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A practical framework for property managers and 
owner-operators who are ready to build a week 
that produces results instead of consuming them.

Running a short-term rental portfolio pulls attention 
toward the operational and the immediate. There 
is always a rate to check, a gap to fill, a guest to 
respond to. Whether you are the person making the 
pricing decisions yourself or you lead a team where 
someone else owns that function, the problem this 
playbook addresses is the same. Across portfolios 
of every size, the work that requires genuine 
revenue judgment is not getting enough time, 
and the operational work that does not require it is 
getting too much. That imbalance does not fix itself 
as the business grows; the larger the operation, 
the more it costs. The line between the work that 
requires your specific judgment and the work that 
simply needs to happen is rarely drawn explicitly, 
and without it the operational work expands to 
fill whatever time is available. Time spent is not 
the same as value created, and the operators 
consistently outperforming their market have found  
a way to separate the two.



The Time Problem
Running a short-term rental 
portfolio pulls attention toward the 
operational and the immediate.  
 
There is always a rate to check, a gap to fill, 
a guest to respond to. The line between the 
work that requires your specific judgment and 
the work that simply needs to happen is rarely 
drawn explicitly, and without it the operational 
work expands to fill whatever time is available. 
Time spent is not the same as value created, and 
the operators consistently outperforming their 
market have found a way to separate the two. 
 
You are probably spending somewhere between 
15 and 25 hours a week on pricing. The question 
is how much of that time is actually moving your 
revenue. For most operators, the honest answer 
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is not much of it. This is not a discipline problem; 
it is a structural one. And until you see it as 
structural, you will keep trying to solve it with 
harder work rather than a different way  
of working. 
 
The week of a typical property manager is not 
chaotic, it is full. Rates get reviewed, calendars 
get managed, owners get updated, guest 
messages get answered, the operation runs. 
But running an operation and building a high-
performing revenue function are not the same 
thing, and without the right structure in place, 
even the most capable operators find themselves 
spending the majority of their time on the first. 
Revenue strategy does not shout, it waits. And in 
a week structured around operational execution, 
it rarely gets the time it deserves.



The Distinction Most Operators Miss
There is a word that almost every operator uses to describe what they do with pricing, 
they say they are managing it. Most of them are not managing it, they are maintaining it. 
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The uncomfortable reality is that maintenance work feels like management. It carries the 
same vocabulary, the same dashboards, and the same daily rhythm, but the outcome is 
fundamentally different and so is the revenue performance it produces.

Maintaining pricing means keeping up;  
checking that rates look reasonable, fixing the ones 
that do not and responding to gaps, competitor 
moves and last-minute drops in occupancy. It is 
reactive by design, and it consumes an enormous 
amount of time for a relatively modest return. 
 

Strategic Posture
Managing pricing means forward positioning;  
it means reading demand signals before they become 
obvious, making rate calls based on what is coming 
rather than what has happened, and building a 
strategy that holds across the portfolio rather than 
reacting listing by listing, day by day. 
 

Reactive Posture

VS



The Real Cost Is Not the Hours

Here is where most conversations about operator 
efficiency miss the point entirely. The more 
significant cost of manual management is not the 
hours it consumes; it is the decisions it prevents 
 
When your week is built around operational 
execution you are, by default, looking backwards. 
You are responding to what has already 
happened, and by the time you have dealt with 
all of that, the forward-looking calls that position 
your portfolio ahead of demand rather than 
behind it either do not get made or get made too 
late to matter.

01 The Time Problem
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Jed from Koloa Kai put it simply: “My 20 
hours a week spent on optimizing pricing 
dropped down to just a couple.” What 
Jed got back was not just time; it was the 
ability to make decisions that his previous 
week simply did not have room for.



Where the Line Actually Sits

The operators consistently performing in the top 
quartile have drawn a clear and deliberate line 
between the work that requires their specific 
judgment and the work that does not. 
 
