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A Revenue Management for Hire Company
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What is your Objective ?

Achieve Budgeted Occupancy %

Achieve Budgeted Average Room Rate

Achieve Budgeted Revenue

Achieve Budgeted Profits
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What is your Objective ?

Achieve Budgeted Revenue

To

Achieve Budgeted Profits
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What is Revenue Management ?

• Right Product 

• At the Right Price 

• To the Right Customer 

• On the Right Channel

HOW ?
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Let’s Play

Revenue Management Game



6

ASEAN Countries Occ, ADR

December 2014 YTD, in USD
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ASEAN Countries Occ, ADR % Change

December 2014 YTD, in Local Currency
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ASEAN Markets Occ, ADR

December 2014 YTD, in USD



9

ASEAN Markets Occ, ADR % Change

December 2014 YTD, in Local Currency
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Bali New Supply
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Jakarta New Supply
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RM - Challenges

We have lot of Challenges in Revenue Management

I will discuss only the TOP 50

How about only 2 Challenges
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RM - Challenges

• Lack of Revenue Management Knowledge / Skill

• Technology
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Revenue Management - Focus 

• Forecasting – Looking into the Future

• Pricing

• Channel Management

• Yield Management 
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Pricing Challenges
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How to Price my Hotel Room 

?
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How to Price my Hotel Room 

• Be the Lowest in the Market

• Be the highest in the Market

• Be in between the competitor hotels

• Keep a flat rate throughout.

• Always keep Online rates higher than Offline Rates
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How to Price my Hotel Room 

1. Select a Competitor hotel:

• SWOT Analysis

• Ensure competitor hotel has similar Business mix

• Size and Location of the hotel

• Compare the Reviews and ensure similar service 
standards

2. Forecasting by day

3. Monitor Pick up trends by Day of the Week

4. Price as per the Demand Levels
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Areas of Improvement - Summary

• Dynamic Pricing

• Accurate Forecasting – Driving Price points

• Rate Parity across Channels

• Inventory Management – LOS Restrictions

• Training
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What Questions do you have for Me ?
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Thank You



HSMAI Asia Pacific –
Indonesia Road Show

Open Pricing – What is it? How does it work ?



Keeping channels open gives    
back control to hotels

• Priceline & Expedia combined will control 80% of 
hotel bookings across OTAs in US.

while this may be good for consumers, it may not 
be good for hoteliers. 
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Open Pricing vs. Dynamic Pricing 

What is it ?

• Dynamic Pricing is where there 
is a Best Available Rate with 
variable additions or 
reductions

• Open Pricing has different types of 
Best available Rates depending on 
the channel, market segment and 
level of demand.

• Open pricing means more flexibility 
selling the rooms at different rates 
on different channels. This means 
that a hotel can maximize benefits 
without having to close sales on any 
channels.



T



2013 2014 2015

H



T









H



T



How Does it work

Current Model

• Based on historical data, forecasts and competition the 
hotel normally sets one BAR and all other channels and 
segments follow in line with that price. 

Open Model

• With open pricing and not focusing on only one BAR, 
hoteliers can price all room types, channels and dates 
independently of each other to maximize revenue 
without having to close any off.



Keep all your Channels Open

• If the hotel was running at a higher occupancy (C) then 
the hotel often closes wholesale and targets the 
highest BAR business. If the busy dates are in between 
shoulder periods (D and B) the hotel risks customers 
who wouldn’t see the listed 



Keep all your Channels Open

• Currently the choice is for hotels to either 1). Leave 
the wholesale channels open and take low-value 
business OR 2). Shut them and lose important 
bookings for shoulder dates. 

• Minimum stay conditions may help BUT it would be 
better to keep wholesale channel openprice 
discount channels dynamically and independently 
based on elasticity and not shut them out or apply 
restrictions. 



Keep all your Channels Open

• Rather than closing channels, open pricing means 
keeping all channels open by pricing rooms based on 
forecasted demand and pace specific to those 
channels. 

• The promotional rate could be two percent less than 
BAR on a busy date and the more typical 10% on softer 
dates. The OTA package net rate may not even be 
discounted at all on a very busy date, but at least it 
would remain open. 



Think Uber



Keep All Channels open at right        
price

• B2B Travel Agents - Both static & dynamic rates

• B2C OTA - Promotional & opaque rates

• Direct Corporate - MICE, Key Account & regular

• Government - MICE, Groups, walk in, direct 

• Direct Online - Brand.com, Trip Advisor  

• Direct Offline - Call Center, Walk In

• Inbound - Source market specific



Remaining Open to Opportunity

• Once Open Pricing has been introduced, and have changed 
the mind set internally, you will truly be selling the right 
product to the right client, at the right time for the right 
price through the right channel.
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HSMAI Asia Pacific –
Indonesia Road Show

Open Pricing – What is it? How does it work ?



