// International scientific journal «Internaukas.
Series: «Economic sciences» // N2 7 (99), vol. 1, 2025 // Hotel and restaurant business //

YK 379.8
ITonsosa Onena JleonigiBaa
JOKMOp eKOHOMIMHUX HAYK, npogecop
ragedpa Oisnecy ma cghepu 0b6Cy208yY8aHHA
Binnuuvkuli HQUIoOHANbHUL azpapHUL YHI8epcumem
Polova Olena
Doctor of Science in Economics, Professor,
Professor of the Department of Business and Service Industry
Vinnytsia National Agrarian University
ORCID: 0000-0002-7120-7944

DOI: 10.25313/2520-2294-2025-7-11169

CTPATEIS YNPABJIIHHSA JOXOJAMU
Y TOTEJIbHIW IHAYCTPIi: ABANTALLIA
10 KPU3 TA HOBI MOXX/IUBOCTI

vavdUd YHHYdO0L123d-0OHAuU3l1l0d

REVENUE MANAGEMENT STRATEGY
IN THE HOTEL INDUSTRY: ADAPTATION
TO THE CRISIS AND NEW OPPORTUNITIES

AHoTtauis. Bctyn. CTatTa npucBsyeHa gocrigxxeHHI0 NPUHLUMIIB yrpas/iHHs goxogamu (revenue management) y 20Te/IbHO-
My Gi3Heci yMOBax KpU30BMX BMLL. BCTAHOB/IEHO, L0 edekTUBHe revenue management fPYHTYETbCS HA YOTUPLOX K/KOHOBMX
e/1leMeHTax: gUHaMiYHOMY LiiHOYTBOPeHHi, ONTUMI3aLlii 3aBaHTAXEHHs HOMePHO20 POHGY, CeaMeHTaLlii pUHKY Ta MPO2HO3YBAHHI
nonuTy. [loBegeHo, Lo TpAguLiviHi Mogeni revenue management notpebytoTb agantavii go HectabibHNX yMOB, 30Kpema Yepe3
2Hy\Ke LiHOyTBOPeHHS, gueepcugikaiio nocye Ta onTUMI3aLito kKaHanis npogaxy. Po3pobsieHo Gopmyy goxogy 20Tenio 3 ypa-
XyBAHHSIM KPU30BUX SIBULL, SIKQ BpaxoBye 6a30Buil NonuT, cepegHIo LiHy, KoedilieHT aganTauii go kpu3su, BTpATH Ta gogaTkoBsi
gxxepena goxogy. Lisi Mogesb go3Bo/ISiE MPO2HO3YBATH (iHAHCOBI pe3y/bTaTy Ta NpuiMaTi 0bfpyHTOBAHI yrPaBAIHCHKI pillieHHs.

MeTa. MeTta cTaTTi — gocnignuTV NPUHLMIM YNPABAiHHA goxogamu Ta BUsIBUTH epekTUBHY CTpaTezito agantauii revenue
management go KpU30BKX ABULL Y 20TeIbHOMY Bi3Heci.

Marepiann i meTogu. TeopeTuuHy Ta METOGUYHY OCHOBY JOC/IgMEeHHS CTAHOB/ISITb 3020/IbHOHAYKOBI Ta CrewiabHi MeTogu. [1is
gOCSI2HEHHS1 TOCTAB/IeHOI MeTy BY/1n BUKOPUCTAHI METOgU: cucTemMaTn3aulii (g/1s BUSHa4eHHs Ta ogaHHs TeOpeTUKO-METOgUYHMX
3acag popmyBaHHs Mogesi revenue management, sika noTpebytoe agantavii go KpU30BUX ABULL; MOPIBHAHHS | 2pynyBaHHs (gns
3ICTABNIGHHSA PI3HUX HAYKOBKX MIGXOGiB go MOHATTA yNpaBiHHA goxogamu (revenue management)»; TeOPETMYHOR20 y3a2A/IbHEHHS
(gns popMyBAHHS BUCHOBKIB).

PesynbTati. 3anponoHoBaHo cTparezito agantaii revenue management y 20TeJibHOMY Oi3HeCi go Kpu30BMX yMOB, KA
BKJIIOYAE NPO2HO3YBAHHS MOMUTY, gUHAMIYHe LiiHOYyTBOPeHHS, yPABiHHS pe3epBamu Ta onTuMisavio guctpubyuii. osegeHo,
L|0 3ACTOCYBAHHS JaHO20 NigX0gy gO3BOJISIE He aniue cTabinizysatn goxogu, asie i 3a6e3neynTi KOHKYPeHTOCTIPOMOXHICTb
20TeNliB y OB20CTPOKOBIV MepcrekTMBi.

[epcriekTuBy. B noganbLumx gocaigxeHHsIX MPOMOHYETLCS 30CepegnTy yBazy epeKTMBHOCTI MPSMMX MPOGAXIB MOPIBHSIHO 3
OTA-nnatpopmamu gns onTumisaLii BUTpArT i 36ibLUeHHs goxXogiB, a TAKOX po3pobKy aganTuBHUX CTpaTeziii revenue management
g/151 HOBUX (POPMATIB MPOXXMUBAHHS, TAKMX SIK ANApT-20Teli Ta 2emmiHzu.

Knmio4oBi cnoBa: ynpasniHHs goxogamu, revenue management, 20Te/ibHuii Gi3HeC, gUHaMiYHe LiHOYTBOPEHHS], KpU30Bi yMOBM
ONTMMI3aLis goxogis, cTpareeii agantauii.

Summary. Introduction. The article is devoted to the study of the principles of revenue management in the hotel business
under crisis conditions. It is established that effective revenue management is based on four key elements: dynamic pricing, op-
timization of room occupancy, market segmentation and demand forecasting. It is proved that traditional revenue management
models require adaptation to unstable conditions, in particular through flexible pricing, diversification of services and optimi-
zation of sales channels. A hotel revenue formula has been developed taking into account crisis phenomena, which takes into
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account basic demand, average price, crisis adaptation coefficient, losses and additional sources of income. This model allows
you to forecast financial results and make informed management decisions.

Purpose. The purpose of the article is to investigate the principles of revenue management and identify an effective strategy
for adapting revenue management to crisis phenomena in the hotel business.

Materials and methods. The theoretical and methodological basis of the research is made up of general scientific and special
methods. To achieve the set goal, the following methods were used: systematization (to define and present the theoretical and
methodological principles of the formation of the revenue management model, which requires adaptation to crisis phenomena;
comparison and grouping (to compare different scientific approaches to the concept of revenue management); theoretical gen-

eralization (to form conclusions).

Results. A strategy for adapting revenue management in the hotel business to crisis conditions is proposed, which includes
demand forecasting, dynamic pricing, reserve management, and distribution optimization. It is proven that the application of
this approach allows not only to stabilize revenues, but also to ensure the competitiveness of hotels in the long term.

Discussion. Further research is proposed to focus on the effectiveness of direct sales compared to OTA platforms to optimize
costs and increase revenues, as well as the development of adaptive revenue management strategies for new accommodation

formats, such as aparthotels and glamping.

Key words: revenue management, hotel business, dynamic pricing, crisis conditions, revenue optimization, adaptation strategies.

