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A hotel perspective on RFP’s
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:

Evolution of RM within the Hotel Industry
How an average hotel operates

What a hotel will use for RFP completion
How hotels manage inventory

Key messages
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A typical hotel stay profile
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» Day of Week

» Seasonality
 Length of stay
* Check in day
» Consistency

» Wash

* LRA

* Segments

» Growth target
* Utilities

» 3 year plan

» Grading
* Market data

Jf HBAA How we set price?

* F&B Spend

» Conference

* HSIA / Movies
* Payment terms

=

Spend Pattern

* Baseline trend

Stay Pattern

* Channel

Performance . o * Loyalty Card
Mix & Budget P Comila Lo * Commission

Impact * Override
» Spend pattern
» Stay pattern

* LRA
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RATE

;Sq Managing the inventory — Non LRA

To stay Wednesday & Thursday
night your booking must meet or
exceed £180 in value

(E100 + £80 Value)

MON TUE WED THU FRI

Retail Rate Client Rate RM System



Key Messages

* Full understanding of additional spend within negotiations

e Automation in delivery of the sale

» Ability to move business to shoulder nights benefits both parties
» Closer management of production vs. forecast

» Understanding of the hotels targets

« Keep communication consistent throughout process and contract

Thank You
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Creating and Managing an Effective RFP




Creating and Managing an
Effective RFP




Finding your
audience




Approaching
your audience

Proper

Planning
Prevents
Piss-poor

Performance



Understanding
your audience

“Passing the C,,H,,0,,"

Warning
Ample time
Volume
Ease
Simplicity




Differentiating
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The Fresh Start

A recent ITM Research Paper on The RFP Process
stated:

“It has long been recognised that RFPs can be both
costly and time consuming for both buyer and
supplier.”
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The Fresh Start

It’s a Project!

e Planning

e Sourcing

 Process

e Selection

e« Communication

e Implementation
 Data Management

e It's a live Programme!
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The Fresh Start

Is there a difference between running a
LOCAL, REGIONAL AND/OR A GLOBAL

ACCOMMODATION RFP?
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The Fresh Start
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The Fresh Start

Let me leave you with one word,
for the present at least;

STRUCTURE!

THANK YOU
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Welcome

to the
Hotel Booking Agents Association’s

Annual Industry Forum 2008
HBAA 2.0

kindly sponsored by
Park Inn Heathrow
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HBAA 2.0

|ICOR — Outsourced Hotel Programme Negotiators

- Team — 8 programme negotiators in Europe and Asia Pac

* £550m leverage

e Over 750,000 room rates processed annually

» Global reach

Communication | i Negotiate  Implement
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HBAA 2.0

Why Create a Preferred Programme?

 Leverage demand — reduced rate, enhanced value, availability
e Compliance

» Underpin duty of care

» Assist with environmental reporting/accountability

» Centralise — localised activity

» Manage risk through centralised contracting

e Support ‘policy’ rules
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HBAA 2.0

Tips: Planning

« Business data consolidation

» Stake holder engagement

» Understand needs of travellers
» Timelines & priorities

e Sourcing — know your criteria

» What do you need to know?
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HBAA 2.0

Tips: Communication

» ‘Market’ what's happening internally
» Hotel/Apartment — share your profile
* Distinguish your different business stream needs

* RFP briefing — make sure the supply chain understand your needs
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HBAA 2.0

Tips: RFP Process

« Give time for response
» Make yourself available to answer Q’s
» Capture what you need — if its not collected you can’t use it in the future

* Don'’t let systems & processes compromise your business objective
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HBAA 2.0

Tips: Benchmark & Negotiate

BENCHMARK

- Rate vs. Last year negotiated

» Rate vs. Last year ARR

» Rate vs. indexation movement

* Rate vs. consortia

» Rate vs. AV star rating in location

e A look into the future
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HBAA 2.0

Tips: Benchmark & Negotiate

NEGOTIATE

« Focus on ARR

o Availability

» Value Add — that meets demand profile
» Consistent T&Cs

 Local negotiation teams



“Putting it to bed”

Caroline Strachan
International Travel Manager




My focus today ...
Communication




Value Discovery

The Yahoo! approach
7-Step Strategic Sourcing Path

Value Creation

Value Capture

¢ l|dentify potential

suppliers

Present project

suppliers

audit completed

workplan

A A A
~ Y -~ N ~ N
Step 1: Step 2: Step 3: Step 4: Step 5: Step 6: Step 7:
Profile Generate Select Select Negotiate Execute Perform
Sourcing Supplier Sourcing Sourcing and Operational On-Going
Category Portfolio Strategy Implementa- Select Integration Category
tion Path Supplier(s) with Suppliers Management
urcing brainstorm  « Generate * Select sourcing ¢ Select ¢ Launch RFP Execute operational * Supplier
file sourcing supplier portolio strategy implementation path * Validate integration management
rtfolio « Baseline « Negotiate & Select Hotels “load” rates /

» Demand management

/VVV

introduction / * Accept/ reject
er/local lead » Supplier solicitation priTe Create workplan
strate
dback list v theme/brand Ongoing
poth85|ze . Develop RFP ° —EXeCu“Ve Booklnq Channel
tailed category content agreement briefed stakeholder
file - communication
User » Ongoing steering
communication « Compliance & Usage
Executive tracking
» Complete debrief/ key
Summary
achievements
Live Dec 3rd
Stakeholder Engagement and Communication
Project Management and Governance
Savings Measurement and Reporting
Jun Jul Aug Sep Oct Nov Dec Jan - Ongoing

\




































