[image: ]
HSP 218 Lodging Revenue Management
Instructor - Renee Hanson
Hybrid Course – 3 credits
Revenue Management: strategies and tactics 

Course Description: we will explore current strategies to maximize revenue in various business settings with emphasis on the hotel industry. Topics to explore include yield management, effective pricing techniques, market segmentation, distribution channels, overbooking practices and forecasting. 
Course Objectives: upon successful completion of this course you will be able to: 
1. Describe the 7 core concepts of revenue management 
2. Define the key components used within hotel revenue management
3. Define the revenue drivers used when targeting market conditions
4. List the variables involved in pricing
5. Describe how market segmentation affects the overall profitability of a hotel/restaurant 
6. Define the distribution channels involved in maximizing hotel revenue 

Course Outline:
· Revenue Management Intro
· Strategic Pricing
· The Role of Value
· Differential Pricing
· Revenue Manager’s Role
· Forecasting
· Inventory Management
· Distribution Channel Management
· Revenue Management evaluation and analysis


This course was developed into an online/hybrid course to meet the needs of the busy students.

The instructor uses online discussion forums to discuss the material presented in the text. The students had to also post responses to the other students and provide arguments to support their opinion.  The material was further reinforced by having each student apply to a local lodging establishment which, over the course of the semester became their project. In addition, online tests were administered with a focus on thoughtful relevance to the material; submitted in short essay.

The decision to develop and deliver this course in an online format was made in response to student need for a more flexible offering. The online class will provide a convenient opportunity for students who also work to take the course, increasing course availability to our students. There was one in person class meeting at the start of the semester.


Screenshots or Examples

Course Overview and Getting Started

The screenshot below shows the top section of the course, which consists of essential course documents, and also a Getting started section which helps students orient themselves to the course as well as the grading rubric for the online discussions. 
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Online Discussion Rubric

	Timeliness
	Criteria
	Ratings
	Additional Ratings

	Points - No post submitted. (0 points)

	Use of Readings/Resources
	Post directly references the readings/resources we're discussing.  Specific information is given, and student quotes directly from source material as a way of supporting ideas. (10 points)
	Post makes vague references to the readings/resources.  Source material is not directly referenced or quoted. (5 points)
	NA
	Post makes no reference to the readings/resources.  I cannot determine whether readings have been completed. (0 points)

	Interaction with Classmates
	Student has posted his/her own unique response, and has also responded to 2 or more posts by classmates. (10 points)
	Student has posted his/her own unique response, and has responded to 1 other classmate. (6 points)
	Student posted his/her own unique response, but did not respond to a classmate. (2 points)
	Student did not participate in discussion. (0 points)

	Quality of Reasoning
	Contributions use robust analytic and/or evaluative methods to clearly support positions, answer questions, and/or explore issues. (10 points)
	Contributions use some analytic and/or evaluative methods to explore issues, with some exceptions. (6 points)
	Contributions uncritically accept claims without analysis, provide little evidence for new claims, and/or show little evidence of judging the relative importance of information. (3 points)
	No contributions. (0 points)




Sample Course Week in Moodle

The course is organized in sections with each section focusing on a chapter from the course text.  It is essential that students understand and apply material from this text. 
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Chapter 1 Discussion 
Thursday, August 18, 2016, 2:54 PM 
26 replies
[image: Troiano Evan][image: Borrero Christine][image: Couig Christopher][image: Parker Rhonda][image: Maffuccio Christopher]
Last Friday, September 16, 2016, 9:06 PM
Chapter 1 introduces the key concepts of revenue management in the hospitality industry. We will be discussing these concepts, common terms and how they lay the groundwork for any sound revenue management strategy. Please review the power point and be ready to discuss!
Reply Edit Delete Pin
26 replies
Post by Renee Hanson 

Thursday, September 8, 2016, 2:32 PM 
Revenue Management the Basics
What other industries have constrained supply that could benefit from revenue management practices?
Reply Edit Delete


Assignments & Activities to Support Learning Outcomes
Weekly assignments include:
· reading a chapter
· review of a PowerPoint
· participating in an online forum discussing case study
· weekly case study essay due
· applying principles as part of the semester project


Case Studies were incorporated into the weekly assignments to check student understanding and to assess the student’s ability to apply what he or she learned to a practical situation.

Case Study Response Examples:

Case Study Chapter 2
September 22, 2016

1. If I was Damario and was speaking with Mark about Pam’s meeting comments and suggestions regarding prices at the resort. Mark would probably be upset about Pam’s thoughts about the pricing because he sees thing differently and in Sofia’s opinion: Mark view is old fashion and times change.  Mark would not be happy, he would say that if the resort needs to make more of a profit then the price needs to remain the same and not fluctuate. Marks theory is if you want more money jack the price up and by doing that the profit at the resort will go up as well. I disagree with Marks view. I think that if you raise the prices like mark says then people will choose the place with the lower price. Why would they choose the most expensive choice in resorts? It wouldn’t work like he thinks it would work. You might lose a lot of your customers or new customers by having higher prices. You need to stay with your competition and choose your prices so people chose you over the competition.
2.  If I was Damario and I was talking to Pam about Mark’s suggestions to keep pricing the same or even raise it a little. Pam would disagree with Mark and tell Damario that she was right and Mark was wrong. She thinks the best way to increase profit for the company and increase profit margins you have to offer different prices during different parts of the year and different times through the week. By doing this the resort will gain more guest paying a little bit lower rate which would be better in the long run to have more guests with smaller profits than raising prices and have much fewer guest threw the week or threw the year. Your resort has to change with the time of your and keep people coming and spending money. I personally would agree with Pam I think if they offer a lower price to get more guests staying there they will make more money, because guest will be spending money while on the property whether it be at the restaurant, the gift shop, tv upgrades, room upgrades and so on Pam’s plan will in return bring more money into the resort.


