers - to seek new and
exciting products and services at the
forefront of luxury travel.

Nowhere else will you be able to
engage with such a concentration of
the international media, alongside the
most important luxury travel buyers
from Asia Pacific - make sure your
brand stands apart!

Our specially formulated PR and
promotional opportunities are
designed to raise your profile at
ALTM and maximise your coverage.

SPONSORSHIP
OPPORTUNITIES

Our many Sponsorship options can
help ensure that your products stand
out from the competition. We can
also tailor packages to suit your
brand needs and budget, so that you
don't miss out on even the smallest
of opportunities.

Visit the website to view a complete
list of Sponsorship Opportunities
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08 CONTACTS >

‘ ‘ ALTM has exceeded our
expectations to meet key luxury
travel buyers, and is a global
meeting place which has enabled
our brand to realise new market
concepts and opportunities. § 9

ALEX CHAKRABARTI,
GENERAL MANAGER, HOTEL G

W —":r'ai
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The Asia Pacific prides itself on personal relationships and so does the ALTM team. To make your
appointment with ALTM, please contact a member of the team below or submit a Stand Application Form.

James Samuel

Head of Sales - Middle East

Tel: +44 (0) 20 8910 7786

Email: james.samuel@reedexpo.co.uk

Ryan Wallace

Sales Manager - Asia-Pacific,
Africa and Indian Ocean

Tel: +44 (0) 20 8910 7939

Email: ryan.wallace@reedexpo.co.uk

Jennifer Connery
Sales Manager - Global Village and The Americas
Tel: +44 (0) 20 8910 7023

Email: jennifer.connery@reedexpo.co.uk

Sharla Hancock

Sales Manager - Europe

Tel +44 (0) 20 8910 7153

Email: sharla.hancock@reedexpo.co.uk

Lenka llovicna

Sales Executive - Europe

Tel: +44 (0) 20 8910 7989

Email: lenka.ilovicna@reedexpo.co.uk

Neda Radulovic

Sales Coordinator

Tel: +44 (0) 20 8910 7917

Fax: +44 (0) 20 8334 0621

Email: neda.radulovic@reedexpo.co.uk
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