
September 21, 2017 

SALES PROCESS  
Improving Your Pipeline & Closing Ratio With  

{Strategically} Creative Selling  



AGENDA:  

Hotel Challenges  
What’s working, what’s not - with data to support  
Case for change – what tools did we use to redirect 
Examples in action  
Results / Outcome  

 
 



SALES TEAM OBSTACLE: 

New Sales team  
Hotel Behind PACE 
Slow Response Lead time 
High Turndown % in lead finder worksheet   



 Growth in Total RPFs YOY 
 Growth in Room Nights YOY 
 Growth in Response time…. 
 Growth in Turn Down Ratio…. 



BREAKING DOWN THE TURNDOWNS… 



If we take TURNDOWN out of our vocabulary and thought 
process – how can we learn to maximize each group proposal?  



REDEFINING THE SALES ‘BUSINESS 
REVIEW’ PROCESS: USING THE MAXIMIZER 



CASE STUDY #1 - HOW FLEXIBLE IS FLEXIBLE?  



Cvent RFP had flexible dates – requested flex dates were unavailable.    
Called client – uncovered additional hot buttons (F&B)  
Offered 1 hour comp beer & wine reception for 7ppl (est cost $345 (plus 

potential standard rev)  
Gained $14k in rooms & $12k in F&B AND filling a gap in the GRC to 

create almost 3 weeks of group business flow  



HOW HAS THE MAXIMIZER WORKED FOR 
ONE OCEAN?  

 

4 groups requesting the same overlapping dates between 2/27/17 - 3/10/17: 
 
TEA Energy Symposium : 445 Room nights  = $192,292 total revenue 

2/27 – 3/1 (Originally Requested 3/6 arrival) 
Offered 2 hour mixology class for VIP attendees with our “famous” One Ocean Bartender, 
Hugh.   With tastings – Cost $680 ($1600 value to client) 

 
(Cvent lead) New York Life  : 178 Room nights = $76,531 total revenue  

3/6 - 3/8 (originally contracted 2/27 arrival) 
Offered 1 complimentary breakfast buffet for up to 75 ppl.  Cost $600 ($2550 Value to client) 

 
(Cvent lead) New York Life (2nd meeting!) 225 Room nights = $81,158 total revenue  

3/8-3/10 
Offered 1 complimentary breakfast buffet for up to 75 ppl.  Cost $600 ($2550 Value to client) 

 
FNF : 168 Room Nights = $51,784 total revenue  

3/27 – 3/30 (originally contracted 3/6) 
Offered 2 hour beer & wine welcome reception for up to 50 ppl.  Cost $460 ($2200 Value to 
client) 
$150 credit to spa for meeting planner  



TOTAL REVENUE SECURED =  
Room nights – 1016 = $401,765 
Total Estimated cost in concessions = $2490 

 

WHAT WOULD HAVE BEEN A FORMER TURNDOWN 
IN CVENT RESULTED IN….  



YTD OUTCOME 

Well trained, creative sales team  
Corrected PACE: +1478 2017 Definite Group rooms to STLY  
Healthy Pipeline with improved conversation ratio 
Decreased % turndown in Cvent  





WHAT I CAN OFFER YOU….  
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