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The effectiveness of a revenue management system is important for every business, as revenue is a factor that directly
affects profit. This issue is especially important for the restaurant business, where the level of costs is much higher than the
average in the economy. The subject of the study is modern restaurant revenue management systems used in foreign prac-
tice. The goal of the article is to study the theoretical aspects of revenue management and evaluate its effectiveness in the
restaurant business. Objectives: (1) to clarify the conceptual apparatus of restaurant revenue management, (2) to study the
indicators for assessing the effectiveness of revenue management and their use in the restaurant business, (3) to determine
the possibilities of using factor analysis of contribution margin in restaurant revenue management. The study was conducted
using the method of a systematic review of scientific literature on this topic. The results of the study showed an ambiguous
interpretation of the conceptual apparatus of revenue management and the need to adapt the indicators for assessing the
effectiveness of revenue management to the conditions of the restaurant business. Conclusions: yield management, unlike
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revenue management, is applied to specific conditions and the restaurant business has the corresponding characteristics.
Taking into account the specifics of the restaurant business, it is important to analyze the menu in terms of the contribution
of each assortment item to profit. For an overall assessment of the restaurant menu, it is advisable to use a multi-criteria
ABC-analysis. To quantify the effectiveness of the applied revenue management strategy in the operational order, the indica-
tors CMPASH (Contribution Margin per Available Seat Hour) and CMPASM (Contribution Margin per Available Square Meter)
should be used. To study the change in contribution margin as a result of management decisions made based on the results

of ABC-analysis, it is advisable to conduct a factor analysis.

Keywords: restaurant revenue management, yield management, contribution margin, margin analysis, ABC-analysis.
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Introduction. The effectiveness of the revenue
management system is important for every business, as
revenue is a factor that directly affects profit. This issue
is especially important for the restaurant business,
where the level of costs is much higher than the average
in the economy. This is primarily due to the significant
labor intensity of this sector of the tourism industry
and, accordingly, high labor costs. In addition, catering
activities are mainly carried out by small businesses,
which are characterized by higher costs. According to
the State Statistics Service of Ukraine in 2010-2021
99.5% to 99.8% of business entities in the restaurants
and mobile food service activities sector operated in
the small business sector. The volume of services sold
in 2021 amounted to UAH 72.1 billion. In 2021, 94.9%
of business entities in the restaurants and mobile food
service activities sector employed up to 9 people, 4.9%
employed 10 to 49 people, and only 0.2% employed 50
to 249 people. That is, 99.8% of Ukrainian restaurant
business entities employed less than 50 people, while in
the United States this percentage was 90%. The volume
of restaurant business services sold in relation to the
GDP of Ukraine in 2021 amounted to 1.32% [34, 35], in
the United States, the same figure for 2021 was 3.34%
[25, 28]. Thus, the issues of improving the efficiency of
revenue management for this sector of the Ukrainian
economy are extremely important and relevant.

In the process of restaurant revenue management,
managers need to make informed decisions
both strategically and operationally, evaluate the
effectiveness of new strategies, tactics and technologies.
Modern theory and practice have developed effective
approaches to building a revenue management
system, including for business entities in the service
sector. At the same time, the current literature pays
insufficient attention to the analytical assessment of
the consequences of the applied solutions. Therefore, in
this article, we would like to (1) clarify the conceptual
framework of restaurant revenue management; (2)
consider the main performance evaluation criteria used
in revenue management in terms of their application
in the restaurant business, considering the specifics of
accounting and pricing; (3) the possibility of using factor

analysis for analytical evaluation of factor influences on
the total contribution margin of a restaurant.

The purpose of the article. The purpose of the
article is to study the theoretical aspects of revenue
management and evaluate its effectiveness in the
restaurant business.

Literature Review. Various aspects of revenue
management of service companies are the subject of
research by many scholars around the world. A study
of the scientific literature on this topic has shown that
researchers use two terms: “revenue management”
and “yield management” [38]. Most scholars do
not distinguish between these two concepts. Some
researchers emphasize the differences between “yield
management” and “revenue management”, including L.
R. Weatherford and S. E. Bodily [30], S. Netessine and
R. Shumsky [23], S. Shoemaker and T. Gorin [26] and
others.

The theoretical foundations of modern revenue
management systems are laid down in the work of K.
Littlewood [21], where the goal was set to maximize
airline revenues by segmenting consumers and
manipulating tariffs. The term “yield management”
was first introduced by the former chairman and CEO
of American Airlines R. Crandall in 1978 [5]. This term
was further developed in the works of L. Weatherford
and S. Bodily [30], R. Cross [5] and other scholars.
The improvement of the theoretical basis of yield
management was accompanied by the expansion
of modern management practices to other service
industries: hotels, golf, car rental.

