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Ditching Excel for a more comprehensive 
and user-friendly revenue management 

system will automate reports and 
calculations and help you focus on a 

strategy to increase profits.
 

Think about the amount of time you spend at work each day doing the most mundane 

tasks. Now picture a tool that would eliminate all that wasted time by completing your 

routine daily responsibilities for you in an instant. Think about the time that would be 

freed up for bigger-picture jobs, for strategic thinking and improving the workflow. 

For hoteliers who use demand forecasts and segment their customers to refine their 

pricing strategies, technology has revolutionized their jobs. Instead of manually 

inputting data into Excel spreadsheets and running and printing reports to visualize 

the data, systems can crunch the numbers instantly and alert hoteliers to issues that 

might affect their demand and profit.

Revenue managers have become reliant on real-time data, instant access to reports 

and alerts. This allows today’s revenue manager to operate more strategically, using 

forecasts that look as far as 120 days out to ensure their inventory is  

priced appropriately.
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Here’s a look at how moving from Excel to a cloud-based revenue management 

application will shape the day-to-day activities of a revenue strategist.

Daily schedule impact
Managers looking to forecast and segment have always started with data from 

their property management systems. Until recently, analyzing the booking pace and 

pickup—essentially the number of room sold each day—was cumbersome but often 

enough to get by. 

Today, revenue strategists need to go to a much deeper level. They look at 

segmentation, such as how many transient guests and group guests booked, and then 

segment each of those buckets further. They look at pace by room type and pace by 

special events, for example. 

Here are some of today’s most common reports viewed:

 ▐ A KPI dashboard

 ▐ Arrivals and departures

 ▐ Stayovers

 ▐ No-show tracking reports

In addition, today’s revenue strategists rely on data to illustrate group trends, a 

demand calendar, a pricing matrix, a 10-day outlook and forecasts from  

30-90 days out.

Without a system, hoteliers must compile all these reports manually. Then comes 

the real time-consuming part: once all this data is analyzed, room prices are entered 

manually into a pricing matrix in Excel. From Excel, pricing and inventory are manually 

entered into all the various distribution channels—to the PMS, the CRS, a channel 

manager and any applicable extranets.

Today, revenue strategists 
need to go to a much 

deeper level.
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Once rates are determined and loaded, revenue managers must find time to analyze 

forecasts and group pickup as well as share reports with other departments that 

generate or affect revenue. Often times, by the time these tasks are completed, the 

initial data from the PMS is already out of date. A technology system that automates 

nearly all of those tasks will ensure you’re working with updated and fresh data. 

With a revenue strategy solution, alerts can eliminate most report running by notifying 

you in advance where your revenue opportunities are. For example, you’ll be alerted 

when business on the books increases or when your competitors raise or lower their 

rates. This allows you to react quicker to dynamic market conditions and adjust prices 

to maximize revenue.

Impact on weekly meetings
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Your hotel’s weekly revenue meeting might vary greatly from another hotel’s, 

depending on a variety of factors—size of hotel, segment, market, etc. But nearly every 

hotel operator holds a weekly meeting where various departments come together to 

coordinate efforts and ensure all managers are on the same page.

At the very least, the GM, director of sales and marketing and director of operations 

should attend the revenue manager’s meeting. In the past, while they might show up, 

none of these departments were too focused on the revenue manager’s strategies 

and reports. Today, savvy hotels understand that even with just access to forecasted 

occupancy for the next 90 days, operations teams can staff and market  

more appropriately.

In an ideal revenue strategy situation, these teams meet weekly to go over how 

the business is pacing by market segment for the next three months. The revenue 

team will prepare reports for this meeting, analyze those reports and establish 

recommendations. The entire group will discuss strategy moving forward. 

A technology platform helps all interested parties have access to the same data on the 

same platform. All department heads can have their own usernames and profiles with 

a multi-tenant cloud-based system. Reports and alerts can be customized for each of 

their needs so the revenue manager doesn’t have to manually fill spreadsheets and 

then tailor them for each department.

A Yield Meeting Report allows different departments to review all the key revenue 

metrics that they would during the weekly revenue meeting in real time and 

immediately implement rate changes.

No longer is the director of revenue management calling each department every day to 

relay alert or booking updates. The efficiency only increases when everyone is looking 

at the same data. A revenue strategy solution becomes a tool for collaboration across 

the entire hotel enterprise.

Nearly every hotel 
operator holds a weekly 
meeting where various 

departments come 
together to coordinate 
efforts and ensure all 
managers are on the 

same page.
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Less room for error
Let’s face it: our forecasts are never exact. Most hoteliers would agree that a demand 

forecast is considered accurate if it is within 3% on either side, high or low.

On top of that room for error, Excel is a deep and complicated program that can 

be highly susceptible to mistakes. It’s easy to change information, accidentally or 

intentionally. In the hotel revenue management space, one extra zero or a misplaced 

decimal point can have a huge impact on a forecast or pricing decision. 

