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Please tell us about the Dorint Loyalty 
Program. 
In April 2009, we started and implemented 
the program, which is based on conventional 
measures such as earning and spending 
of credit points. Right from the beginning, 
we experienced a great acceptance of 
the program and received hundreds of 
applications within the first few days. By now 
we can count more than 10,000 cardholders 
with “Basic” or “Premium” memberships. 
We do not charge membership fees and to 
make our Dorint Loyalty Program even more 
attractive and to reach more prospects, we 
are working on selected premiums that are 
truly worth participating. Future plans – soon 
to be realised – are for instance a customised 
E-newsletter that is sent based on the special 
interests that are connected to the customer 
profiles or the implementation of closed user 
groups with special offers for card holders.

When you searched for a CRM solution, 
what criteria did you use? Why did you 
choose Serenata?
Like everybody else, we were looking for the 
all-in-one-device which suits every purpose. 
The multi-functionality we were looking for 
was mainly based on the central availability 
and development of a customer profile. We 
were on the lookout for the perfect database 
offering lots of flexibility and the potential 
for future development and adjustment. 
That’s why we came to choose Serenata as 
our preferred partner in data mining. In the 

long run, we are quite certain that NetHotel 
CRM will help us improve our guest relations 
significantly which will also mean better sales 
figures for us. The reason for this is simple: 
our teams will be able to serve our clients in a 
much better way.

Why would you advise NetHotel CRM for 
other hoteliers? What are the benefits?
Serenata provides the perfect centralized 
solution for connecting different Property 
Management Systems in real time. The 
network and the respective modules used by 
our sales teams can, for instance, generate 
a Production Report for any clients within 
any given time frame. With these reports 
taken from NetHotel we are able to plan 
targeted sales actions, control and manage 
them. Phone calls, detailed sales reports, 
appointments, any kind of correspondence 
to any client can be filed – and therefore, 
the sales teams have immediate access to 
a complete chain of documentation with all 
relevant information.

Dorint Hotels & Resorts have recently implemented the Dorint Loyalty 
Program using the CRM solution of Serenata IntraWare. Here, we spoke 
with Ms Elke Schade, Managing Director of Dorint Hotels & Resorts about 
how they implemented the program and how Serenata has helped them 
manage their clients better. 

Royal Service for Loyal 
Clients
Serenata’s NetHotel CRM – at the heart 
of the Dorint Loyalty Program 

Elke Schade 
CEO and Managing Director 

at Neue Dorint GmbH
Before taking over her current position 

as CEO and Managing Director at 
Neue Dorint GmbH, Elke Schade held 
numerous positions with leading hotel 
groups such as Steigenberger (where 

she worked for 18 years in total), 
Mövenpick, Penta and Ringhotels. 

She graduated from the Heidelberger 
Hotelfachschule. 

SMARTreport commercial content

About Serenata
Serenata IntraWare GmbH is a leading 

provider of CRM and e-Marketing 
solutions in the hotel industry. With the 

aim to transform data into revenue, 
Serenata seamlessly integrates its 

products with existing PMS and CRS 
systems. Renowned international hotel 
chains, such as Four Seasons, Lindner 

Hotels, Leading Hotels of the World, 
Kempinski, Mövenpick, Taj, Dorint and 

Red Roof are working with Serenata.
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