
Hotel Revenue, Cost Savings, Reporting
Serving your Families, Protecting the Brand
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Why there’s a check coming your way!
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Each academic year, thousands of highly motivated students, 
parents, friends and families, prospective students, athletic fans, 
alumni, registrants and guests are travelling to your campus for 

institutionally-sponsored conferences and events.



Reasoning

If your campus is funding the event, 
and your event is the reason for the trip, 

your campus should be getting the hotel data, 
reporting and commission!
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• Hotel still receives the same passenger information
• Traveler still receives written confirmation
• Price still best available, without service fee or markup
• Reporting:  more fields of data, free online access
• Revenue you’re receiving: 7-10% commission, you get 80%
• Support: travel industry technology/security, free customer 

service



Visitor Source

4

Prospective students
Orientations
Commencement
Parent Weekends
Homecoming
Arts Festivals
Move in / Move out
Affiliated organizations
Weddings, vow renewals
Guest speakers
Tours
Political events

Alumni reunions
Band reunions
Concerts
Athletics
Community sponsored
Tournaments
Unique one-day events
Mini events
Recruitment
Christmas, holidays
Conferences
Religious events



We do the work 

Building the page 
• Text, pictures and amenities
• Pricing, terms and conditions
• Acceptance and confirmation

Updating the page
• Picture and editorial updates
• Rebranding to a different chain
• Renovating, rebuilding

  With you calling the shots
 

• Inclusion and placement
• Town and mileage
• Price is still hotel “best available,” no service fee or markup
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Someone else pays the expense
                        
        
               

   

Circular, not lateral, business model 
• Hotels need your support, not your money
• $25 per month from hotels pays bill
• One room per month formula, 30-day out-clause

       Why is it worth it to the hotel?
• Campus assistance in reaching travelers
• Challenge of marketing to departments
• Limited staff and resources

        Technology is the key to creating value
• More volume to fewer vendors
• Keeps out on-line travel agencies, unregulated 3rd parties
• Adds doesn’t subtract; not the cost, but the return
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A Confirmation shows the campus as source
                        
               

   

Your College or University



Why Revenue & Brand?

Revenue 
• Budgets are tight; every penny counts
• Campus paid for the event; it’s entitled to a return
• Destination marketing, not budget management

Brand
• Reputation can be more important than money
• Rites of passage magnify importance
• Visitors take hotel listings seriously; accuracy matters
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How much can you make?
 Start by guessing the number of visitors 
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Over $2 million sent to date
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Is there that much business?
Some of it you may know

11



Some you may not know
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Conferences
Concerts

Performing 
Arts



Reports that break it down
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A pie chart for easy analysis 

From: 6/1/2013
To: 7/21/2020
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Do you need a mega enrollment?
2,300 students – $900,000 in sales
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Praise from visitors

“I was able to successfully complete 
my reservation. Thank you so much! 

Amazing customer service.   
Who should I contact at Creighton to 

tell them how great you all are?”

“I am very impressed with the 
responsiveness of your team. I have told 
the Campus Visit team at Loyola about 
my experience and positive impression. 
Thanks for the services you provide to 

college and universities. 
I am an Enrollment Management 

consultant and I know how important the 
campus visit experience is in the college 

decision process.”

“Thank you for all your help. My family 
has been using your travel services for 

almost four years now.  Our daughter is a 
full-time student at Drexel University. 

Campus travel services is a must needed 
service for the families that travel to visit 

their children in college.  Thank you!”

“I received my confirmation and I just 
wanted to personally thank you for 
being so courteous and kind. We 

need more of this in our world. 
You take care and God Bless.” 

Creighton University Parent
Loyola University Consultant

Drexel University Parent

New York University Family
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University of Harford

I can say the meeting was a success. The 
hotels were eager to sign up. Most said 
this should have happened a long time 
ago.

The departments that attended were 
excited by the opportunities the program 
presented. We intend to follow up with 
the departments that did not attend.

Dennis M. Gacioch C.P.M.
Director of Purchasing, University of Hartford 
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PERFECT!!! That's what I needed to show -- the 
return for the investment and to track Tulane's 
business clearly.  Thank you!

I look forward to having that access/info.
Director of Business Travel, Cluster Sales

Proudly Representing:
Hyatt Place New Orleans/Convention Center
Hyatt French Quarter New Orleans
Hilton Garden Inn New Orleans French 
Quarter/Central Business District
Hilton Garden Inn Downtown Jackson, MS 
(Formerly the Historic King Edward Hotel)
Hilton Garden Inn baton Rouge Airport

Praise from Universities and Hotels 

HRI Properties



It’s a big campus, a hotel only has one person.
University support can make the difference.
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Our recipe: Just Add Technology & Stir
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Orientation  Move-in
Homecoming    Conferences

Festivals    Graduation
Admissions      Parents
Prospective Students

Athletics    Tours    Weddings

New Benefits at zero cost                                                               
Revenue                                                     

Cost savings
Quality control

Bookstore/Catering
Diversity/Impact

Free Customer service
Welcome letter at check in

Emergency contact information
Reports, pie charts

Colleague Reciprocity

No benefits; Your cost                                                        

All 
visitors 

are 
funneled 

and 
captured

New 
benefits 
at zero 

cost

with CTM                                                                                 without CTM



Bonus: Colleague Reciprocity
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Thanks for viewing 

                                    

Let us know if you have any questions!

21

Larry Handel, President
Campus Travel Management

410.267.0866
larry@campustravel.com
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