INTRODUCING

The Masters of Distribution
Guide for Vacation Rentals
Building a professional vacation rental business is a compelling and elaborate
task. In order to provide an impeccable guest experience and increase revenue,
rental owners and property managers must be at the top of their game. They
need to find quality resources, use state-of-the-art tools and master the knowhow of running a vacation rental business, from marketing to operations.
The first, and arguably most important step towards success is learning how to
advertise your property, so that travellers can find it and book it. We created this
ebook to share with you all our insight on eﬀectively distributing your vacation
rental listings online.
Whether you’ve just decided to rent out your property for the first time or you’d
like to take your existing vacation rental business to the next level, you’ll find
everything you need to know about distribution on the following pages.
We will cover topics such as choosing the best listings websites for you, using a
channel manager, optimising content to get more bookings and using
advanced pricing and revenue management strategies.
Let’s dive into it!

2

CONTENTS

The four main types of listing sites
Diversifying distribution
The world’s biggest distribution sites
Niche vacation rental websites

Chapter 2: Channel Managers
What is a Channel Manager?
What can a Channel Manager do for you?
The Rentals United Channel Manager

Chapter 3: Content Optimisation
What should a property listing include?
What makes the perfect listing on Booking.com?
Vacation rental photography tips
Vacation rental video tips

Chapter 4: Pricing and Revenue Management
Revenue Management: Why you should do it
The essentials of revenue management
What’s automatic pricing?
Advanced pricing strategies for Airbnb

4
5
7
8
9
13
14
15
16
17
18
19
20
23
25
26
27
28
29

A G U I D E B Y R E N TA L S U N I T E D

Chapter 1: Distribution Sites

3

CHAPTER 1:
DISTRIBUTION SITES
Your distribution strategy could make or
break your vacation rental business.
You can have the most comfortable, stylish or luxurious
rental in the best possible location, but if you don’t know
how to market it and distribute your listing on various
sites, you’ll not see the results you’re hoping for.
In this chapter, we will discuss the 4 main types of
distribution channels that you can advertise your
properties on. We will get to know the biggest booking
sites in the world, as well as a few niche channels that
drive bookings.
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DID YOU KNOW?

THE 4 MAIN TYPES OF CHANNELS
In the early days of vacation rentals, homeowners had to rely on
their personal networks or classified ads to try and get guests to
stay at their properties.
Today, there are thousands of websites out there that serve as
marketplaces and oﬀer a variety of vacation rentals for travellers
to choose from.
Let’s have a look at the four main types of distribution channels
and what distinguishes them.
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1. VACATION RENTAL LISTING SITES
Specialised vacation rental marketplaces, such as
Airbnb, exclusively oﬀer short-term rentals for
travellers who would like to find a cheaper, friendlier
or more authentic alternative to hotels.
• Airbnb, HomeAway, VRBO

2. ONLINE TRAVEL AGENCIES
OTAs are travel businesses offering a variety of
products. Many of them have added vacation rentals
to their inventory of hotels. Homeowners can now
advertise alongside listings of more traditional
accommodation.
• Booking.com, Expedia, TripAdvisor

3. METASEARCHES
Metasearch engines are large aggregators that
gather search results from many other websites –
such as vacation rental marketplaces and OTAs –
and compare thousands of listings so users can find
exactly what they’re looking for.
• Trivago, HomeToGo

4. WHOLESALERS
Wholesalers are platforms that distribute to various
types of suppliers: travel operators, vacation rental
providers, airlines, hotels, car hiring and OTAs etc,
and sell their products to their own network, often
with discounted pricing.
• BTU Tour, TravelCompositor
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OUR SERVICES

DIVERSIFY YOUR DISTRIBUTION

Which websites should you
list your property on?

If you want to make sure that your listings will drive bookings all
year round, don’t put all your eggs in one basket. Find out which
booking websites are most likely to work for you, and list your
property on all of them. This will help you reach high occupancy
rates and ultimately run a successful vacation rental business.
There are several tools you can use to figure out which channels
you should list your property on. We’ll help you compare and
contrast the biggest websites on the next page. However, if you
want specific answers based on your business model, location and
ideal customer, check our 2-minute Channelizer quiz!

