Introduction

>¢ éva epIBAAov @IAoGeviag 6TTou n ZATNON PETABAAAETAI CUVEXWG KOl O AVTAYWVIOUOG
EVTEIVETAI, N EYTTOPIKI EKTTPOCWTINGT EVOG EEVOdOXEIOU OUVOEETAI APECT UE TNV
atroteAeopatiki epappoyn revenue & yield management. H Hotelyzer, pe £€5pa ta Xavid,
AEIToupyEi WG OTPATNYIKOG CUVEPYATNG TTWANCEWY, QVOAAUBAVOVTAG va BEATIOTOTTOIRCEI TV
a1rod00n KABE KATAAUNATOG HECQ ATTO OTOXEUMEVEG TTPAKTIKES DlaXEipIONG E0OdWV,
segmentation TnNg ayopdg Kai TTpocappoyn TNG TIMOAOYIAKAS OTPATNYIKNG O€ TTPAYHATIKO
XPOvo.

Revenue & Yield Management

H Baoiki pag Tpooéyyiaon ETMIKEVIPWVETAI OTN MEyIoTOTToiNON Tou O¢gikTn RevPar kai ox1 pévo
otnv AnpéTnTa. EQapudloupe demand forecasting cuvduddovTag I0TopIka dedopéva,
TdoeIg ayopdg Kal TTpayuaTiko Xpovo kpatioswyv. Me Bdon autd, TTpoocapudloupe To pricing
strategy woTe va avravakAd Tn {Rtnon ava mepiodo kal segment. H xprion yield
management pag emTPETTEl VA EKUETAAAEUOUAOTE TTANPWG TIG high-demand 1Tepiddoug, evw
TTAPAAANAQ EVEPYOTTOIOUE TTPOCPOPES KAl EIDIKA TTAKETA Yia low-demand @docelg,
dlaoc@aAilovtag oTaBepn PO KPATACEWV.

Market Segmentation

H TunuaToTroinon gival KaBopIoTIKA yIa TV EPTTOPIKA €TTITUXIA. AloXwpiCoupEe TO KOV O€
olkoyéveleg, Ceuydpia, luxury TagidiwTeg, digital nomads, kabwg kal e ouvepyacieg B2B ue
tour operators kai TagIdiwTIKA ypageia. KaBe segment £xel SIaQOPETIKA EAACTIKOTNTA TIUAG,
d1apopeTikd booking window kal dIa@opeTIKES TTpoTINNoEIS. Méoa amé segmented pricing &
distribution strategy, Tpocapudfoupe TNV TIUA Kal TRV TOTTOBETNON TOU KATAAUWOTOG OTO
owaoTo KavaAl, auédvovTag Tnv atrdédoorn Kal To conversion rate.

KPIs & Performance Monitoring

Ma va HeTPAPE TNV ATTOTEAECUATIKOTNTA TWV OTPATNYIKWY HAG, XPNOILMOTIOIOUUE
ouykekpigévoug ociktes: ADR (Average Daily Rate), RevPAR (Revenue per Available
Room), Occupancy, Booking Pace, Cancellation Ratio ka1 Average Length of Stay.
MapdAAnAa, aglodoyoupe Tnv kepdoopia atod ancillary revenues (upselling, cross-selling),
OivovTag aTOUG CUVEPYATES UAG TTANPN €IKOVA TNG EUTTOPIKAG TOUG aTTOd00NG.

Sales Representation & Distribution

Qg exTTpOoWTTOI TTWARCEWY, BlaxelpIfdpacTe To channel mix WoTe va diatnpeiTal IcoppOTTia
avaueoa otig OTA ouvepyaoieg, Ta B2B cuppdAaia kai Ta direct kavaAia. MNMapdAAnAa pe 1n
oTpatnyikn agiotroinong Twv OTAS, evioxUoupe Ta direct kavaAia woTe Ta KATAAUPOTA VO
d1aTNPEOUV I0XUPOTEPN OXECN HE TOUG ETTIOKETTTEG TOUG KaI HEYAAUTEPO EAEYXO OTN
olapopewan Tipwyv. Me Tn white-label utrnpecia pag, 6An n emkoIvwvia yivetar oTo dvoua
TOU KATOAUMATOG, EVIOXUOVTAG TO brand Kai Tnv EUTTOPIKN TOU agia.



Automation & Continuous Improvement

AkoAouBwvTag TN PIA0COPIa Pag OTI “AUTOMATOTTOIOUME 6,11 Bev XpelddeTal avBpwWITIVO
Xép1”, aflotmoiouue RMS kai CRM cuaTtrjpata yia va BEATILWVOUUE TNV aTToO0TIKOTNTA. AUTO
Mag divel Tn duvaTdéTnTa va eoTidloupe o€ UWNANG agiag oTpatnyikés: demand generation,
personalization, loyalty programs kai long-term yielding. Me1d TnVv epapuoyr KaBe
OTPATNYIKNG, TTapakoAouBoulpe Ta atmoTeAéopaTta pEow KPIs aAAd kal epyalgiwv oTTwg NPS
KAl TTAATQOPHES KPITIKWY, ECO0QONIOVTAG OUVEXH avaTpo@odoTnon Kal BeATiwon.

Differentiation & Impact

H diagopotroinon Tng Hotelyzer éykeimal oto 611 dev TreplopideTal o€ BPaxutrpo0eoun
auénon mAnpornTag- avaAaupaver va avarrtuéel To brand kai va 1o TOTTo0eTACEI
OTPATNYIKA OTNV ayopd pE BIWOIPES TTPAKTIKEG revenue & yield management. O
OUVOUOOPOG TEXVOAOYIOG, OEDOUEVWV Kal avBpwITIVRG KPiong SI0o@AAICEl EUTTOPIKI
avaTTuén, augnon €c6dwvV Kal avTaywvVvIoTIKO TTAEOVEKTNMA YIO TOUG GUVEPYATEG Jag oTNV
eAANVIKN Kai 1BV ayopd PIAoEeviag.



