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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. 
	Please insert your completed assignment (in word format)  here:


1. What is sports Tourism? 

Sports tours can be taken as a spectator, such as a visit to a major sporting event in another country. The examples of this kind of sports tourism could be the Olympics and the FIFA World Cup. Another kind of sports tourism is when a person travels as a competitor, perhaps running in a marathon, which may require a stay away from home.
Sports tourism is further classified into two categories, namely hard and soft sport tourism. In this case, the "hard" definition of sport tourism refers to the quantity of people participating at a competitive sport events. Good examples here are, again, the Olympics, FIFA World cup or Grand Prix. 
The "soft" definition of sports tourism is when the tourist travels to participate in recreational sporting, or signing up for leisure interests. Hiking, Skiing and Canoeing can be described as soft sports tourism. 

2. What is the main difference between inbound and outbound tourism?

For the inbound tour operation, when the product is designed you have to not only accumulate data on what kind of travel products exist in the markets and at what cost, but you have to equate the existing products with appropriate target market section. For instance, if a group of tourists approaches with interest in the Buddhist circuit, you must make available the total genuine information on all aspects of this product, inclusive of all those providing the services and prices.
For inbound tour operations, the staff needs might include:
 Supervisor transfers and pickup;
 Airport representatives;
 Reservation assistants;
 Domestic ticketing executives;
 Accounts executives;
 Drivers & chauffeurs; and
 Escorts/guides

Outbound tour operations is specialist in making available facilities only to passengers intending to travel abroad. To be able to carry out a variety of jobs, it can be subdivided into smaller section suc as: Documentation section, visa section, reservation section. 

3. Which marketing strategies are used in inbound and outbound tour operations and how do they differ? 

Inbound: When marketing Inbound Tours, it is important to concentrate on making your product popular in tourist generating countries in order to draw in tourists. So, the focus has to be on developing marketing programmes that target reaching this goal.
The wished for quality of the product and appropriate customer care of the tourists booked by your overseas contact is a marketing tool for you. This is due to the overseas contact developing confidence in your establishment. You also have to be ready to come up on demand with packages according to tourists’ requests.
The marketing of inbound tour operations should focus on quality guarantees at every level of product designing, development and delivery/promotion, after-delivery efforts, as all play an effect on the overall marketing philosophy, i.e., even if you don’t gather feedback and analyse it. It is recommended that you employ all these and other creative activities to become a successful inbound tour operator.

Outbound: Regardless of the which areas your tour is focused on, for example, Singapore, Malaysia, or Switzerland, you and your marketing staff have to be familiar with these locations. It is only then that you will be able to present a true picture of the destination to your customers. 
Additionally, you and the staff can make use of the group escort facility and visiting the destinations. A standard practice is to give one complimentary ticket for every group of 10-14 passengers. The same type of formula is applicable to hotel bookings. So your marketing staff can be trained by acquiring firsthand knowledge of their products.

4. Name the principle suppliers involved in the tourism industry.

Main suppliers can be made up of hotels, airlines, insurance companies, transporters, health service providers, conference and convention organisers, mall owners, shopkeepers/shopping, and numerous others on the list, which relies on the characteristics of the product to be produced.
As already mentioned, there exist two areas of operations - inbound and outbound tour operations. For the inbound tour operation, when the product is designed you have to not only accumulate data on what kind of travel products exist in the markets and at what cost, but you have to equate the existing products with appropriate target market section.
Alternatively, in the situation of the outbound tour operations, these kinds of links concentrate upon overseas suppliers who are also seeking distributors for their merchandise.
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