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Introduction
Welcome to Ventrata’s Ultimate 
Guide to Revenue Strategy for 
attractions and tour operators! 
We are thrilled to present this 
comprehensive manual, aimed to 
help you grow your business and 
show you how inefficient revenue 
management might be the reason 
you’re leaving money on the table. 

In this guide, we demystify some 
complex concepts and offer insights 
tailored specifically for attractions 
and tour businesses. Each chapter 
focuses on a key element of revenue 
strategy and offers actionable tips 
you can start using right away. 

Our goal is to give you the necessary 
tools to analyze, plan, and execute 
revenue maximization strategies 
effectively, ensuring you accurately 
capture the true value of your 
products and services. By mastering 
these strategies, you can optimize 
your pricing, streamline operations, 
and ensure sustainable growth. 
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Harness  
Historical Data 

The value of historical data

In the ever-evolving tourism industry, understanding patterns and trends 
can provide invaluable insights for tourist attractions and tour operators 
alike. 

One powerful method for gaining these insights is the analysis of historical 
data, which can help businesses develop a more effective revenue strategy. 
In this chapter, we will explore how to analyze historical data to identify peak 
and low seasons, and how this information can help you forecast demand 
to optimize revenue.

Historical data provides a wealth of insights for attractions, tour operators, 
and other businesses in the tourism industry. By looking back at historic 
performance, you can… 

Identify patterns and trends 
By examining past data, it is possible to discern patterns and trends that 
can be used to make informed decisions about pricing, marketing, and 
resource allocation. You get a better sense of what’s working and areas for 
improvement.

Improve decision-making 
Data-driven insights enable businesses to make more informed decisions, 
resulting in better performance and higher revenues.

Enhance customer experience 
Understanding customer preferences and behaviors can help you tailor 
your offerings and provide a more personalized experience, leading to 
higher customer satisfaction, repeat visits, and word-of-mouth advertising.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Identifying Peak & Low Seasons
Analyzing historical data can reveal peak and low seasons, which can have 
a significant impact on revenue generation, especially for highly seasonal 
locations and industries. 

Here’s how to identify peak and low seasons:
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1. COLLECT & ANALYZE HISTORICAL DATA:

2. UNDERSTAND EXTERNAL FACTORS:

3. SEGMENT THE MARKET:

Gather data on visitor numbers, revenue, and other relevant variables 
from previous years. Analyze this data to determine trends and identify 
periods of high and low demand.

Consider factors that could influence demand, such as weather patterns, 
public holidays, and major events. For example, a ski resort may see 
higher demand during winter months, while a beach destination may 
be more popular in the summer.

Different customer segments may have different peak and low 
seasons–for example, families are more likely to go on holiday during 
school vacations. Analyze data for each segment to identify variations in 
demand and tailor offerings accordingly.
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Forecasting Demand
Once peak and low seasons have been identified, businesses can use 
this information to forecast demand and optimize revenue. We’ll get into 
demand forecasting in more detail in the next chapter.

Here are some steps to help forecast demand effectively:
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1. USE HISTORICAL DATA AS A STARTING POINT:

2. APPLY STATISTICAL MODELS:

3. FACTOR IN NEW TRENDS & DEVELOPMENTS:

4. MONITOR & UPDATE FORECASTS REGULARLY:

Analyze historical data to identify trends and patterns that can be used 
to predict future demand.

Utilize statistical models and techniques, such as time series analysis or 
regression, to forecast demand based on historical data and external 
factors.

Keep an eye on emerging trends and developments in the industry, 
such as new attractions, regulations, or technological advancements, 
which could impact demand.

Demand forecasting is an ongoing process. Regularly update your 
forecasts to incorporate new data and insights, and adjust your revenue 
strategy accordingly.
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Use Historical Data to Inform 
Your Revenue Strategy
With a better understanding of peak and low seasons and other trends, 
you can fine-tune your revenue strategy and be more targeted in your 
marketing efforts. 

Dynamic pricing 
Use dynamic pricing to adjust prices based on demand, with higher prices 
during peak seasons and discounted rates during low seasons. This can 
help maximize revenue and optimize occupancy rates.

