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renaissance of the 1970s when men overcame 
stereotypes to live the proverb “dare to hula, leave 
your shame at home.” 

 Sunday, October 22nd brings the Hawaii 
premiere of TOW-IN SURFING (Jorge Guimares, 
BRASIL, USA, 2006, 1h10m)! Riveting footage of 
death-defying surfers, towed into gigantic waves 
(over 60 feet high!) by jet skis traveling at 50 m.p.h. 
Filmed from land, sea and air at Mavericks in 
California and at Jaws in Maui. Narrated by the 
surfers themselves. If you surf, you have to see 
this! 

 On Monday, Oct 23rd, catch the international 
premiere of CHECK IT OUT, YO (Miyamoto Rieko, 
JAPAN, 2006, 1h57m)! Four high-school students in 
rural Okinawa start a hip-hop band, albeit haltingly 
and humorously, in order to break out of the 
boredom of small town life. Features an appearance 
by the Hawaiian-born rikishi, Konishiki! 

Bring your blankets and ‘ohana for this truly 
special series of films under the stars. Admission is 
free. Festivities start at 4:00 p.m. Screenings at 6:00 
p.m. or when dark. Free parking at the Waikiki Shell. 
Metered parking at the Honolulu Zoo. 

Thanks to our presenting sponsor, the Hyatt 
Regency Waikiki, the love affair between Sunset on 
the Beach and the Louis Vuitton Hawaii 
International Film Festival continues! In fact, this 
year we take it to a new level:  Four Days of Sunset 
on the Beach!  

On Friday, October 20th, come and see the 
Hawaii premiere of SHARKWATER (Rob Stewart, 
CANADA, 2006, 1h28m). SHARKWATER debunks 
historical stereotypes and media depictions of 
sharks as man-eating monsters and reveals these 
elegant animals to be pillars of the ecology of the 
oceans. The filmmaker braved bullets and 
gangsters to return with spectacular underwater 
footage of shark poaching! 

On Saturday, Oct 21st, the world premiere of NA 
KAMALEI: MEN OF HULA (Lisette Marie Flanary, 
USA, 2006, 56m) will hit the screen! Robert 
Cazimero is the kumu hula for Na Kamalei (“the lei 
of children”) – Hawaii’s only hula academy strictly 
for men. He has mentored male students for 30 
years, bringing the masculine aspect back to hula 
and overcoming gender stereotypes. In NA 
KAMALEI, the role of men in hula is explored 
through interviews with Cazimero and his 
contemporaries. They discuss Hawaiian man’s 
disconnection with the hula (that can be traced back 
to American Protestant missionaries who 
denounced the hula as a heathen dance) and the 

Hyatt Regency Waikiki Presents 
Four HIFF Screenings at Sunset on the Beach 

October 20th, 21st, 22nd and 23rd! 
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[Editors Note:  After reading this in the Outrigger 
newsletter Saturday Briefing, we at WIA felt it was 
important to share these insights with our 
membership. Mahalo to Dr. Kelley and Outrigger 
Enterprises Group for permission to reprint.] 

On October 5, I had the opportunity to address 
an audience of some 200 travel agents from around 
the country who were attending a meeting in Waikiki 
of the Signature Travel Network.  I spoke about the 
changes I have witnessed in the Travel & Tourism 
industry, many of which have greatly affected travel 
agents, especially in recent years.  And I gave a 
series of tips on how to succeed in an ever-changing 
environment.  This is a slightly adapted – for print – 
version of my speech, since I believe it holds lessons 
for those of us in the hospitality industry as well. 

It is a pleasure to welcome you.  Thank you for 
coming to see all of the changes that are taking 
place in Waikiki.  And, thank you for the 
opportunity to share some of my thoughts, ideas 
and observations. 

You know, my success in the hotel business is 
critically dependent on your success in helping 
millions of people enjoy the benefits of travel.  And 
success is a large part of what I will talk about 
today.  I’m going to talk about success in the 
context of change: 

• Planning for change; 

• Embracing change; 

• And using change as a competitive strategy 
for success. 

And, I will propose some strategies you might 
want to consider and adopt. 

Continuous change is a constant in all our lives 
– it always has been and always will be.  The only 
thing different today is that the pace of change is 
faster and the types of change more diverse in our 
high-speed, computer-linked, global environment. 

Naturalist Charles Darwin, who studied the 
evolution of finches and other species in the 
Galapagos Islands, was an acute observer of change 
and its effects over time.  He concluded, “It is not 
the strongest of the species that survive, nor the 
most intelligent, but the ones most responsive to 
change.” 

