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For information about the 
INNside Track newsletter 

re; articles and photos seen 
in this issue, please contact 

Louise Crespin at  

888-952-1236, or 
  Hospitality Internationalõs 

Marketing Department  

at  800-247-4677 
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INNside  T  R  A  C  K  

 

ore than ever before; to stay ahead of your competition it is imperative 
that you keep your room rates current, your reservation policies rele-
vant, and your room inventory updated at all times in RezView.  
  

Waiting until the last minute gives your competition the advantage of 
being booked first.  
 

Using the marketing tools provided to you by RezView, and Hospitality Internationalôs 
Marketing Department, will aid in your property being displayed to thousands of would
-be guests and bookable through every available market segment.  

 

 

 

he facsimile shown below is what 
currently greets you when you log 

onto RezView.   

This message is  
extremely vital for your business!  

 
The rates that you load into RezView 
are the rates that display on all Inter-
net related GDS and affiliated sites.  If 
you do not have rates loaded - your 
property is not being displayed and you 
will not receive any reservations.  If you 
need assistance to accomplish this task 
please call HIôs marketing team who 
can assist you.   

(shown when logging onto RezView) 

 

Use promotions to encourage bookings 
              Example: you pay top dollar to place an ad in a 
 discount travel coupon guide but only allow walk-
 in traffic.  If you have rooms available and some
 one wants to make a reservation using a discount 
 travel coupon, why would you want to turn them 
 away?  Will your competition turn them away?  
 You can also offer your discount coupon  r a t e  o n 
 specific channels such as the Booking Engine or via toll
 -free reservations number only so you donôt  have  
 to pay GDS fees.  There are also no TA fees because 
 the guest is not booking through travel agents. 

Know your competition 
Make sure your prices are consistent 
Have Rates available for 12 months from now 
Make sure your website is working for you 
Monitor your hotelôs online presence 
Evaluate online partners 
Beware of too many promotion rates 
Use restrictions to give yourself better opportuni-
ties 
Restrictions should only be used when demand is 
expected to exceed supply 

 

Revenue Tips  
 

Note contact information on page 3 
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Eureka Springs,  
Arkansas  

Lake City, Florida  

Omaha, Nebraska  

Dublin,  
 Georgia  

Southington,  
Connecticut  

 
Angleton,  

Texas 

Savannah,  
 Georgia  


