
Where the fun 
starts… How to win!

How do we manage our bookings so that we 
can get the very best out of the dates we have 
available? 

Revenue Management!



Why bother with revenue management?

Hotel or room nights are known as a perishable product, once they have passed in time they are 

worthless, for this reason, it is important to work the calendars as best as possible to maximise 

bookings.

Equally, if we do not sell room nights, then they have only been an expense and we have not been 

able to fulfill our goal which is happy guests in great apartments for the best price we can 

achieve.



How can we maximise the calendars as best 
as possible?



What we want!

We want to fill calendars to their maximum potential, with the right guests who are friendly, 

respectful and wealthy.

We want to make sure we manage the calendars (and minimum length of stay) to work 

specifically with our availability at that time, so that we can ensure we fill gaps in the calendar 

and try not to create them.

This means we must constantly review the calendars and adjust the price and the minimum 

length of stay, each platform performs differently so needs practise.



Give me an example!



Revenue Management done right!



Another great example, full calendars, happy 
guests!



How do we manage this?

1. Watch the calendar’s availability closely and react to what you see.

2. If there are new bookings in the calendar, this changes the minimum length of stay for the 

nights surrounding the new booking. The nights before and after a booking should be 

bookable for just one night. 

3. Though we need to be more careful to avoid red flag bookings on one night stays (ask 

questions, request passports), these can be a great way to boost the occupancy for the 

month!



But watch out for when 
we get a cancellation, 
these nights will still be 
available for 1 night stays 
and must be changed 
back!



What about changing the rates to boost 
bookings too?

Of course!

To maximise bookings you have to start early on well before the booking is made.

Most platforms allow you to ‘program’ discounts with conditions like last minute bookings, this is 

great!

For last minute bookings (starting within the next 2 days), we can offer discounts up to 35% of 

what is on the ‘LOVE RATES’ file. 

This is all part of ‘THE GAME’  we call calendar management. 



We call this ‘THE MAXIMISER’



Top Tips to win!

1. Check the calendars constantly

2. Checking for upcoming availabilities

3. Check the minimum length of stay advertised for each gap

4. Checking the rates are competitive and dropping them if we need

5. Use the LOVE RATES file regularly looking for updates.



Now you’re ready,
Let’s go!