I think we can all agree that the current travel 
industry environment is exerting an evolutionary 

READY, AIM, THRIVE… 
(reprinted with the permission of Dr. Richard R. Kelley) 

pressure on travel agents.  Those agencies that are 
responsive and able to change will survive. 

Looking at my own life, I have personally 
witnessed change at work in two major industries: 
health care and travel.  I’ve also seen first-hand 
what happens to those who are intimidated by 
change and who avoid change.  These are the 
people and businesses that are usually changed the 
most – and generally it’s for the worse. 

I literally grew up in the hotel business.  My 
parents, Roy and Estelle Kelley, moved to Hawaii in 
1929 and settled in then-sleepy Waikiki.  They 
witnessed the beginning of commercial air travel to 
the Islands in 1938 when Pan American first linked 
Hawaii to the West Coast.  It was a grueling 18-
hour flight in those days. 

Within a few years, my parents determined that 
their mission and passion would be to provide 
affordable accommodations in Waikiki for average 
people like themselves.  Their first hotel, The 
Islander, opened in 1947, just 59 years ago.  From 
that time forward, planes have gotten bigger and 
faster, and the number of visitors to Hawaii has 
increased exponentially – going from 22,000 to 
seven and a half million a year in 2005. 

Outrigger Hotels has grown exponentially as 
well.  The company that Roy and Estelle started 
with just one hotel almost six decades ago is now 
the largest lodging and hospitality company in 
Hawaii, and one of the largest privately held hotel 
companies in the world.  Outrigger currently 
operates, or has under development, 56 hotels and 
resort condominium properties in Hawaii, Tahiti, 
Guam, Fiji, Australia, New Zealand and Bali. 

Dr. Richard R. Kelley 

Continued on page 3 
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No, this is not anywhere near the same 
company that my parents started 59 years ago. 

My parents lived through tremendous change in 
Hawaii, in their industry, and in their own 
business.  Obviously, the biggest and most rapid 
change occurred on the morning of December 7, 
1941, when Oahu was attacked.  While most of the 
damage was done in and around Pearl Harbor, 
bombs and improperly fused antiaircraft shells fell 
all over Honolulu and Waikiki.  As a 7-year-old kid, 
I personally witnessed one explosion just about two 
blocks from where we are gathered this morning. 

Pearl Harbor aside, I can honestly say that my 
parents were always excited and optimistic about 
the changes that occurred during their lifetimes.  
They seemed to find opportunity in all of them. 

The cornerstone of their business philosophy 
throughout was to value relationships with 
customers and business partners, and deliver value 
to each and every guest.  After a lifetime of putting 
this philosophy into practice, they were inducted 
into the American Society of Travel Agents (ASTA) 
Hall of Fame. 

However, some changes were harder to accept 
than others.  One of the biggest differences of 
opinion that I ever had with my father took place as 
he approached retirement.  I wanted to computerize 
some hotel operations and he was dead set against 
it. 

When he ran the company, reservations were 
recorded on sheets of yellow paper and then 
spindled.  When the stack of reservation slips on 
the spindle reached his second knuckle, he knew 
the hotel would be full.  He had found his niche, he 
was comfortable, and he wanted to stay that way.  
New technology was threatening, and he feared that 
computers – “those machines,” he called them – 
would ruin the successful business that he and my 
mother had built on highly personalized service and 
relationships. 

We did go forward with computers, but we also 
took my father’s concerns to heart.  We work hard 
to put service and relationships before technology 
in our decision-making. 

Although my father was slow to accept the 
change of technology, you should know that later 
on he embraced that too, and went so far as to buy 
a lot of stock in Apple Computer and other high-
tech companies. 

READY, AIM, THRIVE… 
(continued from page 2) 

My parents are both gone now, but all of us at 
Outrigger Hotels continue to understand the 
importance and value of our relationships with 
travel agents.  At a time when airlines no longer pay 
commissions, Outrigger continues to pay them in 
full.  And, we pay them promptly!  You are a vital 
part of our distribution system, and we want to 
maintain that critical relationship. 

My point in sharing some of this background 
with you is to let you know that I grew up in an 
industry that has evolved dramatically over the 
years and that continues to change, with greater 
speed and more new twists every day. 

