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THE CURRENT MODEL OF DISTRIBUTION

HIGH
LOW

THE PRINCIPLE CONSEQUENCES

HIGH
FLEXIBILITY

LOW
LIQUIDITY!!!

OTA,
TTOO,
ETC…

HIGH
COMMISSION!!!

HIGH
COST OF DISTRIBUTION!!!



CONSUMER TRENDS

Cash is king

Dealing is cool

Buy right now

Peer to PeerPeer to Peer



THE CHALLENGE

LIQUID RATES WITH
REASONABLE DISTRIBUTION COST

OPTIMAL RATES
WITH FLEXIBILITY



THINKING …



THINKING …

(PLEASE BE PATIENT)



THINKING …

(PLEASE BE PATIENT)



THINKING …

(PLEASE BE PATIENT)



THINKING …

(PLEASE BE PATIENT)



THINKING …

(PLEASE BE PATIENT)





MERCADO SECUNDARIO HOTELERO

que se desarrollará bajo una plataforma tecnológica que facilitará las
transacciones y el Business Intelligence

¿QUÉ ES?

transacciones y el Business Intelligence
(BI) necesario a los distintos agentes intervinientes
el mismo.

S



Buy smart and sleep tight

CASH – HOURS

… even if your plans change!

CASH – HOURS

NEGOTIATE FLEXIBILITY

RISK



PAY NOW
AND HALL ST. GIVES ME

HIGH
LIQUIDITY!!

THE SOLUTION

DIRECT

FLEXIBILITY TO TRANSFER THE
ROOM IF IT I CANNOT USE IT

LIQUIDITY!!

LOW
COMMISSION!!! HIGH

COST OF DISTRIBUTION!!!

TRANSACTION
FEE

(PEER-TO-PEER)



Buy smart and sleep tight
… even if your plans change!

I can´t go…
How about $60 for MY room?How about $60 for MY room?



Buy smart and sleep tight
… even if your plans change!

Hi guys! Sun & Culture during 7 crazy days
in Barcelona … Anyone want to share?in Barcelona … Anyone want to share?



Buy smart and sleep tight
… even if your plans change!

I´ll swap mine for yours!



Buy smart and sleep tight
… even if your plans change!

What about donating?What about donating?



HOW DOES IT WORK?

CASH

OK?
NO: New offer

YES

My price
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BOOKING LIFE CYCLE

Social
Commerce

Dealing
Bidding
Flash Sale

Reselling
Sharing
Swapping
Donating
And so on…

Booking



FACING THE
ACCEPTED BELIEFS

The best price is obtained via price
comparison search engines!

Radical rates are inflexible!

The best price is your own price!

Radical rates can be flexible!Radical rates are inflexible!

Intermediary does not add value, it
is just a cost!

Radical rates can be flexible!

Intermediary can add value!



Keep those
$ rolling in!
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about the
latest tec
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Rethinking,
rethinking…
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Location?
Location,

Location and
liquidity!



THE CURRENT SITUATION
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THE BENEFITS

Security,Price – Commission
Alternative source

of Financing

Security,
Rates are non-refundable

Optimal Planning
Calender Purchasing

Incremental revenue from
Cross selling & Up-selling

Price – Commission
= Balance

Market =
No costs to Sign-up or access

Flash Sales =
Market focused campaigns

The Users =
New Commercial Agent

Calender Purchasing

Control – Private Club



BENEFITS: USERS

EXCLUSIVE RATES
Dealing

FLEXIBILITY
Reselling

OPPORTUNITY
Sharing

Option to negotiate for a
better price
Option to buy in advance
and receive a discount
Exclusive flash sales

Option to re-sell the room
to other users, should they
not want the room. Maybe
for a profit or maybe for a
loss. If it is at a loss, then
another user still benefits.

Option to share the hotel
room with other peers in
order to save money
and, at the same time,
make new friends



THE GOAL





















































VISION STATEMENTS





THANK YOU
VERY MUCH!

Alfredo Ouro
CEO & Founder
alfredo.ouro@hallst.com
34 679.959.459


