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Research on revenue management as customer management accounting
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Revenue management has a close relationship with management accounting,
especially in the area of customer management accounting. Through this study, it was clarified that
the combination of customer segments to be emphasized should be changed over time, taking into
account their profit generation patterns. In other words, the study of profit model should be
considered as a dynamic model corresponding to the passage of time. This study also presented KPls
for revenue management that take into account various stakeholders and time frames.
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