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Hotel revenue 
management:  
A complete guide
As a hotel owner or manager, maximizing 
revenue is key to staying competitive 
and profitable in the hospitality industry. 
This is where hotel revenue management 
comes in. In this comprehensive guide, 
we’ll explore what hotel revenue 
management is, why it’s important,   
and how to implement it effectively      
to boost your hotel’s bottom line. 

https://www.amadeus-hospitality.com/uk
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1

B   What is the purpose of hotel revenue management?

Hotel revenue management basics
A   What is hotel revenue management?
Hotel revenue management refers to the process of maximizing revenue and profits through 
the strategic management of pricing, hotel inventory, and distribution channels.

Revenue managers analyze market demand, adjust pricing and inventory levels, and employ 
various techniques to optimize revenue and profit margins.

By optimizing these factors, hoteliers can attract more guests, increase occupancy rates, 		
and drive revenue growth.

The goal of hotel revenue management is to achieve the right balance between occupancy 
and rate, ensuring that hotels are operating at maximum capacity while also charging optimal 
prices. This requires a deep understanding of market dynamics, consumer behavior, and 
industry trends.

https://www.amadeus-hospitality.com/uk
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Some foundational aspects of hotel revenue management include:

Revenue management is crucial to the success of any hotel. With competition in the hotel 
industry at an all-time high, maximizing revenue has become a necessity. Effective revenue 
management can help hotels optimize their prices and inventory, make data-driven decisions, 
and stay competitive.

By using revenue management techniques, hotels can anticipate demand and optimize pricing 
to maximize revenue per available room (RevPAR), which is a key performance indicator in the 
hotel industry. Additionally, revenue management can help hotels identify their most profitable 
customer segments and tailor their offerings to suit those customers' needs.

Revenue management is crucial in the competitive hospitality industry. It helps hotels:

C   Key principles of hotel revenue management

D    The importance of hotel revenue management

• Segmentation: Understanding and targeting 
different customer segments based on their needs, 
preferences, and willingness to pay.

• Forecasting: Predicting future demand for rooms  
and adjusting prices and inventory accordingly.

• Optimization: Finding the optimal pricing and 
inventory mix to maximize revenue and profits.

• Distribution: Managing sales channels to ensure rooms 
are being sold through the most effective channels.

1. Increase profitability 
by optimizing pricing 
and maximizing 
revenue from 
available inventory.

2. Enhance the guest 
experience by offering 
tailored rates and 
packages.

3. Make informed 
decisions about 
marketing, 
promotions, and 
distribution channels.

https://www.amadeus-hospitality.com/uk
https://www.amadeus-hospitality.com/insight/what-is-revpar-formula-calculate/
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To measure the effectiveness of revenue management strategies, hotels monitor key 
performance indicators (KPIs) such as:

• Average daily rate (ADR): The average revenue generated per occupied room.

• Occupancy rate: The percentage of rooms occupied during a specific period.

• Revenue per available room (RevPAR): A measure that combines ADR and occupancy rate         
to evaluate overall performance.

Revenue management originated in the airline industry in the 1980s and has since been 
adopted by other industries, including hospitality. Revenue management in hotels is critical, 
given the perishable nature of hotel rooms and the highly competitive market. Effective 
revenue management can help hotels make the most of their resources, minimize waste,    
and increase revenue. 

E     Hotel revenue management key performance indicators

F     Hotel revenue management origins

https://www.amadeus-hospitality.com/uk
https://www.investopedia.com/terms/a/average-daily-rate.asp
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2Market segmentation by traveler type
Segmenting the market allows hotels to target different customer groups with tailored pricing 
and packages. Common segments include leisure travelers, business travelers, and groups. By 
understanding each segment’s needs and booking behaviors, hotels can optimize revenue and 
enhance guest satisfaction.

