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Ok, here's how hotels and motels operate.

They provide rooms and food for travelers, and facilities and services for events like weddings and business meetings.

The average hotel has $2 million of annual revenue, 40 employees with relatively low-paid jobs, and 100 rooms. Motels are smaller.

Hotels target a certain kind of traveler, either business or tourist, and in a particular price range. The average daily rate, or ADR, for a room can be $30 at a motel or $300 at an upscale hotel. Hotels also track their occupancy rate, which is often between 60 and 80 percent. Multiplying these statistics together gives the revPAR, the revenue per available room.

Marketing is heavily focused on internet travel sites, tie-ins with airlines, corporate programs, and incentives for repeat customers. Computer systems are heavily used for getting and managing reservations.

Here are some strategic things you should know.

Chains can market a brand like Hilton or Holiday Inn, and can negotiate discounts for corporate customers. Independent hotels rely more heavily on their location.

Internet travel sites and internet reservations have decreased the advantage chains formerly had with their private reservations systems. So, corporate and loyalty programs have become a more important source of customers for them.

Events like weddings, business meetings, and conferences are a big source of revenue for many hotels. Casino hotels even operate their rooms at a loss in order to attract gamblers.

Hotels and motels are heavily affected by economic swings that decrease travel. Occupancy rates and the average daily rate dropped sharply during the recession.
Here are some good talking points.
How many rooms do they have?

Do they target business or tourist travelers?

How many nights is the average stay?

What's the range of their average daily rate?

What share of their revenue is from food and drink, and from hosting events.

How often do they renovate their rooms?

How much were the hurt by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

