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ResNexus Trends 
3600+ Clients and Growing.  







Guest Experience 



Innovation 



RED CARPET SERVICE 



The New Customer Trend 

● In 2018, 44% of RVer’s/campers  
were millennials  

● 60% of all campers use tents 
and 22% use RVs 

 

"You used to think of RVs and think of the cigar-smoking grandpa and the 

retired couple… not anymore."  



Millennials take 
the most trips 
Millennials are the leaders in both 

business and personal trips, taking an 

average of 2.9 personal trips and 1.6 

business trips. They are also more 

likely to take bleisure trips, business 

trips that extend into leisure travel. 

 



 

Indicators for Future Growth 
● RV ownership has reached record levels. More than nine million households now own an RV – 

the highest level ever recorded – a 16% increase since 2001 and a 64% gain since 1980. 
● Population and demographic trends favor long-term RV market growth. Buyers aged 35-54 are 

the largest segment of RV owners. 
● Baby boomers entering retirement. RV sales are expected to benefit as aging baby boomers 

continue to enter the age range in which RV ownership has been historically highest. 

 



Reasons for Industry Growth 
 

● RVs support a balanced and active lifestyle 
● RV ownership and travel is a great value 
● RVs have uses as diverse as the people who own them 
● Shorter trips closer to home.  

 





64% off all business in America 

lose money or break even.    
 



 
"Revenue Management ensures that 

companies will sell the right product to 

the right customer at the right time for 

the right price."  

                                                                    

—Robert Cross  

 
Best selling author  of “ Revenue Management: Hard-Tactics 

for Domination” 1/1997 

 

Labeled the "Guru of Revenue Management"  

by The Wall Street Journal 

 



Revenue Management is an inclusive term that describes the use 

of the following pricing techniques and tactics. 

Revenue Management Definitions 

Variable Pricing: Dynamic Pricing:  
Yield 

Management: 

  
The practice of assigning 

price based on different 

elements of value.  
 

Example:  

Premium Sites. Large Site, Closest 

to the lake or beach. 

Changes in price occur due 

to repeating events which 

affect supply and demand. 
  

Example:  

Seasons, weekends, holidays, and large 

entertainment events. 

Strategic price changes to  

match fluctuations in supply 

and demand. 
  

Example:  

80% Occupancy = Increase Price. 

30% Occupancy = Decrease Price. 



 

Basic Forms Of Yield Management and Dynamic Pricing 
  

● Higher rates on weekends 

● Seasonal Rates  (summer,winter,holidays & shoulders) 

● Minimum night requirement (smart minimum nights) 

● Sliding Rates  (longer stays receive a discount) 

● Next Step Yield Management 

              



Hospitality Terminology  

Rev = “Revenue” 

ADR = “Average Daily Rate” 

BAR/Rack Rates = “Best Available Rate” 

Compset = “Competitive Set Rates” 

OCC = “Occupancy” 

                                                                  



Yellow Campground 

Gave Discounts  

Occupied Sites     100 

ADR                 $27.00 

  BAR                   $27.00 

                      Rev                 $2,700.00 

 OCC                   100% 

Green Campground 

Manually Increased 

            Occupied Sites      50 

 ADR                 $80.00 

            BAR                  $49.00 

            Rev                 $4,000.00 

OCC                    50% 

     Blue Campground 

       Using Yield Management 

           Occupied Sites      80 

  ADR                   $59.00 

           BAR                     $39.00 

           Rev                   $4720.00 

 OCC                      80% 

Each Property has 100 Sites. 





Comedian Brian Regan  



When 2 guests booked a 3 night stay: 

 Should Guest 2 pay the same as Guest 1? 

 

Guest 1 
Booked 3 months ahead 

= $75.00 

Guest 2 
Booked 3 days ahead 

= $75.00 



“Is Yield Management for you?” 

● Is your occupancy over 70%? 

 

● Do you run at 100% occupancy during 

certain times of the year? Weekends? 

 

● To get started look back at your last 2 years.  



Rules To Follow (They Just Work) 

91–100%  
10% or 10 dollars 

 

71–90%  
5% or 5 dollars 

 

 0–70%  
$ rack rate 

 



Automate 

Automate! 

 Automate!! 

 



ResNexus Websites Includes 

_ AT LEAST 3 DINING _ 

_ AT LEAST 3 THINGS TO DO _ 



SEO Power 
They Taste Good! 

AIRBNB 

ASSOCIATION 

ASSOCIATION 

EXPEDIA 

OTA 

TRIPADVISOR 

GOOGLE 



E.A.T. 

How do you  
make your 

website more 
appetizing  
to Google? 



Neil Patel 

Forbes says he is one of the top 10 marketers, and 

Entrepreneur Magazine says he created one of the 

100 most brilliant companies. 

 

#1 organic online marketing 
search result on Google 

 

Top SEO marketing guru 



Neil’s Client List Includes 

His blog makes over $381,771 per month! 

He says yours won’t.  



Neil Says 
#1–Focus on Content 

 
 

To quickly increase traffic 
 
 



Niche Content 
Google Hummingbird. 

 
 

Rewards the expert with 
high quality content. 

 
 



Wait you mean blog? 

Everyone is telling me to do that. 



