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Freemium Economics presents a practical, instructive approach to successfully
implementing the freemium model into your software products by building
analytics into product design from the earliest stages of development. Your
freemium product generates vast volumes of data, but using that data to
maximize conversion, boost retention, and deliver revenue can be challenging if
you don't fully understand the impact that small changes can have on revenue. In
this book, author Eric Seufert provides clear guidelines for using data and
analytics through all stages of development to optimize your implementation of
the freemium model. Freemium Economics de-mystifies the freemium model
through an exploration of its core, data-oriented tenets, so that you can apply it
methodically rather than hoping that conversion and revenue will naturally follow
product launch. By reading Freemium Economics, you will: Learn how to apply
data science and big data principles in freemium product design and
development to maximize conversion, boost retention, and deliver revenue Gain
a broad introduction to the conceptual economic pillars of freemium and a
complete understanding of the unique approaches needed to acquire users and
convert them from free to paying customers Get practical tips and analytical
guidance to successfully implement the freemium model Understand the metrics
and infrastructure required to measure the success of a freemium product and
improve it post-launch Includes a detailed explanation of the lifetime customer
value (LCV) calculation and step-by-step instructions for implementing key
performance indicators in a simple, universally-accessible tool like Excel
Segmentation, Revenue Management and Pricing AnalyticsRoutledge
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.
The theme of this book is simple. The price – the number someone puts on a
product to help consumers decide to buy that product – comes from data.
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Specifically, itcomes from statistically modeling the data. This book gives the
reader the statistical modeling tools needed to get the number to put on a
product. But statistical modeling is not done in a vacuum. Economic and
statistical principles and theory conjointly provide the background and framework
for the models. Therefore, this book emphasizes two interlocking components of
modeling: economic theory and statistical principles. The economic theory
component is sufficient to provide understanding of the basic principles for
pricing, especially about elasticities, which measure the effects of pricing on key
business metrics. Elasticity estimation is the goal of statistical modeling, so
attention is paid to the concept and implications of elasticities. The statistical
modeling component is advanced and detailed covering choice (conjoint, discrete
choice, MaxDiff) and sales data modeling. Experimental design principles, model
estimation approaches, and analysis methods are discussed and developed for
choice models. Regression fundamentals have been developed for sales model
specification and estimation and expanded for latent class analysis.
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.
Airline Operations and Management: A Management Textbook is a survey of the
airline industry, mostly from a managerial perspective. It integrates and applies
the fundamentals of several management disciplines, particularly economics,
operations, marketing and finance, in developing the overview of the industry.
The focus is on tactical, rather than strategic, management that is specialized or
unique to the airline industry. The primary audiences for this textbook are both
senior and graduate students of airline management, but it should also be useful
to entry and junior level airline managers and professionals seeking to expand
their knowledge of the industry beyond their own functional area.
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,
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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.
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.
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.
For courses in Introduction to Revenue Management. The first of its kind, this
book was written to address the emerging course in Hospitality focused on
revenue management. Based on the authors' years of industry experience, this
book includes a model for understanding the revenue management process and
reveals four basic building blocks to revenue management success. With
chapters dedicated to consumer behavior, economic principles, and strategic
management, it outlines key processes and stages of revenue management
planning. Four unique application chapters tailor concepts to specific segments of
the industry and professional profiles help students learn about possibilities within
the field.
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
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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.
The Theory and Practice of Revenue Management is a book that
comprehensively covers theory and practice of the entire field, including both
quantity and price-based RM, as well as significant coverage of supporting topics
such as forecasting and economics. The authors believe such a comprehensive
approach is necessary to fully understand the subject. A central objective of the
book is to unify the various forms of RM and to link them closely to each other
and to the supporting fields of statistics and economics. Nevertheless, the topics
and coverage do reflect choices about what is important to understand RM.
Hence, the bookâs purpose is to provide a comprehensive, accessible synthesis
of the state of the art in Revenue Management.