On one side of that line sits everything that is 
rule-based, repetitive or decision-free once the 
parameters are set: rate adjustments within a 
defined strategy, minimum stay rules, gap night 
triggers, channel synchronization and guest 
communication sequences. Reviewing and setting 
nightly rates alone can take 20 to 40 minutes a 
day when done manually; across a week that is 
three to four hours on a single task that a well-
configured system handles automatically.  
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For larger portfolios with dedicated pricing 
teams, this challenge does not shrink as the 
operation grows; it multiplies. Every analyst still 
doing manual rate reviews, every team member 
spending their day on execution rather than 
strategy, is compounding the same problem at 
scale. A revenue management function of three 
people working manually is not losing 15 to 25 
hours per week, it is losing the strategic capacity 
of an entire team, week after week, to work that 
a well-configured system should be handling 
automatically. 



Where Time Goes
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Most operators have a rough sense 
that their week disappears into the 
wrong things.  
 
What they rarely have is a clear picture of which 
tasks are consuming their time, whether those 
tasks require a human decision each time they 
happen and what it is costing them in revenue 
terms when they do.



The Three Categories  
of Operator Work
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When you map out everything a property 
manager does in a typical week, three distinct 
categories emerge.

The first is revenue-critical work.  
These are the decisions that require your 
specific judgment, your market knowledge, 
and your read of what is happening in your 
market right now. This work cannot be 
systematized without losing quality and it 
should be getting far more of your attention 
than it currently does.

The second is operational work.  
These are tasks that need to happen 
consistently but follow a predictable logic 
once the parameters are set. A well-configured 

system does this better than a human doing 
it manually; faster, more consistently and 
without the fatigue that causes errors at the 
end of a long week.

The third is administrative work. Reporting 
assembled from scratch every week, data 
transferred manually between systems, 
performance summaries built by hand. This is 
the category that should largely be eliminated. 
Before automating or delegating any of it, the 
first question is whether it needs to exist in its 
current form at all. In most cases the answer 
is no, and where reporting genuinely needs to 
happen, it should be automated rather than 
assembled by hand.

Where Time Goes



Where the Hours  
Are Actually Going
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The table below maps what manual management looks like in practice. The time estimates 
reflect real operator experience. Look at the daily numbers carefully; operators tend to think in 
weeks, but the drain happens day by day.

Where Time Goes

Task Per day Per week Decision Verdict

Reviewing and setting nightly rates

Monitoring booking pace and adjusting

Adjusting prices around local events

Reviewing competitor rates

Setting minimum stays by season

Syncing prices across OTA channels

Owner reporting on pricing performance

Estimated total

20–40 min

20–30 min

Varies

-

-

-

-

2–4 hrs

2–3 hrs

1–2 hrs

30–60 min

30–60 min / mo

30–60 min

1–2 hrs

7.5–12.5 hrs / week

No — repeatable logic

Yes — strategic judgment

Sometimes

No — monitoring not deciding

No — rule-based once set

No — purely mechanical

No — assembly not analysis

Systematize

Protect

Systematize with oversight

Systematize

Systematize

Systematize

Eliminate



What This Is Actually Costing You

Look at the total. Between 7.5 and 12.5 hours 
per week on these tasks alone, and that is a 
conservative estimate. But the hours are only part 
of the picture. The more significant cost is in the 
revenue column that this table does not show.

Every day that nightly rates are reviewed manually 
rather than optimized in real time is a day where 
your pricing is only as good as your last check. 
The gap between that check and the next one is 
a window where demand shifts, competitor rates 
move and booking intent peaks, and your rates are 
sitting wherever you last left them.

Monitoring booking pace manually for 20 to 30 
minutes a day sounds manageable until you 
realize that by the time you have spotted the 
signal, processed it, and made an adjustment, 
the booking window for that demand has often 
already moved.

