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SECTION 02

2.0

Executive Summary

The difference between an optimised
SA property and an unoptimised one
is not marginal — it is substantial. In
the London market, properties under
professional revenue management
consistently earn 40-80% more per
available night than those managed
with flat pricing and single-platform
listing.
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Property Intel's SA Revenue Optimisation service applies
dynamic pricing intelligence, listing SEO, professional
photography, multi-platform distribution, and continuous
market benchmarking to every property in our portfolio.
The objective is clear: maximise your Revenue Per
Available Night (RevPAN) within the 90-night annual limit.

Revenue optimisation is not a one-time setup. Itis a
continuous discipline — daily pricing adjustments, weekly
occupancy reviews, monthly benchmarking, and quarterly
strategy overhauls. Every night your property is available is
a revenue opportunity, and our role is to ensure no
opportunity is wasted.

REVENUE OPTIMISATION AT A GLANCE

Pricing Strategy Dynamic — automated and market-responsive

Platforms Airbnb, Booking.com, VRBO, direct bookings

Benchmarking Monthly against 10-15 comparable properties

Photography Professional, refreshed annually

Reporting Monthly RevPAN, ADR, and occupancy
analysis

Constraint All revenue modelled within 90-day

compliance limit


http://booking.com/

SECTION 03

3.0

Who This Is For

A property losing just 20% of its
potential revenue across 90 nights at
a £150 ADR is leaving approximately
£2,700 per year on the table.

PI-SA-011
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CLIENT PROFILE

REVENUE CHALLENGE

SA Operators

Landlords Exploring SA

Portfolio Investors

Overseas Investors

THE COST OF NOT OPTIMISING

FACTOR

You are running SA but suspect you are
leaving revenue on the table. Your pricing is
manual, your listings are underperforming, or
you lack market data to benchmark your
performance.

You want to understand the revenue potential
of SA before committing. You need a realistic,
data-backed projection — not a sales estimate.

You have multiple properties and need
consistent revenue optimisation across the
portfolio, with consolidated performance
reporting.

You need confidence that your London
property is being priced and managed to
maximise returns, with transparent monthly
reporting.

ESTIMATED REVENUE LOST

Static pricing (no dynamic adjustment)

Amateur photography

Single-platform listing (Airbnb only)

No gap-night strategy

No event-based pricing

15-30% of potential revenue

20-40% lower conversion rate, reducing
bookings

15-25% fewer bookings than multi-platform

5-10% of available nights go unbooked

Peak-period revenue left on the table

A property losing just 20% of its potential revenue across
90 nights at a £150 ADR is leaving approximately £2,700

per year on the table.



SECTION 04

4.0

What We Handle

We deploy institutional-grade
dynamic pricing technology that
adjusts your property's nightly rate
automatically based on:

PI-SA-011
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4.1 DYNAMIC PRICING

We deploy institutional-grade dynamic pricing technology
that adjusts your property's nightly rate automatically

based on:

FACTOR DESCRIPTION

Demand Real-time search and booking demand in your
area

Seasonality Seasonal demand patterns specific to London
(summer peak, December holidays, January
trough)

Day of Week Weekday vs. weekend demand differentials
(varies by location — Canary Wharf: strong
weekday, Shoreditch: strong weekend)

Events Major London events, exhibitions,
conferences, sporting events within proximity

Competitor Pricing What comparable properties are charging for
the same dates

Lead Time How far in advance the date is (last-minute
availability may be discounted, far-out dates
may carry a premium)

Occupancy Position How full your calendar is for the coming period

(higher occupancy supports higher rates)

Your rate is adjusted daily — not weekly, not monthly. Daily.

4.2 LISTING OPTIMISATION

A listing that ranks highly in platform search, converts
browsers into bookers, and justifies premium pricing
requires:

ELEMENT WHAT WE DO




Title

Description

Photography

Amenities

Search Keywords

4.3 MULTI-PLATFORM DISTRIBUTION

PLATFORM

Descriptive, keyword-rich, highlighting key
property features and location

Structured, scannable, benefit-focused.
Tailored to the target guest profile.

