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Protecting the Short-Term 
Rental Industry During the 
Coronavirus Crisis

Written by Neely Khan

What We Can Learn from the More 
Bookings Direct Conference 2020



2

Part of Wow Group of Companies © Copyright 2020

Three weeks ago, short-term rental would 
have been described as the fastest growing 
sector in the world, without any hesitation. 

In 2019 alone, the sector was worth a 
staggering $169.7 million, according to 
recent reports by VRMA. Numerous resources 
(including past articles by myself) have 
claimed that STR shows “no signs of slowing 
down”, thanks to digital technology, and the 
growing millennial consumer market.
 
In present times, the travel and tourism 
landscape continues to evolve; but in a way 
that none of us could have predicted.

The outbreak of coronavirus has forced 
countries across the globe into a sudden 
lockdown, ceasing all business travel and 
millions of pre-booked holidays. No industry 
has been left unscathed; however, for the 
short-term rental sector, the consequences 
(for many) may well be devastating.

Now, more than ever, industry professionals 
are needing to conjure-up creative and 
innovative solutions to keep their STR 
businesses alive. There is a still a great 
deal of uncertainty around the complexities 
and longevity of this pandemic; but one thing 
that can be guaranteed, is that covid-19 has 
permanently rocked the very foundation of 
the short-term rental sector.
 
For decades, the economy and industry 
professionals have basked in the benefits of 
STR. However, what is often overlooked, is 
how the sector itself is associated (albeit 
unintentionally) with OTAs like Airbnb and 
Booking.Com. 

THE BEGINNING OF THE
NEW SHORT-TERM RENTAL SECTOR

Those who have solely relied on listing 
their properties on OTAs are now bearing 
the biggest brunt of the problem. A recent 
article by wired.co.uk described how covid-19 
has initiated the “Airbnb Apocalypse”. 
Thousands of short-stay bookings have been 
cancelled (in London alone), despite prices 
being continuously decreased. Whilst Airbnb 
has waived cancellation fees for guests 
and are now offering full refunds, after 
amending their Extenuating Circumstances 
Policy, hosts are still left massively out-
of-pocket. Refunds are of course, flooding 
out; but barely a fraction of the “usual” 
income is coming in. 

There is learning with every catastrophe. And 
what has become strikingly obvious in recent 
weeks, is that direct bookings is the answer 
to building more sustainable, “future-proof” 
STR businesses.
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One such industry leader who noticed the 
impact OTAs have been having on short-
term rental businesses, long before the 
coronavirus crisis, is Damian Sheridan.
 
Whilst acknowledging how brands like Booking.
com have helped put the short-term rental 
industry on the map, Damian has always 
been keen to explore why direct bookings 
contribute up to only 30% of a short-term 
rental business’s overall bookings.
 
As a hospitality writer, I can confidently say 
that of all the STR events and conferences 
that I’ve attended in the last four years, 
“direct bookings” has become somewhat of a 
hot topic. The trouble is, that whilst the 
topic itself is widely discussed, there is 
little education about an actual “solution”. 
How exactly do short-term business owners go 
about generating more direct bookings?

The inaugural More Bookings Direct Conference 
in Battersea London addressed exactly this.

With the help of other dedicated industry 
leaders, Damian hosted an event that not 
only answered fundamental questions, but 
inspired a “movement” that will in time, 
transform the short-term rental sector, for 
the better. 

When I attended this conference in February 
2020, the coronavirus crisis hadn’t quite 
reached its “peak”. I am now sharing what 
was initially set to be a simple round-up of 
the conference; to what is now, a lifeline 
for STR businesses across the globe. 

THE BEGINNING OF THE
NEW SHORT-TERM RENTAL SECTOR

“So, on behalf of the short-term 
rental sector; and the industry 
leaders (many of whom are far more 
experienced than me), thank you to 
Damian Sheridan. And our deepest 
wishes of health and long-term 
success to you.”  