TAKE THE CHANNELIZER
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THE WORLD’S BIGGEST

DISTRIBUTION CHANNELS
Name

Type

Markets

Host
commission

Guest
commission

Fun facts

Booking.com

OTA

195 countries

12-21%

no guest fees

More than 1.5 million nights are booked on
Booking.com each day

Airbnb

vacation rental
marketplace

191 countries

3-5%

0-20%

More than 2 million people stay in a rental
booked on Airbnb each night

191 countries

annual fee from
$499 OR at
6-12%
least 8% per
booking

HomeAway-VRBO

vacation rental
marketplace

HomeAway owns the oldest vacation rental
brands in the world, such as VRBO in the US
and Abritel in France

no guest fees

Expedia has helped travellers book
accommodation in over 2,100 cities around the
world

3%

8-16%

730 million users have left reviews or opinions
in TripAdvisor

200 countries

10 %

no guest fees

Agoda offers over 2 million properties in more
than 200 countries

200 countries

10 %

no guest fees

The HomeToGo site has over 23 million users
each month

no guest fees

TravelStaytion has more than 60,000 listings.
The average stay is 6.6 days for short stays and
40 days for medium stays.

Expedia

OTA

220 countries

TripAdvisor

OTA

200 countries

Agoda

OTA

HomeToGo

metasearch

TravelStaytion

vacation rental
marketplace

300+ cities

12-20%

15 %
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Now that you’re familiar with the biggest vacation rental booking
sites in the world, it’s time to get to know the smaller ones.
While the Vacation Rental Giants attract millions of travellers,
niche vacation rental websites have a small but specific
audience. They each address a concrete market need and speak
to a certain kind of traveller, for example, people that want to
travel in a certain geography or have special needs.
If the audience you’re targeting corresponds with the type of
traveller that a niche vacation rental website attracts, listing your
property there will drive bookings. Let’s take a look at 6
interesting niche booking sites that could help you match with
your perfect guest!

P R O T I P B Y R E N TA L S U N I T E D

Niche Vacation Rental Websites
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NICHE VACATION RENTAL WEBSITES
THAT DRIVE BOOKINGS

BY AUDIENCE

MISTERB&B
misterb&b is the largest gay accommodation brand
in the world, with 210,000 LGBTQ+ hosts in over
135 countries
Commission: 4%

HANDISCOVER
Handiscover is the leading accommodation
booking website dedicated to disabled and elderly
people. They offer accessible vacation rentals.
Commission: 10%

BRIDGESTREET
BridgeStreet is a global booking platform for
business travel accommodation. They have listings
in over 23,000 cities in 130 countries.
Commission: 12%

MAGICSTAY
MagicStay is a leading booking platform for
corporate stays with over 200,000 apartments in 90
countries worldwide.
Commission: 3-13%
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ALTERNATIVE VACATION RENTAL WEBSITES
THAT DRIVE BOOKINGS

BY REGION
TUI VILLAS
TUI Villas has a strong presence in the German and
UK market. They have 300,000 listings throughout
Europe. Their listings also appear on Atraveo.
Commission: 15-18%

DESPEGAR
Despegar is the largest travel agency in Latin
America. Based in Buenos Aires, they’re present in
21 countries. They also offer flights and car rentals.
Commission: 15-20%

SPAIN HOLIDAY
Spain Holiday offers more than 18,000 holiday
villas and apartments all over Spain. Their listings
appear in 13 languages.
Commission: €245 annual fee or 15% per booking

CANADASTAYS
CanadaStays is Canada’s largest vacation rental
marketplace, offering unique vacation properties
like cottages, cabins and chalets.
Commission: 10%

FLAT4DAY
Flat4Day is a Turkish vacation rental site. They
have a strong presence in Europe and their site is
translated into multiple languages.
Commission: charged on top of your rates

OSTROVOK
Ostrovok is the largest OTA for the Russian market.
They have over 350,000 unique properties in
200 countries.
Commission: 18% (15% for properties in Russia)
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NICHE VACATION RENTAL WEBSITES
THAT DRIVE BOOKINGS

BY PROPERTY TYPE

GLAMPING HUB
Glamping Hub is a booking site for luxury rentals
with direct access to nature. They focus on five-star
experiences and properties with outdoor areas.
Commission: 4%

TRIPVILLAS
TripVillas exclusively offers holiday homes with
their own kitchen, living and dining area. Most of
their 100,000 listings are in Asia.
Commission: 4%

