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Revenue Management
A Practical Pricing Perspective
Springer Pricing is about deciding your market position whereas revenue management is the strategic and tactical decisions ﬁrms take in order to optimize revenues and proﬁts.
This book oﬀers insights into research, theories, applications and innovations and how to makes these work in diﬀerent industries.

The Pricing and Revenue Management of Services
A Strategic Approach
Routledge In a world of changing lifestyles brought about by new services, technology and e-commerce, this book enters the arena of contemporary research with particular
topicality. Integrating both theory and real world practices, Ng advances the latest concepts in pricing and revenue management for services in a language that is useful,
prescriptive and ye

Hotel Pricing in a Social World
Driving Value in the Digital Economy
John Wiley & Sons Take control of revenue management in the new hotel economy Hotel Pricing in a Social World: How to Drive Value in the New Hotel Economy is an insightful
resource that provides guidance on improving organizational decision making to keep your hotel relevant, from a pricing standpoint, in the often chaotic hotel landscape. This
groundbreaking book clearly showcases the current environment of the hotel industry, and describes new and emerging trends that can impact your revenue management tactics.
This essential text prepares you to survive and thrive in today's highly competitive market, and outlines the best approach to building proﬁtable pricing strategies that follow both
tactical and strategic best practices. Revenue management has become a key activity in the highly social environment of today's hotel industry, thanks to mobile technology and
social media. Though relatively new, revenue management is a quickly-evolving discipline that requires precision if you want to maintain your hotel's relevance in the market.
Leverage original research, case studies, and industry examples to understand the practical application of key concepts Explore current market conditions that have an impact on
revenue management Consider how advances in data management, analytics, and data visualization can impact revenue management practices Identify how revenue management
can help you take advantage of market opportunities and overcome challenges Hotel Pricing in a Social World: How to Drive Value in the New Hotel Economy is an essential text for
hotel CFOs, CMOs, revenue managers, and operations managers who want to leverage revenue management techniques to keep their hotel competitive.

Pricing and Revenue Optimization
Stanford University Press This is the ﬁrst comprehensive introduction to the concepts, theories, and applications of pricing and revenue optimization. From the initial success of
"yield management" in the commercial airline industry down to more recent successes of markdown management and dynamic pricing, the application of mathematical analysis to
optimize pricing has become increasingly important across many diﬀerent industries. But, since pricing and revenue optimization has involved the use of sophisticated mathematical
techniques, the topic has remained largely inaccessible to students and the typical manager. With methods proven in the MBA courses taught by the author at Columbia and
Stanford Business Schools, this book presents the basic concepts of pricing and revenue optimization in a form accessible to MBA students, MS students, and advanced
undergraduates. In addition, managers will ﬁnd the practical approach to the issue of pricing and revenue optimization invaluable. Solutions to the end-of-chapter exercises are
available to instructors who are using this book in their courses. For access to the solutions manual, please contact marketing@www.sup.org.

Hotel Revenue Management: From Theory to Practice
Zangador This research monograph aims at developing an integrative framework of hotel revenue management. It elaborates the fundamental theoretical concepts in the ﬁeld of
hotel revenue management like the revenue management system, process, metrics, analysis, forecasting, segmentation and proﬁling, and ethical issues. Special attention is paid on
the pricing and non-pricing revenue management tools used by hoteliers to maximise their revenues and gross operating proﬁt. The monograph investigates the revenue
management practices of accommodation establishments in Bulgaria and provides recommendations for their improvement. The book is suitable for undergraduate and graduate
students in tourism, hospitality, hotel management, services studies programmes, and researchers interested in revenue/yield management. The book may also be used by hotel
general managers, marketing managers, revenue managers and other practitioners looking for ways to improve their knowledge in the ﬁeld.

The Theory and Practice of Revenue Management
Springer Science & Business Media Revenue management (RM) has emerged as one of the most important new business practices in recent times. This book is the ﬁrst
comprehensive reference book to be published in the ﬁeld of RM. It uniﬁes the ﬁeld, drawing from industry sources as well as relevant research from disparate disciplines, as well as
documenting industry practices and implementation details. Successful hardcover version published in April 2004.

