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Professional Certificate in Quality Assurance Systems in Hotel Management

Revenue Management Strategies

A/B Testing refers to a method of comparing two versions of a website, application, or marketing campaign
to determine which one performs better in terms of revenue management. This concept is essential in the
context of a Professional Certificate in Quality Assurance Systems in Hotel Management as it helps hotel
managers to make data-driven decisions and optimize their revenue management strategies. Related terms
include split testing and multivariate testing, which are used to compare different versions of a product or
service to identify the most effective one.

Above The Line (ATL) refers to advertising and promotional activities that are targeted at a mass audience,
such as television commercials, print ads, and billboards. In the context of revenue management strategies,
ATL is used to create awareness and drive sales. Related terms include below the line (BTL) advertising,
which targets a specific audience through direct marketing, sponsorships, and public relations.

Absolute Pricing is a pricing strategy that involves setting prices based on the costs of production, market
conditions, and competitor pricing. This concept is essential in revenue management as it helps hotel
managers to determine the optimal price for their products or services. Related terms include value-based
pricing and dynamic pricing, which involve setting prices based on the perceived value of a product or
service and adjusting prices in real-time based on demand and supply.

Account Management refers to the process of managing a hotel's relationships with its key accounts, such
as corporate clients, travel agencies, and tour operators. This concept is critical in revenue management as it
helps hotel managers to build strong relationships with their key accounts and negotiate favorable rates
and contracts. Related terms include account planning and account development, which involve identifying
new business opportunities and developing strategies to grow existing accounts.

Average Daily Rate (ADR) is a key performance indicator (KPI) that measures the average rate paid by guests
for a hotel room. This concept is essential in revenue management as it helps hotel managers to evaluate
their pricing strategies and optimize their revenue. Related terms include occupancy rate and revenue per
available room (RevPAR), which measure the percentage of available rooms that are occupied and the
revenue generated per available room.

Average Length of Stay (ALOS) is a KPI that measures the average number of nights that guests stay in a
hotel. This concept is critical in revenue management as it helps hotel managers to evaluate their pricing
strategies and optimize their revenue. Related terms include length of stay (LOS) and stay patterns, which
involve analyzing guest stay patterns to identify opportunities to increase revenue.

Benchmarking is the process of comparing a hotel's performance to that of its competitors or industry
averages. This concept is essential in revenue management as it helps hotel managers to identify areas for
improvement and develop strategies to optimize their revenue. Related terms include competitive analysis
and market research, which involve analyzing competitor pricing, product offerings, and marketing
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strategies to identify opportunities to gain a competitive advantage.

Best Available Rate (BAR) is a pricing strategy that involves offering the best available rate to guests, based
on their specific needs and preferences. This concept is critical in revenue management as it helps hotel
managers to optimize their revenue and build strong relationships with their guests. Related terms include
rate parity and rate integrity, which involve ensuring that rates are consistent across all distribution channels
and that rates are not being undercut by unauthorized resellers.

Channel Management refers to the process of managing a hotel's distribution channels, such as online
travel agencies (OTAs), global distribution systems (GDSs), and hotel websites. This concept is essential in
revenue management as it helps hotel managers to optimize their revenue and reduce distribution costs.
Related terms include channel optimization and channel shift, which involve analyzing channel performance
and shifting business to more profitable channels.

Competitive Analysis is the process of analyzing a hotel's competitors, including their pricing strategies,
product offerings, and marketing strategies. This concept is critical in revenue management as it helps hotel
managers to identify opportunities to gain a competitive advantage and optimize their revenue. Related
terms include competitor profiling and market research, which involve creating detailed profiles of
competitors and analyzing market trends and consumer behavior.

Conjoint Analysis is a market research technique that involves analyzing how guests make trade-offs
between different product features and prices. This concept is essential in revenue management as it helps
hotel managers to develop pricing strategies that meet the needs of their target market. Related terms
include customer preference analysis and choice modeling, which involve analyzing customer preferences
and modeling customer choice behavior.

Customer Relationship Management (CRM) refers to the process of managing a hotel's relationships with its
guests, including their preferences, behaviors, and interactions. This concept is critical in revenue
management as it helps hotel managers to build strong relationships with their guests and optimize their
revenue. Related terms include guest profiling and personalization, which involve creating detailed profiles
of guests and tailoring products and services to meet their individual needs.

