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TABLE OF CONTENTS
COURSE TOPICS DESCRIPTION

Leadership Elevate your management ski l ls ,  cult ivate
exceptional guest experiences,  and master the
art of  driving operational excel lence.

Lodging
Business Travel, Catering Sales,
Conference Sales, Front Desk,
Group Sales & Global Sales

Unleash your potential  and stay ahead in the
dynamic world of hospital i ty ,  mastering every
aspect of  the industry 's diverse and ever-
evolving landscape.

Personal Development From mastering communication ski l ls  to
cult ivating a balanced l i festyle ,  embark on a
transformative journey towards becoming the
best version of yourself  with these
comprehensive courses.

Restaurants Elevate your customer engagement ski l ls ,  pol ish
your tableside manner,  and master the art  of
creating memorable dining experiences.

Social Media Marketing Unleash the true potential  of  your brand's online
presence with our exclusive series of courses
crafted for social  media marketing in the
hospital i ty industry .

Revenue Optimization Maximize profitabil i ty and stay ahead of the
competit ion with this comprehensive courses
focused on revenue management and
optimization in the hospital i ty industry .

Free Content Dive into a wealth of knowledge and inspiration
with our enriching series of free content ,
featuring webinars ,  podcasts ,  ebooks,  and
downloadable resources.

Customer Experience Unlock the secrets to exceptional customer
experiences with our comprehensive CX course
series .  In this series ,  you wil l  master the 5 CX
essentials to an unprecedented customer
experience.  
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COURSE NAME COURSE DESCRIPTION

LEADERSHIP

Mastering 1 :1 's Learn how to prepare and hold an effect ive one-
on-one that wil l  motivate each team member.
Learn how to approach diff icult  conversations.

Successful Staff ing Understand the portrait  of  a star team member.  

Performance Reviews Learn how to develop your team with sol id
feedback that gets results and motivates your
team.

Role Overview Learn what makes an effect ive leader not just a
good manager .

Effective Interviewing Learn how to hire the r ight staff  for the job.

Coaching & Counseling Learn how to effect ively mentor and develop your
team by coaching them to success.  

Behavioral  Interviewing Learn the definit ion of behavioral  interviewing and its
importance in the interview process and provide best
practices for asking these questions and interpreting
the responses to ensure sol id hir ing decisions are
made.

Background & Resume Review A candidate’s resume is a crucial  component in
exploring their  background and prior experience.  This
course wil l  provide useful tools to uncover more
detai l  around a candidate’s work history ,  personal
experiences and ski l l  set .

Building Rapport Rapport is  the connection between two people.
Building rapport during an interview is key to making
a candidate feel  comfortable which al lows you a more
accurate idea of who they are and aids in determining
whether the candidate wil l  be a good f i t .  This course
wil l  review the importance of building rapport in an
interview and provide best practices to help you do so.

Next Steps & Process Updates Interviewing can be an intense process for both the
candidate as well  as the interviewer ,  but i t  is  also a
necessary and rewarding part of  the job as a leader .
And the conclusion of the interview and fol low up can
be just as important as the interview itself .  This course
wil l  explain how to successfully conclude an interview,
review candidate feedback and communicate next steps
in the process.
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SPARK FOR LEADERS -
BY SIMON T.  BAILEY COURSE DESCRIPTION

LEADERSHIP

Personalize the Experience "Simply meeting demands and st icking to a
tr ied-and-true formula won't  cut i t  these
days.  Your customers have unique and
varied personalit ies ,  so your customer
service approach has to be uniquely
personalized to suit  each one."  Simon T.
Bailey

See Them As Guests "You have to unlearn what you've been
taught about customer service and begin to
see people -  al l  of  them - as guests ,  rather
than customers,  employees,  or suppliers ."
Simon T.  Bailey

Be the Spark The power leaders give to a Platinum Service
culture by demonstrating care for others ,  a
shared purpose,  values,  and expected
behaviors of the overarching service mission.
Establish a culture where everyone matters .
When employees feel  connected,  supported,
and valued,  condit ions are suitable for
commitment and growth.

Anticipate Their  Needs "Your customers have two types of needs:
Spoken and Unspoken.  When you're able to
anticipate what a customer might do based
on who they are and what they may be
concerned about ,  you create a branded
moment."  Simon T.  Bailey

Respond Immediately "Responding with immediate and
appropriate service is about seizing each
moment to go above and beyond to fulf i l l  a
need."  -  Simon T Bailey

Keep Them Loyal with Kindness "Do you know how valuable loyal customers
are? Loyal customers are worth up to ten
times the amount they spend on their  f irst
purchase."  -  Simon T Bailey
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ADVANCED COURSES COURSE DESCRIPTION

LEADERSHIP COMING SOON

Gain a comprehensive understanding of
transformational leadership,  develop self-
awareness and reflect ion ski l ls ,  and learn to
inspire and empower teams for posit ive
change in this course.