It is recommended that you determine which traveler segments are going to be most 
profitable for your hotel. These may be completely different groups or personas than you’ve 
previously targeted. By organizing your business mix this way, you can proactively engage 
with the ideal demographic groups at the right time and have a better understanding of their 
motivations and preferences to book.

Use the chart below to quickly highlight the booking channels and travel segments you are 
performing well with as well as new opportunities for growth.

TRAVELER SEGMENTS            BOOKING CHANNELS		             TRAVELER TYPES

LEISURE

BUSINESS

GROUP BUSINESS

- Direct 

- Phone/Email 

- Travel Agency 

- Corporate and 
Executive 

- OTA 

- Event Planners 

- Group Booking 
Platforms  

- Consortia and 
Travel Partnerships 

- GDS

- Direct 

- Phone/Email 

- Travel Agency 

- Corporate and Executive 

- Internal Employee 

- Brand.com

- Direct 

- OTA 

- FIT (Flexible Independent Travel) 

- Phone/Email 

- Walk-In Reservation 

- Corporate  

- Social or Leisures  

- Military  

- Educational  

- Religious  

- Fraternal  

- Sport teams/    
tournaments  

- Tour Groups  

- Convention/Trade 
Show 

- Business Leisure/
Bleisure  

- Solo/Internal   
Travel  

- Executive Travel 

- Small Meetings 

- Conferences  

- Large Conferences  

- Conventions 

- City-wide Events

- Individual 

- Social Groups  

- Celebrations  

- Weddings  

- Families  

- Sport teams  

- Special Events 

- Friends and family  

- Cultural Events

www.amadeus-hospitality.com
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First, take a detailed look at what types of leisure travelers you have been successful with so 
far. Have you deprioritized any segments that are back booking into your market? What about 
any new segments that have grown?  

Examine your forward-looking occupancy data to learn more about booking behaviors and 
preferences to help identify which leisure travelers will be your most profitable.  

Traveler segments are evolving, so see what is working for your competitive set or in other 
regions that are attracting bookings from your ideal audience.  

Meet at least weekly with your sales and marketing teams to make 
sure your offerings remain attractive, and you are reaching shoppers at the right 
time and on the right channels. 

A    Capturing leisure demand

*

https://www.amadeus-hospitality.com/uk
https://www.amadeus-hospitality.com/resources/hotel-marketing-strategies-traveler-journey/
https://www.amadeus-hospitality.com/resources/hotel-marketing-strategies-traveler-journey/
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Regarding corporate travel, it is important to find out everything you can about business travel 
trends in your market/location and where bookings come from.

Take a proactive approach and contact local businesses, trade organizations, and convention 
and visitors bureaus to learn more about their group bookings, events, and conferences.

Don’t underestimate revenue opportunities from emerging segments like “blended” or 
“bleisure” travelers and digital nomads. In recent times, it has become much more common   
to see people blending the business and leisure elements of travel together. 

Many companies have policies in place to motivate staff to extend business trips with extra 
vacation time, and major brands like Hyatt, Marriott, and Accor all are already offering “work, 
stay, play” packages.

These new segments require you to capture the attention of individuals, offering everything 
from a dedicated workspace with complimentary WiFi to leisure activities like golf and cooking 
classes. If your property has the means to tailor packages to working travelers in personalized 
ways like this, you can easily open a new revenue stream. Get creative in what you offer 
travelers and think outside the box based on new travel motivators.

To maximize group bookings and capture the demand effectively, it is essential to: 

• Identify the key group segments in your market. 

• Develop targeted marketing strategies that resonate with these segments. 

• Establish partnerships and collaborate with group travel agencies and event planners. 

• Customize packages, amenities, and services to attract and cater to group bookings.  

• Proactively engage with local businesses and organizations to uncover and capitalize on              
group booking opportunities.

You can ask yourself:

• Are businesses booking groups and conferences in your area?

• Are there any travel agencies shopping on behalf of corporations?