Outrigger Hotels & Resorts constantly faces 
change, and change takes many forms.  For 
example: 

• Technology that has drastically altered the 
way we operate and communicate with our 
customers; 

• Government regulations and taxation that 
generally hurt more than help; 

• Airline problems, with which you are very 
familiar; 

• New destination competition; 

• New hotel competition. 

Yet we have developed and implemented 
strategies that have allowed us to thrive.  We have 
thrived not by resisting change, but rather by 
accepting it and focusing on strategies that take 
advantage of change whenever possible. 

For example, right now, we are literally 
changing Waikiki.  Just one block from here, our 
three-quarter-billion-dollar Waikiki Beach Walk 
project will redefine this resort by replacing old, 
outdated hotels – designed and built by my father, I 
might add – with exciting shopping and dining 
experiences, a twin-tower Embassy Suites hotel, 
and a luxurious Trump condo-hotel development. 

Change is not unusual, it is not just happening 
in the travel industry, and it won’t kill us.  In fact, I 
believe the old adage that says, “What doesn’t kill 
us makes us stronger.” 

I know that new technology and new forms of 
competition are changing your lives as well.  Let’s 
start with technology.  Your industry and your 

Continued on page 4 
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businesses have been irretrievably changed.  
Technology has altered the way you work.  It has 
put your resources and information tools in the 
hands of your customers and raised both their 
expectations and their ability to do their own travel 
planning.  

The use of online travel sites has grown 
dramatically during the past five years, particularly 
in the U.S.  According to experts, Internet users, 
especially Americans, just love travel Web sites, 
which grew in number by 25 percent last year 
alone.  In fact, 60 percent of the world’s travel Web 
sites are located in the U.S.  Germany follows in 
second place with 13 percent, and Great Britain is 
third with only 5 percent of all travel sites hosted 
there. 

You are part of this trend, and I know that 
many of you operate travel Web sites and take 
advantage of the excellent content available through 
Signature Travel Network. 

Given our longstanding partnership with travel 
professionals, most enlightened hotel companies try 
hard to support travel agents in this environment. 

At Outrigger and OHANA hotels, we encourage 
customers to use the services of a travel 
professional.  Enter the name of a city into our Web 
site and we’ll display a list of travel agents in that 
area who have qualified as Outrigger Specialists. 

The rates we quote at our reservation center 
and over the Internet are all available to travel 
agents and almost all are fully commissionable.  By 
contrast, the airlines offer customers up to 2,500 
frequent flier miles if they will bypass the travel 
agent and book their flights directly on a carrier’s 
Web site.  No, the “friendly skies” are not so friendly 
for travel agents any more. 

The combination of the loss of airline 
commissions and the diversion of customers to the 
Internet has hit travel professionals hard.  
Statistics from the Airline Reporting Corporation 
(ARC) show that the number of agencies is 
dwindling every month: 

• Eight years ago, the U.S. had approximately 
33,000 ARC retail locations. 

• Last month, ARC counted only 19,500 
remaining, a 40 percent drop. 

The only certainty is that everything is 
changing, and some are handling the change better 
than others. 

• In the 1950s, travel agencies were located in 
shops on Main Street. 

• In the 1970s, many travel agencies moved to 
suburban shopping malls. 

• Now, in 2006, travel professionals are 
increasingly leaving storefront offices and 
operating from home using high-speed 
Internet connections.  According to 
agent@home magazine, more than 17,000 
agents now do their work from home and 
the number is growing daily.  

And, some of us in this room, including me, 
have seen it all with our own eyes.  I guess that 
really dates us. 

The good news is that despite all this, according 
to ASTA, travel agents still sell: 

• 87 percent of all cruises 

• 81 percent of all tours and packages 

• 51 percent of all airline tickets 

• 47 percent of all hotel rooms 

• 45 percent of all car rentals 

Every time a customer pays a service fee, or a 
hotel pays a commission, the real value of travel 
agents to the travel industry is reaffirmed.  Travel 
agents provide services that are appreciated and 
that customers are willing to pay for.  As travel 
agents, you have tools and resources that your 
customers don’t, even with the Internet.  You can 
help them arrange complex itineraries much more 
easily and quickly than they can do it themselves – 
if they even have the patience to try.  And you are 
experts in the places they want to go.  You can tell 
them much more about that hotel they’re 
considering than the pretty pictures on the Internet 
will ever convey. 

Total agency sales are $120 billion a year!  
That’s a lot of money travel agents manage to fuel 
the travel industry.  ARC reports that sales by 
travel agents are up 18 percent per location so far 
this year.  Some agencies are having their best 
financial year ever. 

