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Statement of Entry 
 
Objective 
Continue to grow and enhance our organization through philanthropy, industry collaboration, 
professional development and genuine educational experiences.  
 
Plan 
Utilize our industry contacts and resources to build upon our organization’s strong foundation by 
providing valuable experiences, professional networking and community involvement.  
 
Result 
Over the past year, the outcomes of our collaborative efforts have been truly remarkable. We watched 
as a handful of members graduated in the spring and fall semesters. Each one of our graduating seniors 
either accepted a position before graduation or found jobs directly after graduation. The success of our 
graduating members reinforces active participation within our student organization.  
 
Social responsibility and volunteerism has always been at the core of our organization. Our members 
continue to dedicate their time to support our surrounding communities. The Stout student chapter 
continued its relationship with Frazer of Minnesota, a non-profit focused around improving the lives of 
those with autism. Last fall was our chapters fourth year assisting with this event, which would end up 
raising nearly $400,000. In November, a new opportunity presented itself from CSM Corporation of 
Minneapolis. Company executives reached out to the student chapter in search of assistance for their 
annual gala benefiting the Ronald McDonald House Charities of the Upper Midwest. Six members 
pledged their time to this mid-week gala in Minneapolis, which would end up raising nearly $80,000. 
Our organization takes tremendous pride in the ways we support and give back to the community, and 
we will continue to seek opportunities to do so.  
 
Over the course of the year, our chapter has greatly benefitted from the close relationship that we have 
with our parent chapter, HSMAI Minnesota. The MN Board continues to show support not only to our 
organization, but to our members and our school. Last fall, students attended a workshop hosted by the 
Minnesota chapter titled “The New Normal: Disruption” presented by UW-Stout’s own Dr. Lalia Rach. By 
attending these events, students have the opportunities to network and learn directly from industry 
professionals.  
 
To add more value to our bi-weekly meetings, our executive board put together a workshop series. After 
a brief meeting to discuss the current happenings of our organization, small workshops with topics 
ranging from Revenue Management to Professional Networking were presented by industry 
professionals. The introduction of the workshop series to our meetings have provided our membership 
with more ways to learn and differentiate themselves while networking directly with industry 
professionals.   
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Membership Growth and Retention Plan  
 
Fuel Membership 

Without the members there wouldn’t be a chapter, therefore there would not be events to put on. With 

that said our chapter must come up with new and unique ways to increase our membership. 

a) Backyard Bash Booth (Marketing)-This is a high publicity campus involvement event at the 

beginning of each academic year that most new students attend to become involved in campus 

organizations and clubs. This is a major chance to create membership and also involvement for 

veteran members.  

i) Have some token available with quick info (HSMAI email, presidents, kickoff reception) 

ii) Focus conversation on the amount of opportunity to get involved and the positive 

recognition it creates. Emphasis on the idea that what effort and involvement the member 

puts in; they get the equal amount of recognition in return. 

iii) Receive contact information from interested students and follow up with invitation to 

kickoff reception 

b)  Class Presentations (Cold Calling) - This is one relatively good approach to gaining membership. 

Unfortunately, students are not very apt to engage in these kinds of presentations. But they are 

always necessary to create interest in the organization. 

i) Create an informal presentation to have a relaxed environment; by giving the organization a 

somewhat casual introduction, these students are more likely to engage and ask questions 

of the presenters.  

ii) Highlight networking and involvement opportunities by joining. Relating the organization to 

the class can also be of value, relating to the different sectors of the industry can give a 

more important aspect to the organization. 

iii) Have handout and sign-up materials ready.  

iv) Contact professors and set up time for presentation 

c) Kickoff reception (The Sales Pitch) 

i) Ask general members to speak at the kickoff about how they have involved themselves with 

the organization and what they have gotten out of it.  

ii) Incentivize current members to get fellow students to buy the product 

(1) Award points for making connections (exchanging information) 

(2) Award points for speaking at the reception 

(3) Award bonus points if those students become  members 

iii) Make the ‘sales process’ easy 

(1) The organization is a product that potential members need to want to buy; we have to 

show them why they want to buy it. 

