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Abstract

This study examined how technology, in particular Revenue Management Systems (RMS), has revolutionised the hotel and hospitality sectors. The research investigated dynamic room pricing, revenue optimisation, and customer happiness with a focus on the modern theme of technology including an emphasis on artificial intelligence in revenue management. Examining several RMS choices and their characteristics provided insightful information on the industry's transition to technology-driven initiatives. The results emphasised how important it is for hotel executives to implement contemporary solutions, stressing the mutually beneficial link that exists between the implementation of technology, making tactical choices, and the long-term viability of the hotel as well as hospitality industries. 
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Introduction

The research paper will analyse the importance of technological revenue management systems for improved pricing strategies of hotel industry. The new technologies incorporated by different hotel businesses and the benefit they are getting will be analysed through literature review. Challenges as well as the opportunities will also be evaluated in this context briefly.

Aim and objectives
Aim
To understand the impact the use of tech-enabled RMSs on hotel pricing strategies, and how this affects both UK independent small hotels and major hotel chains.
Objectives
To identify the effectiveness of tech-enabled revenue management for implementation of pricing strategies and its impact on the UK small hotels as well as large brands.
To analyse the challenges associated with the implementation of RMSs on the pricing strategies of UK hotel industry.
To evaluate the strategies as well as existing technologies incorporated by different hotels for price optimisation. 

Background of the research paper with rationale
Industry background
The hospitality industry provides the customers the accommodation services. The hotel industry is facing significant growth from the recent years after pandemic (Isenberg, 2023). It has contributed to the revenue growth of the country to a great extent and now it has covered a significant market. The growth of this industry was predicted to be 1.21 trillion in 2023 which is quiet right. Like healthcare industries, the travel sector has also started to use the technologies for managing revenue and achieve remarkable growth (statista, 2023).

RMS and its significance
The strategic application of technological advances, analytics of data, and complex algorithms to optimise pricing and maximise revenue for hotels is known as tech-enabled revenue management (Kendra, 2024). Using cutting-edge software and systems, this strategy constantly modifies room prices in response to a range of variables, including demand, seasonality, rival pricing, and patron behaviour. In the hotel sector, tech-enabled revenue management is important since it may increase overall income, improve occupancy rates, and improve price accuracy. Then, by matching pricing plans with real-time swings in demand, it enables hotels to arrive at data-driven decisions, maintain competitiveness in an ever-changing marketplace, and achieve superior financial outcomes (Koss-Feder, 2024).

Role of RMS in hotel pricing
Revenue management systems play crucial role in deciding the pricing strategies as it provides a data-driven approach for revenue optimisation (Schwartz, 2021). Complex algorithms are utilised for understanding the market demand, the tactics that the competitors are using. Hotels can increase its revenue by adjusting the fare of rooms in real-time and therefore stimulate the demand in off seasons also. The successful implementation of different technologies helps to make alignment with the changing market dynamics and make efficient pricing tactics. It results in enhanced profitability and better competitive edge in this dynamic market.

Sophistication of RMS and its impact on small hotels and large brands
The rising sophistication of revenue management systems can be attributed to advances in machine learning and artificial intelligence. These algorithms can now analyse large datasets in real time because they have improved prediction skills. Precise demand forecasts, dynamic pricing modifications, and customised offers are made possible by this expertise. It entails giving smaller hotels access to resources that were previously exclusive to bigger names, enabling them to fight on an even playing field. On the other hand, major hotel chains may make use of these cutting-edge technologies to enhance their pricing tactics, maximise their inventory, and maintain their competitive edge in the face of changing market conditions (HotelMinder, 2023).

Literature review
SWOT analysis
Strengths
The technology driven revenue management systems are effective in providing advanced algorithms which is efficient in maintaining pricing accuracy. According to Lei et al. (2023), this can enhance the overall revenue of any hotel business. Making alignments with the changing market dynamics and providing quick responses becomes possible as opined by Nyaga (2023). Getting different valuable interpretations for strategic decision-making becomes easier with the help of the implementation of RMSs (Buhalis et al., 2023).
Weaknesses
In hotels, implementing tech-enabled revenue management might mean significant up-front expenses as opined by Rangel and Dalton (2023). Employee training is necessary for efficient system operation and data interpretation. Change-averse traditional enterprises might impede the effective implementation of new technology. Ozdemir et al. (2023) said, due to their reliance on technology, hotels are more susceptible to interruptions and technological issues, which can cause problems for smooth system performance (Filippas et al., 2023).
Opportunities
According to Torrell and Nicolau (2023), the small hotel chains can enhance their competitive edge and give a distinct competition to the large hotel brands with the help of RMSs. Customer satisfaction rate can also be increased due to the personalised pricing options, and it is effective to maintain customer loyalty as opined by Mpotaringa and Tichaawa (2021). Therefore, the use of RMSs can increase the potential for better revenue management fostering growth opportunities for the industry.
Threats
The fast pace of technology progress is a risk, as new developments might render outdated systems soon. Liberato et al. (2023), said that Inertia-driven industry opposition can prevent hotels from using new technologies. Concerns regarding privacy as well as potential breaches of security are brought up by the reliance on data as per the opinion of Mariani (2020). Economic downturns may have an effect on demand for travel, which might change how revenue management tactics.