02 Where Time Goes
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Owner reporting assembled manually for one to 
two hours a week is not just a time cost; it is a 
distraction from the forward-looking analysis that 
would give owners something worth reporting 
on. Most manually built reports tell owners what 
happened. A well-structured operation tells 
owners what is coming and what you are doing 
about it.

The pattern across every task in this table is the 
same: manual execution does not just consume 
time; it introduces a lag between what is 
happening in your market and what you are doing 
about it. In revenue management, lag is cost, every 
hour your pricing is not responding to the market 
is an hour your competitors may be capturing 
revenue you are not.



The Two Quickest Wins

Of all the tasks in this table, two deserve to be 
addressed before anything else; not because 
they are the largest time consumers, but 
because they are the easiest to remove from 
your week with the lowest risk and the most 
immediate return.

The first is guest communication.  
High volume, low variance and almost entirely 
templatable. Beyond the time it consumes, 
inconsistent guest communication affects 
reviews, and reviews affect booking conversion 
and rate positioning. A properly configured 
communication sequence runs automatically, 
responds consistently at every touchpoint and 
removes a source of revenue risk that most 
operators do not think of as a pricing problem 
but absolutely is. 
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The second is calendar and  
availability management.  
Every minimum stay rule, every gap night 
adjustment, every availability window; these 
are rule-based decisions that do not need 
a human making a fresh call each time. The 
operators who have recognized this have 
taken a task that was consuming 30 to 60 
minutes of daily attention and reduced it to an 
occasional review of exceptions.

These two alone, handled properly, recover hours 
every week and reduce the consistency errors 
that manual management creates. Go through 
every task in your week and ask: does this 
actually need me, or does it just need to happen?



What Top Operators  
Do Differently
The operators in the top quartile 
of revenue performance are not 
working more hours than everyone 
else. In most cases, they are 
working fewer. 
 
What separates them is a set of deliberate 
decisions about where their attention goes that 
most operators have never explicitly made. The 
result is not a more productive version of the 
same week. It is a structurally different week, 
built around a different decision of what their 
time is worth.
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The Revenue Decision Ratio

Average operator
Manual management

Top-quartile operator
Structured management

Operational 

Revenue-critical

Take the total time you spend each week on 
revenue management activity. Now ask what 
percentage of that time goes into decisions that 
genuinely require your specific judgment versus 
tasks that simply need to happen and follow a 
repeatable logic once the parameters are set. 
 
For most operators managing manually: 80 to 
90% of revenue management time goes into 
operational and administrative execution, with 
only 10 to 20% into revenue-critical decisions. 
 
For top-quartile operators the ratio is closer 
to the inverse: 70 to 80% into revenue-critical 
decisions, with only 20 to 30% into operational 
and administrative execution. 
 
That gap, sustained across every week of the 
year, is the single most important structural 
difference between operators who consistently 
outperform their market and those who do not. 
It is not talent; it is not tools in isolation, and it is 
not market location, it is allocation. 
 

03 What Top Operators Do Differently
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Calculate your own ratio honestly. If more than 
seven out of every ten revenue management 
hours in your week are going into tasks that 
follow a repeatable logic, there is significant room 
to make your operation more productive without 
adding a single hour to your week.

The gap between these two ratios, sus-
tained across every week of the year, is 
what produces the RevPAN performance 
difference between average and top- 
quartile operators.

90%

20% 80%

10%



What They Have Stopped Doing

They do not manually adjust individual listing 
rates. The strategy still requires their thinking, 
but the execution runs without them. Across a 
portfolio this recovers between two and four 
hours every day that goes directly back into 
revenue-critical thinking. 
 
They have stopped reacting to calendar gaps 
as they appear. Gap night triggers, last-minute 
availability adjustments and minimum stay 
exceptions are handled by rules defined in 
advance. Automation here is not a loss of control; 
it is a form of support that ensures the rules 
you have already made are applied consistently, 
every time, without the gaps that manual 
execution creates.