Targeted marketing and promotions
Develop marketing campaigns and promotions that target specific customer 
segments or appeal to travelers during low seasons, helping to boost 
demand and drive revenue.

Resource allocation 
Allocate resources effectively to ensure that staffing, inventory, and other 
operational aspects are optimized to meet demand during peak and low 
seasons.

Continuous improvement 
Regularly review and analyze performance data to identify areas for 
improvement, spot trends in the broader tourism industry, and adjust your 
revenue strategy accordingly.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Know Where You’ve Been to 
Predict Where You’re Going…
The purpose of understanding historical performance is to better predict 
and influence future growth. Historical data isn’t just a record of past 
business an bygone opportunities, it’s a roadmap for future results full of 
data-based suggestions for how to make next season even better!

KEY TAKEAWAYS:

Future growth depends on understanding past performance. 

Historical data can reveal untapped opportunities and new customer 
segments.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Action for Operators: 

Take a look at your historical data. 

What’s it telling you? 

How can you improve data management moving forward?



Forecasting  
Future Demand

Benefits of Demand Forecasting

We mentioned how historical data can help you forecast future demand. 
Now, let’s take a deeper dive into demand forecasting and talk about some 
strategies and tools you can use to accurately forecast future demand and 
integrate your predictions into a successful revenue strategy. 

Keeping an eye on what’s ahead helps you make better decisions today and 
optimize for future growth. 

Optimal pricing strategies
By predicting future demand, tourist attractions and tour operators can 
develop dynamic pricing strategies that ensure maximum profit while 
maintaining customer satisfaction.

Efficient resource allocation
Knowing the expected number of visitors allows businesses to allocate 
resources, such as staff and inventory, more effectively.

Improved marketing efforts
Understanding the demand patterns allows for targeted marketing campaigns 
that focus on specific customer segments or periods of high demand.

Better decision-making 
Accurate demand forecasts enable tourist attractions and tour operators to make 
informed decisions about expansion, investment, and strategic partnerships.

“Historical data isn’t just numbers in a database—it’s a compass, pointing the way to smarter 
strategies and dynamic growth. Through demand forecasting, operators can make better 
decisions, streamline resource allocation, and sharpen marketing efforts. Looking ahead is not 
just about predicting the future—it’s about optimizing today for the success of tomorrow.”

Oliver Morgan, Founder & CEO, Ventrata

The Ultimate Guide to Revenue Management For Operators & Attractions
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Methods for Forecasting 
Future Demand
Here are some techniques and tools for demand forecasting.

Historical data analysis
As we covered in the last chapter, a common method for predicting future 
demand is analyzing historical data, including visitor numbers, spending 
patterns, and seasonality. This information can be used to identify trends 
and make informed predictions about future demand.

Market research
Gathering information from competitors, industry trends, and emerging 
markets can help attractions and operators stay ahead of the curve. 
Conducting surveys and analyzing customer feedback also provides valuable 
insights into shifting customer preferences and expectations.

Time series analysis
This technique involves analyzing a series of data points over time to identify 
patterns and trends. Time series analysis can be used to forecast future 
demand by extrapolating from these patterns.

Qualitative methods
In some cases, expert opinions or qualitative insights from stakeholders can 
be used to make informed predictions about future demand. This approach 
is particularly useful when there is limited quantitative data available.

Artificial intelligence (AI) and machine learning 
Advanced algorithms and machine learning models can analyze large 
datasets and identify patterns that may not be immediately apparent to 
human analysts. These models can be trained to predict future demand 
with a high degree of accuracy.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Implementing Demand 
Forecasting in Your Revenue 
Strategy
Once you’ve made your predictions, it’s time to used them to dial-in your 
revenue strategy and optimize for future growth. 

Collect and analyze data
To begin forecasting future demand, you should collect and analyze historical 
data, industry trends, and customer preferences. This information will serve 
as the foundation for accurate demand predictions.

Choose the appropriate forecasting method
Based on the available data and the complexity of the business, select the 
most suitable method for forecasting demand. In some cases, a combination 
of methods may be necessary for the most accurate predictions.