3. I believe that Damario should add a few people to his committee. The First person Damario should add is the restaurant managers. In order for Damario to understand the money profit and money spent with the restaurants. How much food cost, alcohol and how much money is being made by the three different restaurants on the property. The second person Damario should add is the head of housekeeping. With 480 rooms Demario needs to know about the house keeping side of the operation. How many people are cleaning rooms and how long it takes them. Knowing how fast they can turn over a room is important in order to know how quickly the rooms can be flipped and new guests can arrive to the resort. Damario should talk with the people who work in the lobby and with the amenities offered by the resort. He needs to find out what guests what and some feedback from those employees would be good. with the information they provide he can figure out was for the resort to make more of a profit.
4. I do agree with Sofia about the finding middle ground to be detrimental. With finding middle ground involves compromising and compromising (especially between Pam and Mark) the situation that they are in does not really fit with settling for a middle ground choice. She has to keep her pricing she is bare minimum at the breakeven point. But she cannot go below that  Sofia has to think about the  resorts fixed cost and variable costs. She has to think about those for the entire year so she knows the money she has and the profit she can make during the year. With this information she can do a cost based pricing where she can set the price based on how much everything cost her to run the resort.  Finding a middle ground would not help in increasing profit and minimizing costs. The pricing system need to be revised every once in a while you can not keep in the same all the time with variable costs always changing. 
Test examples: 
Question # 1: A Booking Decision
The Bel-Air Hotel is a full-service hotel with 200 rooms. Due to an excellent revenue opportunity, a writer’s group is booked at the hotel for one week in April at a time when business is at its strongest. The group promises to bring in plenty of non-room revenue and has the potential to become a loyal group in coming years.

After departures have checked-out, there will be 45 rooms available on the day the group would like to check in. However, with 35 rooms needed for the group, 10 corporate guests with guaranteed reservations, and 15 transients with non-guaranteed reservations, there are 60 check-ins projected.

Discussion Questions:

What action should be taken to effectively room the guests who would like to stay at the Bel-Air Hotel?

What information could help the property plan in advance for making similar booking decisions in the future?




Question # 2: Assessing Performance

The Beachside Resort has 200 guest rooms available for sale. Management has requested occupancy and revenue data for the first week of June. The following data has been compiled for analysis:

	Day
	Rooms Occupied
	Rooms Revenue

	Sunday
	147
	$13,965

	Monday
	188
	$20,680

	Tuesday
	194
	$21,430

	Wednesday
	196
	$22,650

	Thursday
	194
	$21,300

	Friday
	190
	$20,520

	Saturday
	168
	$15,860



As revenue manager, you have been asked to calculate the average daily rate, occupancy percentage, and RevPAR for each day during this week. Make the appropriate calculations and record your answers in the table below.

	Day
	Avg. Daily Rate
	Occupancy %
	RevPar

	Sunday
	
	
	

	Monday
	
	
	

	Tuesday
	
	
	

	Wednesday
	
	
	

	Thursday
	
	
	

	Friday
	
	
	

	Saturday
	
	
	




Discussion Questions:

When was occupancy at its highest and lowest? Was there a trend?


Does RevPAR always increase when occupancy increases? Explain.


Does RevPAR always increase when the average daily rate increases? Explain. 

Question # 3: Everything Changes (PART 1)

It’s the first Monday in September and General Manager, Jay Patel, is reviewing history and booking projections for 30, 60, 90, and 120 days out. He does this on the first Monday of every month. November is typically the Palm Court’s worst month, so all discounts are in place and rack rate is at a low of $59 per night. However, Mr. Patel notices that the hotel is almost completely booked for November 11th and 12th. He promptly investigates by calling the chamber of commerce and the convention and visitors bureau. He discovers that a local boat show is scheduled for these two days and attracting a lot of visitors from out of town. 
Discussion Question:

What action, if any, should Mr. Patel take?


Hospitality 218 Lodging Revenue Management
Final Project: the purpose of this project is to incorporate the key topics and tools introduced over the course of the class into an analysis of a local lodging property. 
Please type your project (with the exception of the spreadsheet) each item should be its own page. Times New Roman 12
1. Analyze the movement of rates for three key dates; you should create a spreadsheet to track – include date of shop and rate (weekly entries).
November 23-26
January 13-16
August 4-6
2. Determine a competitive set for this property
3. Conduct a SWOT analysis on the competitive set – how do you measure up? Where do you have advantages and disadvantages and how does this play into your price point.
4. How can this property provide value?
5. Who is your target market?
6. Analyze the on line presence of this property; what can they do to improve?
7. How do guest reviews play into the overall strategy for this property?
8. Overall, if you were the revenue manager for this hotel; what recommendations would you make? 
9. What outside factors may come have an impact on your business (both positive and negative)?

This workforce product was funded by a grant awarded by the U.S. Department of Labor’s Employment and Training Administration. The product was created by the grantee and does not necessarily reflect the official position of the U.S. Department of Labor. The U.S. Department of Labor makes no guarantees, warranties, or assurances of any kind, express or implied, with respect to such information, including any information on linked sites and including, but not limited to, accuracy of the information or its completeness, timeliness, usefulness, adequacy, continued availability, or ownership.
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