Damian Sheridan
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When executed correctly, industry-specific 
events (that target a niche audience) can 
have a monumental impact. Although February’s 
More Bookings Direct Conference was the first 
of many, it delivered value for even the 
most experienced business owners, from the 
get-go. 

For a young professional like myself, there 
was plenty to learn. I was excited to catch-
up with Damian Sheridan a few days after the 
conference, with my first question being “Are 
you absolutely exhausted?!” 

Understandably, he was. But this was of 
course superseded by the success of the day-
long event. For Damian, the goal has been to 
inspire industry professionals to “take back 
control” of their businesses, and in-turn, 
improve their bottom-line. 

THE #BOOKDIRECT 
MOVEMENT

During a recent conversation over the 
phone with myself, prior to the outbreak of 
covid-19, Damian explained that for too long, 
there has been a “dire need” for guidance and 
education about direct bookings within the 
STR sector. He realised the desperate extent 
of this when he first started working with a 
London based SEO agency, who’s services cater 
for a number of travel, and STR businesses.

In an industry where personalisation is key, 
Damian found that more and more serviced 
accommodation providers were relying on OTAs 
to “run” a large part of their businesses. 
With this in mind, he announced the launch 
of the More Bookings Direct Conference in 
September 2019, and rallied-up a group 
of industry leaders to help create this 
phenomenal movement.  

“In an industry where personalisation 
is key, Damian found that more and 
more serviced accommodation providers 
were relying on OTAs to “run” a large 
part of their businesses.”  
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“It’s more 
than just a 
hashtag!”.

5
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The undeniable success of the More Bookings Direct 
Conference was first and foremost, down to high-
quality content. Whether keynote speakers or 
engaging panellists, every industry leader who was 
in the “spotlight” had a valuable lesson to share.
 
The headline sponsors of the event were I-PRAC and 
Zeevou, both incredible STR businesses within their 
own right. I-PRAC is the only global verification 
platform for short-term rental properties and their 
owners; whilst Zeevou promises to “revolutionise” 
the direct bookings movement with their automated 
hospitality management hub. Conference attendees 
were lucky enough to hear from the owners/ directors 
of both these businesses during their keynote talks, 
as well as a number of other STR professionals. 

What stood out for me (and many others) most, was 
the variety of content shared over the course of 
eight, well-organised hours. In retrospect, every 
speaker deserves a round-up article of their own, 
as their insights were truly valuable; however, 
I’ll be summarising some of the key learning from 
the event- with the hope to inspire even more STR 
professionals to take part in the #BookDirect 
movement. As Damian would say, “It’s more than just 
a hashtag!”; and during recent times, it has now 
become more fundamental than ever. 

Educating Industry Leaders
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There aren’t many industries that focus on 
“people” as much as hospitality does. And 
then, within this industry, we have the 
short-term rental sector, which despite 
growing rapidly, is still finding its feet. 

It is, therefore, more important than ever 
to introduce people-focused solutions within 
STR businesses, that initiate collaborative 
work and trust. 

Honing in on this crucial lesson, was Chris 
Maughan founder and CEO of I-PRAC, the only 
global membership platform for certified 
short-term rental professionals. After seeing 
the devastating repercussions of rental 
fraud first-hand, Chris founded I-PRAC with 
the sole purpose to protect travellers and 
legitimate property owners from fraudsters. 
The industry leader has now found that STR 
properties and businesses who are “I-PRAC 
Approved” have seen a phenomenal increase in 
their direct bookings. 

For Chris, the reason for this is simple. 
If STR professionals invested more time in 
showcasing credibility instead of displaying 
property listings on OTA websites, their 
direct bookings would inevitably rise. Chris 
explained this with confidence during his 
keynote talk, highlighting that currently, 7 
out of 10 rental enquiries fall at the last 
hurdle, due to lack of trust. The industry 
leader has recently been featured in another 
in-depth article published by Rental Tonic, 
where he delves further into the importance 
of direct bookings: https://rentaltonic.
com/short-term-lets-what-we-can-learn-from-
the-coronavirus-crisis/

Chris Maughan’s statistics speak for 
themselves. However, for more information 
about the incredible work that I-PRAC do, 
short-term rental professionals are advised 
to visit: www.i-prac.com, where they can find 
out how to become I-PRAC Approved; and as a 
result, build a direct bookings STR business. 