(2) Have a ‘sign-up station’ with multiple computers and paper applications (someone 

would be monitoring this station to answer questions) 

iv) The follow Up/Thank you  

(1) Director of membership will follow up with the reception attendees. 

(a) Thank you email includes information on membership and applications. 
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d) Referral by member (Promotes networking)  

i) Incentive to bring friends by offering points. 

ii) Encourage members to bring interested classmates/friends 

iii) First meetings are open to all who are interested 

e) Monthly “Bring a friend” meetings 

Member Retention 

We can have the numbers, but what is more important is the involvement and retention of our 

members. This will be done by reminders, recognition, and “re-newing/improving” our events/activities/ 

goals. It is important to remember to commit to whatever we as an organization.  

f) Renewal reminders- Director of membership sends email one month in advance to remind 

members to renew their memberships.  

g)  ‘Happy Birthdays’ 

i) Obtain birthday information from all members, on birthday send out quick e-mail 

recognizing birthday 

ii) Possibly have  monthly ‘birthday party’ for every birthday that month 

h) Member appreciation Event 

i) Hosted by executive board 

ii) Possibly held at hotel, venue depending on size of party 

iii) Prepare short ‘thank you’ program. Recap of year and how much involvement did for the 

chapter, what the members gained as a whole, etc.  

iv) Ideas for event: food/buffet, mock Adrian awards (prizes for most involved-could 

incorporate these existing awards into the event-award for unique volunteer event, 

monetary awards given for amount of points received. Another aspect of the awards could 

be ‘thank you’ to the MN exec board (and invite them) so members can see that their 

involvement has merit. 

i) ‘Optimizing Involvement’ 

i)  “We miss you” emails to less active members.  

ii) Do-able events-Most students are extremely busy; find times and events that work for most 

members even if it’s just a movie/popcorn night or game night.  

iii) Create events that gain the attention of all members, means not just the same sales blitzes 

over and over, but the sales and marketing of all areas of hospitality: resorts, convention 

center, restaurant, entertainment/sport, and travel sectors. 

(1) Possible local locations: 

(a) Excel energy center 

(b) Minneapolis convention center 

(c) Restaurant sales/marketing: worldwide companies such as levy restaurants, US 

foods/SYSCO 

j) Mentor System-The idea behind the Mentor system/program is to create a deeper sense of 

community in the organization and leadership experience for upperclassmen. Also to provide 
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academic/involvement to underclassmen. The idea is to create more involvement for all 

members not only in the organization, but in the Hospitality Program at UW-Stout.  

Junior/Senior Partner: 

Your role is to mentor your younger partner in various areas of the HRTM student experience. You are to 

be a resource for your partner so that he/she can maximize his/her gain from HSMAI membership and 

the HRTM Program.  Here are some ideas for how to do this: 

 Check in with your partner weekly to see if he/she has any questions/concerns about the HRTM 

program or anything HSMAI related. 

 Be a familiar face and someone for your partner to sit with at HSMAI meetings/events 

 Provide advice on which classes to take during which semester/with which professor 

 Invite him/her to HSMAI and other HRTM-related events on and off campus 

 Offer to go with him/her to speak with professors to be excused from class for events 

 Provide tips for writing a resume and encourage him/her to utilize career services 

Freshman/Sophomore Partner: 

Your role is to utilize your older partner to help you in various areas of your HRTM student experience 

and your HSMAI membership.  He/she is there to provide advice, support, and encouragement to you as 

you progress through the HRTM program. Here are some ideas for how to benefit from this partnership: 

 Ask your partner questions about which classes to take during which semester/with which 

professor 

 Be comfortable going to HSMAI meetings/events knowing your partner will be there 

 Ask him/her to join you when you speak with professors about being excused from class for 

professional events 

 Ask for resume writing tips 

Retaining Alumni Members 

i) Send ‘congrats’ letter and quick card to fill out with new information 

ii) With this information, the board can send the newsletter to keep the alum aware of 

organization activity 

iii) “Stay in touch and don’t forget us when you’re famous!” 
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Communication 
 
1. Newsletter 

At the conclusion of each semester, our chapter produces a newsletter that showcases many of our 

large activities and accomplishments. Our newsletter is sent out electronically to our membership, 

alumni, MN chapter and various industry professionals. Please see the next page for an example of 

our newsletter.  