HOCTaHOBKa npobisemu. ['oresbHa iHOYCTPIA

TPAAUIIIHO € OJTHI€I0 3 HANOIIBI ypasIuBUX

10 €KOHOMIUHMX Ta MOJITUYHUX IoTpAciHb. OcraHHi

POKM mokasaiu, Ak rrobanpHi (manmemia COVID-19)

Ta JIOKAJTBHI (ToBHOMAcIITabHa BiliHA B YKpaiHi) Kpusu

MOKYTh KapAUHAJILHO 3MIHUTH PUHKOBI YMOBH. SIKIIO

MaHAeMisa Ipu3Besia 10 00MeKeHb y IepecyBaHHi Ta

TUMYaCOBOT0 3aKPUTTSA T'OTEJIB, TO BiliHA B YKpaiHi

BUKJIMKAJIA 111e OLITBIIN TPY/THOIIi: MACOBi ITepeMillleHHA

HaceJIeHHS, PyHyBaHHA iHQPACTPYKTYPH, eHepreTHIHI

KPHU3U Ta CKOPOUEHHA TYPUCTUUHUX ITOTOKIB.

Y Takmx ymoBax po3poOka epeKTHUBHOI cTpaTerii
yOpasBJIiHHA Joxogamu (revenue management) crae
He IIPOCTO KOHKYPEHTHOIO IEPEeBaro, a JKUTTEBOIO He-
00Xi/THICTIO /117 BU:KUBaHHA 0i3Hecy. Lle o6ymoBiieHo
IEeKIJTBKOMA KJIIOYOBUMHU (DAKTOPAMU:

— HeOOXIJHICTh MIBUIKOI aJaITallii 10 MiHJIUBUX YMOB:
KpPU3HU PI3KO 3MIHIOIOTH CTPYKTYPY HOIIUTY, BUMA-
ralyu MUTTEBOTO MEPETJIALY I[IHOBOI MOJITUKH Ta
MapKEeTUHTOBUX CTPATEeTi.

— ONTHUMI3alliA 00MeKeHUX PEeCypCiB: IIPU CKOPOUEHHI
JIOXO/IiB KPUTUYHO BAXKJIMBUM CTAE MAKCHUMAJIBHO
eeKTHBHE BUKOPUCTAHHA HASBHUX TTOTYKHOCTEH.

— 30eperkeHHA (PIHAHCOBOI CTIMKOCTI: IIPABUJILHO II0-
OymoBaHa cucTeMa yIpaBIiHHA JOXOAAMU 103BOJIAE
MiHiMiByBaTU 30UTKY Ta HiATPUMYBAaTH JIIKBITHICTE.

— KOHKypeHTHa 60poTh0a 3a KJIieHTa: B yMOBaX CKOPO-
YeHHA PUHKY 0co6JINBe 3HAUEHHA Ha0yBae BMiHHA
3aJIy4yaT T4 yTPUMYBaTU rOCTEM.

— IATOTOBKA 0 MOCTKPU30BOTO BiTHOBJIEHHA: eek-
TUBHUH revenue management 3akjiajiae 0CHOBU [JIA
Mai0yTHBOTO POCTY ITiCJIA MOAOJIAHHA KPUSU.

Takum urHOM, cTpaTeriA yIpaBIiHHA H0xXoqamu (rev-
enue management) B roTeJTbHOMY 0i3HeCi ITi/] Yac Kpuso-
BUX CUTYAaIlill IEPETBOPIOETHCA 3 IHCTPYMEHTY MaKCHUMi-
3arrii mpubyTKY Ha KJIIOUOBUII MeXaHi3M 013HeC-CTiiKOCTi,
110 ZIO3BOJIAE He JIUIIE BUKUTHU B CKJIQTHUX YMOBAX, ajie
¥ CTBOPUTH OCHOBH [IJISI TTOJAIBIIION0 PO3BUTKY.

Anajtia ocTaHHIX DOCTiMKeHb i myOiikaii.
ITuranHAa revenue MeHET;KMEHTY B rOTeJIbHOMY Gi3Heci
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JIOCI 3a/IUIIIAI0THCA HEMOCTATHLO BUCBITJIEHUMU B HAY-
KOBIIi JTiTeparypi, Ha BiAMiHY BiJ] aBialliiiHol rajIysi, e
A KOHIIEIiA BUHUKIIA. [IpoTe ocraHHIM yacoM 3 ABJIsA-
€ThCs Bee OLJIbIIe JOCIIIKeHb, IPUCBAUYEHNX aganTallil
revenue management cTpaTeriii Jig TOTEJiB.

OcCHOBHI HAYKOBI IpaIri 3 I1iel TeMaTUKX IPENCTAB-
JIeHI IIePeBaKHO B iIHO3€MHIUX BUIAHHAX 3 €KOHOMIKH,
JIOTICTUKYU Ta MEHEIKMEHTY IIOCJIYT, AKI OXOILJIIOITH
cTpaTerii AUHAMIYHOTO I[IHOYTBOPEHHA, Ta aHAJIi3
BIUIMBY TE€XHOJIOTIH HA OMITUMI3allif0 JOXOMIB Y TOTEJIAX.
PoGoru Takux aBropis, Ak Kimes S. i Talluri K. [2, 4]
BAJTUIIIAIOTHCA TEOPETUYHO0 0623010, TOMI AK CyUaCHi /10-
caimkeHaa Buennx Sharma P. ta Dar M. [1, 3] maporro-
HYIOTh IHHOBAIIiIIiHI IPAKTUYHI pinteHHA. {ociTimreHHI0
CUCTeMU YIIPABJIIHHA JOXOAAMU B HAYKOBIU JIiTepary-
Pl IpUCBAYEHI mpalli YKPaiHCHKUX aBTOPIB, TAKUX AK
Maszapaxi A., Boiiko M., Kynur M. [7], MenpunueH-
ko C.B., Bypaxk T.B. [8], Tapactok I. M., Mimiauyk O.B.
[9], Trauenxo T.II., Tyapuunuceska C.O., Boituyk [1. B.
[10], ITuxkiua O.B., Pemiraiino I.FO. [11].

OcrauHi poku roTeIbHUI O6i3HEeC B YKpaiHi CTUKA-
€ThCA 3 BUKJIMKAMU, CIIPUYNHEHUMU IJI00aIbHUMU
(mamgemisa COVID-19) ra jgokanbEEMH (II0BHOMACIII-
TabHa BiliHa) Kpusdamu. Lle amy1ye nepernagaTu Kia-
CUYHI TiAX0au 0 revenue management ta agantyBaTu
IX 0 HOBUX YMOB.

dDopMyaIOBaHHA LijIeH CTATTI — MOCTIIUTH
OPUHITUITA YITPABJIIHHA J0X0aMU TA BUABUTU edeK-
THUBHY CTpaTeriio amamnrtarii revenue management 1o
KPU30BUX SABUII Y TOTEJILHOMY 0i3HECI.

