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As a digital agency dedicated to hotels,
Aró Digital Strategy has been leading
the hospitality industry’s efforts to
maximise online revenues for 20 years. 
 
We provide website design, technology
solutions and marketing strategy to
over 200 luxury hotels in the UK, Ireland
and around the world.
 
Get practical tips across the three key
pillars of our business philosophy:
attract, delight and convert.

A Step In The Right Direction
Welcome to our complete guide to book-direct strategies for independent hotels - a
definitive handbook on how to get more reservations through your website and make
your hotel more profitable.

WHETHER YOU ARE A SEASONED
HOTELIER OR AN UP-AND-
COMING MARKETER, KEEP THIS
GUIDE AT HAND TO BUILD YOUR
BOOK-DIRECT STRATEGY.



Offers the lowest cost per acquisition of
all channels.
 
Allows for greater profitability and a
healthier bottom-line. 
 
Promotes customer loyalty and
increases return business.
 
Supports name recognition and
branding efforts.
 
Introduces upselling opportunities pre-
arrival.
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Get To The Bottom Line
While most industry insiders are aware of the importance of promoting direct bookings,
it is still worthwhile to refresh our memory and highlight the enormous benefits of a
razor-sharp book-direct strategy.

LET'S RECAP THE BENEFITS OF
A RAZOR-SHARP BOOK-DIRECT
STRATEGY FOR HOTELS. 



ATTRACT  

Looking Ahead
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Attract



Full Steam Ahead
BUSINESS STRATEGY

The most effective tool to
sell more rooms directly?
 
Offer the best price with
the best terms and
conditions on your own
website. 
 
While it may sound like a
cliche, your best rate
guarantee policy must be
the beginning and the end
of your digital marketing
plan.
 
Look at the world’s leading
hotel brands. Without
exception, they are all
committed to their best
price promise and most
importantly, their efforts
result in lasting loyalty. 
 
Assure your guests that
they get the best possible
deal directly from you and
make your mission to live
up to it.

MAKE A
PRICE PROMISE

Offer compelling reasons
to guests to book directly
on your website.
You may provide
complimentary welcome
treats, free leisure
activities or restaurant
credit - whatever you
choose, ensure that it
benefits your key target
markets. 
 
Arrange an upgrade for
one lucky booker through
a daily room lottery - it is a
bit of fun plus another
reason to choose your
hotel site over an OTA.
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REWARD GUESTS
 

ALWAYS OFFER
THE BEST PRICE
WITH THE MOST
FAVOURABLE
TERMS ON YOUR
OWN WEBSITE.

Online travel agents often
lock guests into rigid
arrangements. You can
differentiate your hotel by
presenting the most
attractive terms to direct
bookers - for example, late
cancellation policy or no
prepayment.
 
While money on the books
is great if you run a small
operation, guests will
reward you with their trust
if you offer the most
favourable conditions.

BE FLEXIBLE

https://skift.com/2019/01/30/hotel-direct-booking-efforts-create-lasting-loyalty-new-report


Demonstrate good faith by
offering to refund the
difference if guests find a
cheaper rate elsewhere.
 
Alternatively, you can
extend a complimentary
treat or reward points as
compensation.
 
The greater the payoff, the
more certain customers
will be that you present the
best possible rate online. 
 
Of course, this option will
only benefit your property
if your wholesale
distribution is confidently
under control.

Managing rate parity has
become a thankless task in
recent times. Discounted
prices - originally
contracted for wholesale
distribution - now regularly
sold on to customers
without any markup.
 
Some of the biggest
distributors - Booking.com
with Booking.basic and
Expedia with the Add-On
Advantage - have
introduced entire
programs to take
advantage of these parity
leaks. 
 
As difficult it might be,
independent hoteliers
must demand compliance
from wholesale partners
and feel empowered to cut
off distributors for serious
violations.
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INDEPENDENT
HOTELIERS
MUST DEMAND
COMPLIANCE
FROM WHOLESALE
PARTNERS.

