






THE  
CHALLENGE: 
 
INFORMATION 
TOO DIFFICULT 
TO EXTRACT 
AND USE

For L’Auberge, the key to effective revenue 

management was to keep it simple. The 

property needed a tool that would cover 

the fundamentals: expected share by room 

type, actual share, and pricing differential, 

collecting the most relevant data in a 

streamlined, easy-to-analyze system. When 

Managing Director Greg Hanss joined the 

property as part of its new management 

group in 2013, he spent six months 

assessing the hotel’s current revenue 

management tools and found them lacking. 

Information was too difficult to extract and 

use effectively.

An award-winning retreat nestled on the 

banks of Oak Creek in Sedona’s renowned 

Red Rock region, L’Auberge de Sedona 

sought a more effective analytical tool to 

help its revenue team accurately assess 

whether revenue practices were in sync with 

the customer and if pricing was consistent 

and precise. After trying several other 

tools with only limited success, the hotel 

integrated with revintel® – a move that has 

saved staff countless hours mining data 

and has streamlined strategic planning and 

revenue meetings.

“In the revenue management process, 

if you don’t have a good business 

intelligence tool, 75 percent of your effort 

is geared to acquiring versus analyzing 

data,” said Mr. Hanss. “With an effective 

tool, you can allocate that 75 percent 

instead to analysis and strategy, which 

ultimately alleviates data fatigue.”
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THE  
SOLUTION & 
RESULTS: 
 
Competitive 
Pricing 
Structure 
and Essential 
Analytics 
Equate to 
Expected ROI

In his search for an alternative, Hanss 

first considered a customized solution 

but quickly determined it was too 

expensive and time-intensive to 

implement. He turned to the RM-for-hire 

model, selecting revintel®(then known 

as SolidusIQ).

The integration was seamless and 

collaborative, and has since been on full 

autopilot.  

 

“The team was very engaged and 

helpful, immediately working with us to 

develop dashboard and analytic tools 

that weren’t even part of the package, 

but are now L’Auberge de Sedona’s 

bread and butter,” said Hanss. 

The ability to make quick adjustments 

was also an important outcome of 

switching to revintel®. Adjustments are 

now made on a daily basis. As a result, 

revenue managers no longer have to 

invest valuable time assembling data 

and then presenting it in regular weekly 

meetings that consumed additional 

hours. Instead, they can call quick,  

on-the-fly revenue meetings as needed.

Hanss reports that when evaluating 

revintel against its competitive set, the 

former’s pricing structure was another 

selling point. “It was just a monthly fee, 

and an extremely affordable one,” said 

Hanss. “Once we plugged revintel® in, we 

took off and were good to go.”

revintel provides the property with 

a streamlined view of only relevant 

information customized to their 

business model, and provides a quick 

snapshot of past, present and future 

data points.

“It’s incredibly important to have these 

tools, especially if you’re removed from 

the hotel,” said Hanss. “When I’m off-site, 

I can log in and see in 15 minutes what’s 

going on in the hotel now, as well as the 

outlook for the next 90 days.”
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revintel®: 
WHAT IS IT?
Rainmaker’s revintel® is the hospitality 
industry’s most comprehensive revenue 
business intelligence platform. 
 
By gathering, analyzing and aggregating 
data from a wide range of property 
systems, revintel® provides actionable, 
revenue-driven insights in real time and 
in a customizable format. The solution’s 
intuitive dashboards and custom reports 
help hoteliers measure performance 
against corporate goals; monitor 
and measure individual property, 
department and enterprise data; and 
instantly drill down to the “why” behind 
the numbers so they can make better 
decisions and drive revenue.
 
Revintel® presents all stakeholders with 
the information they need - when and 
how they want to see it. From standard
reports to custom analytics, put data into 
action across your enterprise.
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Drill into market segment or channel  
performance at the rate code level

Monitor Performance. See how campaigns are 

performing and adjust course as necessary

Maximize profitability with uniform portfolio visibility. 
Gain critical insights, pinpoint anomalies and the root 
causes behind them



Rainmaker is the hotel revenue and profit optimization cloud. The company partners with hotels, resorts and  
casinos to help them outperform their revenue and profit objectives. Rainmaker’s cloud-based solutions for transient and group 
pricing optimization, forecasting, and revenue-centric business intelligence are designed to help hoteliers streamline operations, 

enhance revenue optimization processes, improve lead performance, and drive guest bookings.  
Rainmaker serves hospitality customers throughout the world from its corporate headquarters in Alpharetta, Ga., 

and from offices in Las Vegas, Singapore and Dubai.

To learn more about Rainmaker and its suite of hotel revenue and profit optimization solutions,  

visit www.LetItRain.com.


