pricing and yield management

pricing and yield management are critical strategies used across various industries to
optimize revenue and improve profitability. These approaches focus on adjusting prices and
managing inventory or capacity to maximize returns from available resources. This article
delves into the fundamental concepts of pricing and yield management, exploring their
importance, methods, and applications. It also examines the role of data analytics,
technology, and market dynamics in enhancing these strategies. Businesses, especially in
sectors like hospitality, airlines, and retail, rely heavily on pricing and yield management to
respond effectively to fluctuating demand and competitive pressures. Understanding these
practices is essential for decision-makers aiming to achieve sustainable growth and
competitive advantage. The following sections provide a comprehensive overview, starting
with foundational principles and progressing through implementation techniques and
industry examples.
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e Challenges and Best Practices

Understanding Pricing and Yield Management

Pricing and yield management are interconnected disciplines focused on maximizing
revenue through strategic control of prices and inventory. Pricing refers to the
determination of the monetary value charged for goods or services, while yield
management involves optimizing the allocation of limited resources to customers willing to
pay the highest price. Together, they enable businesses to balance supply and demand
effectively, ensuring that resources are utilized efficiently.

Definition and Objectives

Pricing and yield management aim to increase profitability by dynamically adjusting prices
and managing availability based on market conditions. The primary objective is to sell the
right product to the right customer at the right time for the right price. This approach helps
in capturing consumer surplus and reducing waste from unsold inventory or unused
capacity.



Industries Utilizing Pricing and Yield Management

Various sectors employ pricing and yield management, including:

e Airlines: Adjusting ticket prices based on booking patterns and seat availability.

Hotels: Managing room rates and reservations to maximize occupancy and revenue.

Car Rentals: Pricing vehicles according to demand fluctuations and fleet utilization.

Retail: Implementing promotional pricing and inventory control to optimize sales.

Entertainment and Events: Setting ticket prices and seat allocation to enhance
revenue.

Key Components of Pricing Strategies

Effective pricing strategies incorporate multiple elements that influence how prices are set
and perceived. These components ensure that pricing aligns with business goals, market
conditions, and customer expectations.

Cost-Based Pricing

This approach sets prices by adding a markup to the cost of producing or acquiring a
product. It ensures that all costs are covered while targeting a desired profit margin. Cost-
based pricing is straightforward but may not consider customer willingness to pay or
competitive factors.

Value-Based Pricing

Value-based pricing determines prices based on the perceived value to the customer rather
than solely on costs. This method requires understanding customer preferences, benefits
derived, and how the product compares to alternatives. It often leads to higher profitability
when customers recognize and appreciate the value offered.

Competitive Pricing

Competitive pricing involves setting prices in relation to competitors’ offerings. Businesses
may price below, at, or above competitors depending on market positioning, brand
strength, and strategic objectives. This strategy is particularly relevant in highly
competitive markets where price sensitivity is significant.



Dynamic Pricing

Dynamic pricing adjusts prices in real-time or over short periods based on demand, supply,
and other external factors. Technology enables companies to implement dynamic pricing
effectively, responding quickly to market changes and maximizing revenue opportunities.

Yield Management Techniques and Applications

Yield management focuses on maximizing revenue from fixed, perishable inventory by
strategically controlling availability and price. The techniques employed are data-driven
and often use predictive analytics to forecast demand patterns.

Capacity Control

Capacity control limits the availability of lower-priced inventory to ensure that higher-
paying customers can purchase at elevated prices. This involves allocating a certain
number of units or seats to different price levels based on forecasted demand and booking
behavior.

Overbooking

Overbooking is a common yield management practice where more reservations are
accepted than the actual capacity to compensate for expected cancellations or no-shows.
This technique helps in maximizing resource utilization but requires careful risk
management to avoid customer dissatisfaction.

Segmentation and Price Differentiation

Segmenting customers based on willingness to pay, booking time, or other criteria allows
businesses to offer differentiated pricing. This approach helps capture maximum revenue
from diverse customer groups by tailoring offers and restrictions accordingly.

