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BCTYII

«PeBeHI0 MEHEDKMEHT Y TOTEIILHOMY Ta PECTOpaHHOMY Oi3Heci» mepeadadae
BUBUYCHHS OCHOBHUX IMPHUHIMITIB €PEKTUBHOTO YIPABIIHHA JOXOJaMH y TOTEIhHO-
pecropaHHOMYy Oi3HECI Ta BHU3HAYEHHS IIJILOBOI ayJauTOpii I PI3HOTO THUITY
rOTeIbHUX MIANPUEMCTB. ['0Ten MarTh (PiKCOBaHY MOTYKHICTb, BUCOKO PO30ipHUIA
IPOJYKT 1 BHUCOKI TIOCTIMHI BHUTpATH. Ijes peBeHI0O MEHEKMEHTY BIieplie Oyia
1HTErpoBaHa JJis pUHKY aBiakommaniii me y 1970-x pokax. T1k MeTo1, 3aCHOBaH1 Ha
aHaJITHUII, IONIOMaralTh nepeadadynTH MOBEAIHKY CIIOKHUBAaYiB HA PUHKOBOMY PiBHI
rOTeNI0, 100 TOTENb MIT IPOAABATH KOKEH HOMEP IIIOHOUI 32 ONTUMAJILHOIO I1HOIO.

OCHOBHUMH 3aBJdHHAMH BUBUYCHHS I[I/ICLII/IHJ'IiHI/I €. PO3BUTOK 3HAHb IOJ0:

0COOJIMBOCTEN 1IIHOYTBOPEHHSI HA TOTEJIbHO-PECTOPAHHUX IMIITPUEMCTBAX Ta

CTpaTerii HIHOYTBOPEHHS;

- MOJIETIOBAaHHS TOMUTY Ta €KOHOMIYHMX YMOB HEBU3HAYCHOCTI, 3 SIKUMHU
CTHKAIOThCSL 0COOU, 110 TPUUMAIOTh PIIICHHS;

- METOJUKH BUSBIICHHS PE3EPBIB J0XOIY MIANPHEMCTBA; 0A30BUX CTpaTErii
YIPaBIIHHS J0X0/IaMU TOTEJIIB, PECTOPAHIB;

- METOAWKH 1 0coOnMBOCTI 300py 1 00poOku iHdopmalii B cUCTEMax

YIpaBJIiHHS 10X0/1aMHU;

aHaIi3y MOKa3HUKIB MPUOYTKOBOCTI TOTEJIB Ta PECTOPAHIB.

['nocapiii npusHaueHuii s ctyneHTiB [V kypcy 6akanaBpChbKOro piBHs OCBITH
TSt BCiX (hopM HaBYaHHS cHerianbHOCTI «I 0TenpHO-pecTopanHa crpasay. PosyMinHs
crienudiuyHuX 1711 PeBeHI0O MEHEKMEHT y TOTEIbHOMY Ta PEeCTOpaHHOMY Oi3Heci
TEPMiHIB HEOOX1THO JJIsl 3ACBOEHHS HABYAJILHOT MPOrpaMu AUCIUILIIHUA Ta TOAIBIIION

peanizanii y mpodeciitHiil TisIbHOCTI.



I'JIOCAPIH (anrmiiichka Bepcis)

A

Average Daily Rate (ADR) — A measure of the average rate paid for rooms sold;

calculated by dividing room revenue by rooms sold.

Average Length of Stay (ALOS) — The total room nights in a hotel or segment divided
by the number of reservations in the hotel or segment. Formula: Total occupied room

nights / Total bookings.

Average Rate Index (ARI) — A metric used to determine whether the property is
achieving its fair share of ADR compared to a specific group of hotels (i.e. a
competitive set). It is calculated by taking the ADR of the property and dividing it by
the ADR of the competitive set (competitive set data collected through a third-party
provider such as STR). An ADR of above 1.00 indicates that the property is achieving
more than its fair share, while below 1.00 suggests that the hotels in the competitive
set are ‘eating’ into the properties’ ‘pie’. Note: Traditionally, hotel revenue managers

prefer to multiply the number by 100 (or convert into a percentage).

B

Best Available Rate (BAR) — A commonly used base rate upon which all other priced

segments are based. Also the common rate used for comparison between hotels.
Block code — A code attached only to group rooms that are a part of a block.

Block pricing — A non-yieldable rate given to a set number (or block) of rooms held

for a particular group.

Booking curve — An important tool for yielding that provides a visual representation
of the pickup, number of bookings, availability and yielding capacity of the hotel over
time.



Booking engine — The technology that allows reservations to be made on a website.

Booking window — The timeframe in which hotel reservations come into hotels for a

particular stay date(s).

Budget — Refers to the annual budget prepared in late Fall that sets the financial plan
for the property for the next calendar or fiscal year. It includes a daily occupancy, rate
and RevPAR by major market segments and feeds into the financial budget for the
property. The budget shows percent change vs. last year and previous year by month

and quarter.
C
Capacity — The set number of rooms in a hotel.

Central Reservation System (CRS) — A system or an office that is used by hotels in
one chain or organization, or created by a third-party vendor, used to maintain hotel

information, inventories and rates and to manage the reservation process.

Channel management — The techniques and systems used by hotels to update hotel

information, room inventory and rates in each of the distribution channels.
Channels — Different methods by which a customer books/reserves a room.

Closed to arrival (CTA) - An inventory control mechanism used by revenue

managers meaning no new reservations can be taken for guests arriving on this date.

Commissions — The payments that a travel agent receives for each reservation made

on their site.

Competitive set — Consists of a group of hotels by which a property can compare itself

to the group’s aggregate performance.



Conversion — The transition by a customer from shopping or gathering information to

taking an action such as purchasing or making an inquiry.