Revenue Management for Hospitality and Tourism
Goodfellow Pub Limited Written by leading academic and industry experts actively engaged in revenue management, research and teaching this is a new and original treatment of
the whole ﬁeld for students and professionals.The ﬁrst part of the book provides academically rigorous challenging and contemporary material to get to the core of the subject and
to make the theory and practice lively, relevant and engaging. Throughout this, and the second section, numerous references to past and present good practice are used- giving
insight into best practice in cutting-edge companies leading the revenue management agenda in markets all over the world. The second part of the book is authored by a range of
academics and practitioners all currently engaged in revenue management practice, balancing the theory with the best overview possible of best real world practice. Drawn from the
widest possible range of sectors including hospitality, car rental, airlines, tour operators, restaurants and advertising it gives an unrivalled industry perspective.The book is
designed for students at many levels in universities, business schools, schools of tourism and hospitality studying marketing, pricing, distribution, selling and commercial issues in
the service industry. It will also be ideal for practitioners (consulting experts, revenue managers, pricing managers) studying part-time or on CPD programmes requiring a strong
theoretical and practical orientation. It will be essential for those working in revenue management, reservations, operations and logistics and generic marketing.

Pricing and Revenue Optimization
Second Edition
Stanford University Press This book oﬀers the ﬁrst introduction to the concepts, theories, and applications of pricing and revenue optimization. From the initial success of "yield
management" in the commercial airline industry down to more recent successes of markdown management and dynamic pricing, the application of mathematical analysis to
optimize pricing has become increasingly important across many diﬀerent industries. But, since pricing and revenue optimization has involved the use of sophisticated mathematical
techniques, the topic has remained largely inaccessible to students and the typical manager. With methods proven in the MBA courses taught by the author at Columbia and
Stanford Business Schools, this book presents the basic concepts of pricing and revenue optimization in a form accessible to MBA students, MS students, and advanced
undergraduates. In addition, managers will ﬁnd the practical approach to the issue of pricing and revenue optimization invaluable. With updates to every chapter, this second
edition covers topics such as estimation of price-response functions and machine-learning-based price optimization. New discussions of applications of dynamic pricing and revenue
management by companies such as Amazon, Uber, and Disney, and in industries such as sports, theater, and electric power, are also included. In addition, the book provides current
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coverage of important applications such as revenue management, markdown management, customized pricing, and the behavioral economics of pricing.

Revenue Management and Pricing
Case Studies and Applications
Cengage Learning Business Press Revenue management is the process of allocating the right inventory to the right kind of customer at the right price to maximise revenue. It
applies particularly to the service sector. Covering numerous industries, these case studies demonstrate a variety of scenarios, problems and solutions.

Revenue Management Integration: The Financial Performance Contribution of an
Integrated Revenue Management Process for Hotels
diplom.de Inhaltsangabe:Introduction: An integrated approach to Revenue Management (RM), which spans over various disciplines, has frequently been proposed for tourism
companies providing perishable products of ﬁxed capacity, such as hotel chains, to fully capture the potential of total proﬁt optimization. Kimes and Wagner (2001) deﬁned the
general strategy of revenue management as the practice used by service ﬁrms with ﬁxed capacity to match the supply of a perishable commodity with forecasted demand via
strategies that manipulate price and time of consumption. Furthermore, revenue management and pricing programs have commonly been praised to have the potential to increase
revenues by 3 to 8 % which can in turn result in 50 to 100 % proﬁt improvements. This thesis proposes a departmental and functional integration of various activities to arrive at an
integrated revenue management approach that is viewed as the necessary reaction to changing market environment conditions. Information and communication technologies (ICTs)
have been changing the tourism industry structure globally, while developing many new opportunities and threats. In this new environment, revenue management becomes as
important and challenging as never before and to operate eﬀectively, skills are required to combine several knowledge areas steadily and creatively to make proﬁt from the process.
Consequently, it is proposed that particularly due to the modern tourism environment, companies have to make use of strategic integrated revenue management to oﬀset the
threats and take advantage of opportunities that the modern tourism environment represents. An integrated approach to revenue management spans the disciplines of yield
management, pricing, marketing, sales and e-commerce distribution and seeks to identify linkages to eﬀectively and eﬃciently coordinate activities in the diﬀerent areas to arrive
at total proﬁt optimization. The thesis is designed to illustrate how Revenue Management Integration (RMI) could be achieved, and the research part aims to asses whether hotel
chains that embrace a higher degree of Revenue Management Integration operate at higher proﬁtability.1.1. Research Questions This thesis is designed to evaluate whether an
integrated revenue management process provides beneﬁts in terms of ﬁnancial performance to tourism companies selling perishable inventory such as hotel chains, in particular in
a changed and more competitive tourism environment. [...]

