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www.trackresults.com
1-888-819-4807

Leveraging The Cloud’s Power
Unmatched reliability and
speed for business conti-
nuity.  Only pay for what
you use!

Vacation Ownership Specialists
We always know the
“State of the Industry”
because we help define it.

Analytics On-The-Go
Keep a finger on the pulse
of your business with your
smart phone.
Be the first to know!

Business Intelligence
Instant actionable intelli-
gence at the speed of
business.

Unlimited Reporting
Over 10,000 built-in
reports on your business.
Slice and Dice data.
Unlimited users for a
flat rate!

Software as a Service = Green
Reduce your carbon foot-
print and overhead costs
at the same time! 

See us at ARDA 
April 1 ~ 5 
Booth #839It’s a Brand New 

Ball Game
By Sean Nickerson, 

Founding Partner, TrackResults

You don’t have to be Billy
Beane or Brad Pitt to play
Moneyball in the world of
timeshare or vacation club
sales.  The team to watch this
year is ARDA member, Track-
Results Software.  They are
the only Business Intelligence
company specializing in time-
share and vacation clubs.
Their analytical engine can
easily be applied to any data-
base, and the software can
immediately produce an   an-
alytical report pinpointing the
weakest or strongest links in a
sales line.

The days of acting on a
hunch to create a champi-
onship sales team just doesn’t
hit it out of the park any more.
The vacation ownership in-
dustry has found itself in a
whole new ball game.  There
are new rules and tougher
competition.  TrackResults al-
gorithm has proven that the
industry must change the way
it looks at tours and the sci-
ence of sales performance.
In today’s economy many
companies are working on a
tighter budget, and with
smaller teams. TrackResults
will show you how you can get
maximum performance with
minimum expense.  

TrackResults makes it possi-
ble to operate without cutting
costs.  Their Business Intelli-
gence shows clients how to
widen margins by increasing
sales effectiveness.  With their
Business Intelligence applica-
tion for timeshares and travel
clubs you can improve sales
closing percentage, VPG, deal
size, cash collection, and a re-
duction in cancellation percent-
ages.  And...it’s as easy as
checking your email.

In the last two years Track-
Results Software has gener-
ated over $100MM dollars in
additional revenue for their
clients.  But you don’t have to
take my word for it.  Ask your
colleagues.  Companies such
as Vida Vacation Club, New
Port Beach Side Resort, Villa
Del Palmer Beach Resort and
Spa, and Global Connections
are all using TrackResults Soft-
ware and have already discov-
ered the benefits. These
progressive companies have
enjoyed double digit percent-
age increases in their positive
margins.  

So can you!

performance enhancing software

Advertorial
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I
n your company, what are your core 

sales and marketing metrics? How 

do you determine overall success and 

failure within this structure? In other 

words, what do you measure to get quanti-

tative results?

I’m sure you’ve heard that “knowledge is 

power.” In the past, acquiring knowledge 

and converting that knowledge into power 

was easier said than done. We are lucky 

enough to be part of the fast-moving 

Information Age that created billions of 

dollars from information transactions each 

day. Recently, news broke of the upcoming 

IPO ofering from the social media giant: 

Facebook©. In addition to connecting 

people via the Internet through status 

updates, check-ins, and photo-sharing, 

Facebook collects information about its 

users and monetizes this knowledge—not 

by selling this information but by selling the 

right to target advertising at its users. his 

model of collecting information then mon-

etizing the acquired knowledge is a tactic 

that is expected to bring Facebook $75-$100 

billion in the initial stock ofering later this 

year. Using this example, the evidence is 

undeniable: inancially speaking, knowledge 

is indeed power.

hat’s great news for Facebook and their 

shareholders, but what does Facebook have 

to do with the vacation ownership industry? 

Just as Facebook collects and uses market-

ing information from its users, so should 

you. And collecting invaluable information 

from potential or existing customers and 

then reporting your sales and marketing 

statistics has never been easier. What’s 

more, you can easily monetize the informa-

tion you have collected—leading companies 

within the vacation ownership industry are 

doing this everyday with business intel-

ligence sotware. With this technical layer, 

companies are able to convert their knowl-

edge into revenue by creating eiciencies, 

increasing margins, and growing stronger 

sales teams. 

Using spreadsheets and paying a staf 

to pore over mountains of data is a thing 

of the past when it comes to collecting 

and managing sales data to pinpoint key 

performance indicators (KPI). Today’s 

technical applications can identify your KPI 

in seconds. Take the TrackResults Sotware’s 

Business Intelligence for timeshare applica-

tion, for example. Since no one wants 

to allocate funds to unnecessary outlets, 

developers and PDs are asking themselves 

(or should be asking themselves), “How 

can we shave a few points here and there 

to maximize returns?” here are now apps 

to generate business intelligence reports to 

keep you on the cutting edge. 