03 What Top Operators Do Differently

Competitor rate monitoring has been 
restructured from a daily habit into a weekly 
strategic review. Daily monitoring creates the 
illusion of being close to the market while 
actually generating noise rather than insight. 
 
The one that surprises most operators when 
they see it clearly is reporting. The hours spent 
assembling performance data manually represent 
a systematic bias toward understanding the past 
at the expense of influencing the future.



The Rate Freshness Window
Every hour between manual rate checks is a 
window of exposure; a period during which your 
pricing is sitting wherever you last set it while 
the market continues to move. For an operator 
reviewing rates once a day, that exposure 
window is approximately 23 hours out of every 
24. For an operator reviewing twice a day it is 11 
hours. For an operator running a real-time pricing 
system, it is close to zero. 
 
The revenue impact of that window is not 
theoretical. Search volume peaks on a 
Tuesday evening, and by Wednesday morning, 
the operators who captured that intent at 
optimized rates have already converted a 
meaningful portion of the available bookings. 
The operator who reviews rates manually on 
Wednesday morning is adjusting prices after 
the peak has passed.

03 What Top Operators Do Differently
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Reviews rates once a day (23 hrs exposure)

Reviews rates twice a day (11 hrs exposure)

Real-time pricing system (0 hrs exposure)

High exposure

Reduced exposure

Every hour inside the exposure window 
is an hour where your rates are not 
responding to what the market is doing. 
In revenue management, that lag has a 
cost.8am - 7pm



The Signal-to-Action Lag  
Related to rate freshness but distinct from it 
is the Signal-to-Action Lag; the time between 
a meaningful demand signal appearing in your 
market and your pricing actually responding to it. 
For a manual operator this lag is typically 24 to 
72 hours at minimum. Top operators have reduced 
this lag to near zero on the operational side, 
reserving their own judgment for signals that fall 
outside the rules. 

What They Do Instead  
Forward demand analysis is where the most 
valuable pricing decisions get made and it is 
almost entirely absent from the week of an 
average operator. Reading what is building in 
your market two, three and four weeks out, 
before it becomes visible in booking pace, is the 
difference between capturing demand at full 
value and responding to it after the moment has 
peaked. Top operators are working that window; 
most operators are managing last week. 
 

03 What Top Operators Do Differently
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Rate strategy review is the second priority, and it 
is a different discipline to rate checking. Stepping 
back regularly to assess whether the overall 
positioning across the portfolio is right for where 
the market is heading. 
 
Portfolio-level performance assessment is the 
third priority. Understanding not just whether 
bookings are coming in but whether the right 
bookings are coming in, whether the mix of lead 
times, stay lengths and rate points is aligned 
with the strategy. This is the level of analysis 
that builds owner confidence, supports retention 
and creates the conditions for sustainable 
portfolio growth.

The Operational 
Displacement Score  
Think about the last ten pricing-related decisions 
you made this week. For each one, ask honestly: 
did this require my specific judgment, or did it 
follow a logic I have applied before? Score each 

one; judgment-required decisions score 1 and 
repeatable decisions score 0.

If your total is 3 or below, you are spending 
most of your revenue management capacity on 
execution rather than strategy. If your total is 7 
or above, you have largely solved the allocation 
problem. Most operators who do this exercise 
honestly score between 2 and 4, that is not a 
failure; it is a starting point. The framework in the 
next section is built around moving that number.



The performance gap between top-quartile 
operators and everyone else is consistently 
misattributed. The assumption is that top 
performers have better markets, larger portfolios 
or more resources. When you control for those 
variables, the gap persists. 
 
Beyond users achieve an average of 18% 
more revenue per available night compared 
to operators managing manually, and Beyond 
users outperform the broader market by 13% 
on RevPAN. Those numbers are not a market 
advantage; they are an allocation advantage.  

03 What Top Operators Do Differently
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The operators at the top have more of their 
available thinking going into revenue-critical 
decisions and less going into work that a well-
configured system could handle. That ratio, 
compounded across every week of the year, is 
what produces the gap. 
 
