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GET THE MOST FROM THE OTAs



Types of OTAsTYPES OF OTAS

HOTEL-STYLE OTASLISTING SITES
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HOW DO THEY MAKE MONEY? 
HOW DO THEY INVOICE AND BILL?

Different models. Subscription 
(grandfathered in) and pay for 
performance. 

8-12% negotiate based on 
revenue levels. Need to find 
out if this is on Room rate 
only??



HOW DO THEY MAKE MONEY? 
HOW DO THEY INVOICE AND BILL?

Typically charge commissions 
between 15-18%

Investment is geared toward new
guests because these channels 
are converting hotel guests into 
vacation rental guests (these are 
the guests you’re looking for). 



HOW DO THEY MAKE MONEY? 
HOW DO THEY INVOICE AND BILL?

Shared Host Fee 
• Host Fee – 3% - 10%
• Guest Service Fee – 13%

Host Only Fee
• 14% - 20% (plus 2%)



WHAT ABOUT GOOGLE?

What do we know for sure?

They will have Vacation Rental Industry
They will not do integration for fewer than 10,000 or 15,000 units
As of now, anyone wanting to distribute here will eventually need:

A micro-site

What do we not know?

Is this a PPC Play
Is it an advertising play for a web company or a distribution play for a Channel 
Manager.
Will they charge, CPA or CPC



• Increase costs of direct bookings 
• (Specifically, PPC)
• More eyeballs with the Internet and behavior changes

• New demand with Hotel-stye OTAs

• Millennials and brand trust, ease of use (mobile)

• Revenue Management is Distribution Management, No Distribution 
Management is Revenue Management! 

WHY USE THESE CHANNELS AT ALL?



10 WAYS TO GET THE MOST 
OUT OF THESE PARTNERSHIPS



LISTINGS ARE ADS
1







BILLBOARD EFFECT
2





INVENTORY MANAGEMENT
3



GETTING PRICE RIGHT
4



GET ON THE SAME PAGE
WITH YOUR GUEST

5



TURN GUESTS INTO YOUR FANS
6



CAPITALIZE ON REVIEWS
7



• 81% of people frequently or always read reviews before 
booking lodging.

• 52% of individuals would never book lodging that had 
zero reviews.

• Customers value guest ratings over a hotel’s brand 72% of 
the time.

• 76% of consumers are willing to pay more for a property 
with higher review scores.

• 80% of people believe property managers that respond to 
guest reviews care more about their customers.

• 85% agree that a thoughtful response to a review will 
improve their impression of the property.

Reviews



COST SHARING
8



1. Educate your homeowners on the new costs and dynamics of what has 
changed with regards to distribution the STR industry

2. Offer two levels of Distribution.  
a. Standard Distribution – HomeAway and Vrbo

• Include with your service
b. Premiere Distribution – Expedia, Booking.com and Airbnb

• Then pay on the net of every booking
3. Pay off the top – Similar to offer above but is something you would do 

within your homeowner agreement and as a standard way of billing.
4. This is done with offline distribution and travel agents in many, many 

markets

Cost Sharing / Educate



9
CLUSTER



CUSTOMIZED CLUSTERING

OUTPERFORMS
KEY-LEVEL LISTINGS

2 TO 1!



CUSTOMIZED CLUSTERING EXAMPLE



USE A CHANNEL MANAGER
10 Mark

ete
r



THE DIRECT CONNECT PROBLEM
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10 Ways To Get The Most Out Of An OTA Partnership

1. Treat Listings like Ads
2. Brand for Billboard Effect – Evaluate for overall COS
3. Pay attention to Inventory Management
4. Make sure you are priced right!
5. Get on the same age with your Guests
6. Turn OTA guests into your OWN Guest
7. Capitalize on Reviews
8. Look at sharing the costs
9. Cluster if you can
10. Use a Channel Manager Marketer



DRIVE. VALUE. ALWAYS.
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