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Know who your customers are, what they want, what price they are prepared to pay and what they expect in return for that price. Act upon customer feedback.








Knowing your competitors strengths and weaknesses puts you in a better position to compete with them.


Collaborate with your competitors on joint marketing, develop packages and special offers together, and refer custom to each other. 











Go for added value and quality. Pay attention to small details; provide a superior customer experience.

















Understanding your fixed and variable costs helps you to make more informed pricing decisions about how much mark-up is appropriate. 











Monitor your prices to find out if your pricing decisions are giving you required results and make adjustments to your pricing strategy.














Pricing tips: Hotels





Whatever your price, your sales income should be more than all your running costs. On each sale that you make, the excess of the income over the direct cost of providing your product or service, provides a contribution towards your fixed costs.








Bundle your products and services, and price accordingly. Create a range of low to high value offerings. Cater for your value-conscious customers without lowering prices. 








Differentiate your business 


from competitor businesses. Offering superior customer service or great value will help give you a competitive edge. 








Tips for controlling your hotel costs








