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Revenue Management



Outcomes of the session

- Describe 
Revenue 
Management  

- Highlight 
Revenue 
Management 
benefits and 
strategies



Hotel Revenue Management – Simplified!



Group Discussion:
• What would  

happen to a        
hotel without 
Revenue 
Management 
look like?

• Could the hotel 
function?



A Brief History of 
Hotel Revenue 
Management 

• “Revenue management has contributed millions to the 
bottom line, and it has educated our people to manage their 
business more effectively. When you focus on the bottom line, 
your company grows.”



Revenue management four levers:

- Price Basis
- Inventory Allocation
- Product Configuration 
- Duration Control

IMA (2020)





Revenue Management 
at Marriott:
• Marriott investing 

more than $50 million 
on its Revenue 
Optimizing System 

• Dynamic Pricing 
Automation

• Marriott Internationals 
Group Pricing 
Optimiser



Any Questions?



The Role of:
Revenue Manager



Target market









Any Questions?





ACTIVITY Work out the Occupancy rate below (##%) 
Type your answer in the Chat box on Teams.

Q1 - Hotel Trinity has 162 rooms. Last night, we sold 94 rooms.
What was the occupancy percentage for last night?

Q2 – Last Thursday, we sold 152 rooms. 
What was the occupancy percentage?

Q3 – Tomorrow, we have already sold 101 rooms. 
What is the current occupancy?



ACTIVITY Work out the ADR below (£##.##)
Type your answer in the Chat box on Teams.

Q1 - Last night, we sold 94 rooms. 
The room revenue total for last night was £6,967.28
What was the ADR for last night?

Q2 – Last Thursday, we sold 152 rooms.
The room revenue total was £10,506.24

What was the ADR for last Thursday?



ACTIVITY Work out the RevPAR  below (£##.##)
Type your answer in the Chat box on Teams.

Q1 – What was the RevPAR for last 
night?

Q2 – What was the RevPAR for last 
Thursday?

Look back on your previous 
answers and the previous 

slides to help you!



Revenue Management technology 
can help

Hotel Administration 
and Front Office 

Operations 



Revenue Management technology 
can help

Hotel Administration 
and Front Office 

Operations 



Revenue Management – the science of ultimate hotel success & conclusion



Any Questions?



Revenue Management Strategies

• Channel 
based

• Direct 
Bookings

• Open Pricing
• Total revenue 

management



Overbooking



Group Discussion:

• How would you 
handle an 
overbooked 
hotel?

• What would you 
do for the guest?





Pros and Cons of Overbooking Hotel Rooms

Pros:

It helps the hotel achieve full occupancy, maximising revenue

It produces long-term revenue and profit increases

It’s a low-risk and common strategy in hotel revenue management

Compensation is usually cheaper than keeping a room empty

Rules of refusing to be walked are predetermined and also acceptable

Cons:

Can potentially lead to a bad guest experience

Decreased customer loyalty

Negative reviews on social media

Additional costs for guests to be walked to other locations

Reservations must be carefully monitored to control unintended or excessive overbooking

Overbooking



• How Hoteliers 
Should Handle 
Overbookings?

• Double-check 
for any errors
• Determine 
which guests 
to relocate



• How Hoteliers Should Handle 
Overbookings?

• Call the replacement lodging 
directly

• Guest Recovery Plan 





How to create an 
effective 
overbooking 
strategy

• If you plan it right, 
you open the door 

to revenue 
optimisation and 

even guest satisfaction. 

• But you must be 
prepared for all 

the possible 
scenarios for this to 

work.



Why?

• Unpredictable event

• Bad management/data analysis

• Errors

• Simultaneous bookings



•Annual revenue 
•Low risk 
•Profitability



When the strategy backfires:
How to decide who is going to be walked? 



Practical tips 
for 
overbooking 
management

Determine where the overbookings came from 
and close the source;

Display genuine care and empathy;

Begin calling other local properties that you 
partner with for this situation;

Make sure they know exactly what 
compensation is being provided;

Upgrade guests upon return or offer some other 
sort of compensatory action;

Follow up with the guests to make sure they are 
satisfied;

Create a guest recovery plan.



Outcomes of the session

- Describe 
Revenue 
Management  

- Highlight 
Revenue 
Management 
benefits and 
strategies



I look forward to seeing you next week. If you have any 
questions in the meantime, please send an email

l.blake@uwtsd.ac.uk.

Thank you for Today