Buxkiag oCHOBHOIO MaTepiajly MOCJIiI:KeHHS.
YropasitiHHA A0X0IaMu 0a3yeThCs HA aHAJTI31 BAJIUIIIKIB
1 TIOJIATAE y TOMY, 11100 3aITPOIIOHYBATH MTPABIILHUIM TIPO-
IYKT ITOTPiOHOMY KJIIEHTY 32 HAWBHTIAHIIIOK IIHOIO Ta
0TpUMAaJIo HA3By revenue management i B roTeILHOMY
OisHeci 03HAUA€E CTPATEriYHMUE MIIXIT 40 MaKCHMI3alril
OpubyTKY, AKUI 0a3y€eThCA Ha YOTUPHOX KITFOUOBUX eJie-
menTax. [lo-nepire, 11e MUHAMIYHE I[IHOYTBOPEHHS, IKe
nepembauae aganTaifio TapudiB y 3ajIesKHOCTI Bifl 110~
OUTY Ta ce30HHUX KosimBaHb. [lo-apyre, orrrumisariis 3a-
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BaHTAYKEHHA HOMEPHOro (OHIY uepes eeKTUBHE yIIpas-
JIIHHA OCTYITHICTIO HOMEPIB Ta CUCTEMOIO OPOHIOBAHb.
ITo-Tpere, cermenTalliss PUHKY, 1110 TO3BOJISIE 32CTOCOBYBA-
TH IUTHOBUH ITJIXIJT T0 PIBHUX TPYTI KJTIEHTIB 3 ypaxyBaH-
HAM IXHIX IT0TPe6 Ta ILIaTOCIIPOMOKHOCTI. I mo-ueTBepre,
MIPOTHO3YBAHHSA ITOMUTY HA OCHOBI aHATITUKY JaHUX 1A
00T'PYHTOBAHOTO IIPUNHATTSA YIPABIIHCHKUX PIillIeHb.

IIs KoMIUIEKCHA cucTeMa Jiae 3MOTY TOTEeJIAM ITif-
TPUMYBATH ONTUMAJILHUM 0ajaHC MiK TPbOMa KJTIO-
YOBMMU TTOKA3HUKAMU: PiBHEM 3aIlOBHEHOCTI, cepeyl-
HBOI0 ITiHOI0 HOoMepa (ADR) Ta moxomom Ha MoCTyHHME
aomep (RevPAR). Came Takuii 36a;1aHCOBAHMIA ITiAXisT
€ BUPIIIAJIbHUM YUHHHUKOM YCITiXy B yMOBaX BHCOKOI
KOHKYPEHTHOCTI Ha PUHKY rOTeJIbHUX MOocayT. BiH 103-
BOJIAE HE JIUIIIe MaKCUMIi3yBaTu NP0y TOK, ajie i 3a6es-
negye cTabiabHICTE 6i3Hecy IIpu OyAb-AKUX 30BHIITHIX
obcraBmHax. OTiKe, CyTh revenue management — 1e
e(eKTHBHE POBIIOILIIEHHA PECYPCIB (SAJIHIIIKIB) IIIJIAXOM
IIPOIO3UIIi1 BiIIIOBIHOr0 IIPOAYKTY L1JILOBOMY KIIiI€HTY
3a HAHOIIBIIT BUTITHUM TapudoM.

Hayxkogiii 3a3nauarTs, 1m0 revenue management —
11e aHATITUYHWH MiJIXIJI, 0 BUKOPUCTOBYE MapPKETUHTOB1
IHCTPYMEHTH /1A BUSHAUYEHHA II0TPe6 CIIOKUBAYIB IIe-
pen nokymikorw. Ha ocHOBI aHaUTisy MUHYJINX ITIOKA3HUKIB
IIPOJIaXKiB BiH [IoroMarae KoMIraHii cpopmyBaTu edek-
THBHY I[IHOBY CTpaTerilo Ha KOHKpeTHUH nepiox [11].

@

OnTtumizaris
KaHaIIB MPOJAXY

Tepmin «revenue management» (yrpasiriHHA J10-
X0faMu) BIiepiie 3'ABUBCA y rajysi aBiamepeBeseHb
y 1970-x pokax, KoJIM KOMITaHii, Taki AK American
Airlines, mouasau po3po06JIATH CTpATeTil TUHAMIYHOTO
I[IHOYTBOPEHHA Ta ONTUMI3allii 3aBaHTAKEeHHA pei-
ciB. ¥ 1980-1990-x TepMiH IepeiIIoB y HAYKOBUI 00ir
3aBAAKM mparsM exkoromicTie Sheryl Kimes, Kalyan
Talluri, sxi amanTyBajgW KOHITEMIIIO 1HII Taysi, 30-
KpeMa y rorejibHui 6i3Hec [2, 4]. ITo-niepimre, y roresisax
He 0yJI0 HaJIATroKeHO1 crucTeMu 360py iH(popMATIIii IIpo
rocreii MO0 aHaJidy TeMmiB 6poHioBaHHA. [lo-apyre,
AKIIO aBIaKOMITaHIA OTPUMYE JOXi/I 32 MicCIle ITPOTATOM
Zo0u, TO B TOTEJIAX HOMEDP MOKe 6yTH 3aMOBJIEHUM Ha
IekiibKa Houel [5].

Hayxkosrii BigaHauaroTh, 0COOIUBICTIO TEOPii revenue
management ITiAIIPUEMCTB F'OTEJIBHOTO TOCIIOAAPCTBA €
Te, 10 Ha il PO3BUTOK B YKpPAiHI 3HAYHO BILIABAE JOCBII
MIKHAPOTHUX TOTEJIbHUX Meperk 30KpeMa, IIpaKTHd-
HUMY, 3aBAAKU AKOMY IIOIYJIAPUIYEThCA ¥ TeOpeTUIHUN
[7; 8; 9].

Dar M. ta Wilson N. anaJrisyoTb cydacHi iHCTPY-
MEHTHU revenue management, Taki AK AUHaAMIYHE IIi-
HOYTBOPEHHA Ta YIIPABIIHHA MiCTKICTIO, HA IIPUKJIaIaxX
MiKHAPOIHUX TOCTUHHUX Meperk. BoHM Takos mporro-
HYIOTb MOJIeJIb IIPOTHO3YBAHHSA IIOTIUTY 3 YPaXyBaHHAM
cesonHux KoiauBaHb. Takoxk, Sharma P. akienrye Ha
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poJib big data Ta mTyuHOrO iIHTEJIEKTY B aBTOMATH3a-
mii revenue management-pimeHs. ABTOD T0BOAUTb,
110 BUKOPUCTAHHSA AJITOPUTMIB MAITMHHOTO HABYAHHS
JI03BOJIAE MIABUIIUTH J0Xia roresisB Ha 12-15% [1; 3].

BupoBamxenns revenue management B ToTeJIbBHOMY
0isHeci Mae cBoi 0c00JIMBOCTI 300pakeHo HA PUCYHKY 1.

Revenue management (ynpaBiiHHA g0X0gaMu)
y TOTeJIBHIU 1HAYyCTpPil — Ile cTparerid, CipAMOBaHA
Ha MaKCUMIi3aIlio J0XO0/IiB 32 PAXyHOK JUHAMIYHOTO
I[IHOYyTBOPEHHS Ta e()eKTUBHOTO YIIPABJIIHHSA pecypca-
mu. KiirogoBuM iHCTpyMEHTOM € 3MiHA I[iH HA HOMePH
B 3aJIEYKHOCTI BiJ] CE30HHOCTI, JHA THKHA, 3aBaHTaKe-
HOCTI TOTeJII0 Ta HonuTy. J1yia pisHuX KaTeropiii rocre,
TaKUX AK 0i3HEC-KJII€HTH, TYPUCTH YU I'PYIOBi 3aisnu,
3aCTOCOBYIOThCA IHAWBIMyaIbHI Tapudu. Takox BUKO-
PUCTOBYIOTHCA CHEIiajbHI YMOBU: 3HWKKU 32 PAHHE
OpouroBauHA, non-refundable mpormosurrii a6o makerwHi
TIOCJIYTH, II[0 JO3BOJISAE TOTEJ0 3aJIyyaTu OijIblile KJTi-
€HTIB 1 OITUMiByBaTH 3aBaHTAKEHHA.

