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 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
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1.
(I) Hotel product and components                                                                                                             A good, idea, method, information, object or service created as a result of a process and serves a need or satisfies a want. It has a combination of tangible and intangible attributes. The hotel product comprises of many elements, such as, lodging, food, drink, recreation, health, shops and car rental services. There are 5 level of products (i) Core benefit (rest/sleep) (ii)Basic product (room, bed, bath) (iii)Expected product (clean room, large towel, quieter location) (iv) Augmented product (room service, music, check in/out aroma) (v)Potential product – the possible evolution to distinguish the offer (all-suite hotel)
(II) Hotel pricing                                                                                                                                 Hotel pricing depends largely on pricing standards appropriate to the location of the resort in the city, relationship to the other competitive hotels, to the volume of demand being produced due to the hotel location, tourist location and international versus national conference site etc. pother factors that can effect on tariffs and menu prices are competence of the hotels financial management, depreciated estimate of the hotel property, credit policies, cost of vacant room per night and fixed overheads.
(III) Franchising                                                                                                                                 Franchising is away for business to grow into new areas by selling the use of their brand to people who want to run their own business. The franchisor (brand owner) provides training and support to a franchisee (brand buyer) to help get them set up in the new territory. Franchising may take numerous shapes but if fundamentally involves making accessible to the beneficiary (franchisee) of a business, structure that is planned and controlled for quality standards by the franchiser.
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(IV) Benefits of franchising in hotel industry    The franchising has the benefit of being involved in an reservation and sales system. The franchisee also profits from image of the franchiser, professional training and advise supplied by the franchiser. Due to this, the beneficiary improves his own efficiency and operational image. The franchisee is driven to make his business a success, the franchiser’s distribution system has expanded.
2. City hotels are based in a building, which is mostly vertically oriented (going upward rather than sideways) and often with a small footprint at ground level. These buildings often are more than twenty storey high and become the principal fixed asset for the hotel building would also have plant and machinery consisting of the chiller, boiler, sewage, disposal water treatment system and so forth. Thus building and plant and machinery form a majority of the investment in fixed asset in a city hotel.    In a resort hotel, the investment may be similar in categories like building and plant and machinery but the layout is entirely different. Resorts are normally spread over a larger expanse of land than city hotel and the height expanse of land than city hotel and the height of buildings may not exceed seven or eight storey. Resorts are products catering to the leisure segment that consists of families, kids on vacation and thus require large open space and extensive landscaping. If the resort has a Spa facilities and most do, then the environment in which the Spa operates has to built with a view to provide rest and relaxation. So, it will boast garden, fountains, quiet, secluded areas and so forth.  Investment is fixed assets is a key part of the hotel business whether city or resort hotel and owners look to find adequate returns for these investments through hotel revenues and profits. Managers of hotel and resorts often attempt to have high customers satisfaction by leaning as much as they can about their customers, the better they can satisfy their needs. Many managers believe that improving and developing the marketing mix of their organization through the 4p’s of marketing (product, price, place and promotion) can have a great impact on the success of their business.  City hotels also service the leisure segment where guests stay at the hotel to sight see and move around the city. Project costs also vary between city and resort hotels. On a per room basis, resort hotels have a higher investment than city hotel .Average length of stay tends, to be shorter in a city than in a resort hotel. City hotels operate throughout 12 months in a year. However, resort hotel largely operate seasonally. City hotels support the economies of countries throughout 12 months. 
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Example of City Hotels:  (1) San Diego Hotel Bayfont in California is 30-story hotel.                                                                                                                                                                                  (2) Plaza hotel in New York USA.                                                                                                                   (3) The western city hotel Geneva Italy                                                                                       Example of Resorts                                                                                                                             (1) Sveti Stefan is a luxurious resort on a separate island with a magnificent private beach in Montenegro.                                                                                                                                         (2) Mandarin Oriental is a resort in southern China’s beach town Sanya.                                                              (3) In Dubai, Atlantis The Palm resort which has the rooms with the view to its rich aquarium.
3. In contradistinction to advertising, sales promotion is aimed at generating immediate response in terms of a buying decision. For a hotel which wishes to cash in on sales promotion, the specific part of the business which stands to benefit, i.e. , room sales or food beverage sales, has to be clearly identified and a promotion drive which will bring about the desire increase of sales must be launched. A hill station hotel which normally has almost empty rooms during winter or offseason may promote its accommodation and other facilities when a famous winter sports festival is to take place or any other special convention or workshop where participating delegates also need relaxation. People who would normally not visit the hill station in winter will do so when presented with such an opportunity.                                                        There are two ways in which one can examine sales promotion. First, schemes which can be defined in terms of time and second, as ongoing permanent activity/function. Irrespective of these distinctions one can clearly identify three groups of activities under sales promotion: trade promotions; consumer promotions; and display.                                                                            Trade promotion: are schemes which a generally intended to introduce or persuade the travel trade or the distribution channel to generate more demand.                                                   Consumer promotion: are schemes to persuade the consumer, i.e. the potential hotel guest or the user of hotel services, to buy a particular hotel product or services, at a particular point of time. Consumer promotions should be understood as the first definition of sales promotion schemes which are defined in terms of time and are finite.                                                              The third group of activities which include product display and related point of sale material i.e. poster, show cards, display units etc. help keep in perspective the view that one can’t obviously display the actual hotel product or service at the point of sale and so one has to depend on the actual product.
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Example of famous hill station resorts                                                                                                  (1) The sierra Nevada resort is located in the panibetic mountain range close to Granada in Spain.                                                                                                                                                  (2) Alyesk is a ski resort in Girdwood Alaska USA                                                                              (3) St. Anton Austria resort lies on the Rosanna river and is on the main east-west rail line between Austria and Switzerland. St Anton is frequently listed as one of the world’s top skiing resort both in terms of skiing available and après ski entertainment.




                                                                                                                                          Pg.4







Student Statement:

By submitting this assignment, I confirm that this is my own work.



	Student Signature
	Constancio Esibeiro
	Date
	19/10/2015




For Tutor / Assessor Use Only
	Total Marks
	

	Marks Obtained
	

	Percentage / Grade
	













image1.png
ﬁ
o R




