
Optimize your 
B2B set-up in a 
few easy steps
A quick guide to reviewing and 

optimizing your Leisure Program 

(LP) B2B rates on Expedia 

Group Partner Central



#1 Rate Loading -

Ensure LP B2B rates are 
accurately loaded and 
assigned

You can find the full list of room types active for your property via Room and rates > 
Room types and rate plans, where you should see the below LP B2B rates under your 
active rate plans.

i. LP1, LP1B – 10% discount          ii. LP2, LP2B – 20% discount          iii. LP3, LP3B – 25% discount

Note: 

LP1B, LP2B, LP3B are rate plan codes that support meals. If you do not have a restaurant and 

include breakfast with the room by default, this does not apply to you.

Action:

	- Check that LP1, LP2 and LP3 are loaded and assigned to all room types.

	- Check that LP1, LP2 and LP3 attributes match those of EC1 (Flexible Rate) by 
having the same promotions 

(including value adds) and restrictions (e.g. cancellation policies, advance purchase and 
length of stay restrictions).



#2 Availability - 

Ensure LP B2B rate plan 
availability and open dates 
against room types

You can review your LP B2B rate plan availability 

and open dates by reviewing the check marks (✓) 

and crosses () per room type and rate plan via 

Room and rates > Rates and availability > 

Customize view > select ‘Distribution (D) rate plans’ 

> Save.

Note:

- You’ll need to customize your view as

distribution (LP B2B) rate plans are not shown

by default.

- The price shown on Partner Central is the net

rate we receive from your connectivity, and

the discount is added on top of this rate. These

are net prices rather than final sell prices. The

sell price, inclusive of any promotions, won’t be

displayed on this grid.

Action:

- Check that your LP B2B rates (D) and EC1 

Flexible Rate (S) are matched in terms of 

availability and open dates across your room 

types so your set-up is fully competitive and 

your most attractive LP B2B rate will be 

displayed.

- For the most optimal B2B set-up, we 

recommend always keeping your LP B2B rates 

(especially LP2 and LP3) open beyond 120 days 

(particularly during low occupancy) and 

available.



#3 Pricing - 

Ensure LP B2B and EC1 rate plans 
are priced competitively

You can use the Rates & availability report to 

compare your sell rates across all rate plans to 

determine whether the B2B equivalent rates are 

mapped, priced correctly, and have the same 

restrictions as your Standalone rates. You can 

also check your sell price before promotions in this 

section.

Set up your report via Room and rates > Rates and 

availability report > select date range, room type, 

as well as all EC1, LP1, LP2 and LP3 rates > select 

Continue for comparison.

Action:

	- LP1 should be loaded with a 10% discount, LP2 

should be loaded with a 20% discount and LP3 

should be loaded with a 25% discount. 

	- Once the rate plans are loaded, check that 

your LP rate plans sell price match your EC1 rate 

plan sell price, and have the same promotions 

(including value adds) and restrictions (e.g. 

cancellation policies, advance purchase and 

length of stay restrictions).

#4 Reservations - 

Ensure the LP rate codes are added 
and mapped into your PMS system

Bookings from Expedia Partner Solutions 

will appear in your PMS under a CID 

named Expedia Partner Solutions.



#5 Analytics - Review B2B performance

To further elevate your B2B strategy, you can use the Partner Reporting Suite on Partner Central to analyze performance results 
and booking trends. You can access this via Performance > Quick links > Partner Reporting.

This can help you identify opportunities to help increase production as well as maximize revenue performance and market 
share. We recommend adjusting the filter to include or only be focused on Expedia Partner Solutions (EPS) to view data specific 
to your B2B business. 

The Partner Reporting Suite features five key reports, which can be exported as PDFs for sharing or reference: 

	- Flash Report YOY: Displays a snapshot of how your property’s year-to-date room nights and average daily rate compare 
with your competitive set. See how you’re pacing in the next month and if any adjustments are needed. 

	- Monthly Stays: Shows performance trends and indicates whether your property’s actual share of Expedia Group’s business 
meets the fair share. 

	- Future Stay Production and Booked Production reports: Shows room night details and year over year comparison. 

	- Booking Trends: Provides property insights into regions, segments, and other booking details. 

For additional information, please contact: 

b2bdistribution@bwhhotelgroup.com