Forecasting and Demand Analysis

Accurate forecasting is vital for successful yield management. It involves analyzing
historical booking data, market trends, and external factors to predict future demand.
These insights guide pricing adjustments and inventory allocation decisions.

Role of Data Analytics in Pricing and Yield
Management

Data analytics plays a transformative role in enhancing pricing and yield management



strategies by providing actionable insights and enabling automation.

Predictive Analytics

Predictive analytics uses statistical models and machine learning algorithms to forecast
customer behavior, demand fluctuations, and price sensitivity. This enables businesses to
anticipate market changes and adjust pricing and inventory allocation proactively.

Real-Time Data Integration

Integrating real-time data from various sources, such as sales channels, competitor pricing,
and market conditions, allows companies to implement dynamic pricing and yield
management with precision. This agility improves responsiveness and revenue outcomes.

Performance Monitoring and Optimization

Continuous monitoring of pricing and yield management performance through key metrics
helps identify areas for improvement. Data-driven optimization ensures that strategies
remain effective amid evolving market dynamics.

Challenges and Best Practices

While pricing and yield management offer significant benefits, they also present challenges
that require careful management to avoid pitfalls.

Challenges

» Data Quality and Availability: Inaccurate or incomplete data can lead to
suboptimal decisions.

e Customer Perception: Frequent price changes may cause confusion or
dissatisfaction among customers.

e Operational Complexity: Implementing dynamic pricing and inventory control
demands sophisticated systems and expertise.

e Regulatory Compliance: Pricing strategies must adhere to legal frameworks to
avoid penalties.



Best Practices

Leverage advanced analytics tools to improve forecasting accuracy.

Maintain transparency with customers to build trust despite dynamic pricing.

Regularly review and adjust pricing models based on performance data.

Train staff thoroughly on the principles and systems of pricing and yield management.

Integrate cross-functional teams to align pricing strategy with marketing, sales, and
operations.

Frequently Asked Questions

What is pricing and yield management?

Pricing and yield management is a strategy used by businesses to optimize revenue by
adjusting prices based on demand, customer behavior, and market conditions.

How does yield management differ from traditional
pricing?

Yield management focuses on maximizing revenue from a fixed, perishable resource by
dynamically adjusting prices, whereas traditional pricing often uses static prices regardless
of demand fluctuations.

Which industries benefit most from pricing and yield
management?

Industries such as airlines, hotels, car rentals, and event ticketing benefit most from pricing
and yield management due to their perishable inventory and fluctuating demand.

What role does data analytics play in pricing and yield
management?

Data analytics helps businesses forecast demand, understand customer segments, and
optimize pricing strategies in real-time to maximize revenue and profitability.

Can pricing and yield management improve customer
satisfaction?

Yes, by offering personalized pricing and availability, businesses can better match customer



willingness to pay, improving satisfaction and perceived value.

What are dynamic pricing and its relation to yield
management?

Dynamic pricing is a key component of yield management where prices are continuously
adjusted based on real-time market demand, inventory levels, and competitor pricing.

How do companies implement pricing and yield
management systems?

Companies implement these systems by integrating advanced software tools that analyze
market data, forecast demand, and automate price adjustments to optimize revenue.

What challenges do businesses face in pricing and yield
management?

Challenges include accurate demand forecasting, balancing customer perception of
fairness, managing competitor reactions, and handling technological complexity.

How has technology impacted pricing and yield
management?

Technology has enabled real-time data collection, advanced analytics, machine learning
algorithms, and automated pricing, making yield management more precise and efficient.

What ethical considerations are involved in pricing and
yield management?

Ethical considerations include avoiding price discrimination that unfairly targets vulnerable
groups, ensuring transparency, and maintaining customer trust while optimizing prices.