BasknuBuwMm acriekToMm revenue management e mpo-
THOBYBaHHA IONUTY, AKe 0asyeTbcAd Ha aHAaJII31 icTo-
PUYHUX JAHUX, CE30HHUX KOJMBAHHAX TA MANOyTHIX
nomiax y micti. {1A migBUIIEeHHA TOYHOCTI TPOTHO3IB
BPaxo0BYIOTHCS 30BHIIITHI (DAKTOPU: €KOHOMIUHA CHUTY-
alrid, JIAJTBHICTD KOHKYPEHTIB, HABITh IIOTOAHI YMOBH.
CyuacHi TeXHOJIOTI, TaKi AK IITy4YHUi iHTeeKT i Big
Data, 3HauHO MOKPAINIYIOTh MOYKJIMBOCTI aHAJIITUKU.
Kpim Toro, roTesib onTHMIiZye KaHAJIM IPOAKY, POSIIO-
TUIAI0YM KBOTH Misk ortaiu-ttargopmamu (Booking.
com, Expedia), Bj1acHuM caiiTom i mpsaMuMu GpOHIOBAH-
HAMU. YUpasiliHusa overbooking momomarae yHUKHY-
TH IIPOCTOI0 HOMEPIB, a IIPAMUM ITPOJAKAM CHPUAIOTH
IporpaMu JIOSJIBHOCTI Ta creriaiabHi akirii. Ilepcona-
JI13aIlis IPOMO3UIIiH [JIA PIBHUX CEerMEHTIB KJIIE€HTIB
1 rHyYKe yIIpaBJIiHHA TPUBAJICTIO IPOKUBAHHA 103~
BOJIAIOTH TOTEJII0 3AJIUIIATUCA KOHKYPEHTHO3IATHUM
i 3abesreuyBaTy cTa0IIBHUI JOXI/.

Ina ycoinraoi po6oTu revenue management Heob-
XigHa TicHa B3aeMOAld 3 IHIMUMM BIOAiJIaMH I'OTEJIIO.
MapkeTunr moromarae y CTBOPEeHHI e()eKTUBHUX pe-
KJIAMHUX KaMIaHil, a cJiy:kba mpuiiomy Ta 06CJIyro-
BYBaHHSA — Y HiBUIIEHHI JIOSJIBHOCTI TocTei. AHAi3
BIZITYKIB KJIIEHTIB 03BOJIS€ OMEPATUBHO KOPEryBaTu
I[IHOBY MOJTITUKY Ta MOKPAIIyBaTH AKICTh MOCayT. Ta-
KM YMHOM, revenue management € KOMILJIEKCHUM ITi/I-
XOOM, AKUI TIOEIHY€e aHAJIITUKY, TEXHOJIOTII Ta CTpa-
TeriyHe IUIAHYBAHHA IJIA TOCATHEHHA MaKCHUMAaJIbHOI
e()eKTHUBHOCTI I'OTEJIIO.

Teoperuuni ocHOBU TOOY0BU CUCTEMU revenue
management MarTh JIBI KJIIOUOBI XapaKTePUCTUKU.
ITo-tiepimte, cyuacHuii piBeHb PO3POOKH ITi€l KOHIIETIIi1
3HAYHO BUIIWH 34 CTYMHIHb ii TPAKTUYHOTO BIIPOBA/T/KEH-
HA BITYMSHAHUMU TOTEJIbHUMU ITiIIPUEMCTBAMU, 110
0CO0JIMBO TIOMITHO B OIlepalliiiHiil missibHOCTI. [To-apyre,
POBBUTOK Teopii revenue management y BiTYNSHAHOMY
roreJIbHOMY 0i3Heci 6araTo B YoMy 3aJIEXKUTH Bif] BILIH-
BY MIKHAPOIHUX IOTEJILHUX OTIePaTOPiB — HacaMIIepe;t
BijI IX IIPAKTUYHUX HAPOOOK, AKi CIIPUAIOTH HOIITMPEHHIO
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He JIUIlle TPUKIATHUX, & i TEOPETUUHUX 3HAHD Y Iii
rajyasi [6].
Kopurysauus piBHIB yIpaBJIiHHA q0XomaMu (reve-
nue management) J03BOJIAIOTb KEPiBHUKAM CBOEYACHO
OPUMMATH PillIeHHA MO0 3MiH Y JiAIBHOCTI HiAITPHUEM-
CTBa 3 METOI0 MiIBUIIIEHHA PiBHA JI0XO0/I1B, YITPABJIATU
He TLIBKY IIPOIIO3UIIIEI0, ajie 1 MOIUTOM, CTBOPIOIOUN
CIIPUATIUBI MOYKJITUBOCTI 11 €KOHOMIYHOTO 3POCTaAHHSA
[10]. Opmiero 3 03HAK, 110 XapakTepusye eeKTUBHE
VIIPaBJTiHHSA JI0XO/IaMHU, € TOUHE TIPOTHO3YBAHHSA ITOTTUTY
ITokparene IporHO3yBaHHA MOMUTY IJIA PO3IOILILY
HOMEPHOTO0 (DOHIY MPU3BOIUTE /10 30LTBIIIEHHSA T0XO/LY
B pe3yJIbTaTi MigBUIEHHA BapTOCTI HOMepa B po3pa-
XYHKY Ha OJTHOTO T'OCTS.
Haii6inbm ycoinmrHuMuy BUABJIAIOTHCA Ti TOCIIONA-
profoui cy0’eKTH, AKI 3[aTHI THYYKO TpaHcdopmyBa-
TH CBOI cTpAaTerii BIAIIOBIIHO M0 JUHAMIKN PUHKOBUX
YMOB. ¥ IIbOMY KOHTEKCT1 KJIFOYOBUM IIPIOPUTETOM IJIA
rOTeJIiB cTae Po3poOKa MexXaHI3MiB, CIIPAMOBAHUX HA
onTUMIBAIliio ToxXoiB. JlociTiKeHHA TiAIBHOCTI TIPO-
IBITAIOUUX TOTEJIBHUX OIEPATOPiB JEMOHCTPYE UITKY
3aKOHOMIPHICTh: yCTAHOBH, 1[0 BUACHO KOPUTYIOTH CBOT
MiAXOIU [T0 YIIPABJIIHHA, He JIUIIE TiIBUILYITh edek-
TUBHICTH 0i3HEC-TIPOIIECiB, a U PeasisyloTh KOHKYPEHT-
HUU IOTEHIIiaa y HOBHOMY 00cA3i.
DopmyBaHHSA JOXOIB TOTEIB 3aJIEIKUTH HE JIUIIIE
BiJI PUHKOBO1 KOH IOHKTYDH, a i BiJl KPU30BUX ABUII] —
TaKNX AK BifiHa UM €eKOHOMIUHA HeCTAOLILHICTL B YKpa-
iHi, AKI CyTTEBO 3HIKYIOTH IPUOGYTKOBicTE. Bes ix
BpaxyBaHHSA B revenue management HeMOKIUBO 3a-
OesmeunTy (PiHAHCOBY CTAOUILHICTE 0i3HECY B yMOBax
HeBusHaueHocTi. OTKe, TII00AJTBHI TA JIOKAJIBHI KPU3H,
Takl Ak naageMiss COVID-19 ta moBHoMacurrabHa Bili-
Ha B YKpaiHi, CyTTEBO TPAaHCHOPMYBAIU MITXOOU 0
revenue management y rorespHi# ingyctpii. Ii momii
CIIPUYMHWIY Pi3Ki KOJIMBAHHSA TIOIIUTY, 3MIiHY TTOBEiH-
KU CIIOKMBAYIB Ta HEOOXiAHICTE IIBUIKOL agallTaril 10
HecTablIbHUX yMOB. fK HaCTIMOK, roTeIbHUI Oi3Hec
3MYIIIEHUI TTeperyiaaaTi TPAaUIIiiiHI Mo/eJTi revenue
management, 30cepeKyUnCch Ha THYYKOCTI, IIPOTHO-
3yBaHHI PUBUKIB TAa 1HHOBAI[ITHUX METO/IaX MaKCUMi-
3aril qOXOAiB:
1. Brutue maumemii COVID-19: smina monuty Ta
OPiIOPUTETIB.
ITaupmemia mmpusBesa a0 PisKOro HMagiHHA MIXKHA-
POTHOTO TypuU3My, 3pOCTaHHA 3HAYEHHA JIOKAJITBHUX
TOQOPOsKEl Ta TOABYU HOBUX KaTeropiii rocreii (Hammpu-
KJ1a, r¢POBUX KOUIBHUKIB 200 TYPUCTIB, AKi ITyKAIOThH
TpUBaJie IPOKUBAHHA). ¥ BIAIIOBIAbL HA Iie TOTeJIbHUL
0isHec 3MiHUMB cTparerii revenue management:
¢ JlunaMiuHe [IHOyTBOPEHHA — AKII€HT Ha KOPOTKO-
CTPOKOBI OPOHIOBAHHSA, THYYKI TApU(U Ta CIIeIiaIbHi
MPOIIO3UITIT AJIA MiCIIEBUX I'OCTEM.