Allocation is a choice, not a circumstance. And 
unlike market location or portfolio size, it is 
entirely within your control.

The Connection That Changes Everything



Many operators who attempt to 
systematize their operation make  
the same mistake.  
 
They try to change everything at once, lose 
momentum within two weeks and quietly revert to 
what they know. The operators who succeed change 
the right things first, in the right order and build 
from there. 
 
The framework below is built around a single 
principle: high time investment combined with low 
judgment requirements means that portion of your 
day is ripe for automation.

04

The Automation Stack
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A task earns the right to stay in your week if it 
meets at least one of two criteria: it requires your 
specific judgment each time it happens, or the 
quality of the output is meaningfully better when 
you do it personally. If a task meets neither of 
those criteria, it does not belong in your week.

If you are starting from a position where most 
tasks are still managed manually, that is not a 
reason to skip ahead. It is a reason to start at 
Tier 1 and work through the sequence in order. 
The framework is designed for exactly that 
starting point.

The Priority Framework

20

Yes 

Yes 

Criterion 1 
Does a task require your specific judgment 

each time it happens?

Task does not belong 
in your week

No

Task earns its place 
in your week

Criterion 2
Is the output meaningfully better 

when you do it personally?

No

The Automation Stack
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Tier 1 
Stop doing this  
manually this week

Tier 2
Set it up once  
and let it run

Tier 3
Batch it and protect  
the time

Tier 4
This work always  
needs you

Tasks:

Nightly rate execution 

Seasonal and lead-time rules

Gap night pricing 

Short lead window pricing

Tasks:

Guest communication sequences

Owner reporting

Cross-channel synchronization

Tasks:

Competitive monitoring

Portfolio performance review

Monthly strategy session

Rule: If a system can execute it 
more consistently than you can, stop 
doing it manually.

Rule: If the content is the same 
every time, configure it once and  
let it run.

Rule: If it needs you but not urgently, 
schedule it, protect the time, and 
batch it.

Tasks:

Rate strategy

Signal interpretation 

Owner strategy conversations

Portfolio-level rate decisions

Rule: If the quality of the output 
depends on your specific judgment, 
protect it at all costs.

Work through Tiers 1 and 2 first. The time you recover  
is what funds the thinking in Tier 4.

The Automation Stack



The Automation Stack

Owner strategy: what 
automation makes possible 
 
Owner strategy belongs in Tier 4, and it requires 
you. The conversation that retains an owner 
is not the report you send; it is the forward-
looking discussion about what is coming in their 
market, what you are doing about it and why 
your approach is right for their property at this 
moment. 
 
The automated reporting layer is not a 
replacement for that conversation; it is what 
makes the conversation credible. An owner who 
receives automated performance data every 
week arrives at the strategy discussion already 
informed. The conversation becomes forward-
looking rather than retrospective, and that shift 
is what builds the kind of owner confidence that 
retains a portfolio at scale.

04
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The rules that govern  
each tier 
 
Every tier has a single principle that determines 
whether a task belongs there. Memorize these 
four and you have a framework you can apply to 
any task in your week without needing to refer 
back to this playbook.

 

Tier 1: If a system does it as well as you do,  
your time belongs somewhere more valuable.

 
Tier 2: If the content is the same every time, 
configure it once and let it run.

Tier 3: If it needs you but not urgently,  
schedule it, protect the time, and batch it.

 

Tier 4: If the quality of the output depends on 
your specific judgment, protect it at all costs. 
 
Run those four tests across everything in your 
week this week. Every task has a home in one 
of those tiers, and the ones that belong in Tier 
4 should be getting your sharpest thinking. 
Everything else should be moving off your plate 
in the sequence above, starting with Tier 1.



Every framework needs a test, 
this is yours. 
 
The four tiers in Section 4 told you what to 
change, this section shows you what your 
week looks like when you have changed it. Not 
as an aspiration and not as a ceiling, but as a 
working model that operators at the top of the 
performance curve are running right now.