Additional Resources

1. Pricing and Revenue Optimization

This book by Robert L. Phillips provides a comprehensive overview of the principles and
techniques used in pricing and revenue management. It covers a variety of industries and
includes models for dynamic pricing, inventory control, and demand forecasting. The text is
rich with practical examples and case studies, making it suitable for both students and
practitioners.

2. The Theory and Practice of Revenue Management

Written by Kalyan T. Talluri and Garrett J. van Ryzin, this book delves into the mathematical
foundations of revenue management and yield optimization. It presents models and
algorithms for pricing, capacity control, and customer segmentation. Readers will find a
balanced approach between theory and real-world applications in sectors like airlines,



hotels, and retail.

3. Yield Management: Strategies for the Service Industries

This book by Peter Szende explores the strategic aspects of yield management in service-
based industries. It emphasizes the importance of demand forecasting, capacity allocation,
and pricing strategies to maximize revenue. Practical frameworks and case studies help
readers understand how to implement effective yield management systems.

4. Dynamic Pricing: A Guide to Pricing in the Digital Economy

Robert Phillips examines how dynamic pricing techniques have evolved with advancements
in technology and data analytics. The book highlights the role of real-time data, customer
behavior analysis, and Al in setting optimal prices. It is especially relevant for e-commerce
platforms and businesses dealing with fluctuating demand.

5. Revenue Management for the Hospitality Industry

This book by David K. Hayes and Allisha A. Miller focuses on revenue management
practices specific to hotels and the hospitality sector. It covers topics such as demand
forecasting, distribution channel management, and pricing strategies tailored to maximize
hotel profitability. The authors combine academic insights with industry best practices.

6. Pricing Strategies: A Marketing Approach

Tim J. Smith provides a marketing-centric perspective on pricing, integrating consumer
behavior and competitive analysis into pricing decisions. The book discusses various pricing
models including cost-based, value-based, and competition-based pricing. It serves as a
useful resource for marketers aiming to align pricing with overall business strategy.

7. Data Science for Pricing and Revenue Management

This book explores how data science techniques can enhance pricing and yield
management decisions. It covers machine learning models, predictive analytics, and
optimization algorithms to improve pricing accuracy and revenue outcomes. Practical
examples demonstrate the application of data science in real-world pricing challenges.

8. Airline Revenue Management: Current Practices and Future Directions

Focused on the airline industry, this book examines the evolution of revenue management
and its impact on profitability. It discusses inventory control, overbooking, and fare class
optimization, alongside emerging trends such as ancillary revenue and personalized pricing.
Industry experts contribute insights on adapting to changing market conditions.

9. Principles of Pricing: An Analytical Approach

This text by Rakesh V. Vohra offers an analytical framework for understanding pricing
decisions in various markets. It covers economic theories, game theory applications, and
strategic pricing under competition. The book is ideal for readers seeking a rigorous
approach to pricing beyond traditional marketing perspectives.
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pricing and yield management: How to Price Oz Shy, 2008-01-14 Over the past four
decades, business and academic economists, operations researchers, marketing scientists, and
consulting firms have increased their interest and research on pricing and revenue management.
This book introduces the reader to a wide variety of research results on pricing techniques in a
unified, systematic way and at varying levels of difficulty. The book contains a large number of
exercises and solutions and therefore can serve as a main or supplementary course textbook, as well
as a reference guidebook for pricing consultants, managers, industrial engineers, and writers of
pricing software applications. Despite a moderate technical orientation, the book is accessible to
readers with a limited knowledge in these fields as well as to readers who have had more training in
economics.

