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What Central 
control  

Value of  

one stop shop 

How Integration 
PMS ? 

CRS ? 

Central / Enterprise ? 

Where Consumer 

B2B 

B2C 

B2B2C 



Controlled, strategic, balanced; 
I   d   e   a   l       d  i  s  t  r  i  b  u  t  i  o  n       r    e    a    c    h 



Leisure   

Market 

Supply 

Corporate   

Market 

Supply 

Managing all 

channels  

Sales &  

Marketing 

Rate Parity 

http://besport.org/sportmedicina/focus_on_1.htm
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What Central 
control  

Value of  

one stop shop 



 
Centralised  

control; 

    1. CRS? 

    2. PMS? 

    3. Corporate 

        Office? 

GDS  

Representation 

Private Label 
chain code 

Umbrella 
GDS  3rd party 
provider code 

Metasearch 

Hotel Price 
Ads  

(i.e. Google 
Hotel Finder) 

PMS / 
Corporate 

level 
(Enterprise 
Systems) 

 

GDS 
Negotiated 

rates  

RFP, TMC, 
Consortia 

Multichannel 
OTA, OTO  
connectivity 

(Direct or via 
MCM) 

OTA 

Negotiated 
rates  

Wholesalers  

Tour 
operators 

Online Direct  
Distribution 

IBE & website 

 Distribution                      

  d 



GDS and Private Label Representation  



GDS Marketing 
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OTA Connectivity with MCM  
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Customers choice => Loyalty  



Ensuring control of multiple rate tiers 

for all channels! 

Rate parity / Channel management 



 

 FLIGHT CENTRE 

 FCm TRAVEL Solutions  

 Carlson WagonLit  

 American Express Travel 

 ABC Global Services 

 Harvey World Travel 

 Hogg Robinson (HRG) 

 Radius Travel 

 Star Travel 

 

 

 

Travel Management Companies (TMCs) 



100% pooled inventory all availability 

can be passed to the OTA’s 

they are displaying simultaneously 

Resulting in; 

Priority property placement 

Rate parity / Channel management 

1. 

2. 

3. 
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How Integration 
PMS ? 

CRS ? 

Central / Enterprise ? 
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Complexities and dangers of 

 3rd party integration $. $..$...$... 
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 OTA  

GDS 

3rd party 
IBE 

Multi- 
channel  

connections 

Wholesalers 

Tour 
Operators 

Loyalty 
recognition 

 Dedicated interfacing & 

      license costs 

 

 Installation $ 

 

 System outages 

 

 System upgrades impacting 

      on existing interfaces 

 

 Multiple 3rd party providers 

      / multiple platforms 

 

 Financial stability of providers! 

 

 Dangers of non-awareness of 

      interfacing versus integration 

  
 

Centralised  
control; 

    1. CRS? 

    2. PMS? 

    3. Corporate 

        Office? 
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Reporting 

Opera BI 

Indirect Channels 

Brand Website 
brand.com 

Mobile Website (s),  
www.m.brand.com 

Online Travel Agencies 
(OTAs) i.e. HRS 

Online Tour Operator 
(OTOs) i.e. Expedia 

Metasearch Portals 

i.e. Google, TripConnect 

Affiliate Website(s) 
i.e. Lufthansa (HRS) 

Pegasus Distribution 
(HCD), i.e. eHotel 

D
is

tr
ib

u
ti

o
n

 C
h

a
n

n
e

ls
 

GDSs 
Ama.,Sabre,Travelport (Wspn + Gal.) 

Tour Operators 
(Wholesalers), i.e. TUI 

3rd Party Call Center 

Hotel Central 

Reservation Office 

(CRO) 
Travel Agencies 
(no GDS connection) 

Corporate-Implants 

Direct Channels 

D
is

tr
ib

u
ti

o
n

- 

S
y
s

te
m

s
 

H
o

te
l 

L
e
v
e

l 

Standard IBE  
webHotel 

Myfidelio CRS &  ORS 
Rates, Availabilities, Restrictions, Reservations 

Opera v5 / v9 
Full Inventory 

OXI /OXI HUB 2-way IFC 

MCM 
Channel Manager 

powered by SmartHotel 

or Site Minder 

Corporate RFP 

Tools 
(i.e. Lanyon) 

Decision updates into MCM 

Typical Hotel Distribution Map 

OWS based 

IBE 

Images  
(VFMLeonardo) 

Pegasus 

Switch 

RMS 
(i.e. IDeaS) 

CMS 
(i.e. 

Lanyon 

3C) 
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Where Consumer 

B2B 

B2C 

B2B2C 



Search & Distribution 
Landscape  

GDS  OTAs  

Multi channel managers   

Non transactional websites 

Mobile 

Social Media 

Meta Search  

Trip planning and review 

Search engines 

Hotel website 



Effective Distribution Strategy = 

Less available rooms 

More revenue 



Discussion & questions 
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