DAVID BROCK

301 Rahway Road

Rye Brook, NY 10573

C: 914-234-9875 O:212-562-1431 david@theramparthotel.com

Highly talented goal oriented senior manager with excellent brand-building skills and a strong entrepreneurial spirit. Recognized for the
ability to guide and work well with a diverse staff and manage stressful situations with patience and resolve. Excellent problem solver
and revenue generator who demands and delivers a standard of excellence through creativity, self-discipline, and effective management.
Results-driven with the ability to direct and organize disciplined, producing teams.

PROFESSIONAL EXPERIENCE
2004-Present The Rampart Hotel New York, NY

General Manager
= Developed and implemented a comprehensive strategy to improve metrics resulting in growing ADR from $145 to $255,

occupancy from 80% to 92%, and grew the repeat transient base from 55% to 80%
» Instituted a comprehensive financial system, yield management tools and purchasing and inventory management programs.

= Designed and aggressively marketed loyalty programs and re-structured contracts for negotiated corporate and group business
strengthening both segments.

= Oversaw the successful multi-million dollar renovation of The Lucerne Hotel involving re-modeling all guest rooms and
public spaces and relocating executive offices.

= Established a planning team to examine and recommend improvements that addressed services and employee issues.
Identifying and addressing ideas and concerns resulted in a consistent improvement in productivity for both employees
and management.

= Instituted a series of employee-focused programs including, recognition, promotion and responsiveness reducing turnover
from 12% to 2%, and strengthening labor relations in a union property.

m Instituted 24 hour room service through Nice Matin, the hotels” award winning French Mediterranean restaurant and
developed a set of marketing programs that drove restaurant volume by up to 25%.

= Conceived and collaborated with the hotel owner on the formation of the Empire Hospitality Group with the vision of
becoming the premier hotel management company in New York City.

= Created and deployed marketing programs including sports sponsorships and expanded direct Internet business increasing
Internet bookings by 300% and increased Internet-based ADR by 40%.

= Invigorated client feedback programs increasing client feedback from 35 to 300 responses per month.
= Implemented programs that reinforced contact with VIP and repeat customers helping to define the Lucerne as a leader,
reinforcing its reputation as a high value luxury service-oriented hotel.

2001-2004 Mason Hotel & Restaurant Group New York, NY
Director of National Sales — East Coast Territory
= Exceeded sales goals for 2002 by 19% and exceeded revenue goals for 2003 by 245%.

= Organized and conducted qualified FAM trips. Prepared and facilitated national tradeshows to network and broaden
exposure.

» Partnered with Preferred Hotels on creating account-of-the-month programs to highlight and yield more revenue and show
the importance of their status with Kimpton and the individual property.

= Managed a global hotel sales team of 38 sales directors and 165 sales managers.

m Created and implemented marketing and promotional events and collateral for individual hotel properties and the
Kimpton Boutique Group.

= Facilitated and developed presentation for the annual global national sales team conference.

= Developed a board of directors and field managers program to facilitate our company’s goals and objectives to our clients
and the internal field.

= Collaborated with the Vice President of Sales to create action plans, goals and objectives for the National Team and
property level employees.

Mason Property Acquisitions Team Member

= Counseled with Chairman, CEO, and development team on prospective east coast property acquisitions. Assessed
feasibility from a sales, marketing and operational standpoint.

= Team member for re-positioning, branding and design of the Doral Park Avenue Hotel, Hotel Onyx and acquisitions.
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Director of Sales & Marketing — Mason Park Hotel
= Implemented standards for the daily operation of the sales & marketing department. Managed a team of three sales
people and make sure that individual and hotel financial goals are being met.

= Worked with revenue manager, controller and general manager on hotel budgets, pricing strategies and operational issues.

1999-2001 Maxim Suite Hotels New York, NY

National Sales Manager

m Increased annual regional sales from $3 million to $4 million.

= Expanded existing relationships and established new partnerships within the following industries: pharmaceutical,
chemical, publishing, printing, advertising, transportation and manufacturing.

= Collaborated in creating the Standard Operating Procedures for the Global Sales Team. Implemented internal training
courses for new recruits — expediting profitability.

1998-1999 Sheraton Hotel & Suites Livingston, NJ

Senior Association Sales Manager

= Achieved sales of 10,500 room nights, $1,100,000 room revenue, $350,000 in food and beverage and $50,000 in room
rental fees.

= Supervised conference center sales managers to help them achieve their own goals and sales objectives.

m Prepared and negotiated extensive contracts for state associations, religious, fraternal, government, union and educational
organizations.

= Consulted with revenue maximization department, debriefing on contractual issues; i.e. rates, dates, space.

Conference Center Sales Manager

= Sold 6,000 group rooms per year, $810,000 in room revenue, $500,000 in food and beverage, and $60,000 in room rental
fees for a 405-room hotel with 30,000 square feet of meeting space.

= Negotiated contracts for the interest of both the hotel and client, while ensuring maximization of room revenue, average
rate, and space utilization.

m Assisted with the development of a new Standard Operating Procedure for Convention Services.

1993-1998 Hilton Hotels New York New York, NY

Assistant Manager

=  Maintained quality of service for a 2041 room, 4-star hotel by enforcing compliance procedural standards to ensure
excellent service, guest comfort and satisfaction.

= Resolved guest concerns diplomatically and economically through conflict resolution techniques. Developed a new
emergency procedure handbook for customer complaints, emergency situations and employee concerns.

= Provided crisis control for employees, guests and departmental managers. Participated and led service recovery meetings
and worked closely with departments on establishing protocols and programs to effectively reduce guest complaints and
employee dissatisfaction.

= Worked on Occupancy Analysis Reports for the Room Division. Performed hourly house count and assisted in room
controls, i.e. opening and close of system to ensure adequate occupancy levels.

EDUCATION
= Bachelor of Science in Business Administration, University of Massachusetts, Amherst, MA

= Major: Hotel Restaurant Tourism Management School
= Hilton Hotels Corporate Training Program, New York, NY
= Hilton Sales College I & II

PROFESSIONAL AFFILIATIONS/COMPUTER SKILLS
s  HSMAI Member, Co-Chair Student Relations 2003

m Lecturer at New York University Tisch School of Hospitality and Tourism and New York College of Technology.
= MPI Member

= Internet Savvy, skilled in Delphi, Profit Pack and Act

= Proficient in Microsoft Office Suite XP