pricing and yield management: Pricing and Revenue Optimization Robert Phillips,
2005-08-05 This is the first comprehensive introduction to the concepts, theories, and applications of
pricing and revenue optimization. From the initial success of yield management in the commercial
airline industry down to more recent successes of markdown management and dynamic pricing, the
application of mathematical analysis to optimize pricing has become increasingly important across
many different industries. But, since pricing and revenue optimization has involved the use of
sophisticated mathematical techniques, the topic has remained largely inaccessible to students and
the typical manager. With methods proven in the MBA courses taught by the author at Columbia and
Stanford Business Schools, this book presents the basic concepts of pricing and revenue
optimization in a form accessible to MBA students, MS students, and advanced undergraduates. In
addition, managers will find the practical approach to the issue of pricing and revenue optimization
invaluable. Solutions to the end-of-chapter exercises are available to instructors who are using this
book in their courses. For access to the solutions manual, please contact marketing@www.sup.org.

pricing and yield management: The Pricing and Revenue Management of Services Irene
C.L. Ng, 2007-07-26 In a world of changing lifestyles brought about by new services, technology and
e-commerce, this book enters the arena of contemporary research with particular topicality.
Integrating both theory and real world practices, Ng advances the latest concepts in pricing and
revenue management for services in a language that is useful, prescriptive and ye

pricing and yield management: Strategic Service Pricing and Yield Management
Ramarao Desiraju, Steven M. Shugan, 2009 We investigate pricing strategies based on yield
management systems (YMS), such as early discounting, overbooking and limiting early sales, for
capacity-constrained services. We find that YMS work best when price insensitive customers prefer
to buy later than price sensitive consumers. We also identify other conditions favoring the use of
YMS. January 1999 under review Journal of Marketing.

pricing and yield management: Revenue Management in the Age of Artificial
Intelligence Sourou Meatchi, 2025-08-20 Today, Revenue Management is a key practice in the air
transport, tourism and hotel industries. Originally known as Yield Management, Revenue
Management has gradually evolved into an integral revenue optimization strategy for businesses
characterized by capacity constraints and fluctuating demand. Revenue Management in the Age of
Artificial Intelligence explores, through numerous case studies and concrete examples, the
principles, models and applications of Revenue Management, while addressing the ethical
challenges and prospects offered by digital technology and artificial intelligence. This book is aimed
at professionals, students, researchers and anyone wishing to understand the dynamics of price
management in a constantly changing economic environment. It highlights the importance of
transparency and fairness in maintaining consumer confidence, while demonstrating that Revenue
Management is much more than a simple pricing technique: it is an essential strategic tool for many
service companies.
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pricing and yield management: The Airline Industry Alessandro Cento, 2008-10-15 The
debate on the future of the aviation sector and the viability of its traditional business practices is the
core of this book. The liberalization of the EU market in the 1990s has radically modi?ed the
competitive environment and the nature of airline competition. Furthermore, the new millennium
began with terrorist attacks, epidemics, trade globalization, and the rise of oil prices, all of which
combined to push the industry into a “perfect storm”. Airline industry pro?tability has been an
elusive goal for several decades and the recent events has only accentuated existing weaknesses.
The main concern of ind- try observers is whether the airline business model, successful during the
1980s and 1990s, is now sustainable in a market crowded by low-cost carriers. The airlines that will
respond rapidly and determinedly to increase pressure to restructure, conso- date and segment the
industry will achieve competitive advantages. In this context, the present study aims to model the
new conduct of the ‘legacy’ carriers in a new liberalized European market in terms of network and
pricing competition with 1- cost carriers and competitive reaction to the global economic crises.

pricing and yield management: Revenue Management I. Yeoman, U. McMahon-Beattie,
2010-12-08 Pricing is about deciding your market position whereas revenue management is the
strategic and tactical decisions firms take in order to optimize revenues and profits. This book offers
insights into research, theories, applications and innovations and how to makes these work in
different industries.