Integrated Capacity and Price Control in Revenue Management
A Fuzzy System Approach
Springer Science & Business Media Michael Becher develops a concept for an integrated capacity and price control in revenue management. His concept is based on fuzzy expert
controllers and complies with the deﬁned business and application requirements.

Dynamic Capacity Control in Air Cargo Revenue Management
KIT Scientiﬁc Publishing This book studies air cargo capacity control problems. The focus is on analyzing decision models with intuitive optimal decisions as well as on developing
eﬃcient heuristics and bounds. Three diﬀerent models are studied: First, a model for steering the availability of cargo space on single legs. Second, a model that simultaneously
optimizes the availability of both seats and cargo capacity. Third, a decision model that controls the availability of cargo capacity on a network of ﬂights.

Strategic Perspectives in Destination Marketing
IGI Global The marketing of a destination necessitates eﬀective strategic planning, decision making and organization. Notwithstanding, the destination managers should possess
relevant knowledge and understanding on traditional and contemporary marketing channels to better engage with prospective visitors. Strategic Perspectives in Destination
Marketing is a collection of innovative research on the methods and applications of branding in the tourism, travel, and hospitality industry sectors. This book provides students and
practitioners with a good understanding of the tourism marketing environment, destination branding, pricing of tourism products, tourism distribution channels, e-tourism, as well
as on sustainable and responsible tourism practices, among other topics. It explores the socio-economic, environmental, and technological impacts of tourism through various
regional-focused empirical studies and contemporary discussions. This book is ideally designed for managers, travel agents, tourism professionals, executives, marketing agencies,
academicians, researchers, and graduate-level students seeking current research on the applications of branding strategies in the tourism sector.

Fair Revenue Sharing Mechanisms for Strategic Passenger Airline Alliances
Springer Science & Business Media A major problem arising in airline alliances is to design allocation mechanisms determining how the revenue of a product should be shared
among the airlines. The nucleolus is a concept of cooperative game theory that provides solutions for allocating the cost or beneﬁt of a cooperation. This work provides fair revenue
proportions for the airline alliances based on the nucleolus, which assumes a centralized decision making system. The proposed mechanism is used as a benchmark to evaluate the
fairness of the revenue sharing mechanisms, where the alliance partners behave selﬁshly. Additionally, a new selﬁsh revenue allocation rule is developed that improves the
performance of the existing methods.

Pricing Perspectives
Marketing and Management Implications of New Theories and Applications
Springer The world of pricing has been changing at a fast pace. There has been a development of new dynamic pricing strategies, an explosion of new pricing tactics, and a focus on
smarter buyers. This book focuses on those developments and highlights new perspectives for pricing strategies.