Foundations of Transformational
Leadership

Leading Change and Innovation is a
practical  course that equips part icipants
with ski l ls  to drive transformation,  foster
innovation,  and overcome resistance.  Gain
strategies to communicate vision,  manage
risk,  and involve employees.  Be a catalyst
for organizational growth and success.  

Leading Change and Innovation

Develop emotional intel l igence,  act ive
l istening,  and public speaking ski l ls  to
inspire and motivate your team, while
fostering a posit ive work environment for
lasting impact .

Emotional Intel l igence and
Communication

Develop essential  ski l ls  to manage team
dynamics,  handle confl ict ,  and foster a
collaborative environment that builds trust
and promotes productivity .

Leading Teams

Gain invaluable insights into the role of
ethics in effect ive leadership,  cult ivate your
personal code of ethics ,  and learn how to
foster a culture of social  responsibi l i ty
within your organization.  

Ethics and Social  Responsibi l i ty

Equip yourself  with the ski l ls  and knowledge
to drive your organization forward into a
thriving future of transformative leadership
and continuous growth.

Leading for the Future

Gain expert ise in analyzing performance
data,  generating insightful  reports ,  and
tracking key performance indicators (KPIs)
to make data-driven decisions for each
hotel  in your portfol io .  

Performance Analysis Reporting

Gain essential  ski l ls  in budgeting,
forecasting,  and cost control ,  while
learning to analyze f inancial  reports and
develop strategies to optimize revenue and
profitabil i ty for hotel  portfol ios .

Financial  Acumen
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COURSE NAME COURSE DESCRIPTION

LODGING
Intro to Hospitality
Courses listed below are developed specifically for a new hospitality professional.

Hotel Sales 101 Within a hotel ,  there are many departments
and various roles within each.  One of the
lesser known is the Sales & Marketing
Department .  This course wil l  dive into the
various roles within a hotel  Sales &
Marketing Department ,  an overview of their
responsibi l i t ies and day-to-day as well  as
the types of characterist ics that are
successful  in those roles .

Welcome to the Hotel World One of the major segments of the
hospital i ty industry is  Lodging.  This course
wil l  discuss the various lodging types,  the
categories ,  and the t iers and accreditation
of hotels .  We wil l  also review the
organizational structure of hotels ,
including the different departments and the
roles and responsibi l i t ies of the staff
within a hotel .

Hospital i ty 101 In this course,  you wil l  be introduced to the
Hospital i ty Industry .  You’ l l  learn about the
excit ing aspects of the industry ,  i ts  various
facets and the resources needed to be
successful .

Hotel Operations 101 There are many departments within a hotel
and various roles within each.  These can
include the Front of the House and the Back
of the House and each are responsible for
keeping the hotel  operational .  This course
wil l  examine the roles and responsibi l i ty of
those departments and how they work
together as well  as review common career
paths.
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COURSE NAME COURSE DESCRIPTION

LODGING
Business Travel Sales
Courses listed below are developed specifically for a Business Travel Sales Professional.

Presenting Creative Solutions I t ’s  not about the pitch,  but rather how to
provide solutions to the cl ient ’s needs.

Qualifying Needs Learn to ful ly understand the cl ient ’s
objectives and hidden objections.

Building Rapport To understand the purpose,  tools and
importance of building rapport with cl ients
before,  during and after their  meeting.

Overcoming Objections Learn how to overcome obstacles and
challenges in the sales process.

Closing Techniques Learn how to close the sale effect ively .

Role Overview To understand the role of the business travel
salesperson to the hotel  and the cl ient .*

Making the Call Learn how to prospect ,  leave a message
and prepare for the call  back.

Account Planning To create a plan with the cl ient to ensure
all  potential  business is won in the future.

Response Times Learn how to effect ively manage response
times through proactive communication
and t ime management.

Follow Up Learn how to effect ively manage fol low up
through proactive communication and t ime
management.
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COURSE NAME COURSE DESCRIPTION

LODGING
Catering Sales
Courses listed below are developed specifically for a Catering Sales Professional.

Making the Call Learn how to prospect ,  leave a message
and prepare for the callback.

Pre-Call  Planning To understand how to improve your
preparation and reduce your overall  effort .

Presenting Creative Solutions I t ’s  not about the pitch,  but rather how to
provide solutions to the cl ient ’s needs.

Qualifying Needs Learn to ful ly understand the cl ient ’s
objectives and hidden objections.

