




of self-investment rather than occasional indulgence. Fifty-
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of bookings come through

packages: spa days and

breaks

The clearest expression of what guests want is in the package data. Ninety-three

percent of bookings through Trybe come through packages: spa days and breaks that

bring together multiple parts of a booking, such as treatments, wet facilities, dining and

experiences. They present clear value, remove the friction of decision-making, and

open up the ability to upsell throughout the booking flow.

When that transaction is designed well, with relevant upsells embedded into the

booking flow, the average incremental upsell value across Trybe's platform is £266.





Ninety-three percent of bookings through Trybe's platform come through packages: spa days and breaks that

combine multiple parts of a booking, such as treatments, wet facilities, dining and experiences. This is not a

coincidence, it is the result of operators deliberately structuring their offer around curated experiences rather than

individual pick n mix selections. Packages remove friction for the guest, communicate value clearly, and consistently

produce higher average transaction values than unbundled treatments. Top performers don't present packages as an

alternative option buried in the booking flow. They make them the primary offer, the default entry point, the thing a

guest encounters first.

The average incremental upsell value across Trybe's platform is £266. The operators achieving that figure are not

relying on front-of-house teams to identify and pitch upgrades during check-in. They have built the upsell into the

booking flow itself, surfacing relevant enhancements at the moment a guest is most engaged and most likely to

spend. Automated upsells consistently outperform manual selling. The logic is straightforward: the right offer at the

right moment feels like service, not sales.