 

2. Social Media  

The UW-Stout Chapter has a strong social media presence through outlets such as Facebook, 

Twitter, LinkedIn and Instagram. These social channels are used to communicate not only to our 

members, but to the public as well. Social media is no longer a trend, it is a mainstay which is why 

we continue to grow and develop our social media presence.  

 

Our Facebook page debuted just over a year ago and it has since gathered nearly 120 “likes.” 

Facebook continues to be our dominant social channel. We have used this technology to interact 

with our members, various HSMAI chapters, industry professionals and companies. To encourage 

interaction, our executive board formulated various campaigns to gain attention. Our largest social 

media campaign titled “Where Are They Now Wednesday” generated 1,394 media impressions 

alone. This campaign featured UW-Stout HSMAI Alumni and briefly explained their involvement with 

the organization and looked into their career successes within months after graduation. 

 

Our organization utilized a social media management a program called HootSuite to help us more 

effectively plan, organize and track our engagement. The use of this technology has allowed us to 

effectively maintain our brand in a collaborative and time efficient manner.  
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Fundraising  
 
As a collegiate chapter, we believe it is important to provide our student members with as many 
opportunities to learn about the industry and their professional goals as possible. Various fundraising 
plans have been implemented to help raise the money in order to make these opportunities possible.  
 
In an effort to make each experience within our organization worthwhile and educational, we have 
worked to develop fundraising opportunities that not only benefit the organization financially, but 
provide meaning to the members as well. Sales blitzes are one successful way this is achieved. The sales 
blitz program, as outlined in the following document, provides the opportunity for members to 
essentially become “mini sales managers” for the day as they work to uncover new business 
opportunities for area hospitality organizations. For a typical fee of $50 per student participating, the 
organization receives valuable help from our student members who work directly with their sales and 
marketing team to solve problems placed in front of them.   

Another successful fundraising opportunity for our chapter was the use of an on campus sales research 
lab. The lab is set-up with separate work stations, each with a computer for researching and a telephone 
and headset for prospecting calls. Working with selected hotels across the country, students are trained 
in sales software and taught to target business for the property according to specific need periods. Each 
student in the program will work an approximated 15 hours a week. Upon successful completion of the 
program, each student receives 3 course credits, a $1000 scholarship, and knowledge of industry sales 
software. Additionally, our collegiate chapter receives a stipend based on the number of students 
participating in the program.  

Continuing with a community wide fundraising campaign developed a few years ago, our chapter 
continued to sell ‘booster’ cards to students and faculty on campus as well as the community in general. 
Each ‘booster’ card featured discounts to 16 different businesses in Menomonie, Wisconsin, each valid 
for a full calendar year. Cards originally sold for $10 apiece and dropped to $5 halfway through the year. 
Selling the cards was an easy way for our chapter to fundraise and provided our members with a toll to 
learn the basics of sales and marketing.  

Through the combination of each of these opportunities, our chapter is able to raise the money to 
provide our members with the chance to participate in hotel tours, volunteer events, and trips to learn 
more about the industry. As a group, we are constantly looking for new ideas to fundraise for our 
organization in order to provide our members with as many opportunities as possible.   
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Sales Blitz Overview:  
The University of Wisconsin - Stout HSMAI Blitz program is focused on helping your organization 
uncover new business, locate potential clients, and reacquaint existing clients with your hotel and 
restaurant properties, as well as your meetings product. Our chapter does this by directly working with 
your sales and marketing staff to focus on initiatives that you have identified.  
Our Chapter typically provides your company approximately 10 students per blitz to meet your focused 
project need. Your staff will work with one of our executive board to define and organize the details of 
your blitz.  
 
