
 

 

 
BANGKOK | Siam Kempinski 

Day One - 19 February  
 

08:30  Registration  
09:00  Chairman’s welcome  

 
Charlie Osmond, Chief Tease, Triptease 
 

09:10 
KEYNOTE 

The new era of personalization: How to use Facebook and Google for direct bookings 
 
Emerging technologies are revolutionising the way hotels interact with customers across 
the entire booking journey - and the likes of Facebook and Google are leading the charge. 
With even more opportunities for personalisation and genuine customer interaction, how 
can hoteliers turn this into an increase in direct bookings? In this session, we’ll explore: 
 

● How the biggest social networks are investing in online travel 
● Why social media could be the key direct booking battleground of 2020 
● How both guests and hotels can benefit from a new technological era. 

 
09:50 

KEYNOTE 
Parity through partnership: Get your wholesale distribution back on track 
 
Maintaining rate parity may feel like an impossible task for many hotels - especially across 
Asia. The fragmented OTA landscape and leaking wholesale agreements can make even 
the most dedicated revenue manager feel like they’re fighting a losing battle. But there are 
ways to manage your relationships with wholesalers that can allow you to balance 
partnership with profitability. Hear from the experts on how to: 
 

● Choose the right partners for your hotel for a beneficial long-term relationship 
● Eliminate loopholes and firm up your distribution agreements 
● Know when to put your foot down if partners break their promises. 

 
10:30 

PANEL 
The building blocks of a successful direct booking budget 
 
Do you find it hard to prioritise your spend when you’re trying to drive direct? From CMS to 
RMS, personalisation to parity, there are dozens of areas you could be investing in - so how 
do you know where to start? In this interactive session, our speakers will literally construct 
their ideal budget from the building blocks provided. While they build, they'll be sharing their 
expertise on: 
 

● How to avoid common pitfalls when investing in innovative new technology 
● Why going back to basics could be the most efficient way to optimise ROI 
● Where you need to invest now to prepare for future challenges. 



 

11:15  Coffee Break 
  TRACK A: Marketing  TRACK B: Revenue   TRACK C: Distribution  

11:45  Power your marketing 
strategy with customer data 
and social proof 
 
More people than ever are 
sharing their travel 
experiences online. It’s time 
to turn that content into an 
advantage.  
 
In this session we’ll be 
diving into the power of 
social proof and the 
influence of online reviews. 
Join us to discover: 
 

● How to structure a 
user-generated 
content strategy 

● Why social proof is 
key to driving loyalty 
and repeat bookings 

● Why your direct 
bookings could 
depend on 
harnessing UGC. 

 

How revenue teams can 
work smarter, not harder 
 
 
Hoteliers have more options 
than ever when it comes to 
managing revenue at their 
hotel. So why are so many 
still choosing outdated 
manual processes? 
 
A smart revenue strategy 
doesn’t have to mean lots of 
expensive new tech. In this 
session we’ll explore:  
 

● Where and when to 
invest in automation 

● How to focus on the 
right data and 
dashboards 

● Why best-in-class 
hotels are looking 
beyond BAR pricing 
(and how to emulate 
their success). 

 

Build a data-driven 
distribution network that 
works for your hotel 
 
It’s easy to complain about 
losing out to OTAs - but 
hotels have more power than 
they think in their third-party 
relationships. 
 
Find out how to take a 
data-driven approach to 
distribution and make the 
changes necessary for 
success, as we look at: 
 

● How to allocate your 
spend based on 
channel performance 

● How to run tests to 
evaluate a channel’s 
worth 

● How the best hotels 
control their OTA 
negotiations. 

 

12:15  Standing out in a crowded 
hotel marketplace 
 
 
In this intensely competitive 
landscape, hotels need to 
learn how to communicate 
their brand story at every 
digital touchpoint in order to 
stand out.  
 
This session will explain 
how to leverage your brand 
values to strengthen your 
long-term marketing 
strategy. Discover: 

Beware of short-term 
benefits? The balancing act 
of revenue management 
 
It’s time to get real about 
the benefits and 
consequences of OTA 
discount schemes and 
short-term rate 
manipulation.  
 
In this session, we’ll be 
looking at examples of 
where hotels are losing out 
to their third-party partners, 
and exploring: 

What nobody tells you about 
Chinese outbound travel 
 
 
We all know that outbound 
Chinese tourism is one of the 
biggest opportunities 
available to hotels today.  
 
But what really drives success 
in the complex Chinese 
market, and what will the 
landscape look like in the 
near future? We’ll cover: 
 
 



 

 
● How to 

communicate your 
hospitality in the 
digital space 

● Ways to build a 
content strategy that 
communicates your 
USPs 

● Why you need to 
ensure brand 
consistency across 
all of your channels.  

 
 

● The risks and 
rewards of the latest 
OTA discount 
schemes   

● Why revenue ‘quick 
wins’ may not be all 
that they seem 

● How to balance your 
hotel’s short- and 
long-term goals to 
create a revenue 
strategy that lasts. 

