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REVENUE MANAGEMENT: THE NATURE AND CHARACTERISTICS.

The basic concepts that characterize the revenue management as an integrated
system management. These include concepts such as goal management, facility
management principles and functions. Determined that providing evidence-based
enforcement revenue management provides the progressive development of the
company. Revenue Management is a complex system of decision-making and
implementation. The study of this system in the future should be conducted in the
following areas: forecasting, programming, management, and integration.
Determined that the use of revenue management helps large and small businesses to
identify customer groups to establish the proper list of goods and services,
determining the optimal level of prices in order to maximize profits. Available, which,
depending on management objectives distinguish types of revenue management:
order management as a condition of raising the rate of growth of production, revenue
management, which would provide a permanent solvency, monitoring results in
accordance with the interests of owners, with the aim of management is to increase
the return on equity of the company.

Keywords: revenue management, object, purpose, principles, mechanism.

The development of a market economy requires businesses Ukraine cost-based
approach to planning their activities, to determine strategies to increase business
income, analysis and evaluation of the results. Formation of optimal income tax in the
amount necessary them to cover its operating costs, taxes and a profit that helps

ensure expanded reproduction is a necessary condition operation of any entity.
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One of the main conditions for the progressive development of entrepreneurship
in any country, along with government regulation and control is individually
controlled by each individual entity, with its successful implementation depends on
selected management principles, methods and management style. In the modern
business environment one of the key sources of finance sustainable manufacturing
process of expanded reproduction, investment and innovation of the enterprise is of
his findings. It is highly professional and science-based revenue management is a key
factor in ensuring cost-effective development of the national economy.

Some management issues are considered income in the works of foreign scholars
as Kalyan T. Talluri, Itir Z. Karaesmen, Garrett J. van Ryzin, Gustavo J. Vulcano,
L.R.Weatherford, P.P. Mark G. Haley, Jon Inge, Marta Treszl, Sevinc Goksen,
William L. Cooper and others.

Despite extensive research theme revenue management, there is still a lot of
categories and processes, the interpretation of which no proper scientific level.
Therefore, the aim of the article is to analyze the main components of revenue
management companies to identify their features and find the correct version of the
scientific interpretation.

Over the last twenty years, development of revenue management systems has
progressed from simple single leg control, through segment control, and finally to
origin — destination control. The apparent simplicity of this valuation problem is
deceptive — a complete assessment must allow for all possible future realizations of
the reservations process that could be influenced by the availability of any of the
seats on any of the legs in the booking [4; 2].

Depending on the objectives of the enterprise defines the types of revenue
management objectives:

1) order management is a high growth rate results — the objective of the
enterprise is the high growth rates, growth rates of sales, gain market share, profit

maximization;
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2) the purpose of management is to ensure that the results of such an amount that

would ensure ongoing solvency — the objective is to stabilize its business activity is
the minimum level of profitability, cost recovery activities;

3) to control the results of the company are the interests of its owners, then the
purpose of forming end financial results is the relative return on invested equity or
venture [5].

There are three main concepts of of revenue management. Thus, according to the
first under the objects understood the process of formation, distribution, use (cover)
financial results on the basis of the impact on the performance of revenues,
expenditures, financial results, profitability (loss), cash performance, net cash flow
(by activity) and indicators that reflect the quality of financial results [2].

According to the second concept of object management is absolute and relative
indicators: business income, expenses and the ratio of their structural elements, the
amount of equity investment deposits, received loans, interest paid, the tax burden,
The volume of manufactured products, growth equity and gains enterprise.

The third concept interpretation facilities management financial and economic
results to the bottom carries forward and backward, vertical and horizontal ties that
bind all controls results in a single system. This control subjects through direct
communication and control mechanism affect the formation and distribution of
financial results [7].

Functions of revenue management of the company are: forecasting, planning,
accounting, monitoring, optimization, coordination, promotion, supervision,
organization, information, analytical (analysis) Development and distribution of
financial results.

There are such principles of effective revenue management as:

1) determination;

2) sequence: involves the division of tasks and problems in order of importance;

3) consistency: based on the coverage of the whole control system results;

4) complexity: incorporation of economic, institutional, social, psychological

and other aspects in the management of the results [6];
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5) focus on the process approach: process management is the total of all its
functions and activities aimed at managing the results of the company;

6) dynamism: results of enterprises considered in dialectical development,
investigates the cause-effect relationships of their formation, analysis of the past and
made a forecast for the future [1];

7) flexibility and adaptability of the system;

8) variation in approaches to management decisions;

9) the timeliness of decision making;

10) control.

Mechanism of revenue management consists of the following parts:

- Institutional level — business units, which carry out functions such as
accounting management, creation, distribution, control and analysis [1; 5];

- Functional units include principles of organization and operation management
subsystem result, forms, methods and management techniques, as well as incentives
and sanctions;

- Legal executives — a set of legal regulations concerning the application of
financial methods, instruments and incentives [3].

Thus, the mechanism of revenue management — is a set of goals, objectives,
principles, functions, methods, incentives, sanctions and regulatory framework that is
used to manage.

