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Introduction

The hotel industry is at an inflection point. Traditional B2B
channels—specifically the Global Distribution Systems
(GDS)—have long been the foundation of corporate travel
procurement. However, these legacy systems severely limit
how properties can communicate their story, differentiate
their value, and meet modern traveler expectations. The
gap between consumer and business travel booking
experiences has never been wider, creating inefficiencies,
frustration, and program leakage that impact properties,
corporate buyers, and travel management companies alike.
The industry must act now to modernize hotel retailing.

Challenges Faced

Lack of real-time updates
or transparency

Inadequate integration with
modern tools or platforms

High dependency on
manual processes

Complexity of the interface
or system navigation
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The chart highlights key challenges faced by agents using GDS, with
the lack of real-time updates or transparency being the most reported
issue, reflecting the need for more accurate and timely information.
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The Mismatch Between
Corporate Travel
Programs and Traveler
Expectations

Business travelers now expect a booking experience that
mirrors consumer travel sites—rich content, dynamic
pricing, and transparent inclusions. Yet channels that
source through the GDS fail to provide this level of detail,
leaving travelers frustrated and forcing them to shop on
consumer channels before booking through mandated
corporate systems. Some ultimately book on
non-compliant channels, increasing leakage and making
it difficult for corporate buyers and travel management
companies to provide effective support and oversight.
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Until GDS matches the level of content from
Booking.com and Expedia, TMCs will maintain
direct relationships with these aggregators.

~ Managing Director, TMC
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Recognizing traveler dissatisfaction, some corporate
buyers have reluctantly accepted greater leakage in
their programs, as neither the hotel industry nor travel
management companies have yet provided a better
alternative. Others allow travelers more flexibility to
book outside the system as long as rates remain within
negotiated thresholds—prioritizing traveler satisfaction

over strict compliance.
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Multi-Sourcing and
Its Consequences

To compensate for GDS shortcomings,
travel management companies (TMCs)
have adopted multi-sourcing strategies,
integrating online travel agencies (OTAs)
into corporate programs. Unlike
traditional GDS channvels, OTAs offer
richer content, dynamic pricing, and
better hotel merchandising capabilities.
However, this shift presents new
challenges for properties.

Properties do not provide OTAs with
loyalty-eligible rates, as OTA rates are
deeply discounted, and properties
reserve loyalty benefits for higher rates
and direct brand channel bookings.
Travelers booking through OTAs are
ineligible for loyalty points and often
cannot use mobile key access, which is
tied to loyalty membership. Because
TMCs include OTA rates in their online
booking tools, travelers often mistakenly

believe they are booking a loyalty-eligible

rate. Given that these bookings are
frequently made on mobile devices, the
exclusion of loyalty points—though

referenced in the fine print—is often
overlooked. This creates friction at
check-in when travelers realize they are
not earning loyalty points on their stay.
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Hotel Supply Sourcing is
Broken—A New Approach
is Needed

The current state of hotel supply sourcing is inefficient and misaligned
with the needs of hoteliers, corporate buyers, and TMCs. Because
GDS remains the primary corporate travel sourcing channel, TMCs
attempt to bridge the gap by incorporating OTA content, which only
introduces new problems. Properties need better tools to showcase
their full value proposition—including rate inclusions like breakfast,
parking, wellness amenities and sustainability commitments—as well
as booking conditions, cancellation policies, and loyalty eligibility.

Only about 40% of hotels
currently feel they have a strong
partnership with TMCs.
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Bookings

$1 0,000 1 +25%

Increase

Revenue

The good news is that technology providers, like DerbySoft,
are exploring ways to bridge the disconnect between
consumer and business travel booking experiences. For more
than two decades, DerbySoft has achieved unparalleled
expertise in connectivity, helping leading companies in the
travel industry accelerate commerce. With a long track
record of success, DerbySoft has earned its reputation as the
technology provider to go to when a vendor is needed who
will partner closely to understand the customer’s leisure
travel business processes and deliver solutions that can
solve even their most complex challenges. Now, the
company has extended its deep expertise in connectivity to
offer a solution that is purpose built for business travel.
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Built on its trusted technology foundation, Business Travel Solutions by
DerbySoft extends its existing capabilities to provide TMCs with direct
connections to hotel chains for real-time access to rates and availability, along
with high-quality content to enhance traveler satisfaction. It also streamlines
operations through automation and offers flexible payment solutions tailored
to TMC needs. By combining DerbySoft's proven connectivity expertise with a
focus on mee " he specific needs of corporate travel, this solution enables
TMCs to mode ir processes, deliver exceptional traveler experiences,

and unlock new pp nities.
\ e

Business Travel Solutions by D ?B’ﬂl/Soft are amm
alternative to existing solutions because they al:é*d'e_
streamline corporate travel. With a single connection, p
can easily reach more TMCs, while TMCs gain accesstoa *
broader range of lodging options and corporate rates. Together,
this powerful ecosystem increases efficiency, reduces costs,
and enhances experiences for corporate travelers.
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