RENTPRIVATEVILLAS
Rentprivatevillas is a listing site exclusively for
villas and houses around the world. They receive
bookings from 10,000 guests a year .
Commission: 10%

SHORTSTAYAPARTMENTS
ShortStayApartments offers only professionally
managed apartments in Amsterdam, Barcelona,
Paris, Prague, Rome, Rotterdam and The Hague.
Commission: 15%
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CHAPTER 2:
CHANNEL MANAGERS
Channel managers can make your life as a
property manager much easier.
As the variety of options increases, it’s becoming
diﬃcult to keep track of all the diﬀerent listing sites out
there and find the ones that work best for you.
Listing your property on multiple websites and then
managing all those listings manually can be a harrowing
task. This is where channel managers enter the picture.
In this chapter, we will explain what channel managers
are and how the Rentals United Channel Manager can
help you grow your business.
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DID YOU KNOW?

WHAT IS A CHANNEL MANAGER?
Channel Managers are sophisticated software products that
specialise in the distribution of vacation rental listings on
multiple booking sites. They oﬀer a simple solution that brings
together all listing sites, allowing you to advertise on each of them
and manage your listings from a single platform.
They can also be connected to several external services, such
as property management systems, yield managers, communication
apps, and many more.
For example, by uploading your properties to the Rentals United
platform, you can easily advertise on more than 60 diﬀerent sites.
You can select the sites that best suit your needs or those whose
target audience corresponds with the customers that you want to
reach.
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WHAT CAN A CHANNEL
MANAGER DO FOR YOU?

Distribute your listings across multiple
listing websites

Automatically update availability, rates,
bookings and property info

Provide you with advanced pricing options
to maximise revenue
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RENTALS UNITED

CHANNEL MANAGER
SAVE UP TO 20 HOURS A WEEK
No more manual updating or risk of
overbooking.

DIVERSIFY YOUR DISTRIBUTION
Connect to leading vacation rental
sites, OTAs, wholesalers and travel
metasearches.

GET MORE BOOKINGS

USE ADVANCED PRICING

Our clients report up to 150%

From price-per-person to occupancy

increase in bookings.

and guarantee pricing, we support all
advanced pricing types.

AUTOMATE YOUR MARKETING
Manage and distribute rates and
availability automatically and in real time.

TRAINING IN YOUR LANGUAGE
Receive training and advice from our
multilingual team of onboarders,
connectivity and account managers.
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CHAPTER 3: CONTENT
OPTIMISATION
Uploading compelling and high-quality
content will get you more bookings.
Distribution websites function as search engines where
travellers can search, filter, compare and eventually
book. To rank listings in a certain order, distribution
sites use specific algorithms. These algorithms look at
many diﬀerent characteristics of your listing, including
the content that you upload.
In this chapter, we will guide you through the process of
creating your ads, from property details to practical
information and visual content. We’ll give you tips on
how to take good photos and make amazing videos.
Plus, we’ll show you how to put together the perfect
Booking.com listing.
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DID YOU KNOW?

WHAT SHOULD YOUR LISTING
INCLUDE?
Your content should always include the details of your rental such
as the property type, number of beds, number of bathrooms,
amenities, etc. It should also account for practical information
such the pricing, cancellation policy, etc. Last but not least, it
needs to include informative and appealing visual content such as
photos and videos of your home.
Certain platforms such as Booking.com and Airbnb have minimum
content requirements that your listing must fulfil in order to be
accepted.
Next, we will show you exactly what you need to include when
creating your ads for these websites. We will take Booking.com as
an example, as their guidelines are useful.
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WHAT MAKES THE PERFECT LISTING

LOTS OF HIGH-QUALITY PHOTOS

ARRIVAL DETAILS

Upload at least 10 images (min. 1024x683
pixels). Make sure they paint an accurate
picture of your property. No watermarks,
date stamps, contact details or logos.

Add all the arrival info that your guest will
need: check-in and check-out times, contact
details, where to pick up keys or how to
access the property in case of late arrival.

KILLER PROPERTY NAME
Comply with Booking.com’s guidelines:
avoid abbreviations, numeric codes and
non-latin characters. Don’t be too generic,
and refrain from using subjective names.

LIST OF ALL AMENITIES
List all the amenities your property has
(kitchen essentials, parking, WiFi, Netflix.)
so you don’t miss out on guests who filter
by equipment. Describe the bed types in
each room (single bed, double bed, etc.)

