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www.ocvisitor.com • www.oceancitytradeexpo.com • www.oceancityrestaurantweek.com
inquire@ocvisitor.com

SOCIAL MEDIA 101
Sure you’re twittering and your facebook page has a lot 
of fans.  But what do you do with all those followers and 
fans once you’ve got them?  Read on for some basic 
tips on using your social media to it’s fullest potential.

Make them feel special with personal 
incentives.  Tap into what visitor’s love 
about your property and offer an incentive 
that incorporates that feature rather than a 
generic, “5% off” deal.

Create an open and transparent dia-
logue.  There will always be complaints.  It’s 
how you deal with those complaints that sets 
you apart from the rest.  Don’t be afraid to 

reach out to the guest, fi nd out the problem and work 
to solve it.  Even if you aren’t able to completely correct 
the problem, guests will appreciate the extra effort and 
attention they were given.

 3 Give fans and followers the tools to 
spread your message.  You’re tweeting 
and posting all about your property and that’s 
bringing in new customers.  But go the extra 

step and help them with other information about their 
stay (restaurant recommendations, things to do, best 
place for a sunset, etc.)  Not only are you helping to 
enhance the experience of that customer, you are also 
putting the information out there to be passed on and 
retweeted to other fans and followers.  This also proves 
that your property is a functioning member of the com-
munity and a distinctive travel resource.
Source: Social Media Best Practices for Hotel Marketers 
Annemarie Dooling • Hotelmarketing.com
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SOARr Project
The Ocean City Police Department, in partnership 
with Atlantic General Hospital/Worcester County 
SART and Life Crisis, are teaming up to reduce sexu-
ally related crimes in Ocean City.  The Sexual Off ense/
Assault and Rape reduction (SOARr) Project will target 
men, women and young teens.  The goal of the proj-
ect is to raise awareness, increase education and en-
hance prevention through community involvement.  
The SOARr Project consists of 3 specifi c campaigns: 

HAND OVER YOUR DRINK
Hand Over Your Drink targets women of all ages.  
Posters will be placed in restrooms of restaurants and 
bars throughout Ocean City that serve alcohol on a 
regular basis.  The posters remind women to always 
know where their drink is and never leave it unat-
tended. 

DRUNK MEANS NO! 
Drunk Means No will be displayed on digital mar-
quees throughout Ocean City from Memorial Week-
end until the end of July.  This will serve as a reminder 
that if the individual is drunk there is no option but 
to go home.  Most individuals believe its okay to have 
sex with the other person if one or both of the par-
ticipants are incapacitated, however, the law dictates 
otherwise.  

NO FRIEND LEFT BEHIND 
No Friend Left Behind reminds young teens that if 
they go to a party with their friends; they leave with 
their friends.  In concert with Play It Safe, support 
bands with the mantra, “no friend left behind” will be 
given to attendees at Play It Safe events. Attached to 
the band will be a reminder for the individual to look 
after their friends and themselves and not leave any 
friend behind.   

The OCPD is asking businesses to assist in the project in 
a couple of ways. The fi rst would be to display DRUNK 
MEANS NO! from Memorial weekend until the end of July 
on your marquees. Secondly, SOARr is asking members 
of OCHMRA to place posters in the women’s restrooms 
of alcohol serving establishments.  For more informa-
tion on the project please contact the Ocean City Police 
Department Public Aff airs Offi  ce at 410.723.6665.

Promote your deals to 
20,000 OC Visitors!

Are you offering a great deal or discount for your 
business?  Share it with the Town of OC and they 
will share it with their fans on Facebook and the fol-
lowers of their Twitter account.

For more information about this great 
promotion, contact Donna Abbott at 
dabbott@ococean.com

Would you like to earn cash incentives, 
lower your energy costs, and promote a 
greener future?

Start reducing your 
energy costs now!

