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C A S E  S T U D Y

Staying One Step Ahead 
of Economic Uncertainty 
with an Effective Business 
Intelligence Strategy

Best practice tips on how hoteliers can make the most out  
of their organization’s performance data to preserve revenue 
and successfully navigate challenging economic times. 
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During times of economic uncertainty and anxiety, any company and profession can become prone 
to making hasty decisions that may lead to drastic consequences for the survival of their business. 
Yet regardless of the current state of the economic environment or sudden swings in market 
performance, one solid rule that persists is that companies always have the benefit of being able 
to rely on their performance data as a way to identify the best response strategy while avoiding 
costly mistakes. Whether attempting to determine revenue projections, analyze which services 
are vital to business health versus those that should be scaled back, or seeking to understand how 
to remain competitive within a declining market, leveraging a company’s priceless accumulation 
of daily performance data can provide hoteliers with the critical insight needed to make the best 
strategic decisions possible.

Created by hospitality’s leading experts in business intelligence and data management technology, 
what follows is a list of best practices that hotel businesses can take in order to make their data 
work for them in successfully navigating unsettling economic times. From predicting future 
business and profit to identifying opportunities for much needed revenue or minimizing the 
consequences of any financial risk, following such steps can mean all the difference in successfully 
riding out an economic storm. Further still, implementing a business intelligence-based strategy 
can lay the foundation for companies to come out of an economic downturn with a strong 
operation that is more competitive and profitable than what existed before.

T H E  B E N E F I T S

THE BENEFITS OF FORECASTING IN  
DECIPHERING THE UNKNOWN

One of the key concerns for hoteliers facing 
a hostile economic market is that they feel 
there is no ability to determine the scope 
of financial fallout or identify any measures 
that can be put in place to preserve revenue. 
Yet with each property effectively sitting 
on a wealth of information originating from 
performance data-generating systems that 
include PMS, POS and accounting software, such a belief is not entirely accurate. By analyzing 
historical guest amenity usage-data for example, hoteliers can identify the core services that their 
guest demographic finds to be essential, while scaling back on those less popular and recuperating 
needed revenue without jeopardizing guest satisfaction. By examining historical guest booking 
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rate patterns, hoteliers can further better predict upcoming labor needs during a financial upset, 
and can therefore plan schedules accordingly to ensure adequate coverage. With hotel businesses 
responsible for an array of financial commitments regardless of the current state of theeconomy, 
from paying vendors to maintaining monthly television cable subscriptions, forecasting and 
budgeting can also readily provide hoteliers with the much-needed ability to identify exactly where 
their revenue is going and therefore, prioritize accordingly. 

As part of any economic cycle, hoteliers can rest assured that poor market performance will inevita-
bly give way to more promising times. Yet key to determining when to expect such a turn of events, 
and importantly, how to come into a healthier market stronger and more competitive, is the ability to 
have effective forecasting and budgeting procedures in place. By analyzing historical guest booking 
trends on a daily, weekly or month-by-month basis, hoteliers may for example, begin to see a rising 
pattern in guest booking numbers before any improvement in market performance is known to the 
wider industry. Such hoteliers can then begin to ramp up their offerings and promotional activities to 
match ongoing business growth, ensuring that they are on a stronger footing than competing prop-
erties when the market finally fully rebounds. As the economy improves, hotels able to analyze trends 
in guest purchasing can further determine what offerings work best within the new market environ-
ment, ensuring their ability to focus existing revenue resources strategically towards obtaining maxi-
mum profit potential while maintaining a lower risk of making a poor investment decision.

R E L E V A N T  D A T A

ENSURE QUICK ACCESS TO RELEVANT DATA ALONGSIDE 
ORGANIZATIONAL TRANSPARENCY

Access to performance data in order to effectively forecast and budget 
during an economic crisis can be critical in ensuring business survival as 
previously demonstrated, yet so too is the ability to swiftly locate such 
information and share it with others across an organization. With hotels 
generating a multitude of performance-related data on a daily basis, 
locating relevant information that is vital to implementing an effective 
response strategy is frequently subject to a tight timeframe due to 
rapidly evolving market conditions. This is especially true when faced 
with a declining market with circumstances able to suddenly shift all the 
more rapidly. To overcome this challenge, hoteliers should analyze how 
their current data management infrastructure is designed to ensure 
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that performance related data is easily accessible as soon as it is needed and by whoever specifi-
cally requires it. If possible, hotel businesses should attempt to create daily, weekly or monthly per-
formance reports that are customized to only provide information that is consistent with the needs 
of a specific role, such as department managers, property-wide leadership or those overseeing 
the performance of multiple hotel locations. Such an approach ensures that each employee is able 
to promptly identify any issues affecting their area of responsibility without consuming countless 
hours attempting to locate analytics that can offer crucial insight into what their next steps should 
be. Instead, staff and business leadership can obtain a vital head start in understanding the ramifi-
cations of an underperforming market for their particular role, and can immediately begin focusing 
on identifying and implementing measures that will mitigate or possibly eliminate negative conse-
quences before the opportunity to do so is lost.