The successful use of yield management in various
sectors of the service sector has led to the interest of
researchers in the implementation of this practice in the
restaurant business. One of the first issues of applying
modern approaches to revenue management in the
restaurant business was considered in the works of S.
Kimes et al. According to these scientists, at that time,
many restaurants used various methods of revenue
management, but their application was tactical [19].
In their work, they developed a theoretical framework
for strategic revenue management in the restaurant
business.

|153

© Tetyana Kalaitan, Oleh Hrymak, Lesya Kushnir, Ruslana Shurpenkova, Oksana Sarakhman, 2023 |



ISSN 2310-9513

2023. Bunyck/Issue 17

Despite the fact that various aspects of revenue
management are the subject of close attention of many
scholars, the issue of measuring and evaluating their
effectiveness in the restaurant business has not been
sufficiently studied.

Materials and methods. To conduct the study, we
used the method of a systematic review of scientific
literature on the topic, as well as the materials of
international scientific conferences. The search for
scientific publications in the Scopus and Web of Science
databases was carried out using the keywords “revenue
management”, “yield management”, “restaurant revenue
management”. The review was conducted to investigate:
(1) theoretical aspects of restaurant revenue
management, (2) the main criteria for evaluating the
effectiveness of management decisions in the process
of restaurant revenue management, (3) the possibilities
of using factor analysis in the restaurant revenue
management system.

Results and discussion.

1. Yield management and revenue management

Historically, the term “yield management” was
developed earlier than the term “revenue management”.
The term “yield management” was first coined by the
former Chairman and CEO of American Airlines R.
Crandall in 1978. This is reported by the author of the
bestseller and guru of modern revenue management
R. Cross [5]. The modern interpretation of these terms
is associated with a number of fundamental events
that have occurred in the field of air transportation of
passengers. Prior to the Airline Deregulation Act (1978),
the main task of US airlines was to increase the level of
occupancy of seats in the aircraft. However, after the
adoption of this Act and due to the fierce competition
that emerged, the goal of maximizing airline revenues
by segmenting consumers and manipulating tariffs was
first set, as thoroughly described in K. Littlewood [21].

High competition in the US airline industry has led
to price reductions. People-Express offered tickets at
unrealistically low prices. It was the time of the “Flying
That Costs Less Than Driving” advertising slogan [5].
According to I. Yeoman and U. McMahon-Beattie [33]
report that between 1976 and 1990, average fares for
domestic passengers in the United States decreased
by 30%. American Airlines and other airlines used
the approach of K. Littlewood's approach. The use of
this tactic brought American Airlines $500 million in
profit per year, Delta Air Lines more than $300 million
in additional revenue [5]. Eventually, People-Express
was absorbed by its former competitor Continental,
which confirmed the effectiveness of new approaches
to revenue management. As a result, American Airlines
defined the goal of yield management as follows:
“to maximize passenger revenue by selling the right
seats to the right customers at the right time” [30].
Subsequently, 1. S. Yeoman and U. McMahon-Beattie
noted these events as the first turning point in the
history of revenue management [33].
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Yield management has become the subject of
dissertations [1, 31] and numerous scientific articles.
Since the formation of yield management is associated
with air transportation, and later with hotels, the
early literature on yield management focused mainly
on the issues of overbooking or capacity allocation
between customer segments: in hotels (room inventory
management) and in airlines (Seat Inventory Control)
[2]. This is quite logical - the return on effective seat
inventory management in these service sectors can be
significant. According to Delta Airlines, one seat for each
flight sold at full fare could provide additional revenue
of more than $50 million in one year [2].

A further development of yield management was
the Expected Marginal Seat Revenue (EMSRa) model
proposed by P. Belobaba [1]. This model is the basis for
making decisions to maximize flight revenue.Itis applied
to the dynamic process of revising the reservation limit
for future flights, taking into account the probability of
fare class upgrades and overbooking. Thus, we can say
that the K. Littlewood's rule and P. Belobaba's EMSR
approach have become a revolutionary breakthrough in
yield management [38].

An illustration of the EMSRa model is shown in Fig.
1-3. In Fig. 1 shows a graph where the y-axis shows the
product of the price and the probability of selling a seat
at the price PH, and the x-axis shows the number of
seats. The probability of selling one seat is 1 (the point
closest to PH on the graph). With the sale of each seat,
the probability of selling the next seat decreases and
eventually will be zero (intersection of the curve with
the x-axis).

Figure 2 shows the same, but with the condition that
seats are sold at a lower price PL (PH > PL).

The graph in Figure 1 shows that it is not possible
to sell all 100 seats at a high price. Therefore, the
number of seats that cannot be sold at a high price must
be sold at a lower price. To do this, it is necessary to
determine the maximum number of seats Q, after which
the price should be changed. Figure 3 shows how this
looks graphically (two graphs are superimposed).
Mathematically, the marginal number of seats is
determined on the basis of statistical observations for
past periods. Thus, (100 - Q) seats can be sold at a lower
price, and the rest at a higher price.