   For more information...
     Log on to www.delmarva.com/business
     Call 301.519.5384 
     Email us at DelmarvaEnergyEffi ciency@lmbps.com
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Spring 2010
Message from the President

As I refl ect on my tenure as President, I 
realize we’ve seen a very tumultuous year; 
the economy remained troubled, the po-
litical landscape changed dramatically, and 
the weather was eventful to say the least.    
However, our Association remained strong.  
For the fi rst time, we were able to have a 
direct line of communication with the town’s 
advertising agency, MGH, and the decision-
makers to help decide how to best market 
Ocean City collaboratively.  “Connect, com-
municate and collaborate” has always been 
the driving force of our Association and 
through this motto, we were able to achieve 
results.  We are grateful for the Town’s will-
ingness to partner in these diffi cult times.   
Surprisingly, our annual tradeshow saw a 
12% increase in profi t this year which is re-
markable in the current economy.  We owe 
a lot of thanks to the 60+ volunteers who 
help us at the event.  Without their volunteer 
help, we wouldn’t be as profi table.  
Healthcare reform passed nationally and 
though it’s too early to tell what the full im-
pact will be on our member businesses, rest 
assured that we will be monitoring this topic 
closely and will send updates as they’re 
available.   
As an Association,  we must continue to 
voice our thoughts and concerns to our lo-
cal decision-makers and remind everyone 
to promote our area which will insure posi-
tive growth for our town and industry.
 
Best wishes for a sun-fi lled and profi table 
season!

John Lewis
2009-2010 President

Ocean City Restaurant Week is back!  
We have a lot of new features this year including recipes from 
some of your favorite restaurants!  Be sure to visit our web-
site to see all of the updates.

Participating restaurants are offering either 2 courses for $20 or 
3 courses for $30.  It’s not too late to participate!  If your restau-
rant would like to be a part of restaurant week, please call us at 
410.289.6733.  
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Adam Yuhas 
Adrienne Reed
Andy Adkins 
Ashley Harrison
Austin Purnell
Bo Weisner
Bob Torrey
Brian Mushrush
Brittany Sharp
Bruce Kennington
Caitlin Evans 
Carol Kenney 
Carolyn Kennington 
Chris Trimper
Chris Wall
Christine Brous 
Ciara Merritt
Coleman Bunting
Dan Carney
Danelle Amos
Darren Schaffer
Dianne Green
Harry How 
Jeff Evans
Jennifer Hallon 
Joel Brous 
John Berry
John Lewis
Judy LeMaster

Karen Cramer
Kathy Enste
Laura Lockwood
Lauren Taylor
Lisa Parks 
Lisa Roberts
Madalaine How 
Malcolm VanKirk
Mariah Amos
Marie Hopper 
Mark Elman 
Mary Eastman
Nancy Barnaba
Pat Harman
Patricia Smith
Paul Kahn
Paul Sayan
Paul Wall
Rachel Pennington
Ray Rickett 
Reba Felty 
Rebecca Taylor
Suzan McElroy
Suzanne Jackson
Tammy Cebula
Tom Tawney
Vicki Barrett
Will Savage

Welcome new members
Bedtime Inn

12534 Ocean Gateway
West Ocean City

Micky Fins
Ocean City Fishing Center

West Ocean City

Yang’s Palace
54th St. & Coastal Hwy.

Ocean City

Thank you 
TO OUR SPRING 

TRADE SHOW VOLUNTEERS

Habitat for Humanity Re-Store
Habitat for Humanity of Wicomico County’s ReStore 
is accepting donations of new and used furniture, 
appliances and home improvement items from lo-
cal businesses including hotels, rental properties 
and restaurants.  Donating to the ReStore helps to 
keep items out of the landfi ll, saves donors the land-
fi ll tipping fees and provides an opportunity for do-
nated items to fi nd new life in someone else’s home 
or business.  All donated items must be in usable 
condition.  The ReStore home improvement outlet 
is located at 903 W. Isabella St. in Salisbury and is 
open Tuesday through Friday from 9am-5pm and 
Saturday from 9am-3pm.  Items can be dropped off 
during store hours or call 410.749.6325 to arrange 
pick-up of large items.
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Ayers Creek Adventures
Idle Time Advertising, LLC 
Ladybug Pest Management
Mike Mike Promotions, Inc.

