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Why Channel-Management ? RateTiger

The real story...

= God created man

Man had the desire to travel & communicate

Man built hotels for somewhere to stay in different locations
= Then man separated into two camps:

= Consumer Man, internet savvy, became greedy and wanted
to stay cheaper and built torture machines (websites)

= Hotel Man needed to maximise revenue to survive and to
expand

= Consumer Man build technology to rip off Hotel Man
= Hotel Man needs technology to control Consumer Man

= That’s how and why it all happens !
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e-Evolution so far ? RateTiger

<1990 1990-1997 1998-2002 2003-2006 2007-2008
Web Internet I N.EXUS’ More browsers [
Mozilla
Archie, Gopher, . Yahoo search,
. i Google, Baidu
Search Engines Lycos, Altavista, MSN Search,
. more

Inktomi, Ask Jeeves Info.com, more
<
Travelweb (PEGS), Expedia,, %
Online Travel WorIth_as, Bookings, Explosion of websites Tl

Travelocity, many more
Hotelbook (PEGS) %
Web 2.0 - Reviews Tripadvisor .Holldaycheck, _ Exp_losmn 8
trivago and more (including OTA) =
Kayak, Sidestep, Explosion - (B
Meta-Search Engines TOGOL, Mobissimo specialized —=
and more (e.g. trivago)
Web 2.0 - Social
c iti Facebook, MySpace, Explosi
om munl'les YouTube, WAYN plosion
Web-sharing
D FASTER
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Consumer Man created chaos ! RataTiqer
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RateTiger

Easy revenue with no effort?

2014
20-50 Channels

o)
2010 >50% of revenue

10-20 Channels
2006 >40% of revenue

7-8 Channels
2002 20-30% of revenue

3 Channels
3-5% of revenue
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Complex procedures with potential? RateTiger

Marketing
management
(incl. Blog)

Revenue
management

Content
management

Consumer /
After-Sale Website

Distribution
management

(reviews)

Customer
anagement/
Check-in

Booking
management
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Mobile not an issue? RateTiger

AOV mobile vs. non-mobile
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Recap... just to post...
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Distribution
Management

Plan Business

Mix

Predict
Demand
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Product
Definition

Benchmarking

Strategic
Pricing
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Waste of time ?

Tour Operator
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4 ‘L.’!h g onling hotel reservations
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Let‘'s check ? RateTiger

= How much does online / internet contribute to revenue ?

0 <10% 0 < 25% 0 <50% 0 >50%
= How many channels do you use ?

0 <5 o</ 0<10 o0<15 o0>15

= How often do you update ?

o daily 0 3-5 per week o less

=  How much does the hotel site contribute ?

0 <10% 0 < 25% 0 <50% 0 >50%

= Do work rate parity ? Does your website get the lowest rate?
0 yes 0 Nno O yes 0nho
0 yes 0 No O yes 0nho
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Not important ? Judge... RateTiger

Tab. 74: Vertriebskanale der Hotels in Deutschland im Detail in den Jahren 2003 — 2009

Rang  Vertriebskanal Anteil Anteil Anteil Anteil
(vorherige 2003 2005 2007 2009
Erhebung) in % in % in % in %

1(6) Interne7tportaI8 ) . 4,1 7,1 | 9.9
47.3 % via-Websites already in-20Q9

2(7) Eigene Homepage

3(3)

4 (1) Telefon 32,2 29,0
5(8) Global Distribution Systems (GDS) 8,1 8,6
6 (5) Reiseveranstalter 10,7 8,5
7(2) |Telefax Stagnates or:losess
8 (10) Eigenes CallCenter 2,3 2,0
9(9) Walk ins 2.1 3,9
10 (11) |Brief 2,1 2,1
11 (4) |Eigenes Computer Reservation 1,0 2,0 11,3 0,8
System (CRS)
12 (13) |Fremdes Computer Reservation 0,7 1,0 0,8 0,8
System (CRS)

Nicked from: Branchenreport Hotelverband Deutschland (IHA)
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Got it all under control ? Guess not... RateTiger