pricing and yield management: Pricing and Yield Management Bord Failte, 1998

pricing and yield management: Revenue Management for the Hospitality Industry David
K. Hayes, Joshua D. Hayes, Peggy A. Hayes, 2021-11-09 REVENUE MANAGEMENT FOR THE
HOSPITALITY INDUSTRY Explore intermediate and advanced topics in the field of revenue
management with this up-to-date guide In the newly revised second edition of Revenue Management
for the Hospitality Industry, an accomplished team of industry professionals delivers a
comprehensive and insightful review of hospitality pricing and revenue optimization strategies. The
book offers realistic industry examples from hotels, restaurants, and other hospitality industry
segments that use differential pricing as a major revenue management tool. The authors discuss
concepts critical to the achievement of hospitality professionals’ revenue management goals and
include new examinations of the growing importance of effective data collection and management. A
running case study helps students learn how to incorporate the revenue management principles and
strategies included in the book’s 14 chapters. Written for students with some prior knowledge and
understanding of the hospitality industry, the new edition also includes: A brand-new chapter on
data analysis and revenue management that addresses many of the most important data and
technology-related developments in the field, including the management of big data, data safety, and
data security In-depth discussions of revenue management topics including Net Revenue Per
Available Room, Direct Revenue Ratio, and other KPIs Major changes to the book’s instructor
support materials and an expansion of the instructor’s test bank items and student exercises. An
indispensable resource for students taking courses in hospitality management or business
administration, Revenue Management for the Hospitality Industry, Second Edition is also ideal for
managers and executives in the hospitality industry.

pricing and yield management: Front Office Mastery: Case Studies and Yield
Management Mr. Kishor G. Saha, 2024-07-02

pricing and yield management: The Future of Pricing E. Boyd, 2016-04-30 A story about
science, technology, and people, The Future of Pricing provides an inside look at how airlines price
tickets and how practices developed in the airline industry are now revolutionizing the world of
pricing. This book is written for business professionals and students wanting to better understand
the rapid growth of scientific pricing.

pricing and yield management: Pricing Power: Unlocking Profit Potential through Strategic
Science Micheal Vincent, Delve into a comprehensive guide that unveils the secret tactics and
techniques used by successful businesses to strategically price their products, services, and
solutions. Drawing on a wealth of research and real-life examples, this book offers a deep



understanding of the factors influencing pricing decisions while providing practical insights to
unleash the potential of your own organization. Unleash the power of pricing science and unlock
lucrative possibilities within your ventures.

pricing and yield management: OPERATIONS RESEARCH METHODS FOR SUPPLY CHAIN
MANAGEMENT AND LOGISTICS Dr. Fluturim Saliu, Rashmi Rani Patro, Rojalini Patro, S. Ramesh,
2023-07-03 The preparation, organization, and administration of items, components, and whole
commodities from the point of origin to the point of consumption is referred to as the supply chain,
and the word supply chain refers to the process. The supply chain also refers to the process that
comprises the preparation, organization, and administration of these things. In addition to this, SC is
responsible for monitoring the circulation of materials within the company as well as the collecting
of information from every area of the business. The act of regulating and coordinating all of these
processes in order to provide a sustainable advantage over the competition is referred to as
management of the supply chain, or SCM for short. This is a term that is frequently used
interchangeably with management of the supply chain. On the other hand, supply chain management
is distinguishable from other approaches due to the fact that it takes into consideration a wide
variety of strategic, technical, and financial concerns. As the practice of supply chain management
develops into its own distinct field, it is vital to take into account the role that the Operations
Research (OR) model plays in operational supply chain management. Since the year 1985, the most
significant amounts of focus have been directed into the development, operation, and investigation
of SCs. Improving SC's overall performance seems to be one of the most widespread competitive
difficulties that managers are now facing, and it gives the impression of being a substantial obstacle
for them to overcome. Offered 23 different kinds of models that might be employed in supply chain
management logistics operations and made a compelling case for the use of OR/MS technology in
order to facilitate the consolidation and transformation of logistical activities also provided a total of
23 distinct types of models that are applicable to the management of supply chains. They did note,
however, that in order to provide a realistic model of the multi-stage SC, all of these separate models
need to be appropriately synchronized with one another.