Demand Management refers to the process of managing demand for a hotel's products and services,
including analyzing demand patterns, forecasting demand, and developing strategies to optimize demand.
This concept is essential in revenue management as it helps hotel managers to optimize their revenue and
reduce waste. Related terms include demand analysis and demand forecasting, which involve analyzing
historical demand data and using statistical models to forecast future demand.

Displacement Analysis is a technique used to evaluate the impact of accepting a group booking or contract
on a hotel's overall revenue. This concept is critical in revenue management as it helps hotel managers to
make informed decisions about which business to accept and which to reject. Related terms include
displacement cost and opportunity cost, which involve calculating the cost of accepting a group booking or
contract and the potential revenue that could be earned from other business.
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Dynamic Pricing is a pricing strategy that involves adjusting prices in real-time based on changes in demand
and supply. This concept is essential in revenue management as it helps hotel managers to optimize their
revenue and stay competitive. Related terms include yield management and revenue management, which
involve analyzing demand and supply to optimize revenue and using data and analytics to manage revenue.

Elasticity of Demand refers to the responsiveness of demand to changes in price or other factors. This
concept is critical in revenue management as it helps hotel managers to evaluate the impact of price
changes on demand and optimize their pricing strategies. Related terms include price elasticity and cross-
price elasticity, which involve analyzing the responsiveness of demand to changes in price and the impact of
price changes on demand for other products.

Forecasting is the process of predicting future demand for a hotel's products and services. This concept is
essential in revenue management as it helps hotel managers to make informed decisions about pricing,
inventory, and capacity. Related terms include forecasting models and forecasting techniques, which involve
using statistical models and techniques to predict future demand.

Front Desk Management refers to the process of managing a hotel's front desk operations, including check-
in, check-out, and guest services. Related terms include front office management and guest services
management, which involve managing the front office and guest services to ensure that guests have a
positive experience.

Global Distribution System (GDS) is a computerized system that enables travel agents and other
intermediaries to book hotel rooms and other travel products. This concept is essential in revenue
management as it helps hotel managers to distribute their products to a wide audience and optimize their
revenue. Related terms include central reservation system (CRS) and property management system (PMS),
which involve managing hotel reservations and operations.

Group Booking refers to a booking made by a group of people, such as a conference or meeting. This
concept is critical in revenue management as it helps hotel managers to optimize their revenue and build
strong relationships with their groups. Related terms include group contract and group rate, which involve
negotiating contracts and rates with groups.

Hotel Revenue Management (HRM) refers to the process of managing a hotel's revenue, including analyzing
demand, optimizing pricing, and distributing products to the right channels. Related terms include yield
management and revenue optimization, which involve analyzing demand and supply to optimize revenue
and using data and analytics to manage revenue.

Inventory Management refers to the process of managing a hotel's inventory, including rooms, food and
beverage, and other products. This concept is critical in revenue management as it helps hotel managers to
optimize their revenue and reduce waste. Related terms include inventory control and inventory
optimization, which involve managing and optimizing inventory to meet demand.

Length of Stay (LOS) is a KPI that measures the average number of nights that guests stay in a hotel. Related
terms include average length of stay (ALOS) and stay patterns, which involve analyzing guest stay patterns
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to identify opportunities to increase revenue.

Market Segmentation refers to the process of dividing a market into distinct groups based on demographic,
behavioral, or other characteristics. This concept is critical in revenue management as it helps hotel
managers to develop targeted marketing strategies and optimize their revenue. Related terms include
target marketing and niche marketing, which involve targeting specific segments and developing marketing
strategies to meet their needs.

Market Share is a KPI that measures a hotel's share of the total market. This concept is essential in revenue
management as it helps hotel managers to evaluate their performance and optimize their revenue. Related
terms include market penetration and market growth, which involve analyzing a hotel's market share and
developing strategies to increase market share.

Marketing Mix refers to the combination of marketing strategies and tactics used to promote a hotel's
products and services. This concept is critical in revenue management as it helps hotel managers to develop
effective marketing strategies and optimize their revenue. Related terms include 4Ps (product, price,
promotion, and place) and 7Ps (product, price, promotion, place, people, process, and physical evidence),
which involve analyzing and optimizing the marketing mix to meet customer needs.