TAKE A PLEDGE

CONTROL
DISTRIBUTION

https://www.aro.ie/blog/2019/04/02/marketing/why-booking-basic-is-bad-news-for-hoteliers/73-83/
https://www.hospitalitynet.org/news/4091868.html


We offer a conversion optimisation
service - essentially an in-depth analysis
of the purchasing path on your website.
We use a suite of cool tools: heatmap
analysis, A/B & split testing, landing
page optimisation and video recording.
 
Bringing conversion obstacles to the
surface, this review can greatly increase
revenue intake through your own
channel.

Google is slowly becoming one of the
major distributors in the travel industry.
 
Travellers not only can research their
next holiday destination but find flights,
hotels and make bookings without ever
leaving Google itself.

AróPRO TIP
Look at your online data regularly.
 
Try to see beyond revenue figures and
check for return visitors, bounce rate,
page load time.
 
Watch out for patterns and anomalies -
once you recognise key trends, take
swift action.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/services/business-strategy
https://www.google.com/travel
https://www.aro.ie/services/hotel-reports-for-management
https://www.hospitalitynet.org/opinion/4092864.html


Aim For The Stars
ONLINE ADVERTISING

Online travel agents and
metasearch engines
constantly bid on your
brand name using pay-per-
click ads.
 
Set up a brand PPC
campaign to compete with
third-party entities that
also bid on your hotel’s
name.
 
You will get more visibility
as text-based ads will
appear when keywords
related to your hotel’s
brand name are typed into
Google or Bing.  
 
It will be a worthwhile
venture.
 
Click through rates are
much better than using
generic terms and return
on your investment is
almost guaranteed.

PROTECT
YOUR BRAND

 

When you have done the
hard work of getting
customers to your website,
it is disappointing if they
leave without completing a
booking. Remarketing can
remedy this issue. 
 
You can set up campaigns
that will remind people to
return to your website to
reserve their stay. 
 
Using colourful display
visuals, remarketing ads
will engage your audience
and keep your brand on
the top of travellers’ mind.
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GET ANOTHER CHANCE

BRAND PPC
GENERATES
QUALITY TRAFFIC
WITH HIGH
CONVERSION
FIGURES.

Get in front of customers
with non-brand PPC
advertising. Just as brand
campaigns, these ads are
triggered by keywords
typed into search engines -
in this case, with generic
terms related to your
business. 
Targeted, cost-effective
and highly measurable,
these campaigns can guide
travellers to landing pages
improving conversion rates
and direct revenue.

EXPERIMENT
WITH PPC

https://www.aro.ie/blog/2019/05/12/marketing/ppc-for-hotels---the-ultimate-guide/73-84/


Google's own metasearch
engine, Google Hotel Ads
give customers a way to
evaluate pricing,
availability and booking
options without ever
leaving the search page. 
 
Whether guests are
looking up your brand
name or just exploring
options in your location,
they will be shown rates
linked to OTAs, global
metasearch engines and -
if you opt in - to your own
booking engine.
 
Displaying up-to-date
availability, Google Hotel
Ads will always pull the
cheapest rate from your
booking engine for the
dates selected. As you only
pay when your ad
generates a click or a
booking, this is a risk-free
way of capturing leads and
improving conversions.

Metasearch engines are
the supermarkets of the
travel world. Combining
information from
hundreds of sites, they let
customers compare rates
for their destination in one
place.
 
As their popularity
continues to grow, hotels
must manage their
placement on the leading
metasearch engines:
HotelsCombined,
TripAdvisor, Trivago, Kayak
and Google Hotel Ads
(more on this platform
later). 
 
If your paid plan allows
you to link directly to your
own website, create a
unique offer with a specific
link to easily track
bookings. Make it enticing -
not only you compete with
OTA listings, but also
against other hotels in
your area listed on
metasearch.
 
An attractive incentive can
lead users to discover
more about your hotel if
you stand out from the
crowd.
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GOOGLE HOTEL
ADS ARE A RISK-
FREE WAY TO
CAPTURE LEADS
AND IMPROVE
CONVERSION. 