D
Day(s) Before Arrival (DBA) — The number of days before the stay date.
Demand — The amount of interest in a product.

Denial — A notification that the hotel has been shopped on the hotel’s direct booking
engine and a rate was not given because the hotel was sold out or a restriction was

placed on the shopped date.

Displacement Analysis — Determining whether it’s beneficial to take rooms out of
inventory that could be requested later at a higher rate (usually in a group environment).
To analyze, multiply the number of guestrooms that will be denied times the average
rate for that segment of business. If that is higher than the group revenue, then the

group should be turned away.

Dynamic Pricing — The process of actively applying revenue management by selling

the same products at different prices to different customers.
F

Fenced rate — A rate that involves certain requirements in order to make the
reservation, such as nonrefundable and non-cancelable reservations, or advanced

purchase reservations. Fenced rates are more easily segmented.

Forecast — Expected revenue results based on analysis (occupancy and average rate

included). Forecasts also typically refer to predicted demand.
G

Global Distribution Systems (GDS) — Four large reservation systems (Amadeus,

Galileo, Sabre, Worldspan) originally designed for airlines and now widely used by



travel agents only to book all forms of travel. GDS systems generally use older

technology and are not connected through the Internet.

Gross Operating Profit Per Available Room (GOPPAR) — A metric that measures

total revenue minus operational and marketing expenses per room.

Group Displacement — The process of evaluating a group’s total profitability in

comparison to the profitability of accepting business from other channels.

L

Leisure traveler — Non-business traveler, or someone traveling for personal reasons

and not work.
Length of stay — The number of nights a guest has booked at the hotel.

Look-to-book ratio — Used in the travel industry to show the percentage of website

visitors (lookers) relative to the number who book on the website (bookers).

Lose-it Rate — A rate where the hotel would be better off leaving the room unsold than

sell at this rate.
M

Market Penetration Index (MPI) — A metric used to determine whether the property
is achieving its fair share of occupancy compared to a specific group of hotels (i.e. a
competitive set). It is calculated by taking the occupancy percentage of the property
and dividing it by the occupancy percentage of the competitive set (competitive set
data collected through a third-party provider such as STR). A MPI of above 1.00
indicates that the property is achieving more than its fair share, while below 1.00
suggests that the hotels in the competitive set are ‘eating’ into the properties’
‘pie’. Note: Traditionally, revenue managers prefer to multiply the number by 100 (or

convert into a percentage).



Metasearch — A type of search engine that aggregates inventory from several sources

and presents it in a single space.

Minimum Length of Stay (MinLOS) — An inventory control mechanism used to
optimize stay patterns, primarily to ensure that a peak demand night does not get filled

with one-night stays.

N

Net rate — The sell rate with commission already taken out, sometimes required for
OTA:s.

O

Occupancy — The percentage of available rooms that were sold during a specified
period of time. Occupancy is calculated by dividing the number of rooms sold by rooms

available. Occupancy = Rooms Sold / Rooms Available.

Occupancy Index — The measure of your property occupancy percentage compared to
the occupancy percentage of your competitive set. Formula: Hotel OCC/ competitive
set OCC * 100.

Online Travel Agency (OTA) - An Internet-based hotel and travel reservations
system. Hotels typically provide inventory to OTAs, which sell the rooms in exchange

for a commission.

Opaque — Describes a booking channel where the supplier (hotel) remains hidden until

after the purchase is complete.

Open Pricing — The ability to price all room types, channels and dates independently

of each other to maximize revenue without having to close any off.

Overbooking — The practice of confirming reservations beyond capacity, either in

expectation of cancellations or no-shows, or in error.



P

Pace — Also called pickup, pace is the rate at which reservations are made for a

particular date.

Pay Per Click (PPC) — A marketing technique employed when a marketer establishes
links or advertising copy on a web page and agrees to pay a fee each time a web user

clicks on those links.

Predictive Analytics — Extracting information from data and using it to predict trends

and behavior patterns.

Price Elasticity — An economic measure that shows the responsiveness or “elasticity”

of the demand for a product based on a change in its price.

ProPAR — Profits per available room, an emerging metric that calculates not revenue,
but net revenue. This factors in customer acquisition costs and other expenses. Net

RevPAR is another term for this.

Property Management System (PMS) — Used onsite in an individual hotel to allow

for guest check-in and check-out.

R

Rate parity — The strategy to maintain consistency of rates between sales channels,
usually enforced through contractual agreements between hotel companies and third-

party vendors.

Regret — A naotification that the hotel has been shopped on its direct booking engine

and a rate was given, but a guest chooses not to accept the reservation.

Revenue per available room (RevPAR) — A metric used to assess how well a hotel
has managed their inventory and rates to optimize revenue. Calculated by multiplying

occupancy by ADR.



Revenue Generating Index (RGI) or RevPAR Index (RPI) — A metric used to
determine whether a property is achieving its fair share of revenue compared to a
specific group of hotels (i.e. a competitive set). It is calculated by taking the RevPAR
of the property and dividing it by the RevPAR of the competitive set (competitive set
data collected through a third-party provider, such as STR). An RGI of above 1
indicates the property is achieving more than its fair share, while below 1 suggests that
the hotels in the competitive set are eating into the properties’ pie. Traditionally,

operators prefer to multiply the number by 100 (or convert into a percentage).

Revenue Management — The art and science of predicting real-time customer demand

and optimizing the price and availability of products to match that demand.

Revenue per Square foot of function space (REVPAS) - A measure of how
effectively hotels (especially group and convention hotels) are at renting their function
space. Formula: Total Function Room revenue/ Total square footage of function room

space.