TRUST & PEOPLE

Chris Maughan

https://rentaltonic.com/short-term-lets-what-we-can-learn-from-the-coronavirus-crisis/ 
https://rentaltonic.com/short-term-lets-what-we-can-learn-from-the-coronavirus-crisis/ 
https://rentaltonic.com/short-term-lets-what-we-can-learn-from-the-coronavirus-crisis/ 
http://www.i-prac.com
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Where “people” are concerned, something else 
that shouldn’t be dismissed is communicating 
with other industry leaders and developing 
partnerships based on trust, for the 
betterment of the sector, especially as we 
are now trying to rebuild it.
 
Founder and CMO of Smiling House Luxury 
(which manages 2500 properties across 23 
counties) Moriya Rockman has been involved in 
the business development of many companies. 
During her engaging talk, Moriya drew from 
her experience in the media and PR industry 
and shared how industry professionals can 
“Get Active” and find more partners within 
the travel industry. The people-focused 
entrepreneur discussed how it is now more 
important than ever to “build a bridge” 
between legacy travel companies and companies 
of the “new age”. 

There is a lot to be said about the sharing 
economy and how it continues to transform the 
short-term rental sector. As a specialist in 
this space, Moriya believes that by building 
partnerships with the right people and 
businesses (those who share the same values 
and end-goals) short-term rental businesses 
can without a doubt, generate more direct 
bookings. 

Moriya Rockman is an active partner of 
Weconomize, further information about her 
short-term rental business, Smiling House 
Luxury can be found here: www.smilinghouse.
ch 

TRUST & PEOPLE

Moriya Rockman

http://www.smilinghouse.ch  
http://www.smilinghouse.ch  
http://www.smilinghouse.ch 
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To round-up this part of our report, we 
have Deborah Labi, founder of the new and 
innovative Have You Got network; and an 
advocate of collaboration in the short-term 
rental sector. Delegates of the conference 
enjoyed Deborah’s insights about how small to 
medium sized STR businesses and independent 
property managers are more than capable of 
competing with OTAs and generating more direct 
bookings, through the power of “people”. 

Deborah’s solution is simple. Have You Got 
invites independent accommodation providers 
(from around the world) to join its network, 
for free. The network works as an automated 
guest referral platform, where accommodation 
providers can refer guests to each other’s 
properties, and earn a commission whilst 
doing so. This process keeps payments 
strictly between the guests and their hosts; 
and allows the accommodation providers to 
remain independent and be in full control of 
their business(es). 

In her own words, unity, integrity, and 
collaboration remain at the heart of 
Deborah’s business. During her keynote talk, 
she discussed how these qualities are vital 
for the ethical growth of the short-term 
rental industry. 

Accommodation providers who would like 
to widen their market reach and generate 
more direct bookings (whilst supporting 
their peers in the process) can visit: www.
thehaveyougot.network 

TRUST & PEOPLE

Deborah Labi

http://www.thehaveyougot.network  
http://www.thehaveyougot.network  
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As a hospitality writer (and although this 
may seem biased!), I am of course, a huge 
advocate of ethical and engaging marketing. 
The fact is, a number of STR businesses may 
offer fantastic experiences and value-for-
money, but without positioning this correctly 
to their target audience(s), there is little 
to benefit from. 

A number of STR operators may feel that it is 
out-of-taste to actively market their offers 
during the current pandemic. Sensitivity 
is absolutely crucial; however, brands who 
continue to engage with their audience(s) 
during the coronavirus crisis are the 
ones who will continue to be remembered. 
Marketing, when tastefully done, can only 
boost an STR business’s credibility. It is 
vital to remember this.