Over the past four decades, business and academic economists, operations
researchers, marketing scientists, and consulting firms have increased their
interest and research on pricing and revenue management. This book introduces
the reader to a wide variety of research results on pricing techniques in a unified,
systematic way and at varying levels of difficulty. The book contains a large
number of exercises and solutions and therefore can serve as a main or
supplementary course textbook, as well as a reference guidebook for pricing
consultants, managers, industrial engineers, and writers of pricing software
applications. Despite a moderate technical orientation, the book is accessible to
readers with a limited knowledge in these fields as well as to readers who have
had more training in economics.
Never HIGHLIGHT a Book Again! Includes all testable terms, concepts, persons,
places, and events. Cram101 Just the FACTS101 studyguides gives all of the
outlines, highlights, and quizzes for your textbook with optional online
comprehensive practice tests. Only Cram101 is Textbook Specific. Accompanies:
9780415898331. This item is printed on demand.
This is the eBook of the printed book and may not include any media, website
access codes, or print supplements that may come packaged with the bound
book. This short course provides students with an overview of this important
discipline and is an ideal supplement to a marketing, front office, or general
operations class. A solid understanding of revenue management’s key concepts
and the selective application of its most effective strategies and tactics have
become mission critical for most hospitality operations. This NEW book explores
the applicability of revenue maximization strategies and their operational aspects.
Readers will learn the difference between strategic and tactical revenue
management and why that distinction is critical, the tools that are available to
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revenue managers and when to use them, the broad range of information needed
to effectively maximize revenue, vital issues to consider before implementing
revenue management tactics, how revenue management is often misunderstood
and applied inappropriately, the significant potential consequences of using
revenue management poorly, as well as the benefits it can provide when done
well.
In a world of changing lifestyles brought about by new services, technology and ecommerce, 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
This is the first text that has been developed specifically to examine what
revenue managers in the hospitality industry must know and do to be successful.
Numerous cases and practical examples are used to illustrate revenue
management concepts. Chapter ending questions and problems help them
perform the calculations and practice the decision-making skills that are used in
the field. RM in Action shows how the revenue management principles can be
clearly illustrated using real-world examples reported in various news outlets. RM
on the Web offers sites listed on the Internet to provide supplemental information
about a topic or issue. Revenue managers will then gain hands-on skills to
effectively manage their inventories and prices.
"The first half of the book presents an overall business process improvement
model, with the ensuing chapters dealing with topics of understanding and
modeling your current business processes, using performance measurement in
improvement work, creating a business process improvement road map, and
organizing for improvement work. The second half of the book presents the
overall toolbox, followed by one chapter for each phase of the overall
improvement model. For each of these phases, a selection of suitable tools is
presented with background, steps for how to use them, and an example of their
use. The final two chapters contain two more extensive case studies illustrating
the use of the full methodology.
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.
“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
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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.
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
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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.
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.
Revenue Management (RM) is an important tool for matching supply and
demand by segmenting customers into different segments based on their
willingness-to-pay and allocating scarce capacity to the different segments in a
way that maximizes firm revenues. The benefits of RM are well accepted in the
hospitality industry, and the technical aspects of RM form a rich analytical
research stream. However, the research is missing a holistic examination of
important elements of effective RM. The literature shows that market
segmentation, pricing, forecasting, capacity allocation, IT use, organizational
focus, aligned incentives, organizational structure, and education and training
contribute to effective RM. We group these elements into two concepts: RM
technical capability and RM social support capability and propose that these nine
elements positively impact RM performance. We develop scales to measure our
constructs and collect responses in the hotel industry. Our survey yields
interesting results. In line with expectations, we find evidence that forecasting
and organizational focus positively impact RM performance. On the other hand,
the results show evidence that improved organizational structure negatively
impacts RM performance. We provide a few explanations for this non-intuitive
result and proposals for future research.
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In a world of changing lifestyles brought about by new services, technology and ecommerce, 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 yet thought-provoking. The first part of the book
discusses the buyer as an individual, presenting the concepts behind what
motivates purchase and the role of price within the motivation. The second part
discusses the buyer in aggregate, investigating advanced demand, price
discrimination and segmentation in service. Ng’s aim is to offer a strategic guide
to increase revenue in services, drawing from various disciplines, whilst
maintaining a strong marketing slant. Grounding the book on actual research in
services, Ng is keen to highlight how the concepts and theories of pricing
strategy can be combined and applied practically in a way that is easy to read
and stimulating. This book will be of much interest to professionals and
academics alike, specifically for managers in the service industry and as a text
for executive training programmes. It would also be a useful supplementary text
for students engaged with marketing and revenue and operations management in
services.
