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Partnership = Success
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Christelle Tropina
Associate Market Manager

Fort Myers Market Management Team



e Travelers booking today

Travelers engage with
content from different
sources, shop online, and
demand the most up-to-date
information so they can book e o
the best deal. e B :
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Source: Expedia Group, What fravelers want in 2021, May 2021



The challenges of revenue management and performance e

IN a constantly evolving market is

difficult, fime-consuming, and

expensive

s

Challenges
integrating and
connecting data
sources

I\
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Insufficient time to
train on complex
technology and

analysis

A\

Stale, irrelevant
information

%_

Fragmented data
from multiple
sources

Revenue
management
solutions are very
expensive

/‘@\
Lack of data
fransparency



Rev+ aggregates relevant, real-time data in one place
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Optimize your
revenue performance

Use actionable insights and pricing
opportunities alerts to help make
your property more attractive to

travelers and increase your revenue

and performance.

i

Make better
informed decisions

Access real-time insights and trends
to understand your position in the
market and compare yourself
with similar properties to help you

define your pricing strategy.

&)

Be more efficient
and save time

Easily view pricing, occupancy, and
traveler searches insights and data in
our easy-to-use and intuitive tool —
available in Partner Central at no

additional cost.



Rev+ in numbers

50% of 2021 price optimization
alerts in Rev+ suggested
property price increase

Rev+ has helped lodging
partners drive over $360 million
in total incremental revenue

Source: Expedia Group data, 20212




Revenue management - Rev+

£imMize revenue opportunities with optimized rates and svailsbility base

Crverview m

At a glance Mext 28

Revenue (0 Average rate (0 Traveller search demand (O

w5 116,277 50 251 @ 17 +378%

Re

. / "—\\;
\';'__'/ \:_'___' T
e

____ ___/\f——f’/-___\/ },rrf\\/\v\__/vFJ_\\‘-_J/\\-r/\_ﬁ_d_/\/'\__/a_\

Lowest available rate for

France - Expediafr (EUR) = MNen member

Allrooms = 1 night = 2 adults = Fully refundzble

Price Grid Czlendar

Grid view Chart view

FEBRUARY 2022 ~ > ue W

My property

92 2 a7
Froperty 75 ic

w2
w2
)
i



Lowest available rate for

France - Expediafr (EUR) ~ MNon member ~

All rooms = 1 night - 2 adults -
Price Grid Calendar
Grid view Chart view
APRIL 2022 ~ < > 5
&
My property
138
Competitive set average rates
Change competitors 132

Breakfast included

Legend Export ¥

Property 1

Competitive set
Property 2 msgpiss
Property 3

b
&
i

23

e

Jes,
NEw FaseY

New

Men
1"
138 138
100
Recommended
*kk ke
New Yo mi)
97% match
Add
Compare
YOUR LIST Sort =

*kkk
New York (0.08 mi
95% match O
)
d
New York
¥ osee mat
Times Square % % % %
N 19 mi
. 95% match O

il

92% match ©

-




Guest experience factors

° R@IOCOﬂOﬂS Search and sort factors

« Refunds
« Staff and service

Guest experience

What travelers will see

« Cleanliness

* Amenifies zt;:f/;ndService
 Property conditions and facilities iy

And many.mere to.come! Closion

4.3/5

Amenities

4.2/5

* Guest experience factors are live in Partner Central today.
All features shown in image are planned to be added throughout H2 2022

» 2022 Expedia, Inc, an Expedia Group Conpany. All nghts reserved. Canfidartial an



New search and sort factors in Partner Central

Introducing search and sort factors

We've created a more guest-centric way to define where you appear in search, with
greater transparency so you can understand and optimize your sort order.

41 Your guest experience 92 Your offer strength
. Guest reviews, relocations, refunds, and more e Rates, availability, and content completeness
@ 2 factors need attention © 1 factor needs attention

Reimagining our
marketplace Driving
Guest experience Offer strength ShO red success for
Indicators of great guest experiences Indicators of competitiveness, 'I'rQ\/elerS, pOr'I'nerS, an d
collected from guest reviews and more attractiveness, and value .
Expedia Group e
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scores climb over time. ” '




Ensure you offer comprehensive and up-to-date information

Property summary

1. Check the blue banner on the [ e s e
property summary page for tips on
information that may be missing
about your property.

::::::::::::

2. Improve your content score by

confirming or adding the details : : " ®
suggested ® EV e ry
3. Verify the content score dashboard I m p rove m e n -l- yo U

on the right-hand side to reach a

score of 1007% make can help
ldentify changes that can help you compete .

INCrease your

rae [ o sstaoiny o = [1] Price comparison sites [

. visibility and
performance

Early Payment Benefit

Other availability issues
& @
obse 1al
We track
A non-refundable rate plan is unavailable differences
between your EG s
rooms and rates
e 2 and those ‘ -

available on other
travel websites.




Messages

INBDX TEMPLATES

Save fime and easily engage with guests by using templates for the messages you send most.

+ Create new template

Smart templates New (D)
Post-stay review requests
Custom templates (i)
Renovations 2020.
Mo Beach access on October 4th 2022
Early arrival
Ocean Front downgrades
Deposit Policy Explanation
Package Storage
Pool Deck Closure on 09/06/22
Welcome - Pre-Arrival

Dispute Deposit

12

Save | Preview i Delete

ID: 11452383 ly

Feedback

Template Name

How can we
make sure guests
are aware of
renovations,

Pool Deck Closure on 09/06/22

[n]

USSTs WO 1 582 this)

Your message

Dear [guest-name],

We are looking forward to your upcoming visit and are thrilled fo offer suggestions and assistance in
planning your upcoming stay with us.

We are excited o share with you as part of cur continued commitment fo enhance cur property and
zervice that we are undergoing an exterior modemization project. Some amenities may be reduced

or unavailable during your stay BUT don't worry because our beautiful beachfront resort offers an v
array of incredible activities P

nsert custom information:

imited amenities
or work being
done af the
hotel?

[I]'I Attachment

Select ~ |

New Send on a schedule D

Shcally 10 the guests

When do you want to send this message?

0 days After booking b




How to stand out to travelers?

How Campaigns work o
Expedia Group routinely engages with travelers, M
enticing them to plan their next trip by promoting v ome

amazing locations, travel at specific times of year

. Beaking Dates
and last-minute getaways. We connect through -
promotional events, regular communication and o o
media campaigns that involve social media, print oo e @) 4365 $230
and television advertising. ] c
| Heo bocion | €300 tota

You can benefit from the demand we create by
joining a campaign. Signing up is easy and the
requirements are straightforward — agree to offer
a pre-set minimum discount during specific
travel/reservation dates. In no time, you’ll attract

the travelers who are starting to plan their next -
adventure. &P Member Price 10% off 10% off

02 $188

&P Gold unlocked 20% off includes taxes &



1 travelers

ravelers! Target

Jessica Quiroz

o oo [ B

Search reservations

Change Property

Property Admin

e

Market Manager @
Jessica Quiroz ?

Contact Expedia Support

JQuiroz@expediagroup.com

(561) 690-3807

Christelle Tropina

Ctropina@expediagroup.com

(786) 218-3927

14

How can |
contact my
Market Managere

Set up a call with
us To review your
hotel and review

area statistics



mailto:JQuiroz@expediagroup.com
mailto:Ctropina@expediagroup.com
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