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1.I.The hotel product comprises of many elements, such as, lodging, food, drinks, recreation, health, shops, and car rental services. The five levels  of hotel product are the core benefit which is the fundamental benefit the customer is buying, for example sleep, rest in the hotel. The second is the basic product what are the basic, fundamental attributes, for example bed, bath. The third level is the expected product what set of attributes, the conditions what the buyer normally expects, for example clean room, large towel. The forth is the augmented product that meets the customer’s desires beyond expectations for example room service, music. And the last one is the potential product what the possible evolution to distinguish the offer, for example all-suite hotel.
1.II. The difference in prices due to off season compared to peak season, issuing group rates, contract rate for businesses such as airline crews, special rates for conferences or special concessions to entice clientele. Generally the 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. Other factors than have an effect on tariffs and menu prices are competence of hotels financial management, depreciated estimate of the hotel property, credit policies, cost of vacant rooms per night.
1.III. The franchising is a business strategy for getting and keeping customers. It is a marketing system for creating an image in the minds of current and future 
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customers. It is a method for distributing products and services that satisfy customer needs. For franchisees benefits include a higher chance of success than in  sole proprietorship, shorter time to opening, initial training and ongoing support, the selling power of  known brand, national and regional advertising campaigns.

1.IV.The benefits of franchising in hotel industry is the brands with a strategically located collection of hotels generate more business because they have stronger recognition among potential guests. The brands that consistent product typically have higher proportion of loyal guests, who travel within that chain. Another benefit is that the marketing programs offered by franchisors are paid for by franchisees. The franchise benefits from the name recognition the company provides. The franchise provides business owners a reliable support system.
2. A marketing mix is used to indicate the several marketing variables used by the sales team to target specific guests or target market segments. The hotel should have the right facilities, services, place and distribution, good promotional strategies and the right pricing. Hotels generally cater to different market segments and each of these market segments has different requirements. The city hotel services, facilities are wifi, car rental, conference, parking facilities, banquet rooms, instead of the resort hotel which facilities are health and wellness, recreational facilities, swimming pool, spa, fitness center. The main purpose of stay in city hotel is the city sightseeing, events, functions, business trips, conferences, the active resting so the hotel’s location plays an important role,  until in the  resort hotel the most important thing is the relaxation so it does not need to be in the city center or 
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close to any city, the resort location has to be calm and relaxed.  Both hotel can offer appropriate promotion what is suitable for the type of the hotel at the off season. The competitive difference between the two hotels can be the prices. The city hotel in a season can have almost a same price as a resort hotel.
3.The hill station hotel which does less business during winter season will want to advertise its accommodations and other available amenities when a winter sports event is taking place in the area or a national, international conference or special convention or work shop may be scheduled and the participating members also need relaxation. People who would not normally visit the hill station during the winter season may be prompted to do so when presented with an opportunity. There are two ways in which one can  observe sales promotion. The first order is time limited and the second is a continuous permanent activity or function. Despite these differences one can categorize three sets of activities under sales promotion, trade promotion consumer promotions, and displays. The trade promotions are schemes which are generally intended to induce or persuade the travel trade or the distribution channel to generate more demand. Hotel promotion as an individual schemes, more often than not are cooperative schemes. The type of promotions are the price-off promotions for example off peak discounts, the premium offers which is a special package deals, the couponing which entitling the holder to special terms, the contests for example free holidays, free stays, the loyalty schemes with someone sum of money off next booking if done within a certain period of time, the discounts, the guarantees for example money back guarantee in case of bad weather, the credit schemes for example travel now pay later, the cooperative advertising to promoting specified hotel product, the training 
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schemes which is free acquaintance tours for travel agents, the merchandising support, the quiet weekend, welcome cocktail, honeymoon return trip, free ticket for sound and light show, sun shine guarantee and consumer contest .
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