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CEOCFO: Mr. Schaedle, what is the concept behind Quore?
Mr. Schaedle: We are a service optimization platform. Which means, we 
streamline hotel operations, from guests requesting towels, to preventative 
maintenance. Quore provide the schedule of things need to be done, how to 
do it and the following process. However, it is really all about the how the 
hotel’s staff communicate with each other between shifts, departments and 
management. 

CEOCFO: Are these functions typically done with one system or is it 
somewhat advanced to have it all in one place?
Mr. Schaedle: Historically, they were done with many different tools. Before 
I built Quore you would see one software for things like preventative 

maintenance and another one for guest requests and work order. Along with these tools you would also see post-it notes 
and radios. Therefore, you would walk into an advanced hotel and they would maybe have two or three systems, radios 
and post-it notes. I never felt that was an efficient way to communicate.

Coming from a design background I am a big believer in muscle memory and you need to create a habit. Therefore, I 
wanted to build a solution where all of this was done in one place, and in turn that the staff would instinctually know where 
to post a work order. That is why Quore handles everything except the check in and checkout process of the hotel 
operations. 

CEOCFO: Are the guests also able to communicate this way?
Mr. Schaedle: We have channels that allow guest to communicate with the hotel’s staff through texting and other 
messaging media, which is big trend in the hotel industry today. However, we like to stay behind the scenes, because a 
guest is not going to download a Quore app to chat with the hotel and are more likely going to download the brands app. 

CEOCFO: How have you been able to develop something that is really user friendly and intuitive?
Mr. Schaedle: Simple, if the development team feels the need to explain how a feature is supposed to work, I 
immediately tell them that it needs to go back to the drawing board. This is because I am a firm believer in if you need to 
have a manual to teach the user how to use the software then you failed a to make a great piece of software. No one has 

“At Quore we always start from the designers prospective and not from the engineering side. The first 
question we ask ourselves is, how should it look? How will it feel? When you focus on the user 
experience first, you can almost guarantee the users will find it friendly and intuitive.”- Scott Schaedle

http://www.quore.com/
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time to sit around and the read manual, especially in today’s world! Software needs to be intuitive and natural. Coming 
from a graphic design background, I am a huge believer in the user experience. 

At Quore we always start from the designers prospective and not from the engineering side. The first question we ask 
ourselves is, how should it look? How will it feel? When you focus on the user experience first, you can almost guarantee 
the users will find it friendly and intuitive.

CEOCFO: How do you implement a system? How are you able to jump in quickly if there is a problem?
Mr. Schaedle: One of the first things I did after creating Quore was to implement a great support ream. We are a 
company that provides service to hotels and they deserve great support because that is what they provide to their guest 
all day every day. I knew we would have to people that understood hotels and would be willing to go out of their way to 
work with our users. Do the first employees we hired in support had to come from the hospitality industry. Still to this day 
all of support has worked in a hotel.

One of our other keys to solving problems quickly is our open-door policy. My door is open to everyone in the company, 
anyone can walk in here and tell me, “We need to do something about this” or “I have a great idea.” We have removed the 
red tape and in doing so, allows us to communicate with each other faster allowing us to solve problems very quickly. 

CEOCFO: What have you learned as hotels use Quore? What has changed over time?
Mr. Schaedle: The first thing that has changed for us is that we no longer need to explain the concept of Quore to 
prospective customers. In the past year and a half to two years, the industry has just embraced the concept of technology 
like ours. They understand how I can improve their properties operations and guest experience.

CEOCFO: Who is using your services today?
Mr. Schaedle: Quore is in over 1,750 hotels which are mostly comprised of branded select/limited service hotels. Last 
year we landed a deal with IHG (Intercontinental Hotel Group) as their recommended solution, this rocketed our growth in 
their portfolio. However, we have just as many franchised Marriott, Hilton and Choice hotels using the system. I believe 
there are over 100 different brands using Quore today.

CEOCFO: It would be something that the franchise or the owner or management of a group of specific hotels 
would do?
Mr. Schaedle: Everyone wants to land one of the big brands as a customer but it is very hard to get their attention! We 
have been lucky to get in that aspect, but our bread and butter is the management companies. Management companies 
don’t just run one brand of hotel, they own all sorts of different types of properties. They are attracted to systems like 
Quore because it allows them run all of their hotels the exact same way. That is one thing the management companies 
really embrace about our software and have never before been able to do easily. 

CEOCFO: According to your site Quore is the hospitality industry’s most powerful tool. What can you do that 
others do not?
Mr. Schaedle: The first thing we did differently was to embrace native apps on the mobile device. This originally made 
Quore the most powerful tool available to hotels. Now we offer more features than anyone else. 

CEOCFO: What features are used most? Are there some features that for hotels are not embracing when you 
know they can really help? 
Mr. Schaedle: Our asset management tools like preventative maintenance and work orders are the most widely used 
features in our system. Second to that, would be our service optimization features that handle things like guest requests.

CEOCFO: What is next for Quore?
Mr. Schaedle: As are market share increases, we are seeing more direct interactions with the guests’ communications, 
so we will be focusing enhancing the communication channels we offer to the brands and individual hotels. Regardless of 
the current trends, our primary focus will be to continue to make great software for the hotels. 

CEOCFO: Would you tell us a little about the analytics feature? What might you be able to show a hotel that they 
could not have figured out or was not easy to recognize before?
Mr. Schaedle: A great example, one of our customers was having recurring issues with the air conditioners units and 
decided to replace all them at the property. Since they were using Quore to process capital expenditures, we were able to 
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alert them that all of the air conditioners were still under warranty before the hotel even submitted the capex request. This 
allowed them to instantly save 10s of 1000s of dollars.

CEOCFO: That is impressive!
Mr. Schaedle: That is the power of data! Before, you would have to go on a hunt to find out where all the warranty 
information might be stored. With Quore, you just need to click a button because this information is stored digitally and the 
system can do it for you! 

CEOCFO: What is your growth strategy for the next year or so?
Mr. Schaedle: Our growth strategy right now is the same one we have always has been, word of mouth. Until this year, 
we never spent a dollar on advertising because we didn’t need to. As our notoriety grows we plan to start to steping up 
our PR and traditional forms of marketing.

CEOCFO: Is US customer service important for your clients?
Mr. Schaedle: Yes, very important! All our customer support team members are currently based in our home office. 
Internationally, it gets a little bit more challenging and as we are starting dipping more into these markets, we will be 
reevaluating the best way to handle customers that speak many different languages. 

CEOCFO: What has been the biggest surprise for you as Quore has grown and evolved as a company? 
Mr. Schaedle: When I set out to Quore build it was originally just and exercise and my goal was to sign up around ten or 
so hotels. I realize very quickly that I was on to something and to this day I can’t believe how far we have come in such a 
short time. I cannot tell you, how excited I am every time when I hear more people talking about us! I never saw that 
coming! 

CEOCFO: What is the takeaway for our readers?
Mr. Schaedle: There are many software solutions out there and when you go to buy one, you need to know what problem 
you trying to solve before you start the search. I think a lot of the mistakes that I have seen and come from when 
someone buys impulsively and just didn’t know if the solution they but really dose what they need it to do. Test it before 
you buy it!


