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NEW ERA OF
DISTRIBUTION
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Hotel distribution has moved from the 
Global Distribution System (GDS) and 
negotiating contracts with corporate, 
agents and tour operators, to the ever-
growing list of Online Travel Agents. The 
market will be disrupted as new channels 
offer market access through metasearch 
and social media.

With channel diversification and a more 
segmented traveller market than ever 
before, hotel distribution requires the 
management of huge quantities of data - 
while implementing real-time automated 
processes to respond to changes in the 
market.

of online distribution for independent 
hotels is generated by online travel 

agencies in 2018 1

71%

of the hotel establishments plan to 
increase their pool of distribution 

channels 2

41%

increase in metasearch traffic expected 
in 2019 3

30-40%

of travellers use metasearch regularly 4

72.5%

of adults choosing, recommending or 
paying more for a brand that provides a 

personalised service 5

62%

9 in 10 hoteliers believe guests will 
expect stays to be personalised by 2020 6

ONE - REVENUE
AUTOMATION

7 https://www.mazars.com/Home/News-and-Insights/Our-publications/Surveys-and-studies/2018-Global-Study-on-AI-in-Hospitality
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The constant travellers’ search for the best deals and the automation of PMS 
and RMS allow hotels to respond to the demand by continually updating 
forecasts and prices. AI is bringing the much-needed technology that enables 
the hospitality sector to monitor the market continuously and identify triggers, 
while helping revenue teams to automate pricing decisions in order to focus 
on the bigger picture to review optimal pricing, and marketing and distribution 
strategies.

Research from Mazars shows that customers put ‘customised 
recommendations’ at the top of their list for AI-led innovations, with real-
time pricing also in the top five7. AI is able to automatically generate targeted 
promotions and pricing, as well as track guest decisions to upsell. Hotels need 
to follow the trend to move towards more personalisation.

Automation can help hotels to evolve to a more holistic strategy that aligns 
sales, marketing, revenue management and all other revenue-generating 
functions. One of AI’s critical abilities is the creation of accurate demand 

forecasting. Over time, it is able to identify patterns in both real-time and 
using historic data with ever more accuracy enabling hotels to identify demand 
months in advance. It can also capitalise on guest decisions to upsell and log 
data from various sources. Increasingly, these data-driven insights are being 
shared between departments for mutual benefit.

Many independent hotels may feel stuck with cumbersome legacy systems, but 
automation can be implemented in silos. It could be introduced for customer 
care, then loyalty, and so on, until the hotel has one single computer brain 
monitoring operations. In the near future, these systems will be in the cloud 
and encompass PMS, social media monitoring, accounting solutions, POS, 
guest services, venue management and catering. They will produce detailed 
business performance reports that will provide rich and precious insights to 
revenue and marketing managers.

The advanced analytics of AI will allow sales, marketing and revenue 
management to work more closely towards common goals, where automation 
is responding to hotel demand and guest experience.

“89% of hoteliers believe targeted 
personalisation is an effective way to improve 

the guest experience.” 8

TWO - CRM AND
BIG DATA

The use of data is increasingly giving hoteliers a more detailed understanding 
of both individual guest preferences and segments of the market. Hotels can 
maximise profits by increasing the loyalty of valued guests, attracting new ones 
or upselling add-ons during guests’ stay. Either way, a data-driven approach 
holds the key.

An effective CRM system is the outcome of installing data-mining applications 
that integrate information from numerous sources. With legacy systems, 
information about guests tends to be siloed. But analytical software brings 
it together from, for example previous visits, or review sites, or interaction 
with mobile apps and chatbots. The software uses the data to create detailed 
profiles of guests. Relevant information includes age and family status, income 
level, preferred room types, cultural interests and feedback about previous 
stays.

The end goal is one version of the truth stored on a centralised database that 
should be accessible to all departments so they can make informed decisions. 
Revenue managers use the profiles to divide guests into segments. The top 
tier, who stay in the most expensive rooms at peak times, are offered the best 
prices. Even lower rated customers receive better rates than unknown guests.

