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Adopting Revenue
Performance
Principles

PHASE 4

DYNAMIC PRICING

PERFORMANCE
DASHBOARDS

ANALYTICS

PARTNER &
VENDOR MARKET
INTELLIGENCE

PARTNER &
VENDOR PRICING
. INTELLIGENCE

BUDGET

Predict future expenses
outlining how to make
funds available to meet
future needs and stay
solvent.
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PHASE 1
DYNAMIC PRICING

DATA SOURCE

REVENUE
MANAGEMENT
STRATEGY

Al the
right time

METHODS

METHODS

QUANTITATIVE

Historical data and
forward looking data
that is directly relevant
to your hotel

OPTIMISE

MEASURING THE EFFICIENCY OF YOUR
REVENUE MANAGEMENT STRATEGY

Maintaining a successful revenue optimisation
strategy involves keeping aware of the
ever-changing market conditions. Benchmarking
IS more than subscribing to expensive reports.
Smaller hotels track their revenue performance

by investing time into tracking their competitors
and the marketplace. By taking a creative
approach and tracking available online data, it is
possible to improve your revenue and profits.

OPERATIONS
EFFICIENCY

Understanding demand patterns
to implement the right operatio-
nal and staffing strategies to
meet demand
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