Revenue Superstar!
The Simple Rules of Hotel Revenue Management
Johan Hammer **2017 overview update, based on feedback from readers: The purpose of this update is to make sure it’s super clear what this book is and what it is not. Please read
this before you buy the book to avoid any misunderstandings. If you are looking for an in-depth and detailed guide to the art of hospitality / hotel revenue management, this is not
it. In short, what inspired me to write this book was my frustration at not being able to ﬁnd a simple book that explains revenue management in a way that anybody can understand.
It does not matter whether you are already an experienced revenue manager, just starting out, or someone who just wants to learn more about the profession; regardless of what
stage of your hotel revenue management career you are at, you will ﬁnd valuable, practical ideas in this book that will help you thrive. ** Being a hotel revenue manager requires
mastering complex systems, keeping abreast of evolving technologies and adapting to continuous change. To be successful, the best revenue managers repeatedly ask diﬃcult
questions, seeking answers that will safeguard the ﬁnancial health of their hotels and ensure their rooms are not only booked, but optimized. But what may surprise you is that
answers to these questions are more than attainable—they also illuminate a set of simple rules that every revenue manager can follow to become a Revenue Superstar.

Revenue Management
Hard-Core Tactics for Market Domination
Currency From the man the Wall Street Journal hailed as "the guru of Revenue Management" comes revolutionary ways to recover from the after eﬀects of downsizing and refocus
your business on growth. Whatever happened to growth? In Revenue Management, Robert G. Cross answers this question with his ground-breaking approach to revitalizing
businesses: focusing on the revenue side of the ledger instead of the cost side. The antithesis of slash-and-burn methods that left companies with empty proﬁts and dissatisﬁed
stockholders, Revenue Management overturns conventional thinking on marketing strategies and oﬀers the key to initiating and sustaining growth. Using case studies from a
variety of industries, small businesses, and nonproﬁt organizations, Cross describes no-tech, low-tech, and high-tech methods that managers can use to increase revenue without
increasing products or promotions; predict consumer behavior; tap into new markets; and deliver products and services to customers eﬀectively and eﬃciently. His proven tactics
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will help any business dramatically improve its bottom line by meeting the challenge of matching supply with demand.

Operations Research and Enterprise Systems
7th International Conference, ICORES 2018, Funchal, Madeira, Portugal, January
24–26, 2018, Revised Selected Papers
Springer This book constitutes revised selected papers from the 7th International Conference on Operations Research and Enterprise Systems, ICORES 2018, held in Funchal,
Madeira, Portugal, in January 2018. The 12 papers presented in this volume were carefully reviewed and selected from a total of 59 submissions. They are organized in topical
sections named: methodologies and technologies; and applications.

Integrated Uncertainty in Knowledge Modelling and Decision Making
8th International Symposium, IUKM 2020, Phuket, Thailand, November 11–13, 2020,
Proceedings
Springer Nature This book constitutes the refereed proceedings of the 8th International Symposium on Integrated Uncertainty in Knowledge Modelling and Decision Making, IUKM
2020, held in Phuket, Thailand, in November 2020.* The 35 full papers presented were carefully reviewed and selected from 55 submissions. The papers deal with all aspects of
uncertainty modelling and management and are organized in topical sections on uncertainty management and decision support; machine learning; machine learning applications;
econometric applications; and statistical methods. * The conference was held virtually due to the COVID-19 pandemic.

Hospitality Revenue Management
Concepts and Practices
CRC Press This new textbook, Hospitality Revenue Management: Concepts and Practices, provides a comprehensive, in-depth introduction to the basic concepts and best practices of
hospitality revenue management. With a real-world, hands-on approach, the book places students in the role of a revenue manager striving to succeed in an ever-changing
hospitality business environment. The book takes a unique multi-author, collaborative approach, with chapters from outstanding industry leaders who share their experience and
provide the information necessary to arm students with the most up-to-date tools and methods they to be eﬀective in the hospitality revenue management ﬁeld. The chapters cover
the important topics in hospitality revenue management, including hotel pricing, hotel segmentation, distribution channels, competitive analysis, hotel forecasting, performance
analysis, market data, supply and demand management, and more.

