
Automated 
Revenue 
Management 
through the Ups 
and Downs

PRICE THE PEAKS AND VALLEYS

IDeaS’ revenue science solutions have 
been proven time and again to optimize 
profitability and productivity for hospitality 
companies worldwide. By automating manual 
calculations and eliminating guesswork, IDeaS 
delivers data-driven, demand-based pricing 
and forecasting decisions you can count on 
through all the ups and downs.

No matter the season, business conditions, 
or economic climate, optimal pricing must 
be determined, regardless of whether your 
hotel expects over 95% occupancy or under 
50% occupancy. Even if capacity is not 
constrained, IDeaS’ pricing outputs consider 
market conditions, the relative influence 
of competitors and your hotel’s demand 
and price sensitivity. This enables you to 

determine the optimal price for current 
conditions while accounting for all demand 
arriving on or staying through each date.

UNDERSTAND YOUR DEMAND AT ALL TIMES

When planning for periods of low occupancy 
or economic uncertainty, it is especially 
important to understand the potential 
available demand and effectively capture 
optimal share. Pricing your hotel too high  
may compromise market share. Price too 
low and you leave valuable revenue on the 
table and risk harming your brand reputation. 
Hotels require dynamic decisions that 
incorporate both the market pricing of your 
competition and the price sensitivity of your 

4  Forecast demand with greater accuracy 
and confidence

4  Determine optimal pricing for all  
stay patterns and market conditions

4  Quickly react to competitor influence 
and price positioning

4  Effectively manage rate and availability 
across complex distribution networks

4  Drive efficiency and collaboration 
across departments

Key Benefits



customer base which leads to maximized 
revenues from the higher-yielding, unqualified 
market segments. 

IDeaS G3 Revenue Management System  
(RMS) uses advanced analytics to process 
thousands of data points—understanding 
demand drivers such as season, day of week, 
days to arrival, length of stay and market 
demand that help drive the optimal mix of 
controls, regardless of the season or current 
economy. Even in a lower period—although 
the forecast for the hotel overall may be 
low—there will often be constrained capacity 
in particular room classes. IDeaS knows to 
protect these room classes and plan upgrades 
accordingly. Regardless of the business 
conditions, IDeaS G3 RMS will set controls to 
optimize to the situation.

IDENTIFY NEED PERIODS

IDeaS G3 RMS automatically analyzes booking 
patterns and accounts for seasonal or trend 
changes quickly. This allows the system to 
produce demand forecasts that help hoteliers 
understand periods of need by segment and 
room type. Such forecasts enable teams to 
plan or shift business strategies to capitalize 
on revenue opportunity and test scenarios 
using What-If analysis. 
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This facilitates a collaboration between 
revenue management and other key 
commercial teams. It can help marketing 
create seasonal or customer-loyalty 
promotions and help sales gear strategies 
toward slow periods, or under-performing 
market segments, to ensure maximum 
incremental return.

AUTOMATED, STRATEGIC SOLUTION

IDeaS’ solutions are designed to support 
revenue management by exception—
empowering users to shift tactical control 
setting to the system—in partnership with 
the revenue management team sharing their 
business knowledge. This methodology frees 
up more time for strategic activities that drive 
better revenue. 

Key tasks are tracked in a simple, action-
driven list and visual heatmap calendars, while 
interactive dashboards and scheduled reports 
keep users informed. G3 RMS continues the 
heavy-lifting, reacting 24/7 to changes in 
the hotel or market booking conditions and 
seamlessly distributing control updates to all 
selling systems.
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LAST ROOM VALUE
Allows you to  

accept the most 
valuable business

OVERBOOKING
Enables you to 

avoid lost 
revenues

PRICING
Applies the  

most advanced 
flexible pricing

An accurate demand forecast, along with IDeaS’ flexible controls by room type, 
enable hotels to maximize their business every day all year long. 
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