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RESUMO

Este estudo investigou como a integracao entre Revenue Management (RM) e gestao
de custos se manifesta na pratica gerencial de hotéis brasileiros, considerando um
contexto em que a literatura recomenda métricas orientadas a lucratividade, enquanto
a rotina permanece ancorada em indicadores de receita. Os resultados indicaram
diferentes niveis de maturidade, desde articulacdes intuitivas em empreendimentos
de menor porte até integracdes formalizadas, nas quais o revenue manager assume
metas de margem operacional e participa de decisdes sobre orgcamento, canais e mix
de clientes. A precificagdo dinamica destacou-se como principal ponto de
convergéncia entre demanda, custos e posicionamento competitivo, sendo os custos
e orgcamentos utilizados como referéncia para o piso tarifario, enquanto o limite
superior € condicionado pelo segmento de mercado e pela percepgéo de valor, com o
ritmo de reservas ajustando as variagdes ao longo do tempo. A previsdo de demanda
ultrapassa a funcédo comercial, orientando decisdes de dimensionamento de equipes,
compras e manutengao, embora esse uso ainda nao seja generalizado. Evidenciou-
se a importancia da coordenacao interfuncional e a auséncia do indicador GOPPAR
na pratica, indicando distanciamento entre literatura e gestdo. Foi adotada uma
abordagem qualitativa exploratério-descritiva, com entrevistas semiestruturadas e
analise de conteudo e tematica. O estudo contribui ao demonstrar diferentes niveis de
maturidade e ao oferecer subsidios concretos para que gestores, empreendimentos
independentes e redes hoteleiras avancem de uma loégica centrada em receita para
decisdes orientadas a resultados econdmico-financeiros sustentaveis.

Palavras-chave: Revenue Management; gestdo de custos; resultados; hotéis;
precificagao dindmica; coordenacao interfuncional.



ABSTRACT

This study investigated how the integration between Revenue Management (RM)
and cost management is manifested in the managerial practices of Brazilian hotels,
within a context in which the literature advocates profitability-oriented metrics, while
day-to-day operations remain largely anchored in revenue-based indicators. The
findings revealed different levels of integration maturity, ranging from intuitive practices
in smaller hotel properties to formalized approaches in which revenue managers are
responsible for operating margin targets and participate in decisions related to
budgeting, distribution channels, and customer mix. Dynamic pricing emerged as the
primary point of convergence among demand, costs, and competitive positioning.
Costs and budgets serve as references for establishing the minimum room rate,
whereas the upper price limit is constrained by the target market segment and
customers' perceived value, with booking pace guiding price adjustments over time.
Demand forecasting extends beyond its commercial function by supporting decisions
related to workforce planning, purchasing, and maintenance scheduling, although such
integrated use is not yet widespread. The results also highlighted the importance of
cross-functional coordination and revealed the absence of the Gross Operating Profit
per Available Room (GOPPAR) metric in managerial practice, indicating a gap
between the academic literature and industry practice. A qualitative exploratory-
descriptive approach was adopted, based on semi-structured interviews and analyzed
through content analysis and thematic analysis. The study contributes by
demonstrating different levels of integration maturity and by providing practical insights
to support managers, independent hotels, and hotel chains in moving from a revenue-
centered logic toward decision-making focused on sustainable financial and economic
performance.

Keywords: Revenue Management; cost management; performance; profitability;
hotels; dynamic pricing; interfunctional coordination.