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 International Dictionary of Hospitality Management is the must have companion for
all those working or studying in the field of hospitality management. With over 728
entries, it covers everything you need to know, from a concise definition of back office
systems, to management accounting and yield management. It covers all of the
relevant issues in the field of hospitality management from both a sectoral level: *
Lodging * Restaurants and Food service * Time-share * Clubs * Events As well as a
functional one: * Accounting and Finance * Marketing * Strategic Management * Human
Resources * Information Technology * Facilities Management An abridged version of
the successful International Encyclopedia of Hospitality Management, its user friendly
layout provides readers with quick and concise answers across this diverse area of
industry.
This book provides a comprehensive introduction to travel marketing, tourism
economics and the airline product. At the same time, it provides an overview on the
political, socio-economic, environmental and technological impacts of tourism and its
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related sectors.This publication covers both theory and practice in an engaging style,
that will spark the readers’ curiosity. Yet, it presents tourism and airline issues in a
concise, yet accessible manner. This will allow prospective tourism practitioners to
critically analyze future situations, and to make appropriate decisions in their workplace
environments. Moreover, the book prepares undergraduate students and aspiring
managers alike with a thorough exposure to the latest industry developments. “Dr.
Camilleri provides tourism students and practitioners with a clear and comprehensive
picture of the main institutions, operations and activities of the travel industry.” Philip
Kotler, S.C. Johnson & Son Distinguished Professor of International Marketing, Kellogg
School of Management, Northwestern University, Evanston/Chicago, IL, USA “This
book is the first of its kind to provide an insightful and well-structured application of
travel and tourism marketing and economics to the airline industry. Student readers will
find this systematic approach invaluable when placing aviation within the wider tourism
context, drawing upon the disciplines of economics and marketing.” Brian King,
Professor of Tourism and Associate Dean, School of Hotel and Tourism Management,
The Hong Kong Polytechnic University, Hong Kong “The remarkable growth in
international tourism over the last century has been directly influenced by technological,
and operational innovations in the airline sector which continue to define the nature,
scale and direction of tourist flows and consequential tourism development. Key factors
in this relationship between tourism and the airline sector are marketing and
economics, both of which are fundamental to the success of tourism in general and
airlines in particular, not least given the increasing significance of low-cost airline
operations. Hence, uniquely drawing together these three themes, this book provides a
valuable introduction to the marketing and economics of tourism with a specific focus
on airline operations, and should be considered essential reading for future managers
in the tourism sector.” Richard Sharpley, Professor of Tourism, School of Management,
University of Central Lancashire, UK “The book's unique positioning in terms of the
importance of and the relationships between tourism marketing, tourism economics and
airline product will create a distinct niche for the book in the travel literature.” C.
Michael Hall, Professor of Tourism, Department of Management, Marketing and
Entrepreneurship, University of Canterbury, Christchurch, New Zealand “A very unique
textbook that offers integrated lessons on marketing, economics, and airline services.