 

 
● How to leverage 

consumer behavior to 
strategically allocate 
your inventory 

● The platforms and 
apps worth partnering 
with 

● The role of Ctrip in 
your distribution 
strategy. 

 

12:45  Lunch  
14:00  Could your acquisition strategy be costing you direct bookings?  

 
OTAs know the value of a guest across the entire booking journey - so why do hotels still 
struggle to combine their acquisition and conversion efforts? In this session, you’ll discover 
how to unlock the power of metasearch and retargeting for your direct booking strategy. 
Utilise the power of your direct channel for effective real-time bidding based on guest 
behaviour, get up to speed on the future of Google Travel and discover how machine 
learning can be used to maximise your metasearch ROI. You’ll learn how to:  
 

● Ensure your acquisition and conversion strategies are working smarter together  
● Use on-site visitor behaviour to power metasearch bidding at scale  
● Secure guest conversion through a personalised retargeting plan. 

 
14:40  Distribution strategy 101: How to get the most out of your hotel’s resources 

 
Every hotel is different - so how do you decide on a distribution plan that works for you? In 
this session, a leading hotelier will walk you through the process of devising a strategy that 
makes the most out of your resources. From measuring the results of your marketing 
investments to shifting sales spend to underperforming regions, you’ll leave with a 
comprehensive plan for maximising your hotel’s performance. Discover how to: 
 

● Focus your global travel investment on the most efficient areas for you 
● Make the most of your resources to optimise booking volumes across channels 
● Quickly adapt to challenges and obstacles through a data-led strategic approach. 

 
15:10  Beyond hospitality: Learning the secrets to loyalty success 

 
The idea of guest loyalty is fundamental to how hotels operate - but are we losing sight of 
the basics? Has loyalty become a buzzword rather than a core business aim? 
 



 

In this session, we’re looking at hospitality best-in-class - and even beyond the industry 
itself - in order to define the secrets to loyalty success. Hear from the experts on: 
 

● How to tighten your core message and communicate it consistently to guests 
● Building your brand presence in the markets that matter most to you 
● The best ways to forge a truly guest-centric approach across your hotel. 

 
15:40   Coffee break 
16:10 
CASE 

STUDY 

Unlocking the power of upsell: How to boost revenue and improve guest satisfaction 
 
Airlines long ago realised the value of ancillary revenue, but many hotels are yet to make 
the most of this lucrative opportunity. In this session, we’ll broaden our perspective on how 
to build a successful upsell strategy, looking at the actionable techniques hoteliers should 
be implementing today. Learn how to: 
 

● Convert OTA bookers to your direct channel via personalised offers 
● Identify creative ‘quick wins’ by monetising your services 
● Turn every guest into a hotel ambassador with shareable storytelling. 

 
16:30  Harness the potential of travel ‘Super Apps’ for your direct booking strategy 

 
Online travel in Asia-Pacific leads the field when it comes to innovation. Nowhere else in the 
world is hotel distribution evolving so rapidly, and we’re now seeing rooms being sold on 
messaging platforms, transportation apps and more. 
 
In this session, we’ll explore the rise of regional ‘Super Apps’ like WeChat, Grab, Line and 
Traveloka and the scale of their impact on hotel distribution. We’ll be asking: 
 

● Does distribution via apps only favour OTAs, or can hotels leverage the trend for 
their own direct booking channel? 

● Which partners and platforms are worth investigating, and which players will be 
around in the future? 

● What does this evolution of guest behaviour mean for the future of online travel? 
 

17:10  The real impact of localisation on your room distribution 
 
One of the biggest challenges facing hotels across Asia-Pacific is the issue of how to 
combat geolocalised rate undercutting. Keeping track of your rates is difficult, but by being 
strategic with your distribution and sophisticated with your monitoring, your hotel - and not 
the OTAs - can remain in control. Join this session to learn: 
 

● The technology behind geolocalised pricing, and how to harness it 
● How to be strategic with your distribution to minimise the risk of undercutting 
● Why parity needs to be at the heart of your revenue, distribution and marketing 

strategies - and the tools available to keep on top of it. 
 



 

17:45  Chairman’s roundup 
 
Charlie Osmond, Chief Tease, Triptease 
 

18:00 - 
23:00 

Party - Niche, Siam Kempinski 
 

 
 

Day Two - 20 February 
 

09:00   Registration 
09:30 

KEYNOTE 
Which metasearch engine should I be investing in at my hotel? 
 
In such a saturated market, how can hoteliers know which metasearch engine is the best fit 
for their business? In this keynote, we will explore how to evaluate your meta partners and 
ensure your brand stays strong online. You’ll come away knowing: 
 

● What sets the best metasearch engines apart from the rest 
● How to allocate your bidding budget based on your ideal guest 
● The differences between bid management options and how to choose what’s right 

for your hotel.  
 