It is universally understood that increas-

ing eiciency is on the agenda of every 

business. So with maximizing returns, 

actionable business intelligence, and 

turning knowledge into revenue in mind, 

the question you should be asking is, “Am I 

able to quickly track the metrics that deine 

‘success’ for my business?” his begs a more 

important question, “Are we doing it?”

At the end of the day, it’s all about 

improving your sales performance in both 

the short and long term. To help answer 

this inal question, here is a list of important 

items that a sales center should be tracking 

as real-time reports, with numbers that can 

be accessed in minutes.

Marketing

•	 Marketing funnel: Inquires—marketing 

leads (both in-house & vendor)

Sean Nickerson works 

with TrackResults 

Software, LLC. His 

e-mail is sean@

trackresults.net.

The Differential: 
Success or Failure? 
BY SEAN NICKERSON

SALES & MARKETING

Want to increase 
margins and grow 
stronger sales 
teams?
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•	 Incentive cost

•	 % tour show 

•	 % tour Q vs. NQ 

•	 Campaign success

•	 Customer demographics

•	 % Revenue by marketing source/rep/

vender 

•	 % Outbound mail drops conversion

•	 Bookings/conirmed tours

•	 Q to NQ by marketing source 

•	 Tour low 

•	 % of generated leads converted to quali-

ied tours 

•	 VPG by in-house vendor or referrals 

Sales

•	 Bookings 

•	 Cash collected vs. inanced deals 

•	 Average deal size 

•	 Sales from qualiied leads 

•	 Sales from not qualiied leads 

•	 % of volume by team/plaza/rep 

•	 % closed by day of the week/time of day

•	 % closed by rep by day/time of day

•	 % closed by rep paired with TO

•	 % pending by marketing source/rep

•	 Conversion % by country/state/city 

/zip code

•	 Gross VPG vs. net VPG

•	 VPG sorted by marketing source/rep/TO

Finance

•	 Revenues

•	 Proits

•	 Operating margin

•	 Cash low 

•	 % of deals CXL 

•	 % CXL by marketing source/sales rep/

sales team/VLO 

•	 % of deals saved by VLO

he fastest growing companies in the 

industry use these reports every day in  

their business plans. Maybe it’s time for  

an upgrade? 

What lies beneath 
the real-time report 
numbers...

www.DreamVacationNetwork.com is THE travel network of your dreams!     

It’s a vacation network featuring a customized exchange system, no-fee rental 

portal, lifestyle buyer’s club for everyday items and, best of all, a platform to 

convert all of the owner’s weeks of timeshare into travel credits to use for 

cruises, hotels, car rentals and more. 

Discover a vacation network that fulills all of the “promises” of others . . .

The irst custom-branded hybrid network that will amplify your product value,  

improve satisfaction and retention, increase sales and generate residual incomes.







By Jesús Betanzos / Director Latin America Business 
Development and Consulting, for TrackResults 
Software.These series of articles will explain, in simple 

terms, what the difference is between 
Business Intelligence (BI) and Business 

Analytics (BA). Most importantly, we will address 
how the vacation clubs and the Sales and 
Marketing (SAM) executives can use them, as a 
part of their arsenal of competitive advantages.

For the SAM executives, project directors and 
in the following three sectors, which are the ones 
that impact the most to the generation of revenue 
(and keeping it). Each sector will have a dedicated 
article within this series, in which the best Business 
Analytics tools and performance indicators will be 
discussed:

1- Marketing (both In-house and Outside).
2- Sales strategies.
3- Member Services 
    (rescission prevention strategies).

 

Up to less than a decade ago, the main competitive 
advantage for the sales and marketing departments 
had always been their street-smarts marketing 
skills and sales closing skills, paired with effective 
management. These skills got backed up by 
experience, and that has been the winning formula 
for years.
That was until two major events changed the 
vacation industry marketplace: The quick evolution 
of the internet with its mobility and reach among the 
population, (smartphones, tablets, social media, 
etc.) and the great recession.
These days, both the technology and the economic 
challenges have called for the development of 



a different set of skills: we’re going to call them 

A) Online marketing skills.
B) Web design and programming skills.
C)   Online reputation management skills (ORM).
D) Business Intelligence and 
     Business Analytics skills.

These relatively new skills cannot, and will never 
be able to, replace the skillset that will always be 
key to successful sales and marketing operations. 
These new geek skills are meant to complement 
and assist in the performance and continuous 
improvement of achieved results.
As the marketplace competition keeps getting 
companies are the ones investing in technology 
and in Business Intelligence tools (BI) – and in the 
people who can use them. 

technology related, and their main focus is on lead 
and branding marketing strategies. These are very 

well known and most companies already have 
access to a pool of web development talent.
It is the last group, the Business Intelligence 
analytics that is commonly undervalued, 
misunderstood, and ironically, the group that can 
provide the most relevant information and most 
and Marketing executives.