Conclusions. Research and development of revenue management systems is far
from over. We close our survey with some suggested directions that future research
may take in four areas — forecasting, dynamic programming, ODF revenue
management, and systems integration. Modern RM systems enable firms to make
sophisticated pricing decisions over the course of a sales season. Many of these
systems operate within what one might refer to as the “estimate, then optimize”
paradigm where estimation and optimization are two distinct, interleaved activities.
RM is today a ubiquitous area of operations research that is concerned with
developing into a science, the art of selling the right item, to the right person, at the

right price. RM represents the technique that helps big companies or small and
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medium enterprises to achieve highest profits by correctly identifying the customer
groups that the company has to serve, establishing the right (quantity of) products and
services as well as setting up the optimal prices to be offered to these customers.
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Busnaueno ocnoeui nonamms, wo Xapaxmepuzyroms YNpasiiHHi 00X00aMU K
YiiCHy cucmemy YNpaeiiHHs NIONpUeMcmeom. [lo maxkux noHsams 8iOHOCAMb MAaxi,
AK Mema Ynpaeninus, 00'ekm, npunyunu ma Qyukyii ynpasninusa. Bemanoeneno, wo
came 3a0e3neyeHHs HAYKOBO-002PYHMOBAHO20 OOMPUMAHHA NPAGUN YNPAGIIHHA
0oxooamu 3abe3neuye npocpecusHuti Po3eUMOK NIONPUEMCMEA. Ynpaeninna

00X00aMuU € CKIAOHOI CUCMEMOI0 NPUUHAMM Ma peani3ayii ynpasiiHCbKux pilieHb.
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Hocnioocennss maxoi cucmemu 6 MaubOymHbOMY HOBUHHO HPOBOOUMUCH 8 MAKUX
HAnpsamax: npo2HO3Y6AHHA, NPOCPAMYBAHHA, YNPAGIIHHA ma iHmezpayisa. Buznaueno,
WO BUKOPUCMAHHA CUCTEeMU YNPABIIHHA 00X00aMU O0NOMA2AE BENUKUM MA MATUM
NIONPUEMCMBAM  BUSHAYUMU 2PYNU  KIIEHMIE OJisl BCMAHOBNEHHA NPAGUTLHO2O
nepeniky moeapig 1 NOoCaAye, 6U3HAYEHHA ONMUMANIbHO20 pIGHA YIH 3 MEmor
makcumizayii ompumanoeo npubymky. Bcmaeneno, wo 3anedxcno 6i0 yineu
VNPAGNIHHA — BUOLIAIOMb MUNU  CUCMEMU VNPAGINIHHA  00X00aAMU. YNPAGIIHHSI
3AMOBNEHHAMU K YMOBU NIOBUUIEHHSI MEeMNI6 3POCMAHHS 8UPOOHUYMBA, YNPAGIHHSA
ooxodamu, siKe O 3abe3neyuno NOCMIUHY NAAMOCHPOMONICHICIb, KOHMPOTb
pe3ynrbmamia 8i0N08IOHO 00 IHMepPeci8 8IACHUKIB, NPU YbOM)Y Mmoo YNPAGIiHHS €
niosuenHs peHmaberbHoOCmi Kanimasiy niOonpueEMCmaa.

KurouoBi ciioBa: ynpasninusa doxooamu, 06'exm, mema, nPpUHYUnu, Mexarizm.

M. Apuy, I'. YepeaniueHko

YnpaBiaiHHA 10X0JaMHU: CYTHICTh Ta XapaKTEePUCTHKA

OnpeoeneHvl 0CHOGHbIE NOHAMUSA, XAPAKMepUsyrowue ynpasieHue 00X00amu
KaK yYelocmuylo cucmemy ynpasieHusi npeonpusmuem. K makum nonamusm
OMHOCAMCS makue, Kaxk yelb YHpaelieHus, 00beKm, HPUHYunsvl U @QYHKYUU
ynpaenenus. Ycmanoeneno, umo umeHHO obecneuenue HAYYHO 0OOCHOBAHHO20
CcOOII00eHUsL NPABUTL YIPABAEHUSL 00X00aMu 0becnedusaen npocpeccusHoe pa3eumiue
npeonpusamus. Ynpaenenue 00X00amu AGNAEMCS CIONCHOU CUCMEMOU NPUHAMUS U
peanuzayuu ynpasieHueckux peutenuti. Mccnedosanue maxoi cucmemwvl 8 6yoyuem
O0JJICHO ~ NPOBOOUMBCSL 8 CHEOVIOWUX — HANPABICHUAX:!  NPOSHO3UPOBAHUe,
npozpammuposanue, ynpaeienue u unmezpayus. Onpeoeneno, Ymo ucnoib308anue
cucmemvl ynpasieHusi 00X00amu Nnomo2aem KPYHHLIM U MATbIM NPEeOnpUIMusam
onpeoenumy 2pynnsl KIUeHmos 0Jis YCMAHO8IeHUs NPABUILHO2O NepeuHsi MO8apos U
yeiye, onpeoenienue onmuManlbHo20 YPOGHI YeH C Yelblo MAKCUMUZAYUY NOTYYEeHHOU
npubvliu. Ycmanosnena, umo 6 3a8UCUMOCIU OM Yyelel YNPAGIeHUus GblOesiom
MUNbL  CUCEMbL  YNPAGIeHUs 00X00aMu. YApAGleHUue 3aKa3amMu Kak YCI08Us

noesvluierHusl memnoe pocma npouseodcmea, ynpaejieHue OOXOOCIMM, Komopoe Obl
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obecneuuno NOCMOSHHYIO NIAMENCEeCNOCOOHOCMb, KOHMPOAb Ppe3yIbmamos 8
COOMEEemMCcmeul ¢ UHMepecamu 61a0envbyes, Npu dMoM Yeablo YAPAGIeHUs SA61Aemcs
nogvluleHue peHmabenbHOCmU Kanumana npeonpusimusl.
KuroueBsble cioBa: ynpasienue 0oxooamu, ucmopuieckoe passumue, 00vbeKm,
yenb, NPUHYUNBL, MEXAHU3M.
M. Apbiy, I'. UepenunueHko

anaB.ﬂeHHe A0X0dJaMU: CYIITHOCTDb U XapaKTEPUCTHUKA
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