Building Rapport To understand the purpose,  tools and
importance of building rapport with cl ients
before,  during and after their  meeting.

Overcoming Objections Learn how to overcome obstacles and
challenges in the sales process.

Closing Techniques Learn how to close the sale effect ively .

Account Planning To create a plan with the cl ient to ensure
all  potential  business is won in the future.

Upsell ing Learn how to offer enhanced options by
using your quali fying and l istening Ski l ls  to
provide customized creative solutions to
customers.

Response Times Learn how to effect ively manage response
times through proactive communication
and t ime management.

Follow Up Learn how to effect ively manage fol low up
through proactive communication and t ime
management.

Successful Negotiat ions To win an account by negotiating based on
what is important to the hotel  and to the
cl ient .
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COURSE NAME COURSE DESCRIPTION

LODGING
Conference Services
Courses listed below are developed specifically for a Conference Services Professional.

Qualifying Needs Learn to ful ly understand the cl ient ’s
objectives and hidden objections.

Building Rapport To understand the purpose,  tools and
importance of building rapport with cl ients
before,  during and after their  meeting.

Role Overview To understand the role of the convention
services person to the hotel  and the cl ient .

Upsell ing Learn how to offer enhanced options by
using your quali fying and l istening Ski l ls  to
provide customized creative solutions to
customers that wil l  enhance their  overall
experience while providing your hotel  with
addit ional anci l lary revenue.

Response Times Learn how to effect ively manage response
times through proactive communication
and t ime management.

Follow Up Learn how to effect ively manage fol low up
through proactive communication and t ime
management.

Successful Negotiat ions To win an account by negotiating based on
what is important to the hotel  and to the
cl ient .

Effective Communication Learn how written and verbal
communication can make your job easier .

Designing Successful  Events This course wil l  define event design and provide tools
and best practices to create beautiful ly orchestrated
events .  

Mastering Top-Notch Turnovers This course wil l  include tools and best practices for a
seamless turnover process and memorable
introduction to the cl ient to ensure your events and
meetings are a success.  
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COURSE NAME COURSE DESCRIPTION

LODGING
Front Desk
Courses listed below are developed specifically for a Front Desk Professional.

Qualifying Needs Learn to ful ly understand the cl ient ’s
objectives and hidden objections.

Building Rapport To understand the purpose,  tools and
importance of building rapport with
customers.

Handling Objections & Service
Recovery

To effect ively uncover a guest complaint or
objection and how to create and del iver a
successful  service recovery plan.

Role Overview This course wil l  outl ine the role and
responsibi l i t ies of a customer service
professional as well  as best practices to
deliver quality service and exceed
expectations.

Phone Etiquette To master proper phone etiquette with
guests and staff  while effect ively
communicating amongst departments.

Upsell ing To build an understanding of the benefits of
services and upsell ing to grow your hotel 's
profitabil i ty and guest satisfaction.
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COURSE NAME COURSE DESCRIPTION

LODGING
Group Sales
Courses listed below are developed specifically for a Group Sales Professional.

Making the Call Learn how to prospect ,  leave a message
and prepare for the callback.

Account Planning To create a plan with the cl ient to ensure
all  potential  business is won in the future.

Pre-Call  Planning To understand how to improve your
preparation and reduce your overall  effort .

Presenting Creative Solutions I t ’s  not about the pitch,  but rather how to
provide solutions to the cl ient ’s needs.

Qualifying Needs Learn to ful ly understand the cl ient ’s
objectives and hidden objections.

Building Rapport To understand the purpose,  tools and
importance of building rapport with cl ients
before,  during and after their  meeting.

Overcoming Objections Learn how to overcome obstacles and
challenges in the sales process.

Closing Techniques Learn how to close the sale effect ively .

Role Overview To understand the role of the group sales
person to the hotel  and the cl ient .

Response Times Learn how to effect ively manage response
times through proactive communication
and t ime management.

Follow Up Learn how to effect ively manage fol low up
through proactive communication and t ime
management.

Aff inity (SMERF) Market Init iat ives To effect ively sel l  and market to social  and
membership organizations ( ie .  sports ,
rel igious,  fraternal and education) .
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Upsell ing Learn how to offer enhanced options by
using your quali fying and l istening Ski l ls  to
provide customized creative solutions to
customers that wil l  enhance their  overall
experience while providing your hotel  with
addit ional anci l lary revenue.

Contract Negotiat ions To win an account by negotiating based on
what is important to the hotel  and to the
cl ient .

Winning Short-Term Business Learn how to maximize revenue from the
small  meetings market with and without
guest rooms.