READY, AIM, THRIVE… 
(continued from page 3) 
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The irony is that the more successful you have 
been in the past, the more difficult it is probably 
going to be to make the changes that are necessary 
today.  The great success that my father had doing 
business with a manual reservation system made it 
difficult for him to accept computers.  The great 
success that I had running hotels in Waikiki in the 
70s and 80s made it difficult for me to visualize 
operating hotels elsewhere. 

Even today, when companies get into trouble, 
someone always shouts, “We need to get back to 
basics, back to the things that made this company 
great!”  I am here to tell you that going backwards 
is the last thing you need.  Yesterday’s basics are 
gone like the vacuum tube. 

Cruising the Internet for information is now a 
mainstream activity for customers of all ages, from 
teenagers to grandparents.  In the U.S., there are 
now over 200 million users of the Internet – about 
equal to the number of cell phone users.  The 
Internet can speak to cell phones and cell phone 
users can send e-mail and browse the Web. 

With the Internet, we are deep into what Bill 
Gates calls “Frictionfree Capitalism” – an ideal 
marketplace in which buyers and sellers can easily 
find each other without taking much time or 
spending much money.  

I do most of my personal shopping online.  I buy 
everything from shoes to salsa over the Internet.  
However, for the reasons I just explained, I always 
use the services of a travel agent for both business 
and leisure travel. 

Most of you know everything I’ve just 
mentioned.  But how many of you have analyzed 
what these changes are doing to your business, if 
not this year, then next?  How many of you have 
seriously explored some of the online travel sites to 
check on the competition and the benefits they offer 
your clients?  If you do not understand this 
technology, it is almost impossible to find 
opportunities in it.  If you ignore these changes, the 
technology won’t go away, but chances are your 
business will.  That may sound brutal, but that is 
the way it is as we approach the end of the first 
decade of the 21st century. 

Now, I promised you ideas for the coming year, 
so here are my top five recommended strategies for 
thriving in the current environment of change: 

 

Strategy #1:  Focus On Your Niche 
Each of Darwin’s finches survived a hostile 

environment by evolving to exploit the specific food 
source in its own unique microenvironment.  Your 
business is also unique.  You cannot be everything 
to everybody.  So … 

• Identify the customers you want to serve. 

• Learn everything you can about them. 

• Find out what makes them tick. 

• Work that database. 

Identify the parts of the world or the type of 
travel you want to be a specialist in.  Learn about 
them, visit them, and make sure that everyone in 
your agency does the same. 

Identify the wholesalers and suppliers you want 
to work with, particularly those affiliated with 
Signature Travel Network.  You will get their 
attention — and their overrides.  You can also get 
promotional support with co-op advertising, special 
events and FAM trips. 

For tour operators, recommend those with the 
best products, service and reputation.  In the case 
of hotels, it should be the best in your customer’s 
price range based on location, physical plant and 
service.  If you recommend on the basis of price or 
commission only, you will lose your customer to an 
agent who recommends only the best. 

Furthermore, as agencies continue to disappear 
and consolidate, I predict the travel business will 
see a strengthening of the power of Signature and 
those agencies that provide the utmost in quality 
and personalized service. 

It works the other way too.  More and more, top 
vendors are going to narrow the range of the people 
they do business with.  It will be limited to those 
who are real professionals in their field and those 
who produce a significant amount of business.  You 
will not be doing yourself or your clients any favors 
by scattering your business all over the horizon. 

Another suggestion: Work every contact you 
have and get to know the executives of your 
suppliers.  Make things happen, and don’t ever take 
“No” as an answer from a supplier – even an 
Outrigger hotel.  

READY, AIM, THRIVE… 
(continued from page 4) 
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I know a travel agent who follows that rule with 
vigor.  The other day she was having trouble trying 
to arrange an amenity for a customer booked into a 
competitor’s hotel.  She called me and I was happy 
to assist.  I put her in touch with an Outrigger 
employee who is married to the sales manager of 
the competitor who, in turn, not only arranged the 
amenity but offered a room upgrade and VIP 
treatment as well.  

Yes, sometimes you have to travel east if you 
want to arrive in the west. 

However, no matter what route this travel agent 
took, she served her clients well and they will book 
with her again and again. 
Strategy #2:  Develop and Improve Your Basic 
Business Skills  

Unfortunately, many travel agents neglect this 
part of their lives.  Each of you is handling 
hundreds of thousands, if not millions of dollars 
every year and you have to approach everything in 
a businesslike fashion. 