• Are any direct bookings being made with  business email 
addresses?

• How are you targeting new and emerging segments within 
business travel?

B   Capturing business demand

C   Capturing “bleisure” demand

D   Capturing group business 

https://www.amadeus-hospitality.com/uk
https://www.amadeus-hospitality.com/insight/business-or-leisure-why-not-cater-to-the-traveller-who-does-both/
https://www.amadeus-hospitality.com/insight/business-or-leisure-why-not-cater-to-the-traveller-who-does-both/
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Pricing strategies for hotels 
 
 
 
 

Pricing optimization is the process of finding the optimal price for each room type, taking into 
account market demand, competitor pricing, and guest preferences. By optimizing prices, you 
can increase revenue while also ensuring that guests perceive the value of their stay.

Some strategies for pricing optimization include:

• Dynamic pricing: Adjusting prices in real-time based on demand and other factors.

• Length of stay pricing: Offering discounts for longer stays to encourage guests to book longer stays.

• Value-added pricing: Bundling services or amenities with room rates to create a perception of 
value for guests.

An effective pricing strategy requires flexibility, informed decision-making, and differentiation 
of your offerings outside of the guest room.

Dynamic pricing involves adjusting room rates in real-time based on factors like demand, 
competition, and market conditions. This strategy helps hotels capitalize on high-demand 
periods and attract price-sensitive customers during low-demand periods.

Think beyond the guest room as the main source of revenue and expand your strategy to focus 
on the total profitability per available traveler.

3

A    What is hotel pricing optimization?

B   Dynamic pricing strategies

https://www.amadeus-hospitality.com/uk
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Keep in close partnership with your marketing and sales team to:

• Identify all your incremental revenue offerings and opportunities for every traveler segment and   
then see how you stack up against your competition.

• Take stock of any partnerships with other local businesses and outlets that can add to your offerings 
and diversify your property in your market.

• Work with marketing and sales teams to design new packaged offerings or value added services 
based on your target segments.

•  Work with your operational teams to make sure they can support these new offerings and packages 
at scale, so as not to inflate operating costs, and ensure a memorable experience.

• Try out new offerings frequently to experiment and identify which ones are most successful. 

The most effective hotel revenue management strategies not only require flexible pricing but 
also differentiation of your hotel offerings outside of the guest room.

As you think about updating or creating new value added promotions, first consider:

• The booking window: To maximize your profitability, continuously monitor the booking window 
across your most profitable segments to identify any trends that point toward demand growth. A 
good first step is to gather as much forward-looking occupancy data as you can about how lead 
times look in your area and region (Visit our Amadeus Hospitality Insights hub).

• Occupancy: It’s critical to focus on finding a baseline for what your occupancy levels should look 
like. An effective source of insight can be to leverage occupancy pace data instead of annualized 
occupancy metrics. Be realistic about the volume of guests you think will book and let that 
perspective help drive the rates you plan to offer.

• Demand: Keep a constant pulse on any changes in your markets that could trigger a rise or fall in 
demand as a way to be prepared to change your rates at a moment’s notice. 

There are many hotel choices for travelers to choose from,                 
so be thoughtful in your pricing to remain competitive.
• Length of stay: Think about how to entice or reward guests based on the length of their stay, such 

as steeper discounts or more significant value-added services on long stays. Also, be considerate as 
to what each segment will need for a comfortable and safe stay like hygiene amenities, extra towels, 
or discounted services for private travel.

C   Differentiated pricings Strategies

*

www.amadeus-hospitality.com
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• Upsell new or enhanced offerings throughout the traveler journey: Compile a list of your most 
profitable offerings and promote these across every step of the traveler journey – in media campaigns or 
marketing emails, on the website or booking engine, and in pre-stay communications. Additionally, educate 
your front desk staff on the latest promotions and empower them to upsell guests once they arrive.

