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Length of Stay
Pricing
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You can do 
everything right in 
your business, but…



…if you sell your 
inventory at the 
wrong price you can 
really lose,



for both you and 
your owner.



Is your 
Price Right?



Is your Price Wrong?



It is not 
an exact 
science.
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You might be familiar with some of these terms:
• Yield Management
• Revenue Management
• Dynamic Pricing



“The right price, 
at the right time, 
for the right guest, for 
the right LoS.”

Jeff Paglialonga



Pricing for Vacation Rentals

Jeff Paglialonga   

Teeming Vacation Rentals 

Vacation Rentals are not like hotels. 
• Properties are unique and different
• Different views
• Different décor
• Different condo complexes
• Different size - bigger, smaller, nicer...
• Different rental limitations
• Different owners
• Different amenities - pets, kayaks, bikes…



Example
Vrbo:
• Very hard to compare
• Takes lots of time and 

effort for guests to 
comparison shop



Jeff Paglialonga   

Teeming Vacation Rentals 

But on

Hotels.com
Much easier to 
compare 
rooms/hotels



With vacation 
rentals, they’re not 
comparing apples to 
apples.



Vacation Rentals are 
much more difficult  
than hotels for guests to 
search and find the 
perfect match.



How do you 
take advantage 
of this 
phenomenon?



Dynamic 
Pricing is the 
answer to 
winning at the 
Price is Right!!



Time is on your side.



The more time you 
have to market the 
property, the 
greater chance 
someone will bite 
at your price.



• Time - more time to advertise your 
requested price to prospective guests 
= more exposure

• Time – to reduce or increase pricing 
as needed



It’s a numbers game!



• The more people that look at your 
property the better chances one will 
book at your asking price.

• The larger your exposure numbers the 
higher your price can be.

• (distribution)



How Does 
Time Help?



• Anyone can book Peak Season
• Not everyone can book Peak Season 

at the highest price.
• You must have the INVENTORY to 

book Peak Season at the HIGHEST 
PRICE.

• If you book TO SOON you have lost 
your inventory to book at the HIGHEST 
PRICE.



• The internet has made 
pricing transparent.

• You can’t fool the guest 
during SLOW season, but 
you can SOLVE THEIR 
PROBLEM during peak 
season-



What is LoS?

Length of Stay Pricing



I have no idea what that means.



But,

(Just making sure you are paying attention. 

Stay with me I’m ADHDDDHADHADHAAAH and 

probably Dslexic and crazy too.)



We are managing 

vacation rentals not 

hotels.



We work on a 

Minimum Price,

Not a Minimum Stay.



We make the LoS

requirement 

obsolete.



Every night is a 

different rate based on 

the LENGTH OF STAY 

and arrival date.



The shorter the stay 

the higher the 

nightly rate.



We manage many properties with 

Minimum Stay Requirements.
• No Minimum Stay Requirement

• Monthly Minimum

• Semi-Monthly (2 Week Minimum)

• Weekly Minimum

• 5 Night Minimum

• 3 Night Minimum



We also segment properties into 

groups that support similar pricing 

strategies.
• Off Beach

• Direct Oceanfront

• Oceanview

• & more



• Daily Units

• All Year

• Any day Check In / Check Out

• Minimum Stay 3 nights

• Can stay for 2 nights but price is 

the same as 3

• Fri & Sat rates are more



Daily Example:

And here is the price for 

7 nights @ $504 nt

Here is the price for 4 nights @ $605 nt



Here is the price for 12 nights- $485 nt

Daily Example:



• Weekly Units

• Peak Season (Jan-Easter)

• Any day Check In / Check Out

• Minimum Price 7 days

• Non-Peak Season (rest of year)

• Any Day Check In / Check Out

• Minimum Price 3-7 days



Weekly Example:

And here is the price for 

7 nights @ $440 nt

Here is the price for 4 nights @ $763 nt

Notice a week is $3,080 

and 4 nights is $3,053!

Get entire Stay Value.



Don’t leave any money 

on the table.

(Get Entire Stay Value)



• Semi-Monthly Units (2 week minimum)

• Peak Season (Jan-Easter)

• Saturday Check In / Check Out

• Minimum Stay 14 days

• Must fall within 2-week windows

• Non-Peak Season (rest of year)

• Any Day Check In / Check Out

• Minimum Stay = $ 7-day price

• Must fall within 2 week windows



Semi-Monthly Example:

And here is the price for 

7 nights- $8,790

Here is the price for 2 weeks- $7,756

Why? Every day/week of 

the year goes up in price 

until Easter. Notice dates.



