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1.  

Sales and Revenue Management

Code: 103734
ECTS Credits: 3

Degree Type Year

Hotel Management OT 4

Prerequisites

No previous requirement is necessary to study this subject.

Objectives and Contextualisation

The subject will help the students to know the basic aspects to consider to a correct revenue management
application in different type of business. The students also know how to create different rates and how to
segment the demand to achieve the maximum business profitability at any moment.

Learning objectives:

To learn about the origins and the principles of Revenue and Yield management
To train the forecast capability after analyzing the different reports obtained by the hospitality
companies
To create different demand calendars and assign the appropriate dynamic rates depending on the
different elements to consider: markets, segmentations, holiday periods, distribution channels, etc.
To calculate the suitability of prices depending on occupancy rates to obtain the higher profit
To know when to accept or reject a group as per the Revenue Management principles
To know when apply the Revenue and Yield Management technics and which techniques are the most
suitable for each kind of tourism business
Teamwork based on respect for diversity and plurality of ideas, people and situations.
To develop the analysis capability

Competences

Identify and apply the elements that govern activity in the hotel and catering sectors, their interaction in
the environment and their impact in the different business subsystems in the sector.

Learning Outcomes

Distinguish, identify and apply the concepts of commercialisation in the hotel and catering industry.
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Content

Introduction to Revenue Management
Internal Revenue management
External Revenue managemen
Ancillary services

Activities and Methodology

Title Hours ECTS Learning Outcomes

Type: Directed

Lectures 12 0.48 1

Test 2 0.08 1

Type: Supervised

Practical activities 6 0.24 1

Type: Autonomous

Practical activities 10 0.4 1

Study 17 0.68 1

Teaching language: English

The teaching methodology of the subject combines the master classes that are applied for the teaching of
some key concepts with the practical classes where to apply all the covered aspects to the master classes
through class exercises and activities.

Annotation: Within the schedule set by the centre or degree programme, 15 minutes of one class will be
reserved for students to evaluate their lecturers and their courses or modules through questionnaires.

Assessment

Continous Assessment Activities

Title Weighting Hours ECTS Learning Outcomes

Analysis practical activities 30% of final mark 13 0.52 1

Class exercises 30% of final mark 13 0.52 1

Continuous assessment test 40% of final mark 2 0.08 1
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The evaluation of this subject follows two models:

a) Continuous assessment. The final grade of the subject will be calculated as follows: performance of class
exercises and practical activities and quests (60% of final mark) and exam (40% of final mark).

b) Unique evaluation. Students who choose the unique evaluation system will have to submit a portfolio with
practical activities and class exercises (60% of the final grade), complete the subject questionnaires, and take
an exam (40% of the final grade).

"The resit of the subject through unique evaluation will follow the same procedure as for the rest of the
students, and to be eligible for re-evaluation, it will be necessary for the student to have obtained a minimum of
3.5 in the set of evidences that comprise the unique evaluation."

Re-evaluation. For students who have not passed the unique evaluation exam and have obtained a grade
between 3.5 and 4.9, there will be a re-evaluation exam. The maximum grade to be obtained in this exam is 5
out of 10.

The grade for the subject will be NOT EVALUABLE when the student attends less than half of the assessment
activities and/or does not attend the final exam.
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Software

No specific software is used

Groups and Languages
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Name Group Language Semester Turn

(TE) Theory 1 English second semester morning-mixed
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