The restaurant manager can plan better menus using data about eating 
preferences and the concierge will know which local tours to recommend. 
Meanwhile, AI-enabled CRM provides real-time feedback on guest experiences, 
flagging up dissatisfactions such as lengthy check-ins and offering perks as 
compensation. 

The profile information is especially useful for the marketing teams to send 
personalised advertising through offers or in retargeting campaigns on 
Google and social media.  A client that has enjoyed the hotel restaurant in the 
past could be offered a coupon for a free starter or drink. On a macro level, 
AI-integrated CRM can act as a sales coach, analysing customer accounts, 
profile information, and property sales targets to guide strategy and identify 
obstructions. The marketers can also identify similar customer profiles and 
create segments of the market, then develop special programmes for each one.

83% of millennials would 
allow brands to track 
their habits in exchange 
for a more customised 
experience
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B2B Property & Business PR

Targets: Vertical & Top Tier Business

Achieving over 50+ clippings

Duration: 8 months

Key success: Financial Times, The 
Economist, Forbes, The Negotiator, Estate 

Agent Today, Landlord Today, City AM

B2B Technology PR

Targets: Business and Technology
 

Key challenge: no news, three month 
campaign

Thought leadership with Headspring, 
ITProPortal, HRD Connect, The HR 

Director

B2B Travel & Business PR 

Targets: Travel vertica

Achieving 40 clippings

Duration: 8 months

Key success: Travel Weekly, TTG, 
TravelMole, Incentive Travel, CIT 
Magazine, Group Travel World

Media Relations

Industry 
Engagement

PR & 
MEDIA HUB



31% 16%

2012 2019

20 
Companies

210 
Startups

Tech innovation in Bulgaria is rapidly growing1

$4m

$74m
17%

average annual 
growth in Bulgaria’s 
IT sector since 2007

“The hidden Start-Up champion of Europe”
Bulgaria was the Soviet Bloc’s IT and 

electronics specialist, providing 40% of 
all computers to the Eastern Bloc

has been invested by the EU into Bulgarian micro businesses and SMEs, 
a quarter of which the government poured into startups.

In 2018 the government announced another $185 million programme 
for start-ups.

$1.5
 Billion

In Bulgaria 31%2, compared to 16% across the 
rest of the EU.

Women in Tech

Established in 
2016

Over 100 
solutions experts

Customers on 
four continents

Offices in Sofia 
(Bulgaria) and 

Olomouc (Czech)
Experience with 

over 100 projects

Stephen Burke
SVP & Practice Principal

With over 20 years experience in the 
sector working across connectivity 
solution, system development and 
data optimisation, Stephen leads the 
dedicated Travel & Hospitality division 
at Sciant. His background includes 
senior and leadership roles in product 
development, working as part of the 
management team and as a member 
of the board of directors.

Sciant understands the Travel and Hospitality 
technology ecosystem with its plethora of tools 
and platforms from legacy systems to startup 
applications, as innovation and connectivity 
prove key for systems to stay relevant and 
compete with new players. 

The team’s experience working on growing 
and scaling companies from proof of concept, 
through to minimum viable product to 
enterprise growth supports your strategic 
vision to present key product differentiators. 

Optimise data management capabilities to 
leverage new opportunities, and implement 
new technologies, through Artificial Intelligence, 
Machine Learning and Robotics, to deliver 
greater personalised and responsive services 
improving the revenue opportunities from 
travellers.

At Sciant, we don’t mess around - we will add 
immediate value with our domain knowledge 
and industry connections, furthermore we can 
either support technical development, or feel 

free to lean on us to do it for you.

