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Combined GDS and ADS bookings are up +11.1% globally for the year through April compared to last 

year, with future bookings made thus far for May through September showing double-digit growth 

over last year virtually every month. While increasing volume is music to our ears, we must consider 

what this means from a technology standpoint. Quite simply, it means that all parties (independent 

hotels, chains and distributors alike) must position themselves to effectively handle the ever-

increasing quantity and complexity of transactions that are accompanying this recovery.    

 

Booking levels are but a άtip-of-the-icebergέ view of the exponentially increasing demands placed on 

systems. Business travel is already starting to return, as evidenced by a global GDS year-to-date 

booking growth rate up +10.7% over last year. Leisure travel is gaining traction as well, with ADS 

bookings to date up +12.3% over 2009. Value comparison shopping continues to escalate, especially 

in the leisure market, and thus we see ADS availability requests and look-to-book ratios increasing at 

an average rate of +30% over the prior year. Now consider all of the increased expectations and 

changing behaviors demonstrated by consumers in this booking-driven market. Shoppers want to 

search, view, compare and book using everything from mobile devices and iPads to Facebook and 

Twitter. And ǘƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ōŜ ƭƛƳƛǘŜŘ ƛƴ Ƙƻǿ ǘƘŜȅ ƳŀƪŜ ǘƘŜƛǊ ŎƘƻƛŎŜǎΦ   

 

Industry innovators will soon be changing the rules about how we present data to customers ς all in 

an effort to reflect (or even drive) a trend toward greater flexibility in how, when and where 

customers travel. The associated number of files, images, records and other digital information that 

needs to be managed, secured and presented is astounding. Add to the mix an event the magnitude 

of the Icelandic volcano eruptions which, as analyzed in The Pegasus View Special Edition, catapulted 

bookings and cancellations into triple-digit increases over prior year, and out-of-date systems and 

approaches can be brought to their knees. 

 

Steve Lapekas, executive vice president at Pegasus Solutions, offers that, άLƴ ǘƘŜ ǿƻǊƭŘ ƻŦ ƘƻǎǇƛǘŀƭƛǘȅ 

IT, designers of property management systems, back office systems, central reservation systems and 

many other core periphery systems never contemplated the volume nor the business complexity 

being placed upon them today. As the industry climbs out of the economic trench, advanced 

hardware, applications, and delivery models will enable suppliers and distributors to optimize their 

revenues and reach new markets. What was once only affordable to large chain hotels, advanced 

features/functions can now be delivered to all segments via transaction-based business models. For 

organizations already in this model, the next step is the integration of platforms in a service-oriented 

architecture. Many systems today are interfaced, but full integration allows the sharing of 

information seamlessly.έ 

Does this mean change or die? άNo, it is not that extreme. Those who recognize the opportunity 

(and need) in taking advantage ƻŦ ǘƻŘŀȅΩǎ ǘŜŎƘƴƻƭƻƎȅ ǿƛƭƭ ƴŜŜŘ ǘƻ Řƻ ƳƻǊŜ ǘƘŀƴ ŀ ǘŜŎƘƴƻƭƻƎȅ 

refresh. They will have to relook at how they sell or distribute to make full use of ǘƻŘŀȅΩǎ ƻǇǘƛƳƛȊŜŘ 

technology. Purchasing more CPUs and mainframe capacity or rewriting a Graphical User Interface 

(GUI) is only temporary and just treats the symptom. To compete, organizations must change at 

their core. The time is now as change is upon the entire hospitality industry.έ 

Something to consider as you read The Pegasus View analysis of each distribution channelΩǎ 

performance below. 
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GDS CHANNEL (CORPORATE TRAVEL FOCUS) 

The GDS channel continues to demonstrate growth, most notably in bookings but also in ADR, as 

corporate travel continues to show signs of turning the corner. The spike in April reservations by 

booking date as seen below, however, was predominately fueled by the Icelandic volcanic activity.  

Bookings made by stranded passengers greatly out-weighed cancellations of planned trips due to 

grounded flights (The Pegasus View Special Edition contains detailed analysis of the impact of the 

Iceland volcano). The boost in booking volume by +27.4% over last year, plus additional growth in 

ADR by +5.5%, resulted in a substantial rise in global GDS revenue by +34.3% over April of last year.   

The following graph shows the percentage change over prior year on a monthly basis for 

reservations, ADR and revenue ς revealing not only the movement of each factor, but the extent to 

which booking volume versus average daily booking rate are driving revenue. 

 

The jump in April GDS performance moved year-to-date growth over prior year higher as well, and 

helped gain additional ground against the pre-recessionary years of 2007 and 2008.   

