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How does revenue management differ between the Rooms Division and the Food & Beverage department?
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Revenue management systems have become a very important field in the hospitality industry, and have maximized profitability by considering the ability for hotels to sell the right product at the right time to the right customer. The traditional meaning of Revenue management is related to the room division with the techniques like dynamic pricing and demand forecasting are widely applied to analyze room revenue. The increasing competition in the market and rising operational costs have increased the importance of revenue management not only with rooms, but with food and other beverage services.  

[bookmark: _ruh3l7lyv070][bookmark: _Toc227083589]2. Main Body
According to Maia et al. (2023), selling the right product to the right customer at the right time can align with the traditional revenue management system.  The literal meaning highlights that Room division and Food and Beverage are both important for revenue, with the similarities in characteristics like fixed capacity and fluctuating demand. Resources are heavily dependent on pricing strategies in rooms with F&B strategies, such as menu design and table management. A key finding of the paper is the low awareness of RRM among F&B professionals, with 58.8% of the responses unfamiliar with the concepts (Maia et al. 2023). Strategies such as upselling, cross-selling, and a dynamic menu offer (happy hour) are identified as effective for generating more revenue. Furthermore, the paper talks about some methods, such as staff training, service quality, and smart marketing, that can play a crucial role in food and beverage revenue enhancements. Despite these advantages, there are significant challenges, such as a lack of experienced staff and customer resistance to cost verification, that obstruct the adoption of RRM. Though the revenue management system is connected with both approaches, the room division is a more solid and data-driven process, where F&B depends more on customer-centric strategies. This refers to the need for more awareness in the hospitality system to produce more revenue.

Revenue management is important for hospitality management as hotels need to manage demand, cost, and customer service at the same time. Early studies have focused mainly on general management areas; studies suggest that the use of software as a service can improve performance. According to Alemayehu et al. (2023), managerial practices affect the efficiency and costs of the hotels and help in their decision-making. This system helps the managers to forecast the demand, understand the cost, and increase service quality. Also, the study clearly shows that only using the digital SaaS tools is not efficient alone. Efficient revenue generation depends on how efficiently the managers use these tools during their daily tasks. The findings show that better practices with the SaaS tools can improve efficiency with the reduction in wastage of resources. On the other hand, the production cost may increase in the beginning due to the training of tool usage. The benefits of increasing efficiency will produce more revenue over time by increasing the quality of the customer review analysis. This literature also talks about the challenges in the field of hospitality management, such as the changes in customer demands and high labor costs. SaaS systems help in overcoming this problem with their analytical features and accurate data understanding for better decision-making. The inaccurate use of these tools can lead to inefficiency in services and higher losses. The study suggests that the technology alone cannot improve performance, but a proper understanding of the SaaS tools and managerial concepts is essential. Hotels must focus on the training of the managers and the efficient use of the SaaS system to get a better increase in revenue. 
According to Sharma (2025), improvements in food and beverages can increase customer satisfaction and help hotels to increase their profit. It explains the important role that food and beverages play in the success of lodging systems. The main goal of the food and beverage departments in the hotels should focus on the high-quality items that fit with the brand image. This service helps the hotels to stand out differently from the outside restaurants and attract guests. They introduced the Capture Rate, which refers to the no of hotel guests who are interested in eating inside the hotel (MacAskill et al. 2023). The increasing number in the capture rate shows a higher amount of profitability and an increase in revenue. The paper also discusses the different types of hotels, like resorts, hotels near the airport, and local hotel services, and their different beverage infrastructures. As the resorts focus on the premium and unique dining experiences, the budget hotels may offer limited services due to cost. 
Another important scenario is the coordination between different departments and the position of the food and beverage department. The food and beverage department should be placed near the front office and the sales office to provide a smooth guest experience. Good communication is also needed, as it can increase sales and contribute to higher revenue generation. The study highlights the different performance matrices, such as the food cost percentage and revenue per guest.  POS and data analysis play a significant role in business decision-making, making structured plans for handling different departments. The paper highlights that hotels must adopt the changes in the behavioral patterns of customers to increase profits (Iyengar and Venkatesh, 2024) 
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The overall study indicates that the room division and the food and beverages differ in their methods, focus and challenges. The room divisions use predictable strategies, such as the different prices of the rooms depending on different seasons and demands. As the no of rooms is fixed, we need to maximize the revenue carefully using smart pricing. On the other hand, Food and Beverage is more flexible and a complex approach with factors like menu pricing and service quality, with per table income. Food and beverages help in attracting the hotel guests and outside customers to generate revenue. Overall, the room division focuses on the occupancy of the room, while Food and beverages focus on the customer experiences and cost efficiency. Both of the contents are important, but they need different approaches and methods to generate the maximum revenue for the hotel.
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