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Introduction 

Revenue Management is the practice of maximizing profits from the sale of perishable assets by 
controlling price and inventory and improving service. 

Quite a mouthful. However, if we are going to improve service and the profitability of our properties, 
there is no choice but to commit to learning and applying Revenue Management Best Practices. 

The world of revenue management is very visible to you when you book airline tickets or car rentals. 
And you “hate” it. Why? 

You call a car rental company to check price. You say you will call back after checking it out. You call 
back three hours later and the rate has changed. 

You research airline ticket prices for a specific route. When you go on-line the next day the price has 
changed. 

Revenue Management is all about having the right room (product), at the right time, for the right guest, 
at the right price, for the right length of time. 

So why do hotels need to be involved in this type of rate management? Why do we need to create 
potential stress between the hotel and the customer? What do you need to know to make this seamless 
and stress free to the guest and allow you to maximize revenue for your property… and maximize your 
value to the hotel?  

That is what this manual is all about. 

Revenue Management has a number of basic components: Research, Forecast, Implement Restrictions 
and Analyze and Adjust. We are going to focus all of these elements during this program. 

By the end of this program, you will have a working knowledge of these components so you can 
effectively apply them day to day to your property. 

Objectives  
• To define Revenue (Yield) Management and understand its components 

•  To identify the conditions needed for application of revenue management 

•  To identify the 4 major ways that revenue management can maximize revenue and to clarify why 
this is a business practice for certain businesses 

• To examine the supply and demand foundation of revenue management  

• To discuss the application of revenue management to other industries in order to better understand 
it in the lodging industry. 

How do you increase guestroom revenues? 
Traditionally, the hotel industry has tried to increase revenue by either increasing rate or by increasing 
occupancy. 

Let’s do an exercise that puts you in the role of Front Office Manager.  

You are working for a 150 room property and have been asked to set your rack rate at $150, $200 or 
$250 dollars.  

Which do you choose? 
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Order Form 

 
Please complete this form to order your copy of our Revenue Management Manual and 
our Revenue Management Manual – The Answers, which includes all of the answers to 
the problems given in the original manual. 
 

$99.00*  
 
These Training Manuals will both be delivered as a PDF Document via email. If a DVD is 
required you will be quoted on the additional cost mailing and handling charges. 
 
Please fill out this form. 
 
 
     
 Company Name  Address 
 
     
 Contact Person  City                              Province/State           Postal Code/ZIP 
 
       
 Area code / Telephone Number  Contact Extension or Telephone Number  Email Address 
 
   �         �    
 Fax Number  Cheque Enclosed        Credit Card  Visa/MasterCard/Amex #     Expiry  
 
       
 Name on Card  Signature  Today’s Date 
 
 
If paying by credit card, please fax completed form to 613-546-2893.  
 
If paying by cheque, please fax the completed form to 613-546-2893 and please mail 
completed form with payment to the address below. 
 
* All pricing is in Canadian Dollars. All pricing is plus applicable taxes (applies only to Canada) 
 

WeTrainHotels.com  
WeTrainHotels.com • P. O. Box 2066, Station Main • Kingston ON • K7L 5J8 
p. 613.541.9320 • tf. 1.866.855.1769 • f. 613.546.2893 • info@wetrainhotels.com 
 
 