So, for the greater good of STR accommodation 
providers, as well as their end-consumers, 
it was brilliant to see a wide range of 
marketing topics being covered at the More 
Bookings Direct Conference. All from leading 
industry professionals.

MARKETING

Sharing her story and vivacious personality, 
was Yvonne Halling of Bed and Breakfast 
Coach. 

Where the peaks and troughs of running a 
hospitality business is concerned, Yvonne has 
certainly been through them all (and we can 
sure-bet that she is soldering through during 
the current pandemic as well!). During her 
speaking slot, the go-getting businesswoman 
talked about how she set-up her own B&B in 
the Champagne region of France, which helped 
her, and her family survive through the 
most catastrophic ordeals. Her experiences 
inspired her to set-up Bed and Breakfast 
Coach where she now works with short-term 
accommodation providers worldwide, helping 
them increase their revenues. 

Yvonne’s key message for delegates was to 
remain “authentic” across their marketing 
channels, and not be afraid to show a little 
personality. In her words, “hospitality 
is personal”; therefore, platforms like 
Facebook (particularly Facebook groups) are 
a great tool for promoting STR businesses 
and building a strong brand identity. 

The Bed and Breakfast Coach’s Transformation 
Programmes (launched in 2014) shares Yvonne’s 
proven marketing strategies, many of which 
she covered at the More Bookings Direct 
Conference. Short-term rental operators can 
find out more about Yvonne’s consultancy work 
on: www.bedandbreakfastcoach.com. She has 
also announced to be launching a new “direct 
bookings app” in the very near future. 

Yvonne Halling

http://www.bedandbreakfastcoach.com
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Even in today’s digital-first world, it’s 
shocking that a number of small business 
owners “skip” branding, assuming that it is 
only relevant for large corporations. This 
was one of the many vital messages that 
Louise Brace shared during her engaging 
keynote talk. Louise is the CEO of Rental 
Tonic, a  digital marketing and copywriting 
consultancy agency, for the short-term rental 
sector. As a professional who’s line-of-
work is similar to mine, I was particularly 
excited to hear Louise’s pearls of wisdom. 

MARKETING

As we have noticed by now, a number of travel 
and hospitality businesses have either 
needed to “restrict” some of their normal 
services, or offer alternatives to their 
audience(s). This task itself is daunting 
enough; however, to implement it effectively 
in the midst of a global pandemic, makes it 
all the more challenging. 

My personal (and professional) observation 
is that the hospitality businesses who 
have already established a strong brand 
identity, are the ones who are facing fewer 
obstacles during the current coronavirus 
crisis. As Louise aptly mentioned during her 
presentation, a unique brand (with an emotive 
“why”) is what builds a loyal following and 
potential client base – which of course, 
is the bedrock of any successful short-term 
rental business. 

With an expertise in creating compelling 
copy, visual content, and “authentic” brand 
values, Louise shared simple and actionable 
tips, that can ultimately, help a STR business 
stand on its two feet, and attract “like-
minded people, who become guests”. Property 
owners and managers who would like to find 
out more about the importance of branding, 
can visit the company’s website: www.
rentaltonic.com  – where there is a plethora 
of additional information. 

Louise Brace

http://www.rentaltonic.com
http://www.rentaltonic.com
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Whilst we learned from Louise Brace about 
the positive impact of brand identity, it is 
just as vital to understand the numerous ways 
STR businesses can continue to communicate 
with their target audience(s), via creative 
and efficient channels. This is where Mark 
Simpson’s keynote talk was particularly 
helpful.

Mark Simpson of Boostly has helped over one 
thousand STR businesses across the world 
increase their direct bookings. He arrived 
centre-stage, at the More Bookings Direct 
Conference, to discuss the importance of 
email marketing and GDPR (and why this four-
lettered acronym shouldn’t scare industry 
professionals away). 