Revenue Strategy — A more comprehensive approach to revenue management that
encompasses not just pricing and demand optimization but also business intelligence
as it relates to sales, marketing, distribution and other functions across the hotel
enterprise. It also accounts for costs associated with customer acquisition and retention;
leverages interdepartmental intelligence to facilitate a collaborative approach to
revenue generation; and unlocks behavioral insights through new data sources and

price elasticity testing.
S

STR — A private company that provides a clearing house where hotels can enter their
own operating data (ADR, Occupancy and total rooms) and STR then aggregates this
information with data from other hotels in the same market and allows participating

hotels to compare their KPlIs.
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Shoulder Date — Nights that are next to full or very compressed dates. If a Friday and
Saturday are forecasted to be sold out, and Sunday is not, it would be considered a

shoulder date in that example.

Stay Pattern Management— A revenue management process that seeks to make
optimum use of hotel capacity by ensuring the stay patterns on the books do not result

in un-sellable stay patterns remaining to be booked.

"
Transient — Non-group business.
U

Unconstrained Demand — The forecast of how many rooms you could sell if you had

an unlimited number of rooms.
W

Web Shopping Regrets and Denials — When a hotel has been shopped online and a
rate was given but the guest did not book a reservation (regret), or a rate was not given

at all due to a restriction or sell out (denial).

Y

Yield — The dynamic pricing, overbooking and allocation of perishable assets to

maximize revenue.

Yield Management — Sometimes synonymous with Revenue Management, Yield
Management is the process of understanding, anticipating and reacting to customer

needs and behavior with the intent of maximizing revenue.

11



IJIOCAPIH (ykpainchka Bepcist)

A

Average Daily Rate (ADR) - Cepenniii nennmii tapud — ITokasHUK cepeaHbOT
BapTOCTI, CIJIAYCHOT 3a MPOaHi HOMEPH; OOYMCIIOETHCS METOIOM JUJICHHS BUPYYKH

BiJl HOMEPIB Ha KUIbKICTh MPOJAAHUX HOMEPIB.

Average Length of Stay (ALOS) — Cepennst TpuBaiicTh nepeOyBaHHS — 3arajibHa
KUTBKICTh HOYEH, IPOBEJCHHUX Yy TOTEN, MOJIiJIeHa Ha KUIbKICTh OPOHIOBAaHb Yy TOTETI.

®opmyina: 3aranbHa KiIbKICTh 3aHATUX HOUeH / 3arajgbHa KUTbKICTh OPOHIOBAHbD.

Average Rate Index (ARI)—Ingekc cepemuboi BapTocTi — IHACKC CcepeaHbOT
BaptocTi (ARI) - MeTpuka, sika BAKOPUCTOBYETHCS JUIsl BABHAYEHHS TOTO, UM JIOCSATAE
00'ekT cBO€i yecHOi yacTku ADR mOpiBHSHO 3 MEBHOIO TPYIOK TOTEIiB (TOOTO
KOHKypeHTaMu). O0uncmoeTbesa MeTooM B34TTss ADR roremo Ta JaiaeHHs Horo Ha
ADR KOHKYypeHTIB (AaHl KOHKYpPEHTIB 30HMparoThCsl 3a JOMOMOTOI0 CTOPOHHBOTO
nocTtadainbHuka Takoro, sk STR). ADR nonan 1,00 Bkazye Ha Te, 1110 00'€KT ocsiTae
O11bIIIEe, HIXK CBOET YECHOT YaCTKH, TOJI1 K 3HaUeHHs MeHIe 1,00 cBiIUuTh mpo Te, 110
roteli B KOHKYPEHTHOMY Ha0oOpi «3aliMaroTh» dYacTKy Big oO'ekta. [lpumiTka:
TpanuiiiitHO peBEHI0 MEHEKEPH B TOTENSIX BIIAIOTh MepeBary MHOKEHHIO Yncia Ha

100 (abo mepeBOasATh y BIZICOTKH).

B

Best Available Rate (BAR)-Haiikpama pgoctynHa 1iHa — 3a3Buyail
BUKOPHCTOBYBaHa 0a30Ba I1iHa, HA OCHOBI SIKOT BCTAHOBJIIOIOTHCS ITIHU JIJIS1 BCIX 1HIITUX

cerMeHTiB. Takok 3arajibHO IPUIHSATA I[1HA JJIs1 TOPIBHSHHS MIXK TOTEIISIMH.

Block code — Kox 6:10xy — Ko, 1110 BAKOPHCTOBYETHCSI JIHIIE /151 TPYIIOBUX HOMEPIB,

SIK1 € YACTUHOIO OJIOKY.

12



Block pricing — IlinoytBopenHs s OyiokiB — HekopekToBaHa IiHa, HajgaHa

(hikcoBaHi# KUIBKOCTI (200 0JI0KY) HOMEPIB, SIK1 3ape3epBOBaHI JJIs IEBHOI TPYyIIH.

Booking curve — KpuBa OpoHioBaHHs — BakiuBuii IHCTPYMEHT IS [IIHOYTBOPEHHS,
10 HaJla€ Bi3yaJibHE MPEACTaBICHHS TUHAMIKW OpOHIOBaHb, KIIBKOCTI OpOHIOBaHb,

HasIBHOCTI Ta MOKJIMBOCTI HiHOYTBOpeHHH TOTCJIIO 3 IINIMHOM 4acCy.

Booking engine — Cucrema 6poHroBaHHs — TeXHOJIOTIs, SKa J03BOJISE 3/I1HCHIOBATH

OpoHIOBaHHS Ha BEO-CAMTI.

Booking window — BikHo OponroBanHs — [IpoMikOK dYacy, NpOTITOM SIKOTO

3MIIMCHIOIOTHCS] OPOHIOBAHHSI TOTEIIB Ha MEBHY JIaTy (aTH) nepe0yBaHHS.

