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A New Retail Experience

Joan Ryzner, Senior Vice President, HMSHost Retail, has a vision: trans-
forming airport retail in the U.S. market. Joan’s passion for the subject
is evident. Since joining HMSHost ten years ago, her experience and
commitment have transformed the retail division into a significant
contributor to overall business operations. The year 2008 brought
significant new contract wins for HMSHost, most notably awards
at Hartsfield-Jackson Atlanta (ATL), Miami (MIA) and San Jose
International (SJC) airports.

Joan understands that today’s airline trav-
elers are world travelers, exposed to the
highly innovative and forward-thinking
European and Asian airports where retail is

the heart of the terminal experience. In
these markets, consumers expect a high-
end shopping experience very similar

JoanRyzer’ ) to those found London, Madrid, and

Senior Vice President of
Retail HMSHost Corporation

Hong Kong.

U.S. travelers want this same retail shopping experience—one that
brings much more than the typical newsstand and/or gift shop model.
Creating a positive experience is particularly important now that airport
dwell times have increased due to more stringent security regulations.

Joan says of her vision for airport retail in the U.S. market, “Today’s
travelers have expectations. We source the very best local concepts,
add the right mix of national and international brands, and, in appro-
priate venues, have the opportunity to bring luxury brands to airport
retail.”Joan added,”The next evolution of U.S. airport retail begins with
Atlanta Hartsfield-Jackson, the world’s busiest airport. What better
place to showcase our vision for future airport shopping venues than
ATL where millions of passengers fly to and from global destinations
daily.” With the assistance of our Atlanta ACDBE partners, we are
bringing forward a wide range of concepts, from Airport Wireless and
Shellis News to Ermenegildo Zegna.

Joan lauds HMSHost's ACDBE program and itsimportance to the overall
success in changing airport retail.”It is imperative that we find qualified
ACDBE partners who are interested in moving into the airport arena.
As a strong company with many available resources, we are keen to
mentor our ACDBEs, help them grow their business and become strong
market leaders as they bring desired brands and businesses to airport
retail, a win for all parties involved,” she said.

As the market leader, HMSHost Retail is confident in leading this evolu-
tion, making the traveler’s day better. The result of this vision: higher
satisfaction levels for airport authorities AND airline passengers. ®



The Value of Brand
in Any Economy:

NJAMBI MUNGAI

A recent HMSHost business partner with
operations at Oakland International
Airport (OAK), Njambi Mungai attributes
her willingness to take risks as a huge
part of her professional success. With
more than a decade of senior sales

and management experience with

major corporations prior to entering Njambi Mungai, President and CEO

. . . . JR Lester & Associates, Ltd.
in the alrport concessions Industry, and Trinational Corporation

Njambi came upon the airport business

opportunity accidentally. Once involved in the process, she took
advantage of all the opportunities that have come her way. Njambi is
President and CEO of two companies: Trinational Corporation and JR
Lester & Associates, Ltd. operating two See’s Candies airport concessions
at OAK, as well as two Auntie Anne’s pretzel shops—one in San Francisco’s

Embarcadero Center and one in OAK.

See’s Candies located at Oakland International Airport




Njambi left corporate Americain 1992 to start an educational consulting firm
where she grew and expanded her professional network. She worked close-
ly with the public school systems in the Bay Area and interacted with public
entities and leaders. A colleague in the Mayor’s office invited her to attend
a small business seminar for DBEs called “Ready for Take Off” that was her
introduction to the airport concessions industry—and the rest is history. At
the end of the six-week training program, all participants were required
to submit an airport business concept. From the 30 submissions, ten were
selected to operate concession kiosks at Oakland International Airport.
Njambi’s proposal was one of the ten selected,and today, more than 14 years
later, Njambi's See’s Candies—the only nationally branded concept submit-
ted—is still open and serving travelers at OAK.

Njambi is quick to add that her professional reputation and business net-
works made success a reality for her.Networking allowed her to learn about
the certification process and airport business opportunities. When the
opportunity to partner with HMSHost came along, she was prepared. She
began her partnership with HMSHost last June and sees this change in her
airport business as a positive one that will allow her even greater business
growth and development. Njambi is delighted that HMSHost provides
positive learning and growth opportunities for
its ACDBE partners; they serve as a great
resource for her and others in these tough
economic times.

While the roadmap for success is not always a
quick and easy one, Njambi makes time for other
meaningful pursuits as well. In her free time she
enjoys spending lots of it with her grandchild,

often taking her on business trips and to the air-
port. The future looks bright for Njambi and her
continued business success. @




TWO GENERATIONS OF SUCCESS:

PJ and Deitra Benton

Palm City Market at Fort Myers—South West Florida International Airport.

DeitraBenton’s mother,PJBenton,started in business
many years ago as a McDonald’s franchisee. She
developed her business expertise, expanded beyond
food service into retail, and has found huge success
in airport concessions. Today, PJ and Deitra Benton
run a family business with more than 200 employees
at more than 20 airportlocations in Charlotte, NCand

Tampa, Jacksonville, and Ft. Myers, FL.

PJ (CEO) and Deitra (President) PJJD Enterprises,

Inc. Also principals in: PJLF Enterprises, Inc.,
Uniworld Management Services, Inc., Keefee

Enterprises, Inc., and Mitra Enterprises, Inc.



