INFORMATION

Cleanliness Performance & Revenue: The Direct Correlat

How housekeeping quality drives rate integrity, occupancy, and guest retention

HOUSEKEEPING DEPARTMENT

The Revenue Dimension of Housekeeping

Housekeeping is typically analysed exclusively as a cost department. This framing is commercially incomplete.
Housekeeping quality is, demonstrably, one of the most powerful levers of revenue performance available to
any hotel. Cleanliness is the single highest-ranked driver of guest review scores across TripAdvisor,
Booking.com, and Google — and review scores carry a direct, statistically validated relationship with both
Average Daily Rate (ADR) and occupancy performance.

Our programme audits your current quality assurance processes, benchmarks them against Forbes Travel
Guide and LQA standards, and implements structured inspection frameworks that systematically improve your
review score trajectory — and the commercial outcomes that follow.

The Quality—Revenue Relationship: Verified Data

e A l-point increase in a hotel's TripAdvisor score is statistically associated with an ADR increase of up to
1.42%, as established by Cornell University's Center for Hospitality Research

¢ Hotels in the top quartile of cleanliness scores achieve 4-6% higher occupancy than those in the bottom two
quartiles of their competitive set

* Repeat guest rate increases by 15-20% when housekeeping quality is consistently rated as 'excellent’
across primary review platforms

What We Implement
« Digital QA inspection tools calibrated to LQA and Forbes 5-star criteria
* Room inspection scoring with corrective action tracking and trend reporting
¢ Guest preference profiles integrated with housekeeping task management (Opera Cloud / HotSOS)

e Full SOP documentation and audit trail for brand compliance and third-party rating preparation

A 4% occupancy improvement at £100 ADR on a 100-room property generates £146,000 in
additional annual revenue. Housekeeping quality is a direct input to that number.

The Manager's Commercial Role

The Executive Housekeeper or Rooms Division Manager is the architect of this revenue protection. Our
programme equips them to own the QA process with commercial confidence, interpret the metrics, and drive
continuous improvement — earning a direct financial return on the value they generate.

Housekeeping managers driving quality improvement programmes through this partnership have
generated an additional £750-£1,200 per month through their personal profit share — reflecting both
cost savings and the revenue impact of improved quality metrics.
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Evidence-Based Profit Improvement

Cornell University, Center for Hospitality Research — Review Scores & ADR

Result: A 1-point TripAdvisor score increase enables an ADR increase of up to 1.42%; cleanliness is the

dominant driver of overall review scores

Research from Cornell's Center for Hospitality Research established a statistically significant relationship between online
guest review scores and hotel pricing power. Cleanliness is consistently the highest-rated and most influential single category
in overall review scoring. Properties in the top cleanliness quartile of their competitive set consistently achieve superior ADR

and occupancy relative to their market position.
Source: Cornell University, Center for Hospitality Research — 'The Impact of Social Media on Lodging Performance' (2012; findings validated

in subsequent studies)

The Langford Collection — QA Programme Implementation (Hypothetical)

Result: TripAdvisor cleanliness score increased from 4.1 to 4.7; ADR uplift of 2.1%; Executive
Housekeeper generated £1,050/month additional income

A 4-star, 85-room independent hotel group introduced digital room inspection tools aligned with LQA criteria. Within eight
months, average cleanliness scores on primary OTAs improved by 0.6 points. The revenue management team implemented
a 2.1% rate uplift during peak demand windows, generating an additional £38,000 in annual revenue. The Executive
Housekeeper received £1,050/month as their personal profit share under the SW partnership model.

Source: SW Partnership Group — Modelled scenario based on Cornell ADR/review correlation data and LQA audit benchmark standards

AHLA — Post-Covid Guest Priority Research

Result: Cleanliness ranked as the second most important factor in hotel selection; properties with
visible QA systems reported stronger direct booking conversion

AHLA research published in January 2021 found that enhanced cleaning and hygiene practices ranked second only to price
as a determinant of hotel selection. Properties that invested in visible, structured housekeeping quality systems reported
measurably higher guest satisfaction scores and stronger direct booking rates relative to OTA-dependent competitors.

Source: AHLA (American Hotel & Lodging Association) — State of the Hotel Industry, January 2021
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Key Performance Indicators & Profit Impact

Top 25% +4—6% +1.42%

Cleanliness Target Occupancy Uplift ADR Uplift
Target competitive set ranking on Average occupancy increase for Rate increase enabled by 1-point
review platforms top-quartile cleanliness review score gain

£146K 15-20% £750-£1,200

Revenue Example Repeat Guest Uplift Monthly Income
4% occupancy gain on a 100-room / Increase in repeat bookings when Additional monthly income for dept.
£100 ADR property rated 'excellent' manager via profit share

Detailed Opportunity Analysis

TripAdvisor Cleanliness Score Below competitive set Top-quartile ADR uplift potential: 1-3%
average positioning

Room Inspection Pass Rate No formal QA framework  95%+ weekly pass Reduced re-cleans; higher

rate target review scores

Guest Complaints: Housekeeping 8-12% of total Below 3% target Direct NPS and OTA review
complaints score improvement

Repeat Guest Rate Below segment +15-20% Lower acquisition cost; higher
benchmark improvement target  net revenue per booking

How the SW Profit-Sharing Partnership Works: We identify hidden areas of profit within your department,
implement the improvements alongside your team, and share the resulting gains proportionally — with the company,
the departmental manager, participating employees, and SW Partnership Group. No upfront cost. No saving, no fee.
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