Budget — bropker — BigHOCHTBCS 0 PIYHOTO OFOKETY, CKIAJCHOTO HANPHKIHII
OCEHI, IKMi1 BCTAHOBIIIOE (DIHAHCOBUI TIJIaH JJI TOTEII0 Ha HACTYIHUN KaJdeHAapHUN
abo (iHaHcoBH pik. BiH BKItOUae MOAEHHUNA KOE(DIIEHT 3aBaHTAaXKEHHs, TapuUP Ta
RevPAR 3a OCHOBHMMM pUHKOBUMHU CEIMEHTAMU 1 BpPaxOBYeTbCs Yy (DiHAHCOBOMY
Oro/pKeT1 1S roTento. bro/uKeT moka3ye BiICOTKOBI 3MIHM B MOPIBHSIHHI 3 MUHYJIUM

POKOM Ta MOMEPETHIM POKOM 3a MICSIIb 1 KBapTal.
C
Capacity — Mictkicts — ®ikcoBaHa KiJbKICTh HOMEPIB Y TOTEJII.

Central Reservation System (CRS) — llentpanizoBaHa cucTeMa pe3epBYBaHHS —
Cucrema abo odic, SKMI BHUKOPUCTOBYETHCS TOTEISIMM B OJHIA Mepexi abo
oprasizaiiii, 800 CTBOPEHUI CTOPOHHIM MMOCTAYAIbHUKOM, JUIS MIATPUMKH 1HQOpMaIii

PO TOTENb, IHBEHTAp Ta Tapu(du Ta yrmpaBIiHHS IPOIECOM OPOHIOBAHHS.

Channel management — Yrpasninas kaHamaMd — TexXHIKH Ta CHCTEMH, IO
BUKOPUCTOBYIOTBCSI TOTEJISIMU JJIsi OHOBJIEHHSI 1H(oOpMallii Npo TroTellb, 1HBEHTap

HOMEDPIB Ta Tapu(DPiB Y KOKHOMY KaHAI1 PO3MOALTY.

Channels — Kananu — Pi3Hi MeTo1u, 3a JOMMOMOTOIO SIKUX KIIEHT Pe3epBY€E HOMEP.
13



Closed to arrival (CTA) —3abopona Ha mpuOyTTs — MexaHi3M yIpaBIIiHHS, IO
BHKOPHCTOBYETHCS PEBEHIO MEHEKEpaMH, 1€ O3HAYa€, [0 Ha IO JaTy He

MPUIMAaIOTHCSI HOBI OpOHIOBAaHHS JJIs TOCTEH, sIKI PUOYBaIOTh.

Commissions — Komicii — Burmatu, siki OTpUMy€ TYpUCTHYHHI areHT 3a KOXXKHE

3niicHeHe OpOHIOBaHHS Ha IXHPOMY CaiTi.

Competitive set — Konkypentauii Ha0ip — CKIIagaeThcs 3 TPYIU TOTENIB, 3 SKOIO

roTelb MOXE MOPIBHIOBATH CBOIO 3arajibHy MPOTyKTHUBHICTb.

Conversion — Kousepcis — Ilepexia kimienTa Bia neperisay ado 300py indopMariii 10

i Takoi, sIK MOKYTKa a0o 3aIluT.

D

Day(s) Before Arrival (DBA) — Jleun(-Hi) 10 npuOyTTss — KiIBKICTh AHIB 10 JaTH

nepeOyBaHHS.
Demand — IMorut — KinbKicTh 3aIlikaBICHOCTI MPOYKTOM.

Denial — BinmoBa — IToBigomiieHHs, 110 TOTeb OYB 3a0pOHBOBAHUI 3a JOIMOMOTOKO
BJIACHOT cucTeMu OPOHIOBAaHHSI, ajie Tapud He OyB HaJaHU yepe3 BIJACYTHICTh BUTBHUX

Micilb 200 0OMeKeHHs Ha BUOpaHy Jary.

Displacement Analysis — Anani3 3amiiieHas — Bu3HaueHHs, Y4 KOPUCHO BUITYYHUTH
HOMEpH 3 MpoJiaxy, 1od Horo MoxkHa OyJio MPoOJaTH Mi3HIlIIE 3a BUIIUM Tapudom
(3a3BHUUaii B rpynoBoMy cepeaonuiii). s aHami3zy moTpioHO MOMHOXKHTH KUJIBKICTh
BiJIMOBJICHUX T'OCTHOBHX HOMEpIB Ha CEPEIHIO CTABKY JUISA IIOTO CErMeHTa Oi3HeCy.

SIk1io 1 cyMa BuIla 3a MpUOyTOK BiJ TPYIH, TO TPYIy Tpeba BIAXUIUTH.

Dynamic Pricing — Jlunamiude miHoyTBOpeHHs - [Ipoiiec akTHBHOTO 3aCTOCYBAaHHS
PEBEHIO MEHEKMEHTY uepe3 MPOJaxK OJHUX 1 THX CAMUX MPOAYKTIB Pi3HUM KIIEHTaM

3a pI3HUMH I[IHAMH.

14



F

Fenced rate — O6omexennit Tapud — Tapud, skuii mependavae MeBHI BUMOTH IS
3M1MCHEHHs] OpOHIOBAaHHSA Takl, $SK HEMOBEPHEHHS KOINTIB Ta HEMOXKJIHUBICTh
CKacyBaHHsI OpoHIOBaHHsI ab0 OpoHIOBaHHS 3a3faneriib. OOMexxeHi Tapudu Jieriie

CCI'MCHTYIOTBCA.