pricing and yield management: The Strategy and Tactics of Pricing Thomas T. Nagle,
Georg Miller, 2017-11-20 The Strategy and Tactics of Pricing explains how to manage markets
strategically and how to grow more profitably. Rather than calculating prices to cover costs or
achieve sales goals, students will learn to make strategic pricing decisions that proactively manage
customer perceptions of value, motivate purchasing decisions, and shift demand curves. This edition
features a new discussion on harnessing concepts from behavioral economics as well as a more
streamlined value cascade structure to the topics. Readers will also benefit from: Major revisions to
almost half of the chapters, including an expanded discussion of big data analytics and a revised
chapter on Specialized Strategies, which addresses timely technical issues like foreign exchange
risks, reactions to market slumps, and managing transfer prices between independent profit centers.
A completely rewritten chapter on Creating a Strategic Pricing Capability, which shows readers how
to implement the principles of value-based, strategic pricing successfully in their organizations.
In-chapter textboxes, updated to provide walk-through examples of current pricing challenges,
revenue models enabled by an increasingly digital economy, and advances in buyer decision-making,
explained through classic principles that still apply today. Chapter summaries and visual aids, which
help readers grasp the theoretical frameworks and actionable principles of pricing analysis. This
comprehensive, managerially-focused text is a must-read for students and professionals with an
interest in strategic marketing and pricing. A companion website features PowerPoint slides and an
instructor’s manual, including exercises, mini-cases, and examination questions.

pricing and yield management: The goodstrat.com Reader Martyn Jones, 2025-07-28 Ah,
GoodStrat.com, a website that sounds like it should be selling laminated PowerPoint templates to
underqualified middle managers, but is in fact the online bunker of Martyn Richard Jones, a man
who writes as if he's furiously trying to save British democracy using only a thesaurus, a broadband
connection, and the ghost of Denis Healy, Tony Benn and Julio Anguita whispering in his ear.



Visiting GoodStrat.com is like wandering into a dusty attic where someone's scrawled the entire
history of post-war British politics on the back of a Corn Flakes box, while also trying to explain
offshoring, behavioural economics, and why Jeremy Corbyn is actually the political equivalent of
Gandalf (He arrives precisely when he means to, and usually loses a few Shadow Cabinet members
in the process). What Is GoodStrat? GoodStrat, or Good Strategy, is meant to be the antidote to all
the Bad Strategy out there, i.e. most of British politics since 2010, and every single decision
involving Chris, Janet or Bob Grayling. But rather than publishing neat bullet points and shiny
consultancy-speak, GoodStrat.com delivers long, opinion-drenched blog posts written in the style of
a lecturer who's just realised the lecture theatre is empty but decides to finish the slide deck
anyway, out of sheer principle.

pricing and yield management: Revenue Management Ronald J. Huefner, 2011 This book
describes the emerging fi eld of revenue management and its applications across a broad spectrum
of business activity. It recounts the history and development of revenue management and addresses
the analytical tools needed to integrate revenue management into management generally and
financial and accounting practice in particular. The book discusses and assesses various pricing
practices and other revenue management techniques. It gives particular attention to the role of
capacity analysis and the connection of revenue management to the theory of constraints. While
revenue management originated in the service industries, it is now practiced across a broad
spectrum of business and not-for-profit organizations. This book will be a useful guide to managers
at all levels who wish to give greater consideration to the importance of revenue management in
their organizations.

pricing and yield management: Travel Marketing and Tourism Made Easy Adhiraj Menon,
2025-01-03 Travel Marketing and Tourism Made Easy explores the vibrant field of travel, marketing,
and tourism, which has become increasingly significant in today's world. We provide an overview of
tourism, types of travelers, and the factors driving its growth, including customer expectations and
relations. Our book is ideal for travel enthusiasts and those looking to enter the booming tourism
marketing industry. It covers the entire marketing environment, communication strategies, and
channels for tourism distribution, offering comprehensive knowledge and practical insights. The
chapters are divided to provide complete understanding, starting with an overview of travel
marketing and tourism, followed by discussions on customer relations, the marketing environment,
audience engagement, integrated marketing communications, and strategies to attract more people.
We also delve into the economics of the tourism business, including pricing, revenue management,
and airline product costing. In light of the pandemic, we address the new norms and regulations
affecting the industry, helping businesses and travelers adapt to the changes. This book is a valuable
resource for mastering travel marketing and tourism.