The definition of the term “yield management” in the
early period of this system's existence is reflected in the
studies of E. Orkin [24], S. E. Bodily and L. R. Weatherford
[3], S. Kimes [12] and other scholars. In particular, S.
Kimes describes yield management as the process of
allocating the right type of capacity to the right type
of customer at the right price to maximize the revenue
or yield of the firm [12]. Thus, in her view, the goal of
yield management is to determine what the trade-offs
between price and number of customers should be.

G. Withiam defines yield management as a set of
strategies that allow service industries with limited
production capacity to obtain optimal revenues from
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operations [32]. The main concept of yield management,
according to this researcher, is to provide the right
services to the right customer at the right time at a
reasonable price. Strategic levers of yield management
G. Withiam defines as the four “C”: namely, calendar,
clock, capacity, and cost. They are linked by a fifth “C”:
customer. Thus, the strategiclevers of yield management
are focused on matching the timing of service provision
and prices with the willingness of customers to pay for
the service depending on its timing. Based on demand
levels and customer characteristics, management can
shift the demand of those customers who are relatively
price-sensitive but time-insensitive during off-peak
periods. Changing this demand frees up prime time
for customers who are relatively time-sensitive but not
price-sensitive [32].

Early researchers of yield management identify the
following characteristic elements:

« fixed capacity, which is very expensive to increase.
e over time, the service loses its value.

e changing demand.

e possibility of dynamic pricing.

« fixed costs dominate the cost structure.

Later, the Yield Management system was
implemented in other businesses, such as the hotel
business, car rental, and advertising. Thus, A. E. Leask
and I. Yeoman [20] considered the possibilities of
applying yield management in the field of Heritage
Visitor Attraction. They proposed the principles of yield
management that are suitable for cultural heritage sites.
S. E. Kimes and L. W. Schruben [15] studied the features
of revenue management of golf courses. S. E. Kimes and
S. Singh [16] proposed a framework for implementing
a revenue management strategy for spas. Nair S. K.
and Bapna R. [22] considered the application of the
yield management methodology for Internet providers
in order to better utilize network bandwidth. The
possibility of applying the Yield Management strategy
to generate additional revenue from reserve capacities
in telecommunications networks was investigated
in the thesis of S. Humair [8]. F. Jallat and F. Ancarani
[9] considered the application of dynamic pricing in
telecommunications. S. Netessine and R. Shumsky
[23] studied the characteristics of yield management
for three industries: airlines, hotels, and car rental
companies. According to R. Cross, the implementation
of this tactic in the Marriott hotel chain brought an
additional $100 million per year. The National Car
Rental company turned from a state on the verge of
bankruptcy into a profitable company that grew at a
rate of 20% per year within 18 months of applying yield
management. The Canadian Broadcasting Corporation,
adopted these tactics and realized a 2 million dollar
gain in the first two weeks [5].

Over time, approaches to defining the purpose of
revenue management have changed. X. Wang et al.
studying the main changes in revenue management
in various sectors of the service sector for the period
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2004-2014, note a managerial shift from revenue
maximization to profit optimization [29]. Thus,
since the 70s of the 20th century, the goal of revenue
management has changed from maximizing the number
of seats sold to maximizing revenue and then profit.

2. Difference between yield management and
revenue management

There is no consensus among scholars on the
difference between the concepts of yield management
and revenue management. In addition, not many works
are devoted to discussing this issue. Let us consider
the arguments used by researchers who separate these
concepts.

S. Netessine and R. Shumsky consider yield
management to be one of the aspects of revenue
management [23]. In their view, the decision to manage
yield is only one aspect of a more general business
question: how should a firm sell and distribute
products to multiple customer segments? To answer
this question, a firm must use tools for pricing and
forecasting, as well as for inventory management.
All of these tools are often grouped under the term
“revenue management”, although the boundaries
between yield management and revenue management
are often ambiguous. According to S. Netessine and R.
Shumsky, yield management is applicable in a business
environment that has the following characteristics: 1. It
is expensive or impossible to store excess resources. 2.
Commitments need to be made when future demand is
uncertain. 3. The firm can differentiate among customer
segments, and each segment has a different demand
curve. 4. The same unit of capacity can be used to deliver
many different products or services. 5. Producers are
profit-oriented and have broad freedom of action [23,
p.35].

L. R. Weatherford and S. E. Bodily rightly believe
that the terms “yield management” and “revenue
management” are not equivalent, since the term “yield
management” has certain limitations when describing
a wide class of approaches to revenue management
and propose to use the term “perishable-asset revenue
management” (PARM) [30]. The main tool of PARM,
according to these researchers, is price segmentation.

