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The Current Situation. Why 

Now?

According to a study by Google Travel

• 74% of travellers plan their trips online
• 13% book them through conventional agencies

According to Tripadvisor

• 45% of users do so via mobile



The Current Situation. Why 

Now?

Digitalisation has provided consumers with 
direct access 

 To travel information and destinations more suited to 
their preferences

 To choice and booking their trips

 Accessibility and speed



Why is digitisation so 

important?

• It makes it possible to attract new customers 

• It facilitates the development of bonds of trust

• It strengthens the company's positioning in relation to the competition

• It promotes the development of new links between users and the organization

Digital revolution

It contributes to improving the user's experience



How can we succeed in this new 

era?

Characteristics for the application of RM

1. Having a limited service or product
2. High fixed costs and low variable costs
3. Perishable service or product
4. Possibility of advance sales
5. Market segmentation

By applying REVENUE MANAGEMENT

"Selling the right product to the right customer, at the right moment, for the right
price and through the right distribution channel, with the best cost efficiency"



REVENUE MANAGEMENT: Process

Data Collection Forecasting Optimisation

Dynamic                   
re-evaluation



REVENUE MANAGEMENT: Key Performance Indicator

Occupancy Rate or Spa Utilation Rate (SUR)

SUR= 

𝐻𝑜𝑢𝑟𝑠 𝑜𝑓 𝑡𝑟𝑒𝑎𝑡𝑚𝑒𝑛𝑡𝑠 𝑠𝑜𝑙𝑑
𝐸𝑛𝑡𝑟𝑎𝑛𝑐𝑒𝑠 𝑡𝑜 𝑡ℎ𝑒 𝑐𝑖𝑟𝑐𝑢𝑖𝑡 𝑠𝑜𝑙𝑑

𝐻𝑜𝑢𝑟𝑠 𝑎𝑣𝑎𝑖𝑙𝑎𝑏𝑙𝑒𝑠

Revenue per available Treatment/Hour 
(RevPATH)

RevPATH= 
𝑇𝑜𝑡𝑎𝑙 𝑇𝑟𝑒𝑎𝑡𝑚𝑒𝑛𝑡 𝑅𝑒𝑣𝑒𝑛𝑢𝑒

𝐴𝑣𝑎𝑖𝑙𝑎𝑏𝑙𝑒 𝐻𝑜𝑢𝑟𝑠 𝑋 𝐴𝑣𝑎𝑖𝑙𝑎𝑏𝑙𝑒 𝐶𝑎𝑏𝑖𝑛𝑠

Average Daily Rate (ADR) 

Average Treatment Rate (ATR)

Total Revenue per Customer (TRevPEC)

TRevPEC= 
𝑇𝑜𝑡𝑎𝑙 𝐶𝑒𝑛𝑡𝑟𝑒 𝑅𝑒𝑣𝑒𝑛𝑢𝑒

𝑇𝑜𝑡𝑎𝑙 𝐴𝑡𝑡𝑒𝑛𝑑𝑎𝑛𝑐𝑒



REVENUE MANAGEMENT: 

Adventages

• It improves the user's experience in the booking and purchasing process

• It improves positioning and interaction with users 

• It spreads the demand across all days of the week and months of the year

• It increases KPI's 

Increase Profits



The first pilot centre in which Gala Termal has implemented Revenue Management strategies after 
prior digitalisation:

Conclusion

Total Sales

+5% in January
+27% in August

Online Sales

By 3% on a 
monthly basis

Digitalisation has freed up reception staff

 They take fewer booking calls

 They focus their time on up-selling

 It has increased the available information to the user

 It has increased their trust in the centre

 It has improved their experience



Perspective - What the future 

holds

Source: Digital 2022 GLOBAL OVERVIEW REPORT. DATAREPORTAL.COM
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