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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:

ASSESSMENT # 4 Total Marks: 30 Travel and Tourism Level 4 Brentwood Open Learning College Page: 1 Managing Tour Operations 1. Give short answers for the following questions: (12)

i. What are the inbound tour operations?  Inbound tour operations are holiday packages taking place in the country that they are being sold from and they deal with making arrangements for accommodation, flights, hotel check-in and pick up  


ii. Define outbound tour operations: outbound tour operations make available facilities only to passengers intending to travel abroad 



iii. Name the principle suppliers involved in the tourism industry. In tourism industry the principal supplies are hotels, airlines, cultural attractions, malls and transport companies. 


 iv. Outline the staff requirements for inbound tour operations.  The staff requirements for inbound tour operations are as follows: supervisor, transfers and pickups, airport representatives, reservation assistant, domestic ticketing executives, accounts executives, drivers and chauffeurs and escorts/guides. 


 2. Discuss, in detail, the tasks involved in inbound tour operations. (8)  the tasks involved  in inbound tour operations include the following:  getting customers and planning and administering the tour on your customers behalf and negotiating with service providers  e.g. a coach company, for the group bookings  

Arranging transfers for tourist. These need to be  a valuable service to the tourist and be better than them doing it themselves;   cross checking  that the vehicle is appropriate for the purpose and a  check that  special tourist requirements e.g. wheel chair accessible  vehicles  are  provided for tourists  requiring  wheelchairs  or a large  enough vehicle is provided for tourists  bringing  camping equipment. A check should be made that the vehicle provided is mechanically fit. The driver needs to be informed where to pick up the tourists and where to pick up the necessary vehicle.  

 In Airport pick up and transfer the supervisor  should tell the escort and driver the flight number and ask them to check the actual time of arrival after the flight has left the place of origin;  make sure the escort has the transfer vouchers;  Inform the hotel when the tourists are expected to arrive  so that the rooms are clean and ready  for them;  inform the hotel if the tourists are going to be late;  make sure the rep meeting the tourists at the hotel has the hotel vouchers  and  the rep has the knowledge of the hotel so they can show the  tourists where everything is in the hotel that they need. The rep should greet the tourist by asking how their   transfer from the airport to the hotel was and show the customer where reception is for their check in and where the toilet is located and ask them if they need help with anything. You should make sure that transport to the next destination is reconfirmed within 72 hours of the tourist’s arrival and some airlines have requirements like “reconfirm within 72 hours of departure   otherwise your customers may lose their seats on the plane. 

Every single customers needs to be notified in writing one day before there scheduled flight, the time, the date and the pickup location of their transfer from accommodation. 

Reconfirm the transport arrangements and voucher with the transfer company. 

Ensure that there is no change of time to the flight to the next destination 

Returning customers to their place of origin e.g. airport drop off   


Tour operator should follow the departure check list which includes e.g. on the way to the airport a tour rep should outline the procedure for the airport, a tour rep should walk in with the group to security and passport control when the group have all gone airside the rep can leave but not before if there is a delay before the group have gone airside then you are responsible for them. 

Tour operators should manage their finances well

Tour operators should market their tours so they appeal to their customers e.g. by in appealing brochures or by advertising in print or electronic media 


Staff should be trained to take action in case of health problems, strikes, political unrest and hotels or airlines seats not available to control the situation and provide solutions and take immediate action. 






 3. Which marketing strategies are used in inbound and outbound tour operations and how do they differ? (10)

Marketing strategies in inbound and outbound tour operations 

	Inbound tour operation 
	Outbound tour operation 

	Advertise tour products though your country’s   department  of tourism foreign offices 
	Outbound tour staff has to be familiar with the tours they are selling. e.g. by taking advantage of familiarization tours offered by the destination 

	you need to meet the needs of the tourist you are advertising too 
	if you are operating tours in many continents then you should divide the familiarization tours by department 

	Market your product to tourist generating countries 
	Identify the group of people you are trying to sell tours to 

	Make sure that you can provide the tours you are offering on demand 
	

	Overseas contacts should know what tours they are advertising for you and the details about the tours including price 
	

	Overseas contact should be polite to customers so they get a good customer service 
	

	Make  sure the services providers are good quality 
	





Difference between inbound and outbound tour operations marketing strategies in outbound you have to take advantage of familiarization tours offered by the tour destination   to inform your staff about the tours you are operating in other countries whereas Inbound tour operations familiarizing your staff with tours should be less expensive as flights and/or accommodation may not be involved.       

Inbound tour marketing takes advantage of your department of tourism’s foreign offices where as outbound you are you can use your advertising resources which might be offices and travel agents you own in your own country. 

In inbound tour operations the overseas contact selling your products play an important role in marketing your product and you are represented overseas however in outbound tour operations the customer get direct contact with the tour operator. 
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