WEEK 1

STR: formerly Smith Travel Research
STR has been in business since 1985
· Offices all over the world
· Conducts regular presentations at international conferences
· Provides a variety of products and services to a wide range of companies, such as hotel firms, tourism organizations and consultants
· Recognized by many as the leader in hotel research
· Obtains performance data from nearly 75% of US hotels and 55% of WW hotels, including 90% of chain hotels and most significant independent hotels.
· Provides monthly, weekly, and daily STAR to nearly 60K hotels in every area of the world.

STR SHARE Centre: “Supporting Hotel-related Academic Research and Education”



Hotel and Tourism Data
1. Hotel Performance data (Occ, ADR, RevPAR, Sup, Dem, Rev; monthly & daily)
2. Hotel Profit & Loss data (accounting, profitability)
3. Hotel Pipeline & Supply data (development)
4. User-defined Tourism Destination reports/data
5. Hotel Sales Transaction data
6. Hotel Census data (attribute information)
7. Hotel Company information
8. Property & Room Counts
9. Forecast reports

Related Resources
1. Training programs 
2. Research support (special requests, merging our data with 3rd party data)
3. Help with student projects (provide hands-on experience)
4. Student competitions 
5. Industry publications
6. Sample reports
7. SHARE News Now with HNN
8. Speaker support (directors)
9. Academic presentations 
10. Launching a new SHARE Online Community (SOC)
11. 
STR offers many Industry Relevant Training Programs
Current:
· Hotel Industry Analytical Foundations
· Hotel Math Fundamentals
· Property Level Benchmarking
· Hotel Industry Performance Reports
· Hospitality and Tourism Future Trends
· How to Conduct a Market Study
· How to Conduct an Impact Analysis
· How to Conduct a Feasibility Study
· Hotel Industry Economics
· Tourism Industry Analytics and Tourism Related Data
In progress:
· Revenue Management
· How to Conduct a Profitability or Development Analysis or a Market Forecast
· Excel and International Geography for Hotel & Tourism Professionals

WEEK 2 – SEP 17

Avg Hotel OCC% = 65%

Four Seasons Hotels highest revenue in Canada. Fairmont second. Marriott/Starwood third.

2019 projected drop in OCC% due to recession, gas and travel costs
National supply is increasing, yet demand is decreasing
National ADR and RevPAR expected to increase by a %, Ontario alone is doing a little better
Avg Hotel room is about $14,200/room (2017), to $16,800/room (2019) (less growth than previous years)
Main markets in Ontario are Toronto, Niagara Falls, Ottawa
Toronto may have a higher ADR than Ottawa based more than just attraction. Could be supply, between each, given event that might be happening. Niagara may be attractive more leisure travelers, seasonal, or Niagara as a day trip whilst staying in Toronto, or stay States-side.

Characteristics
Perishability
Location (fixed)
Sixed Supply, Varying Demand: No way to make up lost revenue - No way to increase production to meet increased demand
High Operating Costs: High Fixed Costs – Low Variable Costs
Seasonality: year/month/week

OCC%: Sold/Avail
ADR: Sales/Sold
RevPAR: Sales/Avail

SEP 18

Chain:
Parent Company: consists of multiple chains
Managed: receives payment or portion of profits
Owner:
Asset Mgmt Comp: represents owner in ops

Soft Brand: parent comp merge with unique brand to access reservations systems and loyalty programs

Italy has high indie hotels vs Chains (80/20)

Four Geographic Categories
· World
· Continent – four: Americas, Europe, Mideast/Africa, and Asia Pacific
· Sub-Continent – 3 or 4 per continent
· Country – over 200 with one or more hotel

Market: commonly a city (metro), also rural (non-metro) areas. No cross-country boundaries.
Submarket/Tract: geographic subset of Market. In a metro Market, could be CBD, Airport, North/South/East/West or a suburb. In a non-metro Market, a small city could be a Submarket. (= Tract)





Scale: Luxury to Economy (7)
Class: Same names as scale except not Indie (6)


	Luxury

	Upper Upscale

	Upscale 

	Upper Midscale 

	Midscale 

	Economy 

	Independents



WEEK 3 - SEP 24

Automated Inventory Tracking Systems
Forecasting – trends
Committed Rooms: Yesterdays stayovers + today's reserved arrivals

OOI: Out of Inventory

Simple Room Count:
- Rooms available (A) = 1000
- Occupied last night (B) = 950
- Expected Check-outs (C) = 300
- Stay-overs (D = (B-C)) = 650
- Today's reservations (E) = 325
- Rooms committed today (F = (D+E)) = 975
- Rooms available for sale (A - F) = 25
- Occupancy percentage (F/A) = 97.5%

❖Minimizing the Overbooking Problem
1. Increasingly Restrictive Policies
Early Departure Fees
2. Third Party Guarantees
Travel Agent Guarantees
3. Advance Deposit Reservations


WEEK 3 - SEPT 25

Benchmarking 

4 PS (Competitive Set) 
Participation
Proximity
Pricing
Product
Sufficiency
Percentage Checks (50,50,70 Rule)

Reverse Comp Set

STR Info
Property Data
· Supply (rooms avail) 
· Demand (rooms sold) 
· Revenue (rooms sales. not incl. taxes or F&B)
 
