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How long has your hotel been using your 
current booking engine?
• Less than 1 year

• 1 to 2 years

• More than 2 years



Mid-80s
Asset-light, 

brand-heavy 
franchisers.

Mid-90s
Outsourcing property 
management needs.

Enter OTAs.

Today
Huge, intellectual 
property-focused 

consolidations of big 
brands: heavy 
tech players.

OTAs spend billions.

Sharing economy.

Mid-2000s
OTAs gain traction.

We are Living in a Different Era



Responsive Design

• Addresses cross-context reservations for any device
• No need for a separate mobile presence
• With more and more mobile booking, this becomes more important
• Conversion can happen on multiple devices, make sure your content looks good 

on all devices







Reservation “Saved State”

• Saves the effort that the guest makes on their initial search for later.
• Can be shared with another decision maker (spouse, for example).
• CRM-enabling feature-you can measure a guest’s previous “intent” to buy.
• Hotels can use for retargeting later, i.e. can see what was in the cart and use at a 

later date.













Merchandising

• It’s all about control!
• Are you trying to sell rooms or rates?
• Configure your tech to follow your needs.















Persuasive Messaging

• Types: Motivational, strike-through, third-party booking style.
• Goal is to get guest to convert in that “moment.”
• Need the ability to “craft” messaging and choose verbiage that suits your target

guest audience.











Customized Website Branding

• The user interface needs to be a seamless experience for your guest.
• Navigation should blend into your site.
• Booking engine must share some visual aspects of the hotel website to not jar

the guest.











Rate Detail/Promo Landing Page

• Have a dedicated URL to send to a target list for marketing of seasonal/specific
rates.

• Be sure the landing page merchandises that specific rate only, i.e. room
conditions, for specific promotion.













Guest Recognition-CRM Integration

• Make sure guest profiles are “recognized” via your CRM.
• Generate specific rates for loyalty programs per guest.
• Enable email authentication for the guest to sign up to register right in the

booking flow.





















Blended Rates

• Saves guests from “non-available” messages, helping to curb booking
abandonment.

• Ensures that the guest never has to see a negative message of non-availability.
• Fills in the gaps in varying rates up to two rate codes.









Add-Ons

• Can be recognized separately in the portal as a source of added revenue.
• Can be ANY hotel-sponsored products, i.e. shuttles, bicycle rental, virtually

anything.
• Handy to have “limited inventory management” so you don’t oversell your add-

ons.
• Remember to set limits for multi-room amenities through your tech platform.











Upgrade Availability

• Lists top upgrades for each booked room.
• Allows gentle up-selling for rooms.
• Makes booking more costly rooms less stressful for guests by taking it in smaller

steps.
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