Previous Blitz Initiatives:  
To provide you with an example of what our chapter can do for you, below is a complied list of activities 
our members have participated in in the past:  

 Calling current clients to update files and contacts  

 Spread awareness of grand openings to current and past clients  

 Open house and site tours for prospective clients  

 Work directly with sales staff on qualified calls  

 Research for new business opportunities using reader board software  

 Soft marketing projects  

 Presenting promotional goods with current clients  

 Seasonal sales initiatives.  
 
Contributions to Chapter  
Our chapter is not funded by the University of Wisconsin - Stout. All of our students pay HSMAI 
membership dues directly to HSMAI-National; accordingly, in order to attend all of our events, we need 
to fundraise independently. As such:  

 The typical fee is $50 per student per day.  

 Depending on the length and location of blitz, meals and lodging is usually provided by the host 
site.  

 
We are open to discuss how our organization can accommodate your sales and marketing initiatives and 
how you can help our collegiate professional organization succeed. Our blitz programs strive to provide 
applied industry techniques for our students while helping you achieve your sales and marketing goals.  
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Scheduling a Blitz:  
Contact the University of Wisconsin - Stout HSMAI Collegiate Chapter at hsmai@uwstout.edu  
Our chapter requests at least a month in advance to schedule and coordinate the event with our 
members.  
If you have further questions please contact Christina Dawson, our chapter president, at 
hsmai@uwstout.edu  
 
Endorsements:  
Amy Shahin, Director of Sales - Marriott Regional Sales Administrator  
We had the pleasure to work with a group of ten student’s part of HSMAI through UW Stout and were 
thrilled with the enthusiasm and dedication they showed to our phone blitz. We had lofty goals and they 
not only fulfilled them but came down individually seeking more clients to call as they had completed 
their list. Our results met and exceeded our expectations and we were able to uncover 125 potential 
leads. Through this process we learned that productivity could have been even more enhanced through 
local information packets and having the students bring their laptops to respond right away to the 
clients but each left very clear notes of who we needed to reach out to. I had the pleasure of talking to 
two of the students during lunch and I can say as an employer, I am excited to see this group of students 
enter the work force. We have waited a long time to see students with this fire in their bellies and the 
want to excel. I am looking forward to keeping in touch with each one that have reached out and 
tracking their career paths.  
 
Shawn Anderson, Director of Sales & Marketing – Hilton Minneapolis/St. Paul Airport - Mall of 
America  
Fellow Hoteliers -  
Our hotel had the pleasure of working with student members from the Hospitality Sales & Marketing 
Association International - UW Stout Student Chapter on our fourth quarter Sales Blitz.  
The students participated with our hotel sales team in two different phases:  
The first group of students helped our team by prospecting and arranging outside appointments. Each 
student was provided with a target list consisting of past leads during targeted need months, historical 
business from our Delphi Sales & Catering system and target accounts through Hilton National Sales.  
The second group of students worked with our team in the field conducting outside calls. Students were 
paired with hotel sales managers and were active in presenting information on our property and current 
meeting & event promotions.  
I found both groups to be engaged, eager and determined to make an impact. They all represented their 
educational institution and student chapter in a very professional manner. Members of our hotel sales 
team were equally impressed by their enthusiasm and high level of interest in our blitz initiative. Not 
only did they actively participate, but several of the students contacted us shortly thereafter to follow-
up and see how leads were developing and if business had come to close.  
We fully intend to welcome the student chapter members back to our hotel for future sales blitz 
initiatives and other special projects. Interacting with their group was truly a rewarding experience.  



36 
 

Example Blitz:  
Hyatt Regency McCormick Place Sales Blitz  
 
The Hyatt Regency McCormick Place in Chicago partnered with UW-Stout, Purdue University, Kendall 
College, and DePaul University for a two day sales blitz. The blitz was structured as a competition 
between the four schools; a competition which Stout students won! Below you will find quantitative 
results of this initiative as well as some endorsements from the sales team at the Hyatt.  
Quantitative Results  
 
Total Calls: 4,579  
Total Contacts: 1,169  
Sales Leads Uncovered: 61  
Total Students: 49  
Calls per student Avg: 93  
 
Kristen Tropeck, Sales Manager  
“It was please working with UW-Stout students. Each and every one of them carried an upbeat attitude 
and exceeded our expectations. We welcome the group back at our property anytime!”  
 