05

The Weekly Routine



Before the Model Week: 
What Most Operator Weeks 
Actually Look Like 
 
A typical manual management week looks 
something like this. Monday starts with a rate 
review across every listing, which takes 40 
minutes before the day has properly begun. 
Guest messages have accumulated overnight. 
A calendar gap needs attention, an owner has 
emailed asking about last month’s performance, 
which means pulling together figures that should 
already be in a report. 
 
By Tuesday afternoon the week has already 
fragmented. Wednesday brings a competitor 
rate check, Thursday is owner call day, but the 
preparation eats into what should have been a 
forward demand review. Friday is supposed to 

05 The Weekly Routine
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be strategic but in practice it is catching up on 
everything the week did not have room for. 
 
The week closes with the operation managed 
and the strategy incomplete, and this repeats 
the following Monday. This is not a reflection 
of how hard someone is working or how 
capable they are; it is what happens when the 
operational structure around them has not been 
designed to protect the time that strategy 
requires. Most operators are here right now, and 
until recently there was no straightforward way 
out of it, but the tools that make a different 
structure possible now exist and that is what 
this playbook is built around.



05 The Weekly Routine
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BEFORE
Manual management

MON    Rate review        Guest messages      Gap fix

Reactive > 65%   Strategy: incomplete

TUE     Owner email       Rate adjustments

FRI      Catch-up       Report assembly

AFTER
Structured management

Reactive < 10%   Strategy: protected every week

WED    Comp. check        Rate changes       Channel sync

THU     Owner call preparation        Guest comms

FRI      Automated baseline     Monthly strategy     Revenue-critical

MON    Automated baseline     Revenue-critical

TUE     Automated baseline     Revenue-critical

THU     Automated baseline     Revenue-critical

WED    Automated baseline     Weekly session     Revenue-critical

The difference between these two weeks, sustained across every week of the year, is what 
produces the RevPAN performance gap between average and top-quartile operators.
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Daily: under 30  
minutes of active  
management

Weekly: 60 to 90  
minutes of structured  
strategic thinking

Monthly: a half-day  
that sets the direction  
for everything else

The daily session is not a rate review, not a 
channel check and not a guest communication 
session, because all of those run automatically. 
It is a brief, focused review of what the system 
has flagged for human attention. Booking pace 
against forecast takes five minutes, automated 
alerts take another five to ten minutes. Under 30 
minutes of active management means everything 
else ran while you were focused on the things 
that actually move your business forward; 
guest experience, owner conversations and the 
strategic decisions that require you.
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The weekly session is where the real revenue 
management happens. It is a defined agenda 
run at the same time every week, without 
interruption. Forward demand review comes first; 
what is building in the market for the next 14, 30 
and 60 days? Rate strategy review follows as a 
portfolio-level assessment. Portfolio performance 
summary takes 15 to 20 minutes, owner updates 
complete the session; a brief note on anything 
material takes 10 minutes when the preceding 
analysis has already been done and two hours 
when it has not.

The monthly session is where the decisions 
that shape the next 30 to 90 days get made 
with the attention they deserve. Full portfolio 
review, seasonality and rate strategy adjustment, 
performance benchmarking against market peers, 
and the monthly session should be scheduled six 
months in advance, blocked as a non-negotiable 
appointment and prepared for with the same 
rigor as a client presentation.

The daily rule 
If it did not get flagged by the system, 
it does not need you today.

The weekly rule 
If it requires strategic thinking, it be-
longs in this session and nowhere else.

The monthly rule 
If it shapes the next quarter, it belongs 
in this session and it gets your full 
preparation.

The Weekly Routine
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The absence list is as important as the presence 
list. Individual listing rate adjustments do not 
appear because the strategy runs them and 
exceptions surface through alerts; manual 
calendar management does not appear because 
gap night triggers and availability windows 
all run automatically; report building does not 
appear because data is live and accessible; 
channel management does not appear because 
synchronization is automatic; and guest 
communication management does not appear as 
a daily task because sequences run automatically 
and escalations surface through alerts.