Airline Revenue Management
Current Practices and Future Directions
Springer Nature The book provides a comprehensive overview of current practices and future directions in airline revenue management. It explains state-of-the-art revenue
management approaches and outlines how these will be augmented and enhanced through modern data science and machine learning methods in the future. Several practical
examples and applications will make the reader familiar with the relevance of the corresponding ideas and concepts for an airline commercial organization. The book is ideal for both
students in the ﬁeld of airline and tourism management as well as for practitioners and industry experts seeking to refresh their knowledge about current and future revenue
management approaches, as well as to get an introductory understanding of data science and machine learning methods. Each chapter closes with a checkpoint, allowing the reader
to deepen the understanding of the contents covered.This textbook has been recommended and developed for university courses in Germany, Austria and Switzerland.

EBOOK: Principles of Services Marketing
McGraw Hill Now in its seventh edition, Principles of Services Marketing has been revised and updated throughout toreﬂect the most recent developments in this fast-moving and
exciting sector. With a stronger emphasis onemerging and global economies, it’s been restructured to give clearer focus on key issues of eﬃciency,accessibility and customer
experience. This authoritative text develops an indispensable framework forunderstanding services, their eﬀective marketing and how this drives value creation. Key Features
•Opening vignettes introduce a chapter’s key themes with short examples that present topics in familiar, everyday scenarios students can relate to •Longer case studies feature
well-known companies and provide an opportunity to analyse real-life scenarios and apply understanding •‘In Practice’ vignettes drawn from services organizations from around the
world and how services are delivered and experienced by customers •‘Thinking Around the Subject’ boxes examine the operational challenges of putting theory in to practice
•‘Summary & links to other chapters’ reinforce the main topics covered and how they ﬁt within the wider context of services marketing to improve overall understanding of the
subject •Expanded coverage of key topics such as service dominant logic, servicescapes and the use of social media explore the latest theory and practice •Reﬂects the importance
of marketing for public services and not-for-proﬁt organizations •Includes new chapters on service systems and the experiential aspects of service consumption.

Revenue Management and Pricing Analytics
Springer “There is no strategic investment that has a higher return than investing in good pricing, and the text by Gallego and Topaloghu provides the best technical treatment of
pricing strategy and tactics available.” Preston McAfee, the J. Stanley Johnson Professor, California Institute of Technology and Chief Economist and Corp VP, Microsoft. “The book
by Gallego and Topaloglu provides a fresh, up-to-date and in depth treatment of revenue management and pricing. It ﬁlls an important gap as it covers not only traditional revenue
management topics also new and important topics such as revenue management under customer choice as well as pricing under competition and online learning. The book can be
used for diﬀerent audiences that range from advanced undergraduate students to masters and PhD students. It provides an in-depth treatment covering recent state of the art
topics in an interesting and innovative way. I highly recommend it." Professor Georgia Perakis, the William F. Pounds Professor of Operations Research and Operations Management
at the Sloan School of Management, Massachusetts Institute of Technology, Cambridge, Massachusetts. “This book is an important and timely addition to the pricing analytics
literature by two authors who have made major contributions to the ﬁeld. It covers traditional revenue management as well as assortment optimization and dynamic pricing. The
comprehensive treatment of choice models in each application is particularly welcome. It is mathematically rigorous but accessible to students at the advanced undergraduate or
graduate levels with a rich set of exercises at the end of each chapter. This book is highly recommended for Masters or PhD level courses on the topic and is a necessity for
researchers with an interest in the ﬁeld.” Robert L. Phillips, Director of Pricing Research at Amazon “At last, a serious and comprehensive treatment of modern revenue
management and assortment optimization integrated with choice modeling. In this book, Gallego and Topaloglu provide the underlying model derivations together with a wide range
of applications and examples; all of these facets will better equip students for handling real-world problems. For mathematically inclined researchers and practitioners, it will
doubtless prove to be thought-provoking and an invaluable reference.” Richard Ratliﬀ, Research Scientist at Sabre “This book, written by two of the leading researchers in the area,
brings together in one place most of the recent research on revenue management and pricing analytics. New industries (ride sharing, cloud computing, restaurants) and new
developments in the airline and hotel industries make this book very timely and relevant, and will serve as a critical reference for researchers.” Professor Kalyan Talluri, the Munjal
Chair in Global Business and Operations, Imperial College, London, UK.

