
Driving Upsells with 
Revinate Marketing

Best Practices 
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You are all on mute Please use your control 
panel to ask questions 

during the webinar

This webinar will be 
recorded and posted to 

Revinate’s Help Desk

BEFORE WE GET STARTED
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YOUR PRESENTER

Kristina Haga
Hospitality Marketing Strategist, EMEA, Revinate

● Fellow Hotelier with 8 years + experience in loyalty and digital marketing from Starwood Hotels and Resorts. 

● Manager Marketing Strategy at Revinate EMEA: 

○ Optimize Marketing Campaigns

○ Database Analytics, and Reporting

○ Drive Direct Bookings



Why should you be upselling? 



Upsell Benefits to the Hotel

● Incremental Revenue

○ Room Upgrades

○ Amenities

○ Activities

● No commission 

○ 100% profitable hotel revenue

● Easy to use 

○ Frictionless staff adoption

● Inventory management

○ Approval based on last minute availability 



Upsells Benefits to the Guest

● Personalized experiences

○ Amenities for special occasions/celebrations

○ Tickets for local events/attractions 

○ Romantic add-ons 

○ Family offerings 

● Virtual Concierge 

○ Local insights and recommendations 

● Convenience 

○ Parking

○ Late Check Out

○ Early Check In



Upsells Fact

● For best revenue results, offer a combination of room upgrades and amenity upsells.

● 33% of upsell requests include multiple items.

● In addition to Pre-arrival email, Upsells can be included in confirmation and 

welcome campaigns.

● Pre-Arrival Upsell campaigns average an open rate of 61% open rate and a CTR of 

30%.

● Revinate Marketing Customers average €2,000/month in upsell/upgrade revenue.  

Some see revenue as high as €15k/month
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TOP PERFORMING UPSELLS AMENITIES 



Pre-Arrival Emails With Upsell Offer
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CAMPAIGN FOCUS

Pre-Arrival 
Schedule: 
7 days before check-in
3 days before check-in
1 day before check-in

Avg Open Rate

61%
Avg CTR

30.2%

● Leverage guest enthusiasm for upcoming stay

● Drive ancillary revenue through upsells and upgrades

● Promote on-property amenities 
and destination activities

● Don’t be afraid to send more than one!



60%
Average Open 

Rate

30.2%
Click-Through Rate 

(CTR)

Send pre-arrivals 7 days and 3 days before check-in for the best and worst open rates:
Campaign 1: 7 days before Check In
Campaign 2: 3 days before Check In (Include guests who did not open no#1 and new reservations)

7 days

60%

3 days

60%

6
Days Before

5
Days Before

4
Days Before

2
Days Before

1 day

45.65%

CHECK-IN

PRE-ARRIVAL EMAILS



64.3%
Average 

Open Rate

49%
Click-Through 

Rate (CTR)

5% higher than emails without 
upgrade subject lines

The best-performing pre-arrivals use 
the word ‘upgrade’ in the subject line

17% higher CTR than emails without 
‘upgrade’ CTA

Include an actionable CTA

UPSELLS & UPGRADE STATISTICS 



Top Tips for Driving Upsells 
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UPSELL TIP #1: CREATE PERSONALIZED OFFERS
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UPSELL TIP #2: ADDRESS AN OPERATIONAL NEED
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UPSELL TIP #3: LESS IS MORE

24 Amenity items before room 
upgrades is overwhelming! 
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UPSELL TIP #4: CALL TO ACTION

● Have one main CTA (not competing CTAs)

● Place “Upsell” CTA above the first scroll

● Link all your images in the email to Upsells 
landing page to funnel all traffic/clicks to 
Upsells
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UPSELL TIP #5: APPLY URGENCY

Creating a sense of urgency and exclusivity can 
give emails a 22% higher open rate
Still time to book your room upgrade
Limited time offer for our most valued guests
Hurry, room upgrade discounts ends tomorrow
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UPSELL TIP #6: BE ON-BRAND



WEBINARS

UPSELL TIP #7: REWARD DIRECT BOOKERS 
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UPSELL TIP #8: WHEN TO SEND & WHAT TO OFFER

When to send: 
1 day before check-in  
at 9:00 am

When to send: 
1 day before check 
out at  11:00 am



KEY TAKEAWAYS 

Personalize

Define segment 
filters for your 

Pre-Arrival 
campaigns in order 
to personalize your 

upsells offering

When to send

What upsells offer 
should be 

communicated at 
what stage in the 
guest life cycle.

Less is More

Create visual, 
optimized pre-arrival 

campaigns with a 
strong CTA, to grab 

your guests attention.



Thank you!

support@revinate.com

mailto:support@revinate.com