_TIME TO ADAPT_ 

_BLOGGING HAS CHANGED / EVOLVED_ 

(Blog.yourwebsite.com)  (yourwebsite.com/blog)  

1. Guests Don’t Read Blogs 

2. Remove “blog” from your website 



_SPREAD OUT THE BLOG CONTENT_ 
 

Places to Eat 

 

Upcoming Events 

Things To Do 16 
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_HEADER META DATA_ 

_Things to Do in Utah | 5-Star Authentic Experiences_ 



Content Look Like?  
What does good 



_PICTURES AND VIDEO_ 

 

_THOROUGH CONTENT_ 

 

_FILL IN GAPS_ 

 

_SHOW REVIEWS_ 

 

BREAK UP 
INFORMATION WITH 
PICTURES & VIDEOS 

 

_HOW TO GET THERE_ 

 

_GUEST SHOULD READ 
YOUR CONTENT AND 

HAVE NO ADDITIONAL 
QUESTIONS_ 

 

_I KNOW WHAT 
TO DO NEXT!_ 

 

_CALL TO ACTION!_ 

 

Content Should be Super Thorough 



Title Tags & Meta Descriptions  #2 Optimize your 

_ TITLE _ 

_ META DESCRIPTION _ 



But wait there’s more... 

_ TITLE _ 

_ META DESCRIPTION _ _ FLOWS IN A SENTENCE _ 
_ EASY TO READ              _ 
_ APPEALING TO READ    _ 



ResNexus Website Builder SEO 

_ TITLE _ 

_ META DESCRIPTION _ 



Is your content 
what people are 
searching for? 

How do you check? 
 



Introducing Ubersuggest 
Neil Patel’s Free Tool! 

 









_ POSSIBLE CONTENT NICHE _ 





_CONTENT IDEAS_  

FIND  







_ THOROUGH CONTENT? _ 

_ EXPERT & VISUAL? _ _ CALL TO ACTION? _ _ COULD YOU DO BETTER? _ 



_ POSSIBLE CONTENT NICHE _ 

_ COULD YOU BE THE EXPERT? _ 



Use Data to Make More Thorough Content 

_ MAKE A LANDING PAGE _ 



Make Thorough Niche Content 
in Virginia 

_ BACKLINK TO OTHER EXPERTS _ 



Successful Backlinks 



ResNexus Websites Includes 

_ AT LEAST 3 DINING _ 

_ AT LEAST 3 THINGS TO DO _ 



_SEO ENHANCED WEBSITE_ 
_PAID CONTENT WRITING SERVICES_  
_PAID ADVANCED SEO SERVICES_ 

_1_ 
_2_  
_3_  

 



Summary 
MAKE YOUR CONTENT THOROUGH             _ 
KEYWORDS IN TITLE & META DESCRIPTION_  
USE UBERSUGGEST TO REFINE CONTENT _ 

_1_ 
_2_  
_3_ 



Online Travel Agencies 



Specials & 
Packages 



Retail Items 



Why Group 
Reservations Pro? 



 Group Reservations Pro 

- Many properties  
are focusing on 
Company and large 
family events 

- Reservation systems 
need to provide 
better group 
reservations 



Challenges 
- Time Consuming 

Coordination 

- Lots of Organization 

- Break down /  
Lack of communication 



Automatic Confirmation Emails 



New Icon for Quick Insight on the Grid 



Add Multiple Group Types 



A Dashboard Specifically Built For Group Reservations 



Individual Reservation Information in One Area 



Handle All Group Payments in One Area 



Group, Reservations and Guest Notes in One Area 



User-Friendly, & 
Less Frustration  
for Your Guests. 



The Marketing Evolution 



First There Was Print 

Phonebook 

 

Mailers 

 

Coupons 

 

Magazines 

 

Flyers 

 



Email Marketing 



Digital Canvas = 
Websites 

First without then with 
online booking system 



 No Stamp Required = Email. 
 

● Manual export vs. 
Built-in Email 

● There are still major 
systems that only 
offer manual export 

 



Texting What about texting your guests? 

More effective than emailing? 
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 Social Media Ads. 
 
 



Texting 
- Text the guest instead  

of calling them 

- Welcome texts 

- Thank you texts 

- “How is your stay going 
so far” texts 

- Promotional texts 



Texting 
Inbox  

- So when guests 
respond all your 
staff can text back 
as assigned 

- They don’t have 
your cell number 



Welcome Texts 



Thank You Texts 

- Thank them  
for staying.  

- Ask them to 
leave a review. 



“How is Your 
Stay  
  Going?” Texts 
 



Promotional Texts 
 - Much higher view rate 

- They can unsubscribe  
at any time. 



Texting 
Reviews  
Qualify that they guest will 
leave a good review: 

- Ask them how was 
their stay 

- If 5 stars, ask for a 
review 

- If 4 or less ask them 
how you can improve 



Better Use of 
Google AdWords 

“chicago lodging” vs “chicago mob tour” 



Another Example 
 “zions national park lodging” vs “angels landing”. 



_ ZIONS NATIONAL LODGING _ 

4 ADS 
ALL MARKETING 

CHANNELS 



_ ANGELS LANDING _ 

0 ADS 
WHAT A GREAT 
OPPORTUNITY! 



Paid Search 

- Search 
- Video 
- Shopping 
- Display 



ResNexus 
Google Ads 
 - By Region 

- By Activity 

- One Place 









Better Use of 
Google Paid 
Search 

ResNexus will 
standardize the 
practices in the 
next few years. 



Seamless Social 
Media Ads 

- Facebook ads when you 
create your email & text ads 

- Post marketing ads to 
Instagram feed 

- API still young 
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 Social Media Ads. 
 
 



Next Generation 
of Marketing 

Reservation systems 
need to seamlessly 
allow their clients to 
market via: 

- Email 

- Text 

- Google Ads 

- Youtube Ads 

- Facebook Ads 

- Instagram 



ResNexus = 
Combining It All 
- Website (your guests & potential guests) 

- Email (your guests) 

- Marketing Channels (new potential guests) 

- Texting (your guests) 

- Paid Search (new potential guests) 

- Social Media (your guests & potential guests) 
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