S. Shoemaker and T. Gorin also note that revenue
management is often confused with yield management
[26]. These scientists put forward a different argument
in favor of the differences between these concepts.
In their opinion, yield management is only one of the
components of revenue management. Yiled (in relation
to hotels) is the ratio between actual and potential room
revenue, while the total revenue of a hotel is not only
generated from room sales.

Despite the identification of yield management
and revenue management by many scholars, due to
the specific conditions in which it is applied, yield
management continues to develop and improve
as a separate segment of revenue management.
This is confirmed by modern publications on yield
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management. Undoubtedly, yield management is a
narrower term than revenue management, as it is
used in those sectors of the economy that have specific
characteristics mentioned above. Accordingly, specific
techniques are used to manage such “stocks”.

3. The genesis and development of restaurant
revenue management

The successful application of modern approaches
to revenue management in some sectors of the service
industry, such as hospitality, golf, spa, advertising, and
car rental, has prompted researchers to consider yield
management in restaurants. According to G. Thompson
[27], the first study that substantiated the possibility of
using yield managementtools in the restaurant business
and created an appropriate theoretical framework is the
work of S. E. Kimes et al. [19]. Indeed, the main necessary
conditions for the application of yield management
technology, such as relatively fixed capacity, predictable
demand, perishable inventory, appropriate cost
structure and pricing, as well as demand that is variable
and uncertain [19]. These scientists have studied the
peculiarities of applying some strategic and tactical tools
of revenue management in the restaurant business.

A successful revenue management strategy is based
on effective control of customer demand. S. E. Kimes
et al. focus on two strategic levers that restaurant
managers have to manage demand and, consequently,
revenue [19]. These are length of stay management and
demand-based pricing. Restaurateurs are usually faced
with unpredictable lengths of customer stays, which
limits their ability to manage revenue. The practice
that is perceived to be the most unfair is controlling
the length of customer stay [6]. Two practices that are
considered fair are the difference in price between
lunch/dinner and cancellation in case of late arrival.
The perception of fairness of these practices affects
customer intentions. In addition, price fluctuations
depending on the time of lunch/dinner, day of the
week/weekend, and time of day will affect the desire to
visit the restaurant. The reservation policy also affects
customer intentions [6].

An important element of restaurant revenue
management is the regulation of the duration of
customer service (ordering, cooking, check processing).
This is especially important during the peak hours of
the restaurant. Modern technologies can improve the
efficiency of meal time management, increase revenue,
and improve customer satisfaction. Reducing the
duration of lunch during periods of high demand by
only 5 minutes per customer can significantly increase
restaurant revenues [14]. According to M. Cavusoglu's
research [4], technologies that reduce customer service
time are the most popular among restaurant managers.

4.Approaches to assessing the effectiveness of
restaurant revenue management

The final stage of implementing a revenue
management system, applying new tools or technologies
to increase restaurant revenues is to evaluate the
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effectiveness of the measures taken [17]. Traditionally,
the revenue indicator is used as a criterion for assessing
the effectiveness of revenue management in the service
sector, since the main goal of revenue management is
to maximize revenue from the services provided. This
is quite justified for those service sectors where the
variable costs per unit of service provided (e.g., airplane
or train seats, advertising time, hotel rooms in the same
tariff class) are basically the same for the company (for
example, if you are traveling by air, the airline's variable
costs for the next seat are exactly the same as for yours).
In the restaurant business, the situation is the opposite.
The food cost for different menu items, as well as the
time spent on their preparation, can vary significantly.
As a result, the contribution of each dish to the
restaurant's profit is different. Therefore, to evaluate
the effectiveness of restaurant revenue management,
you should use contribution margin or profit.

Thus, Kim K., Kim M.-]. and Jun J.-K. [11] evaluate
the effectiveness of the application of pricing strategies,
table mix strategy, seat occupancy strategy in the
practice of revenue management of small restaurants
in South Korea in terms of queues in terms of their
contribution to profit. The expediency of forming
indicators for evaluating the effectiveness of restaurant
revenue management strategies based on profit
is reported by C. Heo [7]. She proposes to use the
indicators ProPASH (Profit per Available Seat Hour)
and ProPASM (Profit per Available Square Meter)
in addition to RevPASH (Revenue per Available Seat
Hour), arguing that the purpose of restaurant revenue
management is to maximize its profit. This approach, in
our opinion, is appropriate when assessing indicators
for time periods lasting at least one month, since the
profit indicator is fully formed only at the end of the
month (restaurant revenues are received daily, and
some expenses are determined only at the end of the
month). To make such an assessment for a shorter
period of time (less than 1 month), the contribution
margin indicator can be used. Contribution margin can
be calculated for a shorter period of time, unlike profit.
Therefore, we believe that in the process of operational
assessment of the effectiveness of restaurant revenue
management, the CMPASH (Contribution Margin per
Available Seat Hour) and CMPASM (Contribution
Margin per Available Square Meter) indicators should
be used. At the same time, you should monitor such
indicators as the average check and seat occupancy
[36]. In addition, increasing restaurant revenues should
be carried out in the direction of improving the menu
based on the use of multicriteria ABC analysis [10]. As
criteria, it is advisable to use 1) the number of dishes
sold; 2) contribution margin from a unit Given that in
Ukraine, accounting of financial results and pricing at
catering enterprises is carried out mainly on a trading
basis [37], instead of the contribution margin from a
unit of the assortment item of the menu, you can use the
trade margin per unit of the assortment item [10].
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5.Substantiation, scope and conditions of
application of the contribution margin factor
analysis for assessing the effectiveness of restaurant
revenue management