Mr. Go Glass
Restaurant Seating Consultants, 

LLC

Old Mill Crab House
125th St. & Coastal Hwy.

Ocean City
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Lasertron Coming to Planet Maze 
Ocean City will have a brand new Laser Tag attraction 
this summer with the addition of Lasertron to Planet 
Maze on 33rd St. Teens and adults enjoy Lasertron and 
it can be used for team building, corporate ice breakers, 
youth groups, sports clubs,  parties, family reunions and 
more.  Lasertron is scheduled to open April 17, and a 
grand opening celebration is being scheduled for May. 
For more information visit their website www.planetmaze.
com or call (410)524-4FUN.

Nearly 150 members attended the April dinner meeting where 
Ocean City Councilwoman, Mary Knight, swore in the new OCHM-
RA board members and offi cers at Harrison’s Harborwatch.  

Taking the helm as President for the 2010-2011 term was Malcolm 
VanKirk of the Sea Bay Hotel and Best Western Hotel & Suites.  
Also sworn in were 1st Vice President Mary Eastman (Cayman 
Suites), 2nd Vice President Travis Wright (The Shark on the Har-
bor) and Secretary/Treasurer Shawn Harman (Fish Tales/Bahia 
Marina).  The current board members including new board mem-
ber Tammy Patrick-Cebula of Galaxy 66 Bar & Grille were also 
sworn in. 

John Lewis of M.R.Ducks and the Talbot Inn, who served as 
President for the 2009-2010, year was thanked for his service and 
dedication to the organization and presented with a plaque to com-
memorate his presidency.
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SCHOLARSHIPS AWARDED TO LOCAL STUDENTS

2010-2011 OCHMRA BOARD OF DIRECTORS INSTALLED

Each year, our Association awards scholarships to students enrolled in Wor-
Wic Community College and University of MD Eastern Shore’s Hotel & Res-
taurant Management programs. The criteria is simple; students must be hard 
workers, have a passion for the hospitality industry and be nominated by the 
schools department leaders.

At the February dinner meeting, we were pleased to be able to present 2 schol-
arships.  The fi rst receipient was Xeinya Patterson who received the Kate Bun-
ting Wor-Wic Community College Memorial Scholarship, named after Past 
President and one of the founding members of the OCHMRA. Kate helped 
shape the direction of the Association.  The second scholarship was awarded 
to Matthew Reely who was selected for the OCHMRA University of Maryland 
Eastern Shore’s Hotel & Restaurant Program Scholarship.

At the April dinner meeting, we were pleased to award the John “Tres” Lynch, 
III Memorial scholarship to Wor-Wic culinary student, Heather Browning.  This 
scholarship, created in partnership with the Bank of Ocean City was established 
in honor of a second generation OCHMRA Board Member who passed away 

unexpectedly.  The Lynch Family owns and operates The Commander Hotel.

It is our hope that providing fi nancial support will help foster their experience and 
enthusiasm for the industry. 

l-r: Shawn Harman (Secretary/Treasurer), Travis 
Wright (2nd Vice President), Mary Eastman (1st 
Vice President), Malcolm Vankirk (President)

w
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l-r: Heather Browning, recipient 
of the John “Tres” Lynch, III Me-
morial Scholarship; Reid Tingle, 
Bank of Ocean City; Susan Jones, 
OCHMRA

GOLF OUTING to benefit Julie Suplee
Tuesday, June 8 

The Beach Club Golf Links • Berlin, Maryland
The Delmarva Chefs & Cooks Association is looking for players and prize donations 
to help raise money for Chef Paul Suplee’s wife, Julie who is battling cancer.  For 
more information, contact Gary Leach at gary.leach@centerplate.com or 410-723-
8658.  

www.caringbridge.org/visit/juliesuplee
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THE DISH:  TRENDS TO WATCH 
in the restaurant industry

As an employer, do I need to do anything 
this year now that this is law?