Many of us recognise email marketing as 
something that we “should do”; however, when 
it comes to actually putting the processes 
into place, a number of questions and 
concerns act as barriers along the way. This 
should  not be the case, as email marketing 
is an incredible way of strengthening the 
relationship between an STR brand and their 
guests. Not only does it build trust, but it 
positions businesses as “industry leaders”, 
placing them at the forefront of people’s 
minds. 

Mark Simpson addressed some of the most 
common concerns when it comes to email 
marketing. This included “lack of time”, 
“lack of content ideas”; as well as guidance 
about “how long” emails to guests should 
be. At the end of his presentation, Mark 
offered delegates an email template that 
could be used immediately, to help property 
owners and managers generate more of those 
desirable, direct bookings. 

To find out more about how Boostly can help 
increase a STR business’s revenue, visit: 
www.boostly.co.uk . Mark is also the Admin 
of The Hospitality Community Facebook Group, 
where a group of industry leaders get together 
online to share their ideas, insights, and 
inspiration (note, this community will be of 
incredible value now, due to the coronavirus 
outbreak).

MARKETING

Mark Simpson

http://www.boostly.co.uk 
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For the next part of our marketing round-
up, I would like to pose a hugely relevant 
question, thanks to Phil Tester of Laurels 
Tech; and that is: Did you know the local 
search results on Google is one of the easiest 
ways to increase an STR business’s exposure? 

The problem (as I see it) is that a number 
of industry professionals still perceive the 
concept of working with Google Listings/ 
Search Results as hugely complicated. When 
in fact, STR businesses who fail to take 
advantage of this tool, are missing a trick; 
and probably losing out on paying guests as 
well.

Phil Tester specialises in the hospitality 
industry; to add to this, he helps his wife 
run a Bed and Breakfast in Staffordshire, UK 
– so he fully realises the benefits of direct 
bookings. 

During a global crisis, where “every little 
helps” Phil’s actionable tips about making 
the smallest (and easiest) of changes on 
a Google My Business page are now more 
relevant than ever. The industry professional 
understands the risks that come with falling 
for “techie jargon” (from fraudsters) and his 
presentation highlighted in simple terms, how 
property owners/ managers can avoid getting 
conned into spending money that they don’t 
need to spend, on unscrupulous companies.  
To paraphrase Phil’s words, “It’s about 
education ourselves on the basics”.
 
Laurel’s Tech provides web design and SEO 
services for hospitality brands across the 
world. The company also creates 360 Virtual 
Tours, which is something a number of travel 
businesses are looking into, during the 
coronavirus crisis. To find out more about 
Phil Tester and Laurels Tech, visit the main 
website: www.laurelstech.co.uk 

Phil Tester

MARKETING

http://www.laurelstech.co.uk 
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As an SEO expert himself, it is no surprise that 
Damian Sheridan invited another professional 
to exclusively cover the topic of SEO at the 
More Bookings Direct Conference. To conclude 
this section, we have Alan Egan of Vacation 
Soup, who has worked in the STR sector for an 
impressive sixteen years. His journey in the 
sector began when he built a rental agency 
and villa photography company in Algarve, 
back in 2003. 

Since 2003, Alan has built a number of 
successful websites. His “secret”, however; 
is that he builds these websites not for 
property owners, but for website visitors 
(i.e, the end-consumers). By understanding 
this and deploying his knowledge of search 
engine optimisation, Alan’s websites convert 
at a much higher rate than other websites in 
the same space. 

During his keynote talk, the expert 
highlighted that websites should never be 
seen as an opportunity to merely “showcase 
properties”; but rather, be presented as an 
“information hub” to website visitors. This 
advice could not be more apt right now. 

Whether strategically or out of sheer 
desperation, the majority of travel (and 
specifically, STR) brands are moving their 
entire business(es) online, off-the-back of 
the coronavirus outbreak. This means that 
the competition to stand out online, is 
fiercer than ever. So, before spending an 
extortionate amount of money on flamboyant 
designs and quirky visuals, rental operators 
are advised to invest into SEO as well, to 
ensure that they’re getting the right amount 
of exposure (to the right audience).

