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What we’ll cover



Your past guest database 
is a gold mine



83
Premier Hosts

on Vrbo**

4.6
Average review

rating on Vrbo*

*4.6 average review rating for Escapia listings on Vrbo, Vrbo data, July 2022-July 2023

**83% of Escapia users are Premier Hosts on Vrbo, Vrbo data, July 2022-July 2023

The vast majority have had a great

experience with you

%



When & where

they booked
and for how long

How

many people

and how much they spent

You have rich, historical data

When they

stayed



38 days in research and planning phase33 days in inspiration phase

Research and Planning

When travelers are browsing, narrowing 

options, and considering final options

Booking

Final step, when travelers 

make a purchase

Inspiration

When travelers first start thinking 

about a trip

Get in front of them before they start

shopping for their next vacation

Expedia Group research titled The Path to Purchase based on 5,713 travel bookers in the past 6 months 



37%
Conversation with 

a family member

24%
Routine trip or

holiday break

24%
Specific event

or celebration

21%
Advertising,

social media, or

other content

17%
Conversation

with a co-worker

or friend

Past guests are great referrers

Initial trip inspiration

Expedia Group research titled The Path to Purchase based on 5,713 travel bookers in the past 6 months 



How to easily market
to past guests



Marketing to

past guests

Front Desk > Generate Booking 

Correspondence



How to automate
marketing

communications

post-stay



Automated

communications
post-stay

Admin > Setup > Correspondence



Automated

communication
post-stay



How to easily market
to current guests



Automated

communications
to current guests

Admin > Setup > Correspondence



Automated

communication
to current guests



65%

Destination inspiration

49%

Lodging recommendations & inspiration

41%

Content from friends/family

How travelers use social media in the path to purchase

Importance of social media

Travelers using social media prior to booking a trip are using it

for inspiration and recommendations.

Expedia Group research titled The Path to Purchase based on 5,713 travel bookers in the past 6 months 



How to use coupon codes
to great effect



0% 25% 50%

Best prices on travel

Easy-to-use website

Positive previous experience

No hidden fees

Payment options

Important factors in choosing a travel brand to plan and book

Price remains an important 

consideration when trip planning

Expedia Group research titled The Path to Purchase based on 5,713 travel bookers in the past 6 months 



Rates marketing

coupon codes

Rates > Rates Strategy > Coupons



Automated

communication
with coupon 

code



Familiarity matters



of travelers had prior

booking experience on

the website they

booked on

78%

Familiarity is a key

booking consideration

Expedia Group research titled The Path to Purchase based on 5,713 travel bookers in the past 6 months 



Bringing it all together



• They’ve had a great experience with you

• You have rich, historical data

• Get in front of them before they

start shopping 

• They are great referrers

Top takeaways

Your past guest database

is a gold mine



Easily market to past guests

• Use Front Desk > Generate Booking

Correspondence

• Best for ad hoc campaigns

• Target based on "Booking Entered", "Arrivals 

between", "Departures between", "Occupied 

between", and more

Top takeaways



• Use Admin > Setup > Correspondence

• Can set for day of arrival or departure plus X days 

• Can include link to the URL of the unit guest

previously stayed in

Top takeaways

Automate your current and post-stay 

communications



Use coupon codes to great effect

• Use Rates > Rates Strategy > Coupons

• Perfect for incentivizing early-bird, last-minute,

mid-week, low-season bookings, to name a few

• Great driver of direct bookings

Top takeaways



#EXPLOREfest
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