COURSE NAME COURSE DESCRIPTION

Sales Init iat ives:  Winning Site
Inspections

Create a site inspection that impresses
cl ients and wins business.

Sales Init iat ives:  Goal Planning To understand how goals are determined
and how to ensure you make yours.
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NEW 
COURSES

COURSE NAME

LODGING
Global Sales
Courses listed below are developed specifically for a Global Sales Professional.

Business Development Identify and cult ivate potential  cl ients with
opportunit ies across mult iple hotels ,  build strategic
partnerships,  and unlock untapped revenue streams
to achieve unprecedented growth and profitabil i ty for
your organization and hotel  partners .  

Strategic Account Management Learn how to build value-driven strategic
relationships with your key customers at the
enterprise level  that can help long-term development
and retention,  thereby maximizing revenue potential .

Understanding Total  Account
Value

Learn how to determine the total  value of an account ,
the benefits of  maximizing on the total  value of an
account ,  and how to implement TAM in your business
development strategy.

Providing Quality Leads and Intel This course explores the importance of lead quality ,
emphasizing the key data points to include in a high-
quality lead and the essential  resources required for
its successful  distr ibution.

Role Overview Understand the key roles of a Global Sales
Professional and why it  is  important to be seen as a
trusted advisor and collaborator with your hotel
partners ,  your intermediary partners ,  and your end-
user customers.  

Successful Account Penetration Understand how to map an account and successfully
penetrate an account to maximize the total  spend of
their  business to your organization or brand.

Collaborating with your Hotel
Partners

Learn how to cult ivate strong relationships and
consistent communication plans with your Hotel
Partners .  

Understanding Buyer Types Identify and tai lor your approach to various buyer
types,  anticipate objections,  and build meaningful
relationships with cl ients .

COURSE DESCRIPTION
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Elevate Engagement Asking the r ight questions and looking to
understand is key before you can offer any
solution.  The second step when creating a
customer experience is to Elevate
Engagement.  This course teaches you key
tactics to elevate the conversation from a
"break-f ix"  to a shared and agreeable
outcome.

Be The Expert Part of  creating an exceptional Customer
Experience is clearly art iculating solutions
with confidence.  This course wil l  teach you
the third step of creating a superior customer
experience,  presenting yourself  as the expert
connection.  You wil l  understand how to apply
the ski l ls  to demonstrate confidence and
maintain control  of  the situation and the
customer experience.

Own the Experience Providing an unprecedented Customer
Experience (CX) is  more than offering great
service.  I t  means offering a great experience
from the awareness stage,  through the
purchasing or servicing process,  and f inally
through the post-purchase or service
process.  This course teaches you how to Own
the entire Customer Experience.

Message Effectively The fourth step when creating a customer
experience is to Message Effect ively .  In this
course,  you wil l  learn communication
techniques,  phraseology,  and keywords that
wil l  posit ively impact the customer,  no matter
the circumstance.

Projecting Excellence Projecting excellence at al l  t imes is part  of  a
strong culture and creating customer loyalty .   
In this course,  you wil l  learn strategies and
tactics to project the company’s culture of
service with your customers and your internal
customers – your teammates.  You wil l  be able
to demonstrate a high level  of  customer
service intensity ,  art iculate what excellence
means,  and how to del iver the CX Essentials
with confidence.

Role Overview This course wil l  outl ine the role and
responsibi l i t ies of a customer service
professional as well  as best practices to
deliver quality service and exceed
expectations to dif ferentiate your
organization and build long-term customer
loyalty .  

NEW 
COURSES

COURSE NAME

Customer Experience
COURSE DESCRIPTION
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COURSE NAME

Personal Development

Just a Conversation Your presentation should feel  l ike a conversation
with the audience.  Whether your audience is one
cl ient or hundreds of people,  the second course in
the Bri l l iant Presenter series wil l  help your
presentation feel  conversational .

C.A.K .E . The f irst  step in becoming a Bri l l iant Presenter is
understanding the C.A .K .E model (Confidence,
Authenticity ,  Knowledge,  and Enthusiasm).  Take
this course to understand how you can unleash
each aspect of  the C.A .K .E model in your own
presentations.

Your Story Facts Tel l ,  Stories Sel l .  Stories are the most
compell ing part of  any presentation.  Take this
course to learn how to hone your storytel l ing to
make a greater impact on your audience.

Your Audience Every presenter str ives to connect with their
audience.  There are a number of ways you can
connect with your audience and anticipate what
they might be feel ing or thinking.  Take course
number 4 in the Bri l l iant Presenter series to learn
more!