GO WITH GOOGLE

EXPLORE
METASEARCH



As a Google AdWords and Bing
advertising partner, we have extensive
experience in creating highly profitable
search marketing campaigns for our
hotel partners.

If your hotel has experienced a
decrease in search volume for brand
related keywords, it can benefit from a
brand power campaign.
 
The aim of these campaigns is to
elevate your profile and boost search
activity for your brand.
 
As Google’s algorithm rewards popular
brands, your hotel is more likely to
show up among the top results.

AróPRO TIP
Look into lookalike audiences for your
campaigns.
 
Using data intelligence, these ads can
find consumers that look like the most
loyal guests in your own database.
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CAN WE HELP? DID YOU KNOW?

https://www.aro.ie/services/ppc-advertising
https://www.aro.ie/blog/2018/06/08/direct-booking/5-ways-to-market-your-hotel-on-facebook/73-71/


Get In Touch
EMAIL MARKETING

Less is a lot more when
putting together your ezine
content.
 
Your readers should be
able to get the key
message just by glancing at
it. Choose striking visuals
supported by an inviting
narrative to appeal to your
guests’ emotions.
 
Settle on one compelling
offer and get call-to-action
right with a prominent
button above the fold.
 
Sign up with a reliable
email provider and use
consistent, branded
templates for your
mailings.
 
Test emails on multiple
browsers and devices to
guarantee a uniform look
to all contacts. Templates
must be mobile friendly to
maximise conversion.

SPARK EMOTIONS

To increase open rates,
create exclusive packages
for your subscribers that
are only bookable through
your ezine.
 
Direct traffic to dedicated
landing pages and link the
promotion to your booking
engine. Put a time limit on
the offer to create a sense
of urgency. 
 
These special deals will not
only grow revenue but
foster loyalty with your
most valuable customers.
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MAKE IT EXCLUSIVE

 

IF YOU
ONLY HAVE
LIMITED FUNDS,
MAKE EMAIL
MARKETING A
PRIORITY.

 

Email marketing should be
your best friend. It helps
you develop a direct
relationship with
customers and can reduce
dependence on OTAs.
 
Email marketing is cost-
effective, targeted and
efficient. What’s not to
love? 
 
To enjoy long-term
benefits, commit to a
yearly calendar around
special events, holidays,
seasonal offers.

COMMIT TO
A CALENDAR

https://www.aro.ie/services/email-marketing


The best thing about email
campaigns? Instant
feedback. Unlike most
marketing tactics, ezines
provide on-the-spot
results.  
 
If you are using a
reputable platform, you
should get access to a
dashboard providing you
with invaluable data to
optimise future mailings. 
 
Analyse the best
performing offers, look at
open and click-through
rates, track engagement to
continuously improve
performance and get a
better return on
investment.

Work tirelessly to create a
legitimate, well-segmented
customer database. It may
prove to be challenging to
get your operations team
fully on board, but your
efforts will be rewarded.
 
Correct data collected from
past guests is an absolute
goldmine enabling your
marketing team to turn
leads into revenue. In
addition to room
reservations, hotels have
countless opportunities to
grow their audience: social
media competitions,
corporate events, wedding
fairs, spa open days,
restaurant reservations. 
 
Be mindful of strict
European data regulations.
GDPR legislation demands
that your business has
proof of consent for each
and every subscriber. If in
doubt, play it safe. Don’t
risk racking up serious
fines.
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CORRECT DATA
COLLECTED FROM
PAST GUESTS
IS AN ABSOLUTE
GOLDMINE
FOR YOUR HOTEL. 

DEEP DIVE
INTO DATA

BUILD A DATABASE



Using our intuitive email marketing
software, you can create and activate
email campaigns instantly.
 
Set up is simple, training time is minimal
so you can focus on driving revenue for
your hotel.