The bulk of the employer requirements for coverage and 
penalties do not begin until 2014. All of the details are 
not yet known, and action by several federal agencies is 
required to further defi ne some of the requirements.

I heard about small business tax credits. 
When do they begin and am I eligible?

Beginning Jan. 1, 2010, certain small businesses with 
10 to 25 full-time-equivalent employees may qualify 
for a tax credit for contributing to their employees’ 
health coverage now. More details are coming soon.

Will I be required to provide health care to 
my employees?

Employers with 50 or more full-time-equivalent em-
ployees (see below) will be required to offer their full-
time employees a “minimum essential coverage” health 
benefi ts package starting in 2014 or pay a penalty for 
not doing so. Minimum essential coverage has not been 
fully defi ned; see more below.

Will small businesses be required to pro-
vide coverage too?

No. Employers who have fewer than 50 full-time-
equivalents are not subject to the law.

How do I know if I qualify for the small-
business exemption?

The threshold is determined by the following formula, 
which you would calculate on a monthly basis:
Number of full-time employees (defi ned as those who 
average 30+ hours a week for that month) + All hours 
worked by part-time employees that month ÷ 120 hours 
= Number of full-time equivalents.

Do I have to provide coverage for my part-
time employees?

No. Part-time employees are counted only in deter-
mining whether an employer meets the small-business 

threshold for coverage under the law. In no case do em-
ployers have to provide health care coverage for part-
time employees or pay penalties for part-time employ-
ees.

How much will the new requirements cost 
me?

Cost will vary depending on your operation and how 
minimum coverage is defi ned through the regulatory 
process. The National Restaurant Association is con-
ducting an economic impact study to further determine 
overall costs to the restaurant industry.

If I choose to provide health care coverage, 
how much will I have to provide?

Covered employers will have to provide “minimum es-
sential coverage” with at least a 60 percent actuarial 
value to meet the requirements of the law. This will be 
defi ned through the regulatory process. The National 
Restaurant Association will be weighing in throughout 
the regulatory process on this and other issues.

Are there penalties for employers subject to 
the law who do not provide coverage?

Yes. An employer who is covered by the law may 
choose not to provide coverage, but will be subject to 
a penalty of $2,000 per full-time employee annually. 
Employers may exclude 30 full-time employees in cal-
culating their penalty. For example, a covered employer 
who has 60 full-time employees and chooses not to pro-
vide coverage would face an annual penalty of $60,000. 
[60 total full-time employees – 30 full-time employees 
excluded from the calculation = 30; 30 x $2,000 penalty 
= $60,000.]

If I provide coverage, do I have to offer it to 
my new full-time employees on day one?

No. Employers subject to the law in 2014 are allowed 
a waiting period of 90 days without penalty. On day 91 
they must provide new hires coverage or pay the pen-
alty for not doing so.

Source: NRA, www.restaurant.org

With all the buzz about healthcare lately, the same question comes up time and again...What does 
this mean for me and my business?  The National Restaurant Association developed the following 
Q & A  to answer the most common questions they get from restaurateurs.  

Health Care Reform Implementation Q&A

Q:

Q:

Q:

Q:

Q:

Q:

Q:

Q:

Q:

Q:
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As we approach the summer of 2010, we are cautiously optimistic for a rebound.  Long gone are the days of the 
phones ringing off the hook!  There is no doubt that all of us are working harder for the same results.   Visitors 
will continue to expect great deals and value added services.  Therefore, in order for us to be a successful 
destination, it is imperative we continue to work together.  

We are working with the Town of Ocean City’s Tourism Department and their agency, MGH, to build and suc-
cessfully market promotions.   This season, we will market the following:

 

FREE PROMOTIONS
Are you taking advantage of these free marketing opportunities?

Rodney Saves....Ask for the Rodney Rate
This can be whatever discount, deal or added value you 
want to create. 

June on Sale
Driven by public relations, we will stress that vacationing in 
June is a great time to visit.  Again, you can offer whatever 
discount, deal or added value you want to create.