Professional photographer commissioned.
Minimum 20 images. Hero image showcases
best feature. Annual refresh.

Every amenity accurately listed and
highlighted (guests filter by amenities —
missing entries mean missing bookings)

Listing content optimised for the search terms
guests use (e.g., "near Canary Wharf," “close
to DLR,"” "workspace")

STRATEGY

Airbnb

Booking.com

VRBO

Direct Bookings

Primary platform for leisure and short-stay
guests. Superhost status maintained. Instant
Book enabled.

Strong for business travellers and European
guests. Genius programme participation for
ranking boost.

Secondary platform targeting family and group
travellers.

Property Intel booking channel. 5-10% below
platform rate. Repeat guest programme.

Calendar synchronisation ensures no double bookings.

Revenue is distributed across platforms to reduce

dependency on any single channel.

4.4 GAP-NIGHT MANAGEMENT


http://booking.com/

Isolated 1-2 night gaps between bookings are one of the
most common sources of lost SA revenue. We manage
these actively:

e Automatic gap-night detection when a gap appears in
the calendar.
e Minimum stay reduced to 1 night for gap dates.

¢ Discounted pricing (10-20% below standard) to
encourage quick booking.

¢ Instant Book enabled specifically for gap nights to
maximise conversion speed.

4.5 MARKET BENCHMARKING

Every managed property is benchmarked monthly against
10-15 comparable properties within a 1km radius.

10

WHAT WE COMPARE WHY

ADR Is your property priced correctly relative to the
market?

Occupancy Are you capturing your fair share of demand?

RevPAN Is your overall revenue efficiency above, at, or

below market?

Review Score Does your review score support premium
pricing?
Listing Quality How does your listing compare visually and

content-wise?

Benchmarking data is included in your monthly owner
report with commentary on performance relative to the
market.
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5.0

The Property Intel Process
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INITIAL REVENUE SETUP (DURING PROPERTY

ONBOARDING)

PHASE

WHAT HAPPENS

Market Analysis

Pricing Strategy

Launch Discount

Listing Creation

Dynamic Pricing Activated

ONGOING REVENUE MANAGEMENT

We identify 10-15 comparable properties and
analyse their pricing, occupancy, and revenue
performance.

We set a base price, minimum price, and
maximum price based on market data — not
assumptions.

A 10-15% introductory discount generates
initial bookings and reviews (critical for
platform algorithm traction).

Professionally written, photographed, and
optimised listings created across all platforms.

The pricing engine goes live, adjusting rates
daily from the first booking.

ACTIVITY FREQUENCY
Dynamic pricing engine monitoring Daily
Gap-night review and pricing Daily
Occupancy and forward-booking review Weekly
Event calendar update and pricing adjustment Monthly
Market benchmarking and ADR comparison Monthly
Listing content and photography review Quarterly
Full pricing strategy overhaul (if needed) Quarterly



Annual market re-analysis and photography
refresh

Annually

13
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6.0

Risk Protection
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RISK HOW WE PROTECT YOUR REVENUE

Overpricing Dynamic pricing responds to market signals. If
demand is soft, rates adjust downward to
maintain occupancy — but never below the
minimum price floor.

Underpricing Minimum price floor prevents rates dropping

Platform Dependency

Review Damage

Market Disruption

Photography Staleness

below a level that covers operating costs.
Monthly benchmarking identifies any
sustained underpricing.

Multi-platform distribution across Airbnb,
Booking.com, VRBO, and direct bookings. No
single platform represents more than 50% of
total bookings.

Proactive guest experience management
prevents most negative reviews. Sub-4-star
reviews trigger immediate root cause analysis.
Professional review responses mitigate
reputational impact.

