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L ocation: Parc Cientific i Tecnologic dela UdG (Girona)
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Prices and discounts

Price: 435 €

10% de descompte per I'Associacio d'Hostaleria Turismei Restauracié de Girona.
391,50€ (85 € Pre-registration + 306,50 € Enrollment)

10% de descompte per I'Associacio Turistica d' Apartaments Costa Brava Girona.
391,50¢€ (85 € Pre-registration + 306,50 € Enrollment)

10% de descompte per I'Asociacié de Campings de Girona.
391,50€ (85 € Pre-registration + 306,50 € Enrollment)

10% de descompte per empreses que matriculin 2 o 3 treballadorsdins d'un mateix curs (el mateix curs académica).
391,50€ (85 € Pre-registration + 306,50 € Enrollment)

10% de descompte per unié d'Empresarisd'Hostaleriai Turisme Costa Brava Centre.
391,50€ (85 € Pre-registration + 306,50 € Enrollment)

| nfor mative Sessions
Date Time Place
Informative session 1 11/06/2018 18:00 Parc Cientific i Tecnologic delaUdG. Edifici Giroempren. Aulari
45
Informative session 2 24/09/2018 18:00 Parc Cientific i Tecnologic delaUdG. Edifici Giroempren. Aulari

5



Reasons for doing the course

¢ Skills-based learning: The aim of this program will be to compile and consolidate knowledge and experiences that will
alow you to become an excellent Revenue Manager, within the Hospitality Companies field.

¢ Practical methodology: The contents presented will be put into practice, enabling you to learn how to solve the sector’s
real problem areas.

* Lecturesgiven by qualified and experienced professionals: Y ou will learn from recognized professionals who will use
their wide knowledge and real experiences to teach you.

Presentation

The Revenue Manager is the person in charge of planning, deciding, and controlling the sales process to maximize revenue through
price determination and inventory control. The Revenue Manager profile isthat of an analytical person who can manage demand
behaviour, based on the analysis of various indicators, and through the application of diverse techniques for pricing and fixing
product/service terms and conditions. The main aim of this course isto convey the skills, knowledge, and tools required to manage
income in the Hospitality Industry.

Alms

To master the concept of Revenue Management.

To analyze tourist accommodation demand behaviour for various markets.

To identify the key competitor accommodation establishments, and to position the product for decision making.

To forecast annual demand and define the accommodation rates calendar.

To define different rates for products and services or packages.

To optimize the daily rate, according to the general budget and real demand.

¢ To control inventory of accommodation establishments, and availability in sales channels, obtaining the maximum possible
profit from their distribution.

¢ To use the main indicators and to implement Revenue Management best practices and techniques.

e To know the principal support tools for Revenue Management.

Professional outings

-Revenue Manager in the Hospitality Industry.

Who the courseisfor

¢ University graduates in Tourism who wish to become Hospitality Managers.

e University graduates with similar degrees or diplomas who wish to specialize in the field of Hospitality Industry Revenue
Management.

e Tourism professionals who aim to further their knowledge, develop new skills, and have new professional experiences.

Admission reguirements

University training in Tourism and Hospitality Management or professional experience accredited in thisfield.

Syllabus
Revenue Management in the Hospitality Industry (5 ECTS)

The Revenue Manager profile isthat of an analytical person who can manage demand behaviour, based on the analysis of various
indicators, and through the application of diverse techniques for pricing and fixing product/service terms and conditions. The main
aim of this course isto convey the skills, knowledge and tools required to manage income in the Hospitality Industry.

¢ Revenue Management: Introduction and objectives.



Market analysis and competitive-set identification.
Market segmentation and positioning.

Forecasting.

Pricing.

Commercialization - Distribution.

Revenue Management techniques.

Revenue Management support tools.

Guia docent

Competencies

To master the concept of Revenue Management.

To analyze tourist accommodation demand behavior for various markets.

To set which are the main competitors in the lodging establishments and to position the product for the decision making.

To forecast annual demand and define the accommodation rates calendar.

To define different rates for products and services or packages.

To optimize daily rate, according to general budget and real demand.

To control inventory at lodging establishments and availability in sales channdls, obtaining the maximum possible profit out of
their distribution.

To use the main indicators and to implement Revenue Management best practices and techniques.

To know the principal support tools for Revenue Management.
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Qualification

Curs d'Especialitzacié en Revenue Management in the Hospitality Industry per la Fundacié UdG: Innovacié i Formacio

Teaching and Assessment

Teaching professionals dedicate 50% of the lecturesto the relevant theoretical concepts of each subject, and the other 50% to the
study of real practical cases.

Evaluation system

* Minimum attendance: 80%
* All case studies proposed must be delivered within the established time frame, a minimum mark of 4/10 will be needed in order to

pass.

