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1.0 Introduction
Revenue management systems have become commonplace in many industries in addition to air transportation. Examples of such businesses are cruise lines, car rental companies, media advertising, medical services, hotels and event management. A popular form of earnings management is a monopolistic firm that offers a variety of things (Aurelio, 2012). These objects depend on a fixed resource that has a limited capacity. A company sells products over a period of time. The salvage value of the resource is set to zero at the end of this period. Allocating capacity to different types of demand can affect a company's revenue stream. 2012 (Aurelio)
1.2 Research aim and objectives
The goal is to find a policy that optimizes the objective function. This objective function is usually risk neutral and the strategy aims to maximize expected return. If the income process is repeated many times, for example every day, the risk-neutral objective can be affected by the law of large numbers. (N. Hayes, 2019)
1.3 Research questions
Nonetheless, some problems stand out: training and retraining your workforce, a lack of technology, smooth communication between departments, calculating distribution costs, pricing strategy variables, and flexibility. Technology - or the lack thereof - is a major hurdle for many revenue specialists today, particularly those who work with small or remote properties. 2003 (W.H.Bell) As a result, the question is how to achieve the greatest outcomes and what steps must be taken to achieve the best results and increase income.
1.4 Significance of the study
Many small hotels, even those with skilled revenue managers, are facing significant and costly technology problems in order to remain open. The concerns might range from having too many tech systems that don't work well together to not having enough money to invest in the technology your company requires. Without the right technology, revenue managers may be forced to spend hours every day staring at spreadsheets just to maintain their web channels operating. Without the proper tools, the labour may become too manual. Another consideration is price, which includes both macro and micro considerations. Hotels utilise a range of pricing strategies to optimise revenue, attract a broad clientele, and remain competitive. Strategic price differentiation is a critical component of revenue management and overall company strategy in hotel industry. ( Tranter, 2013)
Chapter 2 Literature Review
2.1 Review
Revenue management, often known as yield management, is the act of assigning the appropriate capacity to the appropriate client at the appropriate price in order to maximise revenue or yield. Kimes (1989b) Pricing, revenue management, and product are the three primary components of the process. (Vinod, 2004)
Airlines have been using revenue management since the 1980s, and adopting best practices is all about efficiency. Revenue management is recognized not only as a key driver of an airline and its financial performance, but also as a cornerstone of an airline and its strategic goals. To maximize profits, it is important to apply the same principles, techniques and systems of revenue management to different types of businesses.
Market segmentation is the technique of separating a market into smaller, more precise parts that have comparable features. The simplest and least complex split of a travel market is to divide it into two broad parts depending on the purpose of travel, which might be either business or pleasure. While this simple divide may be appropriate for a very small organisation, it is far from enough for the vast majority of hospitality organisations. One popular strategy is to divide the market into smaller divisions depending on client demographics. Demography is defined as the study of population characteristics. Common considerations include age, gender, marital status, education, employment, income, race, religion, and nationality. Starting with the two broad categories of business and leisure, an organisation might further divide each large segment into smaller portions based on demographics.

2.2 Theory
Revenue management theory is based on the basic strategy that an organization uses to optimize its business resources to maximize sales and profits. This approach requires the strategic integration of finance, marketing and management functions to better match sales with demand and supply factors. Finally, companies use revenue management tools and methods to evaluate and segment products and services that affect their end users. As a result, revenue management has a direct impact on customer relationship management (CRM) and ultimately on organizational performance. In particular, revenue management is critical to demand management and sales. It focuses on complex business issues such as customer revenue segmentation, profit optimization across multiple revenue segments using pricing techniques, and revenue channel design for businesses and multiple businesses. revenue segments. In addition, revenue optimization (RM) guides the organization and pricing strategy by properly understanding consumer demand, the business cycle, and the various factors that can affect demand and thus prices during a given business cycle. Another similar technique in the RM business environment is supply chain management, which focuses on optimizing company resources with the primary goal of increasing supply chain efficiency and productivity.
  The strategy involves a certain business scenario characterised by a high level of fixed operational costs and a faultless optimisation of resource utilisation in a timely way.
As a consequence, three characteristics must be met for a framework to be useful and produce the greatest benefits for a hotel chain (Vani Kamath): 
 1. Limited amount of resources to sell: Because hotels have a limited number of available rooms, each room must be sold at the best possible price to maximise income. 2. The majority of the company's expenditures are fixed: paying for and maintaining the premises is the most expensive component of running a hotel. 