Continuous market monitoring identifies shifts
in demand, new competition, or
macroeconomic changes. Pricing strategy
adjusted accordingly.

Annual photography refresh ensures listings
remain competitive. Seasonal updates for
properties with outdoor features.


http://booking.com/

SECTION 07

7.0

Compliance Assurance

Revenue optimisation at Property Intel
operates strictly within the
compliance framework:

PI-SA-011
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e All revenue projections are modelled on a maximum of
90 available nights per calendar year (unless the
property has planning permission for additional nights).

¢ Pricing is transparent and total — no hidden fees or
misleading pricing practices.

e Platform terms of service are adhered to across all
channels.

e Guest data used for repeat marketing complies with UK
GDPR.

e Listing content is accurate and substantiated — no
misleading claims.

Revenue optimisation is about maximising the value of
every available night — not about circumventing rules or
cutting corners.
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8.0

Why Property Intel
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DIFFERENTIATOR
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DETAIL

Data-Led, Not Intuition-Led

London Market Specialists

Technology-Enabled

RevPAN Focused

Transparent Reporting

90-Day Aware

Every pricing decision is based on market
data, demand signals, and performance
analytics. We do not guess — we analyse.

We understand the demand dynamics of the
London SA market at borough and
neighbourhood level. Canary Wharf is not
Shoreditch. Bethnal Green is not Greenwich.
Our pricing strategies reflect local demand
patterns.

Institutional-grade dynamic pricing, market
intelligence, and automated distribution
systems. The same tools used by professional
hotel revenue managers, applied to SA.

We optimise for RevPAN — not just occupancy,
not just ADR. The metric that matters is
revenue per available night, and that is what
we target.

Monthly revenue reports with full data:
occupancy, ADR, RevPAN, expenses, market
comparison, and commentary. You see exactly
how your property is performing and why.

Our revenue strategy is built around the 90-
night constraint. We do not plan for occupancy
you cannot legally achieve.
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9.0

Pricing Positioning

Revenue Optimisation is included as a
core component of Property Intel's
full SA Management service at no
additional charge.

PI-SA-011
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For property owners who self-manage their SA operations
but want professional revenue support, we offer a
standalone Revenue Optimisation service. This includes:

21

INCLUDED DETAIL

Initial market analysis and pricing strategy Based on comparable property data
Dynamic pricing engine setup and Pricelabs or equivalent, configured and
management monitored

Listing creation and optimisation All major platforms

Professional photography (initial) 20-30 images per property

Monthly market benchmarking Against 10-15 comparables

Monthly performance report RevPAN, ADR, occupancy, market context

The value of professional revenue optimisation is
measurable. Based on Property Intel portfolio data, the
revenue uplift from optimisation consistently exceeds the
cost of the service by a factor of 3-5x within the first 6
months.
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10.0

Call to Action

To understand the revenue potential
of your London property under
professional SA management, contact
us for a no-obligation market analysis
and revenue projection.

PI-SA-01
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CONTACT METHOD DETAIL

Email contact@property-intel.co.uk

Telephone 07586479847

Website property-intel.co.uk

Office 30 Churchill Place, London E14 5RE
Next Steps:

1. Market Analysis — We analyse 10-15 comparable
properties and assess your property's revenue potential
within the 90-night framework.

2. Revenue Projection — You receive a detailed projection
showing conservative, base case, and optimistic
revenue scenarios.

3. Decision — If you proceed, we implement the pricing
strategy, create optimised listings, and begin generating
revenue.

Every conversation starts with data. We show you the
numbers first — then you decide.

Document End — PI-SA-011 v1.0


mailto:contact@property-intel.co.uk
http://property-intel.co.uk/

NEXT ACTION

Discuss this
service

For scope, fees,
onboarding timelines, or
portfolio-fit questions,
route the next conversation
through SA Operations
Manager or the relevant
Property Intel service lead.
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