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Ms. Mudingase  Zulu, Events management  
Module 10
1. The potential target audience for an event in each of the following
    are:
a) Sporting:  Youths, sports funs

b) Corporate: Business executives; Professionals

c) Leisure: Tourists, Newly wedded couples on honey moon or    
                        holiday makers.

ii. The importance of identifying other events in advance, which may directly   
    compete with one you are going to organize is that the audience may be devised   
    especially if the theme and the target is the same and this may affect attendance    
    and profits.

iii. Marketing mix is one of the key steps in Event marketing. It is a service marketing mix involving 7 elements commonly referred to as 7 “P”s as follows:

1. Product: This involves introducing new or improvising existing products. They add value to the customer.
It includes product elements which are associated products to the core product and add valued to the customer such as packaging, coloure, transport, branding, accommodation and meetings .The product has to have the right features - for example, it must look good and work well.

2. Pricing: Competitive and able to generate profit and lessen the psychological and physical burden to use the service. The price must be right. Consumer of the service will need to attend in large numbers to produce a good profit if it is a business.

3. Place: Access and how the product can be reached is one of the important elements in the marketing mix. The product or event  must be in the right place at the right time. Making sure that the services is provided when and where they are wanted is an important operation.

4. Promotion: Providing information about the product is critical in marketing     
especially for new clients. The target group needs to be made aware of the existence and availability of the product or the event through promotion. Successful promotion helps a firm to spread costs over a larger output.

5. People: People as producers or consumers of the service play an important role in marketing any product or service as they interact and people judge the quality of the service based on the people providing the service.

6. Process: This involves the process of providing a service in form of timing, accessibility and quality of service.  It also involves A process describes the method and sequence in which service operating systems work. Badly designed processes are likely to result in service failures.

7. Physical evidence: Physical evidence can have profound impact customer’s perception of the product service firms need to provide evidence quality service this can be through print such as brochures, pamphlets or through appearance of the building and landscaping.
Carefully because it can have a profound impact on quality, customers’

iv. Four methods to promote an event are:

· Event ingredients: What unique mix comes with the event particularly the experience that the event offers?

· Pricing: This involves determining how and how ticketing will be done. Who should be exempted is it children below a certain age.

· Ticket distribution: this depends on the size of the event. Event manager can partner with Tour operators or business houses to assist distribute tickets before the event. This is if the event is ticketed.

· Promotional communication: This involves communicating with various target groups. It can be done through talking to them or make it a news worthy item. Posters and brochures can help if within the budget.

v. The importance of initial market research in event planning is to spot trends     
    in time to respond to changing needs as well as to resolve small   
    problems before they become major ones.

Q.2. The importance of the following resources required to promote an
        event 

A ) Time: Time is required for a task to be accomplished. The right time and duration of the event must be determined if the event is to be successful. Time affects promotion and poor timing may lead to loss of profit as at times the market could be captured by competitors.

b) Budget: To meet the costs of marketing i.e. printing of promotional materials such as posters and brochures. In Zambia the budget may include buying air time on community radio stations. The cost associated with promotion or advertising goods and services often represents a sizeable proportion of the overall cost of marketing the event. However, increased promotional activity enables an organization to develop and build up a succession of messages and can be extremely cost-effective.


(C) Staffing; May required for one –on- one discussion with the target, or in groups, training and coordination of the promotion. The staff must be trained and competent for them to encourage the target respond favorably to the promotional message

d) Equipment; you may need equipment for communication. In rural Zambia where the majority cannot read or write   a public address system is ideal equipment particularly if a large number of people are to be reached.


Q.3. Produce a marketing plan for an event of your choice. Include; (5)

The Event Name: Workshop on How to maximize profit in your business.

a) Target audience:  Business  Executives in Lusaka province

b) Objectives: At the end of marketing strategy the following number of                   
                        business executive must attend:

· 100 business executives from within Lusaka
· 25 from outside Lusaka
· 5 from outside the country     

c) Competition:

Conduct market research to find out who else is or will be offering same workshop so that we can plan ahead of them. Also find out risks that we should work on.

d) Marketing Matrix:

1. Product:  
a. Invite two renowned successful business executives within the country to give their testimony.
b. Invite the minister of Trade and Commerce to be guest of honour.
c. Make a workshop as satellite to the international trade fair.
d. Ticket package to include all relevant information about the workshop and profile of speakers.
e. Ticket to include tea breaks, Lunch and internet service
f. Accommodation can be arranged on request

2. Price: 
· One ticket to cost 500ZKW for one person. Cooperate tickets will cost 400ZKW for 10 people.


3. Place: 
· Venue will be a hotel with conference room with a capacity of 150 people,
· Should easily be accessible and sensitive to people with disabilities


4. Promotion: 
· Send e-mails to all business executive to inform them of the workshop, benefits
· Post the event on the web and discuss it on electronic media and social media.

5. People:
· Staff will visit and telephone target audience and encourage them to attend.

6. Process: 

· Set time and date for the event
· Identify a venue and ensure all legal requirements are in place
· Meetings with all staff involved to be held regularly to share roles and responsibilities and review progress.
· Design letter of invitations and put a package together.
· Determine the quality of service expected and discuss with hotel manager
· Promote the event using different media including print media
· Monitor progress of the process and record lessons learnt

7. Physical evidence: 

· Fix a  burner at venue of workshop depicting the theme of the workshop
· Brochures and information sheets must be printed
· Workshop folders to be branded and pens and writing pads.
· Venue should be of quality and acceptable class or standards.

e) Promotion methods:
· Staff will engage companies and their chief executive on one on one discussion.
· Post details of venue on web and social media
· Use radio and TV
· Print and distribute brochures to target audience explaining the benefits to companies and individuals for attending the workshop\

f) Resources
· Staff
· Speakers
· Transport
· venue
· Time
· Promotion materials
· Finances
· Workshop material-Writing Pads, pen, folders and stationary

Activity 
Based on your experience of going to a wedding which you have attended in
your locality answer the following questions:

a) What type of event was this formal or informal?

The wedding event was formal because there was a system of authority and coordination and people in the organization had specific duties and committees were set for specific functions such invitation and fund raising committee, transport committee etc 

b) How many people attended what was their back ground; were they
family, friends, acquaintances, neighbors, work colleagues- who was
involved and why?

Almost 200 people attended the wording and they were of mix background; family friends, neighbors, acquaintances, friends and most of them were church mates.
Most people who were involved were church mates because the wedding was presided by the church.

b) Was there anything unusual about the event- such as special costumes or a historic venue?

There was something unusual because the bride and the groom were escorted by two white horses; horses are rarely used in Zambia for such purpose and the wedding was a mix of local tradition wedding and western wedding.

c) Is the market for wedding in your locality changing? If so how?

Yes it is changing because many couple would want a western wedding this is because of the influence of western culture and is becoming a symbol of status.

d) Are these changes due to social factors if so what are they?
Yes they are. Because of western influence and a western wedding is associated with wealthy and civilization.
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