Integrate forecasts into decision-making
Use demand forecasts to inform decision-making across various aspects of 
the business, from pricing strategies to staffing levels and marketing efforts.

Continuously refine and update forecasts 
Regularly review and update demand forecasts to ensure they remain 
accurate and relevant. This may involve incorporating new data or adjusting 
the forecasting method as the business environment evolves.

The Ultimate Guide to Revenue Management For Operators & Attractions
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The Future is Bright (if You 
Know Where to Look)
Whether you use common sense or the latest machine learning and AI 
tools, accurately forecasting future demand is crucial for the success of 
attractions and operators. 

By implementing the appropriate forecasting methods and integrating them 
into your revenue strategies, your business can optimize pricing, allocate 
resources efficiently, and stay ahead in the competitive tourism industry. 

As technology continues to advance, leveraging AI and machine learning 
for demand forecasting will become increasingly important for operators 
looking to maintain a competitive edge.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Action for operators 

Try making a hypothesis about customer demand in the next 3-6 months. 

Which of the methods and/or tools we described could help you validate 
your prediction?

KEY TAKEAWAYS:

Demand forecasting helps you make informed decisions and allocate 
resources more effectively.  

Market research and competitor analysis can help you make more accurate 
forecasts. 

AI and machine learning tools will continue to make accurate demand 
forecasting easier and more important in the near future.



Discounts &  
Promotions

Understand Your Target Market

Implement Time-Based 
Discounts

One of the most effective tools in the revenue management toolbox is the 
strategic use of discounts and promotions. By offering these incentives, 
operators can not only attract more customers but also maximize revenues 
and maintain a competitive edge. Now, let’s take a look at how attractions 
and tour operators can effectively use discounts and promotions to optimize 
their revenue management strategy.

Before implementing any discount or promotion, it’s crucial to have a deep 
understanding of your target market. Analyze your customer base and 
segment it based on factors such as demographics, travel preferences, 
spending habits, and booking behavior. This will enable you to tailor your 
promotional offerings to the specific needs and preferences of each 
segment, making them more likely to be effective and generate increased 
revenue.

Time-based discounts are an excellent way to optimize revenue during 
periods of low demand. By offering limited-time promotions during off-peak 
seasons or weekdays, you can encourage tourists to visit your attraction 
or book your tour during these less busy times. This can help balance the 
demand, reduce operational stress during peak periods, and ultimately 
increase your overall revenue.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Offer Group Discounts

Leverage Dynamic Pricing

Partner with Other Businesses

Use Social Media & Email 
Marketing

Group discounts can be a powerful tool for attracting larger parties, as they 
incentivize customers to visit your attraction or join your tour with friends 
or family members. This can lead to a higher volume of bookings and 
increased revenue. Additionally, offering group discounts can foster a sense 
of community and create memorable experiences for customers, making 
them more likely to spread the word about your business.

We’ll get into dynamic pricing later, but for now, here’s what tour operators 
need to know about dynamic pricing when it comes to discounts. 

Dynamic pricing involves adjusting your prices based on real-time demand 
and market conditions. This can be a highly effective way to maximize 
revenue by offering discounts when demand is low and charging higher 
prices when demand is high. 

Collaborating with local hotels, restaurants, or other attractions can create 
mutually beneficial promotional opportunities. Offer bundled packages 
or special discounts for customers who purchase services from both 
businesses, encouraging them to spend more and extend their stay in the 
area. These partnerships can help you tap into new customer segments 
and drive additional revenue for all parties involved.

Promoting your discounts and special offers through social media and email 
marketing can help you reach a wider audience and drive more bookings. 

Develop engaging content that highlights the benefits of your promotion and 
encourages customers to share it with their networks. Additionally, offering 
exclusive discounts to your email subscribers or social media followers can 
help you build brand loyalty and drive repeat business.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Jumpstart Demand with 
Discounts & Promotions
By incorporating discounts and promotions into your revenue management 
strategy, you can attract more customers, optimize your pricing, and 
maximize your revenues. 

However, it’s essential to continually analyze your performance and adjust 
your approach based on your target market and industry trends. With the 
right mix of creativity and data-driven insights, you can develop a discounting 
strategy that helps drive growth and maximize revenue.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Action for operators 

Which discounting strategy sounds right for your business? 

