
 

How to Track Hotel KPIs That Actually Drive Profit 
 
Running a successful hotel isn't just about keeping rooms booked. To really understand how your 
hotel is performing, you need to track the right KPIs. These numbers help you see what's working, 
where money may be leaking out, and how to make smarter decisions for long-term profitability.  

Let's start with one of the most common hotel KPIs: Revenue Per Available Room, or RevPAR. RevPAR 
tells you how much room revenue you're generating across all available rooms, not just the ones that 
were sold. It combines pricing and occupancy, making it useful snapshot of overall room 
performance.  

Next is ADR or Average Daily Rate. This tells you the average amount guests are paying for occupied 
rooms. If your ADR is increasing, it may mean your pricing strategy is working, but ADR shouldn't be 
viewed alone. A high room rate doesn't help much if occupancy drops too far.  

Of course, occupancy rate is important metric. It shows a percentage of rooms being filled during a 
specific period. Strong occupancy can signal healthy demand, while lower occupancy may mean you 
need better marketing, seasonal promotions, or pricing adjustments.  

Revenue is only a part of the story. Hotels also need to understand profitability.  

Gross Operating Profit Per Available Room, or GOPPAR, looks beyond room revenue and factors in 
operating costs. This gives owners and managers a clearer view of how efficiently the hotel is being 
run.  

EBITDA is another valuable profitability metric. It focuses on operating performance before interest, 
taxes, depreciation, and amortization. It helps show how the core business is performing without 
some of the accounting and financing factors layered in.  

For hotels with restaurants, event space, spas, or other services, TRevPAR can be useful. Total 
Revenue Per Available Room includes all revenue streams, not just guest rooms. This gives a more 
complete picture of how the entire property is generating income.  

 



 

Net operating income, or NOI, is also important because it shows profitability after operating 
expenses, but before financing costs, taxes, and capital expenditures. It's a helpful way to evaluate 
property-level performance.  

Marketing efficiency matters too. Customer acquisition cost, or CAC, tells you how much it costs to 
bring in a new guest. If you are spending heavily on advertising or third-party booking channels, this 
metric can help determine whether those efforts are actually paying off.  

And while guest satisfaction may not look like a financial metric at first, it has a direct impact on 
future performance. Happy guests are more likely to return, leave positive reviews, and recommend 
your property to others. Over time, that can support stronger occupancy and better pricing power.  

Finally, keep an eye on your operating expense ratio. This compares operating expenses to total 
revenue and helps you understand how well costs are being controlled. A lower ratio generally points 
to a stronger efficiency.  

The key is not to rely on just one number. A hotel with strong occupancy but weak profitability still 
has work to do. A hotel with high room rates but rising acquisition costs may need to adjust its 
strategy. When you track these KPIs consistently, you get a clear view of your hotel's financial health. 
That insight can help you price smarter, manage costs more effectively, improve the guest 
experience, and make better decisions for sustainable growth. 


