The World of Rates

Rack Rate:
The highest rate you believe you can sell a given room for on your highest demand day. This can be done seasonally but in fact may be a year long rate. Example, the rate in many hotel directories would be shown as: January 1 to December 31st 2007, $69 to $159. This is a rate for internal use only.

Walk-in Rate:
This rate can be above BAR. A walk-in guest does not have perfect knowledge of what the market is charging. Example: BAR + 10%. In the winter, the walk-in rate may be below BAR.

Best Available Rate: 
This becomes the “Internet Rate”. Transparency means that

(BAR)
Senior and Corporate rates disappear as these markets are now booking the “Best Available Rate” on the internet.

 
BAR should be attached to the slowest selling room type of the day. This may vary by season or by day of the week. For example, in the winter, a smoking double may be your lowest demand room from Sunday to Thursday but will be your highest demand room on the weekend.

 
We then build other rates from the room type that BAR has been attached. For example, an upgraded Club room can be BAR + $10.

Package Rates:
Rates where the value of the guest room is hidden by a package of goods and services. You should obtain a rate higher than BAR. Having at least two or three packages loaded is mandatory. (More than 3 packages is to many).

Fenced Rates:
Fenced rates are a reservations department sales tool which provides a series of options to the guest. The rate is unavailable to guests if they do not accept certain restrictions. For example: options may include a nonrefundable and non-cancelable reservations with advanced purchase. It may also be restricted by date. For example, weekend stay.
Negotiated Rates follow on page 2

Negotiated Rates: These are rates that are “hidden” from the general pubic

AAA/CAA Rate:
This is a “negotiated rate” that is available to the public (however, they have to be a member to obtain the discount. 10% off the rate attached to a given room type. This rate will show up on sites such as Expedia as your lowest rate. Remember, the card must be shown at check-in.

Preferred Corporate:
These are rates negotiated by our sales department. We should be trying for a rate that approximates BAR less 5%.

Government:
Submitted once a year by the month. Rate set within our competitive set to drive occupancy when we need it and to reject the business when we don’t.

Group Tour/FIT
Rates negotiated by our sales department. The marketplace and our desire to fill guest rooms will drive the rate. It should be noted that Expedia and companies like them are now selling to this market for major markets as they have been able to negotiate better rates than the receptive.

Consortia:
Today, this rate represents Rack rate less 20%. However, this business model is rapidly changing. The consortia do not want to be seen as offering to their client’s rates that are higher than those being shown on the internet. As a result, they are asking (demanding) that their rate be a fluctuating rate of BAR less 10%.

Merchant Rate:
To gain preferred status with sites such as Expedia, you may be providing them with a discount of 25% from BAR. It is important you understand inventory requirements etc. This would include sites like Hotels.com, Travelocity etc.

Opaque Sites:
Priceline, Hotwire etc. These sites are designed to move excess inventory.
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