Forecast — [Iporno3 — O4ikyBaHi pe3yJIbTaTH JOX0Iy Ha OCHOBI aHai3y (BKIIOYAIOUU
KoeQIlli€HT 3aBaHTaXKEHHS Ta cepeAHiii Tapud). Takox MpPOrHO3W 3a3BUYAN

BIJTHOCSITBHCS JI0 MEePe10aYeHOr0 TOIHUTY.
G

Global Distribution Systems (GDS) —I'moGanbHi cucremu posmoainy — Yotupu
BelUKl cuctemu OponroBanHa (Amadeus, Galileo, Sabre, Worldspan), cmodarky
MIPU3HAYEH1 sl aBlaKOMITaHIi, a 3apa3 MHUPOKO BUKOPUCTOBYIOTHCS TYPUCTUYHHUMHU
areHTamu Juisi OpoHIOBaHHsS BCiX BUIIB monopoxed. Cuctemu GDS, sk mpasuio,

BUKOPHCTOBYIOTH CTapilly TEXHOJOTIIO Ta HE MIJIKIIIOYEHI yepe3 [HTepHeT.

Gross Operating Profit Per Available Room (GOPPAR) — Banosuii npuOyToK Ha
OJIMH 3alHATUN HOMEp — MeTpuKa, sika BUMIPIOE 3arajJbHUM OX1JI MIHYC OIepariiti

Ta MapKETUHTOBl BUTPATH HA OJIUH HOMEP.

Group Displacement —I'pyna mnepemimienass — [lpomec OIiHKK  3arajbHOI
MpUOYTKOBOCTI TPYyNU MOPIBHSHO 3 NPUOYTKOBICTIO MPUUHATTS O13HECY 3 1HIIMX

KaHAaJIIB.

L

Leisure traveler — BignouuBarouunii MaHIpiBHUK — MaHAPIBHUK, [I[0 HE MA€ JTIJIOBUX

1isei, abo To, XTO MOJAOPOKYE 3 OCOOUCTUX MPUYNH, a HE JJIsI POOOTH.

Length of stay — TpuBamicte mnepeOyBanHs — KimbKicTh HOUEH, Ha SKy TiCTh

3a0pOHIOBAB HOMEP Yy TOTEJI.
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Look-to-book  ratio — CmiBBigHOLICHHS ~ TEperyisiAiB A0  OpPOHIOBaHb — —
BukopucroByeTbcst B TYPUCTUUHIN 1HIYCTPIl 711 MTOKAa3y BIJCOTKA BiJIBIAyBadiB BeO-
caiita (0ci0, IO TMEPETUBISIOTHCS), MOPIBHIHO 3 KUIBKICTIO THX, XTO POOWTH

OpoHIOBaHHs Ha BeO-caiiTi (0ci0, 1110 OPOHIOIOTH).

Lose-it Rate — A rate where the hotel would be better off leaving the room unsold than

sell at this rate.

Tapu¢ «Btpauait itoro» — Tapud, npu sKoMy TOTENIO Kpalle 3aJHIIUTH HOMEp

HE3alHATHM, HIXK IIPOJIaBaTH HOTO 32 TAKUM TapuQoM.
M

Market Penetration Index (MPI)— Inmexc nponukHenHs Ha puHOK (MPI) —
Mertpuka, sika BUKOPUCTOBYETHCS JJIsI BUBHAUEHHS TOTO, YU JOCSTA€ O0'€EKT CBOET
YeCHOI YacCTKU 3aBaHTAXEHHS TOPIBHSHO 3 IMEBHOKO TIPYIOI TOTENIB (TOOTO
KOHKYPEHTHUM HaObopoMm). OOUUCITIOETbCSI METOJOM B3STTS BIJICOTKA 3aBAHTAXKECHHSI
o0'ekTa Ta JUIEHHS WOro Ha BIJCOTOK 3aBAaHTAXEHHS KOHKYPEHTHOro HabOpy (ZaHi
KOHKYPEHTHOTO Ha0Opy 30HMparoThcs 3a JTOMOMOTOI0 CTOPOHHBOI'O NOCTa4yallbHUKA,
takoro, ik STR). MPI monax 1,00 Bka3zye Ha Te, 1110 00'€KT JocsTae OUIbIIe, HI’K CBOIO
YeCHy YacTKy, ToAl sIK 3HadeHHs MeHmie 1,00 cBiguuTh mpo Te, MO0 TOTedl B
KOHKYpPEHTHOMY HaOoOpi «3aiiMaroTh» 4dacTky Bif o0'exta. IIpumitka: Tpamguriiino
PEBEHIO MEHEKEepU TOTeNiB BIAJAIOTh MepeBary MHOXEHHI0 yuciaa Ha 100 (abo

MEPEBOJSATH Y BIICOTKH).

Metasearch — Meramomyk — Tum moIrykoBoi CHCTEMH, SKa arperye iHBEHTap 3

KUIBKOX JKEpeT Ta MPECTaBIs€ HOTO B OJJHOMY MICIIi.

Minimum Length of Stay (MinLOS)— MinimanbHa TpuBamicTh rnepeOyBaHHS —
MexaHi3M KOHTPOJIIO 3amaciB, SKUH BUKOPUCTOBYETHCS JIJISl ONTHUMI3allli TPUBAJIOCTI
nepeOyBaHHs, MEpII 3a BCE, A TOro, mo0 3a0e3NeyuTH BEpIIMHY MOIMUTY HE 3a

PaxyHOK OJIHOJICHHUX MepeOyBaHb.
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N

Net rate — Yuctuii Tapud — L{iHa mpomaxy 3 BKE BpPaxOBaHOI KOMICI€r0, 1HOII

BUMaraeTbcs OHIaH-TyprucTHuHUMHU areHTamu (OTAs).

O

Occupancy — 3aBantakeHHs — BiJCOTOK MOCTYNMHUX HOMEPIB, SKi OyiHM TMpoJaHi
IPOTATOM BU3HAYEHOTO MEPio1y Yacy. 3aiHATICTh OOUUCIIOETHCS IIJIEHHSAM KUIBKOCTI

IpOJaHNX HOMEpPIB Ha 3arajbHy KUIBKICTH JOCTYITHHUX HOMEpPIB. 3aBaHTaXEHHS =

IIponani Homepu / JIocTyImHI HOMEPH.

