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THERE’S AN OPPORTUNITY FOR HOTELS TO LEVERAGE NEW AUTOMATED PAYMENT NETWORKS  

TO BUILD CUSTOMER LOYALTY.
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HOTELS ARE ADOPTING AUTOMATED BILLING 
SERVICES TO ENTICE CORPORATE TRAVELERS
Of all the industries that suffered significant setbacks 

during the pandemic, hotels were at the top of the list. 

With travel curtailed—even prohibited in many places—

the drop-off was sharp: within weeks, there were no 

more heads in beds. In fact, according to Statista, there’s 

been a year-over-year decrease in hotel industry key 

performance indicators. At the end of 2021, U.S. hotels 

had an occupancy of about 44%, showing a year-over-

year decrease of 8.7 percent. Similarly, revenue per 

available room (RevPAR) dropped 8.3% at $57.46 U.S. 

dollars.

Now in 2022, we’re travelling again for both business 

and pleasure. In fact, the World Travel & Tourism Council 

predicted that U.S. travel will exceed pre-pandemic levels 

by 6.2%, accounting for almost $2 trillion in U.S. gross 

domestic product.1

As for corporate travel, worldwide spending will likely 

jump more than 38% this year.3 It sounds great, but it’s 

not all good news: some experts warn that this measure 

does not necessarily equal more total trips or hotel stays; 

inflation must be factored into the overall cost.4 

As more companies resort to online meetings and 

conferences—understanding now that this is a feasible and 

potentially more economical alternative—the challenge of 

securing corporate travelers remains a concern. That’s why 

making hotel booking and invoicing seamless and easy 

for businesses is critical to capturing a greater share of 

corporate travelers. 
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https://www.gbta.org/blog/from-setback-to-surge-business-travel-expected-to-fully-recover-by-2024/
https://www.computerworld.com/article/3659197/welcome-to-the-new-world-of-business-travel.html


“We take away the pain point of pushing bills by sending 
corporations a consolidated statement for all their travelers. 
We make sure the statement is paid on time, follow up with 
collections if necessary, and, of course, handle the reconciliation.”

— Michelle Faul, VP of Marketing, TreviPay
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GAIN A COMPETITIVE EDGE WITH INVOICE AND 
PAYMENT AUTOMATION
There’s an opportunity for hotels to leverage new 

automated payment networks to build customer loyalty, 

solve operations pain points, and increase hotel occupancy 

and revenue while simultaneously modernizing their own 

invoicing and accounts receivable processes. When hotels 

streamline their financial management, specifically for 

their business vertical, they gain significant competitive 

advantages. 

However, it can be a lot for hotels to manage in the 

face of staggering staff losses—70% of hotel employees 

were laid off during the pandemic6—especially given the 

complexity of corporate folios. That’s why a direct billing 

solution, which allows a hotels’ corporate clients to reserve 

stays and check out without a physical payment card, can 

be a game-changer. All stays are invoiced directly back 

to the employee’s company, and the employee enjoys a 

smooth guest experience.

Enhancing the customer experience has pushed 

hoteliers to automate their front-of-house guest services. 

Technology investments have been made to streamline 

previously manual processes, such as electronic receipt 

delivery. But for business travelers, those automated 

receipts still kick off the not-so-automated expense report 

process. That’s why corporate customers love direct billing: 

all of their accommodation expenses are aggregated, 

consolidated and submitted automatically to the corporate 

AP department helping to build their loyalty to a specific 

hotel brand.

The best direct billing network offers plenty of benefits 

for hotels, companies, and business travelers. And for 

hoteliers, it can also automate the entire corporate folio 

process—not just the booking and checkout—therefore 

saving time, money, and staff hours.

MORE BOOKINGS, BETTER FORECASTS, 
FASTER CASH FLOW
Hotels that implement a direct billing solution are poised 

to make the most of these opportunities. For example, this 

payment method can be promoted to current corporate 

customers. Sales opportunities like these are ripe for 

opportunity when offered with pre-negotiated discounts. 