Optimal Pricing and Seat Allocation in the Airline Industry Under the Market
Competition
Revenue Management
A Path to Increased Proﬁts
Business Expert Press Revenue Management
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Pricing and Proﬁtability Management
A Practical Guide for Business Leaders
John Wiley & Sons The practical guide to using pricing and proﬁtability management to build a better business A comprehensive reference for any business professional looking to
understand the capabilities and competencies required for eﬀectively managing pricing and proﬁtability, Pricing and Proﬁtability Management explains how to determine the right
approach, tools, and techniques for each of six key categories (pricing strategy, price execution, advanced analytics and optimization, organizational alignment and governance,
pricing technology and data management, and tax and regulatory eﬀectiveness). Exploring each category in detail, the book addresses how an integrated approach to pricing
improvement can give a sustainable, competitive advantage to any organization. The ultimate "how to" manual for any executive or manager interested in price management, the
book presents a holistic, comprehensive framework that shows how integrating these pricing categories into a cohesive program leads to impressive gains that cannot be achieved
through a single-pronged approach. Presents a comprehensive framework for more eﬀectively managing pricing and proﬁtability Identities the six key categories of pricing and
proﬁtability management Shows you how to gain a competitive edge by managing pricing and proﬁtability Taking a comprehensive view of pricing, companies can position
themselves to tap a vast source of shareholder value—the ability to set and enforce proﬁtable prices, not just once, but again and again in response to marketplace changes and
evolving business needs—and this book will show you how.

Hotel Revenue Management
Strategies To Boost Topline Revenue At Your Property
Independently Published Creating memorable experiences is essential to operate a thriving hotel. But increased competition has made revenue growth and proﬁtability equally
important. That's why we've created this guide-it's ﬁlled with tips on building a revenue strategy that's right for your business, freeing you to spend more worry-free time with
guests. The landscape for small and medium-sized hotels is changing constantly. As an owner or manager, you need to keep up with these changes. This book is a practical, plainEnglish guide to increasing your hotel revenue. It draws from cutting-edge research and the latest best practices, giving simple, workable suggestions. The book covers the ﬁelds of
room pricing, your website, how to best use online travel agents, improving your reviews, oﬀering more value, increasing the sales channels, and many more. It provides a multifaceted approach to both getting more bookings and being able to charge more for those bookings.

Revenue Management for the Hospitality Industry
Wiley Global Education Revenue Management for the Hospitality Industry is ﬁlled with practical examples and best practices on the topic of revenue management, a critical aspect
of the industry. Through numerous revenue management examples from the hospitality industry and a running case example throughout the book, students will discover how they
can incorporate revenue management principles and best practices. The core of revenue management of a hospitality organisation is to, as the authors explain, "charge the right
price, to the right customer, for the right product, through the right channel, at the right time." The book is intended for students with prior knowledge and understanding of the
hospitality industry, and will explain what they need to know and how to be successful.

Family Tourism
Multidisciplinary Perspectives
Channel View Publications This cutting-edge international book brings together leading experts? latest research in the ﬁeld of family tourism by adding to its underdeveloped
knowledge base. Family Tourism: Multidisciplinary Perspectives underlines the infancy of academic family tourism research that belies its market importance and directs towards
future implications and theoretical debates about the place of families within tourism.

Intelligent Transportation and Planning: Breakthroughs in Research and Practice
Breakthroughs in Research and Practice
IGI Global From driverless cars to vehicular networks, recent technological advances are being employed to increase road safety and improve driver satisfaction. As with any newly
developed technology, researchers must take care to address all concerns, limitations, and dangers before widespread public adoption. Intelligent Transportation and Planning:
Breakthroughs in Research and Practice is an innovative reference source for the latest academic material on the applications, management, and planning of intelligent
transportation systems. Highlighting a range of topics, such as automatic control, infrastructure systems, and system architecture, this publication is ideally designed for engineers,
academics, professionals, and practitioners actively involved in the transportation planning sector.