Occupancy Index —Ingexc 3aBaHTakeHHS — IlOKa3HUK BiJCOTKA 3aBaHTA)KECHHS
BAIlIOr0 TOTEJIIO TOPIBHSIHO 3 BIJICOTKOM 3aBaHTAXEHHS KOHKYPEHTHOTO Habopy.

®dopmyna: 3aBaHTaKEHHS rOTeNI0 / 3aBaHTaXKEHHSI KOHKYpEeHTHOTO Habopy * 100.

Online Travel Agency (OTA) — Onnaita-rypuctuunnii areHT (OTA) — IHTEepHET-
6a3oBa cucrema OpOHIOBaHb TOTENIB Ta MOJOPOXKEH. ['oTemi, K MpaBUI0, HATAIOTh

iuBeHTap OTAS, sKi mpoaatoTh HOMEPH B OOMIH Ha KOMICIIO.

Opaque — Henpo3zopuit — Onucye kaHan OpOHIOBaHHS, JI€ MOCTAYaJIbHUK (TOTEIb)

3AJIMIIAECTHCA IIPUXOBAHNUM N0 3aBCPIICHHS ITOKYIIKH.

Open Pricing — BiakpuTe 1iiHOyTBOPeHHS — MOKJIMBICTh BCTAHOBIIIOBATH IIIHU Ha BCI
TUMKX HOMEPIB, KAHAJIW Ta JAaTH HE3aJEXKHO OJHE BiJl OJHOTO, 100 MaKCHMi3yBaTH

0X14 0e3 HEOOX1JHOCTI BIAMOBIISITHUCS B1JI YOIOCh.

Overbooking — OBepOykinr — IlpakTuka mMiATBEPKCHHS OpOHIOBaHb TIOHAJ

MO>KJIUBOCTI, B O4IKyBaHHI CKacyBaHb, BIIMOB 200 TOMMJIOK.
P

Pace — Temn — Takox Ha3UBAETHCS MIBUAKICTIO OTPUMAHHS, TEMIT — 1€ MBUIKICTb, 3

KOO pOOJISATHCS OpOHIOBaHHS Ha MIEBHY /ATy .
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Pay Per Click (PPC) — Ilnara 3a kaik — MapKkeTHHIOBa TeXHiKa, KOJIH MapKETOJIOT
BCTAHOBJIIOE TIOCHJIAaHHS a00 peKIaMHUN TEKCT Ha BEO-CTOPIHIN 1 MOTOMKYEThCS

INIATUTH IIATY 3a KOKHC HATUCHCHHA KOPpUCTYyBa4da Ha Hi ITOCHJIaHHA.

Predictive Analytics — I[Ipornoctnunuii anainiz — Bugooyrok indopmaiiii 3 JaHUX Ta

il BUKOpUCTAHHS JJ1s iepe10aueHHs TeHACHIIIN Ta MaTepHIB MOBEIHKH.

Price Elasticity — Emactuunictp 1iHM — EKOHOMIYHHMI TOKa3HWK, IO BigoOpakae

peakiito abo «eIaCTUYHICTHY MOIMUTY Ha MPOAYKT IPH 3MiH1 HOTO I1HH.

ProPAR — IlpuOyTox Ha OauH 3alHATUNH HOMEpP, BUHUKAIOYUN TOKAa3HUK, SKUU
po3paxoBye He moXia, a uucTui joxia. Lle BpaxoBye BUTpaTh Ha IPUBEPHECHHS
KJIIEHTIB Ta 1HIIN BUTpaTU. [HIIUM TEPMIHOM IS IOTO € YUCTUH J0XiJ Ha OJIUH

saitasTuit Homep (Net RevPAR).

Property Management System (PMS) - Cucrema ynpaBiiHHSA BIIACHICTIO —
BukopucroByeTbcst Ha MICLII B OKPEMOMY TOTEN1 JJIsl peecTpaliii mpuOyTTs Ta BUI3LY

TOCTEMN.

R

Rate parity — [Tapurer 11in — Ctpareris 30epeXeHHs OTHOPIAHOCTI I[iH MiXK KaHAJIaMU
NpoAaxy, siKa 3a3BUYail JOTPUMYETHCS 3a JOMOMOTOI0 KOHTPAKTHUX YIOJ MIX

rOTEILHUMHU KOMITaHISIMH Ta ITOCTaYaIbHUKAMU CTOpOHHiX IMOCIYT.

Regret — BinmoBa — IloBimomiieHHs, 10 roTeib OyB OOpaHMil y BJIACHIA CHCTEMI

OpoHtoBaHHS, 1 OyJa Ha/laHa 11iHa, ajie TiCTh BUPIIIUB HE MIPUIMATH OpOHIOBAHHSI.

Revenue per available room (RevPAR) - Jloxin Ha oaWH 3aiHATHH HOMEp —
MeTtpuka, sika BUKOPUCTOBYETHCS IS OIIHKK TOTO, HACKIIBLKH TOTENb €(PEKTHUBHO
yIpaBisie CBOIM 1HBEHTapeM Ta Tapudamu Jyisi onTtumiszailli qoxomay. OO0UnCIOeThCs