Adequately segmented email campaigns
result in a 20% higher open rate, a 70%
higher click-through rate and a 73%
higher revenue per recipient than non-
segmented campaigns.

AróPRO TIP
Ditch discounts and think added value.
 
Consider creating exclusive deals for
your email campaigns that provide
exclusive benefits to your customers.
 
Think complimentary upgrade, inclusive
breakfast, welcome amenities, a free
leisure activity, extra loyalty points or no
supplement for children.
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CAN WE HELP?

 

DID YOU KNOW?

https://www.aro.ie/services/email-marketing
https://www.phocuswire.com/Revinate-hotel-email-marketing-report


10 Reasons To
Use Email Marketing
CHECKLIST

1. Direct Booking Drive 
 
2. Exclusive Content  
 
3. Direct Communication Channel 
 
4. Shareable Information
 
5. Measurable Results 
 
6. Precise Targeting 
 
7. High Conversion Rates
 
8. Increased Brand Awareness 
 
9. Guaranteed Return On Investment
 
10. Cost Effective Pricing
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Delight



Take Control
DIGITAL BRANDING

Increase brand credibility
by taking ownership of
your online reviews. 85%
of consumers trust online
reviews as much as
personal
recommendations.
 
Deploy professional tools
such as Revinate or
ReviewPro to track
customer conversations.
 
Take time to answer every
review - in return, potential
guests will look upon you
as a business that values
input. 
 
When replying to a
comment, use it as an
opportunity to engage with
undecided travellers.
 
Be friendly and informative
to increase the likelihood
of direct bookings.

MANAGE YOUR
REPUTATION

 

As an independent
property, your greatest
advantage is your unique
profile - an individual
charm that will set you
apart from big brands. 
 
Make sure that your hotel’s
personality shines through
from the very first online
interaction.
 
Breathtaking full-screen
imagery, unique
typography, expertly
crafted copy - all elements
on your website should be
aimed at telling your story.
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TELL YOUR STORY
 

OFFER
INFORMATION
THAT MAKES
TRAVEL HASSLE-
FREE FOR YOUR
GUESTS.

 

Customers are constantly
looking for answers. Are
your family suites baby-
proofed? Which room is
the furthest away from the
elevator? 
 
Your team is a powerhouse
of data - take advantage of
it. No OTA facilitates this
kind of detail, but you can
get ahead of the curve by
offering information that
makes travel hassle-free
for your guests.

HAVE ALL
THE ANSWERS

 

https://blog.hubspot.com/service/get-customer-reviews
https://www.aro.ie/blog/2019/02/03/design/7-hotel-website-designs-that-will-set-the-trend-in-2019/73-81


Highlight your unique
selling points at every
opportunity.
 
Use your website content
(headlines, descriptions,
images, videos, special
offers), social media
channels, guest
communication, online
advertisements as a
platform to pitch your
property to prospective
customers.  
 
Show clearly what sets you
apart from your
competitors. Is it your
location? Price? Prestige? 
Make it easy for guests to
choose you.

Understanding the needs
of target markets is central
to any marketing strategy.
Want travellers to book
direct with you? Speak
their language. 
 
If you run a historical
country house surrounded
by acres of land, your
guests will want to read
about beautiful nature
walks and view photos of
various leisure activities.
 
As a city centre boutique
hotel known for fun, you
will probably be
communicating with a
younger audience.
Highlight your proximity to
popular nightlife spots. 
 
Capture visitors with
information that is highly
relevant to their needs.
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SHOW WHAT
SETS YOU APART
FROM YOUR
COMPETITORS.  
MAKE IT EASY
FOR GUESTS TO
CHOOSE YOU.

MAKE A
PROPOSITION

KNOW YOUR
AUDIENCE



Knowing your own business inside out
can put you at a disadvantage
sometimes.
 
Our dedicated account managers act as
an independent advisor to look at the
big picture, ask difficult questions and
help to overhaul business strategy when
necessary.