Much hype and confusion has been spread over 
the past few years regarding these two terms. 
After comparing dozens of business and marketing 
technology sources, my research as a consultant 

business world. These are taken from Gartner’s 
Glossary webpages, which is the world’s leading 
information technology and advisory company for 
businesses (www.gartner.com):

Business Intelligence (BI) is an umbrella term 
that includes the applications, tools, and best 
practices that enable access to and analysis of 
information to improve and optimize decisions 
and performance.
Business Analytics (BA) are composed of all 
techniques that help build analysis models and 
simulations to create scenarios, understand 
realities and predict future states. Business 
analytics include data mining, predictive 
analytics, applied analytics and statistics, 
and are delivered as an application suitable 
for a business user. Compared with business 
intelligence (BI) tools, business analytics 
solutions come with prebuilt industry content out 
of the box that is targeted at an industry business 
would track a hotel’s front desk check-in to Tour 
conversion ratios, or a purchase cancellation 
request module).



Business Analytics aims to answer questions 
related to what happened, how many, and 
how often (which is what traditional reporting 
does), it also answers questions like why is this 
happening, what if these trends continue, what 
will happen next (prediction), what is the best that 
can happen (optimization).

An analytical competitor becomes an organization 
that systematically and continuously improves its 
Key Performance Indicators (KPIs) and captures a 
larger market share by:
A)  Increasing the quantity and quality of the tours.
B)  Reducing cost per tour (CPT).
C)  Increasing Closing %.
D)  Increasing the Average Deal Size.
E)  Increasing the Cash Collection Rates.
F)  Decreasing the Cancellation Rates.
While some companies in the vacation ownership 
industry are continuously seeking an improvement 

on the above, many remain complacent or limited 
to 20th century tools. Very few companies have 
established Business Analytics processes, in 
order to systematically achieve higher results. 
Those companies that place simple analytical 
tools directly into the hands of team leaders, 
have a distinct advantage over those companies 
that remain forced to rely on the pure intuition 
(guesses, hunches, theories, experience and 
tradition). Therefore, most companies are not 
being as competitive as they could be.



 Average VPG (net processable) for 
Eastern Mexico, beach areas:
 Average VPG (net procesable) for 

Western Mexico, beach areas:
 Average net Closing % for Eastern 

Mexico, beach areas:
 Average net Closing % for Western 

Mexico, beach areas:

(in USD. , excludes Penders, Equities, Trade Ins).
Information powered by:

$3,841.50
     $4,381.35
  29.1%

 29.2%

Analytical competitors are found in a variety of industries: 
hospitality industries, Business Analytics is everywhere. 
Amazon, CEMEX and Google, they’re all using the science 
of Analytics.
Interestingly enough, the vacation industry has been late in 
embrace this strategy and become Analytical Competitors, 
will certainly see a positive impact on their bottom line.
Business Analytics offers a proven path, a roadmap 
to integrate, extract, transform and access business 
transaction data and convert it into a competitive advantage. 
The goal of modern Business Analytics is to support better 
business decision-making by describing, predicting and 
optimizing results.

Jesús Betanzos is Director of Latin America Business 
Development and Consulting for TrackResults Software. 
the vacation ownership industry. His email is:
jesus@trackresults.net















Executive Leadership with Business Intelligence for Progress 

 
February 4, 2015 /by Sean Nickerson 

 

Fast reporting that is vital to intelligent discourse and fact-supported decisions are now within 

reach. Anytime a group of company leaders meets to drive the progress of their business, it 

becomes an invaluable investment of time and money. 

Limit Reporting Bottle Necks 

Let’s face it, company meetings often reach dead ends or postponements on important decisions 

merely because the necessary data to back vital initiatives isn’t available at the moment it’s 

needed most. Because of this, action is often delayed missed, or else someone ends up going 

with what their gut is telling them. 

Both outcomes are unfavorable, of course, and they can cost a lot of money and opportunity in 

the end. Not a single CEO, Vice President, or manager would tell you that going with his or her 

gut is the best way to make business decisions, and likewise, none would agree that timing isn’t 

imperative. So how can a company make fast, effective, fact-based decisions at the moment they 

need to be made? Well, often times they can’t, and it’s because they’re using the wrong tools. 

A Revolution for Results 

Here’s a typical example of how traditional business intelligence and analytical avenues can 

greatly hinder the progress of a company. Imagine this scenario: A group of executives gather for 

a meeting to discuss important matters directly affecting the growth of their business. The 

discussion turns toward a topic requiring supporting data to make the proper decision. However, 

the decision needs to be made by those in the meeting, and it needs to be made today, better 

yet—now. 