The actions of revenue managers are aimed at
increasing revenue and maximizing profits. These
actions can affect the performance indicators in different
ways and in different directions. Therefore, managers
must have clear information about the impact of factors
on the change in the amount of contribution margin
and, ultimately, profit. In addition to being aware of the
factor formation of retrospective results, this can help
the manager determine which aspect of restaurant
revenue management needs to be paid more attention
to in order to improve performance.

Factor analysis of the restaurant contribution margin
can be carried out separately for the kitchen and bar, as
well as separately by different methods of sale - through
the table (individual or group service), takeaway and
delivery (Fig. 4). Itis also possible to analyze the impact
of factors on contribution margin within the following
groups of assortment items: drinks, alcoholic beverages,
first and second courses, desserts, salads.

The use of factor analysis tools can allow a manager
to determine how changes in factors, such as the
amount of contribution margin per unit of sales (or
trade margin), the number of dishes sold and their
structure, have affected the total contribution margin of
a restaurant. When choosing time periods for such an
analysis, it is necessary to take into account the fact that
the restaurant business has a clearly expressed seasonal
nature. The issue is to identify and neutralize seasonal
surges in demand for certain types of own-produced
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and purchased goods of the restaurant. It is possible to
identify assortment items that have a seasonal nature
of consumption using various statistical methods, the
simplest of which is the index method.

Conclusions. The analysis of scientific publications
of foreign scholars on the issues of revenue
management has revealed the use of two terms:
“revenue management” and “yield management”.
Yield management is a narrower term than revenue
management, as it refers only to a certain range of
“inventory” whose main characteristic is the ability
to lose value quickly. In addition, the use of yield
management technologies presupposes the presence
of the following characteristic elements: fixed capacity,
which is expensive to increase; variable demand; and
the possibility of dynamic pricing. Accordingly, specific
techniques are used to manage such “inventory”.

The development of yield management was
accompanied by the expansion of the use of special
techniques in various service sectors, as well as a change
in the goal from maximizing the number of tickets sold
to maximizing profits. A feature that should be taken
into account when applying yield management in the
restaurant business is that, unlike air transportation, a
customer can order dishes of different prices at his or
her seat in a restaurant. Therefore, in order to monitor
the revenue from the sale of dishes, it is important to
analyze the assortment on an ongoing basis in terms
of the contribution of different assortment items to the
overall financial result.

For an overall assessment of the restaurant menu,
it is advisable to apply a multi-criteria ABC-analysis
of the menu according to the following criteria: 1)

|

By structural

—  subdivisions
> Kitchen
L] Bar

Y

Directions for factor analysis of the Restaurant Contribution Margin
By categories of own By types of
production and purchased service —
goods
- salads;
- orders;
- first courses; At the table:
- meat dishes; - individual; ]
- fish dishes; - group.
- desserts;
- beverages.
- low-alcohol drinks;
- alcoholic drinks; Takeaway; |
- strong drinks. Delivery.

Fig. 4. Areas of factor analysis of the restaurant contribution margin

Source: improved by the authors based on [10]
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number of sales; 2) contribution margin per unit of
assortment item of the menu (or trade margin); 3) cost
of products for the production of the dish. To quantify
the effectiveness of the applied revenue management
strategy in the operational order, the indicators CMPASH
(Contribution Margin per Available Seat Hour) and
CMPASM (Contribution Margin per Available Square
Meter) should be used. This is due to the fact that it is
difficult to obtain a profit indicator for a time period of
up to 1 month, given the length of the full accounting

