
INCREASING REVENUE WITH A “CLICK”

Distribution Channel Revenue Management
and Online Reservations Systems



Developing an Effective Revenue Management Strategy

Aligning Sales and Revenue Management

Developing an Effective Distribution Strategy



Direct Internet Marketing and Distribution Strategy

Lessen your dependence on intermediaries, discounters and traditional channels 
that are expensive and soon to become obsolete. 

Leading hospitality brands enjoy an 85:15 direct vs. indirect online distribution 
ratio.

The Direct Online Channel sales will exceed 62% for the industry as a whole in 
2008. 

Maintain strict rate parity across all marketing channels and maintain a best rate 
guarantee, and create unique product offerings designed to provide a unique 
value proposition to your customers. 

Employ a comprehensive Direct Online Channel strategy to encourage, entice, and 
convert lookers into bookers on your own website. 

Increase your direct online sales and shift bookings from more expensive 
distribution channels to the least expensive channelτyour hotel website.



Revenue Management:  Defined

Academic definition…
Hotel revenue management is 
"Systems & procedures to maximize results from the sale of a product or service in more 
or less fixed supply, whose revenue producing ability diminishes with time." 

Conceptual definition…
"Revenue management is the art and science of predicting real-time customer demand 
at the micromarket level and optimizing the price and availability of products." 

{ƛƳǇƭŜ ŘŜŦƛƴƛǘƛƻƴΧ
Hotel revenue management means: 
V selling the right room 
V to the right customer 
V at the right time 
V for the right price
V the right length of stay
V from the right distribution source



Revenue Management:  Myth vs Reality

Myth: Hotel revenue management creates demand.

Reality:
Hotel revenue management manages demand... i.e. once the phone is 
ringing...

Myth:
Hotel revenue management is just an overly complicated way of 
managing rates and stays during high demand.

Reality:
Hotel revenue management is a process which allows you to 
strategically manage demand (high, medium or low) throughout the 
year. 



Revenue Management:  Myth vs Reality

Myth: Hotel revenue management is just discounting.

Reality:
Hotel revenue management is a business process designed to maximize 
revenue from each market segment.

Myth:
Hotel revenue management is a sophisticated computer or "black 
box".

Reality:
Hotel revenue management software is only one component of an 
overall yield management program.

Myth: Hotel revenue management is only good in periods of high demand.

Reality: Hotel revenue management produces long-term customer value.
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Revenue Management ςCompetitive Benchmarking

ÅDefine your competitive set, a critical step in being able to 
optimally set prices and measure performance in yield 
management. 

ÅAnalyze and reassess who your primary and secondary competitors 
ŀŎǘǳŀƭƭȅ ŀǊŜ ŦǊƻƳ ŀ ƎǳŜǎǘǎΩ ǇŜǊǎǇŜŎǘƛǾŜΦ 

ÅEmphasis is placed on the dynamic nature of the competitive 
marketplace and on combining quality factors with rate factors to 
quantitatively assess the competitive position.



Revenue Management ςStrategic Pricing

ÅTypically, tactical pricing on a day-to-day basis often overshadows 
the need for intelligent strategic pricing. 

Å9ƴǎǳǊƛƴƎ ǘƘŀǘ ȅƻǳǊ ƘƻǘŜƭ ǿŜōǎƛǘŜ ƛǎ ƻŦŦŜǊƛƴƎ ǘƘŜ άōŜǎǘ ǊŀǘŜέ 
available.
Å Lowest cost sale
ÅHighest margin sale
ÅKeeps people coming back
ÅYou control the customer touch point ςnot a 3rd party 

consolidator

ÅADR and RevPAR



Revenue Management ςDemand Forecasting

ÅTools, responsibilities and expectations as they relate to the 
challenges of forecasting at the property level. 

Å¦ƴŘŜǊǎǘŀƴŘƛƴƎ ȅƻǳǊ ŎƻƳǇŜǘƛǘƛƻƴΩǎ ŘŜƳŀƴŘ ŀƴŘ ǎǳǇǇƭȅ

ÅYŜŜǇƛƴƎ ǘǊŀŎƪ ƻŦ άŜǾŜƴǘǎέΣ άŎƻƴŦŜǊŜƴŎŜǎέ ŀƴŘ άŎƻƴǾŜƴǘƛƻƴǎέ ƛƴ 
your area.



Revenue Management ςDistribution Management

ÅChoosing where to be

ÅOnline analysis of proprietary web-site (consumer perspective)

ÅOnline analysis of major travel web-sites (consumer perspective)

ÅOnline review of current search engine key words and web-site 
positioning

ÅHow to strategically interpret market intelligence reports

ÅA take away action plan to maximize visibility in the GDS/IDS 
environment 



CASE STUDY:  Shelborne



CASE STUDY:  Shelborne



CASE STUDY:  Shelborne