Take the last five working days and assign every 
hour of active revenue management time to 
one of three categories: automated (the system 
handled it without you), scheduled (a defined 
session at a planned time), or reactive (unplanned 
response). Then calculate the percentage in each 
category.

If your reactive percentage is above 50%, the 
gap is primarily a systems problem. Work through 
the tier framework in Section 4. If your scheduled 
percentage is below 20%, your strategic sessions 
are being displaced by operational noise.

If your automated percentage is above 60% but 
your RevPAN is still below where it should be, 
the system is working but the strategy feeding it 
needs attention, that is a Tier 4 problem for your 
weekly session.

What Does Not  
Appear in This Week

The Structured  
Week Score

High-performing operator

Typical manual operator

Scheduled ReactiveAutomated

70%

20% 15% 65%

20% 10%
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Compare your current week against the model 
using your actual week last week, not your ideal 
week or your best week in recent memory. 
 
If more than half your revenue management time 
was reactive, the tier framework has not been 
implemented yet and that is where to start. 

The Revenue Connection

The Test

recovered are not one person’s week reclaimed; 
they are an entire revenue management function 
redirected from operational execution into 
forward-looking strategy, and VTrips went on to 
increase reservations by 20% year-on-year. That 
is not a coincidence, that is what happens when 
a revenue management team stops spending its 
capacity on maintenance and starts spending 
it on decisions, and that is what the RevPAN 
uplift reflects: not the automation, but what the 
automation made possible.

If your daily session is running longer than 30 
minutes, the alert configuration needs checking. 
If your weekly session is not happening at a 
fixed time every week, it is not a session but 
an intention. If your monthly session has not 
happened in the last 45 days, the decisions that 
belong there have been made reactively with less 
time and less information than they deserved. 
 
The gap between your current week and this 
model is the gap between where your revenue 
performance is today and where it could be. The 
framework exists and the structure is clear, the 
only remaining question is when you start.

A structured week is not just a more organized 
week; it is a more profitable one. The operators 
consistently outperforming their markets are 
doing so because their week ensures forward 
demand analysis, rate strategy review and 
portfolio-level thinking happen every single week 
without fail.  
 
Jed from Koloa Kai recovered 18 hours a week 
after restructuring his operation. Those hours did 
not disappear into general business activity; they 
went into the sessions above, done properly, at 
the right time, with the right data. 
 
The pattern holds at scale. Chad Blankenship, 
a seasoned revenue management leader and 
now CRO at Boom, has managed thousands 
of listings using Beyond. Before moving to a 
structured revenue management system, manual 
management had grown to consume 40 hours per 
week, and with the right infrastructure in place 
that came down to 10. At that scale the hours 

https://www.beyondpricing.com/blog/ask-me-anything-with-a-revenue-manager-why-beyond-stands-out
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This playbook has given you  
a diagnostic, a framework, 
and a model. What it cannot 
give you is the decision to use 
them. That part is yours. 
 
But before you close this and move on to the 
next thing in your inbox, it is worth being clear 
about what the gap between knowing this and 
doing this actually costs, not in hours, but in 
revenue.

Making it Stick



Beyond’s automation helps me save around 2 hours per day - 
that’s 20 hours a week I used to spend on manual, low-value 

tasks. Now I can focus that time on growing my business 
and improving the guest experience. 

 
Kike San Miguel, Logroño Rentals 
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The operators in the top quartile of revenue per-
formance are not significantly more talented than 
others. In most cases the difference between 
them and the operators one tier down comes 
down to one thing: they have built a week that 
protects the decisions that matter and system-
atizes everything that does not. 
 