ISSN 2310-9513
2023. Bunyck/Issue 17

cycle. Given that in Ukraine, accounting for financial
results and pricing at restaurant business enterprises
is carried out mainly on a trade basis, the amount of
trade margins from the sold dishes can be used instead
of marginal income from the sale of dishes. In order to
study in more depth the changes in contribution margin
as a result of management decisions, it is advisable to
conduct a factor analysis of contribution margin. Such
an analysis will allow to quantify the impact of factors
on the restaurant contribution margin.
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EdeKTUBHICTb cucTeMM ynpaBAiHHA LOXOA4AaMM MA€ BaK/MBe 3HAYEHHA AR KOXHOro NiANPUEMCTBA, OCKINbKU AOXOAM
€ pakTopom npAmoro BnAMBY Ha NpubyTok. OcobMBO BaxKAMBMM Lie NUTAHHA € A/ pecTopaHHoro bisHecy, Ae piBeHb
BMTPAT 3HAYHO BULLUIA, HiXK Y cepeiHbOMYy B EKOHOMIL. [peamMmeToM A0CNIAKEHHS € CyYaCHi cMCTeMM ynpaBaiHHA 40X04aMu
pecTopaHy, L0 BMKOPMUCTOBYIOTbCA Yy 3apybiXKHil npakTuui. MeTa cTaTTi nonArae y AOCAiAKeHHI TeOPEeTUYHUX acnekTiB
yNpaBAiHHA [0XO4aMM Ta OLIHKM MOro epeKTMBHOCTI B pecTopaHHOMy bi3Heci. 3aBgaHHA: (1) yTOYHEHHA MOHATIMHOIO
anapaTy ynpaBAiHHA LOXO4AaMMU PecTopaHiB , (2) BUBYEHHA NMOKA3HUKIB OLHKM eeKTUBHOCTI yNpaBaiHHA 4OX04aMM Ta ix
BMKOPWCTaHHA B pecTopaHHOMY bBi3Heci, (3) BU3HaYeHHS MOXAMBOCTEN 3aCTOCYBAaHHA GAKTOPHOIO aHani3y Map>KUHANbHOIO
[0X0Ay B yNpas/iHHI AoxoA4aMu pecTtopaHis. JocnigXeHHA NpoBOAMNOCH 3 BUKOPUCTAHHAM MeTOoAy CUCTEMATM30BaHOIO
ornagy HayKoBoOi NliTepaTypyu No AaHii Temi. Pe3ynbTaT fOCAigKeHHA NOKa3aan HeOA4HO3HaYyHe TPaKTyBaHHA MOHATIMHOIO
anapaTy ynpaBAiHHA AOXO4aMM Ta HeobXigHICTb afanTalii MOKAa3HWMKIB OLIHKM epeKTUBHOCTI yNpaBAiHHA AOXO4aMMU [0
YMOB pecTopaHHoro 6isHecy. BUCHOBKM: yNpaBAiHHA AOXOAHICTIO HA BiAMIHY Bif ynpaBaiHHA 4OX0OAAaMM 3aCTOCOBYETHCA A0
cneumoiyHMX YMOB i pecTopaHHuiA BisHeC Mae BiANOBIgHI XapaKTepuCcTUKK. Bpaxosytoun cneumoiky pectopaHHoro 6isHecy
Ba*K/MBO 34iMCHIOBATN aHAi3 MEHHO 3 TOYKM 30pY BKNAAY KOXKHOT aCOPTUMEHTHOI NO3uMLLii y NpnbyTOK. 1N 3arasbHOI OLLiHKM
MEHI0 pecTopaHy AOLUinbHO BMKOpUCTaByBaTU 6GaraTokpuTepianbHuii ABC-aHanis. [ KiNbKiCHOI OUiHKM edeKTUBHOCTI
3aCTOCOBYBaHOI cTpaTerii ynpasaiHHA AOX04amMM B OnepaTMBOMY MOPAAKY CAig BMKOPUCTOBYBATM TaKi nokasHuku: (1)
MapKUHaNbHUI A,OXBA, HA AOCTYMHE MiCLie 3a roAMHY Ta (2) MapKUHabHUI AOXiA Ha KBAApaTHWUIA MeTp. JNa JOCAiAXKEHHA
3MiHM MApPXUHANbHOIO AOXOAY BHACAIAOK YMPABAIHCbKMX pilleHb, NPUIHATUX 3a pe3ynbTaTamu ABC-aHanisy, AouinbHo
nposeseHHA GaKTOPHOro aHanisy.

Kntouosi cnosa: yrnpassniHHa 0oxo0amu pecmopaHy, yrnpassnaiHHA 00X00HICMIO, MAPHUHAAbHUU 00Xi0, MapHUHAAbHUU
aHaniz, ABC-aHanis.

CMNCOK NITEPATYPH

1. Belobaba, P. P. Air Travel Demand and Airline Seat Inventory Management. Ph.D. Thesis. Flight Transportation Laboratory.
Cambridge, MIT, 1987. URL : http://dspace.mit.edu/handle/1721.1/68077

2. Belobaba P. P. Survey Paper—Airline Yield Management An Overview of Seat Inventory Control. Transportation Science.
1987. Vol. 21. Ne 2. P. 63-73. https://doi.org/10.1287 /trsc.21.2.63

3. Bodily S. E., Weatherford L. R. Yield Management: Achieving Full Profit Potential from Your Market. Darden School Working
Paper. 1989. No. 89-30.

