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Top Honours for Generator — again!

Second major industry Innovation award goes to Generator
Systems.

The American Resort Development Association (ARDA) honored ACE (ARDA Circle of
Excellence) and ARDY Award winners at a gala ceremony and dinner during the 2007
Convention & Exposition in Orlando, Florida.

ACE awards mark the very highest contributions to the ongoing success of the industry. They
recognise the pinnacle of achievement within it.

“These companies and individuals represent the ‘best of the best’ in the vacation ownership
industry,” said Howard Nusbaum, RRP, president and CEO of ARDA. “Selected by their peers,
they set an example of personal and professional excellence for us all.”

The ACE Innovator Award recognizes a company or individual that has developed a ground-
breaking product, service, or concept which has been successfully implemented within the last
three years.

The 2007 award went to Generator Systems and was collected by the founding partners Pete
Jones, Steve Pentland and COQO, Chris Martin.

Pete and Steve founded the company in 2001, joined later that year by Chris Martin from Cap
Gemini Ernst and Young. Chris helped grow the team and company to today’s position of



installations in 22 countries around the world, operating in over 70 sales decks and having
trained up over 1,200 sales people.

In commenting on their success, Pete Jones said “We are absolutely delighted to have received
this great recognition from the industry. This truly re-enforces that we are doing the right thing
for our clients and that they are doing the right thing by working with us. To win this award is
great recognition for the whole team who have been working hard for the last six years to get
to this stage. Our goal is to keep pushing both our products and services until we reach that
ultimate goal of having arrived at the ‘perfect sale’ where our efficiencies are as good as they
could ever be and where we begin to realise the dream of becoming a sought good.”

Receipt of the award follows hot on the heels of the two awards Generator systems received
from the Organisation for Timeshare in Europe’ s convention last October at Cannes in the
South of France.

Generator were recognised for their significant progress in achieving their vision ‘to change the
face of timeshare sales for the better".

JP Ottino, CEO of Berkley Group and Don Harrill, CEO of Orange Lake announced the award to
a standing ovation from the audience.

The Generator System

The Generator Integrated Sales System is an entertaining computer based sales system that
runs on flat screens directly on the sales table at the point of sale. The system was first
created in 2000 (G1) and launched worldwide in 2002 (G2). G2 has been continually enhanced
between 2002 and 2006, and the spectacular new major release of the system (G3) hits the
streets during Q2 2007.

The creator and developer of the system - Generator Systems Ltd is a completely outcome
focused company and has grown a spectacularly successful worldwide user base. Developers
have on average seen a 20% uplift in sales performance, as well as less tangible, but equally
important benefits, such as clean selling, message consistency, brand compliance and a greatly
improved guest tour experience.

Early indications from initial G3 sites have it showing performance increases of up to 100%.
The new system is simply mind blowing, delivering a personalised presentation for every tour.
No-one has ever delivered anything like this — until now!

“The Generator Sales System itself is only half the picture. You can put whatever system you
like in, but if salespeople don't adapt, change and embrace it you won't get results.” Said Steve
Pentland CEO of Generator. “This led to the formation of our “Sales Transformation” division,
covering two vital areas — Deployment and Results Management. They include specialists in
training, sales psychology, process analysis, change management, branding, visual



communication and technology. These vital human elements act together with the system to
ensure each developer achieves the desired results.”

How it works

The Generator Sales System is both entertaining and structured — the best of both worlds —
emotion and logic.

It provides a comprehensive sales structure, supported by a vast database of compelling
images and films. The clever bit though is the system’s ability to personalize each and every
tour to aid the emotional sell and dramatically lift results.

Behind the scenes, the system provides management with invaluable future marketing data
and detailed statistics on every single tour taken by every single salesperson. Designed to
seduce buyers, Generator helps the sales person to create the right emotion, at the right time.
They call it “The Science of Seduction”.

The system can be run in any onsite or offsite sales location, working equally well whether you
sell weeks, points or a combination; or sell to new prospects or existing owners

The system is a visual and sensory feast and communicates mostly through video, images and
graphics — text is kept to an absolute minimum. (It contains more than 27,000 images and
video clips). The experience is a combination of high impact television, fascinating exploration
and being at the cinema watching a personal movie. Generator sells to the heart.

Each developer’s version of the Generator system is completely branded to reflect their own
identity, and customized to reflect their own sales flow and practices.

For the linguists and adventurers among us, there are now versions of Generator in English,
Spanish, French, German, Finnish, Swedish, Hungarian, Portuguese, and Russian. You can even
have it in Mandarin Chinese!

How did generator System originate?

The brainchild of the founders, Pete Jones and Steve Pentland, the system was conceived from
a simple question — “why does the industry continue to accept the loss of 88% of its
prospects?’ Having worked with the timeshare industry worldwide since 1990 they had
observed and consulted to numerous sales operations, ridden countless tours and contributed
to the sales success of many developers through the creation of cutting edge visual
communication tools such as video, virtual reality, print and web services.

Having developed early forerunners of the system in 1995 and 1998, Pete and Steve extended
the concept to an industry wide generic system in 2000. Knowledge gained along the way in
sales psychology, emotional triggers, buying trends and timeshare methodologies was to prove