* Ce30HHICTh TA HOBI PUHKM — IT€PEOPIEHTAIliA HA BHY-
TPILIHIN TypusM, po0oUi Ta MEIUYHI 3ai3IH.

e CaniTapHi CTaHJAPTH — BKJIIOUEHHA JOTATKOBUX
mocJiyr (HampuKIIaz, mesiH(eKi(isa) y BapTicTh IIpo-
JKUBAHHA.
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2. Bt BifiHM B YKpaiHi: BIKMBAHHA Ta agall-
TaIisi.
IToBHOMacIITa0HA BiliHa ITPU3BEJIa 40 KPUTUUHOTO
CKOPOUYEHHA TYPUCTUYHOTO IOTOKY, PyHHYBaHHA 1HQ-
PacTpYKTypHU Ta 3POCTAHHA HEBU3HAUYEHOCTI. ¥ TAKUX
yMoBax revenue management 30cepemKyeTbCsa Ha:
¢ JluBepcudikaIirii KJIieHTCbKOI 6231 — poboTa 3 BHY-
TpimHBo Tepeminteanmu ocobamu (BITO), BostonTepa-
MU, BIfiCbKOBUMU Ta MiKHAPOOHUMU OPraHi3aIiiMuU.

* Minmimisallii BUTPAT Ta ONTUMI3aIlil 3aBaHTAMKEeHHI —
aKI[eHT HA KOPOTKOCTPOKOBI 6poHIoBaHHsA, overbooking
y 6e3IIeuHUX perioHax, HapTHepCTBA 3 IeP:KaBHUMU
CTPYKTYpPaMHU.

¢ ['eorpadiuwniii amanTairii — mepeposnomij PecypciB y
3axi/THi perioHu YKpaiHu, e 30epiraerbcsa BiTHOCHA
cTabiIbHICT.

Takum unHOM, TOTEJIBHUI (i3HEC, AKUI 1HTErpye ITi
TMIPUHIMIINA B CBOIO revenue management-crparerio,
3MOJKe He JIUIe BIKUTH B KPU30BUX yMOBAX, ajie
1 3aKJIaCTU OCHOBHU OJIA CTAOLJIBLHOI'0O BIAHOBJICHHS
B MaiibyraboMy. 14 11010 HE0o6XimgHO, mo6 revenue
management y rorejqpHOMY 0i3Heci Mae 6a3yBaTuca
Ha TaKuX mpuHIUNax (puc. 2).

KirouoBoto BUMOTOI0 10 CyYacHOro revenue man-
agement rorespbHOI 1HAYCTPIl € HIOr0 agaNITUBHICTD —
3IaTHICTD IITBUIKO 3MIHIOBATHU CTPATEril Il BILIMBOM
30BHINIHIX (DAKTOPIB, BiJi AHAITUKYA 0 POOOTH 3 HO-
BHMU PUHKAMHU.

YpaBiTiHHA JOX0aMU B TOTEeJILHOMY 0i3Hecl epe-
0auyae BUKOPUCTAHHA CTPATETi] JUHAMIYHOTO I[iHOYTBO-
PeHHA, 110 I'PYHTYETHCA HA BUBUEHHI IIOITUATY HA TIOCIIYTH,
aHaJTi31 MOfIii B iBEHT KaJIeHIapi, CE30HHOCTI, ITiH KOHKY-

IIPUHITHIIN

penTiB Ta inmux 3aMiHauX. Kopuryroun uinu ta aganry-
F04M X JO PUHKOBOI CUTYAIIil, TOTeJIl MOXKYTh MAaKCHMi3y-
BaTH JIOXO/IU Y TIEPi0I BUCOKOT'O TIOMUTY i CTUMYJTIOBATHA
TIOTIUT, IiIBUIIYI0YY 3aBAHTAKEHICTD B TIEPIOIN HU3BKOTO
moruty. CBoeuacHe i meraizoBaHe MTPOrHO3yBAHHS Bi-
JIirpae KJII0U0Be 3HAYEHHSA [IJIA revenue management.

Y KpHM30BUX yMOBax I[iHa HA HOMEP B rOTeJIi Mae
Oy THU THYUYKOI0, KOHKYPEHTHOIO Ta OPiIEHTOBAHO0 HA HOBI
pUHKOBI peaJtii. ['oji0BHEe — HMIBUIKO a1alTOBYyBaTUCH,
30epiraruyu MiHIMAJIbHY peHTa0eJIbHICTh, abu roTesh
MiT TPOAOBIKYBaTU POoOOTY HABITH Y CKJIAHI YacH, 30-
KpeMa IiJ Jyac BIHU 3alpOBAJUTH: CHEIIaIbHI IIIHU
i BIIO — 30-50% 3HMWKKH IIPU TOBTOCTPOKOBOMY
MPOKUBAHHI.; TUJTLI'OBI YMOBU JIJIA BOJIOHTEPIB — 6e3-
KOIIITOBHE CKACyBaHH:A, CE30HHI aKII1 JI MiCI[eBUX
TYPUCTIB — «BiJIIIOYNHOK 0€3 KOPIOHIB».