PAYMENT INFO
Add your preferred payment options
and don’t forget to add fees and taxes
separately from your price per night.

CANCELLATION POLICY
Finally, add your cancellation policy. It’s
very important that travellers agree to your
policy before booking and hopefully, their
travel insurance will cover any eventuality.
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Vacation Rental

PHOTOGRAPHY TIPS
How your property is photographed has a major impact on the
number of bookings you receive. It actually goes down to the
nitty-gritty details like the angles, lighting, the colour of the sky,
the number of props (or lack of), and colour of your wall or bed
linen. And that’s just the beginning…
But don’t panic. We’ve got a few actionable tips for you, based
on advice we received from vacation rental photography
experts Tyann Marcink and Alan Egan.
Let’s dive into it!
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PHOTOGRAPHY DO’S
STAGE YOUR PHOTOS
Turn on all the lights, straighten art on the walls, fluﬀ the pillows and hide
clutter. Stage your photos so that travellers can imagine themselves
staying at your rental. Make the room come alive: create a scene that
looks like someone just stepped away and will be back shortly. Use props
like food, fresh flowers, wine glasses, coﬀee mugs, toys, board games,
brightly-coloured towels and books or magazines in your photos.

COMPOSE THE IMAGE
Shoot from approximately waist level and make sure you keep the walls
straight. Include some foreground in your photos. The foreground is an
essential element in all good photography: it adds colour, form, and
scale, and leads the viewer into the image.

SHOW TRAVELLERS THE FULL PICTURE
Show enough exterior shots to convey all outdoor features. Indoors, show at
least one photo of every room and add extra shots of larger rooms. Take a few
close-up shots to convey an atmospheric feeling. Include at least one photo of
the bathroom. Lastly, include photos of nearby attractions to create a
subliminal link between your property and the attraction – it’s what people
travel for.

21

PHOTOGRAPHY DONT’S
FORGETTING TO PAY ATTENTION TO DETAIL
Too many small objects lined up next to each other make shelves
and kitchen counters look cluttered. Carelessly tossed pillows and
blankets look sloppy. If you don’t trust your attention to detail, just
take a photo, look at it closely, then go back and fix hat you’ve
missed before you take another one.

POINTING YOUR CAMERA UP OR DOWN
The camera needs to be held square to the horizontal. When you
point the camera up or down it distorts the vertical lines in the
photo and the photo appears unnatural.

STANDING WHEN YOU TAKE PHOTOS
When you do this you get a lot of ceiling in the photo. If you
kneel down or have the tripod low down, you capture more of
the rooms features. Swimming pools also look bigger when
you get down low.
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Vacation Rental

VIDEO TIPS
Once you’ve learned how to take irresistible photos of your
vacation rental, you may start to wonder: what else can I do to
show my potential guests just how beautiful my home is?
Well, if you’re really invested in your marketing eﬀorts and you
want to turn it up a notch, you can start making videos and
adding them to your listings.
We’ve seen a lot of great vacation rental videos – and a lot of
bad ones.
Let us show you what we’ve learned.
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DO

VIDEO TIPS

•
•
•

Use a combination of video and
still images
Mix shots of interior and
exterior (drone shots are great!)
Make the transitions between
shots fun

DO
•
•
•

Enhance the style of your video
(colours, speed, etc) in editing
Use social proof: have guest
reviews appear on the screen
Include context (history of the
area, local attractions, etc)

DO
•
•
•

Keep moving the camera
Use panning on stills to create
the illusion of movement
Use close-ups to convey a
mood and highlight nice details

DON’T
•
•
•
•
•

Use repetitive elevator music
Make videos over 1:30 minutes
Use too many shots of the
same room
Use a salesy voiceover
Linger on insignificant details

DO
•
•
•

Use a voiceover to walk people
through the place
Add titles or short descriptions
with the YouTube subtitles tool
Use call-to-actions like “Find
out more!” or “Book Now!”

TOOLS
• Adobe Premiere Pro CC: video
editing software
• Audiojungle: royalty free sounds
• Splice: FREE editing app
• Hyperlapse: FREE app for timelapse videos
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CHAPTER 4: PRICING &
REVENUE MANAGEMENT
Setting prices and actively managing
revenue is your most important task.