Try implementing one of the discounts we mentioned in this chapter and 
measure the results.

KEY TAKEAWAYS:

Promotions and discounts should have specific goals and be tailored to 
your audience. Don’t discount randomly. 

Social media and collaborations with other businesses are great ways to 
spread the word about discounts and promotions. 

Dynamic pricing can help you optimize your discounting strategy to boost 
demand and revenue.  



Optimizing 
Capacity Utilization

Optimizing Visitor Flow

Lines around the block might sound like a good problem to have, but 
managing the flow of visitors can be a costly headache for tourism operators 
and attractions. 

Here’s how you can optimize capacity utilization as part of a successful 
revenue management strategy that keeps customers and operators happy, 
even at the busiest times. 

Optimizing visitor flow is critical for tourist attractions. A smooth and efficient 
flow of visitors can help reduce wait times and improve the overall visitor 
experience.

One way to optimize visitor flow is by implementing a timed-entry system. 
This system enables visitors to book their entry time in advance, thereby 
reducing the number of visitors waiting in queues. 

This also helps tourist attractions manage peak crowds. For instance, the 
Louvre Museum in Paris implemented a timed-entry system, which helped 
them manage the number of visitors and reduce wait times.

Another way to optimize visitor flow is by offering VIP access. This can be 
done by offering a premium experience to visitors who are willing to pay 
more. VIP access can include exclusive entry points, personal guides, and 
other perks that can enhance the visitor experience. This not only helps 
increase revenue but also helps reduce the number of visitors waiting in 
queues, thereby optimizing capacity utilization.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Reducing Wait Times

Managing Peak Crowds

Reducing wait times is another critical aspect of optimizing capacity 
utilization. Long wait times can be frustrating for visitors and can lead to a 
poor visitor experience. 

Tourist attractions can reduce wait times by implementing technology such 
as virtual queuing systems. Virtual queuing systems enable visitors to book 
their place in a queue through a mobile app, thereby reducing the time 
spent waiting in line. 

This also helps tourist attractions manage peak crowds and optimize 
capacity utilization. For instance, Disneyland implemented a virtual queuing 
system, which helped reduce wait times and improve the visitor experience.

Managing peak crowds is essential for tourist attractions. Peak crowds can 
lead to overcrowding, long wait times, and a poor visitor experience. Tourist 
attractions can manage peak crowds by implementing a variety of strategies. 

One way is by offering discounts during off-peak periods to encourage 
visitors to visit during less busy times. Another way is by providing 
incentives to visitors who visit during off-peak periods, such as free parking 
or discounted food and beverage options.

Tourist attractions can also manage peak crowds by implementing capacity 
restrictions. By limiting the number of visitors allowed at a given time, 
tourist attractions can optimize capacity utilization and reduce the risk of 
overcrowding. This also helps ensure that visitors have a better experience 
by reducing wait times and overcrowding.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Grow With the Flow
By optimizing visitor flow, reducing wait times, and managing peak crowds, 
tours and attractions can make the most of peak demand and deliver the 
best possible experience for visitors. 

Optimizing capacity utilization is more than crowd control. It’s a key element 
of growth and revenue management.
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KEY TAKEAWAYS:

A timed-entry system improves customer experience and reduces crowds.

VIP access allows you to offer a premium experience and helps you manage 
wait times.

Incentivize off-peak visits as part of your discount and promotion strategy.  

Action for operators 

What are your least busy times? What could you do to encourage bookings 
during those hours?



Understand Your Costs
The first step in implementing cost analysis is to understand the various 
costs associated with your attraction. These costs can be categorized into 
two main types: fixed costs and variable costs.

Fixed costs are expenses that do not change regardless of the number of 
visitors, such as rent, utilities, and staff salaries. 

Variable costs, on the other hand, are directly related to the number of 
visitors and can include things like the cost of goods sold (e.g., souvenirs, 
food, and beverages), seasonal staff, and maintenance costs.