The result? More bookings—and the opportunity to host 

more corporate events, too. 

With established corporate agreements, hoteliers can 

forecast and plan more accurately. “This not only helps 

to ensure that enough rooms are available for events 

and large blocks, by knowing the expected occupancy 

rate in advance, hoteliers have a better window into 

future occupancy rates, which they can then use to 

project staffing requirements,” says Michelle Faul, VP of 

Marketing, TreviPay.

The best direct billing solution can do so much more 

than handle sending out corporate folios and helping with 

planning. In fact, it can do all the heavy lifting for accounts 

receivable, including risk decisioning, extending net terms, 

invoicing, and collections. Hoteliers can stop worrying 

about tracking invoices and get back to the business of 

hospitality.

https://www.hotelmanagement.net/own/studies-break-down-covid-19-s-impact-hotels-travel-plans


There’s another benefit for hotels with a direct billing 

solution: flexible cash flow access based on outstanding 

invoices. Reliable payments better support forecasting 

efforts. Plus, with predictable cash flow, it’s possible to 

manage capital investments, new hires, and other expenses 

with confidence. No more waiting 30 days or more for 

corporate guests’ A/P departments to get around to paying.

CONSOLIDATED BILLING NEGATES THE NEED 
FOR CREDIT CARDS
Companies with traveling staff understand direct billing 

and prefer to work with hotels that offer this service. From 

a business perspective, they get plenty of benefits that can 

save time and money, such as:

•  Eliminating the need to issue credit cards to 

employees.

• Managing lodging expenses for contractors.

•  Avoiding asking workers to pay with personal 

methods.

•  Covering hotel expenses for employees who don’t 

have credit cards.

• Enjoying pre-negotiated discounts and perks.

•  Minimizing manual expense report submissions and 

reconciliations.

•  Receiving guest expense data in a consumable digital 

format.

• Having consolidated invoices, which streamlines A/R.

MINIMIZING COLLECTION EFFORTS
It is no surprise that travelers expect a contactless 

experience in the wake of COVID-19 concerns.2 Hotels 

need to distinguish themselves as innovative and guest-

centric,7 specifically when it comes to the corporate 

traveler. But automated check-ins and outs, while they 

certainly benefit guests, do not take into account the 

burden on a hotel’s A/R staff, which must manage 

payments, collections, and reconciliation.

Consider the following ways in which a proven direct 

billing and network provider can ease stress and minimize 

an A/R team’s workload, all while maintaining a seamless 

and frictionless guest experience.

GET PAID FASTER AND INCREASE CASH FLOW
Along with direct billing, the best technology partner 

will offer built-in invoice payment options that increase 

cash flow quickly and reliably, reducing the days sales 

outstanding (DSO). Many hotels saw a significant uptick 

in DSO in the first quarter of 2022, with larger brands 

experiencing averages over 45 days.8

When a payment and billing network provider handles 

the underwriting, credit lines, onboarding, invoicing, and 

collections, hotels receive payment in as little as 48 hours. 

For hoteliers, shifting these responsibilities to a direct 

billing provider relieves headaches and frees up time to 

focus on business growth.
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RELIABLE PAYMENTS BETTER SUPPORT FORECASTING EFFORTS. PLUS, WITH PREDICTABLE CASH 

FLOW, IT’S POSSIBLE TO MANAGE CAPITAL INVESTMENTS, NEW HIRES, AND OTHER EXPENSES WITH 

CONFIDENCE.

https://www.thestreet.com/csuiteadvisors/advice/mark-weinstein-thought-leader-five-business-travel-trends-during-pandemic
https://hospitalityinsights.ehl.edu/great-hospitality-reset
https://www.discoverci.com/companies/H/days-sales-outstanding-dso


MINIMIZE EBITDA IMPACT
Although credit cards can help sellers get paid faster, their 

high transaction fees and the potential for chargebacks 

threatens EBITDA, or earnings before interest, taxes, 

depreciation, and amortization. Reducing reliance on credit 

cards while using other methods to get paid on a similar 

timeline is a better way to improve EBITDA.