Alan Egan co-founded Vacation Soup so that 
it could connect STR websites together and 
collate and syndicate content published 
by property owners, encouraging more 
collaboration and exposure all-round. To 
find out more about this industry expert and 
Vacation Soup, visit: www.vacationsoup.com 

Alan Egan

MARKETING

http://www.vacationsoup.com 
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TECHNOLOGY
& OPERATIONS

The involvement of technology has been driving 
short-term rental for decades. As one of the 
most innovative sectors in the world, with 
virtually no “geographical restrictions”, 
more and more rental operators are relying 
on technology to help streamline their 
services and help their businesses run more 
efficiently. 

The current global pandemic has forced large 
parts of the world into “lockdown”. Without 
being able to work from offices and meet 
guests, employees, and suppliers face-to-
face, technology and the competence of back-
office operations are very much lifelines 
for millions of rental operators across the 
globe. 

In the words of Ammar Shaer of Zeevou, 
“the vast majority of rental operators do 
not consider their own time as a business 
expense”. According to this industry expert, 
this is one of the most common reasons why 
property owners face problems when trying to 
scale their business(es).
 
As one of the headline sponsors of the More 
Bookings Direct Conference, Zeevou has been 
suitably positioned as the “Direct Bookings 
Revolution”. In essence, it is an easy-to-
use and highly functional online platform 
that automates hospitality management; 
including marketing, bookings, and back-end 
operations. The idea is, that thanks to the 
efficiency of Zeevou, property owners will be 
able to manage even the most intricate areas 
of their business operations from remote 
locations.
 
Ammar has been involved in serviced 
accommodation for a decade and understands 
the complexities of running an STR business, 
first-hand. During his presentation, he 
discussed how rental operators can now 
use a number of different digital tools to 
maintain their direct bookings momentum, 
without having to compromise their sleep, 
leisure time (and sanity!). 

Zeevou is a massively helpful platform, 
particularly during the coronavirus crisis. 
For more information about the software and 
Ammar and his team, rental operators can 
visit: www.zeevou.com 

Ammar Shaer

http://www.zeevou.com 
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TECHNOLOGY
& OPERATIONS

On the subject of automated STR businesses 
than “run like clockwork”, we introduce 
another stand-out speaker of the More 
Bookings Direct Conference. 

When James Mitchell of Dawson Group set up 
his serviced accommodation business in 2018, 
his focus was automation and systemisation. 
He now admittedly claims to spend just thirty 
minutes a day, checking-in on progress and 
such.

Needless to say, it has taken a great deal 
of work to get James to this point; however, 
there is a lot rental operators can learn 
from his business model. All his units “stay 
in one place” (for the sake of efficiency) 
and the expert has developed a few “sneaky 
ways” of generating more direct bookings as 
a result of this. During his keynote talk, 
James honed-in on these lessons, paying 
particular attention to tapping into the 
corporate travel market.
 
Take a peek of James’ successful STR business 
here (and find out more about James), here: 
www.dawtonproperties.com 
 

James Mitchell

http://www.dawtonproperties.com


Part of Wow Group of Companies © Copyright 2020

16

TECHNOLOGY
& OPERATIONS

Needless to say, without sales, any short-
term rental business would cease to exist; 
which is why it is increasingly important to 
have a well thought out pricing strategy, 
that is relevant to the consumer market and 
the specific country which the STR business 
is trading in. 

Steve Kopandy of Cycle Cities Network discussed 
the critical need of understanding how (and 
why) the STR sector continues to evolve, in-
light of numerous laws and legislations. As 
we are currently experiencing, the travel 
landscape is somewhat is prone to continual 
change; and this has a massive impact on 
pricing, and how rental operators should 
approach it.
 