If your goal is to make your vacation rental business
profitable and sustainable, you can’t leave anything to
chance. Just like you’ve made an eﬀort to create
amazing listings and distribute them on various booking
sites, you also need to put some energy into the
financial side of your business.
In this chapter, we’ll share with you everything you need
to know about pricing and revenue management,
from using automatic pricing strategies to coming up
with a foolproof revenue management scheme.
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DID YOU KNOW?

REVENUE MANAGEMENT:
WHY YOU SHOULD DO IT
Revenue management was first introduced over 40 years ago.
Since then, major travel businesses like airlines and hotel chains
have developed advanced techniques, software and analytics
tools to help build successful revenue strategies.
Maximising profit through price variation is crucial for vacation
rentals. Property managers need to stay on top of trends and price
fluctuations at all times. But you don’t have to go at it alone!
Next, we’re giving you 6 essential tips on how to make sure you’re
getting the most out of your vacation rental in terms of profit.
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THE ESSENTIALS OF

VACATION RENTAL REVENUE MANAGEMENT

SEGMENT YOUR GUESTS
Identify and group your guests before deciding on
your rates and minimum stays. Who are they? How
do they book? When do they book and what dates
do they book for? What’s the reason they travel?
How long do they stay?

GATHER & ANALYSE DATA
Anticipate trends and adjust your prices with the
help of data. Look for publicly available info or use
tools like AirDNA and Transparent for market
insights, historical data and benchmarking tools.

SET ADVANCED RATES
Set year-round pricing, specify seasons and factor
in important local events that can potentially
increase demand. Try the advanced pricing options
oﬀered by channels, for example, Length of Stay
(LOS) Pricing.

USE DYNAMIC PRICING SOFTWARE
Dynamic pricing providers like PriceLabs,
Outswitch and Beyond Pricing use AI to analyse
your market in real-time and give you the best
price recommendation.

BOOST DIRECT BOOKINGS
Direct bookings made on your own website have
higher profit margins. Increase them by creating
special offers, loyalty programmes or discounts for
referrals. Consider investing in online paid ads or
social media competitions.

WATCH THE COMPETITION
Vacation rental rates fluctuate all the time. To keep
your vacation rental pricing competitive, monitor
how your competition is behaving, especially during
seasons with low demand.
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ADVANCED STRATEGIES

What’s automatic
pricing?
Automatic pricing software are aimed at property managers who
want to maximise the performance of their rentals by boosting
revenue and occupancy. Providers like Beyond Pricing, PriceLabs
and Outswitch specialise in vacation rentals. They use real-time
market data to provide the right price recommendation. Their
smart algorithms tracks these diﬀerent factors:
• Historic prices and past performance of your listing
• Daily demand (based on local events, hotel prices, flight data and
seasonality)
• Neighbourhood; mostly the performance of the listings nearby.
Tracking these essential factors to determine prices, you’ll make
sure your properties have competitive rates all year round.
Connecting your Rentals United properties to automatic pricing
providers allows you to update your pricing onto all listing sites.
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Getting the pricing right is a challenging and constantly ongoing
process.
When you list your property on Airbnb and you don’t have a clear
pricing strategy, it’s easy to make the mistake of not charging
enough or lowering your prices too soon.
Let us help you by introducing the 6 advanced pricing options
for Airbnb that are available through the Rentals United platform.

P R O T I P B Y R E N TA L S U N I T E D

Pricing strategies for Airbnb
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ADVANCED PRICING STRATEGIES WITH RENTALS UNITED

PRICE PER NIGHT
The most straightforward and easy-toapply rate, Price per Night is the amount
you wish to charge each night. It’s easy
to set and manage long-term.

LENGTH OF STAY
LOS is a great way to give discounts for
longer stays. The minimum stay is
flexible, as the nightly rate adapts to it
and you’ll appear in more searches.

MULTI UNITS
You can advertise and set prices for
multiple units on Airbnb, which will
appear as individual listings.

PREP TIME BEFORE ARRIVAL
Set the number of days you require to
prepare the property for a last-minute
booking. Leaving this setting at 0 means
your property is ready for guests on that
same day.

CHANGEOVER DAYS
This option allows you to decide on
which days check-ins and check-outs
are allowed. It’s very useful for properties
rented out seasonally.

MINIMUM STAY FOR AIRBNB
Set a separate minimum stay in Rentals
United for your Airbnb properties only.
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