Whether you work in a big agency or there are 
just a couple of you sharing an office, even if you 
are home-based, define and write down a clear 
mission statement with measurable goals, 
benchmarks and timelines.  Work hard to find out 
what the important metrics are for agencies of your 
size – sales volume, sales per agent, profit margins.  
In fact, benchmark and measure everything you 
can.  We do that in the hotel business. 

If you are going to do a direct mail campaign, 
for example, do a joint promotion with a vendor, set 
your goals in advance and then compare the actual 
results with your hopes.  That will keep you from 
repeating unproductive activities.   

Benchmarking and measuring will also let you 
know what is happening to your business before it 
is too late to do something about it. 

Along that line, work tirelessly to improve your 
sales and marketing techniques.  You are going to 
have to work harder and smarter to keep your 
existing customers.  You are going to have to look 
in new places and develop innovative methods to 
attract new customers. 

Consider customer recognition and employee 
recognition programs and, if you use them, keep 
them fresh and active. 

Once again, measure everything you can.  

Strategy #3: Upgrade Your Skills in the New 
Technologies  

Putting technology to use properly is one of the 
biggest challenges in Travel & Tourism today.  We 
certainly face that in the hospitality business.  At 
Outrigger and OHANA hotels, we have a fine group 
of technology professionals with a significant 
budget who have allowed us to keep pace with the 
state of the art.   

For example, it was not so long ago that we had 
to update room availability manually for all of the 
global distribution systems (GDS).  When a 
reservation came through from one of the GDS 
systems, it had to be manually re-entered into our 
computers.  Now, our reservations computers are 
fully and seamlessly connected with the computers 
of the GDS systems and our major wholesalers.  So, 
when you look up rates and availability at an 
Outrigger or OHANA hotel, you see the same rates 
and availability that I might see when I am in our 
worldwide reservations headquarters in Denver.  In 
addition we offer live Internet chat, which enables 
travel professionals to get immediate information 
from our reservations staff. 

Another exciting bit of technology allows our 
agents to work from home.  Calls are routed to 
them based on their availability and skill set.  It has 
been a wonderful thing for members of our staff 
with disabilities.  No longer do they have to endure 
a ride on the handivan or bus.  Their commute from 
bedroom to work in less than a minute, depending 
on whether they grab a cup of coffee as they pass 
the kitchen. 

I hope that each of you here today is engaging 
technology.  I hope that your telephone systems are 
up to date and your customers do not have to go 
through Voice Mail Hell when they call, particularly 
when they are having a problem, which usually 
occurs after hours and on weekends. 

I know you all have your own Web sites.  But 
have you ever checked to see what happens when 
you enter the words “travel agent” and your city 
into a search engine?  Does your agency come up 
on the first page?  Or is it buried deep or perhaps 
fails to come up at all? 

I hope you have a customer database and that 
you communicate with your clients frequently by e-
mail. 

READY, AIM, THRIVE… 
(continued from page 5) 
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If you don’t have the resources, confidence or 
ability to dive headlong into the world of technology, 
don’t do it.  But don’t miss the opportunity 
completely.  You can start modestly by working 
with the extraordinary resources and content 
offered by Signature Travel Network.  Build your 
technology skills and offerings gradually. 

In addition, invest in training and motivating 
your employees to take advantage of technology.  It 
can be done and will pay great dividends down the 
line. 
Strategy #4:  Continuously Build & Strengthen 
Your Organization and Your Industry 

As you renew your public education efforts and 
work to convince the traveling world to “See Their 
Travel Agent” — don’t neglect the impact that an 
endorsement by Signature Travel Network can give 
its members’ online presence.  Brand identities, 
known logos and the endorsement of organizations 
with strong reputations are major advantages for e-
commerce sites.  There is strength in numbers and 
professionalism.  Your presence here today tells me 
that you are willing to work hard to make Signature 
one of the top agency groups in the country.  

Nationally, work to bring your competitors 
together on industry issues.  Competition is great, 
but don’t let it interfere with the ability to wield 
industry clout when you need it.  I believe that 
building industry political clout through national 
trade associations is a critically important strategy 
in today’s rapidly changing environment. 

America’s $1.7 trillion tourism industry is too 
often a favorite target for legislation and taxation.  
For example: 

• Nations are currently lining up to implement 
a new tax on airline tickets to fight poverty 
and disease in developing countries. 