Ak Bimomo goxif y roresibHOMY 0i3Heci BUSHAYAETh-
¢ AK CyMa Tpollei, OTpUMaHa roTejieM BiJi HaITaHHA
TIOCJIYT, 30KpeMa, PO3MIlleHHs rocTeit (HoMepu, MicIi)
Ta IHIIUX TOAATKOBUX ITOCIYT (XapuyBaHHSA, PO3Baru
ro1rro). Bia hopMyeTbest 1111 BILTMBOM TAKUX KJIFOUOBHX
(haxTopiB AK CE30HHICTD, PIBEHB CEPBICY, Micile po3Ta-
IIyBAaHHA TOTEJII0 Ta 3arajibHa eKOHOMIiYHAa CUTYyallid.
Oco01MBO BaXKJIMBUM € BMIHHSA TOTEJI0 aalTyBaTh
I[IHOBY ITIOJTITUKY /10 3MiH IIOMUTY, III0 JI03BOJISI€ MAKCU-
Mi3yBaTH JIOXOOU AK y TIePio/I BUCOKOTO 3aBaHTAMKEH-
HA, TaK 1 1M1 yac ce30HHUX craris. Kpim Toro, cyuacui
TEXHOJIOTi1 revenue management JT103BOJIAIOTE OIITUMi-
3yBaTH JI0XiJT 38 PAXyHOK IMHAMIYHOTO I[IHOYTBOPEHHSA
Ta e(PeKTUBHOI0 yIPABJIIHHA KaHAJIaMHU IIPOIAXKIB.

Dopwmysia KoxXomy B roTeJIbHOMY 0isHeci 3 ypaxy-
BaHHAM KPU30BUX ABUI (Tabiuid 1) mokasye, AK Kpu-

CuiBnpaus 3 1ep:KaBoio Ta
Mi’)KHAPOJHMMHU OpraHi3amisiMu

Ananranist 10
HOBMX PUHKIB

AHaJliTuKa B
peajbHOMY 4Yaci

r . ’BI/IKOPI/ICTaHHSI
HYYKICTH JTaHUX JUIS
nepeaoadcHHS
MOTIUTY B
° ' yMOBax .
IIBUJIKA 3MIHA HecTaOlIBbHOCTI
IiH, YMOB
OpOHIOBaHHS
Ta MUILOBUX
ayAUTOPii

.p060Ta 3

1(0)113% 3
JIONAaTKOBUX

aJIbTepHATHBHU AKCpEIL AOXONY

MU CErMEHTaMH
(BIIO,
BOJIOHTEPH,
013HeC y HOBUX
JIOKAITisX)

Puc. 2. ITpunnunu aganraiii revenue management roreJibHOro 6i3Hecy 10 Kpus

orcepeno: pospobka aBTopa
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Tabnuuys 1

(I)OpMyBaHHﬂ aoxony B roreJi 3 yYpaxyBaHHAM KPH30BHUX ABUIIL

Dopmyna doxody cyb’ekma zomenvrozo 6izHecy

Hoxon (Revenue) = (Basosuii monut x Cepenus 1ixa) X KoedimienT agamnrarii 10 Kpusu —
- Brparu uepes kpusy + JomaTkoBi mKepesia T0X0My

Bagosnii momut (D)
3a piK).

CTaHJapTHE 3aBAHTAYKEHHA TOTEJ0 B CTAOLIBbHUX yMoBax (Hampukianm, 70% y cepemHbOMY

Cepenns mina (P)) IiHa HOMepa /10 KPU3H.

KoedirienT agamrarmii mo

TIOTIPAaBOYHUI MHOKHUEK, 1[0 BPaXOBYE:

kpusu (Ka) SHIWKEeHHA MoNuTy (HAIPUKJIaL, Yepes 3aKpUTTA KOPIOHIB a00 eKOHOMIUHY KPHU3Y).
EdexruBHicTh aHTUKPH30BUX 3aXO0/iB (peKyiaMa, 3HIKKY, po00Ta 3 HOBUMU ayIUTOPiAMM).
Dopmyna koedirienra:
*Ka = 1—(Cxopouennsa noruty %) + (EderxruBHicTs aganrarii %)*
Brparu uepes kpusy (L) |30uTKHN uepes: CKacyBaHHA OPOHIOBAHb, BUMYIIIeH] sHmKKN (Hanpukian, ajia BITO); spocran-

HA BUTPAT Ha 0e3neKy/eHepriio.

HomaTtkoBi mxepesia JOXOIy
(AR)

HAIXOMKEHHSA 3: [IOBIOCTPOKOBUX 3a13/iB; TAPTHEPCHKUX IPOrpaM; TOHATKOBUX IIOCIYT.

R=D,xP,xKa—L+AR

orcepeno: pospobka aBTopa

3a BHIIKYE JIOXiJT Yepes MaqiHHA MOMUTY Ta T0AAaTKOBI
BUTpPATH, ajie KOPEeKTHi cTparerii (po6oTra 3 HOBUMU
KJIIECHTaMU, OTITUMIi3aIlig BUTPAT) MOXKYTb YaCTKOBO
KoMOeHcyBaTtu Brpatu. [Ipu poMy KepiBHUIITBO I'0-
TEJII0 MOXKe NPUMMATHU yIIPABIIIHCHKI PIIlIEHHA II[0JI0
OIITHUMI3AIIAHNX 3aX0qIB, 30KpeMa 30uIbiuT Ka ue-
pes3 aKTUBHUI MapKETUHT A HOBUX IIJILOBUX T'PYII;
3MeHIIUTH L 3a paxyHOK THyYKHX yMOB OPOHIOBAaHHS;
makcumisdyBaTu AR (Hampukiaj, posIIupUTH ITOCTYTH
IUIA TOBrOCTPOKOBUX rocteii). Ila Momens gomomarae
rOTeJIAM ITPOTHO3YBATH JO0XIi/] Ta IPUIMAaTH 00T PyHTO-
BaHi pillleHHA B YMOBaX HECTA01JIbHOCTI.

EdexruBre yrnpaBaiHHA J0X0AAMHU B TOTEJILHOMY
6i3Heci, 0COOJIMBO B yMOBaX KpU3U, BUMArae po3pooKu
mpoayMaHoi cTparerii revenue management. I'osioBHe
3aBJIaHHA IIOJIATAE B TOMY, 100 MaKCUMAaJbHO ajam-
TYBaTU CUCTEMY I[IHOYTBOPEHHSA, IUHAMIUHOTO YIIPaB-
JIIHHA 3arracaM¥ Ta MapKeTUHTOBUX 1HCTPYMEHTIB JI0
HecTabLTLHOTO monuTy. 1A 11boro HeoOXiTHO aHAaJTi3y-
BaTU PUHKOBI TeHJEHIIi1, ONTUMiZyBaTy KaHAIU 30yTY,
BIPOBAPKyBATH THYUYKI TAPU(DU Ta CIIEI[iaIbHi IIPOIIo-
3UIIi1, 8 TAKOXK AKTUBHO BUKOPUCTOBYBATU TEXHOJIOTIT
ITPOTHO3YBAHHA JIJ1A 3MEHIIIEHHA PUBUKIB.