While growing up, Deitra was always exposed to the family business. It was a
way of life then and now. Her mother’s entrepreneurial spirit motivated Deitra
to join the business and grow it alongside her mom. Having started in the
airport concessions arena in 1994, the Bentons have grown their company
substantially since then thanks to their business relationships, knowledge and
reputation. Their current business ventures are quite impressive, operating or
joint venturing in several airport concessions including Salsarita Express, Pizza
Hut, and Sunglass Design at Charlotte Douglas International Airport (CLT),
Freshens, Sbarros, and Quiznos at Jacksonville International Airport (JAX)
as well as Palm City Market, Nathan's and Casa Bacardi at Southwest Florida
International Airport—Ft. Myers (RSW).

Deitra and her mom credit their expansion into airports to a contact with
the City of Charlotte telling them about ACDBE opportunities at CLT. PJ
immediately became ACDBE certified, opening the door to her first airport
opportunity. The Bentons affirm that their professional networking and
affiliations have been extremely helpful in diversifying their business growth.
Working with local DBE airport officers, city officials,and HMSHost has proven
to be a successful formula. In addition to providing the opportunities, Deitra
notes that HMSHost has been extremely helpful in the training arena and in
aiding the growth of their enterprise.

Sunglass Design at Charlotte-Douglas International Airport.

While everyone one is cutting back, traveling less, and spending less, the
Bentons work hard to manage their offerings well, keeping a close eye on
staffing and pricing to ensure that their business “family” stays intact during
these tough times. HMSHost has been very effective in assisting with these
matters. The best advice Deitra would offer a potential ACDBE right now is to
haveideas ready,have financinglined up,and be prepared to work aggressively.
The Bentons say a major reason for their success is that they never deviate
from these basic principles. @



Where Experience and
Opportunity Meet: Carmen Yee

Carmen Yee received her first ACDBE
certification in 1994, prior to which she
had many years of airport and food
service experience. Having worked with
Marriott Inflight Services in New York

for more than a decade, Carmen moved

to Florida in the early 90s with plans to

go into business, specifically an airport

N . o . o Carmen Yee, Principle
business. After a brief stint in Florida, Charlotte’s Landing, Inc.

she moved to Charlotte, North Carolina
where today she operates two locations at
Charlotte Douglas International Airport
(CLT)—a gift shop in Concourse A and a
Bistro & Newsstand located pre-security.
An HMSHost partner since 1998, she has
almost tripled her sales since then and

has plans for an even brighter future.

Carmen came onto the airport scene with
an extensive knowledge of the industry.
Along with many years of work experience
at Marriott Inflight, one of her previous
employers served in a strong mentor ca-
pacity as she grew her business, which is
how she learned of the certification and
RFP processes, and prospective airport
business opportunities. She spent time
growing her network and getting involved
in the airport arena. Her first business at-
tempt at Southwest Florida International
Airport (RSW) was not a successful bid, but
she did learn from the process and was ready
when she moved to Charlotte to bid on the
first available airport opportunity. At CLT,
she successfully joined the HMSHost family.




Carmen’s best advice for entrepreneurs looking to succeed in this arena
is to get ACDBE certified as soon as possible. Any and all certifications will
yield access to new opportunities, and it is by taking advantage of ALL op-
portunities that Carmen has been able to grow her business. Her first space
at CLT was a 500 square foot facility. She worked aggressively to make it a
success attending all trainings, watching and learning as much as possible.
Carmen also points out that HMSHost's commitment to its partners via the
information they make available has been crucial to her business growth. She
attributes the strength of the partnership as one of the contributing factors to
her expansion into a second airport location.

Carmen also cannot stress enough the importance of efficiently managing
one’s business operations. Most of her employees have been with her for the
past 14 years, and they have become a “family,” working together to make it
through the tough times. From cutting back hours to addressing inventory
and loss prevention, Carmen, her employees, and HMSHost are working to-
gether to find creative ways to thrive in this environment. @

Charlotte’s Landing at Charlotte-Douglas International Airport.

Carmeniis also an avid real estate developer
in the local Charlotte area. She plays tennis
several times a week, and always makes
time for family.When asked who her heroiis,
Carmen is quick to say that the person she
has admired most and who has always had

a positive impact on her was her mother.



Women-Owned Buaineases in the U.S.

Currently, there are 10.1 million women-owned firms
With more than 13 million employees
Generating more than $1.9 trillion in sales!

Majority Woman-Owned Firms (2008)

1.9 million firms owned by
women of color, employ-
ing 1.2 million people 5.3
million firms owned by all
4 other women, employing
| 6.1 million people.

. Women of Color
All Other Women

# Firms Majority # Employees
Owned

1000 .
These firms generated a

total of $1.1 trillion in

800 revenue... of this total
women of color generated
$165 billion annually and
all other women
generated $935 billion.
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Did you Know?

One in five firms with revenue $1 million+ is woman-owned.

Women business owners are twice as likely to pass their business

on to a daughter, than a male business owner.

More than 2/3 of women business owners chose their financial
products based on their relationship with the lender.

Women business owners are prepared to face above average or
substantial risks for business investments.

Women business owners with $1 million+ companies are more

likely to belong to formal business associations or other networks!

Source: Center for Women's Business Research
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