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The basic concepts characterizing the Revenue Management as
an integrated system management have been defined. These
include such concepts as Goal Management, Facility Manage-
ment Principles and Functions. It has been determined that the
implementstion of evidence-based Revenue Management pro-
vides 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. It has been determined that the
use of Revenue Management enables large and small business-
ses to 1dentify customer groups so that to establish the proper

M. h : . : :
Em‘:i?,lc list of goods and services and determine the optimal level of
npnuh‘;@ukr net prices in order to maximize profits. It has been found that the

following types of Revenue Management can be distinguished
depending on management objectives: Order Management as a
condition for raising the rate of production growth; Revenue
Management, which provides a permanent solvency; Result
Monitoring according to the interests of the owners; the aim of
management 1s to increase the return on equity of the company.

YNPABJNIHHA AOXOOAMM: CYTHICTb |
XAPAKTEPUCTUKA

M.I. Apuy, I'.A. YUepeaHiueHko
Hayionanenuii ynisepcumem xap4o6ux mexHonoziil

Y cmammi euznaueno oCHOBHI NOHAMMSL, WO XAPaKmepusyioms YNPasiHHsi 00X00aMu
AK  YilicHy cucmemy YNpaelinHs NIONPUEMCIGOM (Memd ynpaetinns, o0'exm,
npunyunu ma Qyuxyii ynpasiinus). Bemanosneno, wo came sabeneyents HAyKo8o
OOTPYHMOBAHO20 OOMPUMAHHSL NPAGUT YPAGTIIHHS 00X00AMU 300e3nedyc Npoepecus-
HUTI pO36UMOK NIONPUEMCMEA. YNPasiHHsa 00X00aMu € CKIAOHOI0 CUCMEMOIO Npuii-
HAMMS ma peamizayii ynpasniHcoKux piutenv. J[ocnioxncenHs maxoi cucmemu 8
MAlOYmMHbOMY NOBUHHO NPOSOOUMUCH Y MAKUX HANPAMAX: NPOCHO3Y6AHMHS, Npocpa-
MY6AHHS, YAPAGNIHHA mMa IHmespayis. 3 [CO06AHO, WO GUKOPUCIAHHA CUCHEMU
VAPAGTIHHA 00X00aMU OONOMALAE GEIUKUM MA MATUM NIONPUCMCINEAM GUIHAYUMU
epynu KIicHmie Ol 6CIMAHOGIEHHS NPAGUIbHO2O NEPEJIIKY MOBapie 1 Nociye, GUSHA-
YeHHs. ONMUMAIBHO20 PIGHS YiH 3 Memol0 MAKCUMI3AYIT OMpPUMAaHo2o npudymxy.
Bcmaesneno, wo 3anesxcno 6i0 yineti YNpaguiHHA GUOINAIOMb MUNU CUCMEMU
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VAPAGIIHHA 00OX00aMU. YNPAGTTHHS 3AMOGIEHHAMU K YMOGU NIOGUIYEHHS MEMNIG
3POCMAHHsL GUPOOHUYMEA,; YNPABIIHHSA 00X00amu, sike O 3a0e3neqduno nOCmiiiny
NAAMOCNPOMONACHICIb,  KOHMPOAb  pe3yIbmamie  6iONogioHo 00  iHmepecis
GIACHUKIG, NPU YbOMY MEMOI0 YAPAGLIHHA € NIOGUIEHHS PeHIAOeNbHOCI
Kanimasy nionpucmcmad.

Knwuoei crosa: ynpasninns ooxooamu, 00'ekm, mema, NPUHYUnU, Mexamism.

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 1s a necessary condition operation of any entity.

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 1s the high growth rates, growth rates of sales, gain market share, profit
maximization;

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].
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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];

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 — 1s a set of goals, objectives,
principles, functions, methods, incentives, sanctions and regulatory framework that
1s used to manage.

Research and development of revenue management systems is far from over.
We close our survey with some suggested directions that future research may take

Scientific Works NUFT 2014. Volume 20, Issue |——— 135



MEHE/[JKMEHT I CTPATETTYHE YIIPAB/ITHHA

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 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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YNPABNEHUE AOXOOAMM: CYUWLHOCTBb M
XAPAKTEPUCTUKA

M.U. Apsbiy, I'. UepeanuueHkKo
Hayuonanenwiii ynugepcumem nuyegux mexuonoeut

B cmamwe onpedenenvt oCHOBHVIE NOHAMUSA, Xapaxmepusyioujue ynpasieHue
00X00aMlUl KAK UYEJNOCMHYIO cucmemy ynpasieHus npeonpusmuem. K marxum
NOHAMUAM OMHOCAMCs maxKue, Kax ueiv YApaeieHus, 00vexm, NpuHyunvl u
dyuxyuu ynpasienus. Ycmanosineno, 4mo umeHHo obdecnedeHue HayyHo 000CHO-
BAHHO20 COONIOOEHUs NPasul YNpaeienus 00xooamu obdecnequsaem npocpec-
cusHoe pazsumue npeonpusmus. Ynpaenenue 00X00aMUu AGNAEMC  CLONCHOT
CUCMEMOTl NPUHAMUS U  Peanu3ayuu ynpasienyeckux peutenuii. Hcciedosamue
maxoti cucmemvl 8 Oyoyugem OOJIHCHO NPOBOOUMBCSL 8 CIIEOVIOWUX HANPAGIEHUSIX:
NpOCHO3UPOBAHIE, NPOCPAMMUpOsArUe, ynpaesienue u unmezpayus. Onpeoeineno,
YUMo UCNOIL30BAHUE CUCTNEMbL YNPAGIIEHUS. D0X00AMU NOMOSAEN KPYIHBIM U MAIbIM
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NpeonpusImusIM ONpeoeIums cpynnvl KIUeHmos O YCMAHOGHAEHUS NPAGUTIbHOCO
nepeynst mosapos u yciye, onpeoesierue OnNmuMaibHoc0 YPOBHSL el C Yelblo MAKCU-
MUAUUY NOJAYYEHHOU NPUdLLIY. YCcmanogneno, 4mo 6 3a8UCUMOCMU OMm 1yeell
YApasneHusi GulOCSIIOM  MUNbl  CUCIEMbL  YAPAGTEHUs.  00X00amu: YNpaeieHue
3AKA3AMU KAK YCI08US NOBLIULEHUS. MEMINOG POCMA NPOU3B00CMEd, VNIPAGIeHUE
ooxooamu, Komopoe Obi 0becneyuno NOCMOSHHYIO NAAIMENCeCNOCOOHOCb, KOHM-
PONb PE3YILMAMOE 8 COOMBEMCMBUN C UHINEPecaml GlA0eIbles, NPU SMOM YETIbIO
YApaseH st AGNIACMEst NOGblULeHUE PEHMADEIbHOCIU KANUMALA NPeOnpUsimus..

Knioueevie cnosa: ynpasnenue 0oxooamu, UCMOpudecKoe passumue, 00beKm,
yesb, NPUHYUNBL, MEXAHUZM.
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