College students of travel and tourism in many parts of the world will benefit from the
author's thoughtful writing style of simplicity and clarity.” Liping A. Cai, Professor and
Director, Purdue Tourism & Hospitality Research Center, Purdue University, West
Lafayette, IN, USA “An interesting volume that provides a good coverage of airline
transportation matters not always well considered in tourism books. Traditional strategic
and operational issues, as well as the most recent developments and emerging trends
are dealt with in a concise yet clear and rational way. Summaries, questions and topics
for discussion in each chapter make it a useful basis for both taught courses or selfeducation.” Rodolfo Baggio, Professor of Tourism and Social Dynamics, Bocconi
University, Milan, Italy “This is a very useful introductory book that summarises a
wealth of knowledge in an accessible format. It explains the relation between marketing
and economics, and applies it to the business of airline management as well as the
tourism industry overall.” Xavier Font, Professor of Sustainability Marketing, School of
Hospitality and Tourism Management, University of Surrey, UK and Visiting Professor,
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Hospitality Academy, NHTV Breda, Netherlands “This book addresses the key
principles of tourism marketing, economics and the airline industry. It covers a wide
range of theory at the same time as offering real-life case studies, and offers readers a
comprehensive understanding of how these important industries work, and the
underpinning challenges that will shape their future. It is suitable for undergraduate
students as well as travel professionals, and I would highly recommend it.” Clare
Weeden, Principal Lecturer in Tourism and Marketing at the School of Sport and
Service Management, University of Brighton, UK “In the current environment a grasp of
the basics of marketing to diverse consumers is very important. Customers are
possessed of sophisticated knowledge driven by innovations in business as well from
highly developed technological advances. This text will inform and update students and
those planning a career in travel and tourism. Mark Camilleri has produced an
accessible book, which identifies ways to accumulate and use new knowledge to be at
the vanguard of marketing, which is both essential and timely.” Peter Wiltshier, Senior
Lecturer & Programme Leader for Travel & Tourism, College of Business, Law and
Social Sciences, University of Derby, UK “This contemporary text provides an
authoritative read on the dynamics, interactions and complexities of the modern travel
and tourism industries with a necessary, and much welcomed, mixture of theory and
practice suitable for undergraduate, graduate and professional markets.” Alan Fyall,
Orange County Endowed Professor of Tourism Marketing, University of Central Florida,
FL, USA
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.
Can segmentation increase the efficiency of bundling? How does the company manage
all this data so that others not only report financial data accurately, but really
understand the profitability of the business? Yielding management: WHO? Who is
responsible for maintaining accuracy of each data element? What is the optimal ratio
between advertising revenue and sales income? Defining, designing, creating, and
implementing a process to solve a challenge or meet an objective is the most valuable
role... In EVERY group, company, organization and department. Unless you are talking
a one-time, single-use project, there should be a process. Whether that process is
managed and implemented by humans, AI, or a combination of the two, it needs to be
designed by someone with a complex enough perspective to ask the right questions.
Someone capable of asking the right questions and step back and say, 'What are we
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really trying to accomplish here? And is there a different way to look at it?' This SelfAssessment empowers people to do just that - whether their title is entrepreneur,
manager, consultant, (Vice-)President, CxO etc... - they are the people who rule the
future. They are the person who asks the right questions to make Revenue
Management investments work better. This Revenue Management All-Inclusive SelfAssessment enables You to be that person. All the tools you need to an in-depth
Revenue Management Self-Assessment. Featuring 823 new and updated case-based
questions, organized into seven core areas of process design, this Self-Assessment will
help you identify areas in which Revenue Management improvements can be made. In
using the questions you will be better able to: - diagnose Revenue Management
projects, initiatives, organizations, businesses and processes using accepted diagnostic
standards and practices - implement evidence-based best practice strategies aligned
with overall goals - integrate recent advances in Revenue Management and process
design strategies into practice according to best practice guidelines Using a SelfAssessment tool known as the Revenue Management Scorecard, you will develop a
clear picture of which Revenue Management areas need attention. Your purchase
includes access details to the Revenue Management self-assessment dashboard
download which gives you your dynamically prioritized projects-ready tool and shows
your organization exactly what to do next. You will receive the following contents with
New and Updated specific criteria: - The latest quick edition of the book in PDF - The
latest complete edition of the book in PDF, which criteria correspond to the criteria in... The Self-Assessment Excel Dashboard - Example pre-filled Self-Assessment Excel
Dashboard to get familiar with results generation - In-depth and specific Revenue
Management Checklists - Project management checklists and templates to assist with
implementation INCLUDES LIFETIME SELF ASSESSMENT UPDATES Every self
assessment comes with Lifetime Updates and Lifetime Free Updated Books. Lifetime
Updates is an industry-first feature which allows you to receive verified self assessment
updates, ensuring you always have the most accurate information at your fingertips.
