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1999: revenue management
market segments, pace, price, historical, rms, overbooking



Hotel nowadays



a hotel in 2015
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Hotel nowadays
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but something changed
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1999-2010



2015 - mostly consolidated into three giants



why?



were 

were hotels ever good in understanding customer needs?



were 

where is the guest going?

source: Skift 2014



who has used one of these?



what do they have in common with:

?



category killers

are purely digital

are not in the business

enough scale and target audience



this came in last week

average ride price: down 16%

average rides per hour: up 55%

average earnings per hour: up 30%

Uber doing revenue 

management for taxis

and sharing this with 

users!



our industry is fragmented (500.000+ properties)

mass consolidation is awaiting (and needs) to happen



rate parity...

hotel focus

OTA focus



the job of the RM is getting quite extended

2015: shift to demand management
market segments, pace, price, rms, overbooking, historical, 

costs, channel, conversion attribution, digital marketing, 

external data sources, booking.com-expedia-tripadvisor 

data, GRI, a/b/c testing, sales funnel



in 2014/2015

buys

buys

buys

where will this go, and what is our plan?



thank you


