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Use Case #1:  

2 

• Hotel XYZ in Chicago was beginning to see a decline in overall 
revenue penetration from the GDS and verified with Agency360 
data. 

Agency 

Insight 

• The sales team reviewed top revenue share shifting agencies to 
determine which agencies were moving business away from 
their hotel and into their competitive set.    

Action 

• Re-established relationship with a shifting agency and booked 62 
rooms the following month leading to a revenue growth of $9300 
in just one month. 

Outcome 

•    Agency Targeting- Other Agency Targeting Dashboards  Tab Used 



Top Revenue Share Shifting Agencies:  
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Protravel was shifting 
revenue away from the 

hotel and into the 
competition who was 

seeing tremendous 
growth YTD. 



Use Case #2: 
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• Hotel XYZ in Nashville used Agency360 to identify agencies that 
had a tendency to book at a higher ADR.  

Agency 

Insight 

• Identified 25 target agencies that drive higher ADRs and build 
relationships to shift share. Action 

• Increased ADR by $15 from 10 different agencies over a 2 
month period resulting in an additional $7500.00 Outcome 

•   Agency Targeting- ADR targeting filter Tab Used 



Agencies Booking Higher ADR:  
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Target agencies that have a tendency to book a higher ADR and use this 
during RFP season to be more strategic when negotiating corporate rates. 



Use Case #3: 
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• Hotel XYZ in Boston saw GDS performance next month was 
weak and pacing behind last year.  

Agency 

Insight 

• Identify agencies that are booking during the specific week and 
need periods.  Action 

• Was able to generate 10 additional bookings during the stay 
week amounting to an additional $6500 in revenue. Outcome 

•    Pace Tab Used 



Pace:  
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Found 2 agencies that 
were generating solid 

revenue  into the 
competitive set during 
the needed stay week. 



Use Case #4: 
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• Hotel XYZ in was able to identify top source markets that was 
driving revenue into their competitive set and their hotel. 

Agency 

Insight 

• Use source markets and deploy sales team into key markets to 
establish relationships with key agencies.  Action 

• Netted 5 new major accounts that over the course of the year 
contributed over $100,000 in GDS revenue. Outcome 

•    Popular Reports- Top Source Markets  Tab Used 



Source Markets:  
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Found 5 new accounts 
through agencies that 

were driving significant 
business into the 

market and comp set. 



Use Case #5: 
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• Hotel XYZ in located in Prague wanted to find out what corporate 
businesses were booking through which agencies.  

Agency 

Insight 

• Use top corporate agencies to identify top producing accounts 
into the competitive set.  Action 

• Netted 1 new major account that over the course of the year 
contributed over €39,000 in GDS revenue. Outcome 

•    Agency Targeting-Targeting Dashboards-Top Corporate Agencies  Tab Used 



Top Corporate Agencies:  
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Hotel XYZ wanted to target 5 top corporations booking into Prague with the goal 

of netting 1-2 new corporate accounts. The hotel was able to secure an account 

with a top oil & gas company driving business into the market leading to revenue 

growth of €39,000 the following year. 