The Outcome The outcome of your presentation is anything you
want the audience thinking,  feel ing,  or doing as a
result  of  what you say to them. Take course
number 5 in the Bri l l iant Presenter Series to learn
more!

The Formula The formula is the f inal course in our Bri l l iant
Presenter series and t ies a nice bow around all
the previous courses.  Use this formula as the
final step in creating a memorable presentation.

Maximizing Your Time learn how to manage your t ime wisely to stay
organized and ensure nothing sl ips through
the cracks. .

Building a Personal Brand To learn how to be the most professional
salesperson that you can be.

Managing Stress Learn how to define stress and explain why
effective stress management is important ,
identify stressors ,  and uti l ize best practices
to effect ively manage stress at home and on
the road.

COURSE DESCRIPTION
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COURSE NAME COURSE DESCRIPTION

Restaurants

Incorrect Order from the 
Drive-Thru

Learn how to quickly and effect ively handle
an incorrect order from a drive-thru guest .

Incomplete Order in the Dining
Room

Learn how to quickly and effect ively handle
a guest with an incomplete order .

Learn how to address and handle a
complaint about the length of service.

Long Wait  for Order

Table Touches Learn how to effect ively perform table
touches in order to anticipate needs and
get valuable feedback from guests .

Upsell ing Learn how to use your knowledge of the
menu to successfully suggest
enhancements or add-ons to every guest
order .

Working with Third-Party Delivery
Services

Learn how to eff ic iently prepare and
communicate with third-party del ivery
services to ensure a seamless pick-up
order .

Restroom Restock Learn how to properly address a guest
complaint regarding the restroom.

Request to Clean Tables Learn how to effect ively handle a complaint
regarding a dirty dining room.

Inappropriate Team Member
Behavior

Learn how to handle a complaint from a
guest regarding inappropriate team
member behavior .

Delayed Greeting All  guests should be greeted immediately
as they approach the counter .  Understand
the importance of greeting guests in al l
s ituations;  especial ly during peak hours.

Alternate Suggestion Learn how to handle a request for an item
that is  no longer available .  Understanding
your menu is important to offer an
alternative suggestion in order to create a
posit ive guest experience.

Guest Compliment Compliments should be taken just as
seriously as complaints .  Learn how to
accept a guest compliment and celebrate
with your team members.
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COURSE NAME COURSE DESCRIPTION

Social Media Marketing

Social  Media Manager
Responsibi l i t ies 

Understand the various social  media
industry roles .  Learning the daily ,  weekly ,
and monthly responsibi l i t ies that your
sales and marketing teams should know
and put to practice.

How to See Success with
Social  

Uncover why consistency is the secret to
success in social  media marketing,  as well  as
how to use KPIs to measure your performance
on social  media.

Intro to Digital  Marketing Understanding what digital  marketing is
and why it  is  important .  Become famil iar
with some of the central  types of digital
marketing used by brands.

Social  Media as a Sales Tool Learn how social  media is an essential  and
free tool that can be used to accomplish
your marketing goals .   

Define and reach your ideal guest and show
them what your hotel  is  al l  about through
brand voice.  

Know Your Audience

Learn how to set up a social  content
strategy using metrics maps and content
pil lars .  Addit ionally ,  what your content
should aim to do.  

Sett ing Your Social  Content
Strategy 

Demonstrate consistency when managing a
brand's social  media content .  Be able to
explain what a social  network algorithm is
and what i t  does.

Organizing Social  Media
Content

Social  Media Partnerships Find out how to expand your reach and
establish trust with your audience along
with what kinds of business or inf luencer
partnerships with whom your hotel  should
collaborate.  

Social  Media Promotions Learn what the key promotional guidel ines
to know for each major social  network,  the
various types of promotional campaigns,
and which ones would work best for your
particular content strategy.  

Social  Media Photography,
Videography,  Graphics

Learn about the various t ips and tr icks you
can apply to your photos and videos.  While
understanding third-party applications best
for creating on-the-go content .  

Courses for Revenue Management Professionals / Designed by RevenueTree 
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NEW 
COURSES

INTERMEDIATE COURSES COURSE DESCRIPTION

Social Media Marketing

The New Page Experience Master the New Page Experience update on
Facebook Business Pages with best
practices,  understanding the differences
from Classic Pages,  and its impact on your
team's Business Page management.

Fundamentals of a Facebook
Business Page

This course wil l  provide best practices to help
hotel iers understand the ever-evolving
landscape of a Facebook Business Page

Introduction to Facebook Learn best practices that help paint an
accurate picture of organic Facebook
marketing and why it  is  a cr it ical  prerequisite
to investing in paid advert is ing on the
platform. 