• Loyalty guests: Think about the best prices you can offer to repeat guests who are booking your hotel. 
Loyalty guests will be a great source of bookings if you can attract your most valued travelers in a truly 
differentiated way. Leverage your hotel CRM tools to segment, personalize, and target communications 
and special offers to both loyalty program members and “shadow loyalty” guests (non-program 
members that have a history of repeat bookings) as a ‘thank you’ for their continued business.

• Flexibility and cancellation policies: Flexible cancellation policies are a new norm among travelers. 
Remain flexible and give both future and returning guests the ability to switch their reservations if plans 
change. Proactively reach out to travelers during the booking process and before arrival to be informed 
earlier about their travel plans. Additionally, make sure your direct booking cancellation policies are 
more flexible than third-party booking engines to shift share to direct and Brand.com channels.

Flexibility and understanding are what will humanize your property in the 
market and bolster your hotel’s reputation. The more flexible you are with your 
pricing strategies, the more competitive you will be.*

https://www.amadeus-hospitality.com/uk
https://www.amadeus-hospitality.com/solutions/guest-management/
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4Maximizing revenue opportunities:         	
leisure, business, and group strategies 
In a volatile environment, rate parity remains an important objective, but it should not 		
be the only one. It’s now equally important to combine your pricing plans with value-		
added offerings to diversify yourself against the competition instead of just offering more 	
alluring rates to travelers

1. Leisure and business strategies

• Make sure you have flexible value-added options instead of solely focusing on your rate parity. 
It can take up to twice as long to recover rates that are significantly lower than what you once 
offered. If demand picks up quickly in your region, having multiple options that go beyond the room 

A    Offer attractive add-ons

https://www.amadeus-hospitality.com/uk
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to address your business mix will be much more profitable than just racing to the bottom on ADR.       
By having a more diversified offering along with competitive rates, you can easily differentiate      
and break out above the competition, especially when it comes to third-party channels.

• Offer attractive add-ons: Package room stays with free late check-outs, complimentary drinks 
delivered to the guest’s room upon check-in, or a free room upgrade. Think about timed promotional 
stay packages with personalized amenities for loyalty guests, or long term stay options.

• Ensure optimal rate parity so that rates and offers on your website meet or beat third-party 
metasearch and OTA channels by comparing metrics, diagnosing the internal or external causes       
of disparity, and taking appropriate action to resolve them.

• Keep a real-time pulse on booking channel shifts in your market and location. Today, it is 
recommended to have a game plan ready to catch the eye of travelers and entice bookings across 
your different marketing channels.

• Use Direct and Brand.com channels to your advantage by making your differentiated value-
added offers only available through these channels instead of third-party ones. Make sure your 
marketing and sales teams use targeted media and advertising to promote direct booking offers that 
address “bargain hunting” on OTAs. Show travelers that the “value” of booking direct with you has 
more benefit to them than any slight cost savings from booking through a third-party.

• Review and refine your metasearch strategy to make sure you’re optimizing visibility of your 
direct channel as other channels start to gain momentum. Metasearch can also insulate you from 
unnecessary costs, with many solutions only charging a commission upon successful check-outs.

• Pay close attention to which travel agents are booking your property. According to a recent 
Amadeus and MarketCast survey, GDS (global distribution systems) usage is increasing at a faster 
rate than other channels with 50% of agents responding that they are using the platform more now 
compared to three years ago. It is recommended to proactively reach out to them to find new ways 
of creating more business together. The stronger your relationships are with travel agents, the more 
organic business your hotel will be able to create.

• Review your loyalty point allocation across all your guest accounts and consider promoting their 
usage. You can think of offering new ways to use these points that differentiate your property and 
inspire spending outside of the room. An easy approach to start with is to offer exclusive purchase 
experiences for loyalty members with redemption points. You can tailor these experiences based 
on previous spending habits of your loyalty members such as private cooking classes, family pool 
cabana rentals, or a special deal with a local hotspot or outlet.