By understanding the distinction between fixed and variable costs, 
attractions can better assess their financial health and identify areas for 
improvement.
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Cost Analysis
One critical element that is frequently overlooked in this process is cost 
analysis. It might seem obvious that a business should understand its costs, 
but you’d be amazed how often this detail goes overlooked in the tourism 
industry. 

Here’s what you need to know about cost analysis and some practical steps 
for operators to implement it effectively as part of a successful revenue 
strategy.
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Analyze Your Pricing Strategy

Optimize Operational Efficiency

Leverage Ancillary Revenue 
Opportunities

After establishing a comprehensive understanding of your costs, it’s time to 
analyze your pricing strategy. This should involve examining your current 
pricing structure and considering factors such as seasonality, visitor 
demographics, and competitive pricing.
 
Incorporating dynamic pricing models can be a powerful way to optimize 
revenue by adjusting prices based on demand. For example, offering 
discounted rates during off-peak seasons or implementing surge pricing 
during high-demand periods can help to increase overall revenue and 
manage visitor traffic more effectively.

Another crucial aspect of cost analysis is identifying areas for operational 
efficiency improvements. By streamlining processes and eliminating waste, 
tourist attractions can reduce both fixed and variable costs, leading to 
higher profit margins.

This could involve investing in technology to automate repetitive tasks, 
reevaluating staffing levels, or improving inventory management to reduce 
spoilage and waste. 

Regularly reviewing and adjusting operational processes can have a 
significant impact on overall profitability.

In addition to optimizing pricing and operations, operators should also 
explore ancillary revenue opportunities. Ancillary revenue refers to income 
generated from products or services that are not directly related to the core 
attraction, such as food and beverage sales, merchandise, or special events.

By diversifying revenue streams, attractions can mitigate the impact of 
fluctuations in visitor numbers and create a more stable financial footing.
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Measure & Monitor Performance

 The Cost of Doing Business…

Finally, it’s essential to establish key performance indicators (KPIs) to 
measure the success of your revenue strategy. By monitoring KPIs such as 
visitor numbers, average spend per visitor, and profit margins, attractions 
can quickly identify areas for improvement and make data-driven decisions 
to optimize their strategy.

Regularly reviewing and analyzing performance data will ensure that your 
attraction remains agile and responsive to changing market conditions.

By implementing cost analysis in their revenue strategy, operators can 
unlock new opportunities for growth and sustainability. By understanding 
costs, optimizing pricing, improving operational efficiency, leveraging 
ancillary revenue, and monitoring performance, attractions can maximize 
profitability and continue to delight visitors for years to come.
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Action for operators 

Do you know your fixed and variable costs? If not, now would be a good time 
to figure those out. 

If you do know your fixed and variable costs, take a look at your pricing 
strategy and take some time to define your KPIs moving forward.

KEY TAKEAWAYS:

Optimizing revenue often starts with optimizing operations.

You can’t manage what you don’t measure. Establish and monitor KPIs. Be 
specific about targets for improvement.



Strategic & 
Dynamic Pricing

Understand Your Customers & 
Market Demand

Segment Your Market

Dynamic pricing has been used for years by airlines and hotels, and now, 
thanks to new res-tech, it’s easier than ever for tourist attractions and tour 
operators to adopt this approach as well. 

Let’s look at how strategic and dynamic pricing can be used to enhance 
profitability and customer satisfaction in the tourism industry.

The first step in implementing a successful dynamic pricing strategy is to 
have a deep understanding of your customer base and market demand. 

Analyze historical data to identify peak seasons, days of the week, and times 
of the day when your attraction or tour is most in demand. This will help you 
to recognize patterns and anticipate future trends, which will be essential in 
setting appropriate prices.

Market segmentation is crucial to maximizing revenue through dynamic 
pricing. Identify different customer segments, such as budget travelers, 
families, luxury travelers, and business travelers. Each segment may have 
different preferences, price sensitivities, and booking behaviors, so it’s 
essential to tailor your pricing strategy to cater to these variations.

The Ultimate Guide to Revenue Management For Operators & Attractions

© 2023 | Ventrata Ltd | Pg. 22



Implement Dynamic Pricing 
Software

Offer Price Incentives for Early 
Booking

Dynamic pricing software—built into Ventrata—is designed to help 
businesses automatically adjust their prices based on real-time market data. 