IUIIXOM MHOXKEHHS KoedillieHTa 3aBaHTaXEHHS Ha cepenHiil neHnuii Tapud (ADR).
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Revenue Generating Index (RGI) or RevPAR Index (RPI) - Inugekc renepariii
noxonay (RGI) abo innekc noxomy Ha onuH 3aiHsaTuid HOMep (RPI) —Metpuxka, sika
BUKOPHUCTOBYETHCS JUIsl BU3HAYEHHSI TOTO, YU JOCATAE 00'€KT CBOET YECHOI YaCTKU
JI0OXOJIy TIOPIBHSHO 3 TIEBHOIO TPYIOI0 TOTENiB (TOOTO KOHKYPEHTHHM HaOOpOM).
Po3paxoByeTbcst METOIOM JTIJICHHS T0XOy Ha OJMH 3alHITHI HOMED TOTEIO Ha T0X1]
HA OJMH 3alHATUI HOMEpP KOHKYPEHTHOro Habopy (IaHI KOHKYPEHTHOro Habopy
30UparoThCsl 3a JOMOMOrOI0 CTOPOHHBOTO TocTauvaigbHuKa Takoro, sik STR). RGI
noHas 1 Bkasye Ha Te, [0 00'€KT J0csATae OUIBIINE, HI’K CBOIO YECHY YacTKY, TOJI SIK
3HAUYEHHS MeHIIe | CBITYUTH PO TE, 1110 FOTEN1 B KOHKYPEHTHOMY HabOP1 «3aiiMarOTh
yacTKy 00'ekta. TpaauiiiitHo, orepaTopy BiJAarOTh MEepeBary MHOKEHHIO YHCiia Ha

100 (abo nepeTBOPEHHIO Ha BiJICOTKH).

Revenue Management — PeBeHto MeHEKMEHT — MwucCTenTBo Ta  Hayka
nepea0ayeHHs MOMUTY KIIEHTIB Yy pealbHOMY Yacl Ta ONTHUMI3AIli IIHU 1 HAsIBHOCTI

MPOJYKTIB, 0O BiANOBIIATH OMY IOIUTY.

Revenue per Square foot of function space (REVPAS) — Jloxix Ha kBagpaTHHH QyT
ol (GyHKIIOHATBLHOTO MPOCTOpy — Mipa TOro, HacKuIbKM €(EeKTHBHO TOTENi
(0co6nmBO TpyMoBi Ta KOH(MEPEHII-TOTEeN1) 3al0Th Y OPEHAY CBill (DYHKIIIOHATLHUN
npoctip. @opmyna: 3araJbHUIA 10X1 BiJl MPUMILLEHb IJIs 3aX0/1B / 3arajbHa IO

(hYHKITIOHAJILHOTO MTPOCTOPY.

Revenue Strategy — Ctparerist 10X0y — b1kl KOMIUIEKCHUN TAX11 IO YIIPaBIIHHS
JI0XOJIaMHU, SIKUM OXOIUTIOE HE JIMIIE BCTAHOBJICHHS I[1H Ta ONTUMI3ALlII0 MOMUTY, aje
TaKOX Oi3HEC-1HTEeNIEKT y KOHTEKCTI MPOJaxy, MapKeTHHTY, PO3MOAUTY Ta I1HIIUX
GyHKIIN y roTeabHOMY HIANPUEMCTBI. BiH Takok BpaxoOBye BUTpATH, MOB'S3aHi 3
MIPUBEPHEHHSM Ta yTPUMAHHSIM KIII€EHTIB; BAKOPUCTOBYE MIXKBIIJILNTIOBUM 1HTEJIEKT IS
CIPHSHHS CIUJIBHOTO TIAXOAY /O TeHeparlii JOXOiB; Ta BIIKpUBAE MI3HAHHS PO

MOBEIHKY Yepe3 HOBI JIXKepelia JaHUX Ta TeCTyBaHHS €JaCTUYHOCTI LIiH.
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STR — IIpuBaTHa KoMmaHis, sika Haga€ wIaTGoOpMy, A€ TOTENl MOXKYTh BBOJUTH CBOT
JTaHl mpo poOoTy (cepemHi aeHHUN Tapud, 3alHATICTH Ta 3arajbHy KIJIbKICTh
HomepiB), 1 motiM STR arperye mro iHpopMaIio 3 TaHUMHU 1HIIUX TOTENIB HA TOMY K

PHUHKY Ta OO03BOJII€ YYaCHUKAM HOpiBHIOBaTI/I CBOT KJIIOYOBI ITOKa3HUKH.

Shoulder Date — /JomatkoBa gara — Houi, 1110 € opy4 3 MOBHICTIO 3alIOBHEHUMHU a00
Iy’)K€ HANpYyXKEHUMHU JaTaMd. SIKImo M'ATHHISI Ta Ccy0OTa TPOTHO3YIOTHCSA SIK
pO3MpoaaHi, a HEUIS — Hi, TO B I[bOMY NPUKJIAAl HEALTSA Oy/ie BBAKATHCS J10JJaTKOBOIO

JIaTOoI0.

Stay Pattern Management — Ympagsiinus natepaom nepeOyBanus — [Iporiec peBeHro
MEHEIKMEHTY, SIKHHA CIPSIMOBAaHWA HAa ONTHMAaJbHE BHKOPHUCTAHHS TOTEIBHOI
MOTY>KHOCTI 3a JIOMOMOTrol0 3a0e3MedYeHHs] TOro, IO PO3MIIIEHI B OpOHIOBAHHSIX
nmaTepHu TepeOyBaHHS HE TPHU3BOIATH O HEMOXJIHMBUX JO MPOJAXKY IaTepHIB

nepeOyBaHHsI, sIK1 3aJTUIITUIOCS 3a0pOHIOBATH.

-
Transient — Tpausutawuii — Hetypuctuunuii 6i3Hec, SIKUil HE HAJISKUTD 10 TPYIIOBOTO.
U

Unconstrained Demand — He3anoBinbHuit monut — [IporHo3 Toro, ckijibku HOMEpPIiB

BU MOTJIK 0 TipojaTH, Ko 0 y Bac Oyyia HeoOMeXeHa KiJIbKiCTh HOMEPIB.
W

Web Shopping Regrets and Denials — IlIkoau mpo BeO-Mara3unu ta BigMoBu — Ko
rorenb OyB PpO3MVIAHYTHH OH-laiH, 1 Oyna HajaHa I1iHa, ajieé TICThb HE 3poOuB

OpontoBaHHS, a00 11iHA He OyJa HajaHa yepe3 0OMeKeHHs a00 po3Mpoiaxk (BIIMOBA).