• In the U.S., the federal government is 
attempting to subject travel agents to anti-
money-laundering rules similar to those 
that apply to banks. 

• A number of states are trying to reach 
beyond their boundaries and tack an 
additional hotel occupancy tax onto 
packages sold by travel intermediaries. 

• States are almost always trying to pass new 
legislation affecting “sellers of travel,” most 

of which threaten the growth and prosperity 
of travel agents. 

The list goes on and on.  Unfortunately, most 
businesses in the industry are small businesses 
and often too easy to divide and conquer.  You must 
have a voice on these issues, and you’ll need a big, 
unified voice to be heard.  Build that unified voice 
and exercise it before you really need it.  Let our 
industry be an outstanding example of “united we 
stand” in the face of government regulation and 
interference – and let’s give up the “divided we fall” 
position altogether. 
Strategy #5:  Try to Inspire a Sense of Passion for 
the Travel Business in your Co-workers 

I know that each of you in this room has a 
passion for Travel & Tourism.  That’s why you are 
here and why you are a member of the Signature 
Travel Network.  But do your employees and co-
workers share that passion?  If not, focus on 
lighting the fires.  Let them know that Travel & 
Tourism is one of the world’s largest industries, 
employing over 230 million people and accounting 
for about 10 percent of the world’s gross domestic 
product. 

My good friend, the author, speaker and 
columnist Harvey Mackay says, “Sure, talent and 
skill are important, but if you don’t have a deep 
down burning desire to be successful [in your field], 
you’ll never become the best you can be.  …  A 
parent, mentor, [boss] or coach can tell you what to 
do and even show you how to do it, but ultimately 
you must have the determination and dedication to 
do whatever it takes to achieve your goals.” 

In today’s world, it is easy to get sidetracked, so 
you must be relentless in your determination to 
personally be a passionate top performer and to 
inspire your co-workers to be the same. 

In summary, our travel industry environment 
continues to evolve and present us with new and 
exciting challenges.  To paraphrase Jack Welch, 
former CEO of General Electric, anytime there is 
change, there is an opportunity, so it is critical that 
your organization get energized, not paralyzed, by 
change. 

Travel agents can continue to thrive in the 
coming years by drawing energy from change and 
seizing the opportunities it presents, not by 
resisting it.  Take action today!! 

READY, AIM, THRIVE… 
(continued from page 6) 
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• Find your niche.  Like Darwin’s finches, find 
the specific food source that will support 
your company. 

• Continuously develop and improve your 
professional and business skills. 

• Embrace and utilize the new technologies.  
You are either riding on the new technology 
highway, or you are standing in the dust, 
left behind. 

• Continuously build and strengthen your top 
industry organizations locally and nationally 
so their brands, endorsement and influence 
can work powerfully on your behalf. 

• Develop a passion for this business and 
inspire the same in your employees and co-
workers. 

As I emphasized in the beginning, my 
company’s success depends on your success in 
helping millions of people enjoy the benefits of 
travel. 

So, I wish you all tremendous success in the 
coming years, and, of course, the passion and 
energy to grab all of the opportunities that are out 
there in the Internet World of 2007 and beyond. 

Aloha, and thank you. 

 

Prep Work Continues for Microtunneling Pits  
(from www.beachwalkbypass.com, Oct. 9, 2006 update)  

Contractors expect to continue around the clock 
jet grouting operations on the mauka side of the Ala 
Wai Canal for the next three to four weeks. This is in 
preparation for one of two microtunneling pits 
needed to tunnel under the Ala Wai Canal and 
Kaiolu Street in Waikiki. 

Jet grouting operations on the other pit on the 
makai side of the canal in Waikiki will start in the 
coming weeks. That pit is located just makai of the 
corner of Kuhio Avenue and Kaiolu Street.  

All this work is part of phase two of the 
Beachwalk Wastewater Emergency Bypass project.  

The purpose is to replace an aging sewer line 
that broke last March with a new state-of-the art line 
that will be microtunneled under Kaiolu Street and 
the Ala Wai Canal. 

The jet grouting work has triggered some 
complaints from residents on both sides of the 
canal. Project managers have been asked why the 
work can't be limited to daytime. They say while 
some work will be daytime, other work must be 
done around the clock in order to meet mandated 
deadlines.  

Some residents point out the emergency bypass 
line that was floated and sunk in the canal is now in 
place and ready to be activated in the event of 
another sewage spill, thereby preventing a repeat of 
last March when 48 million gallons of raw sewage 
had to be diverted into the Ala Wai Canal. 

