
It’s Not a Day at the Beach! 
Are you Swimming or Drowning 

with the OTAs?
Please be respectful of your colleagues by silencing your phone. If you need to answer a call, please go to the hallway.
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• What is an OTA (Online Travel Agency)

• Who are the OTA’s and How do they work?

• Do you need OTA’s?

• Pros and cons of participating

• How to participate

• Your contract obligations
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What You Will Learn



• List your property for guests to book on their Websites

• Distribute your property listing to their branded sites, meta 
search engines, affiliate travel sites and paid advertising

• Charge a commission on each booking ranging from 
12% to 20%
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What OTA’s Do



Who are the Online Travel Agencies?
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Expedia, Inc. 

Gross Bookings 2018: $99.7 Billion World-wide
USA: 83M Organic & 324M Paid Ad Visitors 2018



Who are the Online Travel Agencies?
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Booking Holdings

Gross Bookings 2018: $92.7 Billion World-wide
USA: 38M Organic & 203M Paid Ad Visitors 2018
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Who are the Online Travel Agencies?

Gross Bookings 2018: $1.62 Billion world-wide
USA: 177M Organic & 25M Paid Ad Visitors 2018
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Who are the Online Travel Agencies?

Privately held company - Q3 of 2018 est. Gross Bookings $1 Billion.
USA: 9M Organic & 65M Paid Ad Visitors 2018

IPO scheduled June 2019 - valued at $31 billion



Almost $200 Billion Dollars in Revenue!
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The United States budget deficit in 2019 will be $985B
Amazon had its first $200 Billion + sales year in 2018 at $239B

Apple revenue as of 2018 was $229B
Net worth of the richest man in the world, Jeff Bezos: $131B

Net worth of Donald Trump $3.1B

How much is 200 Billion? - Really



How Do They Do It?
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By Dominating 
Travel Search
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Network Distribution

Airlines, Lodging, 
Rental Cars

Booking.com Affiliates Expedia Affiliates
Paid Search

GDS



OTA Advertising Examples

11

Google Map via GDS



OTA Advertising Examples
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Traditional Text Ad



OTA Advertising Examples
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Business Listing Ads



OTA Advertising Examples
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TripAdvisor Advertising
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Do you really need OTA Marketing?
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39% of all USA 
accommodation 
bookings are done 
through OTA’s



Source: http://www.ebizmba.com/articles/travel-websites
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Travel Site Ranking 
by Monthly Unique Visitors

Monthly Visitors in 
Millions World-wide

Booking.com Booking Holdings OTA 40
Trip Advisor Trip Advisor OTA - Social Media 38
YahooTravel Media Media 36
Expedia Expedia Inc. OTA 25
Priceline Booking Holdings OTA 20
Hotels.com Expedia Inc. OTA 16
Travelocity Expedia Inc. OTA 14
Kayak Booking Holdings OTA 13
Orbitz Expedia Inc. OTA 11
Hotwire Expedia Inc. OTA 8.5
Homeaway Expedia Inc. OTA 8.2
TravelZoo Media Deals 7
Airbnb Airbnb OTA 6
Lonely Planet Media Experiences 4



Why Visitors Prefer OTA Booking

18https://www.traveltripper.com/blog/why-do-travelers-prefer-booking-with-otas/
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Google Hotel Search
Filters
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Google Hotel Search

OTA Price & Availability Machine Learning Identifies Deals
Price



Google Hotel Search

21https://skift.com/2019/03/11/google-quietly-releases-its-hotel-booking-destination-with-potentially-huge-implications/

Visit our website 
(Google my Business)

Clear index for prices, reviews photos



How Can I Successfully Compete On OTA’s?
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How OTA Listed Properties are Found
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Your OTA Listing Vs. the Competition
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Pros and Cons of OTA Marketing

Pros: 

• More bookings from the OTA’s

• Increased visibility – billboard effect leading to direct booking

• Google Hotel Finder visibility

• Support for multiple languages & currencies to attract international guests

• Typically more mobile visibility from Apps that you can’t support
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Cons:

• Commissions: 
Expect to pay between 12% and 20% + channel manager Fees 

• High cancellation rates from OTA guests

• Little customer information

• Slight chance of double bookings

• Requires strategic rate and profile management 

• Difficult to build brand loyalty
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Pros and Cons of OTA Marketing



How to Participate with the OTA’s

1. Provide good photography

2. Find a channel manager

3. Contact the OTA through their website
Sign up for a connection

4. Get and read the contract carefully

5. Initiate the connection with your OTA representative

6. Notify your channel manager that you have started the process
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How to Participate with the OTA’s
Selecting a Channel Manager

• OTA exposure
• Corporate clients 
• Travel agents & travel operators
• Additional costs

Global Distribution System

• OTA exposure
• Integrated into the booking engine
• Major OTA families
• Can be less expensive

Direct Channel Manager

Booking 
Engine & 
Channel 
Manager

Channel 
Manager

Booking 
Engine 

Separate Channel Manager

• OTA exposure 
• Third party booking engines 

may charge additional
• More niche OTA’s
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OTA 1

OTA 2

Property Profile

Property Profile

How to Participate with the OTA’s
Managing Inventory

Room Type A

Room Type A

Mapping

Mapping

Room A

Room A 

Your Channel Manager

Room B

Room B Room Type B

Room Type B

Your Booking Engine

Room A
Room B

Available

Available
Reservation

Reservation Transmitted

Available

Available



Your Obligations Under an OTA Contract

• Cancellations – Guests (not you) must cancel via the OTA channel.

• Refunds – Discuss your cancellation policy before you sign.

• Rebooking – You cannot ask a guest to cancel and book direct

• Double Bookings – You are responsible for finding alternative lodging. 

• Rate Parity – Your rates should be the same across all channels.

• Payment – Hotel Collect or Net Rate.  
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Questions?
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Thanks for listening. 

Speaker:   Cindy Bachmann
Company: Innkeeper’s Advantage

Phone:      724-933-3330
Email:        sales@innkeepersadvantage.com
Website:   www.innkeepersadvantage.com

Thank you for learning with us! Please complete your evaluation and hand it to the room host before leaving the room!
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mailto:sales@innkeepersadvantage.com