KirouoBuM acriekToM y KpU30BUX YMOBAX € OaJIaHC
MiX 3aJIydeHHAM KITI€HTIB Ta MiATPUMAaHHAM pPeHTAa-
6enbHOCTI. BaykiinBo po3BuUBaTU JIOAJIBHICTH rOCTEH
yepes MepcoHAaJIi30BaHi MOCIIyTH, IPOTPAMHU IIiJIbr Ta
e(exTrBHY KoMyHiKaIio. [IapasesbHo citi ckopouyBa-
TH BUTPATU, HE BHWKYIOUN AKOCTI 00CIyrOByBaHHSA, TA
30CepPeIUTHICA HA HAMOLIBII ITePCIEeKTUBHUX CeTMEHTaX
puHKy. [HTerparia jaHux Ta aBTOMAaTHU3AIlA ITPOLIECIB
ITO3BOJIATH OIIEPATUBHO pearyBaTu Ha 3MiHU Ta 3a0e3rie-
YUTHU CTAOIIBHICTD IOXOIB HABITH Y CKJIQTHUIL TIEPiOI.

IIpu po3pobiIli cTpaTerii MOOYI0BU CUCTEMH yITPaB-
JIIHHA Joxomamu (revenue management) roTeJbHOTO
6izHecy B yMOBaxX KPW3U [IOLLJIBHO BUKOPUCTOBYBATU
4oTUPhOX ertamHuii anroputMm [6]. Ilepmuii eran —
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POrHO3YBAaHHA MOIUTY — Iependadyae aHaII3 pUHKO-
BUX TEHJIEHITIH JIA BUSHAUEHHA OIITUMAJIBHOTO 00CATY
TIOCJIYT, AKI TOTEIb 3MOsKe e(DeKTUBHO 3aIIPOIIOHYBATH.
Hpyruit eran — guHaMiyHe IIHOYTBOPEHHA — 6asy-
€THCA HA THYYKOMY MiXO0/I1 10 BCTAHOBJIEHHA BAPTOCTL
HOCJIYT 3 ypaXyBaHHAM CEerMeHTAallil KJIieHTiB, IXHbOT
TJIATOCITPOMOIKHOCTI Ta IOTOUYHUX PUHKOBUX YMOB. Tpe-
Till eTarr — yIIpaBJIiHHA pe3sepBaMu Ta quBepcudikariisa
TOCJIYT — COPAMOBAHUI HA KOHTPOJIH HAABHUX PECYPCIB
HOMEPHOT0 (DOH/TY Ta POSMIMPEHHSA CHEKTPY MTPOTIO3UITiLT
JIJ1A 3aJT0BOJIEHHS MOMUTY Ta 301JIbIIIEHHSA JOJaTKOBUX
nmoxomiB. UeTBepTuil eTam — oOTUMIBAIlA JUCTPUOY-
mii — mepeabadae parioHaJIbHEe BUKOPHUCTAHHSA IIPAMUIX
1 mapTHEPCHKUX KaHAJIB 30yTY JJIS OXOILIEHHS PI3HUX
IMUTHOBUX ayQUTOPili Ta MaKCUMi3aIllii IpubyTKOBOCTI.

Opranizarifiga cTpykTypa revenue management
mepenbauae CTBOPEHHA cIielfiajidoBanoro Revenue-
BTy, AKUI 3a3BUYAll BXOOUTB JI0 MiIMIOPAIKYBAHHA
KOMEPIIIIHOTO IUpPeKTopa abo reHepaJbHOT0 MEeHeIKe-
pa rorero. TuroBuii ckIag KOMaHIU BKJIIOUAE: KEPIB-
auka (Director of Revenue), 1-2 MeHemxepiB 3 m0X0-
MIiB Ta acuCTeHTAa. ¥ MaJIuX ToTeJiAxX (PyHKIIil revenue
management MOXYTb BUKOHYBATHUCHA CIIIBPOOiTHUKA-
MU Bigmiay mpomakiB. OCHOBHI 000B’SI3KH TUPEKTOpPA
3 TOXO/IiB OXOILIIOIOTE: IHTErpallifo cTparerii Ta TAKTUK
revenue management y MapKeTHUHIOBI Ta onepariiiHi
poLiecH, po3po0Ky TOJIITUK I[iHOYTBOPEHHS, HAJIAIIITY-
BAHHA IIPOrPAMHUX PIllleHb Ta KOHTPOJIb BUKOHAHHSA
miraHiB. MeHemKepu, y CBOIO Uepry, BillIOBIAAOTH 3a:
aHATITUKY TaHUX, IPOTHO3YBAHHA ITOIIUTY, KOPEryBaH-
HA TapudiB i KBOT, a TAKOX ITATOTOBKY 3BITHOCTI JJIs
OPUHHATTA YIIPABIIIHCHKUX PillleHb.

B onruMmasnieHOMY BapiaHTi cucreMa revenue man-
agement mae OyTu OpraHIUHO iHTErpoBaHA y BCi OIle-
paIlliiiHi mporecu roTeJsiro, IepeTBOPUBIINUCH, HA He-
B €MHY YaCTUHY HOr0 KOPIIOPATUBHOI KyJIbTYpH, 1€
mpioputeToM € MakcuMizarlis goxomis. Lle mependauae
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TpaHchopMaIlifo yIIpaBIiHCHKOT0 MUCJIEHHA — BiAXif
BIJl KJIACUYHUX «TFOTEJIbHUX» MIAXO0IIB A0 IIPOJAKIB,
CEpBICY Ta I[IHOYTBOPEHHA Ha KOPUCTH CTPATETriUYHOr0
YOPaBJIIHHA TPUOYTKOBICTIO.

KnrouoBuM acriekToM € yCcBiqOMJIEHHS KepiBHUIL-
TBOM, II[0 revenue management — 11e He MPOCTO
(byHKITIA CITeriajiisaoBaHoro IiIPO3IUTY, 8 KOMILIEKCHA
6isuec-(isocodis, AKka Mae MPOHU3YBATH BCi PiBHI IIpU-
UHATTA piliedb. JIuiie Takuii Migxia JO3BOJIUTE IOTe-
7110 e(heKTUBHO AIaIITyBATUCA J0 PUHKOBUX BUKJIUKIB
i 3abesneunTu cTabiabHy (QiHAHCOBY Pe3yJIETATUBHICTS.

®ynxiia Revenue-Bigoisty — He juie po3poouTu
CTpaTeriio YIIPaBIiHHA I0X0aMU JJIS TOTeJILHOT 1HTY-
cTpii, ajie it 3a6e3reunTy ii ePEeKTUBHY AIaIITAIIi0 10
KpusoBux ymoB. Ile mepenb6avae rHyUKICTb Y TPUHHATTL
PpillleHb, OTIePaTUBHUI aHAJIi3 3MIiH PUHKOBOI JUHAMIKU
Ta TOCTIHHY KOPEKITif0 TAKTUK JIs 30epeskeHHs (piHaH-
COBOI CTIHKOCTI rOTEeJIiB.