Rachel Clark, Sales Manager  
“I had the pleasure to work with UW-Stout, DePaul and Kendal on Blitz Day Two. The kids were 
professional and high spirited. I look forward to working with some of them in the industry! Go Adler 
Room! ”  
 
Ryan Rodriguez, Sales & Marketing Assistant  
“We had a very successful Blitz with the students from UW-Stout. Everyone from UW-Stout exceeded 
expectations. The students were professional and came to our Hotel prepared and ready to learn. We 
would welcome back UW-Stout anytime!” 
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Events  

Providing a large variety of opportunities for our members to learn about the industry is one of the 
primary goals of our collegiate chapter. To do this, we host a number of events throughout the year and 
are continually adding to the list to fit the requests of our members.  

In spring of 2014, three student members participated in a “secret shopper” 
program with a local resort. As secret shoppers, the students enjoyed the 
opportunity to experience all aspects of the resort – from the dining area, 
family programs, spacious guest rooms, and even the water park. After the 
stay, the students filled out an evaluation form and submitted honest 
reviews of the resort online. This was a great opportunity for them to 
experience a resort from a different perspective, all while having a great 
time! We are looking forward to adding more opportunities like this to our 
calendar.  

The fall 2014 semester started off with a bang as our chapter, along with other student organizations at 
the University of Wisconsin – Stout, participated in a 
“Backyard Bash” to recruit new members and share news with 
returning students. Our table was complete with a poster 
board outlining our organization’s goals and past events, as 
well as a map highlighting where students from our collegiate 
chapter have either interned or taken full-time positions. The 
“Backyard Bash” was a great opportunity to meet new 
students and share the news about HSMAI and our collegiate 
chapter’s plans for the future.  

Following the “Backyard Bash,” our chapter hosted a “Kick-off Meeting” to get new and returning 
members excited about the upcoming year. With a theme of “Oh, 
the Places You’ll Go,” the executive board shared their 
experiences with HSMAI and how it has benefited them thus far in 
their education and professional lives. We were pleased to 
welcome members of our professional chapter as well and 
enjoyed the opportunity to hear them speak about the role HSMAI 
plays in each of their lives. It was incredibly beneficial for our new 
and returning members to hear from members of the Minnesota 
Board about all the opportunities available through HSMAI. In 
generous support of our students, several members even donated 
student memberships to students in attendance of the event! Overall, the Kick-Off Meeting was a great 

success and had a positive impact on getting all of our members excited 
for the eventful year ahead.  

Our first event of the fall semester for members to participate in was a 
canopy tour. Five members of our collegiate chapter traveled to the 
new KCT Canopy tours facility for a day of adventure with owner and 
UW-Stout alumnus Lee Kerfoot. The goal of the day was to learn about 
a hospitality entertainment product that is still fairly new in the industry 
and gaining momentum. The tour was to be the first step in an ongoing 
relationship with KCT to see how our collegiate chapter can assist the 
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company with localized marketing and product awareness to selected markets near the Minneapolis 
area. Throughout the day, our members enjoyed the chance to experience all aspects of the KCT tour to 
its fullest, with ATV rides, a lunch around a fire pit, and the 14 zip line canopy tour itself. After such an 
exciting day, our members are eager to share their memorable experience and help Mr. Kerfoot in 
marketing KTC to targeted groups with sales blitzes in the coming semester.  