10:00  Content that converts: SEO strategies for driving direct bookings 
 
The best marketers know that creativity and data go hand in hand. So how can you start to 
translate your data insights into campaigns that convert? We’ll be hearing from an expert in 
the field on the importance of conversion analysis and how you can bring a data-led 
mindset to bear on your hotel’s content marketing strategy. Join us to discover: 
 

● How to accurately track the ROI of your content campaigns 
● The secret to success on emergent social media platforms 
● What to factor into your strategy when building an online marketing budget. 

 
10:30  Coffee break 

  TRACK A: Independent Hotels  TRACK B: Hotel Groups/Multi-Property 
11.00  The OYO effect:  

What does it mean for independent hotels? 
 
India’s OYO Rooms is aiming to 
revolutionize the world’s sub-100 room 
hotels, which makes up over 90% of global 
inventory. The company’s growth shows no 
signs of stopping, but what does its 
‘economies of scale’ model mean for 

The OYO effect:  
What does it mean for hotel groups? 
 
India’s OYO Rooms has staked its claim to be 
the third-largest hotel chain in the world, with 
a valuation of $5 billion that shows no signs 
of slowing down soon. With such new players 
threatening to shake up the status quo, what 
could this mean for hotel groups in 
Asia-Pacific?  



 

independent hotels? In this session, we’ll 
explore: 
 

● The implications of the OYO model 
for small hotels 

● What OYO’s partnership with Ctrip 
could mean for hotel third-party 
relations 

● Whether this case study is a sign of 
things to come in 2020 and beyond. 

 

In this session, we’ll explore: 
 

● The implications of the OYO model 
for hotel chains 

● How OYO’s recent partnership with 
Ctrip could have an impact across the 
region 

● Whether this case study is a sign of 
things to come in 2020 and beyond. 

 

11.30  The power of mindset: How to set your 
independent hotel up for success 
 
OTAs can be useful to reach new 
audiences, build your brand and fill your 
rooms. But too much dependence could be 
setting you up for big losses in the long run.  
Hear from hotels who’ve stood up to unfair 
practices with a direct-first mindset, and 
learn how to: 
 

● Educate your organisation about the 
power of direct 

● Strike the right balance between 
short-term occupancy and long-term 
growth 

● Set your hotel up for sustainable 
success. 

Bridge the knowledge gap: Avoid siloed 
thinking in Revenue and Marketing teams 
 
How do the best hotel groups maintain 
organisational structure whilst ensuring 
alignment on priorities and goals? Could a 
lack of transparency between teams be 
impacting your hotel’s long-term success? 
 
In this session, we’ll be examining: 
 

● The importance of collaboration for 
both Revenue and Marketing teams 

● How to successfully execute price-led 
offers and dynamic rates through 
close cooperation 

● Why the ‘perception gap’ could be 
jeopardising your direct booking 
efforts. 

 
12:00  Lunch 
13:20 
LIVE 

DEMO 

Are you delivering a best-in-class experience on your hotel website? 
 
No matter how much quality traffic you attract to your direct channel, your on-site user 
experience can be the deciding factor between whether a guest books with your hotel or 
not. It’s time to hear from the expert - we’ll be bringing you a specialist speaker to deep-dive 
into hotel website design, content and overall user experience. During this interactive 
session, they’ll review the websites of our delegates in real-time and provide immediately 
actionable advice, helping you to: 
 

● Discover the common strengths and biggest weaknesses of hotel websites in a live 
presentation 

● Pick up tips that you can implement on your own website - with little or no technical 
experience required 

● Understand the importance of a seamless experience from the guest’s perspective. 



 

14:00  The unstoppable rise of alternative payment methods (and what it should tell you about 
your guests) 
 
Online marketplaces, social networks, security concerns and more are driving the rapid 
adoption of alternative payment methods among consumers in Asia-Pacific. Traditional 
methods will soon be a thing of the past - but is your hotel prepared? 
 
In this session, we’ll explore: 
 

● How alternative mobile payment methods could dramatically change the guest 
experience 

● The role of regulatory hurdles in the adoption of new practices 
● How global tourism trends could help you get even closer to your guests. 

 
14:40 

WORK- 
SHOP 

2020 and beyond: What does the future hold for hotels in Asia-Pacific? 
 
It’s easy to focus on today’s challenges at the expense of planning for tomorrow. To round 
off the Summit, we’ll be looking ahead with our expert contributors to debate what the 
future holds for hospitality. How will revenue technology continue to evolve? What new 
distribution channels will emerge? And what will the direct booking movement look like in 
years to come? 
 
Despite the challenges of today, hoteliers must not forget to build strong foundations for 
the future if they want to prosper in the ever-changing world of hospitality. As we look into 
2020 and beyond, we’ll ask: 
 

● How will technology further impact your marketing, distribution and revenue 
strategies?  

● What new channels and platforms will become available for reaching untapped 
audiences?  

● What does the future of the direct booking movement look like?  
 

15:20  Chairman’s wrap up 
 
Charlie Osmond, Chief Tease, Triptease 
 

15:30  Champagne reception  
16:30  Conference close 

  - End -  
 