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 will help any business dramatically improve
its bottom line by meeting the challenge of matching supply with demand.
This book explores total revenue management (TRM), an emerging concept in revenue
management that incorporates existing principles and tools of revenue management
across all profit streams. It is a professional's guide to using TRM in an optimal and
innovative manner to gain competitive advantage. Readers will gain comprehensive
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insights into the strategies, tools and principles of TRM including existing and emerging
revenue streams across the value chain. The author offers a transparent and holistic
explanation of pricing strategies, segmentation methods and distribution principles
which enable implementation of TRM in organizations.
This book provides a broad introduction to the field of pricing as a tactical function in the
daily operations of the firm and a toolbox for implementing and solving a wide range of
pricing problems. Beyond the theoretical perspectives offered by most textbooks in the
field, Essentials of Pricing Analytics supplements the concepts and models covered by
demonstrating practical implementations using the highly accessible Excel software,
analytical tools, real-life examples and global case studies. The book covers topics on
fundamental pricing theory, break-even analysis, price sensitivity, empirical estimations
of price–response functions, price optimisation, markdown optimisation, hedonic
pricing, revenue management, the use of big data, simulation, and conjoint analysis in
pricing decisions, and ethical and legal considerations. This is a uniquely accessible
and practical text for advanced undergraduate, MBA and postgraduate students of
pricing strategy, entrepreneurship and small business management, marketing
strategy, sales and operations. It is also important reading for practitioners looking for
accessible methods to implement pricing strategy and maximise profits. Online
resources for instructors include Excel templates and PowerPoint slides for each
chapter.

There are hidden laws at work in every aspect of your business. Understand
them, and you can create extraordinary growth. Ignore them, and you run the risk
of becoming another statistic. It's become almost cliche: 8 out of every 10 new
ventures fail. Of the ones that succeed, how many truly thrive-for the long run?
And of those that thrive, how many continually overcome their growth hurdles ...
and ultimately scale, with meaning, purpose, and profitability? The answer, sadly,
is not many. Author Lex Sisney is on a mission to change that picture. After more
than a decade spent leading and coaching high-growth technology companies,
Lex discovered that the companies that thrive do so in accordance with 6 Laws universal principles that govern the success or failure of every individual, team,
and organization.
Filling a gap in existing literature on revenue management systems, this book
explores the use of business strategies which are specifically designed to have a
positive impact on economic and financial efficiency. Focussing on services
within the tourism industry, the author takes a new approach and identifies
dynamic pricing and service differentiation as key components of strategic
management. Providing fresh insights into an ever-expanding sector, this book
will be a useful tool for those studying business strategy and management, as
well as value creation theory, as it ultimately presents an integrated business
management model which will ensure sustainability.
Pricing analytics uses historical sales data with mathematical optimization to set
and update prices offered through various channels in order to maximize profit. A
familiar example is the passenger airline industry, where a carrier may sell seats
on the same flight at many different prices. Pricing analytics practices have
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transformed the transportation and hospitality industries, and are increasingly
important in industries as diverse as retail, telecommunications, banking, health
care and manufacturing. The aim of this book is to guide students and
professionals on how to identify and exploit pricing opportunities in different
business contexts.
Businees model disruption affects not just entertainment, media, and retail
companies, but many other industries where supply chains, production lines,
distribution channels, and the products and services themselves are becoming
more digital. In INFORMATION RULES, Hal Varian and Carl Shapiro discussed
how traditional sources of revenues were being threatened as new ventures
entered the market, offering new business models, innovating partnership
approaches, and changing the integral nature of the value chain. This book
moves beyond predictions of academics and maps out the practices that work.
Berman helps readers to analyze and distill their new revenue generating
opportunities into the action plans lacking in most existing books. By closely
examining how the best companies are exploiting new revenue models, Berman
suggests seven key components of new strategy execution. Discussing new
products, market segments, pricing strategies, indirect revenue streams through
networked communities, and other models, this book provides lessons for
Monday morning as well as a look at the bigger picture of how revenue
innovation informs larger business model innovation and longer term corporate
strategy.
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.
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