4. Cavusoglu M. An analysis of technology applications in the restaurant industry. Journal of Hospitality and Tourism Technol-
ogy. 2018. 10(1). P. 45-72. https://doi.org/10.1108/JHTT-12-2017-0141

5. Cross R. Revenue Management, Hard-Core Tactics for Market Domination. New York : Broadway Books, 1997.

6. Etemad-Sajadi R. Are customers ready to accept revenue management practices in the restaurant industry? International
Journal of Quality & Reliability Management. 2018. Vol. 35 No. 4. P. 846-856. https://doi.org/10.1108/IJQRM-01-2017-0007

7.Heo C. Y. New performance indicators for restaurant revenue management: ProPASH and ProPASM. International Journal of
Hospitality Management. 2017. Vol. 61. P. 1-3. https://doi.org/10.1016/j.ijhm.2016.10.00

8. Humair S. Yield management for telecommunication networks : defining a new landscape : Thesis Ph.D. Massachusetts
Institute of Technology, Sloan School of Management, Operations Research Center, 2001. URL : https://dspace.mit.edu/han-
dle/1721.1/8787

9. Jallat F, Ancarani F. Yield management, dynamic pricing and CRM in telecommunications. Journal of Services Marketing.
2008. Vol. 22. Ne 6. P. 465-478. https://doi.org/10.1108/08876040810901882

|161

© Tetyana Kalaitan, Oleh Hrymak, Lesya Kushnir, Ruslana Shurpenkova, Oksana Sarakhman, 2023 |



ISSN 2310-9513 BicHuK XapkiBCbkOro HauioHanbHOro yHiBepcuteTy iMeHi B. H. KapasiHa

2023. Bunyck/Issue 17 The Journal of V. N. Karazin Kharkiv National University

10. Kalaitan T. V., Cherkasova S. V., Druhov O. 0., Yaroshevych N. B. Features and scope of application of the ABC analysis in the
controlling system of restaurant industry. Financial and credit activity: problems of theory and practice. 2019. Vol.4. Ne31. P. 196-
207. https://doi.org/10.18371 /fcaptp.v4i31.190856

11. Kim K., Kim M.-],, Jun J.-K. Small Queuing Restaurant Sustainable Revenue Management. Sustainability. 2020. 12(8). 3477.
https://doi.org/10.3390/su12083477

12. Kimes S. E. The basics of yield management. Cornell Hotel and Restaurant Administration Quarterly. 1989. Vol.30. Ne3. P.
14-109.

13. Kimes S. E. Implementing restaurant revenue management: A five-step approach. Cornell Hospitality Quarterly. 1999. Vol.
40.Is. 3. P. 16-21. http://scholarship.sha.cornell.edu/articles/461/

14. Kimes S. E. The role of technology in restaurant revenue management. Cornell Hospitality Quarterly. 2008. Vol. 49. Is. 3. P.
297-309. https://doi.org/10.1177/19389655083227

15. Kimes S. E., Schruben, L. W. Golf course revenue management: A study of tee time. Journal of Revenue and Pricing Manage-
ment. 2002. Vol. 1. P. 111-120. https://doi.org/10.1057 /palgrave.rpm.5170014

16. Kimes S. E,, Singh S. Spa revenue management, Cornell Hospitality Quarterly. 2009. 50(1). P. 82-95. http://scholarship.sha.
cornell.edu/articles/259/

17. Kimes S. E., Ho J. Implementing revenue management in your restaurants: A case study with Fairmont Raffles Hotels Inter-
national. Cornell Hospitality Report. 2019. Vol. 19. Ne 5. P. 1-13.

18. Kimes S. E.,, Barrash D. I, Alexander J. E. Developing a restaurant revenue-management strategy, Cornell Hotel and Restau-
rant Administration Quarterly. 1999. Vol. 40. Is. 5. P. 18-29. https://doi.org/10.1177/001088049904000505

19. Kimes S. E,, Chase R. B, Choi S, Lee P. Y,, Ngonzi E. N. Restaurant revenue management: Applying yield management to the
restaurant industry. Cornell Hotel and Restaurant Administration Quarterly. 1998. Vol. 39. Is. 3. P. 32-39.

20. Leask A. E. and Yeoman I. The development of core concepts of yield management, International Journal of Heritage Stud-
ies. 1999. Vol. 5.1s. 2. P.96-110. DOI: 10.1080/13527259908722254

21. Littlewood K. Forecasting and Control of Passenger Bookings. Proc. 12th AGIFORS Symposium. Journal of Revenue and
Pricing Management. 2005. Vol. 4. P. 111-123.