 3. This has changeable resources: there is a time restriction for selling sites with full-service portions of food, since the worth of such resources may decline. There are vulnerable resources involved: There is a time limit for selling rooms in full dinner service departments since the property might lose value.
Therefore, hotel groups have to implement RM strategies in fields with the highest fixed costs including complete food service. In general, the concept would apply to service lines where services are more expensive, such as beach resorts, rooms with sea views, large rooms with advanced amenities, and a wide range of services that are not otherwise available in comfort hotels. In particular, the company must establish its own structural decision-making processes that define the sales format to be used (third-party reservations made directly online or other types of reservation methods). A cost-effectiveness model should then be constructed to determine whether to increase or minimize marked prices in each distribution channel. Ultimately, quantity determination algorithms decide how many rooms will be supplied at different price points throughout various revenue categories.
[image: OTA channels]
2.4 Challenges
Managing hotel occupancy levels to achieve optimal rates across and within segments is a highly technical and demanding undertaking. In reality, the challenges of managing rooms to get profit is the hotel industry's greatest difficulty (Vinod). Nonetheless, the hotel industry's extremely fragmented character is not the only difficulty it faces. To effectively adopt an RM model in a hotel, management must be aware of the degree of resources that must be invested, since it will face significant hurdles in all of its business areas. The most problematic areas for revenue management include "pricing, auctions, capacity control (or inventory control), overbooking, and forecasting." (Chiang, Wen-Chyuan). The highly complex and fragmented structure of the hotel business makes it difficult for major hotel chains to implement a standardised RM strategy across operations, preferring instead a blend of RM techniques. Apart from technology issues, RM has operational obstacles because to the extensive throughout the company and functional architecture resources required for getting adopted.  Pricing all market products across categories demands substantial resources and meticulous reporting. "The purpose behind pricing is to answer the question of how to determine the price for different kinds of consumers and how to vary prices throughout time." (Wen-Chyuan Chiang) Integration of technological services  across the hotel chain, as well as centralization of RM decision-making, necessitate a large investment in competent employees as well as complicated reporting structures.

Chapter 3 Research Methodology
3.1 Ontological
The type of research is Ontological, there are different perspectives on my findings but all have the same purpose to get more Revenue.
3.2 Paradigm
Paradigm research chosen is Pragmatism. Hotels and any other industries are focused to find the best balance to work and gain profit. It is inevitable business seeking for a best solution to get high results.
3.3 Abductive
The research approach used on my work is Abductive. I chose this approach as I am looking to find the weakness in nowadays Revenue management used in most hotels.
3.4 Quatitative
The Methodology used on my research is Quantitative. I chose this method to find improvements and understanding in-depth the topic of revenue optimisation strategy.
3.5 Grounded Theory
The Strategy used for my research is Grounded Theory. In this analyse we are looking for an accurate forecast which is an interpretive process and useful tools for hotels.
3.6 Samplings methods
Probability Samplings Methods is clustered used on my research. I chose this method to to have a clear picture of two categories on guest business or leisure in hotel industries.
3.7 Data collection
Data collection will be taken from questionnaire, online through social media, for example Linkdlin and the type of tool is Reporting. The data will be interpreting as a way to increase the revenue for a specific a hotel.
3.8 Principle of Etical research
Principle of Ethical Research is Responsibility in the analysis of data and reporting findings. Confidentiality is the key of success in hospitality sector
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Conclusion
Revenue management has become a method and approach for many companies since the liberalization of the aviation industry. After the successful integration of the airline industry, the hotel sector adopted the framework and implemented it in its hotel operations in the last decade due to fierce competition and financial constraints. A combination of complex demand processing through forecasting of available spaces and market segmentation for various service and revenue combinations ultimately results in pricing that maximizes profit. Implementing a revenue management system can be an expensive endeavor fraught with problems if not done safely. As a result, organizations must reorganize their operational functions to develop a comprehensive corporate strategy. In addition, the implementation of revenue management models involves the creation of a well-thought-out customer relationship management (CRM) strategy that ensures long-term revenue and profit growth. Overall, the adoption of revenue management systems in the hospitality industry has impacted hotel operations by combining improved forecasting and pricing processes with various customer management methods. The average global operating profit of the hotel industry reached an all-time high since 2005 thanks to the hotel industry and revenue management application, as occupancy and revenue per room increased significantly.
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