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Abstract
From its origin in the airline industry nearly sixty years ago, revenue management has expanded to other hospitality industries, notably lodging and rental cars. More recently, “nontraditional” service industries, such as restaurants, golf courses, and casinos, have begun to adapt and apply revenue management principles. The first revenue-management–related article appeared in the Cornell Quarterly in 1988—an article that introduced revenue management concepts to the hotel industry. Subsequently, the Quarterly has published numerous revenue management studies, covering hotels, restaurants, golf courses, and function space.
In addition, CQ has examined distribution and pricing issues. This review of twenty-plus years of CQ articles documents the expansion of revenue management themes as published in the Quarterly and suggests directions for future revenue management research.

Summary:

This study has been conducted to examine the many Revenue Management (RM) -related papers published in the Quarterly, with an eye to future developments in RM over the years. RM indicates properties’ need to focus on the following four key areas: forecasting, systems and procedures, strategy and tactical plans, and feedback systems. RM starts with estimates or forecasts of future demand combined with a set of automated systems for rate control. The effectiveness of these systems requires a formalized strategy and tactical plan for employees to implement these recommendations, with a feedback loop that allows employees and managers the opportunity to assess the impact of their decisions. The paper mainly tried to contrast between different sectors, like airlines, travel agents and hotels and focused on the conceptual development and application of Revenue Management. 
RM research within the Quarterly has largely focused on the extension of existing science into additional hospitality venues. Early research was devoted to the adoption of airline RM at the hotel property level. More recent examples include overviews of how RM principles can be applied across other facets of hospitality.
Firms need to improve their ability to segment customers, then use non-posted-price methods to reach price-sensitive customers. This would allow firms to continue to have higher posted prices for those who are less price-sensitive. These non-posted-price methods include targeted email offers, linked offers advertised through search-engine campaigns, campaigns through travel deal providers similar to Travelzoo.com, opaque pricing and packaging.
[bookmark: _GoBack]In a surplus capacity, environment RM also needs to pay more attention to price, being more responsive to price as market share shifts quickly. Hotel RM also needs to do a better job of integrating data sources beyond reservations into pricing decisions. The new framework for RM is demand management, both making reservations and increasing revenues.

Conclusion
Despite its ubiquitous application, RM still needs considerable additional research to enable firms to become more marketing-focused. The new frame for
RM is demand management, a system that both creates reservations and yields revenue from them. As customers become more knowledgeable about RM practices, firms need to realize the implications of strategic or forward-looking consumer behavior on their inventory control decisions (and the resulting implications on demand). Given these additional developments, we anticipate that the next twenty-five years of RM research published in the Cornell Hospitality Quarterly will continue to shape the art, science, and practice of RM.
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