DEFINE THE SECTOR

Tech investment increased 
6% (more than €500bn) 
since 2014 (European 

Annual Growth Srurvey 
2019)

Contact

sales@sciant.com
+359 89 9420 440
www.sciant.com

Travel & 
Hospitality Practice

Unlocking Potential is the Key to Your Success

Marketing 
Collateral

Business 
Position

Objective 
Alignment

STRATEGIC
MARCOMS

36%

35%

32%

29%

81%

We help you by building and developing the systems, applications 
and solutions to keep your business evolving

BIG DATA & BUSINESS 
INTELLIGENCE

BLOCKCHAIN & 
CRYPTO

ENTERPRISE 
INTEGRATION

MACHINE 
LEARNING

IMPLEMENTATION
& ROLLOUT

INTERFACE 
CERTIFICATION & 
VALIDATION

DEVOPS

LEGACY
TECHNOLOGIES

PRACTICE & EXPERIENCE

PMS/CRS system connectivity including 
interface certifications to retrieve data 
including Reservations, Profile, Rates, 
Inventory, profile and reservation updates 
defined by Products lines. 

“Sciant is a great addition to our integration team, 
helping us to extend our interface development 
capabilities.” CIO, Cendyn

Big data platform for storage and data mining 
of shopping and reservation logs providing 
analytics of the capabilities of individual CRS, 
GDS and OTA systems.

“Combining skilled technologists with experienced 
travel domain expertise, Sciant is doing a terrific 
job with DHISCO as we work together to connect 
the hospitality industry’s largest and most complex 
OTAs, GDSs and hoteliers.” CIO, DHISCO

Integrations to market leading systems 
supported by core product development to 
support launch to market.

“When we initiated our efforts to reposition and 
accelerate the growth of our company, Sciant came 
through for us under very demanding circumstances. 
They remain a valued partner in our development 
and deployment efforts.” CEO, Koridor

Natural language processing (NLP) and 
Machine Learning for hotel booking engine.

“Sciant really feels part of the team, they’ve proved 
to be an ideal partner with their strength of domain 
knowledge, and speed of development. Sciant has 
been able to understand our requirements as a 
customer but also our end-customer needs.” Founder, 
HotelResBot

Travel sector AI technologies investment ;

chatbots

automated content

machine learning

voice recognition.

 (Travel Technology Europe, 2019)

of business travelers 
have used voice 

assistants during their 
travels

 (Travelport, 2019)

Solving Business Challenges 
With Technology

At Sciant, we use our extensive domain knowledge to create, 
connect and build technical solutions that support your business.

Why Choose Us?

We want to be part of our customers’ success story. We believe the best way to do this is to be results focused 
on your systems development.

Starting by understanding the business objectives and end goals, we apply our domain expertise and specialist 
platform knowledge to create solutions and deliver your essential IT projects.

Having been on the customer side, we understand what makes outsourcing successful; transparency and 
communication are vital to success!

Who We Are

Sciant is a development and engineering enthusiast with 
decades of experience delivering remote software product 
development and system transformation. We specialize in 

serving customers in specific industry domains, working 
worldwide for both large enterprises and fast-growth 

startups.

We bring your product roadmaps to life, ideate technical 
solutions and form the robust and compliant integrations and 

connectivity solutions to take your system to the next level.
 

Based in Sofia, Bulgaria, a country that’s had a strong tech 
culture since the 1980s, our team all have superb technical 

aptitude and solid English skills. The hallmarks of a Bulgarian 
work culture include: high retention levels, diverse workforce 
with the highest proportion of women in tech, and a passion 

for delivering quality.

FINTECH
Sciant has implemented solutions 

in Cryptocurrency exchanges, 
Blockchain and EU VAT refunds.

AUTOMOTIVE
Sciant has implemented 
Automotive supply chain 
solutions, working across 

borders from Europe to the 
Far East.

TRAVEL & HOSPITALITY
Sciant has implemented various 

systems for hotels, including GDS, 
Switch, CRS, PMS AND CRM.

TRANSPORTATION 
& LOGISTICS

Sciant has delivered 
reporting and analytics 
solutions and vehicle 

tracking solutions.

BIG DATA & BUSINESS 
INTELLIGENCE

BLOCKCHAIN & CRYPTO

ENTERPRISE INTEGRATION

MACHINE LEARNING

IMPLEMENTATION & 
ROLLOUT

INTERFACE CERTIFICATION 
& VALIDATION

DEVOPS

LEGACY TECHNOLOGIES

OUR VERTICALS

O
U

R SERVICES

OUR TECHNOLOGIES
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