ELIMINATE THE NEED TO CHASE PAYMENTS
The time spent following up on outstanding or defaulted 

charges is time a company’s A/R team could spend 

improving customer service and maintaining their other 

responsibilities. The ideal direct billing provider takes on 

the burden of pursuing collections while ensuring that 

their clients receive their payments in two, seven, 14, or 

30 days—which is a significant increase in cash flow. 

Plus, relieving the customer support team from handling 

invoicing, collections issues, and customer disputes, allows 

hoteliers to focus on the human touches that can’t be 

automated, and that matter most to guests.

LOYALTY-BUILDING BENEFITS FOR BUSINESSES
Increasing loyalty program membership is a priority for 

hotels, so it’s no wonder they also want to increase loyalty 

among businesses and corporations that are frequently 

booking work-related travel. When a business has a line 

of credit with a hotel chain and has had a positive booking 

and billing experience, they are more likely to book with 

them for future travel. 

From the employee perspective, there are also loyalty-

building benefits: the fast, frictionless experience provided 

by a direct billing network is ideal. They don’t have to use 

a personal credit card, make sure they have a corporate 

credit card, worry about spending limits, keep hotel-related 

receipts, or file expense reports. It’s one less thing to stress 

about when they’re away from home.

The foundation of building loyalty is a great experience, 

and when it comes to accommodations, businesses will 

choose brands that are easy to work with and that they 

trust. When a hotel joins a direct billing network, they can 

attract and retain stickier customers.
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CASE STUDY: HOW CHOICE HOTELS BUILDS LOYALTY WITH DIRECT BILLING
Choice Hotels, one of the largest lodging franchisors in the world, needed to increase its average 

occupancy rate (AOR) and build loyalty among corporate travelers with a direct billing and network 

technology solution for a seamless payments and invoicing experience. They picked TreviPay to solve this 

problem.

TreviPay’s direct billing solution offered configurable options to accommodate Choice Hotels’ needs. 

Now, this franchisor allows corporate guests to make reservations and check in and out—all without 

presenting a physical payment card. It’s a streamlined and efficient experience for the guest, the company, 

and the hotel. 

TreviPay’s direct billing solution is built to be easily integrated. In fact, Choice Hotels has signed on a 

number of their franchisees to leverage this technology, which makes it easy for a booker to find a hotel 

that offers this service. The process is simple: Prequalification is done at booking and again at check in. At 

checkout the hotel simply picks direct pay as the payment method and clears the stay. On day 14, the hotel 

gets paid and TreviPay signals to Choice corporate that it has been paid so that they can clear the A/R.  

Direct billing positively impacts Choice Hotels’ bottom line all the way to the corporate level by providing 

a new revenue line item. It also helps retain and bring on new franchisees by making it easier to reconcile 

with corporate’s A/R department. 

“We’ve always made it our business to make corporate travel easy. TreviPay’s direct billing solution was 

simple and fast to integrate and allows us to better serve our corporate clients while also protecting our 

franchisees from the risk of extending credit.”

— Abhijit Patel, vice president, marketing and distribution strategy and operations, Choice Hotels
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INCREASE REVENUE WITH TREVIPAY
As business travel continues to fluctuate, direct billing 

is the best way to win corporate accounts that can 

quickly increase revenue and AOR. Combined with a 

proven hotel billing and network solution from TreviPay, 

automating business folios from start to finish can be a 

real game-changer. After all, you’ve already built out a 

trusted network of hotels—all you need is a direct billing 

solution to amplify your corporate sales.

“The all-digital billing experience can increase 

revenue per available room and average occupancy 

rate for hotels by promoting a seamless experience for 

both the guest and the corporation,” Faul says. “This 

experience is likely to incur repeat business and loyalty, 

which, in turn, drives profitability as more rooms are 

booked.”Case Study: 

To learn more about the benefits of direct billing, start a conversation 

with an industry expert at TreviPay.
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