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This book describes the emerging field of revenue 

 management and its applications across a broad 

 spectrum of business activity. It recounts the  history 

and development of revenue management and 

 addresses the analytical tools needed to integrate 

 revenue  management into management generally and 

financial and accounting practice in particular. Revenue 

 Management discusses and assesses various pricing 

practices and other revenue management techniques. 

It gives particular attention to the role of capacity 

 analysis and the connection of revenue management to 

the theory of constraints.

While revenue management originated in the  service 

industries, it is now practiced across a broad spectrum 

of business and not-for-profit  organizations. This book 

will be a useful guide to managers at all levels who 

wish to give greater consideration to the  importance of 

 revenue management in their  organizations.

The second edition reorganizes the presentation of 

the subject, adds many new examples, and concludes 

with a chapter on emerging issues.

Ronald J. Huefner, CPA, CMA, PhD, received a BA in 

mathematics from Canisius College and an MBA and 

PhD in finance and accounting from Cornell  University. 

Dr. Huefner is a Certified Public Accountant (CPA) and 

a Certified Management Accountant (CMA). He served 

on the accounting faculty of the State  University of 

New York at Buffalo for 42 years, where he earned the 

rank of SUNY Distinguished Teaching  Professor. He has 

 published about 50 articles in academic and  professional 

journals, and coauthored a total of 24   editions of 

5  different books.
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Abstract

This book describes the emerging field of revenue management and its 
applications across a broad spectrum of business activities. It recounts 
the history and development of revenue management and addresses 
the  analytical tools needed to integrate revenue management into 
 management, in general, and financial and accounting practice, in 
 particular. The book discusses and assesses various pricing practices and 
other  revenue management techniques. It gives particular attention to the 
role of capacity analysis and the connection of revenue management to 
the theory of constraints.

Although revenue management originated in the service industry, it 
is now practiced across a broad spectrum of business and not-for-profit 
organizations. This book will be a useful guide to managers at all  levels 
who wish to give greater consideration to the importance of revenue 
 management in their organizations.

The second edition reorganizes the presentation of the subject, adds 
many new examples, and concludes with a chapter on emerging issues.
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