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Preface

This book provides hospitality and tourism professionals and students with a
primer in the application of revenue management techniques. This is a welcome
addition to the learning resources in hospitality and tourism. With our customers
making more informed choices and our industry becoming more competitive,
revenue management is becoming an increasingly important topic in the hospital-
ity and tourism industry.

Prices continue to fluctuate up and down; something that remains a mystery
and a source of great confusion to most consumers. Hospitality and tourism
companies are carefully managing the ‘game’ of revenue management in order to
sustain the growth of revenue and profit. Part 1 of this book provides the reader
with a thorough overview of the concepts and techniques underlying revenue
management implementation in the hospitality and tourism industry.

Part 2, meanwhile, includes many contributions from revenue managers,
consultants and academics from around the world, with both experience in and
a passion for revenue management. Together, these contributions provide the
reader with a comprehensive and contemporary review of revenue management
issues in a series of sectoral settings. These include forecasting, customer relation-
ship management and revenue management practices in the cruising, car rental,
restaurant, heritage attraction, and theme park sectors of hospitality and tourism,
in a number of regions and countries around the world. One such example relates
to the exponential growth of the hotel industry in China and the implied need for
hotel groups and independent hotels to implement revenue management pro-
cesses and tools to improve their efficiency and performance. Key performance
indicators (including REVPAR and others) are being watched carefully on a daily
basis (and almost every minute!) by hotel chain managers and local entrepreneurs.

To survive and prosper in hospitality and tourism, students and profession-
als must be: (1) aware of the basic concepts of revenue management; (2) suitably
qualified to implement revenue management tools and techniques; and (3) kept
updated in order to keep improving the efficiency and performance of their
business.

I want to congratulate the contributing authors for having produced such an
important piece of work, which without doubt will be welcomed by students and
professionals in equal measure.

Kaye Chon, Ph.D.
Dean, School of Hotel & Tourism Management

The Hong Kong Polytechnic University



viii

Revenue Management for Hospitality and Tourism

Acknowledgements

We are grateful to the many academics and practitioners who helped to make

Revenue Management for Hospitality and Tourism a reality. In particular, we would

like to thank Tim Goodfellow and Sally North of Goodfellow Publishers Limited

for their support and to Professor Kaye Chon who kindly contributed the preface

to the book. Revenue Management for Hospitality and Tourism also benefited from

the generous contributions of those listed below who were willing to share their

expertise and who took their valuable time to provide us with such high quality

contributions to the book. Our gratitude is most sincere, thank you.

Jad Aboukhater, Carlton Hotel, Cannes, France

Julie Adam, America & Caribbean - Corsairfly, Paris, France

Frangois Albenque, CDiscount, France

David Cretin, Europcar, France

Stephane Gauthier, Best Western, France

Olivier Glasberg, Kuoni Travel, France

Amy Gregory, Rosen College of Hospitality Management, University of Central
Florida, USA

Huimin Gu, School of Tourism Management, Beijing International Studies
University, China

Cindy Heo, Hong Kong Polytechnic University, SAR China

Christophe Imbert, Sabre Airline Solutions, France

Kelly Kaak, Rosen College of Hospitality Management, University of Central
Florida, USA

Sarah Kamensky, Oxford Brookes University, UK

Anna Leask, Edinburgh Napier University, UK

Ady Milman, Rosen College of Hospitality Management, University of Central
Florida, USA

Pascal Niffoi, Revenue Management Expert, Apex Conseil, France

SS Padhi, Swiss Federal Institute of Technology, Zurich, Switzerland

Emmanuel Scuto, WeYield Consulting, France

David Selby, Independent Cruise Consultant, UK

Frederic Specklin, Air France, France

Frederic Toitot, ACCOR Hospitality, France

Kate Varini, Oxford Brookes University, UK

Xuan (Lorna) Wang, Middlesex University, UK

Paul Whitelaw, Victoria University, Australia

Larry Yu, School of Business, The George Washington University, USA