By considering factors such as competitor pricing, customer behavior, and 
demand forecasts, this software can help you make data-driven pricing 
decisions. This will allow you to capitalize on high-demand periods while 
offering attractive discounts during low-demand times, ultimately boosting 
overall revenue.

Static Pricing Vs Variable Pricing Vs. Dynamic Pricing:

The Ultimate Guide to Revenue Management For Operators & Attractions

STATIC PRICING VARIABLE PRICING DYNAMIC PRICING

A set price, based on a fixed 
rate that rarely changes.

An adjustable price that 
accounts for demand and other 

factors.

Dynamic pricing allows 
operators to adjust prices in 
real-time, accounting for any 

number of variables, from time-
based demand down to the 

hour, to tour capacity and even 
the weather.

Pros: Simplicity. Good for print 
advertising, like flyers. 

Cons: Static pricing fails to capture 
the true value of a product or 

service, leading to missed revenue 
opportunities.

Pros: A reliable way to drive 
revenue during known periods of 

higher demand and incentivize 
demand during slow periods.

Cons: Variable pricing can lead 
to missed opportunities as the 
varying price points tend to be 

broad. Manually adjusting prices is 
labour intensive.

Pros: Allows businesses to capture 
the true value of their products or 
services, getting the most out of 

their margins.

Cons: Requires a pricing strategy. 
Sophisticated pricing tech can help 

you optimize pricing, but it can’t 
tell you what to optimize for.
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Monitor & Adjust Prices 
Regularly

Communicate Your Value 
Proposition

Dynamic pricing, the “set it and 
forget it” solution

Dynamic pricing is not a one-time exercise. It requires constant monitoring 
and adjusting to stay in tune with market fluctuations and customer 
behavior. 

Regularly assess your pricing strategy’s performance and be prepared to 
make adjustments as needed. This will ensure that you remain competitive 
and continue to maximize revenue.

Transparent communication is crucial when implementing a dynamic pricing 
strategy. Ensure that your customers understand the pricing model and the 
value they are receiving. 

This can be achieved through marketing campaigns, clear messaging on 
your website, and personalized communications to your customers.

Static pricing has been the traditional model used by tour operators and 
attractions for years, but its simplicity comes at the expense of profit and 
growth. Variable pricing offers more flexibility for operators willing to put 
the time in, but its versatility is limited, and more variables mean more 
complexity and effort. 

Dynamic pricing offers new opportunities for revenue optimization and 
customer satisfaction. It offers even more flexibility and customization in a 
simple, “set it and forget it, algorithm-based platform that scales and adapts 
to grow with your business.

The Ultimate Guide to Revenue Management For Operators & Attractions
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Ventrata takes into account various rules when implementing dynamic 
pricing. These rules can include:
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TIME-BASED RULES: 

SALES-BASED RULES:

CAPACITY-BASED RULES:

FORECASTING RULES:

These rules consider the time of day, week, or year to adjust prices. For 
example, prices may be higher during peak season or on weekends.

These rules adjust prices based on the number of tickets sold. If sales 
are high, prices may increase, and if sales are low, prices may decrease.

These rules adjust prices based on the capacity of the venue or attraction. 
For example, if a venue is close to selling out, prices may increase.

These rules use predictive analytics to adjust prices based on anticipated 
demand. For example, if a popular event is coming up, prices may be 
increased in anticipation of high demand.
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Level-Up Your Growth with 
Dynamic Pricing
Strategic and dynamic pricing can be a powerful revenue management 
tool for attractions and tour operators. By understanding your customer 
base and market demand, segmenting your market, implementing dynamic 
pricing software, and monitoring your pricing strategy, you can significantly 
enhance your profitability while providing a better experience for your 
customers. Stay ahead of the competition and embrace this innovative 
pricing model to secure long-term success in the tourism industry.
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Action for operators 

Ready to see what dynamic pricing can do for your business?

KEY TAKEAWAYS:

Dynamic pricing helps you capture the true value of your offer. 

Dynamic pricing is the “set it and forget it” revenue strategy. 

Book your Ventrata demo TODAY! 




