
Revenue management is transitioning from 

being a pioneering (and often misunderstood) 

approach in parking to becoming a central force 

in a parking organization’s ability to manage 

demand and drive profitability. Accessible 

quality data, and knowing how to use it 

effectively, is at the core of successful revenue 

management and is one of the most powerful 

tools commercial managers and their analysts 

can use to accurately manage demand and 

maximize revenue.

The original inspiration for revenue management 

was influenced by the airline industry, which 

demanded an increase in sales and pricing 

support solutions to combat their growing 

competition in the 1980s. With a similar 

environment of advance-booking consumers, 

perishable inventories, and a need to balance 

supply and demand, the hospitality industry was 

quick to adopt a similar concept. Hotel revenue 

management has since evolved significantly, and 

its systems can now handle enormous amounts 

of data. Revenue managers around the world 

use these advanced systems to promote a longer 

term approach to pricing and sales. Car parking 

is the latest industry to embrace the principles of 

revenue management—and is quickly developing 

in this area.

The Internet has significantly changed the way 

the parking industry can approach the issue of 

optimizing revenue. While the Internet and online 

reservations through parking apps and booking 

engines provide increased marketing exposure 

and sales for parking, they also present numerous 

problems for car park owners and managers by 

increasing the volume of data collection and 

management of additional booking channels.

In the past, it was acceptable to simply rely on 

reports from parking revenue control systems 

and gather data manually; however, this is no 

longer the case in the era of big data. Advances 

in technology, mobile apps and online reservation 

platforms—and the variety of consolidated parking 

booking sources—have caused the volume and 

complexity of parking data collection to grow 

exponentially. This reality has made it nearly 
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impossible to manually crunch the numbers 

and keep track of numerous spreadsheets. 

Such previous methods are slowly being 

replaced by automation and advanced 

software, which allow larger volumes of data 

to be gathered.

Revenue management has evolved 

significantly over the years, but the starting 

point of the data is often the biggest challenge 

for the business. While data collection is easy 

with the right systems in place, it is not just the 

volume of data collected that is important. The 

quality of the data is crucial, as quality revenue 

management decisions cannot be made 

without quality data.

GET THE RIGHT STORY 

Many commercial managers and analysts work 

with the data they have at hand; however, it 

is not unusual for this data to be inaccurate 

or represent an incomplete picture. Data 

tells a story that parking organizations base 

important decisions on every day. Today’s 

effective revenue management relies on 

quality data to make quality decisions; this 

is only possible when you have accurate 

data that has been gathered from a variety 

of sources and the underlying data capture 

processes consider how that data will be 

utilized.

To produce accurate forecasts, collected data 

should represent all of your car park’s demand—

for all types of arrival (transient or “drive-up” and 

booked) from all sources and sales channels. If 

this data is collected on an ongoing basis, then 

simple booking pace forecasts can be established 

by car park, product and by day of week, and 

compared to historical data. It is important to 

work with a standardized set of rules so patterns 

can be identified to provide insights and serve 

as indicators to predict future transactions. This 

will allow you to quickly adapt to any increase 

or decrease in demand and see which specific 

segments changes in demand come from. 

This data should not only reflect the value of a 

transaction, but also include the date, time of 

arrival and departure, and exact time spent in 

the car park. Time paid for can often be different 

to time spent, an important consideration in the 

optimization process. It should also include the 

date and time the space was booked and through 

which sales channel—where relevant. This data can 

be utilized to identify the most valuable segments 

and allow you to adapt strategies to maximize 

revenue. 

To achieve this, it is critical that the data in the car 

park system and the reservation system is clean 

and geared toward revenue management. Ensure 

there is an understanding of all data fields being 

tracked, why they are being tracked and clearly 

define their use. Examine operational practice to 

ensure data does not reflect cars that are tracked 

when they arrive but not when they exit (e.g., 

valet) or ad hoc rate changes that suit a specific 

situation.

THE IMPORTANCE OF A CULTURAL SHIFT 

TOWARD REVENUE MANAGEMENT 

To effectively implement revenue management, 

it is also crucial that all departments are aligned 

and working toward a common goal. General 

managers, marketing and e-commerce managers, 

and operations managers, as well as commercial 

managers and revenue managers, should be 

brought together for regular meetings where 
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direction, strategy, expected outcomes and 

forecasts can be discussed. This ensures 

that parking operations are optimized, the 

right pricing decisions are made and revenue 

management becomes part of the business 

culture. Revenue management should be 

viewed as strategic—as opposed to tactical—

and integrated into multiple employee roles 

across the organization. 

To ensure that revenue management is 

effectively integrated into the business 

culture, it is vital to train all key staff on basic 

revenue management concepts. For example, 

the marketing department should be aware 

that running a campaign and promoting a 

special online discount should be directed to 

periods of low forecast occupancy in the car 

park, rather than periods of peak demand. 

Operations teams should schedule non-critical 

maintenance that will impact space availability 

to dates and times when the car park is less 

busy.

REVENUE MANAGEMENT IS PART  

OF A WIDER PICTURE 

Implementing a revenue management system 

does not solve all of the challenges that 

surround optimizing revenue in car parks in 

itself. These systems are critical to a thorough 

revenue management approach; however, 

it is also vital for companies to have the 

appropriate business culture, people and 

processes in place. Maximum benefits and 

return on investment will be achieved only 

when someone is responsible for working 

with the revenue management system every 

day. On the other hand, if an organization 

is not adequately prepared to use revenue 

management technology, the system will 

quickly become underutilized, misunderstood 

and, finally, uninstalled.

Successful operators must understand 

that a revenue management system is only 

part of the equation. They understand the 

system needs to be supported by the right 

people equipped to properly utilize the tool, 

challenge decisions and make any necessary 

recommendations.

These organizations also understand that any 

revenue management system needs to be 

continuously adapted to the ever-changing 

business environment. Not so long ago, simple 

yield management techniques were deemed 

sufficient to maximize revenue. More recently, 

the industry has had to adapt to a much wider 

variety of Internet distribution through parking 

apps and the increased availability of data. 

This has led to popular concepts like dynamic 

pricing to better drive revenue improvements. 

The most innovative approaches and systems 

take into account price as a function of 

demand, are fully integrated with the key 

operating systems and consider market and/

or competitor information when making 

decisions.

Revenue management has significantly 

matured since its infancy in the 1980s, 

and while its systems have improved, the 

parking industry is still in the early stages 

of learning the fundamentals. In the past, 

revenue management’s biggest challenge 

was collecting huge volumes of data. Today, 

complex systems make this easy and the 

parking industry can take advantage of this. 

Our current challenge is in the quality of 

data we collect, not the quantity. We must 

cut through the nonsense and ensure we are 

collecting the right data, which we can use to 

make sound revenue management decisions.

The parking industry will continue to embrace 

revenue management, and new challenges will 

present themselves. As the industry evolves, 

the early features and intended outcomes 

identified in revenue management’s core 

concepts and features remain recognizable 

and valid today. This allows parking 

commercial managers to achieve the highest 

possible revenue growth by identifying data-

driven tactics and strategies that optimize 

product availability and price.
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