22. Nair S. K., Bapna R. An application of yield management for Internet Service Providers Naval Research Logistics. 2001. Vol.
48, Is.5 P. 348-362 https://doi.org/10.1002 /nav.1023

23. Netessine S. and Shumsky R. Introduction to the Theory and Practice of Yield Management. INFORMS Transactions on
Education. 2002. Vol. 3. Is.1. P. 34-44,

24. Orkin E. How Does Yield Management Maximize Profits For the Hotel Industry? Presented at Yield Management Multi-In-
dustry Conference. Charlotte, NC. 1989.

25. Restaurant Industry Facts at a Glance. National Restaurant Association : [site]. URL: https://restaurant.org/re-
search-and-media/research/industry-statistics /national-statistics/ (acassed 5 January 2023).

26. Shoemaker S., Gorin T. Handbook of hospitality operations and IT, Amsterdam : Butterwort-Heinemann. 2008.

27. Thompson G. M. Restaurant profitability management: the evolution of restaurant revenue management. Cornell Hospital-
ity Quarterly. 2010. Vol. 51.Is. 3. P. 308-322. d0i:10.1177/1938965510368653

28. United States (USA) GDP - Gross Domestic Product. Country economy.com : [site]. URL: https://countryeconomy.com/gdp/
usa

29. Wang X. L., Heo C. Y, Schwartz Z., Legohérel, P, Specklin F. Revenue Management: Progress, Challenges, and Research Pros-
pects, Journal of Travel & Tourism Marketing. 2015. Vol. 32.1s. 7. P. 797-811. DOI: 10.1080/10548408.2015.1063798

30. Weatherford L. R., Bodily S. E. A Taxonomy and Research Overview of Perishable-Asset Revenue Management: Yield Man-
agement, Overbooking, and Pricing, Operations Research. 1992. Vol. 40. Ne 5. P. 831-844. https://doi.org/10.1287 /opre.40.5.831

31. Williamson E. L. Airline Network Seat Inventory Control: Methodologies and Revenue Impacts. Ph.D. Thesis. 1992. URL :
http://hdl.handle.net/1721.1/68123

32. Withiam G. A"4-C" strategy for yield management Cornell Hospitality Report. 2011. 1. P. 4-17.

33. Yeoman I. S,, McMahon-Beattie U. The turning points of revenue management: a brief history of future evolution, Journal of
Tourism Futures. 2017. Vol. 3. Is. 1. P. 66-72. https://doi.org/10.1108/JTF-11-2016-0040

34. [lokasHUKHU AisIIbHOCTI Cy6'€eKTiB rocnojaploBaHHs. JlepkaBHa ciayxb6a CTaTUCTHKU YKpainu : [caiiT]. URL: https://
ukrstat.gov.ua/operativ/menu/menu_u/sze_20.htm (acassed 5 January 2023).

35. BasioBbIi BHyTpeHHUH NpoAyKT YkpauHbl B 2021 roxy. MunduH : [caidT]. URL : https://index.minfin.com.ua/economy/
gdp/2021/ (acassed 2 January 2023).

36. Kanaditan T. B. [HCTpyMeHTH KOHTPOJIIHTY MiANPUEMCTB PeCcTOpPaHHOro rocnozgapcrtsa. [liznpueMHunTBO i TOPriBAA :
36ipHMK HaykoBuX npanp. JIbBiB, 2018. Bum. 23. C. 82-86. URL: http://lute.lvivua/fileadmin/www.lac.lvivua/data/DOI/2522-
1256-2018-23-14.pdf

37.Kanawitan T. B. 06.1ik i aHas1i3 piHAaHCOBUX pe3y/bTATIB B yIIPaBJIiHHI AisIJIbHICTIO NiANTPUEMCTB rPOMa/ICHKOT0 XapuyBaHHS:
aBToped. AuC. HA 3A06YTTS HAyK. CTYNeHs KaHJ. eKoH. Hayk crel. 08.06.04 “Byxrantepcbkuil 06J1iK, aHati3 Ta ayauT’. JIbBiB,
2004. 16 c.

38. Kamaittan T. B. ®akTopHuli aHai3 B ynpaB/iHHI JOXOJHICTIO MiJIPUEMCTB roTesbHOro 6i3Hecy. [lifmpueMHULTBO i
TOpriBJA : 36ipHUK HAayKOBUX npanb. JIbBiB, 2020. Bum. 26. C.3 7-44. https://doi.org/10.36477/2522-1256-2020-26-06

Cmamms Haditiwnaa do pedakyii 01.03.2023
Cmamms pekomerndosaHa do dpyky 03.04.2023

162|

| © Kanatitan Terana, 'pumak Oaer, Kymnip Aecs, lllypnenkosa Pycaana, Capaxman Okcana, 2023