A recent audit of Excel spreadsheets showed that nearly 90% of them contain serious 

errors and that the average cell error rates (the ratio of cells with errors to all cells with 

formulas) is 5.2%. So, if you’re using spreadsheets for forecasting or annual budget 

planning, many of your documents most likely have an error in them.

With Excel, preparing and running the necessary reports can be extremely time 

consuming. And by the time you’re ready to analyze the data, it’s often already old. 

When you’re using Excel spreadsheets, the data is only as up to date as the last time 

you imported it from another application, such as the PMS. 

More time for strategy
Excel offers a lot of capabilities and it will always have a place within hotel revenue 

strategy. But if hoteliers are spending all of their time in Excel, they’re simply compiling 

data. If you can move to a process where your data is already compiled and it’s fresh 

all the time, you can spend more time analyzing and creating a strategy. An efficient 

strategy to increase hotel profitability is much more helpful than  

creating spreadsheets.

As the hotel industry further understands the revenue management discipline, many 

more parties have become interested and have become a part of an overall revenue 

strategy. For example, the revenue team helps the housekeeping manager staff more 

efficiently and helps the marketing department create the most effective promotions. 

Revenue managers are the first point of contact for asset managers and  

financial teams.

If you’re using 
spreadsheets for 

forecasting or annual 
budget planning, many 

of your documents most 
likely have an error  

in them.
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Outside of day-to-day analysis and pricing, a revenue strategy system will help you 

evaluate data you hadn’t considered before. A system will go beyond historical data 

and include datasets such as web activity, weather patterns, air traffic and ratings and 

review data. For example, imagine you had an influx of travelers shopping your hotel, 

adding their dates and selecting a room type, but not booking. Wouldn’t you want 

to investigate? An instant alert via an RMS dashboard or an email could mean the 

difference between profit and loss.

Move to Open Pricing
Even if you had access to all that information to shape and modify your forecast, 

without a technology system your next steps would be using those recommendations 

to make manual rate changes across various channels. Using Excel only limits the 

amount of manual changes you can make on the fly, and hoteliers are beginning to 

understand that the more rate options you have available, the better. 

Today, instead of using a fixed-tier pricing approach that yields a Best Available Rate 

and offering fixed discounts off of that rate, using an RMS allows you to independently 

yield all channels, segments, room types and offers independently in real time. Forget 

making manual changes in the PMS or CRS. An automated system allows you to make 

hundreds of rate changes with a simple keystroke.  

For example, your king rooms might be priced $50 more than your doubles, and that 

difference is hard-coded into the PMS and always remains the same. If your hotel is in a 

city, near a convention center, it’s predominantly filled with business travelers typically 

seeking out king rooms. But if some weekend there’s not a convention in town and a 

local event is drawing families instead, the usually less desired double-double rooms 

may be in more demand and king rooms left empty. In that instance, why not yield up 

doubles and actually charge more for those than kings? 
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That hasn’t typically happened because of the manual work required to make those 

rate changes. By using a revenue management system integrated with other hotel 

systems, those and more rate changes can be done almost instantaneously.

Conclusion
Moving from Excel to an automated, cloud-based revenue management solution will 

immediately take your forecasting and pricing to the next level. Instead of crunching 

numbers and sweating over spreadsheets, you’ll be making more educated pricing 

decisions and increasing profits.

You’ll realize immediate increases in RevPAR through boosts in both occupancy and 

rate. Perhaps more importantly are the “soft ROI” benefits you’ll receive: time saving 

during the analysis and implementation stage, leading to more time for strategic 

decisions; the ability to yield room types and segments independent of each other; and 

the ability to track lost business, or customers who shopped your website and  

never booked.

Once implemented, the advantages will be obvious. Real-time data as well as instant 

access to reports and alerts will free up time, allowing you to study demand patterns 

further out and implement a strategy to ensure your inventory is priced appropriately.



About Duetto
With solutions that address the true challenge of today’s distribution 

landscape, Duetto provides unique and powerful revenue strategy tools to 

optimize profit and guest loyalty. Duetto delivers powerful insights on pricing 

and demand to hotels and casinos through a 100% cloud-based application.

Utilizing new consumer-centric data sets such as web shopping regrets and 

denials, social review, air traffic, weather and more, Duetto GameChanger 

transforms the way hotels and casinos price and sell rooms by providing better 

and more actionable information. Make informed distribution choices and 

independently yield all channels, dates and room types with open pricing to 

drive healthy revenue and optimize profitability.

Thanks to modern cloud architecture, new features and upgrades are delivered 

seamlessly with zero system downtime. This rapid innovation enables Duetto 

to provide an industry-leading user interface and experience that’s continually 

improving.

Working with and for the hospitality industry, 
Duetto is changing the game.