Throughout the semester, one of the goals of our collegiate chapter was to bring more meaning to our 
biweekly meetings for our members. To do this, we created a Fall Speaker Series, featuring guest 
speakers sharing information about resumes, job searches, and career opportunities in the hospitality 
industry. With three speakers over the course of the semester, each presented valuable information to 
our members and helped make our meetings more worthwhile to attend. Our first speaker of the 
semester was our former collegiate president and co-founder, Nick Molitor. At the meeting, Nick 
discussed key points in building resumes and how to create a LinkedIn profile that will stand out from 
competitors. Our members found this discussion very insightful and jumped at the opportunity to ask 
Nick questions about resumes, LinkedIn, and life after college. The next month, Professor Bernie Mullen 
joined us to lead a discussion on searching for a job after graduation and interviewing. Professor Mullen 
provided students with valuable tips on how to make a lasting impression and have a successful 
interview. Our last speaker of the semester was Steve Green of TSA Solutions, who joined our meeting 
to discuss revenue management, its role in his life today, and all the career opportunities available in 
revenue management. As a whole, the fall speaker series proved to be very beneficial to our members 
and something we hope to continue as a chapter in the future, with different topics and speakers to 
continue to add value to our members.  

Each year, a group of volunteers from our collegiate chapter travels to Minneapolis to volunteer for the 
Fraser Foundation at their annual gala. Our members are 
always very excited to help out a worthy cause and help 
make the formal event a success. The theme of this year’s 
event was “In Tempo, A Night of Harmony.” Throughout the 
entire day, members helped staff of the Fraser Foundation 
and other volunteers set-up the ballroom for dinner and 
dancing, organize silent auction items, and prepare 
registration materials for the guests. During the event, our 
members kept the room energized by assisting with the 
silent auction bidding devices and spreading excitement 
during the live auction. The event was a huge success, with 
close to $390,000 being raised for the foundation. Our 

members are already looking forward to next year’s event!  

Another volunteer opportunity our members participated in was 
the CSM Shop and Sip Gala, a fundraising event benefiting the 
Ronald McDonald House of the upper Midwest. Members assisted 
with various activities throughout the event, which raised nearly 
$80,000 for the Ronald McDonald House.  

In November, a group of students traveled to Milwaukee for a 
weekend of tours and fun. The weekend included a tour of the 
Hyatt Regency and Wisconsin Center. At the Hyatt, members met 

with Tracy Bredl, a member of the sales team, who provided them with a tour of the meeting spaces and 
rooftop restaurant, all while providing valuable insight about the workings of an upscale hotel in the 
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city. After the tour, Bredl took the time to share with the group her 
experiences within the industry and provided advice on what to expect after 
graduation. Following the Hyatt tour, members crossed the street to the 
Wisconsin Center, where director Trace Goudreau provided an extensive 
tour of the convention center, from the largest exhibition hall, to the 
smallest meeting space, to even the unique artwork adorning the walls, 
floor, and even ceiling. At the conclusion of the tour, the group gathered 
around a table with Goudreau to discuss his experiences and relate them to 
what each student hoped to accomplish in their career. Overall, the 
Milwaukee tour weekend was a great opportunity for members to learn 
about two different hospitality organizations and gain valuable insight from 
industry professionals.  

As a collegiate chapter, we are very proud of the wide variety of events we have been able to provide 
for our members. We are continually searching for new opportunities and are looking forward to 
providing unique events for our members to learn about the hospitality industry.  

Professional Chapter Relationship 

As a collegiate chapter, we are very fortunate to have such a positive relationship with our professional 
chapter, The Minnesota chapter. The executive board continues to show their support by offering 
assistance, subsidizing student memberships, attending collegiate chapter events and including the 
collegiate chapter in their events.  

Chapter Co-Presidents receive assistance from the collegiate chapter liaison, Nick Molitor. Nick 
consistently reaches out to our chapter to help with programming, events and professional advice. This 
communication shows our members and executive board just how committed our parent chapter 
continues to be.  

Collegiate chapter members are regularly invited to attend events sponsored by the Minnesota Chapter. 
One example of this was the attendance of a workshop titled” Disruption: The New Normal” presented 
by Dr. Laila Rach. Students are always warmly welcomed by HSMAI Minnesota members, which is truly 
an amazing feeling. Our relationship with our parent chapter is as strong as it has ever been, and both 
parties continue working on making it even stronger.  

  