During his presentation, Steve outlined 
tangible ways in which STR businesses can 
thrive in what is often perceived as an “OTA 
dominated environment”, via their price-
points. As well as being the Director of Cycle 
Cities (the world’s first partnership of city 
bike tour operators), Steve is the creator 
of the Book Direct Symposium, a meeting of 
marketing minds from the hospitality and 
travel industry; so there was plenty to learn 
from his insights and experience. 

Steve believes that with the way sector is 
adapting, there are now greater opportunities 
for small to medium sized businesses to 
succeed. This is probably, all the more 
relevant now, due to the coronavirus crisis 
– so long as rental operators do their 
“homework” and plan accordingly for more 
direct bookings. 

Further information of Steve’s initiative, 
the Book Direct Symposium can be found on 
this website: www.bookdirectsymposium.com 
 

Steve Kopandy

http://www.bookdirectsymposium.com
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Among the incredible speakers at the More 
Bookings Direct Conference, were two groups 
of exceptional panel speakers. Each group 
discussed a trending topic in the short-term 
rental industry and engaged with delegates 
during question-and-answer sessions, as well. 
All credit to Damian Sheridan, as this was a 
very clever way of “breaking up” the run of 
keynote speakers, and giving his audience a 
different style of content to enjoy. 

The panellist, all industry experts in their 
own respect – included: Carlos Villaro Lassen 
of the EHHA, Richard Vaughton of Rentivo, 
Emma Mills of I-PRAC, Henry Bennett of Your 
Welcome, Robert Nunez of CoHost Expert, and 
Tara Scott of Click Book Stay (this list 
includes the panel moderators as well).
 
The topics which peaked the interest of all, 
were “How to Use Technology More Effectively 
to Drive More Direct Bookings” and “How 
Enhancing Guest Experience can Influence 
Direct Bookings”. 

Although these panel sessions took place 
prior to the coronavirus outbreak, much of 
the content that was shared during then, 
is of huge relevance now. As previously 
mentioned, technology will become somewhat 
of a life-saviour for STR businesses during 
this pandemic; and how rental operators 
approach their “guest experience” after the 
worst of this crisis has passed, will in-
turn determine how well they recover. 

THE PANELISTS
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For too long, generating more direct bookings 
has remained a daunting concept within the 
short-term rental space.  However, what 
we are seeing now,  is that the somewhat 
complacency within this sector has been 
“challenged”, as the coronavirus has forced 
millions of rental operators to look at their 
businesses differently. 

Sadly, there may well be some casualties 
as a result of this pandemic. But for 
those STR businesses that stand a chance, 
direct bookings is the most critical way of 
rebuilding; and thriving, in the years to 
come.

As touched-upon in this report, there are 
a number of tangible and ethical ways of 
generating more direct bookings. But during 
these times, what is more important than ever, 
is to stand united and work collaboratively 
with peers and other industry experts.

The short-term rental sector is immensely 
fortunate to have leaders such as Damian 
Sheridan, who focus relentlessly on community 
building and paving the path for a brighter 
future. 

In September 2020, Damian will be hosting 
The Book Direct Show, a value-packed two-
day conference which will be held entirely 
online. In light of the current circumstances, 
this conference is a must for any short-
term rental property owners/ managers who 
are looking to rebuild their businesses, for 
the travel landscape (which admittedly, will 
never quite be the same again). 

Those who are interested in attending this 
online conference, and connecting with other 
industry leaders from across the world, via 
talks, live workshops, and webinars can 
visit: www.bookdirect.show to register their 
interest.
 
Whilst we cannot predict exactly what the 
future holds for the short-term rental sector, 
rental operators can certainly control how 
they respond to the phenomenal changes that 
are currently taking place. The coronavirus 
crisis will inevitably impact millions of 
lives and livelihoods; however, for the 
STR sector, it may well be the opportunity 
to rebuild businesses that are stronger, 
sturdier, and more sustainable. 

Could it be that this global pandemic has 
finally confirmed that direct bookings is the 
answer to short-term rental success?

It certainly seems that way.
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