Contractors say if a break occurred, the bypass 
line would require all those pumps along Ala Wai 
Boulevard to be activated around the clock. Project 
managers are trying to avoid doing that, as running 
all those pumps would impact a lengthy stretch of 
Waikiki residents. 

Check www.beachwalkbypass.com for weekly 
updates, or call the project hotline, 808-203-5777. 

READY, AIM, THRIVE… 
(continued from page 7) 
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Contact: Jim Kraus or Kai White at 735-4877 

WaikÈkÈ: A Visual History 
Slide Show and Discussion 

 

 
Photo: Hawai‘i State Archives 

 
Time: 6:30-8pm Wednesday, Octobe r 18, 2006 

Location: WaikÈk È Aquarium 
 
“WaikÈkÈ: A Visual History” will consist of a slide show and discussion examining 
environmental and cultural transformations in WaikÈkÈ from pre-contact to present. 
The presentation is derived from research for a book to be published in 2007 by 
Arcadia Publishing. The event is also an opportunity for members of the community 
to come forward with their own stories or photos that could be included in the 
book.  
 
•  See archival photographs and hear about historic WaikÈkÈ 
 
•  View photos and hear stories from the WaikÈkÈ Oral History project 
 
• Reminisce about Old WaikÈkÈ – share your own photos and stories 

after the event ! 
 
Research consisted of analyzing published and unpublished photographs and was 
guided by a series of questions.  You are invited to join us in a discussion following 
the slide show: 
 
•  What is the legacy of the Hawaiian community that once thrived in 

WaikÈkÈ? 
 
• How can we understand changes to the physical environment as 

ref lect ive of changes in the underlying value structure of the 
community?  

 
• What aspects of the history of WaikÈkÈ have been overlooked? 
 
Hosted by The WaikÈkÈ Aquarium, Kapi‘olani Park Preservation Society and 
Chaminade University, with grant support from Hawai‘i Council for the Humanities. 
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Torch lighting, Hawaiian music 
and hula shows are performed 
daily 6:30PM – 7:30PM at the 
Kuhio Beach Hula Mound, near 
the Duke Kahanamoku statue.  
FREE.  Presented by the City’s 
Office of Economic Development 
(843-8002) and the Hawaii 
Tourism Authority.  

Schedule subject to change without notice.  
For the month of October: 
Mondays & Tuesdays:  "Auntie Pudgie" Young & 
Hawaiian Serenaders 
Wednesdays:  Ainsley Halemanu and Ka Liko O 
Kapalai  
Thursdays:  Val Crabbe and Halau Hula Palena 
Fridays:  Oct 13, 20, 27: Kale Pawai and Halau Na 
Pua Mai Ka Lani 
 

Kuhio Beach Torch Lighting and Hula Show DAILY! 
Saturday, October 7:  Shirley Recca and Halau 
Hula 'O Namakahulali 
Sunday, October 8:  Momi Cruz-Losano and Halau 
Hula Namakahonuakapiliwale 
Saturday, October 14:  Maelia Lobenstein Carter 
and Ka Pa Hula O Kauanoe O Wa'ahila  
Sunday, October 15:  Leimomi Ho and 
Keali'ika'apunihonua Ke'ena A'o Hula 
Saturday, October 21:  Lilinoe Lindsey and Ka Pa 
Nani O Lilinoe 
Sunday, October 22:  Kapi'olani Ha'o and Halau 
Ke Kia'i A'o Hula 
Saturday, October 28:  Coline Aiu and Halau Hula 
O Maiki 
Sunday, October 29:  Leimomi Ho and 
Keali'ika'apunihonua Ke'ena A'o Hula 
 

The public is invited to the 2006 Aloha Festivals 
Royal ‘Aha ‘Aina to be held on Saturday, October 
14th at the Hilton Hawaiian Village.  The event 
celebrates all the hard work and dedication that has 
been instrumental in fostering the Aloha spirit, 
preserving Hawaii’s rich culture, and perpetuating 
our islands’ ethnic diversities as manifest in this 
year’s Aloha Festivals. 

The Aloha Festivals entertains the neighboring 
island ali’i ranks and subjects during an evening that 
offers the serenade of haunting voices and beautiful 
music, a silent auction, cocktails, dinner and top 
local entertainment in the Coral Ballroom at Hilton 
Hawaiian Village.  ‘Aha ‘Aina is a time-honored feast 
of celebration.  Feasts were held for purely human 
comfort and enjoyment, sometimes to commune 
and seek the help or pardon of the gods.  The ‘aha 
‘aina of today represents noteworthy occasions, 
human milestones, humanitarian deeds, and a 
social means of celebrating all things in life resulting 
in the goodness of man. 