In addition to traditional service basics
(clean room, decent maintenance, great
value, good location, quiet room),
guests have come to expect new
differentiators from hotel providers
such as high-quality bars and
restaurants, inviting public spaces,
modern fitness facilities and sustainable
practices.

AróPRO TIP
Hoteliers are experts at service recovery
in real life - but they must be prepared
to deliver the same service online.
 
Take time to answer every negative
online review. Acknowledge and
apologise, but it is best to keep your
reply brief.
 
Avoid entering a heated exchange and
try to take the conversation offline.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/services/business-strategy
https://www2.deloitte.com/us/en/pages/consumer-business/articles/hotel-guest-experience-strategy.html


Capture The Imagination
WEB DESIGN

 
 
Mobile usage has now
overtaken desktop
browsing. As OTAs are
leading the way with
pioneering mobile
experiences, hotels need
to adapt to customer
expectations too. 
 
The goal of responsive
design is to build flexible
web pages that detect the
user's screen size and
change the layout
accordingly. Whether the
browser is looking at your
site on a desktop, tablet or
smartphone, with
responsive approach
content will render
perfectly on all screen
sizes. 
 
Responsive sites treat
visitors to a superior
experience - resulting in
happier users, lower
bounce rates and higher
conversion figures.

GO RESPONSIVE

 

Travel is a touchy-feely
business. Since customers
often make choices with
their heart, your website
needs to appeal to their
emotions. 
 
Powerful photographs and
stunning videos are your
best tools to create a rich
sensory experience and
connect with potential
guests. Visuals build trust
as well as bring attention
to unique features. Yes,
they are quite an
investment but high-
quality photography and
killer video content will pay
dividends in the long run.
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GET THE PICTURE
 

UPGRADE YOUR
WEBSITE TO
RESPONSIVE
DESIGN FOR A
SEAMLESS USER
EXPERIENCE.

 

Don’t make your site
complicated for the sake of
being different.
 
Never underestimate the
power of a clean layout
and simple navigation. 
 
Your designer must ensure
that content is easy to read
with the use of a maximum
of three typefaces, while
primary and secondary
buttons are easily
distinguished.

KEEP IT SIMPLE

https://blog.hubspot.com/marketing/improve-your-websites-user-experience
https://www.aro.ie/blog/2018/10/19/design/island-paradise-shines-in-digital-storytelling/73-76/
https://www.aro.ie/blog/2019/02/03/design/7-hotel-website-designs-that-will-set-the-trend-in-2019/73-81/


Install an eye-catching
booking panel on the top
of the homepage and
make this widget
accessible from
everywhere on the site.
 
Highlight book-direct
incentives at every
opportunity - booking
widget, accommodation
page, special offers - to
improve conversion. In the
rooms’ section, be sure to
list all your amenities,
bullet point features,
showcase rates clearly and
always include a booking
button.
 
Use engaging pop-ups to
draw attention to your
latest offers.

Make a memorable first
impression with your
homepage.
It only takes a person 50
milliseconds to form an
opinion about your
website.
 
Travellers shop around
and visit dozens of sites
when researching a
destination. This is your
chance to set the mood,
ignite their imagination
and let guests picture
themselves in your hotel. 
 
Welcome visitors with a
powerful full-screen photo
or video above the fold. 
 
Allow for plenty of negative
(empty) space to bring
attention to the most
important elements on the
page.
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DEFINE THE
CUSTOMER'S PATH
TO PURCHASE AND
SET SIGNPOSTS
ALL THE WAY
TO CHECK-OUT.

MAKE YOUR POINT

CREATE AN
IMPRESSION

https://www.forbes.com/sites/forbestechcouncil/2018/04/24/the-four-web-design-trends-businesses-should-actually-care-about


We have spent decades creating
bespoke websites for luxury hotels
seeking a better way to tell their story
and engage their customers.
 
Whether you are looking to launch a
new website or keen to improve your
existing platform, get in touch to set up
a commitment-free consultation.

In recent years, the average human
attention span has decreased from 12
seconds to just eight.
 