B   Ensure rate parity

C   Use the right distribution channels 

D   Adjust your loyalty schemes 

https://www.amadeus-hospitality.com/uk
https://www.amadeus-hospitality.com/insight/five-tips-for-hotels-to-boost-their-metasearch-performance/
https://www.amadeus-hospitality.com/resources/global-travel-agent-report/
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2. Group strategies
With the resurgence of group travel, acquiring this segment has become increasingly important 
for hotels. In addition to strategies tailored for individual travelers, it’s crucial for hotels that host 
a significant volume of group business to incorporate dedicated group-focused tactics into their 
revenue management approach. By doing so, these properties can capitalize on the growing 
demand of group business, capture a larger share of the market, and maximize profitability.  

Consider the following strategies tailored specifically for managing group business 
revenue: 

• Corporation and agency targeting: Assess which corporations (and their associated agencies) are 
booking into your market, property, and competitive set to identify areas of opportunity and define 
the corporate or agency relationships you should focus time on creating or fostering. 

 • Dynamic group pricing: Just as with individual bookings, group booking pricing can be adjusted 
dynamically based on demand, competition, market conditions, and the size or nature of the group. 
This approach can help you optimize revenues from group business and attract more bookings during 
periods of lower demand. 

• Group booking window analysis: Group bookings typically have a different booking window 
compared to individual reservations. Continually monitor this window to understand demand trends, 
optimize your pricing strategy, and better predict and manage your hotel’s occupancy and resources. 

• Streamline RFP responses and flexible group contracts: Enhance efficiency by promptly 
responding to RFPs using integrated proposal templates. Close more sales by incorporating flexibility 
into your group contracts based on your hotel’s capability and operational capacities. 

• Tailored group packages: Consider creating customized packages that cater to the specific needs 
of different types of groups. This can include corporate meeting packages, wedding packages, or 
special rates for sports travel teams. Offering these value-added packages can differentiate your 
hotel and increase the perceived value of group bookings. 

• Upselling and cross-selling for groups: There are many opportunities for upselling and cross-
selling with group bookings. Consider offering special meal plans or exclusive use of hotel facilities, 
or booking additional activities such as local tours or entertainment where a commission might be 
available. By differentiating your hotel from competitors through these unique and value-added 
services tailored for groups, you can significantly enhance your hotel’s revenue and position your 
establishment as a go-to destination for group bookings. 

• Group loyalty programs: Consider developing loyalty programs or incentives specifically tailored 
for group bookings. This could be in the form of discounts for future bookings, special amenities, or 
unique experiences, and it can help encourage repeat business. 

By incorporating these group-specific strategies into your overall revenue management 
approach, you can maximize the profitability of each group booking, attract a wider range 	
of group customers, and stay competitive in your market. 

https://www.amadeus-hospitality.com/uk
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5Doubling down on high-quality data          
for better forecasting
A   Stay ahead of the curve with high-quality data
Historically, hoteliers would rely on one or two historical data sources and then leverage a 
forecast to determine booking, channel, and segmentation trends in their market. Before the 
pandemic, booking trends were much more predictable.

Traveler trends are constantly changing and without comprehensive data - from multiple 
reliable sources - your market view will be incomplete and inaccurate. Start collecting as 
much data as you can about future traveler booking trends to fully understand how these new 
changes are going to affect your revenue strategies, so you don’t have to guess.

Ensuring that your data is high quality is critical. Aggregating year-over-year historical data 
to predict what future trends will look like is no longer effective. Hoteliers need access to 
data that can present an accurate picture of what’s going on in their markets in real-time 
and in the future. 

https://www.amadeus-hospitality.com/uk
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Five critical attributes make up the highest quality standard of market data that 
you should be looking at before you make any revenue-related decisions:

• On-the-books (OTB): Data that is a confirmed hotel reservation, not a forecast.