pricing and yield management: Mixed-Mode Modelling: Mixing Methodologies For
Organisational Intervention M.G. Nicholls, S.A. Clarke, B. Lehaney, 2013-12-01 The 1980s and
1990s have seen a growing interest in research and practice in the use of methodologies within
problem contexts characterised by a primary focus on technology, human issues, or power. During
the last five to ten years, this has given rise to challenges regarding the ability of a single
methodology to address all such contexts, and the consequent development of approaches which aim
to mix methodologies within a single problem situation. This has been particularly so where the
situation has called for a mix of technological (the so-called 'hard') and human centred (so-called
'soft') methods. The approach developed has been termed mixed-mode modelling. The area of
mixed-mode modelling is relatively new, with the phrase being coined approximately four years ago
by Brian Lehaney in a keynote paper published at the 1996 Annual Conference of the UK
Operational Research Society. Mixed-mode modelling, as suggested above, is a new way of
considering problem situations faced by organisations. Traditional technological approaches used in
management science have suffered criticisms relating to their adequacy in the past few decades, and
these hard approaches have been replaced by soft methods, which consider process more relevant
than outcome. However, the sole use of human centred approaches to organisational problems has



also proved to be inadequate. Mixed-mode modelling accepts the importance of both process and
outcome, and provides enabling mechanisms for hard and soft investigation to be undertaken.

pricing and yield management: Pricing Done Right Tim J. Smith, 2016-07-25 Practical
guidance and a fresh approach for more accurate value-based pricing Pricing Done Right provides a
cutting-edge framework for value-based pricing and clear guidance on ideation, implementation, and
execution. More action plan than primer, this book introduces a holistic strategy for ensuring
on-target pricing by shifting the conversation from 'What is value-based pricing?' to 'How can we
ensure that our pricing reflects our goals?' You'll learn to identify the decisions that must be
managed, how to manage them, and who should make them, as illustrated by real-world case
studies. The key success factor is to build a pricing organization within your organization; this
reveals the relationships between pricing decisions, how they affect each other, and what the
ultimate effects might be. With this deep-level insight, you are better able to decide where your
organization needs to go. Pricing needs to be done right, and pricing decisions have to be made—but
are you sure that you're leaving these decisions to the right people? Few managers are confident
that their prices accurately reflect the cost and value of their product, and this uncertainty leaves
money on the table. This book provides a practical template for better pricing strategies, methods,
roles, and decisions, with a concrete roadmap through execution. Identify the right questions for
pricing analyses Improve your pricing strategy and decision making process Understand roles,
accountability, and value-based pricing Restructure perspectives to help pricing reflect your
organization's goals The critical link between pricing and corporate strategy must be reflected in the
decision making process. Pricing Done Right provides the blueprint for more accurate pricing, with
expert guidance throughout the change process.

pricing and yield management: The Cornell School of Hotel Administration Handbook of
Applied Hospitality Strategy Cathy A. Enz, 2010-07-14 This state-of-the-art handbook approaches the
topics of hospitality strategy with an emphasis on immediate application of ideas to current practice.
Top hospitality scholars make original contributions with the inclusion of senior level executives
input, insights and current best practices. By incorporating the latest research and thinking on
various strategic topics with the commentary and insights of successful executives this handbook
blends cutting edge ideas and comprehensive reviews of the subject with innovative illustrations and
examples from practice. The strength of the handbook is its combination of academic rigour and
hospitality application. The handbook will have a clear reference orientation and focus on key topical
issues and problem of interest to practitioners and advanced students of hospitality strategy.
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