2 Week Min 

Rate Table

We block off 

unused 

Days as “MD” 

Maintenance 

Days, for when 

a guest stays for 

less than the 

minimum 14 

days.



Monthly Units

• Peak Season (Jan-Easter)

• Must fall withing the calendar month

• Non-Peak Season (rest of year)

• Any Day Check In / Check Out

• Minimum Stay = $ 14-day price

• Must fall withing the calendar month



Monthly Example:

And here is the price for 

March 4-24   $21,957

Here is the price for March $21,206

Why? LoS is applied and 

the rates go up each day 

of the month.



Rate Table

Every week has a different Discount or Surcharge based on the 

number of night stay (LoS).



• More Revenue per night

• More Visibility on OTA’s

• More Reservations

• Cleaners have more weekday cleans

• (cleans spread out during the week)

LoS Benefits



Note: Flexibility is key in distribution.

Every parameter you put on your unit will 

decrease the visibility on OTA’s.

Example: If you put a 7-day minimum on a 

listing it will only show up if someone searches 

for 7 or more days (nights)



• We kill the market because other listings in 

a complex have Saturday only check in and 

ours are any day check in.

• And we can charge twice as much per night 

for the flexibility!



Vrbo ads – What?!

2 night rentals?
(for weekly, semi-monthly, 

monthly, etc.)



All our units are set to a 

2-night minimum stay.

Here is a search for Sept 1-7, 2022.

The only units showing up 

are ours!!!! (TeemingVR)

As the rest have their minimum 

stay set at 7-14 days. This area is 

primarily 2-week minimum rentals 

and greater.



Flexibility = Visibility

Jeff Paglialonga



Visibility = Bookings

(it’s a numbers game)

Jeff Paglialonga



Selling point to get new units
• Owners do not have the data or programs 

to do LoS pricing
• More revenue for your owners - which 

means more revenue for you.
• More bookings = more fee revenue as 

well.



How many of you have 
TRUE LoS API pricing 
with Vrbo and Airbnb?



$25 Million Gross Revenue

$8 Million attributed to LoS



• If you put this system in place, changing the 

base rate and LoS will still do all the 

calculations automatically.

• You still manage your entire inventory by 

base rates – easy to maintain.



• Deters shorter stays (not a bad thing)

• Orphan dates

• (We drop the base rate manually for 

orphan dates as needed – we call these 

GAP drops.)

LoS Disadvantages



• Because we can only manipulate nightly 

rates before LoS is applied in many cases, 

we must do significant decreases to ensure 

the nightly price is reasonable after LoS is 

applied. 



• Human Error/Element

• block out dates (July 4th week example)

• the human element of someone deciding 

what dates to block around for a stay that 

is less than the rental restriction 

requirement

• opportunity for error
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Some of my pitch sayings.
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“I can give you $50,000 at 99% 
occupancy or $50,000 at 60% 

occupancy – which one do 
you want?”

Jeff Paglialonga



“We tell our owners to measure 
annual revenue. That is the true 

measure of success. We only 
use occupancy for rate 
determination.”

Jeff Paglialonga



“In peak season a segment 
of guests will book at almost 

any price, only if you have it 
available to book.”

Jeff Paglialonga



“The whole process falls apart 
when you have owners that 

want to dictate rates.”

Jeff Paglialonga



“People will pay an 
unbelievable amount for an 

unbelievable property.”

Gina Paglialonga



“The best guest is the one that 
never shows up. (Because we 

keep their money.)” 

Jeff Paglialonga



“The larger the traveling party, 
the further ahead they book. 

More people = more planning 
required.”

Jeff Paglialonga



“We change rates like filling up 
an airplane. What you see now 

may be gone by tomorrow.”

Jeff Paglialonga



“You can only buy the 
view once.”

Jeff Paglialonga



“It costs the same to fix up a 
unit with a bad view as it does 

a great view.”

Jeff Paglialonga



“You can have it fast. You can 
have it cheap. Or you can 

have it perfect. But you only 
get to pick 2.”

Unknown
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