Fundamentals of a Facebook
Business Page

This course wil l  provide best practices to
help hotel iers understand the ever-evolving
landscape of a Facebook Business Page.

Learn how to navigate your Meta Business
Suite tool eff ic iently by addressing the
various features found on the homepage.  

Introduction to Meta Business
Suite

This course wil l  provide best practices
tai lored for hospital i ty professionals
looking to enhance their  Page management
ski l ls  with Meta Business Suite .

The Tools of Meta Business Suite

Learn the various features of the Meta Business
Suite toolbox to eff ic iently and effect ively
manage your Business Page and execute your
overall  Facebook marketing strategies.

Managing with Meta Business
Suite

Developing your Organic Facebook
Strategy

Learn best practices in combining Facebook's
numerous business features with high-
performing task management to craft  an
effective marketing strategy that wil l  help you
reach your hotel ’s  business goals

Craft ing Organic Facebook Content Learn how to craft  a powerful  content
strategy to help build your hotel ’s  organic
presence on Facebook.

Tracking with Facebook Insights Set goals and track your performance to enhance
your understanding of how to most effect ively
develop and adjust the various operations of
managing your hotel ’s  Business Page

Courses for Revenue Management Professionals / Designed by RevenueTree 
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Start Today!

No r a  Min i c h i n o
I ’m Nora,  a 15-year PR veteran,  pun enthusiast ,  and lover of al l  things leopard

print .  I  started Farrel l  PR in January 2020 – I  know, great t iming – because I
saw a need to help small  businesses manage their  marketing efforts

eff ic iently and affordably .  With COVID in ful l  swing,  small  businesses needed
more help than ever ,  so I  put my years of public relations experience to work

helping people f ind ways to promote their  business in this new digital  world –
so seriously ,  

i t  was great t iming!

As the world began to depend more and more on digital  marketing,  I  saw
hotel iers with l i t t le-to-no social  media experience or understanding begin to
struggle more and more.  Challenging t imes also brought signif icant budget

cuts so hotels who were once able to hire agencies to handle social  media,  no
longer could afford it .  The need for a basic education on how social  media
can help hotels specif ical ly ,  especial ly regarding what content to post and

how to post i t ,  became very apparent which is why I  created this cert i f ication.

Founder & CEO

In Partnership With
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COURSE NAME

Revenue Optimization

The Roles of Revenue
Optimization

The Roles of Revenue Optimization course wil l
provide you with an in-depth understanding of
the various paths and knowledge levels needed
to pursue a Revenue Optimization career .

Revenue Optimization Concepts In the Revenue Optimization Concepts course,
you wil l  learn the basic concepts of the revenue
discipl ine.

Revenue Optimization C.A .S .D.E . In the Revenue Optimization C.A .S .D.E .  course,
you wil l  develop a knowledge of the cycl ical
nature of optimizing revenues in the hospital i ty
industry .

Basic Distr ibution Strategy By taking the Basic Distr ibution Strategy Course
you wil l  be able to demonstrate the types of
customers and their  unique methods used to
secure reservations.

Pricing and Parity Essentials In the Pricing and Parity Essentials course,  you
wil l  examine the mult iple facets of sett ing a
hotel 's  pricing strategy.

Room Inventory Strategy &
Management Concepts

By completing the Key Elements of Inventory
Strategy Course,  you wil l  be able to explain the
relationship of inventory to pricing strategies.

The Data Facts & Stats course wil l  assist  you in
determining what data is ,  where i t  comes from,
and how to apply i t  in the world of Revenue
Optimization.

The Successful  Revenue Strategy Meetings
course,  you wil l  gain insight on how to drive a
thoughtful  and effect ive strategy meeting.

Data Facts & Stats

Successful  Revenue Strategy
Meetings

COURSE DESCRIPTION

Courses for Revenue Management Professionals / Designed by RevenueTree 
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Meetings,  The Life of a Revenue
Leader

In Meetings,  The Life of a Revenue Leader course,
you wil l  learn the types of meetings and the
content of some of our most common meetings.

Sales,  Marketing and Revenue
Optimization

In the Sales,  Marketing,  and Revenue Optimization
course,  you wil l  gain insight into each discipl ine’s
unique focus and needs,  and learn ways to work
together and improve the hotel ’s  revenue and profit
results .

Understanding Digital  Marketing The Understanding Digital  Marketing Course wil l
give you an explanation of what digital
marketing is and key strategies on how to
deploy effect ive marketing.

Optimal Business Mix
Fundamentals

In the Optimal Business Mix Fundamentals
Course,  you wil l  gain insight on how to create
your best business mix strategies to achieve
financial  goals .

