AHTA market report – December 2008


Between Wednesday 17th and Thursday 18th of December the AHTA conducted a brief telephone interview with the managers of a cross section of it’s membership to ascertain levels of booking for the season.  The questions asked were: 
1. How did your occupancy for November and December compared to last year?

2. How does Christmas/New Year period compare to last year?

3. How are January, February and March bookings looking in comparison to last year?

4. Are you maintaining your rate? Are you discounting?

5. What level of enquiry are you receiving?

6. Any trends observations you can share?

The following properties were questioned: 
Hotels: Altamer, Anguilla Great House, Carimar, Cap Juluca, Covecastles, CuisinArt Resort and Spa, Frangipani Beach Resort,  Ku, Meads Bay Beach Resort, Malliouhana Resort and Spa, Paradise Cove, Sheriva, Sirena, Temenos Long Bay.

Villa Management Company’s:  Anguilla Villa Company, Keen Villa Management, Island Dream Properties and Ricketts and Associates. 

We estimate that they account for between 65 to 75% of Accommodation Tax and Marketing Levy. The findings were as follow: 
November and December: 

Hotels: Mid to reasonable end generally down – reported decreases of between 5% - 25%. The luxury end held or improved slightly on previous year. This however can be accounted for  - as other high end resorts ‘benefited’ from Cap Juluca being closed for all of November and half of December. 
Villa Market: generally down – by between 15 to 30%. 
One super luxury property had no bookings at all for Thanksgiving/November – due to late cancellations because of economic situation.  Another of the major properties reported the worst early season since it opened. 

One villa management company reported a decrease in villa revenue of over $120,000 on previous November and December and approximately $50,000 on Christmas. 

Christmas and New Year: 

Evidence suggests that it will be pretty solid – although it has ‘started late’. A last minute rush in a couple of high end properties has improved the picture. One high end hotel still has availability and was very late in ‘booking up’ having lost a good percentage of repeaters. 

Hotels are solid across the board mainly. Most properties had managed to maintain both their rate and their minimum bookings. Many have between 10 to 14 night minimum.  However there is still some availability in hotels - at all levels – and one high end property had to be flexible on its minimum stay to ensure the booking. 

Villas generally slower than last year. Probably between 15 to 20% - One villa management company reported a decrease in villa revenue of approximately $50,000 this Christmas. 

Some high end villa cancellations were requested but because of reservation policies nothing can be refunded so guests say they are coming but may cut their trips short. 

January, February, March:
The consensus is pretty gloomy across the board. ALL sectors reporting that bookings at the moment are down on last year. Decreases range from 10% to 45% at some properties. 

Villas also reporting generally slow; “down, down, down” and average of 20 – 30% decrease on confirmed bookings from last year. 

Cancellations: 
Access: Direct quote “getting here is a problem – for one set of guests it was taking them 2 days to get here”

Lack of Golf: 3 luxury villa rentals (average accommodation costs of $70,000 per rental) were cancelled due course being closed. Numerous anecdotes about how lack of Golf is hindering new business. 

Levels of Enquiry: 

“what deals are you offering”

“way down on last year”

“it has picked up recently”
“plenty enquiries - for the summer!”.

“plenty of Interest – just not booking” 

“phones started ringing last week”
Trends/Observations: 

“I’ll not lie – it’s bad and I am worried about the rest of the season.”

“it’s the worse I’ve know it” 

“everyone is requesting deals or special offers”

“Villa stays are getting shorter”.

“Everyone is looking for a D” – deal or discount
Direct quote from a super high end property “one guest said it was in bad taste to be flaunting it with an expensive holiday when others are suffering”

Generally - rates are being compromised as deals are offered – 7 days – pay for 5 etc…this at ALL LEVELS – everyone is looking for value – even at the high end. 
Compiled by the AHTA 17th to 18th December 2008