To provide some context, that is one
second shorter than the average
attention span of a goldfish.

AróPRO TIP
Audit your own site from time to time. 
 
Check that links are working, pages are
updated and the customer’s path to
purchase is uninterrupted.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/services/engaging-design
https://medium.com/@protoio/6-mobile-design-trends-to-watch-in-2019-8ab68112666e


10 Must-Have Hotel
Website Features
CHECKLIST

1. Effective Reservation System 
 
2. Book Direct Calls-To-Action
 
3. Conversion-Driven Design
 
4. Responsive Layout 
 
5. Customisable Design
 
6. Easy Navigation
 
7. Defined Path To Purchase
 
8. SEO Friendly Build 
 
9. Fast Load Time 
 
10. GDPR & Accessibility Compliance
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Hit The Right Notes
WEBSITE CONTENT

Incorporate genuine user-
generated content into
your website to build
authenticity. Present guest
photos in a dedicated
gallery. Authentic
experiences are the best
online currency.
 
Want more activity?  Set up
a social challenge or an
exciting competition with a
campaign hashtag to
produce additional images.
 
Online reviews are
essentially modern-day
word of mouth. Build trust
with your future guests by
featuring customer
feedback along with your
offers.
 
Various forms of social
proof - award badges,
rating widgets, social
media followers - can all
enhance booking
conversion.

LET OTHERS TALK

Don’t limit your book-
direct strategy to your
website.
 
Come up with a handful of
enticing benefits and use
all your marketing tools to
get this message across. 
 
Feature your direct
booking incentives on
guest communication,
email signatures,
remarketing or display ads,
WIFI login pages, Google
profile - anywhere your
guests are likely to
research your property.
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GO ALL OUT
 

COLLABORATE
WITH YOUR
SOCIAL FOLLOWERS
TO CREATE
NEW, ENGAGING
CONTENT.

Know your audience and
tailor your website content
to your core target market. 
As a business hotel, talk to
your guests about fast
WIFI, workspaces, room
service. If you are a holiday
destination, list all your
leisure facilities right on
the homepage. 
Your guest relations team
answers questions every
day. Build on this
information to better serve
your customers.

DELIVER
THE MESSAGE

https://econsultancy.com/creative-examples-user-generated-content-marketing


When you really want to
set your website apart
from OTAs, get creative
with accommodation
packages.
 
Presenting value-added
offers can encourage
guests to book direct and
give your hotel site an
exclusive edge. 
 
Don’t worry if your
package idea seems a bit
far-out. You may not
generate many bookings,
but if your concept is really
noteworthy, the press
coverage alone will be
worth the effort.  
 
But tread carefully. Keep
options to a maximum of
three to five packages.

Give your guests a good
reason to book direct. 
 
Enhanced experiences
such as room upgrade, late
check out, lounge access or
reward points are the most
popular perks. 
 
Book-direct benefits can
differentiate your offering
from OTAs. 
 
True, independent hotels
have a lot less room to
play with incentives
compared to big brand
chains, but you can rely on
creativity and character.
 
If you run a country house,
perhaps you can offer
complimentary horse
riding; as a city corporate
hub, your guests may
welcome free dry-cleaning.
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TOO MANY
CHOICES CAN
OVERWHELM USERS
WHO END UP
ABANDONING THE
BOOKING PROCESS.

GET CREATIVE

INCREASE
YOUR VALUE



We offer a straightforward content
management system to our clients that
is simple to use and easy to navigate -
allowing hoteliers to effortlessly update
website content.

In early 2017, 63% of businesses were
using video as a marketing tool. By the
start of 2018, that had risen to 81%. 
 
Now in 2019, the number has increased
again to 87%.

AróPRO TIP
Keep content up-to-date at all times. 
 
Nothing says slipping standards like a
long forgotten brochure from years ago.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/services
https://blog.hubspot.com/marketing/state-of-video-marketing-new-data
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Convert



Back To The Basics
BOOKING EXPERIENCE

How to make your brand
website the most powerful
channel in your
distribution?
 
