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Housekeeping


•  You are on mute


•  Ask questions in the ‘question’ section


•  Need a demo or more info? Email info@revinate.com


•  Slides and recording will be posted. We will email you with details or you 
can go to blog.revinate.com tomorrow
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Guest: Benji Greenberg


•  President and Founder of BCV


•  BCV specializes in managing social media platforms for 
hotels


•  Speaks and blogs regularly on topics of online reputation 
management and social media engagement


•  Joint clients with Revinate include One&Only, 
InterContinental and The Peninsula Hotels
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Agenda


•  Overview of location-based services


•  Breakdown of the leading providers


•  How hoteliers can get started


•  Best practices for hoteliers


•  The future of location-based services


•  Revinate integration demo
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What are location-based services


•  Location-based services (LBS) are information and entertainment 
services


•  accessed through mobile devices


•  utilize the geographical positioning function of the mobile device


•  Consumers use their smartphones to “check-in” at various businesses 
and then broadcast to their online friends
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Why should hoteliers care?


•  A check-in is an endorsement


•  Presents hotels with a great opportunity to surprise and delight since 
guest is on site


•  Allows you to provide relevant and timely offers


•  As of May 2011, 12% of all smartphone owners use a geo-social service 
such as Foursquare or Gowalla to “check-in” at a location or share their 
location with friends – according to a Pew Internet study conducted in 
April/May 2011
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State of the market
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Foursquare


•  Game-based service


•  Reach


•  community has grown from under 1 million to 
over 10 million users in the last year


•  over half a million merchants


•  Market share grew 3,400% in 2010
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Foursquare
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Getting started


•  Become familiar with foursquare and how it works


•  Claim your listing


•  Start to monitor people checking into your hotel – reach out the them – 


“surprise and delight”
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Best Practices


•  Learn from the baseline statistics


•  Make sure all of your listings (spa, 
restaurant, hotel) all have the 
same address, cross street and 
contact information.
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Best Practices


•  Play to your strengths


•  Experiment with different types of specials at different venues


•  Track the results on the ground and through Foursquare


•  LEARN from the data gathered
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Best Practices


•  Make sure all staff are up to date on foursquare and the special


•  Don’t make it something difficult unless you know you can execute


•  Create awareness (signage, receipts, loyalty information)
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Examples
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Foursquare in Revinate!
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Thank you


•  Benji Greenberg – benji@bcvevolve.com



www.bcvevolve.com


    @bcvbenji


•  Linden Freeman – linden@revinate.com



www.revinate.com


    @revinate