Displacement Analysis In the Displacement Analysis course,  you wil l
discover the importance of evaluating each
revenue opportunity 's  total  cost versus the total
gain.

Transient & Base Strategy By completing this Course,  you wil l  be able to
demonstrate knowledge of these segments and
craft  basic segment strategies to accomplish a
property 's  strategic goals .

Courses for Revenue Management Professionals / Designed by RevenueTree 

INTERMEDIATE COURSES COURSE DESCRIPTION

Revenue Optimization NEW 
COURSES

OTA's ,  Third-Party Partnerships
Concepts

In the OTA's ,  3rd party Partnerships Concepts
course,  we wil l  examine the detai ls of  this vital
partnership.

Group Strategy In the Group Strategy Course,  you wil l  discover
group business concepts and demonstrate a
knowledge of the criteria needed to determine
the value of group business.

Wholesale,  Third-Party
Partnerships Concepts

In the Wholesale ,  third-party Partnerships
Concepts course,  we wil l  examine the intr icacies
of a hotel 's  relationship with wholesale partners .

Third-Party Partnership Strategy In the Third-Party Partnerships Strategy Course,
you wil l  review valuable strategic insight into
maximizing these segments.

Business Transient Concepts
and Strategy

In the Business Transient Concepts Course,  you
wil l  learn the ins and outs of managing this
sl ice of the market segmentation pie .

Maximizing Revenues through
Inventory Management

The maximizing revenue through inventory
management course wil l  demonstrate the elements
of designing an inventory strategy.
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Learn More

An avid yogini  and career hotel ier ,
Suzanne Swafford is a leader with a
reputation for collaboratively creating
the r ight plans across mult iple
departments,  putt ing in place the r ight
processes,  and working to the highest
priorit ies of the organization where Sales
and Revenue Optimization strategy and
execution is the focus for growth,
expansion,  and ult imately the
organization’s f inancial  health. . .
read more

Su z a n n e  Swa f f o r dSu z a n n e  Swa f f o r dSu z a n n e  Swa f f o r d
Founder 

Larisa Morrison built  her career around
City Center Hotels and Resorts ,  in
primary,  secondary and tert iary markets
within Omni ,  Starwood,  Wyndham, and
Boutique Hotels .  Her passion for outdoor
activit ies ,  fresh salt  air ,  and marine l i fe
led her to over two decades in hospital i ty
Revenue Optimization.   Her strengths at
sett ing strategies for opening and
conversion propert ies ,  along with
analyzing exist ing operations,  and
integrating new concepts ,  results in
revenue gains and increased market
share. . .
read more

L a r i s a  Mo r r i s o n -Ho f fma nL a r i s a  Mo r r i s o n -Ho f fma nL a r i s a  Mo r r i s o n -Ho f fma n
Founder 
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Leading Through a Crisis Now more than ever we need to help our
team deal with the stress that comes with
signif icant change.  Learn from experts how
to keep your team focused and healthy.

Proactive Sell ing Strategies Is  your team prepared to proactively sel l
and replace lost business? Tune in for our
webinar as our panel experts share their
insights and best practices.

Mitigating Damages in a Time of
Crisis

How do you drive revenue and negotiate
with customers in a t ime of cr is is? Gain
insights and learn best practices as we
discuss how to retain a working
relationship with customers while reducing
the f inancial  impact on your assets and
propert ies .

HOSPITALITY ASSET OWNERS
WEBINAR SERIES DESCRIPTION

Our discussion with industry executives wil l
focus on the important business decisions
leaders need to make now to re-open
hotels successfully .

Throw Out the Playbook

Join us for a t imely and compell ing
discussion to address the question,  When is
hospital i ty asset value coming back?

Missing in Action:  Where's the V
inn LVT?

Houston,  we have a problem. We know that
price discovery must emerge before recovery
can begin.  The question is ,  have we had price
discovery yet?

Houston,  We Have a Problem 

CRISIS MANAGEMENT WEBINAR
SERIES DESCRIPTION

Free Content
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Be An Innovator The real ity check is inevitably everything
evolves,  and so must we.Now, more than ever
is the t ime to step back and take a close
look at ourselves.  

Assess Your Strengths & Take
Action 

Learn how to tel l  your impressive story .  Use
your strengths to build a stel lar resume
and network of connections!

Productivity Now = Future Success How you spend your t ime TODAY impacts
your future.  Productivity teaches you to
continuously push yourself .  And the more
productive you are,  the easier i t  is  to
evolve into a better self .  And because
things in motion tend to stay in motion
(thanks,  Newton!) ,  being productive can
easily lead to creating better habits .