Super Saver Sunday
This will push Sunday arrivals for mid-week business; for 
example Sunday arrivals receive $50 off a 3-nt stay, or dine 
out on Sunday and receive a free appetizer/drink – again, 
you can be as creative as you’d like.

ocean city hotel week
Based on the popular “Restaurant Week” we have created a 
hotel week for August 22 - September 2.  More details soon!

ocean city restaurant week
Back by popular demand, Ocean City Restaurant Week will 
be held May 30 - June 6.  This year we will be doing addi-
tional marketing and also featuring recipes from the partici-
pating restaurants. 

If you have not already sent us your deals for the above promotions, please do so asap!  Please in-
clude: Name of your property; Promotion name (i.e. Rodney Saves, June on Sale, or Super Saver Sunday); 
Details about your deal.  If you would like to see what other properties are offering, visit www.ocvisitor.com 
and click on “promotions”.  Please send deals to:  FAX: 410.289.5645 or EMAIL: inquire@ocvisitor.com  

DLITE is in the process of selecting a new “Host” for the 
2010 summer season.  This year, DLITE will provide the 
selected travel journalist with daily assignments to re-
port back on Delmarva’s coolest coastal events, people, 
and places. Assignments will include kayaking, cycling, 
hiking, wildlife watching, beachcombing, and fi shing.  

DLITE is looking for gift certifi cates and giveaways from the Ocean City area. The host will drop these at local 
places and Tweet and Facebook their location to followers.  If you are able to donate, please contact Jim Rapp 
at 443-614-0261 or dlitedirector@comcast.net.
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There are certain basics which endure in spite of the advent of new tech-
nology. In this highly-competitive marketplace, new technology tends to 
capture everyone’s attention.  The conundrum is that we humans tend to 
latch on to new technology and decide that many of those tried and true 
basics no longer serve us well.  The basics may not be as exciting as 
the Internet, websites, blogs, and playing with social media, but here’s a 
news fl ash, the basics still work.
 
The Basics of Building Business
Many experts agree that it is impossible to build business with new busi-
ness alone.  The big test is how well a hotel creates loyalty with its 
guests, to provide a base of business to build upon and determines how 
much business we keep.  To build business, it is necessary to create 
customer loyalty. To do this, we must communicate with our guests, dur-
ing and after their stay with us. For sales people, that means staying in 
touch with group clients, even after they leave your hotel.
 
The 80/20 Rule Still Applies
This simple rule states that 80% of your business comes from 20% of all 
your clients. In hotel sales and marketing, it is important to “fi sh where 
the fi sh are” to be successful. The hardest question in our industry is 
“where are the fi sh?”. That answer should be based upon weighing the 
effort, necessary to capture business, against the potential results we 
can gain, if we are successful. To avoid wasting time, hoteliers need 
to prioritize tasks based upon their potential results. Success depends 
upon how well you choose what you do every day, not how hard you 
work. Many people work hard and accomplish very little.
 
Contacts Still Count
The old axiom still applies; the more people you speak with, the more 
business you will book. Today, I constantly see hoteliers who don’t even 
bother to place a signature on their emails. I often wonder how many 
new contacts they make every day.  The need to create new contacts 
is not much of a secret; but for some people, it just isn’t natural or fun. 
Fun or not, it’s a necessary ingredient to improve sales. Most people still 
prefer to do business with people they know.
excerpted from an article by Neil Salerno

 

REST EASY:  TRENDS TO WATCH 
in the lodging industry

NEW TECHNOLOGY IS COOL
BUT DON’T FORGET HOTEL MARKETING BASICS

Tips to beat the Mid-Week 
and Off-Season Blues

1 Remember to treat Sunday nights as 
mid-week or off-season.  Plan your 

deals for Sunday as you would for mid-
week.

2 Learn to be creative on the web.  Dif-
ferent types of businesses need differ-

ent types of websites.  Always remember 
KISS...Keep It Simple Stupid.  The more 
complicated a website is the less chance 
there is that people will use it.