Hospitality Marketing
Taylor & Francis This introductory textbook shows you how to apply the principles of marketing within the hospitality industry. Written speciﬁcally for students taking marketing
modules within a hospitality course, it contains examples and case studies that show how ideas and concepts can be successfully applied to a real-life work situation. It emphasizes
topical issues such as sustainable marketing, corporate social responsibility and relationship marketing. It also describes the impact that the internet has had on both marketing
and hospitality, using a variety of tools including a wide range of internet learning activities. This 3rd Edition has been updated to include: Coverage of hot topics such as use of
technology and social media, power of the consumer and eﬀect on decision making, innovations in product design and packaging, ethical marketing and sustainability marketing
Updated online resources including: power point slides, test bank of questions, web links and additional case studies New and updated international case studies looking at a broad
range of hospitality settings such as restaurants, cafes and hotels New discussion questions to consolidate student learning at the end of each chapter.

European Journal of Tourism Research
Volume 30
Varna University of Management The European Journal of Tourism Research is an open-access academic journal in the ﬁeld of tourism, published by Varna University of
Management, Bulgaria. Its aim is to provide a platform for discussion of theoretical and empirical problems in tourism. Publications from all ﬁelds, connected with tourism such as
tourism management, tourism marketing, tourism sociology, psychology in tourism, tourism geography, political sciences in tourism, mathematics, tourism statistics, tourism
anthropology, culture and tourism, heritage and tourism, national identity and tourism, information technologies in tourism and others are invited. Empirical studies need to have
either a European context or clearly stated implications for the European tourism industry. The journal is open to all researchers. Young researchers and authors from Central and
Eastern Europe are encouraged to submit their contributions. The journal is indexed in Scopus and Clarivate Analytics' Emerging Sources Citation Index. There are no charges for
publication. The editorial team welcomes your submissions to the European Journal of Tourism Research.

Capacity Options for Revenue Management
Theory and Applications in the Air Cargo Industry
Springer Science & Business Media This book proposes capacity options as a ﬂexible alternative air cargo contract type, and illustrates how capacity can be priced through option
contracts. The analysis is accomplished by means of an analytical multivariate optimization model under price and demand uncertainty. A case study using data from a leading
German carrier illustrates the ﬁnancial potential. Finally, the author shows how capacity-option contracts integrate into the context of air cargo revenue management.

Social Media Marketing in Tourism and Hospitality
Springer This book describes ongoing developments in social media within the tourism and hospitality sector, highlighting impacts on both the demand and the supply side. It oﬀers
a combination of theory and practice, with discussion of real-life business experiences. The book is divided into three parts, the ﬁrst of which provides an overview of recent trends
in social media and user-generated content, clariﬁes concepts that are often used in an overlapping way and examines the “digitization of word of mouth” via online networks. The
second part analyzes the impacts that social media can have on traveler behavior for each step in the travel process and also on suppliers, highlighting opportunities, threats and
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strategies. In the third part of the book, future potential trends deriving from the mobile marketing technologies are explored and possible methods for social monitoring by means
of key performance indicators are examined. It is considered how engaging customers and prospects by means of social media might increase customer loyalty, foster electronic
word-of-mouth communication, and consequently have important eﬀects on corporate sales and revenues. The discussion encompasses methods to measure company performance
on each of the social media in order to understand the optimal mix that will support and improve business strategies.