The Evolution of 

Revenue Management

Philip Stanley

Regional Director of Sales

IDeaS





1980’s

• Airlines deregulated 

• 1987

• 1988 - First Yield Management practices introduced in Hospitality 

Industry

• 1989 - IDeaS Founded



Late 90’s



1996 - 2000



2000 - 2006



2007



2010



So What’s Next?

• REPUTATION MANAGEMENT

• FUNCTION SPACE REVENUE MANAGEMENT

• CAR PARKING
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PERSONALIZED CUSTOMER 
EXPERIENCES 

–
Driving Direct Booking



Bernard Quek
Founder & CEO

Global Hospitality Solutions Pte Ltd



Specializes in providing hospitality solutions to
create new business opportunities for hotels
and memorable experience to travelers

ABOUT GHS



Partial Client List

Single & 
Independent

Regional Hotel 
Group

International 
Brand



The real competitors are …
OTAs are investing  heavily on digital and mobile marketing

Who is your competitor?



In the last 10+ years, OTAs lead the hospitality distribution, invested heavily in 
technology and search marketing and own sophisticated loyalty program

RESULT: OTAs hold 1/3 market share of total room booking, 

that mean 

MILLION OF DOLLAR OF COMMISSION

Source: Phoenix Marketing International



What next for hoteliers –
Questions you should answer to gain back control of 

YOUR GUESTS



Q1: Are hotels at the same 
starting line with OTA?
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OTA indirectly breaking the Rate Parity 
regime (triple point + bundle price)

Q2a: Are you in line with them? 
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Q2b: How to break?



Personalize Preferential rate
Give your guests exclusive rate based on their value



Book room directly on 
brand.com and 
member portal  at 
SPECIAL MEMBER 
PRICE based on BAR

10%

15%

5%

20%

LOCATE ENGAGE TRANSACT REWARD ANALYSIS



Preferential rate
Give your guests exclusive rate based on their value



Q3. OTA are investing heavily on mobile. 
How about you?
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Integration with Passbook application for easier travel management 



Member is issued with  eco-friendly mobile loyalty card, 
no more physical card needed

Reward@



Use mobile phone to open 
hotel door, is it a dream?

Starwood and Hilton are pioneering to experiment this innovation



REMEMBER: MOBILE ISN’T A TREND, 
IT’S EVERYWHERE!



Q4: If you know your customer better, 
what will you do 

DIFFERENTLY?
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Who will you update when 
you change your job?



#1. Social data profiling: 
A way to understand your customer better to offer them the right thing

PMS

POS

PERSONAL INFO

James Smith
Age: 35
Gender: Male

HOBBIES

He likes playing sports 
especially tennis

BOOKING

He has stayed in my hotel 3 times
He will be back on the next 5 days
He always stays in our business hotels      
but never go on holiday in our resorts

CUISINE

He always order steak when 
dining at our restaurant

Social network

James Smith
700 followers

James Smith
General Manager

Past stay data

Reservation data

Consolidates data 
from…



#2. Better system integration
Get a deeper and more holistic image about your customer 

using integrated CRM system 

PMS

POS

Booking engine

Social network

Payment 
gateway

Revenue 
management 

system

Cash + point purchase
Upsell

Generate rate based 
on member’s value

Get extensive data
Book by point

Issue points for F&B 
transactions

Issue points for room 
booking



#3. Customer segmentation –

Analyze to know the typical behaviors of each segmentation to  provide more 

personalized experiences

1 time 
customer

Potential 
customer

Best 
customer

Losing 
customer

Win-back 
customer



#4. Do you meet guests in platform they want to meet you?

LET DO IT !



If a hotel have 10,000 contacts in their database, ADR of $100. Through effective
communication, 10% of these contacts make a booking, hotel will already make $100,000
only by efficient engagement with guests.

Mobile 
app

Pre-arrival email with 
Upsell message

Post-departure email with 
message to encourage OTA 

booking to book directly next 
time

Different messages for 
each stage of traveler 

life cycle

Targeted 
engagement

#5.. Don’t forget to communicate with your guest



Q5. How to keep your guest loyal?
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Make your loyalty program more meaningful –
Give the present of choice to your members

“travelers said more 
choices of rewards 

would help improve 
their experiences”

8 in10



Rich reward 
catalog from 

iReward MallTM

300.000  hotels 
around the world

LOCATE ENGAGE TRANSACT REWARD ANALYSIS

60.000 attractions  
to explore

Flight rewards include 
full service and 
budget airlines



Are hotels at the same starting 
line with OTA?

If you are not, is never too late 
to start



THANK YOU
Let get started!

Bernard Quek

Email:  bernard@myghs.com

Skype: bernardquek

Website: www.myghs.com

mailto:bernard@myghs.com