• Forward-looking: Data that shows information about business booked for future stay dates,       
and not a projection or forecast of when bookings may happen.

• Sanctioned: Data that is extracted in partnership with the provider.

• Segmented: Data that has significant depth levels of segmentation, market, and traveler attributes.

• Fresh: Data that is refreshed frequently, preferably daily.

How is demand changing in your market? What data is most relevant for you to understand 
market fluctuations? What data can help you map out segments and booking behaviors?

Combining both historical and forward-looking data that shows on-the-books business in    
your market will be key to your success. Comparing future booking patterns that are trending 
to prior years like 2019, 2020, 2021, and 2022 and identifying potential future demand  
peaks will also allow you to stay ahead of the competition.

Analyzing every bit of data about what’s going on in the future will help you make more 
confident business decisions.

B   What attributes make for high-quality hotel data?

C   Take a comprehensive approach to data

https://www.amadeus-hospitality.com/uk
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Data holds the key to many of the challenges hoteliers are facing. Every revenue manager 
needs a well thought out, profitable, and adaptable strategy backed by comprehensive data.

Data provides the central window through which you are informed about what is working and 
what needs rethinking. It will give insight into which business and operational pivots should be 
adopted for the longer term and which can be left behind as guests keep arriving.

It is the lifeblood of any revenue, sales, or marketing strategy and is central to activating 
the right mix of distribution channels at the right time. As with anything, though, data needs 
perspective, and ensuring that it is delivered from trustworthy sources, understood correctly 
and then acted upon, is critical.

As we look to the future with a data-driven approach to revenue management, there is a 
significant sense of optimism. The desire for travel is well documented and felt personally 	
by people the world over.

It is recommended that you create new competitive sets based on the changes you see 
happening in your hotel’s market and in your competition.

This is because every property belonging to the competition in your market is constantly 
assessing their traveler segmentation and pricing strategies. Also, new competition keeps 
emerging and adapting based on new travel behaviors. For instance, hotels that typically 
catered to large group business can suddenly be vying for your transient travelers.

No matter what situation you are in, consider the following: 

• Map and list what potential changes in supply and demand could look like based on trends 
you are seeing in your market. Develop contingency plans so you can react quickly based on what 
your competitors do. The last thing you want to do is rush when reacting to any change and lose 	
the opportunity to capture bookings before your competition does.

• Identify and build multiple comp sets and evaluate how often you 				  
currently measure against them. Focus on the distribution channels you 				 
currently leverage, how to capitalize on bookings in places where your 				  
competitors are not present, and areas to improve where you 				  
underperform.   

E   Closely monitor your competitive set’s data

D   Let data guide your decision-making

https://www.amadeus-hospitality.com/uk
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  Think about both short-term and long-term ways you can leverage booking channels more effectively. 
The more you map these out with realistic expectations, the more you can play to your strengths to 
shift share in your direction.

• Gather as much market data as possible. The more data that helps illuminate what strategies 
have elevated your property above the competition, the better. Capture current and forward-looking 
occupancy, ADR, and general RevPAR data about your competitive sets so you can create new KPIs 
to measure against. This will help you understand how aggressive you need to be to attract new 
business or inspire repeat guests to stay at your property.

• Look at any shifts in distribution strategies within your competitive sets and see what 
changes may work best for your property to differentiate. Gather those best practices and figure out 
how to apply them to your current situation.

• Keep an eye on alternative accommodations: Not only should you get your property on sites  
like Airbnb, but take the time to research how successful short-term rental hosts market their 
combined ADR and value-added services. Compare it to your offerings  and ensure you have parity 
or something unique to offer compared to hosts. A few areas in which you could start doing this 
might be leveraging targeted marketing that communicates more controlled safety and cleanliness 
standards, having on-site staff to help you at a moment’s notice, and other hotel strengths that 
short-term rental hosts can’t offer. 

https://www.amadeus-hospitality.com/uk
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6Leveraging technology for revenue 
optimization in hotels   
In today’s market, many hoteliers still rely on outdated approaches to driving 
revenue by focusing on historical data. The best performing hotels have 
mastered the use of forward-looking data to make more informed decisions that 
maximize their revenues and help them earn their fair share of bookings. 

https://www.amadeus-hospitality.com/uk


  22.  Hotel Revenue Managementwww.amadeus-hospitality.com

Why is technology software important in hotel revenue management? 

