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Marking Criteria:
 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. 
	
1. Give short answers to the following questions: 
I. What is hotel product? Which components are included in it?
-Accommodation:
Rooms, suits ,room service,
-Food and beverage:
 kitchens & main kitchen, Restaurants ,par,lounge,room services, catering services, banqueting services,
-Conference room:
Meeting , seminars , rotaries,
-linens: 
Laundry services to guest upon on their request plus washing all hotel & staff linens & uniforms.

II. Outline the factors that affect Hotel Pricing?
the location of the hotel in the city, relationship to the other competitive hotels, volume of demand being produced due to the hotel location, tourist location, & international versus national conference site, competence of the hotels financial management depreciated estimate of the hotel property, credit policies, cost of vacant rooms per night & fixed overheads.

-Example: reducing & increasing the prices due to the off season & peak season.

III. What is franchising?

the right to use its trademark or trade name as well as certain business stems & processes to produce & market a goods or services according to certain specifications the franchisee usually pays a onetime franchise fee plus a percentage of sales revenue as royalty & gains immediate name recognition, tried & tested products, standard building design & décor, detailed techniques in running & promoting the business, training of employees ongoing help in promoting & upgrading of the products.

IV. What are the benefits of franchising in hotel industry?

-ADVERTISING AND PROMOTION Franchisees benefit from any national advertising campaigns launched by the corporation with which they have gone into business. In addition, many franchisors provide their franchises with a wide range of point of sale advertising materials, ranging from posters to mobiles to brochures. Since such materials are often expensive to produce, they would otherwise be beyond the reach of some individual franchisees.

-OPERATIONS Franchisors provide franchisees with a wide range of help in the areas of administration and general operations the entrepreneur who becomes a franchise owner is instantly armed with proven products & production systems, inventory systems, financial & accounting systems & human resources guidelines. Many franchisors also provide management training to new franchisees, and ongoing seminar workshops for established owners.

-BUYING POWER Franchisees are often able to fill inventory needs at discount prices because of their alliance with the franchisor, which typically has made arrangements to buy supplies at large-volume prices. "This is an increasingly great advantage because today you have to compete with national chains, conglomerates, buying consortiums, and other large franchises," observed the editors of The Entrepreneur Magazine Small Business Advisor the small business person who purchases in small quantities can't compete with their buying power. When you become a franchisee, you have the collective buying power of the entire franchise system.

-RESEARCH & DEVELOPMENT Most small business owners are able to devote little time or money to research & development efforts. Franchising, then, can provide a huge lift in this regard, for many franchisors maintain ongoing research & development systems to develop new products & forecast market trends.



CONSULTING SERVICES It is in the franchisor's best interests to do all it can to ensure the success of all of its franchises. As a result, the entrepreneur who decides to become a franchisee can generally count on a wide range of training and consulting services from the larger company. Such services can be particularly helpful during the start up phase of operations.

2. Compare a product mix of a city hotel with a resort hotel. Also identify those services which may create a competitive difference between both types of hotel. 

-Product mix of a city hotel :

1.Product Marketing :

High quality facilities accompanied by exemplary personal service differentiated from competition quality with the overall brand strategy has proven to be a successful approach generating high levels of repeat business.

2.Room rate or pricing:
Pricing strategy has been consistent with the differentiation objective, to provide added value for a reasonable rate as opposed to discounting & de valuing our products & services.

-Example: Conference room rates are net of tax & service, quoted per day use with tea & coffee breaks.

3.Promotions & communications :
-primary focus will remain on mass communication via print ads in trade publications & on the Internet direct mail campaigns to existing & prospective clients will increase as a cost effective means of targeted campaigning.

-Personal selling in the local market will remain an important element of the mix in order to continue to build long term relationships within the local community & generate high levels of corporate activity.

-Public relations activities will continue to play an important role in the marketing mix, presenting the hotel as a supportive member of the community & participating in significant local events.

-Advertisement :

As a city hotel  trying to connect with prospective consumers, it is important to recognise psychological motivation & try to inspire the potential hotel guest by communicating assurances of the benefits  benefits that will gratify the consumers psychological & any other needs the hotel product  amenities can be promoted against a number of areas, since there are many various market  segments, as stated below :

-Conventions, conferences, and meetings.
-Room occupancies.
-Reservations for various hotel facilities.
- Good eating and first class food.
- Family dinner.
-Dining, dancing, and clubs.
-Bar and permit rooms.
-Buffets, special dinners, and lunches.
-Sophisticated entertainment.
-Popular entertainment.
-Weddings and special accommodations.
- Festival and parties.