Perfect the booking
process - especially on
mobile devices.
 
Ensure that your booking
engine is fully responsive
so it automatically adjusts
to any screen size.
 
Mobile friendly design
equals seamless user
experience from
anywhere, at any time.

PERFECT
MOBILE BOOKINGS

 

Implement an easy-to-use
and visually enticing
booking widget on your
website. Follow design best
practice and make sure
that the booking panel is
visible at all times - even if
the user scrolls to the
bottom of a page. 
 
Highlight the benefits of
booking direct. Simple
notes of reinforcement
around the widget - best
rate guaranteed, book now
/ pay later, free wifi - have
a major impact on the
user’s decision-making
process.
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SHOW THE WAY
 

THE LONGER IT
TAKES TO MAKE 
A BOOKING,
THE MORE LIKELY
GUESTS WILL EXIT
IN FRUSTRATION.

 

If the goal is to maximise
conversions on your site,
make the booking process
short and simple.
 
Keep it under four steps
with straightforward and
user-friendly navigation. 
 
Review your booking form
and remove any
unnecessary questions. 
 
Offer a quick and easy
payment option with
instant email confirmation.

MAKE IT EASY



Remember to keep the last
available room for your
own channel.
 
If you want guests to
choose you over OTAs, you
must assign availability to
your website as a priority
over third-party suppliers.

If you have confidence in
your best rate guarantee
and your room distribution
is well-managed, consider
installing a price
comparison widget on the
booking engine.
 
Users can quickly compare
prices with third-party
channels right on your own
website - increasing the
chances of conversion.
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ALWAYS ENSURE
THAT RATES
ARE SET UP
AT LEAST
12 MONTHS
IN ADVANCE.

GIVE YOUR SITE
PRIORITY

COMMIT TO
TRANSPARENCY



We offer a free audit to hotels
measuring speed, SEO and technical
parameters that can affect website
traffic and customer engagement. 
 
Sign up on our website.
 
No fee. No commitment. Just honest
feedback.

Voice search has been tipped as an
emerging trend for a number of years
and in 2019 it has fully emerged.
 
Voice powered technology is gaining
real traction: 39% of travellers have
used voice assistants during a trip.
 
Business travellers, in particular, are
keen users of voice, with 81% claiming
to have used mobile voice assistants
during a trip.

AróPRO TIP
If your property boasts a range of room
types, consider withholding the higher
categories from third-party sites to
provide exclusivity.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/website-audit
https://www.phocuswire.com/Travelport-mobile-customer-demands-2019


10 Top Booking Engine
Features
CHECKLIST

1. Responsive Layout 
 
2. Conversion-Focused Design
 
3. Competitive Commission Fee 
 
4. Easy Implementation 
 
5. Urgency Triggers 
 
6. Custom Branding  
 
7. Privilege Login 
 
8. Support For Multiple Languages & Currencies
 
9. Integration With Channel Managers & PMS
 
10. Intelligent Reporting

3 0

 



Look To The Future
TECHNOLOGY

Traditionally, Google used
your desktop site to
determine your ranking in
search results. Going
forward the search giant
will use the mobile version
of your website for
indexing.
 
Why? Many businesses
offer a poor mobile
experience so Google has
taken it upon itself to push
companies towards
improvement. 
 
What to do to stay on
track? Make sure that the
mobile form of your
website provides the same
engaging content as the
desktop version - including
top quality photographs
and videos.

PUT MOBILE FIRST

 

Use exit intent technology
to increase conversions on
your website.
 
Allowing you to make a
final appeal to guests
before they click away
from your site, exit
messages can alter
customer behaviour.
Unlike traditional pop-ups,
they detect when users are
about to leave and act in
order to change their
actions.
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LAST EXIT

THE WAY PEOPLE
COMMUNICATE IS
RAPIDLY CHANGING
- AND HOTELS
MUST CHANGE
WITH IT.

