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Based on the fundamental courses in Business Analytics, this course aims to introduce the basic
concepts, quantitative methods, and research/application frontiers of revenue management to
students in the BA track and other interested ACEM students. Topics of this course include: the
history of revenue management, demand modeling and forecasting methods, consumer choice

theory, irrational choice behavior, discrete choice models, revenue-based inventory control,

(Desjczri)ption) assortment optimization, product pricing, and outlook of future revenue management. The
course combines instruction and discussion in the classroom, aiming to help the students grasp
the idea of revenue management, establish managerial insights on its solution, learn about the
recent development in revenue management and cultivate an interest in future study and
research. At the same time, it also emphasizes practice: the students will use their knowledge in
data analytics and optimization to solve problems in real-world business scenarios.
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After taking the course, students will:
EFRBFR 1. Understand the benefits, costs and applicable scenarios of systematic quantitative
(Course Object) revenue management
2. Be familiar with demand modeling and forecasting methods, and understand the
strengths and weaknesses of various statistical tools
3. Learn consumer choice theory and master common discrete choice models
4. Master the modeling methods of revenue optimization and pricing, and build
managerial insights on the solutions
5. Grasp the recent developments of revenue management in academic research and
business applications
6. Cultivate the ability of critical thinking
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