3 star 4 star 5 star

% Of
Hotels

% Of % Of
Hotels

Cheaper

% Of
Hotels Hotels
% Of Cheape % Of Cheapncfas

Hotelsin on Bra on OTA HNHo es
i \oV
PARIS - an

62% 15% 34% 51%

“ 2% 29% 69% 0% 25% 75%
o : 0% 17% 83% 0% 22% 78%

2% 17% 1% 22% 78% 20% 25% 56%
URICH 5% 21% 5% 30% 65% 0% 34% 66%
LONDON 24% 34% 23% 17% 61% 8% 24% 68%

Nicked from a competitor: RateGain 2011
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Ticking away the moments... RateTiger

Review & Content
Managemen

30 Min /
Channel

10 Min /
Channel

Directly Controlled

Revenue-Engine

Social Media / Ads

Branding
I

20 Min /

Channel
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Many decisions

GDS

Hotelwebsite

Commission

International

VS.

VS.

VS.

VS.

RateTiger

Internet distribution
Travelsites
Wholesale/Netrate/Opaque

Local Sites

Marketing (PPC / Ad) vs. Transactions
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Time comes cheaply ?

B K

FO/reservations
manager in charge

10 years ago

%
No Internet

Booking by season
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Revenue Management
not a full time job

Rates differ hainly

O oy mma
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Rates change
every day

&

Average of 50% b

online in US 35% in Europe

RateTiger

S

p——rery =5
ar o B
~n >

# of extranets  Potential clients
can easily shop

available

Ng=-

A

@

New Role:
Revenue Manager
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Recap... RateTiger

= |nternet transactions gain importance

= Rate parity, pricing strategies and
monitoring of competiors are essential

Channelmanagement is not done on the
side — it is a proper job
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Are you sure what to chose ? RateTiger
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SimpleDistribution
your Position is cur Mission

a TRUSTVOU _
@ oclsemantcsench &8 Hoteliers therefore often do
without technology !!!
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How to chose properly ? RateTiger

A simple two step process:

/" Requirements / Checkliste Price vs. value analysis

= Required channels (OTAs, GDS)

. ' illed ?
= Additional functions (e.g. Rate A el SIS e

structure, weightages, mark- = Apples to apples: What is the
up/margin, restrictions) price for the exact software
ired?
= Automation (e.g. Alerts, price regilirsel
calculations, availabilities) = Certifications with OTAs?
= Connectivity with other software = Industry certified (ISO and PCI)?

(PMS, RMS, CRS) = Training and account

= Benchmarking yes/no management in local language ?
= Review-Management = |nnovative products, company
and plans ?

= Content-Management

[ i 9]
= Additional distribution? Profitable ~




Revenue Maximization: An example...  RateTiger
Cost / EBITDA without Channelmanager
Avg cost for personnel required for updates: 30.000 Euro
Time required to manually update channels 10 h per week
Personnel cost per year: 7.500 Euro

Online-Revenue:
Revenue return:
EBITDA

3.108 Euro
equired for updates: 1 h per week
Personalkosten pro Jahr: 750 Euro
Personnel cost per year: 3.858 Euro
Online-Umsatz: 480.000 Euro
Online-Revenue: 14%
EBITDA : 63.342 Euro
»
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Use technology when appropriate ... e liger
Qoo |
@m 'fuavenocuy BOOKING.COM
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IN A LONELY WORLD IN THE FUTURE WORLD
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Conclusion RateTiger

Opportunity:

Channelmanagement, Price shopping und
Reviewmanagement

Waste of time OR Revenue optimizer

YOU DECIDE !
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So, if you want to play the game'! RateTiger
~/
ir's your @00 c_;‘.oq ‘:\‘
EVERYTIME A'e
> &
"4/
e

COLLECT

$340REVENUE
AS YOU PASS

?ateTiger

¥ Save lime Make Money
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Questions ?

—
.
Q‘Re V\[ axX




RateTiger

Happy
SAVING TIME MAKING MONEY

Thank You

US Sales Office:

eRevMax Inc.

37 North Orange Avenue, Suite 500
Orlando, Florida 32801, U.S.A

Tel: +1 (321) 251 6559
Fax: +1 (321) 206 8630
E-mail: usa@ratetiger.com

UK Sales Office:

eRevMax Ltd.

Monmouth House, 3rd Floor, 40 Artillery Lane
London E1 7LS, United Kingdom

Tel: +44 (0) 20 7422 7528
Fax: +44 (0) 20 7657 4245
E-mail: uk@ratetiger.com

Visit us at www.ratetiger.com
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