3 Think through who might be a week-
day target audience.  You may want to 

move your focus to visitors that are a 4-hour 
drive or less from your location and in a dif-
ferent market from your high-season visi-
tors.  

4 Develop a slow season/midweek 
business plan.  You may need to set 

aside some of your high-season money to 
help tide you over through the off-season.

5 Market, market, market!  Develop mail-
ing lists from high-season customers and 

stay in touch with them year-round.  Provide 
special offers for your best customers.

6 Develop Local Tourism. Remind your 
own citizens that the low season can be 

the fun season!  No long lines or crowds or 
long waits at restaurants.  Offer a special 
discount targeted to your “local” custom-
ers.

SURVEY SAYS...
A new national survey by D. K. Shiffl et & Associ-
ates found that travelers signifi cantly more often 
prefer a “free night stay for multi-night stays” or 
“price discounts for advance purchase” as their 
fi rst and second choices among eight incentives 
tested.
Preference for these two incentives was also high 
across all age groups and income levels.

0 10 20 30 40 50

Discount for purchasing multi-component package

Companion incentives

Credit towards future booking

Complimentary extras or add-ons

Discount on last minute travel

Rewards/loyalty points

Price discounts for advance purchase

Free night stay for multi-night stays
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Congratulations to Helen Arthur on her new position in Group Sales at The Carousel Hotel Resort & Condo-
miniums.
Best wishes to the newlyweds, Jeff Gibbs of The Dough Roller and his wife Ashley.
Congratulations to Jeff Lattinville, now with Marshall Management.
Best of luck to both Tammy Patrick-Cebula of Galaxy 66 Bar & Grille and 
Laura McCray of the Clarion on their upcoming “Dancing With Delmar-
va Stars” competition.  Both are competing to raise funds for The Wellness 
Community of Delmarva.
Welcome back to Shawn Wood the new Bar Manager at M.R. Ducks. 
Congratulations to Gary Beach and his staff on fi nding a new home at Micky 
Fins.

Kudos to Lisa Challenger of Worcester County Tourism who 
was presented with a Heritage Award by the Lower Eastern Shore 
Heritage Council for her tireless promotion of heritage tourism.
Happy trails to Evelyn Hallowell, a longtime employee of the 
Visitor’s Center who will be retiring at the end of April.  We wish 
you all the best!
Congratulations to our members who were nominated for Stars of 
the Industry Awards by the Restaurant Association of Maryland: 
Maryland Hospitality Hall of Honor - Seacrets; Restaurateur of 

the Year - Travis Wright, The Shark on the Harbor; Favorite Bar and/or Tavern - Harborside Bar & Grill; 
Wine & Beverage Program of the Year - Galaxy 66 Bar & Grille; Allied Member of the Year - Payce Payroll.  
Good luck at the gala! 
Welcome to Robin Lattinville, new sales manager at the Grand Hotel.
Welcome to Eric Fatzinger new manager of  Jive Bayfront Wine & Martini Bar. 

Hospitality 
Highlights

MGH Presentation...What’s new for the summer season?
If you were unable to attend the MGH Advertising Agency presentation on March 16th, don’t fret!  Be-
low are some of the areas that MGH will be concentrating on for the 2010 season.  Also be sure to look 
over the special promotions (page 3) that we will be focusing on for this summer.

 • Adjusting the target audience to female adults ages 25-49.
 • Increasing cable tv advertising
 • Adding more outdoor billboards and expanding into northern NJ market
 • Increasing online advertising and extending that advertising into Mid-September.
 • Continuing radio advertising during the high season to the Baltimore, DC, HLLY & Philly 
   markets
 • Providing Rodney branding (logo, images) free of charge to businesses  

SAVE THE DATE....Tuesday, June 8th
The Economic Development Committee’s annual seminar is scheduled for Tues-
day, June 8th at the OC Convention Center.  This seminar is FREE and brought to 
you by the EDC, OCHMRA, Greater OC Chamber and through the UMES Hospi-
tality Training Institute.  A fl yer with complete details will be sent soon.

The speaker: Janie Wiltshire • www.janiewiltshire.com