KirouoBi acriexktu agarrrariii crparerii yIpaBIiHHA
moxomamiu (revenue management) 10 Kpusu BKJIIOUAIOTE:
® [IPOrHO3YBAHHSA IIOMUTY 3 YPAXyBaHHAM €KOHOMiUHOL

HecTa0lIbHOCTI — BUKOPUCTAHHSA JAHUX 13 COITIaJIbHUX
Mepesk, aHAJNITUKNA OPOHIOBAHb TA MAKPOEKOHOMIUHUX
TPEH/IB [JIA Tiepei0avueHHs 3MiH Y TTOBEIIHI[I TOCTEH.
* MUHAMIUYHE I[IHOYyTBOPEHHA Ta CEeTMEHTAllid PUH-
Ky — afanTaria Tapu@is g0 ILI1aTOCITPOMOMKHOCTI
PIBHUX IIJILOBUX I'PYT, 30KpeMa BHYTPIIIIHIX TYPUCTIB,
0isHec-KJIIEHTIB 400 MIXKHAPOJHUX rocreii (3a HasaB-
HOCTI TIOTTUTY).
® omITUMIi3aIliA KaHaJIIB JUCTPUOYIlil — 301JIbIIIeHHSA
YaCTKU IIPAMUX IIPOJAKIB Uepes BJIACHI caliTh Ta
JIOAJIBHICTD KJIICHTIB, 1100 3HU3UTH 3aJIeKHICTE Bif
moporux OTA-mmargopm (Online Travel Agency),
AKI BUCTYIIAIOTh ITIOCEPETHUKAMY MiK TOTEJIAMU Ta
KJIIEHTaMU, IIPOTIOHYI0YN OPOHIOBAHHSA HOMEPIB uepes
CBOI caliTy Yu MOOLIBHI JOOATKH.
auBepcU(iKaIlif MOCTYT i MAaKeTHUX MPOIIO3UITiH —
Ppo3pobKa TOAATKOBUX JFKEpeJI T0X0ay (HarpuKIIaj,
JIOBI'OCTPOKOBI IIPOKUBAHHSA, IBEHTU, KOBOPKIHTHY) [1JIA
KOMIIEHCAIIIl BTPAT Bi[ 3HMKEHHA 3aBaAHTAKEHOCT1
HOMEPHOT0 (DOH/TY.
ClieHapHe IUIaHyBaHHA — MiATOTOBKA KLJIBKOX Bapi-
aHTIB [Iill 3aJI€3KHO Bif] NIMOMHYN Kpu3u (HATTPUKIIAT,
o0MeKeHHA MIKHAPOIHOTO TYPHU3MY, aJiHHA KyITi-
BEJILHOI CIIPOMOXKHOCTI).

BaxiuBoro cKi1aqoBo0 € TaKoK [IOCTIMHUI MOHITO-
punr edexruHocti crparerii uepes KPI (Key Perfor-
mance Indicators) kirro4oBi mokasHuKy ePeKTUBHOCTI,
AKI BUKOPUCTOBYIOTHCA JIJIA OI[IHKY YCHIITHOCTI CTpare-
rii ynpaBiiHHA oxogamu (revenue management) y ro-
TeJILHOMY 6i3HeCI Ta IIBU/IKe BIPOBA/FKEHHSA 3MiH. YMO-
BU KpU3U BUMAarawTh Bif Revenue-Bigiisly He mpocTo
pearyBaHH:A, 2 TPOAKTUBHOTO YITPABJIIHHA PUSUKAMU —
BiJ] THYYKOCTI I[iIHOBOI HOJTITUKY JI0 iHBECTHUI[Ill Y TeX-
HOJIOT11 (HAampUKIIAJ, ITYYHUHN 1HTEJIEKT /1A aHATi3y
naHux). JIume Takuil miaxia JO3BOJIUTD YKPATHCHKAM
roTeJIAM He JIMIIE BUKMBATH, ajie I 3HAXOIUTH HOB1
MOZKIJTMBOCTI I POCTY B HECTAOLIILHOMY CEPEIOBUIII.

BucHoBKH. YpasiainHA goxogaMu (revenue man-
agement) BucTynae KOMIUIEKCHUM 1HCTPYMEHTOM, II[0
3abes3meuye He ITPOCTO MAKCUMIi3aIlilo0 JOXO/IB y Iie-
PioJi BMCOKOTO TIOMHUTY, a ¥ aKTUBI3aIlil0 TIPOAaKiB
Yy HUBBKI CE30HU 32 PAXyHOK I[JIECIIPAMOBAHUX TAKTUK,
110 BUK/IIOYAIOTh MAcoBi 3HWKKU. [laHuil migxia mae
CTpaTeriyHy OCHOBY, iIHTETPYIOUH aHAJIi3 IIPUOYTKOBO-
CTi BCiX PKepeJt JOXO/Iy Ta BUBHAYAIOUU JOBIOCTPOKOBL
opieHTHUPHU PO3BUTKY roresro. CydacHi IHCTPYyMEHTH
revenue management 3HaAYHO BUUIILIIN 32 paMKHU Tpa-
IUIMAHOI 3BITHOCTI — BOHM BKJIIOUAIOTH CKJIAIHI aHa-
JITHYHI METOIH Ta IIePeI0Bl TeXHOJIOTII. 3 PO3BUTKOM
CHCTEM TIPOTHO3YBAaHHA Ta CHEIiaJTi30BaHUX revenue
management-pilens 3’ ABUIACA HEOOXiTHICTD y T1epe-
OCMUCJIEHHI BCHOTO ITi/IXO/Y, 0COOJTMBO B YMOBaX PUHKO-
BO1 HeBusHAuUeHOoCTi. ChorofHi eeKTUBHE yIIpaBTiHHA
roTejeM HEMOKJIUBe 0e3 3acToCyBaHHS ITpodeci iHrX
MEeTOJME revenue management, AKi cTajiu HEBiT €EMHOTO
YaCTHHOK YCITiNTHOTO 0i3Hecy.

Ederxrusuuii revenue-MeHeq:KMEHT y TOTEJILHOMY
6i3Heci, 0cO6JIMBO B yMOBaxX KpPU3U, I'PYHTYETbCA HA
CTpaTeriyHOMY IT/IXOMi 0 afarTallii I[iHOyTBOPEHHS,
YOPAaBJIIHHA 3arlacaMy Ta MapKEeTUHTOBUX TAKTHUK JI0
minguBoro monutry. KioyoBuMu egeMeHTamMu ycmi-
Xy €: THYYKICTb TAPU(PUKN Ta CIEIiaJIbHI IIPOIIO3UIIiT,
ONTHMIi3aIlid KaHaIiB 30y Ty, aHAaJIi3 pPHUHKOBUX TPEH/IB,
BUKOPUCTAHHA CyJaCHUX 1HCTPYMEHTIB ITPOTHO3yBaHHA
I MiHiMizamil pusukis. TakuM YMHOM, CTPATEriuHO
BUOy/J0BaHAa CHUCTEMa YIIPABJIiHHA JI0X0OaMU J03BOJIAE
roTeJsIAM He Jiniie cTablrisyBaTy (hiHAHCOBI IOKA3HUKHI
B YMOBaX HEBU3HAUYEHOCTI, a If 3a0e3MeYnTH T0BrOCTPO-
KOBY KOHKYPEHTOCIPOMOIKHICTb.
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