
The Three P’s of 
Hotel Sales:  
Pricing, Productivity, 
People 



Agenda – Pricing - Productivity - People 

 

 



Speakers 



The Distribution Challenge 2012 



Today’s distribution mix… 

…

Revenue Managers 



Hotels are worried about…  

RevPAR 

distribution/ e-business 

exposure 

   Price 

Value

“

” 



Strategy has changed to….. 

direct sales 

commission 

GDS 

Travel  

Agents & consortia contracts 

“

” 



The marketing focus is now on… 

Google (Adwords & 

PPC) & SEO 

OTAs 

social media  



Technology is a saviour.... 

Channel management 

Revenue management = Right 

distribution  

Simplicity, accuracy, 

effectiveness speedy 

delivery 

“

” 



Vision for future… 

Direct

contracts

Decreased

Better

 



BELGIUM 

Managing a region 



Three core tasks 

Distribution

productivity

Revenue Management

50% 

Memberweb & Sales Support



Pricing – Respect Rate parity 

Protect

value 

Influence

direct bookings



Productivity 

Data Consolidation

10 

250 

Homogenize 

processes

55

accurate & Live 



People 

Revenue Management 

4

Yield Management 

Training

profit

reports

direct sales

Influencing customers 

Image courtesy: Eastop, sxc 

http://www.sxc.hu/profile/Eastop


Improving data management process 

PMS VPN 

RTSuite Channelmanager & 

Shopper

Restrictions

“Full proof” 

RTSuite Shopper 

Monitor

View

Extracting consolidating



Better channel management technology 

Assess 

Decide

Daily

Gauge

Analyse

process

2-way channel 

interfaces 

revenue management 



Changes in the market 

Respect rate parity 

Aggressive sales 

practices 

Online Guest Reviews 



Social Media 

Jesper With-Fogstrup 

B2C Division, TUI Travel Accommodation & 

Destinations 



Our business 



B2C Division, TUI Travel Accommodation & 

Destinations 

2002 
 

2006 
 

2007 
 

2012 

Change in Customer 

Behaviour 



The future 



B2C Division, TUI Travel Accommodation & 

Destinations 

In Asia, PC usage (e.g. desktops and laptops) has been 

‘leapfrogged’ by tablets and smartphones in 2012 

Source: Neilsen, Ipsos Mori 
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B2C Division, TUI Travel Accommodation & 

Destinations 

Value 

Reassurance 

Choice 

Key Drivers for the  

OTA booker 



Research 

% of UK consumers who consult reviews before making a purchase 

Booking hotels, holidays 

or travel tickets 

Buying a car 

Buying / renewing 

insurance 

Choosing a bank, 

mortgage or loan 

provider 

27% 

21% 

11% 

10

% 

41% 

28% 

23% 

38% 

Always consult reviews 

Often consult reviews 

Source: Reevoo. September 2011 



Reviews 

Reviews have a strong influence on consumer decision-making, 

especially in Asia. 

China 

South Korea 

Malaysia 

United Kingdom 

85% 

83% 

76% 

42% 

Source: VisionOne consumer research 

Percentage of customers influenced by reviews 



Building customer  

touch points 



Some features are more important to certain 

markets than others.... 

B2C Division, TUI Travel Accommodation & 

Destinations 

function vs. emotion 



The penetration of OTA’s is highest in markets where hotel supply is 

fragmented 

Taiwan 

Thailand 

Indonesia 

Malaysia 

OTA’s 

Hotel websites 

Source: Euromonitor; DoubleClick AdPlanner 

  

Hong Kong 

Australia 

Singapore 

United Kingdom 

United States 

96% 4% 

96% 

92% 8% 

91% 9% 

88% 12% 

83% 17 % 

82% 18 % 

71% 29 % 

57% 43 % 

4% 



Outreach 



Three Strong Brands 

B2C Division, TUI Travel Accommodation & 

Destinations 

We have millions of customers! 

Our vision is to continue to build close relationships 

with our hotel partners 

We have high visibility due to substantial 

investment 

How to engage 



Technology 

Influences. 

Michael 

McCartan 

CEO, eRevMax 



Technology Influences.. 

Rate Parity Mandates 
–

Mobility 
–

Big Data Technologies 
–

Revenue Management 
–

Entry Barriers 
–

–



Future Technology Engagement - 

Pricing 

Tracking 





Cost





Ancillary





Future Technology Engagement - 

Productivity 

Mobile  















Future Technology Engagement - 

Productivity 
Data 











Distribution













Future Technology Engagement - 

People 

Integrated 









Future Technology Engagement - 

People 

Consumer Behaviour  

















Thank You 

 

marketing@ratetiger.com 

Visit us at www.ratetiger.com 

mailto:uk@ratetiger.com
mailto:usa@ratetiger.com
http://www.ratetiger.com/