Net Room Revenue (NRR) is a KPI that measures the revenue generated by a hotel from room sales, after
deducting costs and expenses. This concept is essential in revenue management as it helps hotel managers
to evaluate their revenue performance and optimize their pricing strategies. Related terms include gross
room revenue (GRR) and room revenue (RR), which involve measuring the total revenue generated by room
sales.

Occupancy Rate is a KPI that measures the percentage of available rooms that are occupied. This concept is
critical in revenue management as it helps hotel managers to evaluate their revenue performance and
optimize their pricing strategies. Related terms include average occupancy rate (AOR) and peak occupancy
rate (POR), which involve analyzing occupancy patterns to identify opportunities to increase revenue.

Online Travel Agency (OTA) is a website or platform that enables consumers to book travel products and
services, such as hotel rooms, flights, and car rentals. Related terms include meta-search engine and travel
meta-search, which involve comparing prices and availability across multiple websites and booking
platforms.

Overbooking refers to the practice of accepting more bookings than a hotel has available rooms, in
anticipation of cancellations or no-shows. This concept is critical in revenue management as it helps hotel
managers to optimize their revenue and minimize losses. Related terms include overbooking ratio and
overbooking policy, which involve calculating the optimal overbooking ratio and developing policies to
manage overbooking.

Price Elasticity refers to the responsiveness of demand to changes in price. This concept is essential in
revenue management as it helps hotel managers to evaluate the impact of price changes on demand and
optimize their pricing strategies. Related terms include cross-price elasticity and own-price elasticity, which
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involve analyzing the responsiveness of demand to changes in price and the impact of price changes on
demand for other products.

Property Management System (PMS) is a computerized system that enables hotel managers to manage
their hotel operations, including front desk, housekeeping, and accounting. This concept is critical in
revenue management as it helps hotel managers to optimize their revenue and streamline their operations.
Related terms include central reservation system (CRS) and revenue management system (RMS), which
involve managing hotel reservations and revenue.

Rate Parity refers to the practice of maintaining consistent rates across all distribution channels, including
hotel websites, OTAs, and GDSs. This concept is essential in revenue management as it helps hotel
managers to optimize their revenue and maintain rate integrity. Related terms include rate integrity and rate
consistency, which involve ensuring that rates are consistent across all channels and that rates are not being
undercut by unauthorized resellers.

Revenue Management System (RMS) is a computerized system that enables hotel managers to analyze
demand, optimize pricing, and distribute products to the right channels. This concept is critical in revenue
management as it helps hotel managers to optimize their revenue and stay competitive. Related terms
include yield management system (YMS) and revenue optimization system (ROS), which involve analyzing
demand and supply to optimize revenue and using data and analytics to manage revenue.

Revenue Per Available Room (RevPAR) is a KPI that measures the revenue generated per available room.
Related terms include average daily rate (ADR) and occupancy rate (OR), which involve measuring the
average rate paid by guests and the percentage of available rooms that are occupied.

Revenue Per Available Seat (RevPAS) is a KPI that measures the revenue generated per available seat,
typically used in the context of food and beverage operations. Related terms include revenue per available
table (RevPAT) and revenue per available customer (RevPAC), which involve measuring the revenue
generated per available table and per available customer.

Segmentation refers to the process of dividing a market into distinct groups based on demographic,
behavioral, or other characteristics. This concept is essential in revenue management as it helps hotel
managers to develop targeted marketing strategies and optimize their revenue. Related terms include
target marketing and niche marketing, which involve targeting specific segments and developing marketing
strategies to meet their needs.

Stay Pattern refers to the pattern of stays exhibited by guests, including the length of stay, frequency of
stays, and time of stays. Related terms include length of stay (LOS) and average length of stay (ALOS), which
involve analyzing guest stay patterns to identify opportunities to increase revenue.

Total Revenue is a KPI that measures the total revenue generated by a hotel from all sources, including
room sales, food and beverage, and other revenue streams. Related terms include gross revenue and net
revenue, which involve measuring the total revenue generated by a hotel and the revenue generated after
deducting costs and expenses.
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Yield Management refers to the process of analyzing demand and supply to optimize revenue, typically
used in the context of hotel room sales. Related terms include revenue management and revenue
optimization, which involve using data and analytics to manage revenue and optimize revenue.

Read online: https://certificates.lsba.org.uk/glossaries/3405506/
revenue-management-strategies

London School of Business and Administration · 12 Jul 2026