Technology has played a vital role in the evolution of revenue management in the hotel 
industry. With the development of new technologies, hoteliers can now leverage data-driven 
insights to make informed decisions about pricing and inventory management. 

Technology provides a range of tools and platforms that help hotels maximize their revenue 
potential. Here are some reasons why technology is so important in hotel revenue management: 

1. Data management: Revenue management involves collecting and analyzing large volumes of 
data to make informed decisions. With the help of technology, hotels can use various software and 
tools to collect, process, and analyze data more efficiently, thereby enabling them to make better 
decisions and improve their revenue. 

2. Forecasting and pricing: Technology can help hotels forecast demand and set the right prices 
for their rooms. This is done by using advanced algorithms that analyze historical data, competitor 
pricing, and other factors that impact demand. This way, hotels can optimize their pricing strategies 
to maximize revenue. 

3. Distribution: With technology, hotels can distribute their inventory to various online travel agencies 
(OTAs), travel agents, and other channels more efficiently. This helps hotels reach a wider audience, 
increase their visibility, and ultimately drive more revenue. 

4. Automation: Technology allows hotels to automate various revenue management tasks, such as 
rate updates, inventory management, and forecasting. This saves time and reduces errors, enabling 
hotels to focus on more strategic initiatives. 

Overall, technology is essential for hotels to optimize their revenue management processes, 
increase their revenue, and remain competitive in a constantly evolving industry. 

Software to consider for optimal revenue management 

One of the most significant advancements in hotel revenue management technology is the 
implementation of revenue management systems (RMS). Revenue management software 
helps hoteliers analyze demand patterns, optimize pricing strategies, and maximize revenue 
by automating the process of analyzing data and adjusting room rates. RMS uses complex 
algorithms that take into account various factors such as seasonality, market demand, 
competitor pricing, and historical data to make real-time, data-driven pricing recommendations 
that will improve a hotel’s financial performance. 

A   Revenue management systems (RMS) 

www.amadeus-hospitality.com
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Another technology that has transformed revenue management in the hotel industry is 
customer relationship management (CRM) software. CRM systems enable hoteliers to 
collect and analyze customer data, allowing them to segment customers by their behavior, 
preferences, and demographics. This information can be used to create targeted marketing 
campaigns and personalized offers that appeal to each customer segment. 

In addition to RMS and CRM, hotels may also leverage other technologies such as channel 
management software, online travel agencies (OTA), and mobile applications. Channel 
management software allows hoteliers to manage their distribution channels and rates 	
across multiple channels simultaneously, while OTAs enable hotels to reach a broader 	
audience and increase their visibility. Mobile applications have also become an essential 		
tool for revenue management, enabling guests to make reservations, order room service, 	
and access other hotel amenities. 

As we have seen before, data analytics and forecasting play a critical role in hotel revenue 
management. By analyzing historical and real-time data, hotels can identify trends, anticipate 
demand fluctuations, and make informed pricing decisions. Forecasting models help revenue 
managers predict future performance and adjust strategies accordingly. 

Not all market data is created equal, especially as traveler booking behaviors are constantly 
changing. It is important to know how to identify the most valuable data that informs your 
sales, market, and revenue decisions.  