Royal 'Aha 'Aina – The Aloha Festivals’ “Wrap Party” 

Eating was a pleasurable experience.  Man felt 
closer to his/her fellow man when the opu (belly) 
was filled.  And so people of old Hawaii, as do the 
people of Hawaii today, feast among themselves 
with their respective family members, relatives, 
colleagues and friends amid cultural diversity to 
partake of this ancient Hawaiian practice as a 
means to celebrate life as it is, full of good deeds, 
fruitful tasks and camaraderie. 

Reservations may be made by calling 589-1771.  
Tickets are available at the Aloha Festivals Office at 
Ward Warehouse, or may be purchased at the door.  
The cost of admission is $70 per person ($60 with 
your Aloha Festivals Ribbon), Corporate tables of 
ten are also available for purchase.  
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Waikiki Improvement 
Association 

2255 Kuhio Avenue, Suite 760 
Honolulu, HI  96815 

Phone: 808-923-1094 
Fax: 808-923-2622 

E-mail: 

Check out our monthly calendar of free activities at: 
www.waikikiimprovement.com 

If you would like to share news with other  
members of WIA, please send your info to 

mail@waikikiimprovement.com or fax to 923-2622. 

Waikiki Parade Watch (courtesy of the City) 
October 15, 2006 Sunday 

5:00AM Starts 
9:00AM Ends  

NIKETOWN 30K RACE sponsored by RRCA/Mid Pacific Roadrunners Club/
Niketown. The event is expected to have 1,500 runners. It will start at Kalakaua 
Ave., to Monsarrat Ave., to Paki Ave., to Diamond Hd Rd., to 18th Ave., to Kilauea 
Ave., to Waialae Ave., to Kalanianaole Hwy.,  turnaround at Keahole St., to 
Kalanianaole Hwy., to Kealaolu Ave., to Kahala Ave., to Diamond Hd Rd., to 
Kalakaua Ave., to Queen Kapiolani Park Bandstand/Hon Marathon 
Finish. Contact: John Simonds 373-3609  For more info visit their website: http://
www.mprrc.com/   

October 22, 2006 Sunday 
7:00AM Starts 
9:30AM Ends  

RACE FOR THE CURE 5K WALK/RUN sponsored by Susan B. Komen 
Foundation. The event is expected to have 7,000+ runners. It will start at near 
Royal Hawaiian Band driveway on Monsarrat Ave., to Monsarrat Ave., to Kalakaua 
Ave., to Kaiulani Ave., to Ala Wai Blvd., to Paki Ave., to Kalakaua Ave., to end at 
Honolulu Marathon Finish near Bandstand.  Contact: Susan B Komen 
Foundation 842-8462  For more info, check out their website:  http://
www.raceforthecurehawaii.org/  

The above is based on the most current information available from the event organizers as of the date of this 
publication. For more information, call the Department of Transportation Services, 808-527-6009. 

What's Wild in Waikiki? Take a stroll to the 
Honolulu Zoo and learn the sort of monkey business 
that goes on after hours. Learn about the lives of the 
Zoo's remarkable citizens.  Tours are held from 5:30 
to 7:30 p.m. every Saturday evening! It's a fun 
evening of education never experienced by day 
visitors. Special arrangements can be made for 
large groups. Families are welcome. The tours are 
appropriate for all ages 5 to 105!  Please purchase 
tickets in advance from the Honolulu Zoo Society 
(HZS) by calling 971-7195.  Walk-ups are welcome 
if space is available - meet at the Front Entrance at 
5:15pm. See www.honzoosoc.org for info. 

Or see the stars as well as the animals on a 
special star-gazing tour that meets on the first 
Friday of each month! The evening begins with a 
tour of the zoo and continues on the zoo lawn with 
astronomer Dr. Michael Chauvin. Learn about the 
stars as well as some of the history and mythology 

Honolulu Zoo Society Offers Twilight Tours, Star Gazing 
of astronomy.  Please call 926-3191 for times and 
for reservations.  Recommended for adults and 
families with children over the age of 10.  

mailto:mail@waikikiimprovement.org�
http://www.mprrc.com/�
http://www.mprrc.com/�
http://www.mprrc.com/�
http://www.mprrc.com/�
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