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WHAT WE DO

We offer a one stop shop for hoteliers



Andy Leung

• Revenue & Systems Manager
• With the company for 4 years
• Supporting 27 properties in IE and UK
• Previously worked with Sheraton Hotels & Choice Hotels
• Graduate of GMIT & DMI 



Our clients (Independent Properties)



Topics for today

1. Revenue Management and your hotel website

2. Revenue Management and digital marketing

3. Tools to support your decision making



Revenue Management

“Selling the right room to the right client 

at the right moment and for the right price.”

“The art of turning away business.”



Scenario 1

Picked up another 10 rooms for Saturday night since last review, 3 days ago.

What decision should we explore for the weekend?



Opportunities 1

• Potential to apply MLOS 2 on Saturday

• Discount the rate on Friday

• Special Offer, Fantastic Friday inclusive package / Flash Sale

Online / Digital Avenue

• OTA / TPI 

• Own Website

Traditional Management 



Potential Return
Case Study 1 Case Study 2 Case Study 3

Action No Changes, keep on 

selling 

MLOS2 Saturday, Fri 

rate €100

Close 20%, MLOS2 

excl OWS, Fri €100

Result 40 x €300 = €12k

10 x €200 = €2k

50 rooms = €14k

40 x €300 = €12k

30 x €100 = €3k

70 rooms = €15k

40 x €300 = €12k

30 x €100 = €3k

70 rooms = €15k

Channels 30 = Booking.com 15%

15 = Expedia 23%

05 = OWS 5%

40 = Booking.com

20 = Expedia 

10 = OWS 

30 = Booking.com

05 = Expedia

35 = OWS

Cost 60% Bkg = €1,260

30% Exp = €966

10% OWS = €70

Total = €2,296 / 16%

57% Bkg = €1,282

28% Exp = €966

14% OWS = €98

Total = €2,346 / 15%

49% Bkg = €1,102

7% Exp = €242

50% OWS = €375

Total = €1,719 /12%

Sales €11,704 (84%) €12,654 (85%)

+ €950

€13,281 (88%)

+ €1,577 / + €627



Revenue Management

& 

Your Hotel’s Website



Hotel website statistics

Source: L2 digital agency



Booking.com V own website



Booking.com V own website



Booking.com – no credit card 

required



Website Health Check

How easy is your booking path compared to an OTA?
What is your cut off time for same day bookings?
Are you using a price check widget?
Have you an abandonment email in place?
Do you charge a booking deposit?
Do you have a member sign in area for secret deals?
 KISS – review your packages
Are your policies evident on your social media channels? EG 

Book Direct for the very best deal
Have you reviewed the Google booking funnel?



Revenue Management

& 

Digital Marketing



• Understand the impact of digital marketing

• Which are the best platforms

• Understanding ROI with online campaigns



Benefits of Digital Marketing

• Quantifiable

• Get offers or promotions to target audience

• Which social platforms are best for you

• ROI



Make your digital marketing 

targeted and effective

1. Analyse revenue figures

2. Analyse pick up pattern

3. Define your action plan 



Analyse revenue figures

• This time last year, picked up 

47k

• Pick trend 45k

• Potential risk of 10k



Analyse and identify gaps



Action Plan:

Digital Marketing Campaigns



Analyse ROI



Make your digital marketing 

targeted and effective

• Ensure we run campaigns based on fact & figures

• Identify gap period

• Work with S&M to get the message out to your target 
audience

• Learn from your campaigns – success or not 



Tools to support your 

decision making



Booking.com Pace Report



Booking.com Stat Report





Expedia Front Page Comp Set



Expedia Detail Comp Set



Latest STR Report for Feb YTD





Facebook Insights



Rate Shopper Tool





KPI Tracker



Revenue Management Tool



Techniques & Tools

Recap

• Use existing (FREE!) reports

• Gather and analyse data

• Drive direct business into your own website



Takeaways from today

1. Check your own websites booking journey V OTA

2. Next sales & marketing meeting, identify gaps and 

target them

3. Review at least 1 external report (Facebook Insights, 

Booking.com statistics)



Questions & Answers



Thank you

Andy Leung 

aleung@trinityhospitalityservices.com

01 6391151

http://www.trinityhospitalityservices.com/
http://www.trinityhospitalityservices.com/
mailto:aleung@trinityhospitalityservices.com