In our Hotelier’s Guide to Buying Business Intelligence, we help you navigate your 
journey in identifying which business intelligence data is right for you by covering: 

• The rise of “on-demand” travelers and their impact on hospitality business intelligence 

• The importance of high-quality data 

• Important questions to ask yourself before investing in business intelligence 

• Important questions to ask business intelligence providers before you use their solutions 

• How to be confident in understanding the future of your market 

Download our Hotelier’s Guide to Buying Business Intelligence now! 

B   Customer relationship management (CRM) 

C   Channel management software 

D   Business Intelligence and Data Analytics & Forecasting software 

*
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E    Sales and catering software 
Incorporating sales and catering software like Amadeus’ Delphi – the most trusted name in 
the industry - can effectively bolster your revenue management strategy. This software is a 
powerhouse for leveraging business intelligence solutions to fine-tune your sales strategies.  

1. It opens access to features that enable your sales teams to automate tasks and streamline 
processes, which can significantly shorten response times and capitalize on opportunities.  

2. Additionally, Delphi can manage all aspects of event planning and execution, ensuring smooth 
operation. This integration of data and operations can lead to a more profitable and efficient 
revenue management process, especially in hotels focusing on group business. 

In summary, technology has revolutionized revenue management in the hotel industry by 	
providing hoteliers with valuable insights and tools to optimize pricing and inventory 		
management, improve customer segmentation, and streamline operations. 				  
As technology continues to advance, it will undoubtedly play an increasingly 				 
critical role in the success  of hotel revenue management strategies.

https://www.amadeus-hospitality.com/uk
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Conclusion
Hotel revenue management is an essential aspect of the hospitality industry, 
helping hotels optimize their financial performance by managing pricing, 
inventory, and demand. Successful revenue management strategies include 
dynamic pricing, market segmentation, and channel management. Technology 
plays a significant role in modern revenue management, with tools like property 
management systems, revenue management software, and data analytics 
helping hotels make data-driven decisions. As the industry continues to evolve, 
revenue managers must stay up to date with the latest trends and technologies 
to maximize their hotel’s profitability.

For further information, visit  

amadeus-hospitality.com  
or speak to an Amadeus representative today.
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Hotel revenue management frequently asked questions 

The primary goal of hotel revenue management is to maximize revenue by optimizing pricing,  
inventory, and demand. 

Some common KPIs include Average Daily Rate (ADR), Occupancy Rate, and Revenue Per Available 
Room (RevPAR). 

Dynamic pricing is a strategy that involves adjusting room rates in real-time based on factors like 
demand, competition, and market conditions. 

Technology supports hotel revenue management by providing tools and software for data analysis, 
forecasting, inventory management, and pricing optimization. 

A successful revenue manager should have strong analytical abilities, knowledge of the hospitality 
industry, familiarity with technology, excellent communication skills, and adaptability. 

Successful revenue managers possess a unique blend of skills and qualifications, including: 

1. Strong analytical abilities: Revenue managers must be able to analyze complex data and 
identify trends to make informed decisions. 

2. Knowledge of the hospitality industry: Understanding market dynamics and customer behavior 
is essential for effective revenue management. 

3. Familiarity with technology: Revenue managers should be comfortable using various software 
tools and systems to optimize pricing and inventory management. 

4. Channel management experience: Revenue managers should be able to ensure that inventory 
is profitably distributed across various booking channels (e.g., direct bookings and online travel 
agencies) to maximize visibility and revenue. Hotels must balance the costs and benefits of each 
channel while maintaining rate parity to avoid customer confusion and dissatisfaction. 

5. Communication skills: Clear and concise communication is necessary for collaborating with other 
departments and presenting data-driven insights to stakeholders. 

6. Adaptability: The ability to adapt to changing market conditions and respond to new challenges    
is crucial for success in this role. 

1     What is the primary goal of hotel revenue management?  

2     What are some key performance indicators (KPIs) used in hotel revenue management? 

3      What is dynamic pricing?  

4      How does technology support hotel revenue management?  

5      What skills and qualifications are essential for a successful revenue manager?  
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