 

 

NORTH AMERICAN GDS 

Although European hotels were the largest benefactor of the overall gains from the volcanic 

disruption, North America saw residual benefits as well. Travelers from Europe, a top origin of 

business trips to North America, were unable to fly home and thus forced to extend their stays. April 

ADRs saw a moderate increase of +3.4% over prior year, building on the slight turnaround already 

being witnessed for GDS. Reservations volume rising to +28.6% over last year, however, was the 

main force behind revenueΩǎ ascent to +35.1% over prior year.  
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The table below displays the remarkable growth in April bookings. An increase in revenue as 

compared to the year-to-date growth rate and an increase in length of stay (LOS) by 1.7% are all 

largely due to stranded travelers. 

 

 

GDS AROUND THE WORLD 

The impact of the ash-driven airport closures was even more evident in GDS results outside North 

America. Despite rampant inbound reservation cancellations, the incremental bookings made by 

stranded passengers in Europe pushed !ǇǊƛƭΩǎ ōƻƻƪƛƴƎ ǾƻƭǳƳŜ for this consolidated group up +26.7% 

over last year. A distinct difference from stranded travelers in North America, however, is the impact 

on LOS and ADR. LOS decreased for the month of April by -0.8% versus -0.5% year to date, as many 

European travelers we able to take non-air transportation home. ADR rose higher for the month, 

+6.7% versus year-to-date +4.1%, as European excess last-minute bookings came at a higher rate 

than the advance-purchased, discounted rates they replaced. These additional bookings at 

moderately higher ADRs vastly over-shadowed shorter stays, driving April revenue for this group as a 

whole above last year by +34.0%. 
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The following table ŎƻƴǘǊŀǎǘǎ !ǇǊƛƭΩǎ performance against April year to date for the year, as well as 

those 2010 time periods against 2008 and 2007, respectively.  

 

 

ADS CHANNEL (LEISURE TRAVEL FOCUS) 

ADS booking volumes continue to grow over the prior year, but at a lessening pace in April for this 

channel in total. Overall, leisure-based travŜƭ ŘƛŘƴΩǘ ǊŜŎŜƛǾŜ ǘƘŜ ƻǾŜǊǿƘŜƭƳƛƴƎ ōƻƻǎǘ from the 

volcanic fall-out as did the more corporate-driven GDS channel. With the peak leisure summer 

season yet to get underway, there was most likely a higher percentage of business than leisure 

travelers stranded, thus generating those additional bookings.   

²ŜΩǊŜ ǎǘƛƭƭ ǎŜŜƛƴƎ encouraging increases in demand that are sustaining positive booking and revenue 

growth, +9.7% and +5.7% for the month of April and +12.3% and +5.3% year to date, respectively.  

We are also continuing to see strong increases in availability requests and look-to-book ratios by an 

average of approximately +30% year to date over last year. Increases in all three aspects reiterate 

the trend of increased purchases made after comparison shopping for the best value. 

ADR through April, however, still lags behind last year. Although decreases have lessened, gains 

made are coming at a strained pace. 

 

The following table shows how booking volume is making headway against not only 2009, but 2008 

and 2007. What is disheartening is the way that ADR is still struggling despite this increase in room 

nights. 
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NORTH AMERICAN ADS 

It is in the North America sector of ADS where we see a slower pace of booking volume increases 

over last year. Still a solid growth of +8.5% in April, it is slightly less than the +11.8% year-to-date 

growth pace. North America is also where the slowest ADR recovery is being made, creeping to          

-4.6% less than prior year for April from the year-to-date decline of -5.9% over prior year.   

Despite dragging ADRs, booking volumes come to the rescue again by keeping revenue afloat over 

last year by approximately +2%. 

 

Bookings are also maintaining strong double-digit growth year to date against 2008 and 2007 

volumes. Although we see some movement in the right direction for ADR, albeit painfully slow, the 

double-digit decreases from 2008 and 2007 levels indicate that we still have a way to go. This also 

highlights just how difficult it is to recover from a prolonged period of significant rate discounting.  
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ADS AROUND THE WORLD 
Booking volumes outside North America are picking up some steam again, increasing +18.1% in April 

over last year; a slightly faster pace than the year-to-date increase of +15.5%. ADR is making very 

slow but steady progress as well, with a small uptick of +1% over last year compared to an increase 

of +0.2% year to date over prior year. 

With ADR now inching above prior year levels, revenue is rising at the same pace as booking 

volumes. 

 

Conversely with North America, booking volumes are performing stronger against the prior year, yet 

they are further away from 2008 and 2007 levels. ADR, on the other hand, is showing increases 

against prior year along with lessening decreases against 2008 and 2007. 

 

 
GDS & ADS CHANNEL PERFORMANCE BY REGION 
As one would expect, the trend of increased booking volume also stands out when looking at data 
one step lower, by region. Larger booking growth for the most part can be seen from GDS, echoing 
stronger signs of recovery from corporate travel. ADR, the weaker factor, is experiencing varying 
degrees of difficulty as the balance of supply and demand differs by area. As such, the extent to 
which ADRs are helping or hindering revenue growth varies. 
 