Traditionally, the executives task their business analysts and engineers (IT) with finding out what 

data there is to support the idea being discussed. Once they’ve determined whether they may 

have the data they need, they then request the generation of a report that visualizes the 

information. Unfortunately, this report won’t materialize before the meeting is over, or even in a 

couple hours. This is because traditional forms of data mining and reporting involve business 

analysts and engineers, even before any sense can be made of the data points collected. What’s 

http://www.trackresults.com/businessbottlenecks/
http://www.trackresults.com/businessbottlenecks/
http://www.trackresults.com/author/sean/
http://www.trackresults.com/author/sean/


more, it takes both teams to build, decipher and deliver reports that reflect the data in a 

discernable way. The report workflow is so complex and involveing so many people and so 

much time. By the time the executives get any report back to support the concept, the burden of 

the delay may cost more than money. Meanwhile, they’ll stew over how long it takes to get what 

they need. 

The Defining Difference 

Now imagine that the same group of executives meets to discuss the same sort of trends and 

topics related to their business. Only this time, there’s one major difference. When the discussion 

reaches a topic that needs informations to craft an informed strategy, each individual in the room 

can quickly access numerable sources of data to support the discussion and the inevitable 

decisions to follow. 

The information is accessed in real time, with each concept tested in detail immediately. The 

discussion is led to a data-supported and logical conclusion, and it’s all done through a 

convenient web-based application. This may sound like a stretch? Well, it’s not. Such a solutions 

actually exists, and it helps companies steer their business in the right direction faster and more 

efficiently than they ever could. 

 



The ARDA Stars Vendors in Timesharing 
 April 1, 2015 ResortTrades 
Everyone who is professionally involved within the timeshare industry knows that it is unlike any 

other business. Not only is the industry unique, so are the companies that service it. If you are 

seeking a vendor who is committed to our industry and qualified to fulfill your specific needs, we 

encourage you to review the companies below and stop by their booths at ARDA World. As experts 

in their fields, they are some of our most loyal vendors, dedicated to serving and supporting you and 

your business. These suppliers totally understand our complicated industry and are eager to help your 
organization. 

forward to meeting attendees and new friends in the industry, working together to increase sales. 
They love Resort Trades because of its exposure to all industry decision makers. 

us and respect the MasterCorp brand, ARDA World provides us with a forum for sharing our newest 
innovations for better housekeeping performance and management.” 

RCI is the leader in vacation exchange with approximately 4,500 affiliated resorts in 100 countries. 

RCI pioneered vacation exchange in 1974, offering members increased flexibility with their vacation 

ownership experience. RCI’s luxury exchange program, The Registry Collection®, is also the 

world’s largest program of its kind with approximately 200 affiliated properties on six continents. 

RCI has attended ARDA conferences since their inception. RCI will be unveiling a series of new and 

enhanced innovations at ARDA World that support affiliates through each step in their business 

journey. Visit the RCI booth to learn more, and enter to win some fantastic prizes while you are 
there! 

Resort Travel & Xchange (RTX) is a timeshare and vacation ownership exchange company based 

in Asheville, N.C. They work with a number of resorts and developers to provide the best exchange 

options possible to their 80,000 members. RTX offers a wide variety of opportunities for industry 

partners with multiple travel products and inventory exchange prospects plus travel benefits and 

discounts. This is their third year attending ARDA and second as an exhibitor. Their ads in Resort 
Trades provide additional brand awareness. 

Sumday Vacations provides hassle free, professional equity trade-in service for any sales team. 

Founded in 2001, they conduct several thousand transfers annually, including timeshares, land lots, 

vacation clubs and RV/Camping memberships. Attending their first ARDA conference, they will be 

having drawings for free iPads and showcase sales services that provide higher VPGs, plus a 

developer tool to increase sales and exposure. They have advertised in Resort Trades for a couple of 
years, producing several sales and developer clients. 

TrackResults Software offers business-intelligence solutions for the vacation-ownership industry. 

Their mission is to provide powerful tools for decision makers to access reports, graphs, and data 

visualization to identify trends, opportunities, challenges, and actionable information in order to 

boost business performance without waiting for anyone. TrackResults delivers users a uniquely fast, 

customizable view of figures right when you need them at the speed of business. This will be their 

9th year at ARDA and an exciting year for new and existing users of TrackResults since they will be 

demonstrating their new custom dashboard builder and improved analytics. They have been 
advertising in both print and online with Resort Trades for years with great results. 

http://resorttrades.com/the-arda-stars-vendors-in-timesharing/
http://resorttrades.com/the-arda-stars-vendors-in-timesharing/
http://resorttrades.com/author/resorttrades25/
http://resorttrades.com/author/resorttrades25/
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