Theoretical concepts
Yield Management Theory
Considering the changing demand in the hotel industry market price strategy is decided as this theory for the optimisation of revenue. According to Herusetya et al. (2023), the main origin of this theory belongs to the airline industry, now the hotel industry is also started to apply this theory in their pricing strategies. Setting different prices for the similar product is required based on the factors like demand, time along with the customer behaviour as per this theory as opined by Appolloni et al., (2023). During the peak season, the price of the hotels needs to be increased for getting high revenue. 

Price Discrimination Theory
According to this idea, companies can charge various prices for the same good depending on how much their customers are ready to pay. Cohen et al. (2023), said that this is segmenting clients and charging different rates to different market categories in revenue management systems. Hoteliers use this principle to their tiered pricing schemes, taking into account past performance, client preferences, and lead times for bookings. Hotels may increase income and market share by customising rates for certain client categories (Morlotti and Redondi, 2023).

Secondary analysis
Article 1: “Maximising Revenue with Revenue Management System — A Case Study on MMR Hotels” (MMR hotels, 2023)
Analysis
The revenue management system has become the strategic necessity for every hotel business. According to Diaz-Farina et al. (2023), several advantages are there for implementing technology driven revenue management systems. It helps the hotels in adjusting the room prices depending on the demand and competitor pricing. This ensures the maximisation of the revenue during the high demand periods. Another benefit is that it optimises the allocation of room inventory which is effective in ensuring good, personalised service to the guests. The system of this hotel has made the pricing as well as inventory management better and enhanced the overall guest satisfaction. MMR hotels have used this technology to fine tune room rates and understand the changing patterns of the customer demands. It gets a significant age over the competitors by utilising this system and managing the pricing techniques efficiently (MMR hotels, 2023).

Article 2: “Research: Three-Quarters of Hoteliers Agree That Revenue Management Technology Will Increase in Importance” ( Hotel Technology News, 2023).
Analysis
The study report confirms what many investors in the hotel industry believe to be true: technology, and specifically artificial intelligence (AI), is becoming increasingly important for revenue management. Over the next three years, a sizable 78% of respondents see a notable growth in the usage of AI in business management technologies. Furthermore, most respondents are upbeat about how technology will change several areas, such as the significance of revenue technology for management in the future and how it will affect earnings, effectiveness, level of service, and customer pleasure. These results demonstrate the broad agreement about the critical role that technology- particularly artificial intelligence (AI)- is predicted to play in transforming and improving the efficiency and profitability of the hospitality sector (Hotel Technology News, 2023).
Article 3: “10 Best Revenue Management Systems for Hotels in 2024” (Hotel Tech Report, 2024)
Analysis
Revenue management system is essential for every hotel business to optimize the pricing structures and comprehending the dynamic nature of market trends as per the opinion of Bastos (2023). Changing the outdated traditional systems are necessary to foster innovation and get the desired outcome faster. The profitability and performance of a hotel are greatly impacted by the RMS selection, which is why a thorough study of 2686 hoteliers in 100 countries was conducted. A thorough examination of product rankings, functionality comparisons, pricing benchmarking, and integration compatibility is provided by this guide. The top 10 RMS listed in the book include RoomPriceGenie, an inexpensive option ideal for modest to medium-sized hotels, IDeaS, which maximises revenue with huge teams, and Duetto, which is renowned for utilising open pricing as well as machine learning. Other choices provide significant insights for hotels of all sizes and business management requirements. These range from automation-focused technologies like Disperse to AI-infused tactics like Franco Grasso Revenue Team (Hotel Tech Report, 2024).


Methodology
Using the interpretivism philosophy and inductive approach for analyse the secondary data collected through the case study analysis, one can gain significant insights into the research issue and effectively comprehend the subject matter. Analysing the viewpoint of different literary sources using the case study strategy will aid in completing the whole research paper efficiently. Exploratory research design will be followed by the researcher to have a comprehensive analysis of the research objectives. Cross-sectional time horizon will help provide any bias free data and maintaining the quality of the whole paper.


Tech-Enabled Revenue Management in Practice 

Tech-Enabled Success Stories in Diverse Hotels
Technology-enabled revenue management has transformed hotel operations in a number of sectors, demonstrating flexible tactics for higher profitability and productivity. Dynamic pricing algorithms were used in a luxury resort to modify hotel rates in response to demand, increasing income during high seasons without sacrificing the quality of the visitor experience. Tailored pricing modules based on visitor preferences and behaviours increased customer happiness and loyalty for boutique hotels. Large hotel chains, on the other hand, used sophisticated analytics to optimise pricing across a wide range of properties, guaranteeing a uniform revenue management strategy. In order to cater to a wider range of clients, Choice Hotels has broadened its products to include timeshares and vacation rentals, while Accor has created a mobile app that lets users book rooms, manage bookings, and access reward programmes (digitaltransformationskills, 2024).