OCC%=SOLD/AVAIL
ADR=SALES/SOLD
RevPAR=SALES/AVAIL
ADR is always higher than REVPAR unless over 100% sold 

[bookmark: _GoBack]Percentage Change = (This Year – Last Year) / Last Year * 100

Analysing Percentage Changes
· Economic state 
· Natural disasters 
· Supply & Demand changes


WEEK 4 – OCT 1

Room Rates and The Economy
- Booming economy leads to increased new construction
- Weak economy leads to bankruptcies and closures
- Equilibrium between supply and demand

❖Elasticity
Change in demand resulting from a change in price
- Demand increases with a drop of price
- Demand decrease when price is raised
- Rate Cutting: lower rates do NOT generate new business in inelastic market

Rack Rate: Standard hotel-set rate. Open to discount/negotiation. Groups change this: (Social, Military, Educational, Religious and Fraternal Groups (SMERF) Gov, Military), Seniors, Emp rates, Comps,
Best Avail. Rate (BAR): lowest rate

The Hubbart Room Rate Formula: [(Operating expenses + Desired return on investment) – other income]/projected room nights

The Ideal Average Room Rate
1. Assumes 70% occupancy
2. Revenue is calculated based on this assumption
Yield Management Revolution
Act of controlling rates and restricting occupancies to maximize
gross room revenues

Price - Occupancy Mix
CM, High ADR, Revenue (rooms sold and RevPAR)


WEEK 4 - OCT 2

OCC/ADR/RevPAR Index = 

· (>100 means subject wins, <100 comp set wins):

Penetration=Occ Index (MPI = Market Penetration Index)
Yield=RevPAR Index (RGI = Revenue Generation Index)

Index Percent Change =  


STAR Reposts compare:
· Market
· Market Class
· Tract/Submarket
· Tract/Submarket Scale or Class
STAR Reports outside NA:
· Submarket/Tract Collapsed Class – combined into the 3 groups
· Submarket/Tract
· Market Class
· Market Collapsed Class - three groups: Luxury & Upper Upscale, Upscale & Upper Midscale, Midscale & Economy
· Market
· 


WEEK 5 – OCT 8

RevPAR Index = 

There is a Comp Set page as well and a ‘Industry Page’
· provide a valuable perspective of performance in addition to the competitive set
· hotel could be outperforming comp set but losing to hotels in nearby industry segment(s)

7 Scale and 6 Class (no indie)

Segmentation Response Report


WEEK 6 – OCT 16

Ad-Hoc Reports
STAR: reports delivered to hotels compare subject property’s performance to competitive set and to one or more surrounding industry segments
STR: generates many other reports for both hotel companies and a variety of additional third parties, may be requested on one-time basis (ad-hoc)
Destination: provide ongoing performance information on industry segments or user-defined groups of hotels for recipients, such as Tourism Organizations

Ad-Hoc Reports
- Trend: monthly and daily performance
- Pipeline: development/supply info
- HOST/Profitability: annual P&R (Hotel Operating Statistics)

Industry Research
- Market Study
- Impact Analysis
- Feasibility Study

Trend Reports:
- most popular type of ad-hoc
- Daily, Day of Week, Weekday/end, Quarter, Segment Data (no ‘Weekly’)
- historic hotel performance
- Segmentation data

Pipeline Report:
- Display statistics on existing hotels and hotels in various phases of development
Terms:
· Existing Supply – hotels that are already open 
· Recently Opened – opened within the previous 12 months 
· In Construction – vertical construction on the physical building
· Final Planning – under contract, construction to begin within 12 months
· Planning – under contract, construction to begin after 12 months
· Unconfirmed – Potential projects, unconfirmed

HOST/Profitability Report:
- Displays annual P&L information for 2 or 5 years, including Revenue, Expense, and Profit accounts

Destination Report:
- Helps Tourism Orgs “keep their finger on the pulse” of their local hotel industry, also used by developers and hotel companies
- Most popular page is a Multi-Segment Page where user can select industry segments, groups of hotels or comparable markets
- Monthly or Weekly Destination Reports are generated and emailed to the user
- Most popular monthly page displays Current Month and YTD numbers

WEEK 9 – NOV 5

Folio: bill containing the account of a guest

❖Two types of hotel customers
- Transient Guests
- City Guests

Ledger: Accounting book containing set of accounts (Transient, Front Office, Guest or Rooms Ledger(s))
City Ledger: folios of non-registered guests/orgs

Master Account: Used for single-entity groups for common charges, not billable to individuals (single entity, convention groups, tour groups)

ACC. REC.
Split Billing: Distribution of charges between a Master Account/Folio (A Folio) and a guests personal folio (B Folio)

Three means of settling accounts
1. Cash: ($, other currency, personal/travelers checks)
2. Allowance: Reduction in the guest’s bill (e.g., extended stay allowance)
3. Transfers: departing guest (transient ledge) → credit card company (city ledger)


