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Tourists define how
much they are
willing to pay for
their stay

Hoteliers accept
rates that are
satisfactory for them

Deals are private
(no issue with rate
parity or bad public

relations)

Findbed saves time
for tourists that do
not need to look
futher for better
deals elsewhere

Hoteliers sell rooms
that would otherwise
would not have
been sold

Hoteliers stand out
by applying flexible
pricing strategy and
adapting to
customer-defined
rates

Findbed gamifies
the process of
making a
reservation
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MARKET

HOSPITALITY MARKET IN POLAND

o — Hotels

m— Stays (k)
= Guests (k)
22500

15000

7500

2005 2007 2009 2011 2013

Growth in the number of hotels in Poland 2000 - 2012

2001 2002 003 2004 2005 2006 2007 008 00 010 01 w2

Prepared by Hotelon
Data by GUS

- findbed



BUSINESS MODEL

FUTURE REVENUE STREAMS
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= 10-15% Commision = Online Offers = Ads
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COMPETITION

Bookingcom GROUPON" TRAVELIST

PODROZE PELNE INSPIRACJI
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MARKETING STRATEGY
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Rafal Zielinski - CEO FINDBED

Experience : Guest Service Manager in a 4* Adults-Only Hotel. Worked for Starwood
Hotels and Accor Group.

Education : BA (Hons) Event & Venue Management from University of Wolverhampton

Karol Bak - CTO FINDBED
Experience : Owner of WebTie Agency
Education : Jagiellonian University student - 4th year of Computer Science



https://www.linkedin.com/in/rafal-zielinski-68b85825
https://www.linkedin.com/in/karol-bąk-30515295
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THANK YOU!

Website
Twitter

EB
CrunchBase
DailyStartUp


https://www.findbed.pl/
https://twitter.com/findbed
https://www.facebook.com/findbed/
https://www.crunchbase.com/organization/findbed#/entity
https://skift.com/2015/12/15/162788/

