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What is the GDS 
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What is the GDS

▪ GDS = Global 
Distribution System

▪ GDS is a Single Access 
Point Used by Travel 
Agents Globally 

▪ Platform Enables Travel 
Agents to Book Air, 
Hotel, and Car Travel

▪ Generally focused on 
corporate & weekday 
travel 
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Three Major GDS Systems

*Travelport combines Apollo, Galileo, and Worldspan
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Why Is Having a GDS Strategy Important
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United States GDS Room Nights 

Source: Demand360® Data as of  9/15/24



CONFIDENTIAL

7

©
 A

m
ad

eu
s 

IT
 G

ro
u

p
 a

n
d

 it
s 

af
fi

lia
te

s 
an

d
 s

u
b

si
d

ia
ri

e
s

United States GDS Room Nights By Rate Type  

Source: Demand360® Data as of  9/15/24
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United States GDS ADR Vs Other Channels 

Source: Demand360® Data as of  8/4/24
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Speed and efficiency
A key priority for GDS professional agents

80% to 90% of all bookings 
are made on the first pages

Non-advertising properties receive less views as they appear further 
down the list

Page 1 Page 2 Page 3
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Types of GDS Marketing 
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Advertising VS Placement: What’s the Difference
Travel Seller Media Preferred Placement 

Targeted advertising served directly to Ad Enabled Travel 
Agents during the shopping and booking process

Top placement for a hotel search during the shopping and 
booking process for all Travel Agents 

Advertisements can be graphical or text only Property name will rotate for top placement

Billed monthly in arears Billed annually (Subscription bought by GDS) 
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More commonly known as GDS Media or GDS Advertising

_ Simply put its highly targeted advertisements served directly to ad enabled Travel 
Agents at the point of sale.

_ Advertisements can be made up of both graphical and or textual ads. 

_ We can target agents based on their historical buying behavior. 

_ Billed Monthly in arrears based on consumption. 

_ Campaigns can run from 3 months to a full year.

What Is Travel Seller Media 

Badge Ad

Jump Screen 
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Campaign Options & Best Practices

We access 100% of all the GDS Transactions Data, ensuring you don’t miss opportunity to 
maximize performance.

Advertising dollars move freely 

between GDS during campaign to 

maximize campaign reach and 

performance

Only provider able to sell 

media on all GDS Media 

providers 

Impartial campaign planning and 

management – spend is allocated 

across GDS to meet customer 

needs

Maximize 
reach & 

performance
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Sabre GDS Ad Example 
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Sabre GDS Media Ad Examples 
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Travelport Headlines – graphical banners with landing page
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Amadeus Graphical Banner: Availability banners with landing page (Hotel/Air/Car)

17
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Key Performance Metrics Include:
• PCC Count
• Bookings
• Room Nights
• Revenue
• ADR
• ALOS
• Up to trailing 12 months of 

data

Amadeus is the exclusive provider of on-demand single-source GDS 
campaign performance reporting through Agency360

Main Reporting Portal (illustrative) 
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Keys to Success & HOD Best Practices 
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GDS Advertising Works Best for Hotels . . . 

Located
Within 20-miles of 
an Airport or City 

Center 

At Least $50K in 
Annual  Ad Enabled 

Revenue

A Minimum of 
75 Rooms   

Branded Hotels with 
3-Star Rating

Or Greater  

The advertising spend in the GDS largely depends on property size, 
market size, GDS volume and opportunity available for the hotel. 
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Keys to Success 
Promotions

Ensure  Promotions are Bookable on the GDS

Consistent Availability During Campaign Promotion 
Dates

Commissionable

Competitive Rate/Value-Add

Non-restricted

Available to All Agents

Top 3 in Rate Sequencing  
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Keys to Success 
Rate Parity & Rate Sequencing

Ensure All Rate Types are Loaded & Available

Describe Hotel Rates – Flaunt the Product

Ensure Best Available Rates (BAR) is Available and 
Competitive

Agents Often Book BAR Rates After Starting a Search 
for a Specific Negotiated Rate

Maintain Rate Parity 
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FREQUENCY OF VIEWING HOTEL DESCRIPTIONS

© Takedown Research Inc. 2024. All rights reserved.  2024 Travel Agent Study | 23

Q. How often do you view the Hotel Description details 
of a property when making a booking or researching a 
property? (7-point scale: Very often, Neutral, Not very 
often)

More than 8 in 10 agents view the hotel description details when booking or researching a property. Agents in 
NORAM are more likely than other regions to use this feature.

13%
5%

11%
17% 18%

36%

34%
30%

37%
44%

51%
61% 59%

46%
38%

Total Agents NORAM LATAM EMEA APAC

Not Often (1/2) Neutral/Somewhat Often (3/4/5) Often (6/7)
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Top 5 Tips: Hotel on Display (HOD) Audit 

Establish & Publish Relevant Ratings

Photos

Commission & Cancellation Policies

Describe the Hotel – Use Vivid Language

Property Amenities

Indexes: Airports, Local Businesses, and Points of 
Interest

Ensure Content Parity Between GDS and Website

Contact Amadeus to Assist with Securing     

* For Branded hotels you will need to reach out to your GDS distribution team to get your HOD updated  


	Slide 1: Maximizing the GDS 
	Slide 2: What is the GDS  
	Slide 3: What is the GDS
	Slide 4: Three Major GDS Systems
	Slide 5
	Slide 6: United States GDS Room Nights 
	Slide 7: United States GDS Room Nights By Rate Type  
	Slide 8: United States GDS ADR Vs Other Channels 
	Slide 9: Speed and efficiency
	Slide 10: Types of GDS Marketing  
	Slide 11: Advertising VS Placement: What’s the Difference
	Slide 12: What Is Travel Seller Media 
	Slide 13: Campaign Options & Best Practices
	Slide 14: Sabre GDS Ad Example 
	Slide 15: Sabre GDS Media Ad Examples 
	Slide 16: Travelport Headlines – graphical banners with landing page
	Slide 17: Amadeus Graphical Banner: Availability banners with landing page (Hotel/Air/Car)
	Slide 18
	Slide 19: Keys to Success & HOD Best Practices   
	Slide 20: GDS Advertising Works Best for Hotels . . . 
	Slide 21: Keys to Success 
	Slide 22: Keys to Success 
	Slide 23: FREQUENCY OF VIEWING HOTEL DESCRIPTIONS
	Slide 24: Top 5 Tips: Hotel on Display (HOD) Audit 