-Services  provided by city hotel :

-hotel is a place that offers you lodgings & meals persons who travel from one place to another place with a purpose will book into hotels the purpose of their travel may be to attend a conference, a function, a wedding, or an official meeting or even it can be a vacation.

-Facilities that are somewhat fun, but a little more practical amenities like fitness rooms, laundry facilities, & conference rooms are more common at hotels bars & restaurants will tend to be a little more practical & the pool is probably more straight-forward.

-Product mix of resort hotel :

1. Service  Facilities:

-Guest rooms, food and beverage, Banqueting rooms, Conference facilities, Recreational facilities ,including hot water fountain & massage, health and wellness facilities, executive lounge, express check-in checkout services, travel desk, business centre, Parking facilities etc.

-Hotels generally cater to different market segments and each of these market segments has different requirements e.g. a leisure guest on a family trip looks for recreational and wellness facilities of the hotel where as a business traveler gives importance on hotels business facilities like business centre, video conferencing, good in room internet connectivity etc.

2. Place & Distribution:

This refers to the accessibility of the products to consumers. When comparing to other products normally hotels products doesn't travel to customers but the customers come to the product. Place or Location of the hotel.

Sales through the hotel sales team Personal telephone call Online pay per click or Banner Advertisements (Google ads, Facebook ads etc.)Printed media Advertisements Other Media Advertisements Hotel Website Booking System (WBS) Global distribution system (GDS).


3.Promotions & communications:

The director of sales & marketing should work out the most effective promotion & communication mix for the hotel. Promotion is the way hotels communicate to target customers at all seasons as a resort hotel.

The most important promotions & communication channels used by hotels are brochures television commercials hotel websites twitter channel facebook page Google + Page hotel pens & pencils Scratch pads with hotel logo Bill boards T V Commercials.

4.Room rate or pricing:

Defining the correct pricing strategy is one of the most important aspects of the marketing mix. If the hotel products like Guest rooms, Food & beverage menu etc. are not priced competitively then the potential guest may reject the use of hotel services.

In this very competitive market guests are strongly influenced by the pricing and packages the hotel rate codes and packages are defined keeping in mind to attract or impress guest.




-Services provided by resort hotel : 
-Some beach resort hotels who is business depends on sunshine can guarantee  sunshine to their guests during off season If there is no sunshine the money paid is  returned to the guest. If the hotel has some credible system of good weather forecast, one can do good business.

-the recreational amenities services it’s the most important factor to attract the guests Example : where is the natural hot water available for(spa) treatment massage, relaxing massage Usually when the guests choose to book in resort hotel they tend to stay for longtime to get enough from massage & enjoying sunshine & spa services. 

3. Identify how important it is for a hotel located at a hill station to use (promotion) during off 
Season. Also identify the possible sales promotion schemes it can offer.

-Its important for the hotel which is located at hill station to make some promotions which is could attract guests during slow volume & off seasons like the winter times its consider a killing period for the hotel if not a proper promotions & campaign taking place, 

-When a winter sports event is taking place in the area or a national or international conference or special convention or work shop may be scheduled & 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 build on attracting promotions.

-A good sales promotion must be directed to generate an immediate response, in terms of  buying decision 
this is especially true in the room rental & food & beverage sales aspect of the lodging industry  these kind of hotels which aims to profit from sales promotions, to stay a life has to be identified & a focused promotions ,drive needs to be aimed at bringing about the desired amount of increase in business, 

-Mentioned below some schemes which is could enhance the sales promotions :

-The trade promotions: are organized to induce or persuade the travel trade or the distributions channel to produce more demand the term travel trade refers to all of the accessible distribution channels or outlets to the hotel business therefore, trade promotions are advertising strategy calculated to persuade the travel trade to increase the sales of the hotel product or its services and .toward this goal various incentives are given. 

-The consumer promotions: are designs to persuade the consumer Example: the potential hotel guest, who uses various hotel services, to buy a specific hotel product or service at certain point in time consumer promotions should be assumed as the first explanation of sales promotion schemes which are expressed in terms of time and are finite.
-The third group of activities comprise of product display: & associated point-of sale material, such as, posters, show cards & display units, keeping in mind that one cannot actually display the actual hotel product or service at the point of sale & for this reason is dependent on the descriptions and depictions of the actual product.

-Hotel promotion: as a single plan is usually a cooperative scheme i.e. dependent upon one or more of the other sectors of travel & tourism industry some plans can be developed & operated by a hotel but a larger number of promotional schemes presented to the hotel industry depend on the collaboration of other sectors of tourism & travel business.
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