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The Quick Guide for General Managers: 
WHY YOU NEED REVENUE MANAGEMENT

General managers (GMs) are tasked with 
overseeing all hotel operations, positioning 
them to help their organizations drive 
profitability through a strong culture of 
revenue management. With significantly 
more complex and analytical revenue 
management practices than ever 
before, it is becoming increasingly 
difficult for GMs to keep current on 
developments in this vital field. It is 
also more critical than ever for GMs 
to stay proactive and vested in 
revenue management.

Here are five reasons why GMs should 
care about revenue management:

PRICE & INVENTORY CONTROLS DRIVE HOTEL PROFITABILITY1

DRIVE LONG-TERM GROWTH & PERFORMANCE STRATEGIES 2

Research shows that price and inventory management is the 

biggest driver of profitability for any organization - and recent 

trends and developments further show that using analytics to 

make pricing and inventory decisions has become essential.

It’s critical that GMs keep up with revenue management activity 

to leverage analytics and optimize revenue. To account for 

properties without a revenue manager, GMs should consider 

investing in an automated revenue management system that 

takes care of complex analytics and allows them to quickly 

upload effective pricing and inventory decisions 

to all necessary distribution channels.

Revenue managers focus heavily on day-to-day pricing 

changes and inventory management, rather than their 

hotel’s strategic long-term goals. This provides the GM 

with an opportunity to step in and prevent the revenue 

manager from getting bogged down by short-term 

revenue per available room (RevPAR) goals. Regular 

communication with revenue managers helps GMs 

drive long-term performance strategies by keeping 

their organization’s goals and objectives regarding 

the hotel’s desired clientele, image, and position 

in the market in mind.

LEVERAGE RENOVATIONS, REFURBISHMENTS & OTHER INVESTMENTS3
One of the most challenging tasks revenue managers face is determining the hotel’s price 

positioning. This is not only important amid traditional revenue management duties, such as 

selecting the right best available rates (BAR) and applying inventory controls, but also in the 

wake of major hotel renovations, refurbishments or other investments. If not managed 

correctly, price and inventory controls following a refurbishment may not take into 

                                      account the resulting potential for increased revenues. To achieve 

                                            a return on investment, GMs need to discuss their strategies and 

                                                  expectations with revenue managers. This helps revenue 

                                                     managers incorporate the new value proposition into the 

                                                    pricing and inventory decisions they make and increase 

                                                           the potential to maximize revenue for the new product 

                                                             or service.

BALANCE POTENTIALLY COMPETING INTERESTS OF OTHER DEPARTMENTS 4
GMs regularly communicate with the sales, operations, finance and marketing teams to 

meet their organization’s goals. They also have close interaction with the revenue 

management team. As these departments typically operate independently of one another, 

the GM needs to balance any potential competing interests to enhance profitability.

                          A common example: The sales team is mostly volume-driven; they want to

                              drive as much business as they can in order to fill the hotel. Conversely, 

                              the operations department is focused on customer satisfaction and the 

revenue management team is trying to optimize revenue. The loudest voice typically drives 

the ultimate direction of the hotel, which can negatively impact the hotel’s overall 

performance. The GM can elevate the importance 

of revenue management across all hotel teams to 

ensure that everyone’s goals are aligned 

and profitable.

WHAT GETS MEASURED GETS DONE5
One of the simplest and most powerful reasons why GMs should care 

about revenue management is that “what gets measured gets done.” 

By understanding revenue management strategies, setting clear 

targets and objectives, and being involved in the analysis and 

decision-making process, GMs can drive their revenue managers to 

improved performance and better profitability for their organization.
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