Just as important as providing employees with access to relevant information during a time of fi-
nancial crisis is the ability for each staff member to instantly communicate and share performance 
updates across an organization. During a time of economic difficulty and with informed strategic 
decisions needed to be implemented immediately to prevent additional revenue loss, organization-
al transparency is essential in making sure that management and leadership all possess the latest 
performance updates in order to further minimize the amount of time needed to arrive at an agreed 
upon response. To achieve this ability, hoteliers should evaluate how their data management infra-
structure is designed to share performance updates with multiple employees across an organiza-
tion in real-time. Staff should further be able to instantly share any analysis adjustments or notes 
with relevant colleagues in order to dramatically curtail the time needed for update briefings. Such 
a system should additionally be evaluated for its web- and cloud-based capabilities to provide full 
remote access should an employee be unable to work physically at an on-site location, therefore 
maintaining minimal disruption to data management and business intelligence processes at all 
times. These features again ensure that both hotel leadership and employees can always feel con-
fident in their ability to focus on implementing a plan that is based on an accurate depiction of the 
current business environment regardless of each individual staff member’s current work location , 
and that offers the routine ability to achieve intended results.

B O O S T  P R O D U C T I V I T Y

LEVERAGE SALES PACING DATA TO BOOST PRODUCTIVITY WHERE IT STANDS TO MAKE THE 
BIGGEST DIFFERENCE

During periods of economic hardship, analyzing a hotel’s sales productivity can provide a vital life-
line into identifying areas where additional revenue can be obtained. Hoteliers should consistently 
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L E V E R A G I N G  Y O U R  D A T A

review such information to determine the sales performance of specific departments, locations or 
sales personnel. By doing so, they can leverage month-over-month statistics to identify, for ex-
ample, if a specific sales promotion is performing more profitably than others and therefore shift 
resources to focus on the more successful promotion accordingly. Perhaps a specific department 
such as a hotel’s on-site restaurant is still able to attract customer business despite existing within 
an unfavorable market. By reviewing sales pace data, hoteliers can more readily identify such op-
portunities to maximize potential income and can task sales efforts to concentrate on further en-
hancing sales for departments that are able to continue serving as a significant source of revenue. 

With sales pace data also able to identify the performance and productivity of individual sales 
personnel, hoteliers facing financial difficulty can additionally identify their star performers and 
maximize the use of their skills during a time when they are needed the most. They can further 
determine if a specific sales employee is more proficient in attracting the business of a particular 
guest demographic, and can task them with the need to prioritize their attention on increasing 
needed sales within that segment. Hoteliers can also leverage pacing data to identify personnel 
that are struggling to meet sales needs during an economic upset. In doing so, they can perhaps 
strategize with such employees in order to determine possible alternative sales avenues that can 
lead to enhanced revenue results. Furthermore, hoteliers can utilize sales pace analytics to locate 
which personnel are in need of additional training to ensure that sales departments are always at 
their strongest regardless of the economic environment.

ALWAYS BE PREPARED FOR INEVITABLE 
MARKET INSTABILITY BY LEVERAGING 
YOUR DATA AS THE ULTIMATE  
BUSINESS-PLANNING GUIDE

Today’s hoteliers more than ever under-
stand the importance of being able to 
predict upcoming market and company 
trends in order to ensure that their busi-
nesses are fully prepared to overcome any 
suddenly arising risks to operations and 
revenue. As markets inevitably decline in 
the face of an array of potential factors, hospitality professionals can understandably feel power-
less in their ability to chart a course for how their business can endure, and can as a result, be far
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more inclined to make hasty and error-prone decisions. Yet as this guide demonstrates, each hotel 
business already possesses the needed insight to successfully proceed by leveraging valuable 
operational performance data as a means to identify where their business currently stands, where 
it is headed and what actions need to be taken in order to preserve organizational stability. What 
remains is ensuring the ability to access such data in a way that is timely and that can be relied 
upon to always present a fully accurate depiction of the current hotel business environment, with 
individual employees able to instantly locate the analytics that matter most to their respective 
priorities and needs.

Yet by implementing such a business intelligence environment and by seeking out assistance from 
solution providers when needed during an emergency, such as requesting best practice guidance 
or support with daily data management needs, hoteliers can ensure that scarce time and labor 
resources do not prevent their ability to identify and implement strategies that safeguard their 
business during times of crisis. They can further preserve their ability to make a full recovery once 
market conditions improve, and can equip their business with the tools needed to ensure strong 
and consistent business growth into the long-term future.