Optimize Your Online Presence I t 's  t ime to reset and reinvent yourself  to
posit ion a strong online presence.  Learn how
to optimize your story from all  angles and
make better connections,  open opportunit ies ,
and set yourself  up for a successful  rebound.

Making the Comeback
Part 1
Part 2

I t 's  t ime for a real conversation about what the
industry needs to do as we begin making the
comeback.  Listen in as we hear from experts
from all  aspects of the hospital i ty industry

Proactive Communication Strategies Join us as we lead a discussion on proactive
strategies to effect ively communicate new
protocols to your staff ,  customers,  and
community to ensure guest safety ,  revenue
growth,  and impactful  service del ivery .

SPARK Your Transformation Learn from Simon how to SPARK your
transformation to get the most out of your l i fe
AND master your bri l l iance,  build your business,
and own your career .  

Strategic Staff ing & Scal ing This discussion is about being strategic with
your staff ing.  We are cover how to redeploy
your current staff  and what to look for when
recruit ing new team members

PREPARE FOR THE REBOUND 
WEBINAR SERIES DESCRIPTION

Free Content
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In this episode,  our own SalesBoost staff
member,  Lesl ie Dunn ,  s i ts down with Alicia
Moneyhun  to talk about al l  things
networking.  Networking doesn't  have to be
painful !  Al ic ia is  an expert on this topic .  I
have seen her work a room and it  is
something to be admired.  Al ic ia sat down
with us to give us insight into her
networking strategy that has been working
for her for nearly 20 years .  We hope that you
gain some new strategies on the art  of
networking and put them into action!

Your Network is Your Currency

In this episode,  we sit  down with 
Carrie Fabris ,  Founder and Chief  Connection
Off icer at CareerFrame .  Carrie is  a
strengths-based people developer who
special izes in coaching individuals and
teams on how to show up at work.  Tune in
to hear the "Why" behind CareerFrame and
how playing to your strengths wil l  lead to a
more fulf i l led l i fe .

How to Show Up at Work

Learn Better  to Earn Better by Mastering
Skil l-based Learning!  We sat down with the
master of ski l l-based learning himself ,  
Ulrich Boser .  Boser is  the founder and CEO
of The Learning Agency  and a senior fel low
at the Center for American Progress .    He also
leads the Learning Agency Lab,  a nonprofit
devoted to scal ing the science of learning.

Master Ski l l  Based Learning

Be an Innovator
10 Ways We Must Evolve

In this episode,  we sit  down with our
Founder and CEO, Gretta Brooks .  Gretta
takes us through her 10 steps to being an
innovator .  Inevitably ,  everything evolves,
and so must we.  Now, more than ever ,  is  the
time to step back and take a close look at
ourselves.  Often,  we get so immersed in our
l ives and in our work that we haven’t
noticed how complacent we are or rusty
we’ve become.

Embrace Your Strengths In today's episode,  we talk with Kathy Kersten
about how to embrace your strengths and
uti l ize your StrengthsFinder  test  to maximize
your results !  Kathy hosts her own podcast
called Obey Your Strengths  where you can
find even more information on leveraging 
the power of Cl i f tonStrengths (aka
StrengthsFinder)  to achieve personal 
and professional success

PODCAST DESCRIPTION

Free Content
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We are rethinking the way we teach adults .
Read to understand the methodology
behind the SalesBoost platform.

The Science of Learning

SalesBoost was dreamed up because of a
major l i fe event in Gretta’s l i fe .  Read this story
to f ind out how and why SalesBoost was
created through the adversity of  Gretta’s story .

Finding Inspiration Through
Adversity

We've spent so much of our t ime doing the
same ole thing because we bel ieve i t  works,
or we just don’t  l ike change.  Everything
evolves,  and so must we.

Be an Innovator

How to Deploy Active Learning 70% of learning must be hands on in order to
maximize the training effect iveness.
Download this eBook to understand the 8
strategies to deploy active learning within
your team to achieve maximum results .

Strategic Account Plan When was the last t ime you did a Strategic
Account Plan? Account plans provide a clear
and effect ive guide to understand an
account’s ful l  business potential ,  future
opportunit ies ,  and buyer types.

The Calendar Exercise Bring your best self  to work – start ing with
your calendar organization!  Time
management is crucial  to your overall
production and success (and happiness) .
Clear the noise,  be productive,  and reduce
your stress.  

Tips from a Sales Pro Tom Faust ,  Vice President of Sales at
Benchmark Global ,  has teamed up with
SalesBoost to answer 3 important questions.
His extensive experience in the hospital i ty
industry wil l  give you insight on what you
can do to boost your performance,  your
confidence,  and your sales .

EBOOKS & DOWNLOADABLES DESCRIPTION

Free Content
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