* Regardless of the size of each case study, the final subject mark will be determined by the average mark obtained, provided that the
final synthesistest is passed.



* A final synthesistest will be performed to verify the degree to which the contents have been understood. A minimum mark of 5is
necessary in order to pass. Passing the test will not condition the final subject mark. Should the test be failed, the test mark will
become the final subject mark.

Financing

Bank financing

Enrolled students can pay in installments.*

The Fundaci6 has agreements in place offering preferential terms for their students with the following entities:
— Sabadell Consumer

— CaixaBank
— Banco Santander

* Only applicable to persons resident in Spain and upon acceptance by the bank.

Teaching table

Management

Yassine Bouallala

Graduated in Tourism from the University of Girona. He holds a Master in Business Economics and European Integration from the
University of Girona. Associate Professor at the Faculty of

Tourism at the same University (on their Degree and Master's Degree courses). Heis currently General Manager at the
Torremirona Relais Hotel Golf & Spa. Previously he was General Manager of two recognized four-star hotels on the Costa Brava
(Girona).

Jordi Comas Trayter

Graduated in Tourism from the University of Girona. He holds a Master in Business Economics and European Integration from the
University of Girona. Associate Professor at the Faculty of

Tourism at the same University (on their Degree and Master's Degree courses). Heis currently General Manager at the
Torremirona Relais Hotel Golf & Spa. Previously he was General Manager of two recognized four-star hotels on the Costa Brava
(Girona).

Coordination

I saac Coll Paronella

Graduate Diplomain Political Science and Public Administration. Master in Labour, Labour Relations and Human Resources at the
University of Girona. Heis currently responsible for the Administration, Human Resources and Purchases Departments of the
Torremirona Relais Hotel Golf & Spa and Consultant Specialist in Human Resources, Administration and Finance at the Costa Brava
Consulting Group.

Pedro Garcia

Graduated in Tourism from the University of Girona. With prior experience as Assistant Director, Guest Relations Officer, and Front
Desk Agent in 4- and 5-star hotels on the Costa Brava— Girona, and in the Canary Islands. He is currently a Consultant Specialist in
Cost Management, Business Control, and Hospitality & Tourism Management at the Costa Brava Consulting Group.

Teaching staff

Jordi Mias

Technician in Business and Tourist Activities from the University of Girona. Postgraduate degree in Hospitality
Management from the Cesar Ritz Colleges Switzerland School. Experienced Hotel Manager and Associate Professor at the
University of Girona.


http://www.caixabank.es/particular/prestamos/prestamo-estudios.html

With awide background in the Hospitality sector,his specialties are Revenue Management, Operations Management, and the General
Management of tourist accommodations. He is currently the General Manager of the Hotel Carlemany in Girona (Spain),
and President of the Costa Brava Verd Hotels Association.

*Management reserves the right to modify the teaching staff, if necessary, to ensure the levels of quality and professional category.

Collaborating entities

Unié d’Empresaris
d’Hostaleria i Turisme
COSTA BRAVA CENTRE

ASSOCIACIO
DHOSTALERIA
GIRONA

Campings in Girona

k'/ Costa Brava
7A< Pirineus

ASSOCIACIO

Whe TURISTICA

APARTAMENTS

. COSTA BRAVA
PIRINEU DE GIRONA

Promoting entities
Fundacio UdG: Innovacio i Formacio

——
Universitat de Girona
Fundacio UdG:

Innovacio i Formacio
e

CBCG



Revenue M anagement in the Hospitality Industry

Start cour se; 04/02/2019

L ast session face-to-face session: 19/02/2019
End course: 19/02/2019

Date closing assessment report: 05/03/2019

I nfor mative Sessions

Date Time Place
Informative session 1 11/06/2018 18:00 Parc Cientifici Tecnologic de laUdG. Edifici Giroempren. Aulari
4-5
Informative session 2 24/09/2018 18:00 Parc Cientific i Tecnologic delaUdG. Edifici Giroempren. Aulari
5

Calendar

Date Place Start of morning End of morning  Start of afternoon  End of afternoon

4/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.
Aula5

5/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.
Aulab

6/2/2019 Parc Cientific i 17:00 21:00
Tecnologic UdG.
Aulab

7/2/2019 Parc Cientifici 17:00 21:00
Tecnologic UdG.
Aulab

11/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.
Aula5

12/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.
Aulab

13/2/2019 Parc Cientific i 17:00 21:00
Tecnologic UdG.
Aulab

14/2/2019 Parc Cientifici 17:00 21:00
Tecnologic UdG. Saa
de Juntes

18/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.
Aula5

19/2/2019 Parc Cientifici 17:.00 21:00
Tecnologic UdG.

Aulab
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