Optimising Income Potential: The Effects of Technology-Enabled Revenue Control in the Hotel Sector
Pricing strategies are greatly influenced by the tech enabled revenue management systems in hotel companies. Various advanced technologies change the dynamics of pricing algorithms which allow any hotel business to change the rates in real time. Businesses can respond to various demand fluctuations and generate high revenue with this strategy during the seasons. Data driven insights faster personalised pricing techniques which helps to increase the customer satisfaction and loyalty. Implementation of various technologies makes the inventory management system more efficient which reduces the risk of revenue leakage. The overall performance of the businesses is highly influenced by the systematic integration of these technology systems. However, it improves financial outcomes, provides a better competitive age and collectively a crucial role in shaping the long-term success of businesses (Hertzfeld, 2023).

Challenges and Opportunities
Challenges
Initial Capital Investment: - One major obstacle is the high initial outlay that comes with putting advanced technologies into practice. Modern revenue management system acquisition and integration come with a hefty price tag, particularly for smaller businesses with tighter resources. Resolving this cost obstacle becomes crucial, influencing the choices hotels make about using these technologies.
Skill Gap and Training: - Skilled personnel is essential for successful implementation of tech-enabled RMSs. Businesses cannot use these technological systems without proper efficient workforce who know the ways of operating these innovative technologies. Therefore, the businesses need to give their employees training about the process of using or operating this management technologies. This can cause high cost and employees can also feel dissatisfied as a result of not being able to utilise this new innovative technology driven systems.

Opportunities
Improved Personalisation Techniques: - Personalisation advancements can improve revenue management. Customising pricing plans according to each guest's preferences, past reservations, and actions may greatly increase client happiness and loyalty. Consuming cutting-edge data analytics technologies to craft highly tailored offers and packages endorses a more thought-provoking and fulfilling visitor experience, which in turn increases sales and inspires return visits. Hotels can continue being ahead of the curve and improve the potential compensations of tech-enabled revenue management by grasping these probabilities for invention and development.
Integration of Artificial Intelligence (AI): - Practise of artificial intelligence in the business operations safeguards success and faster fulfilment of the commercial goals. The predictive investigation given by the AI procedures is operative to upsurge the overall revenue and making arrangements with the varying market dynamics. Refining the marketplace approaches for getting improved place in the rivalry market becomes conceivable as a result of the amalgamation of these new systems.
Recommendations following the Future Trends and Innovations

Blockchain for Transparent Transactions: - Exploring blockchain technology is highly endorsed to progress in maintaining transaction transparency of the hotel sector. Then, by using blockchain technology, transaction histories may be made observable and safe, nurturing confidence and letting down the possibility of fraud. Hotels may accelerate financial transactions, boost data security, and raise more confidence among stakeholders and consumers in the emergent field of technically enabled revenue organisation by aligning blockchain technology into their revenue management systems.
Predictive Analytics and Machine Learning Integration: - This is recommended to the hospitality industries to mix the predictive analytics along with the machine learning. The incorporation of data analytics and the machine learning systems bids the businesses with the chances to make more amended decisions. Acquisition of good competitive edge becomes faster with the assistance of the addition of these technological systems. Businesses currently are giving more focus on the utilisation of these systems for enhancing their overall profitability through strategic predictive analysis suitable for decision making.
AI Integration with Dynamic Pricing Algorithms: - This is a cutting-edge innovation and integrating artificial intelligence (AI) with dynamic pricing algorithms is recommended to businesses. Massive volumes of real-time data, such as pricing strategies of competitors, market trends, and past visitor behaviour, may be processed by AI. AI-driven algorithms dynamically improve pricing methods by learning and adjusting on a constant basis, optimising rates to maximise income. Due to this innovation, hotels can now adapt quickly to changes in the market and provide individualised pricing depending on the profiles of each individual guest.
Augmented Reality (AR): - AR technology is one of the trending tools that is emerging and getting popularity for enhancing the guest experience and it is another tactic which is suggested to adopt. Hotel businesses can create offerings of virtual tours by showcasing their amenities through the effective application of augmented reality. Pricing is tailor depending on the personalised virtual experience which is a strategic approach that the many businesses follow for influencing the guest perception.
Conclusion 

This research paper has focused on the importance of tech-based revenue management systems in deciding the pricing strategies of UK hotels. The examination of the Technology subject revealed the revolutionary potential for improved productivity, profitability, and customer pleasure. Particular developments covered include the use of AI in revenue management. Findings from an international survey of hotel operators in a range of properties highlighted how important it is to choose the correct RMS. The industry has understood the importance of embracing value-based care, which underscores the pervasive influence of cutting-edge technology in guaranteeing optimal revenue outcomes. In addition to benchmarking top RMS, the research paper stressed how critical it is for hotel executives to adjust and incorporate updated systems in order to effectively traverse the dynamic industry. In the end, the study highlighted the mutually beneficial connection between the hospitality industry's sustainable future, strategic choice-making, and the use of new technologies.
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