
REVENUE MANAGEMENT TODAY

DENIZ DORBEK 

DIRECTOR OF REVENUE MANAGEMENT, EMEA



REVENUE MANAGEMENT TODAY



OLD SCHOOL MOTTO

Selling the right PRODUCT

At the right TIME

To the right CUSTOMER

At the right PRICE

To achieve the best PROFIT

in the application of disciplined analytics that predict consumer behaviour at the 

micro-market level and optimize product availability and price to maximize 

revenue growth.
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NEW TRENDS IN REVENUE MANAGEMENT

Total Hotel 
Revenue 

Management
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NEW TRENDS IN REVENUE MANAGEMENT

Advances 

in 
economics

Advances

in 
technology  

New 
Hospitality 

KPIs

Customer 
Analytics



Source: Focus Economics





Today Millennials Driving Loyalty!





CUSTOMER BEHAVIOUR INSIGHT 

22%

21%

17%19%

21%

Luxury Lovers

• Love luxury 

brands and what 

they convey to 

self and to others

• “Brand defines 

excellence”

Information 

Gurus

• Trust self to select 

winners. Brand 

contributing/not 

defining factor

• “I decide where I 

will find excellence”

Social Architects

• Luxury found more through 

relationships than objects

• “Experience defines  excellence”

Practical Planners

• Least enthusiastic 

about travel and 

about luxury in 

general

• “I would be as 

happy to stay home 

rather than travel”

Experience 

Seekers

• Less frequent 

travelers who seek 

new experiences 

over brand 

relationships

• “I love to discover 

new places through 

others’ experiences”



VOICE OF CUSTOMERS

Historical data

Sentiment Data

Campaign 
engagement

Guest
Satisfaction

Organic 
Sentiment

Digital 
engagement

Customer 
Research

Contact 
Information

Transaction 
Data

Loyalty 
Insight

Lead 
Source
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Maximize guest satisfaction to increase 

customer lifetime value & brand advocacy



REVENUE MANAGEMENT 

ROADMAP



REVENUE MANAGEMENT SERVICES ROADMAP

1

Identify Needs, 

competitive 

advantages   

2 3

Sell the 

benefits 

what is our 

value 

proposition

4

Gain 

commitment, 

share best 

practices

5

Maintain 

relationships, 

improve 

engagement  

and enhance 

services

6



NEW ERA REVENUE MANAGER SKILLSET

Relationship 
Skills

Creative 
Thinking

Effective 
Sales Ability

Training 
Experience 

Communication 

Skills



NATIONAL REVENUE MANAGEMENT SERVICES

FAST ROI
GREATER 

ENGAGEMENT

FUTURE 
PROJECTION

BEST 
PRACTICES

HANDS ON 
APPROACH

TRAINING & 
DEVELOPEMNT

KEY BENEFITS



2016 OPPORTUNITIES & RISKS 



EMEA 2016 OUTLOOK

Un stability & 
terror risk in 

the region

Sharp fall in oil 
and other 

energy prices

Ebola 
outbreak in 
West Africa

Impact of the 
refugee influx

Deflation in 
the Eurozone

Slowdown & 
rebalancing in 

China

Average 
4%GDP 
Growth 

forecasted in 
EMEAI

Inbound and 
outbound  

potential of 
India

Demand 
recovery 

expected in 
Europe  (GBT)

3% to 5% rise 
expected in 
average 
global hotel 
rates in 2016.

Source: imf.org

fortune.com, pwc.com



Source: Focus Economics



GLOBAL PERFORMANCE 

SUMMARY 
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THE POWER OF THE 

SIMPLE  SOLUTIONS 



BRIDGE  THE GAP 

BETWEEN

SALES

AND 

REVENUE 

MANAGEMENT 

FOR

THE MAXIMUM 

REVENUE GROWTH! 

COMMUNICATION



MARKETING  vs REVENUE 

MANAGEMENT



PROPERTY HEALTH CHECK

WEBSITE 
CONTENT &   

HOTEL 
INFORMATION

REVIEW YOUR 
YEAR

PERSONALISED 
GUEST 

COMMUNICATION

LEVERAGE 
TRAVEL 
TRENDS

MEASURE 
CUSTOMER 

VALUE



KISS & HUGS



Revenue 

Management is 

not a rocket 

science!

It’s a good 

combination of 

analytics, 

creativity, logic 

and clarity!

NEW MOTTO! 
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THANK YOU!


