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In many industries, including hospitality, discounting is the go-
to strategy for moving merchandise that isn’t selling, booking 
services and amenities that are proving to be less popular than 
anticipated, filling space during downtime, and attracting new 
customers. 

But is it the best strategy? Maybe not, and it may actually do 
your brand more harm than good, particularly in high-end 
sectors like luxury hospitality. 

Value-add strategies are a more effective way to enhance 
customer experience and preserve a luxury brand’s 
prestige. Here’s why focusing on added value is a better 
approach for high-end hospitality businesses:

Reinforcing brand prestige through unique & 
exclusive offerings 

Discounting can make luxury hotels or spas seem accessible 
to a broader audience, potentially diminishing their 
exclusivity. Value-add strategies, on the other hand, reinforce 
the brand’s high-end appeal. Exclusive experiences like 
private wellness consultations, in-room dining with a personal 
chef, or access to secluded amenities, enhance the guest’s 
perception of luxury without lowering prices. When guests 
feel they’re experiencing something unique, it amplifies the 
allure of staying at a high-end resort or spa. 

DON’T DISCOUNT! ADD 
VALUE INSTEAD: WHY 
ADDING VALUE BEATS 
DISCOUNTING IN 
LUXURY HOSPITALITY

Elevating guest experience through personalization

There’s a reason everyone is personalizing everything these 
days: it works. Luxury travelers want more than just comfort—
they want personalized, memorable experiences that make 
them feel special, seen, and valued. Offering curated wellness 
packages, personalized spa treatments, or customized 
itineraries creates a deeper connection with these guests.                                                                                                           
By adding these exclusive touches, hotels and spas 
create lasting memories that foster loyalty and encourage 
repeat visits, unlike a simple discount that only attracts 
short-term interest.

Differentiating through wellness & experiential  
add-ons

Competition is fierce in this industry, and adding value 
through wellness-focused or experiential add-ons sets 
a brand apart. These things might include, but are note 
limited to, guided nature walks, expert-led fitness sessions, 
or bespoke spa rituals (people can be very creative). 
These offerings turn a transaction into an immersive 
experience. By differentiating through unique, high-quality 
experiences, luxury hotels and resorts stand out in the minds 
of their clientele. 
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Preserving profit margins for sustainable luxury

Luxury hotels invest heavily in premium facilities, exclusive 
locations, and top talent. Besides undercutting perceived 
value, discounting also eats into profit margins, jeopardizing 
service quality, while value-add strategies maintain healthy 
profit margins. Rather than offering perks that cut into 
revenue, luxury hotels can increase perceived value by 
focusing on high-quality experiences that justify the price 
point — showcasing wellness expertise through personalized 
consultations, offering curated itineraries, or emphasizing 
exclusive service standards — helps build the perception of 
luxury without relying on complimentary credits or add-ons. 
In the spa, for example, adding hot stones, aromatherapy, or 
a glass of sparkling wine to an existing service can increase              
perceived value.

Building loyalty through exclusive access &  
VIP benefits

Affluent customers appreciate exclusivity and tend to return 
to brands that make them feel like VIPs. Value-add options 
like early check-ins, private lounge access, or invite-only 
events foster a sense of belonging and distinction, building 
guest loyalty without relying on price cuts. When guests 
feel like valued insiders, they’re more likely to return and 
spread positive word of mouth — an invaluable asset for                       
any business. 

Creating a lasting impression through storytelling  
& customization

Finally, value-add strategies allow luxury hotels, resorts, 
and spas to tell their unique brand stories. Offering locally 
inspired treatments, wellness journeys tied to cultural 
traditions, or custom room amenities enhances the narrative 
that the property offers something special. This storytelling 
approach encourages guests to see the value in a luxurious, 
unforgettable experience that can’t be replicated elsewhere..

Leveraging software to enhance value-add strategies

Modern hospitality software plays an importatn role 
in executing these value-add strategies. Through 
comprehensive guest profiling, booking systems can 
help tailor experiences based on preferences and past 
interactions, making personalization scalable. Advanced 
property management and spa software allow staff to 
coordinate exclusive services, such as spa appointments 

or in-room VIP setups, ensuring a smooth, high-quality 
experience at every guest touchpoint. 

Software can also automate loyalty and rewards programs 
that offer exclusive access or curated perks, helping luxury 
brands maintain relationships with high-value clients without 
lowering rates. Platforms that integrate across departments 
also make it easy to manage custom packages, track guest 
preferences, and quickly adapt offerings to stay ahead of 
trends—all key elements in providing value without relying  
on discounts. 

Value-add strategies are a superior alternative to discounting, 
preserving both brand prestige and profit margins in 
an industry where exclusivity and distinction are key. By 
leveraging technology, luxury hotels, resorts, and spas 
can maximize value for their guests, ensuring each stay is 
memorable and unique, all while preserving brand prestige 
and profitability. 
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