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KEY FEATURES TO CONSIDER WHEN 
CHOOSING A HOTEL PMS

Booking engine and revenue 
management

Revenue management is the foundation of 
running a successful and profitable hotel. And 
part of a good revenue management strategy 
is to leverage direct bookings and up-selling 
opportunities, which, without a booking engine, 
isn’t possible. 

Most guests enjoy the convenience of being able 
to book online quickly and easily, whether direct 
or through OTAs. Not only does an online booking 
engine provide guests with an easy-to use online 
booking platform for your hotel, but it also 
transitions traditionally OTA sourced bookings 
into direct bookers when looking to stay again. 

What’s more, a good revenue management 
strategy doesn’t just focus on increasing prices, 
it looks at capturing as much value as possible 
from every guest through up-sells or extras and 
developing a strong database for customer 
retention. 

Of course, hotel pricing strategies also come into 
play. For example, dynamic pricing uses real-time 
data on supply and demand to enable price 
increases or discounts to ensure occupancy 
rates remain steady and revenue is maximised. 
Other pricing strategies may look at placement. 
For example, to encourage more direct bookings, 
and therefore less commission payments often 
incurred through OTAs, hoteliers may decide to 
have a lower price for online direct bookings 
than OTA bookings.

Callout: Direct bookings are more profitable due 
to lower acquisition costs, but also generate more 
revenue per booking, longer stays and lower 
cancellation rates! (hospitalitynet, 2023)

Integrations and apps 

By ensuring your PMS provider supports important 
APIs and integrates with your other business 
systems, you are also future proofing your business 
by making sure it can scale with you. 

If your PMS doesn’t include a channel manager, 
booking engine or contactless technology for 
example, then these are critical PMS requirements 
and should at least be achievable through API 
integrations. 

Other integrations that can help with 
your hotel revenue management include: 

•	 Electronic Point of Sale (EPoS) systems to help 
you integrate and drive revenue for your food 
and beverage operations.

•	 Guest communications for personalisation 
and directing repeat bookings.

•	 Customer loyalty and rewards through 
discounts, gift cards and other incentives.

•	 Business reporting and intelligence to enable 
you to gain insights, and make business 
decisions, based on real-time data for your 
entire estate.














