
Chapter 13 Outline

The Concept of Revenue Management
Hotel Industry Applications
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Tactics
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Summary

Competencies

1. Explain the concept of revenue 
management, and discuss how 
managers can maximize revenue by 
using forecast information in capacity 
management, discount allocation, and 
duration control. (pp. 479–484)

2. Discuss common formulas managers 
use to measure and manage revenue. 
(pp. 485–498)

3. Explain how revenue management 

sales, transient room sales, other 
revenue opportunities, local and 
area-wide activities, special events, 
and fair market share forecasting. 
(pp. 498–508)

4. Discuss the revenue manager’s role 
and position, summarize typical 
revenue meetings, outline potential 
tactics to use in periods of high 
and low demand, discuss revenue 
management tactics, and explain how 

hotel managers. (pp. 508–521)