Hotel Revenue Management
Strategies To Boost Topline Revenue At Your Property: Easy Guide To Increasing Your
Hotel Revenue
Creating memorable experiences is essential to operate a thriving hotel. But increased competition has made revenue growth and proﬁtability equally important. That's why we've
created this guide-it's ﬁlled with tips on building a revenue strategy that's right for your business, freeing you to spend more worry-free time with guests. The landscape for small
and medium-sized hotels is changing constantly. As an owner or manager, you need to keep up with these changes. This book is a practical, plain-English guide to increasing your
hotel revenue. It draws from cutting-edge research and the latest best practices, giving simple, workable suggestions. The book covers the ﬁelds of room pricing, your website, how
to best use online travel agents, improving your reviews, oﬀering more value, increasing the sales channels, and many more. It provides a multi-faceted approach to both getting
more bookings and being able to charge more for those bookings.

Segmentation, Revenue Management and Pricing Analytics
Routledge The practices of revenue management and pricing analytics have transformed the transportation and hospitality industries, and are increasingly important in industries
as diverse as retail, telecommunications, banking, health care and manufacturing. Segmentation, Revenue Management and Pricing Analytics guides students and professionals on
how to identify and exploit revenue management and pricing opportunities in diﬀerent business contexts. Bodea and Ferguson introduce concepts and quantitative methods for
improving proﬁt through capacity allocation and pricing. Whereas most marketing textbooks cover more traditional, qualitative methods for determining customer segments and
prices, this book uses historical sales data with mathematical optimization to make those decisions. With hands-on practice and a fundamental understanding of some of the most
common analytical models, readers will be able to make smarter business decisions and higher proﬁts. This book will be a useful and enlightening read for MBA students in pricing
and revenue management, marketing, and service operations.

Revenue Management
Advanced Strategies and Tools to Enhance Firm Proﬁtability
Now Publishers Revenue Management: Advanced Strategies and Tools to Enhance Firm Proﬁtability provides an overview of revenue management (RM) and discusses approaches
that ﬁrms can use to more proﬁtably manage and deﬁne the ways in which they sell their capacity.

Revenue Management Integration
GRIN Verlag Diploma Thesis from the year 2010 in the subject Tourism, grade: 1,8, International University of Applied Sciences Bad Honnef - Bonn (Internationale Hochschule Bad
Honnef-Bonn (IUBH)), course: International Tourism and Hospitality Management, language: English, abstract: The diploma thesis assesses the opportunity to implement an
integrated approach to revenue management in order to meet the challenges of the competitive tourism environment, which are particularly stemming from the increasing
importance of the internet. It is proposed that eﬀective and eﬃcient coordination of the disciplines of revenue management, marketing, sales and e-commerce leads to Revenue
Management Integration (RMI), which has a positive eﬀect on ﬁnancial performance and competitiveness. The thesis aims at identifying key linkages among the disciplines and
creates a guideline of how the integration may be achieved. Using multivariate regression, it is tested with 30 hotels, aﬃliated to eight of the largest hotel chains in Germany,
whether Revenue Management Integration is positively related to ﬁnancial performance. The study showed that integrated revenue management is positively related to RevPAR
performance in hotel properties, while the relationship to other proﬁtability measures, such as Return on Equity (ROE) and Operating Proﬁt Margin (OPM) did not yield clear results.

Tourism and the Implications of Climate Change
Issues and Actions
Emerald Group Publishing Provides a platform for knowledge exchange between diﬀerent disciplines and for learning from both theory and practice in the context of tourism and
climate change. This book examines subjects as diverse as: the European hotel sector; the North American cruise tourism industry; and, New Zealand youth hostels and campervans.

Pricing Services and Revenue Management
Ws Professional Creating a viable service requires a business model that allows for the costs of creating and delivering the service, in addition to a margin for proﬁts, to be
recovered through realistic pricing and revenue management strategies. However, the pricing of services is complicated. Pricing Services and Revenue Management explains how to
set an eﬀective pricing and revenue management strategy that fulﬁls the promise of the value proposition so that a value exchange takes place. This book is the fourth volume in
the Winning in Service Markets Series by services marketing expert Jochen Wirtz. Scientiﬁcally grounded, accessible and practical, the Winning in Service Markets Series bridges the
gap between cutting-edge academic research and industry practitioners, and features best practices and latest trends on services marketing and management from around the
world.
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