 

Allow guests to ask
questions through new
and innovative channels
such as Facebook
Messenger, WhatsApp or
live chat. 
 
Implemented directly on
your website, live chat can
connect customers to your
guest services in real time.
You can choose from a
range of ready-made chat
software.
 
Instant messaging adds a
human touch to online
interactions and helps
overcome conversion
obstacles.

ANSWER ANYTIME

https://searchengineland.com/ready-or-not-googles-mobile-first-indexing-is-here-307052
https://www.aro.ie/blog/2018/11/05/technology/mobile-first-indexing-for-hotels--the-what,-why,-when,-who--where/73-77/
https://www.hospitalitynet.org/opinion/4091839.html


For every extra second it
takes your site to load, you
lose out on revenue. As
customer attention span is
fast declining, speed has
become the most
important requirement for
e-commerce businesses.
 
Fast page load time makes
an excellent first
impression - leading to
greater engagement, lower
bounce rate and ultimately
better conversion.
 
Google will also reward
your efforts and take this
into consideration when
ranking your site.

As an e-commerce service
provider, your most
important duty to
customers is to safely
handle their personal
details and credit card
number. 
 
Until recently, only the
booking pages were
typically encrypted on
hotel websites, but now is
the time to upgrade your
whole website to HTTPS. 
 
This will provide browsers
with a safe connection to
your pages - essentially
communicating in code so
no one else can read
private information. Online
shoppers are security
conscious - a safer setting
can help you to close sales.
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SPEED HAS
BECOME THE
MOST IMPORTANT
REQUIREMENT
FOR E-COMMERCE
BUSINESSES.

KEEP UP TO SPEED

GET THE
BASICS RIGHT

https://moz.com/blog/amp-digital-marketing-2018


Digital trends and technology change at
lightning speed.
 
Keep up with the latest hotel online
marketing trends with the help of our
blog. 
 
We promise hands-on, jargon-free
advice that will make your life a little bit
easier.

A major Google study found that as
page load time goes from one second to
10 seconds, the probability of a mobile
site visitor bouncing increases 123%.

AróPRO TIP
Make sure that your website follows the
Web Content Accessibility Guidelines. 
 
For example, the site provides text
alternatives for any non-text content (so
it can be changed into braille, speech
and symbols) and colour is not used as
the only visual mean of conveying
information.
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CAN WE HELP?

 

DID YOU KNOW?

 

https://www.aro.ie/blog
https://www.w3.org/WAI/WCAG21/quickref
https://www.thinkwithgoogle.com/marketing-resources/data-measurement/mobile-page-speed-new-industry-benchmarks


Get To Know Us
ABOUT THE AUTHORS

JUDITH PASZTOR DUFFY

Judith Pasztor Duffy is a digital
marketing consultant at Aró. 
 
A journalism graduate, Judith has
worked as an in-house marketer with
several high-end hotels in Europe and
the Middle East. In an agency capacity,
she has championed digital strategies
for luxury brands. 
 
Judith loves to explore beautiful hotels
around the world and is always on the
lookout for her next travel destination.

Aró Digital Strategy is a creative web
design and digital marketing agency
with 20 years of experience, specialised
in delivering technology solutions,
sleekly designed websites and digital
strategies to independent luxury hotels.
 
As a digital marketing agency, Aró
Digital Strategy has made a difference
to over 300 businesses online through
SEO, email marketing, pay-per-click
advertising, user experience and
conversion optimisation.
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ARÓ DIGITAL STRATEGY



Drop Us A Line
HOTEL SUPPORT

 

IRELAND
Phone: + 353 91 597200
Email: sales@aro.ie
Na Forbacha 
Gaillimh, H91 YD2T
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We hope that through useful tips and best practice examples our guide has given you the
tools you need to drive more direct bookings. If you are looking for expert advice to
create a comprehensive strategy for your hotel, feel free to reach out to us.

UK
Phone: + 44 203 744 4401
Email: sales@aro.ie
67 Grosvenor Street 
London W1K 3JN