The Revenue Decision Ratio, the Rate Freshness 
Window, the Signal-to-Action Lag, and the Struc-
tured Week Score are not abstract frameworks; 
they are measures of the gap between where 
most operators currently sit and where the top 
quartile operates. Every operator who has closed 
that gap has done it by working through exactly 
the sequence this playbook sets out.

What the Framework  
Makes Possible

The Revenue Consequence  
of Not Acting
The time savings in this playbook are real. Jed 
from Koloa Kai recovered 18 hours a week, and 
Chad Blankenship, VP of Revenue Management, 
and Innovation at VTrips, reduced a 40-hour 
manual management burden to 10 hours across 
a portfolio of more than 5,000 properties. Those 
are not outliers; they are what happens when the 
tier framework is implemented properly. 
 
But the hours are not the point, they never 
were. Automation creates time, and what 
operators do with that time is what determines 
performance. Beyond users achieve an average 
of 18% more revenue per available night 
compared to operators managing manually, and 
those outperforming the broader market by 

13% on RevPAN are not doing so because they 
have more time in their week,  they are doing 
so because the time they recovered went into 
the decisions that produce those results. The 
revenue consequence of not acting is not visible 
in any single week, it compounds quietly. Every 
week the forward demand review does not 
happen is a week where the portfolio is priced 
on yesterday’s signals rather than tomorrow’s 
demand. That compounding is what produces 
the RevPAN gap, not one bad decision but the 
accumulated cost of good decisions that you 
didn’t have time to make.



The more apartments I have in my portfolio, the more time 
Beyond saves me. As I scale, it removes the complexity of 

managing pricing manually and lets me grow without  
adding extra workload. 

 
Faical Orakzai, EasyBNB



06 Making it Stick

33

The operators who read a framework like this and 
change nothing are not lazy or disorganized. They 
are busy, and the week fills up before the change 
gets made. 
 
The operators who implement do one thing 
differently. They pick the single highest-return 
change from Tier 1, implement it this week and 
build from there. One change, done properly, 
creates the first pocket of recovered time, and 
that recovered time creates the space for the 
next change so that the framework builds  
on itself. 
 
The first two weeks feel uncomfortable because 
the operational work that used to fill the day is 
no longer there. The third week feels different, 
and by the end of the first month the week 
looks structurally different, and the revenue data 
begins to reflect it.

Before you move on, answer this honestly. Of 
the decisions you made last week that affected 
your revenue performance, how many were made 
proactively with the right data at the right time, 
and how many were made reactively because 
something came up and needed a response? 
 
If the ratio is not where it should be, this 
playbook has shown you exactly why and exactly 
what to change. The tier framework is the 
sequence, the model week is the destination, and 
the Structured Week Score is the measure.

The framework in this playbook gives you the 
operating model. What it does not give you is the 
infrastructure to run it at scale without the right 
tools underneath it. 
 
The operators achieving these results are not 
doing so with manual systems and spreadsheets. 
They are doing so with a revenue management 
platform that gives them real-time demand signals, 
automated rate execution, market visibility and 
performance data in a single place, so that the 
weekly session runs on accurate forward-looking 
data rather than assembled historical numbers. 
 
If the model week in Section 5 is where you 
want to operate, the practical question is what 
you need in place to make it sustainable as your 
portfolio grows. The infrastructure that makes the 
tier framework operational, the weekly routine 
consistent and the revenue decisions that follow 
sharper is what separates the operators achieving 
these results from those still working toward them.

What Separates the 
Operators Who Implement 
from Those Who Do Not

The One Question  
Worth Asking

The Next Step

The only variable left is  
when you start

Pick the single highest-return change 
from Tier 1, implement it this week, and 
build from there.



If this playbook has shown you the gap, the next 
step is a conversation with the Beyond team about 

what closing it looks like for your portfolio.

Book a demo

https://go.beyondpricing.com/en/demo-request/growth-plan?utm_source=guide&utm_medium=cta&utm_campaign=The+Automation+Playbook+%7C+Content+%7C+2Q26

