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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.Short Answers


i. What does ‘hotel product’ mean? Which components are included in it? 

Product = lodging, food & drink (core), recreation, health, shops etc,. Components: tangible, extended product i.e. physical elements-ambiance, basic functional elements, set of attributes; clean room, location, efficient service, courteous staff etc,


ii. Outline the factors that affect hotel pricing. 

Room availability & customer demand, hotel location, off season vs to peak season, competition, issuing group rates, contract rates i.e. airline crews, special rates for conferences, special concessions, hotel financial management, credit policies.


iii. What is franchising?

Concept that allows interested investors to share brand identification, successful method of doing business, right to market & distribute franchisor’s goods or services. Franchisees agree to run hotel in accordance with strict franchisor guidelines. 





 iv. What are the benefits of franchising in the hotel industry?
Acquiring brand name recognition, obtains expertise in doing business i.e. site selection, planning, pre-opening training, operations manuals, central reservation system, complete control and responsibility over daily operations of the property.

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. (10)


	

City Hotel
	
Hotels located within the heart of a city. Type may vary greatly from   business, suites, residential,   economy, mid-scale to luxury. 
Offers lodging and meals.
Hotels are normally located in popular destinations such as near airports, railway stations of major cities and towns or in business areas or localities.


	

Resort Hotel
	
Resorts are places or towns or commercial establishments that provide relaxation and recreation over and above the accommodation, meals and other basic amnesties.
Hotels located in picturesque, sometimes remote settings. Customers travel long distance to resorts. Usually, they tend to stay longer. 
Resorts typically provide a comprehensive array of recreational amenities, as well as a variety of food & beverage outlets ranging from informal to fine-dining restaurants









DIFFERENCES IN SERVICES
The difference between what a city hotel and a resort offers has to do with the services they provide, their location, and the activities and amenities available on-site.
A resort is usually spread out over more land compared to a hotel. Considering the extra land, there are more activities for guests to partake in. 
Resorts also usually offer more on- and off-site freebies and discounts to guests. 
	
Resort Hotel
	

· Offer a place to relax with recreational options that go above and beyond the typical hotel accommodation


· Established property that is dedicated to relaxation and recreation

· People on vacation often stay at a resort

· Amenities include variety of options for food & drink, entertainment i.e. pools, hot tubs, live entertainment, relaxation features such as spas, saunas, on site shopping opportunities

· Have gardens, some golf courses, tennis, large exercise rooms

· Usually for extended stays and making the resort their destination versus simply stopping by for overnight accommodation


	
City Hotel
	
· Travel purpose i.e. business conference, planned function or wedding

· Meant for short stays with possibly minimal amenities 

· Offer easy and convenient access to nearby businesses and transportation options

· Located near popular destination like airport, train stations, popular sites



· May have a small fitness room and business center

· Room service or vending machines available






3. Identify how important it is for a hotel located at a hill station to use“ promotions” during the off season. Also, identify the possible sales promotion it can offer. (12)


Hotels are usually faced with challenges during the off-season therefore it is important to prepare for them in advance.

With careful marketing planning and strategic ideas, one can prevent the business from experiencing loss in revenues during off-season months which normally means low occupancy rate, drastic price reduction and fierce competition from other similar hotels.


Sales Promotion  Ideas for Off Season


To be able to face the off season, advertising must be superior therefore effective advertising campaign strategies are required.

Below are some ideas to compact off/low season,


(a) Know your guests, have an existing database of loyal guests and offer special concession only for them.

(b) Generate Off-Season Hype: Pool parties, happy hours, market these in an exclusive manner that will want people want to be part of it either due to less crowd, discounts etc by providing early bird offers, off-season discounts, that sort of thing -- you can bet you'll have an audience excitedly planning for the time they can take advantage of your products and services again! 
-gather customer reviews during the entire season will give insight of activates that may attract same customers.



(c) Offer Sales and Discounts to locals during slow times
By offering discounts to people in the area, you can still bring in some business after the crowds disperse -- and maintain a good relationship with the folks that are there to support you throughout the entire year.


(d) Rewards Program 
Offering either gifts or discounts after achieving certain levels of loyalty during low seasons.


(e) Leverage Tourism events and  meetings and seminars (attract corporate clients during off season)
Tourism events are a massive drawcard for most destinations, and are often                      planned to relieve seasonality pressure, or enhance the natural seasonal attributes a region has to offer.

Meetings and events happen all year round and are not restricted by seasons. Ensure to tap into this market.


(f) Stay social all year round (Your customers don’t vaporize during the off-season. It’s important to stay in contact with leads and past customers throughout the entire year). That means your business should consider leveraging Facebook, Twitter, LinkedIn, Pinterest, to stay top of mind year-round.


(g) Differentiae Yourself within a Super-Niche Market
In order to keep things steady during your slower months, consider focusing on a niche market with whom your products or services could be a huge benefit. Specializing with these markets will give you an edge that not as many competitors can leverage, making you the stand-out business in your industry and giving that niche market even more reason to come and see you.

(h) Run contests on social media channels
Social media channels are great to engage with your potential and current guests. Running contests can help you increase your online visibility as well as obtain valuable information. 
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