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The 2010 recession has hit the travel industry hard in some areas. Combine that with the usual seasonal shoulder period slow-down and you have the makings of a good time to get a great deal – if you can be creative, flexible and open to various destinations or activities. 

In terms of leisure travel, for non-waterpark properties

this is one of the slowest times in the tourism year – many properties are looking to fill rooms.

SOME SUGGESTIONS –
SHOP SEASONALLY - Many lodging areas have very busy periods and others that are far less busy. If you can travel when the hotel/motel/resort/lodge has a heavy surplus of rooms you may well get a great rate. In many Wisconsin tourism areas the "value season" can extend from November through April - with holidays being the exception. Call and ask the if they have any "value season" packages or rates. 

CALL AND MAKE AN OFFER: This is a program some resorts tried several years ago to fill rooms in this season.  “Reasonable” offers were generally accepted.  What’s reasonable? Check the standard rate – and start at 50% of that.  You won't find that many properties will do this – but some will. It depends on their circumstances.
ASK FOR "PROGRAM DISCOUNTS" 

Most hotels participate in one or more programs that offer discounts of 5-50% to people who are members of various groups (like AARP - American Association of Retired People) or auto club members (like AAA  American Automobile Association) or participants in various discount clubs (The Entertainment Book card) and sometimes to frequent flier or hotel chains. But you have to ask. Always ask!
WEB SITES & SOCIAL MEDIA: Check individual hotel/motel/resort property web sites. There are often unadvertised specials available on the individual site that will not be available elsewhere. This will also give you a look at the property if you haven't been there before. While on the site you may also be invited to sign-up for newsletters or occasional offers. Sign up. Ask if they have a Facebook page. Do they Twitter? Become a fan.  Properties often offer special rates to their newsletter readers, Facebook fans or to Twitter followers.

NO PATICULAR PLACE TO GO? So you have a few days with no particular plans. Great.  A few days before - or even the day you want the room- make a few calls. Tell them you're just shopping for a good value. You may find a great last minute deal.
ALWAYS-- BE FLEXIBLE: The more flexibility you have, the greater the chance that you'll find a good deal. Can you change dates? Do you want a penthouse suite? Will you settle for less--or upgrade for a slight bit more?  Try some options to see if your desire for an experience can match an innkeepers desire to have you as a guest.
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READ NEWSPAPER TRAVEL SECTIONS: Even as newspapers are shrinking in numbers and size, they still feature travel stories – and ads. Sometimes you'll find great lodging offers. Frequently these offers are only advertised in that paper so make it a practice to scan papers regularly.

TRY THE INTER-NET SEARCH SITES: Obitz, Travelocity, Kayak, Hotwire, Priceline, hotels.com, Bestfares and lots of other search services have some good deals...but again, flexibility is the key -- and it takes time to check them all. Some will get you a good rate but you don't know exactly which hotel you're at until you pay for it.  Compare them.
SIGN UP FOR FREQUENT GUEST PROGRAMS AND PROPERTY NEWSLETTERS: As we noted above, properties often have special offers that only go out in these targeted publications. Some have monthly specials offered only to past guests. Become a Facebook fan, Twitter follower, newsletter subscriber.
STAY ON A SUNDAY NIGHT- OR MONDAY: Sunday night is typically the night that innkeepers will have most rooms available. Monday night is next in line. Be flexible and enjoy a Sunday-Monday Weekend. Shop around and you'll find some great offers.

ALWAYS ASK: After you've asked about every special listed above, ask if there are any other specials or offers or packages you might have missed. 

ASK ABOUT SPECIAL PACKAGE OFFERS: Packages often bring several businesses together to offer a discount rate on popular rooms, tickets, meals or recreational opportunities. Special services may be included or added value items such as a bottle of wine, breakfast vouchers or boat rental may be added-in.  Ask. 
NO SPECIAL RATES? ASK FOR UPGRADE!: If the special rates don't interest you, ask if you can get an upgrade to a better or more luxurious room. Maybe for a few extra dollars you can move to a room with a hot tub or one with a better view. You have to ask.

MULTI-ROOM DISCOUNTS? If you're traveling with a group of friends and all renting rooms you can ask about a better rate for the group...but be aware that you'll often need to book at least 10 rooms before you get any multi-room discount.
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