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Course description
Revenue Management is critical to the hospitality industry due to the perishable nature of a service-based product. In this course unit, students will learn how to identify and exploit opportunities for revenue optimization in events and entertainment business contexts.
The course unit will also cover capacity management, duration control, demand and revenue forecasting, discounting, overbooking practices, displacement analysis, channel management, and pricing execution.

Course Objectives
· Assess customer-perceived value based on the principles of revenue management
· Construct revenue management techniques for the events and entertainment based on reports
· Evaluate the quality of revenue management decision making as applied to the events and entertainment
· Construct revenue management strategies to assemble a customer-centric plan that would improve profits in events and entertainment


Learning Outcomes:
By the end of this course it is expected that the student will be able to:
· Describe the components of costing and revenue management 
· Explain the benefits of revenue management.
· Evaluate historical price/demand data to identify distinct customer segments and target them with the right product at the right time and at the right price.
· Develop demand and revenue forecasts and measure their accuracy.
· Apply tools and techniques to make revenue management decisions in a simulated environment.

Course Content

	Topic
	Sub topic
	Hours
	Facilitator

	Sources of revenue for events
	· Transport arrangements
· Food and beverages
· Venue hire
· Consultancy fees
· Accommodation arrangements
· Equipment and materials
· Service provision
	8 Hrs
	Mr.GG

	Budgeting
	· Inflows and outflows
· Cost saving and profitability
· Cash management
· Cash management procedures
· Computerized cash management systems
· Record keeping
	8 Hrs
	Mr.GG

	Ticketing and admissions
	· Fraud detection
· Pricing
· Distribution of tickets
· Administrative controls
· Physical controls
· Computerized systems
	8 Hrs
	Mr.GG

	Sponsorships
	· Sources of sponsorship
· Seeking for sponsorship
· Event proposal
· Fund raising
	5 Hrs
	Ms. MN

	Revenue sources for events







	· Sponsorship management
· Food and beverage sales
· Food and beverage control systems
· Pilferage controls
· Stock taking
· Portion controls
· Requisition and purchase controls
· Revenue sources for parks and recreation
· Expenditure for parks
	9 Hrs
	Ms. MN

	Fundraising
	· Fund raising activities
· Strategies for fund raising
· Partnerships in fund raising
· Professional applications in expenditures and income handling
	7 Hrs
	[bookmark: _GoBack]Ms. MN



Delivery Methods
· Lecture
· Student Presentations
· Group discussions,
· Tutorials
· MUBSEP

Mode of Assessment
Take home coursework	10%
Test	20%
The end of course unit examination will constitute	70%
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