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Rising costs. 
Shrinking margins. 
More competition.

The pressure is real. 
So what do you do?
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Follow Bike & Boot

http://drive.google.com/file/d/1QfBwiS9VHXKILvkWtUBWBely_HtHUoax/view


Beyond the hotel: how partnerships extend the Bike & Boot experience
From local adventures to co-branded clothing — building a community beyond the stay

Pure Outdoor 
Peak District

Partnership with 
The Adventure Hub

Peak Walking 
Adventures

TOG24 Bike & Boot 
Clothing range

Partnership with 
TOG24



Turning 
fans into 
guest



Cyclists

Bike storage & maintenance

Local routes & bike hire

Cycling community content

Groups

Social spaces & group offers

Group booking incentives

Event & activity packages

Marketing to the Tribe
Not every guest is the same, so why send them the same message?

Dog owners

Dog-friendly rooms & facilities

Grooming areas & walking trails

Pet-welcoming messaging



82%

80%

66%

Email capture

Phone capture

City data

Database Health
BIKE & BOOT



Conversion rate

BIKE & BOOT

Beating the Benchmark
Newsletter performance 

Open rate
5.18% 48%

▲ Vs. 0.10% industry average ▲ Vs. 33.15% industry average



WE MISS YOU

STAY ANNIVERSARY

BIRTHDAYS

QUALIFICATION

DRIP CAMPAIGNS

CANCELLATION RECOVERY

CART ABANDONMENT

WEB ABANDONMENT 

SEASONAL / HOLIDAYS

FLASH SALES

STAYCATIONS

NEWSLETTERS

CONFIRMATION

CANCELLATION

MODIFICATION

PRE-ARRIVAL LETTERS

PRE-ARRIVAL UPGRADES

GUEST PREFERENCES

ONE-TO-ONE

WELCOME NOTE

ON-PROPERTY PROMOTION

ON-PROPERTY UPGRADES

ANCILLARY REVENUE

ANNOUNCEMENTS

IN-STAY GUEST SURVEY

FLEXIBLE GUEST SURVEY 

OTA WIN-BACK

DIRECT WIN-BACK

THANK YOU NOTE

POST-STAY SURVEY

REPUTATION MANAGEMENT

AUTOMATION ONE TIME GUEST FEEDBACK

The Guest Journey - Made easy



Pre-arrival: the 
hidden revenue 
moment
Bike & Boot achieves a 73% open rate 
UK hotels average £57 per booking in pre-arrival 
upsells



Winning 
guests from 

the OTAs



Relationship building 
or Book Now?

How Bike & Boot balances brand 
personality with commercial intent

Pre-arrival upgrades

Flash sales

Direct booking offers

Room upgrades

Local event guides

Walking & cycling routes

Seasonal content

Boot Crew community updates

Revenue emails 

Relationship emails 



The adventure starts 
with knowing your 

guest.



Your turn.



The Hospitality Benchmark Report

● Benchmark your performance across every 
guest channel

● Identify hidden revenue in your database

● See what actually drives bookings and ROI

www.revinate.com/hospitality-benchmark-report/



Thank you.
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