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Waiting Lists
Promotional Packages
Potential Reservation Problems
E-commerce

Summary

Competencies

1. Discuss the sales dimension of the 
reservations process, outline the 

describe reservation inquiries and 
their distribution channels. 
(pp. 141–154)

2. Describe the process of taking group 
reservations and discuss group 
reservation issues. (pp. 154–158)

3. Identify the tools managers use to 
track and control reservations 
availability, and discuss the 
reservation record. (pp. 158–163)

4. Describe policies and procedures 

(pp. 163–166)
5. Explain the function of typical 

reservation reports, and summarize 
other reservation considerations. 
(pp. 166–175)


