
Revenue 
Management Edge™

Description
The program is presented with an À la Carte menu of modules.  
Following a thorough assessment at the property or on the phone, 
four (4) modules will be chosen from the list here below to be 
facilitated or trained during the initial training session; the install.  
Most of the modules are 1.5 to 2 hours long and include theory, 
exercises and homework.

To ensure the success of the program at the hotels, it will include 
regular leadership reinforcement sessions – monthly at the 
beginning, then quarterly (this will be highly recommended). 

Due to the nature of Revenue Management, we highly advise 
that reinforcement be held on-site rather than remotely.  Upon 
the progression of the client, reinforcement visits can occur 
every quarter and will include: review of the previous session and 
implementation of new modules.  

If you are new to the concept of Revenue Management or at putting 
a Revenue Management structure at your hotel, a training program 
will be presented with a module progression and training timelines 
over the span of two (2) years, ideally. 

Learning modules

Are you missing out on travelers who want to spend money in 
your market? Does your competition do a better job of “selling” to 
all those shoppers who call everyday?  Do you feel you are missing 
the ADR target from time to time?

If you answered “yes” to either of these questions then you’ll 
benefit from attending this session.
With Revenue Management Edge™, attendees will:
• Understand the basics of Revenue Management 
• Acquire a better understanding of markets and assess the 

competition 
• Track demand manually or using the property management 

system
• Learn and understand booking pace and “regrets” 
• Learn how to analyze data and make decisions based on facts
• Learn about rate positioning, rate integrity and how to 

maintain credibility within both market categories
• Learn how to approach pricing for the general public, for 

corporate accounts and for groups 
• When and how to create packages 
• Which costs to consider when pricing and vs. the bottom line 

results

Signature Canada’s trainer will share examples from some of the 
world’s leading hospitality corporations and reveal the memorable 
ways you and your members can set your hotel apart from the 
competition and keep hitting revenue targets.

Who Should Attend?
Anyone who is involved in revenue strategy, including:

• General managers Directors of sales

• Director of matketing Reservations and Front Desk managers

• Revenue managers
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You are not getting the most out of your market?

• Assessing my competition             

• Understanding the market         

• Global Distribution Systems        

• Optimizing 3rd party sites  
opportunities                                 

• Forecasting                                   

• Costs                                             

• Managing demand                      

• Pricing by targeted market    

• Pricing and packaging

• Overbooking (when and how 
to decide)                                          

• Understanding my booking 
pace

• Group pricing vs. Corporate 
and Transient pricing                          

• Building a base                            

• Others, if need be...


