CASE STUDY

Modernizing the lodging
experience of aleading
OTA’s B2B partner




Customer overview

The customeris a leading global
online travel agent (OTA) that
enables customers to search,
compare, and book flights, hotels,
car rentals, and vacation packages
through a unified digital
marketplace. The customer also
offers solutions that let B2B
partners use its global inventory
to deliver tailored travel
experiences for
their customers.
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The scenario

The OTA managed a key B2B partnership
with a global card company via a legacy
platform that allowed the B2B partner
to support online Todging search,
booking, and cancellations. Despite
being operationally reliable, the legacy
platform was becoming a constraint for
the OTA since the partner had several
unique program logic which
necessitated constant enhancements
and customization of the platform,
thereby slowing the pace at which new
capabilities could be rolled out to
end-users.

To overcome these challenges and
unlock new opportunities for growth,
the OTA and the B2B partnerlaunched a
strategic modernization initiative to
migrate the lodging stack to the OTA’s
modern API platform that will allow the
B2B partner to access and
programmatically search, price, and
book the OTA’s vast and rich global
travel content supply with real-time
rates, manage reservations end to end
within their own Ul, and leverage
supporting services like content,
payments, and post booking servicing,
with privacy, security, and scalability.
While the new API platform represented
a strong strategic step forward, the
transition also introduced several
integration considerations that needed
to be addressed.

Key challenges

Unique rate management

The B2B partner needed a modern
platform that could bring togetherits
exclusive program rates forits
customers with the OTA's ratesinto a
single, seamless shopping experience.
Despite the intricate complexities, they
wanted an intuitive customer journey
that masked the underlying pricing
layers and allowed travellers to book
options based on theirindividual
eligibility and membership tiersin
addition to the OTA’'s standard pricing
structure.

Expansive search
experience

The B2B partner wanted to leverage the
OTA's intelligent, machine
learning-powered property ranking
capabilities to present more tailored
options forits customers. However, the
new platform did not natively support
ML-based sorting. Additionally, the
platform was designed to provide only a
maximum of 250 properties as options
for a single request and hence the B2B
partner’s global services could only be
addressed by multiple batch-driven
search results.

Support for partner
testing

The modular platform did not provide
support for partner testing within a
labenvironment. Due to the large and
expansive business scope and
involvement of multiple security
workflows and certification needs, this
was a major bottleneck for the B2B
partner. The inability to offer partner
testing would impact theirintegration
goals considerably.
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The solution

Being a strategic technology partner of
the OTA, Naviq (former digital services
arm of IBS Software) was tasked with
managing the migration exercise to the
new platform. The OTA entrusted Naviq
to enhance the platform to better
support the partner-specific rate model
of the B2B partner and address all
integration challenges to ensure a
successful and risk-free transition.

Naviq built a dedicated shopping
service to support the B2B partner’s
unique rate strategy. With an intelligent
shopping architecture, the service
allows the B2B partner to offer fast and
differentiated Todging experience for
their privilege-tiered customersin
addition to the OTA’'s standard price
offerings.

Highlights of the
solution

Partner-specific rate
management capabilities

With the intelligent shopping service
built by Naviq, the B2B partner was able
to avail a unified view of lodging options
with both exclusive program-based
rates as well as the OTA’'s standard rates
in a single search instance, based on
each end-user’s membership privileges.
The service was highly responsive and
incorporates enhanced rate selection
logic to deliver only the most relevant
options, prioritizing eligible,
competitive, and promotional rates that
align with the partner’s unique program
requirements.

Expanded search
capacity

The tailored shopping service built by
Naviqg offered enhanced inventory
search capabilities and was able to
offer the B2B partner an expanded
search inventory of over 800 properties
for every request. Additionally, unique
ML-based sorting and aggregation
techniques were leveraged to ensure
that the partner’s premium customers
were delivered a consistent experience
with relevant results that helped in
faster booking conversions.

Partner-friendly testing
and faster delivery

Naviq set up a dedicated labs
environment with isolated OTAinventory
and a standalone API gateway for the
transition exercise. This enabled
end-to-end testing for the B2B partner
thereby simplifying onboarding and
accelerating development cycles.
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The Naviq advantage

Navig was instrumental in making the
strategic exercise a resounding
success for both the OTA and the B2B
partner. The unique partner specific rate
management capability within the
newly developed shopping service
became a major asset for the OTA's B2B
partner. It enabled them to support an
enhanced lodging business scope
across global markets with an
estimated business valued at over USD
4 Billion in annual hotel GBV.

58% increase in net

bookings post-migration

Additionally, the new architecture of the
shopping service handles high
concurrency and large payloads,
thereby enabling easy expansion into
new lodging programs and revenue
opportunities thereby guaranteeing
sustainable scale aligned with business
aspirations of both the B2B partner and
the OTA. The OTA continues to engage
Naviq for several such major digital
engineering and modernization
initiatives thanks to the resounding ROI
and value demonstrated at every
collaboration opportunity.

60% increasein net
booking value

Nnaviq



N
i

ABOUT

Naviq is a strategic digital transformation
services company, exclusively focused on the
travel industry. We help travel enterprises
modernize platforms, simplify complex systems
and create seamless digital experiences that
make every journey more joyful. Our missionis to
co-pilot a digital future for travel by building
smart, intuitive systems that help our customers
grow and unlock new opportunities.

From airlines and cruise to transportation and
hospitality, we combine deep travel domain
expertise with strong engineering capabilities,
turning disconnected systems into seamless
launchpads for accelerated growth. Our teams
work side by side with customer teams to
strengthen operations, improve performance
and deliver measurable outcomes at every
touchpoint, so organizations can move
faster with confidence and clarity.

Further information can be found at
www.navigplc.com
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