Y
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Yield — loxig — [luHaMiyHe MiHOYTBOPEHHSI, OBEPOYKIHT Ta PO3IMOJiN HEMOCTIHHUX

aKTHUBIB JIJII MaKCUMI3aIlii JJOXOTy.

Yield Management — Ympasminag goxogamMu — IHOAI CHHOHIMIYHO 3 PEBEHIO
MEHEKMEHTOM, YTIPaBIiHHS J0XO0JaMH — II¢ MPOLEC PO3yMiHHs, IepeadadyeHHs Ta

pearyBaHHsI Ha IOTpeOU Ta MOBEIIHKY KIJIIEHTIB 3 METOK MaKCHUMIi3allii 10X0.1y.

21



NEPEJIK PEKOMEHJIOBAHUX JKEPEJ IH®OOPMAIIIT
JJIs1 BUBYUEHHSA JUCIUAIIJITHA

OCHOBHHUI CIUCOK JiTepaTypH

1. Hukina O.B. Pemiraiino LIO. (2021) IlonsTTs revenue MEHEIKMEHTY B
roTeapbHOMY Oi3Heci. EkoHoMika Ta cycminbeTBo, (34). https://doi.org/10.32782/2524-
0072/2021-34-8

2. Mazapaki A., boiiko M., Kynmuk M. JleTepMiHaHTH peBEHIO-MEHEIKMEHTY B
rotesnibHOMY O13Hecl. Bicuuk KuiB. Hail. Topr.-ekoH. yH-Ty. 2017. Ne 4 (114). C. 66-79.

3. Kopx H.B., Onumyxk H.B. Ilig0ip onTuManbsHOro HabOpy IHCTPYMEHTIB
revenue MEHEIKMEHTY B TOTEJSIX. TEeXHOJOTIYHHMIA ayJuT Ta pe3epBU BHUPOOHUIITBA.-
2018. Tom 7, Ne 1/(39). C. 29-33. URL.: http://journals.uran.ua/tarp/issue/archive.

4. Kopx H.B. Craciok O.B. Reveneu MeHEIKMEHT: OCOOJIMBOCTI TPYMOBUX
npojax Ta 6pontoBanb B roreri /H. B. Kopixk, O. B. Cractok / EkoHoMika Ta CyCHijIbCTBO.
Bun. Nel4, 2018. URL: http://vw\v\v.economvandsocictv.in.ua/iournal14/18-stati-
14/1049-korzh-n-v.

5. Jlerumpka I. B. Revenue management B rorensHoMy Oi3Heci / ExoHomika.

®dinancu. MeHeKMeHT: AKTyallbH1 IUTaHHs HaykH 1 npaktuku. 2019. C. 108.

JlopaTkoBuii cCrincok
(cTaTTi Y HAYKOBHX KyPHAJIaX)

6. Siddappa, S. Statistical modeling approach to airline revenue management with
overbooking: // Ph.D. thesis. / S. Siddappa // The University of Texas at Arlington, USA.
- 2006. - P. 25-44.

7. Littlewood, K. Forecasting and control passenger bookings / K. Littlewood //
10.AGIFORS Sympos. Proc. - 1972. - P. 95-117.

8. Belobaba, P. The evolution of airline yield management: fare class to origin
destination seat inventory control / P. Belobaba // Handbook airline marketing.
11.McCraw-Hill.- 1998.-P. 258-302.

22


https://doi.org/10.32782/2524-0072/2021-34-8
https://doi.org/10.32782/2524-0072/2021-34-8
http://journals.uran.ua/tarp/issue/archive
http://vv/v/v.economvandsocictv.in.ua/iournal14/18-stati-14/1049-korzh-n-v
http://vv/v/v.economvandsocictv.in.ua/iournal14/18-stati-14/1049-korzh-n-v

Indopmaniiini pecypcu
9. BcecsitHsa TypuctuaHa oprasizaiis. URL: http://Mmww?2.unwto.org.
10. 325 hotels. URL.: http://surl.li/ffgev
11. REVPAR GURU : odimiitamii caidt cucremu. URL: http://revparguru.com/.
12. Hotels Revenue : odimiitauii caiit. URL: http://www.xotels.com/.

13. Tepminu Reveneu menemxmenty URL: https://revenuematters.com/glossary/

23


http://www2.unwto.org/
http://surl.li/ffgev
http://revparguru.com/
http://www.xotels.com/
https://revenuematters.com/glossary/

YKIIAAUL: Omnbra Bonogumupisaa lukina
Innona FOpiieHa Pemiraiino

PEBEHIO MEHE/DKMEHT V¥V I'OTEJIbBHOMY TA PECTOPAHHOMY BI3HECI

METO/IUYHI BKA3IBKH

710 BUBYCHHS JUCUUILTIHU (TJI0Ccapiil) 1uist 3100yBaviB
nepioro (6akagaBpChbKOro) piBHS BUILOT OCBITH
cuemianbHOCTi 241 «['oTenbHO-pecTOpaHHa CIIPaBay
3a OCBITHBO-TIPOQECITHOIO TPOrPAMOIO

«EKoHOMIKA Ta opraHizallisi TOTeIbHO-PECTOPAHHOI CIIPABUY

Kopextop: A.O. KoBansoBa

[Tignmucano 10 APYKY « » 2023 p. 3am. ____
®opmar namnepy 60X84 1/16 obesr 0,8 aBr.apk.
Tup. npum. OHEY, m. Oneca, Byn. [Ipeobpaxkenceka, 8

24



