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	1. Give short answers to the following questions: (8)
i. What does ‘hotel product’ mean? Which components are included in it?
ii. Outline the factors that affect hotel pricing.
iii. What is franchising?
iv. What are the benefits of franchising in the hotel industry?
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)
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)
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1. Give short answers to the following questions: (8)
i. What does ‘hotel product’ mean? Which components are included in it?
‘Hotel product’ is basically what the hotel is able to offer to the guests and that is mainly accommodation, food and drink.
ii. Outline the factors that affect hotel pricing.
There are several factors that would affect hotel pricing which must be taken into consideration when advertising. 
The first hint would be to look at the other hotels in the local area and have a look at what they offer and what type of clientele that they cater for, this can be a benchmark, in that if they cater for international conferences, prices would be somewhat different if the hotel in question is catering for families for low budget travellers. 
The second hint is to look at the property, what time of property and what price is expected for this type of hotel and also the rooms.
The hotel will have a standard fix price for a standard room and might lower that price if they have special contracts with different operators for example, group rate, business rate or special family rate, you see it can be difficult 
and ‘generally, 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, and international versus national conference site etc. However, there is a degree of rigidity which is inflicted on hotel pricing…Other factors that have an effect on tariffs and menu prices are; competence of the hotels financial management, depreciated estimate of the hotel property, credit policies, cost of vacant rooms per night, and fixed overheads.’[footnoteRef:1] [1:  Unit 7 Marketing and Advertising Hand-book, continuous accessed] 


iii. What is franchising?
‘Franchising’ is a term used to differentiate between businesses that do not stand on their own; the business is not interdependent, but is rather dependent, it is linked to a chain of businesses and appropriates the brand, the name and all products in association.

iv. What are the benefits of franchising in the hotel industry?
The benefits of franchising in the hotel industry can be quite lucrative in that all the formalities have been done, which will give easy access to the clients database. 
The new business that has entered into a franchise agreement will benefit from
· Training on the Franchiser’s products
· Legal formalities
· The Franchiser’s logo, products and all associated references 
· Clients database

It fundamentally involves making accessible to the beneficiary (franchisee) of a business, structure that is planned and controlled for quality standards by the franchiser.
The franchisee has the benefit of being involved in a reservation and sales system which makes sure that a certain amount of business is sent to you, which may not be obtainable, otherwise. The franchisee also profits from image of the franchiser, professional training and advice supplied by the franchiser.[footnoteRef:2] [2:  Ibid;] 


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)
	Products of a City hotel
	Resort hotel

	Small Business Centre
		Customized computer area, more than one.

	Small fitness room
	Customized fitness Centre more than one

	A restaurant/ vending machine
	Several Restaurants serving international and different cuisine

	
	Spa Facilities, such as massage Centre

	
	Splendid surroundings with garden

	
	Concierge services, Relaxation lounges

	
	Sports grounds such as golf/ squash/tennis

	
	Music hall with dancing, special music competition

	
	Full board packages, tours and excursions packages



The product of a ‘city hotel’ and its comparison to that of a ‘resort hotel’ has to do with mainly three main areas; I will not look at accommodation which is the basic need.
First the location, a ‘city hotel’ as indicated will conveniently be located near airports, in the city, near to train station, bus route, landmarks etc. whereas the ‘resort hotel’ would normally be found near a mountain away from the hustle and bustle of the city. The area would be quiet and might overlook, a luscious landscape. It is normally for short stay while the ‘resort’ is for enjoyment and long stay.
Secondly, the services, which might be the most important; the ‘city hotel’ and the ‘resort hotel’ services differs considerably. The ‘city hotel’ would offer want to attract business clients, travellers, not so with the ‘resort hotel’ which will want to attract a clientele that in in need of relaxing, Spa facilities and retreat.
Thirdly, the amenities, ‘city hotel’ might offer just a car park for its customers and at times it does not, however the ‘resort hotel’ has not only a car park but the hotel is spread over a huge plot of land and one would normally find a swimming pool, near a beach, have exclusive gardens and more than one type of restaurant cuisine.
In conclusion, as per the above one can see the difference between a ‘city hotel’ with that of a ‘resort hotel’, how both differs and why they differ.
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)
During the ‘peak’ season, a hotel might not be worried about attracting clients, they might even turn away a few in that they are fully booked, however, after the peak season comes the ‘off season’ and it would have to do much to maintain a certain level of functioning. 
A hotel on a hill station, caters for a specific type of clientele, for example, guests that are fit, vibrant and adventurous; the elderly might find it at times to be out of their league. During high season, that type of clientele might be numerous, but when the season is over, they go away, maybe until the next season.
In order words, after the guests have gone, the hotel still needs to be productive
· The establishment needs to have a certain amount of sales coming in for upkeep
· Staff has to be paid ( although they tend to work with reduce staff)
· Costs will be incurred and financial statements should not be in the red
In that wise, in order to have a hotel that is still functioning to an appropriate standard, it is important to use promotions to encourage clients’ frequentation of the hotel and that might be finding a different source of need that will attract different type of clients’.
Another reason why the hotel needs to use promotion is, during the off season most of the accommodations would now be vacant, the restaurant will have very few people and without sales it is likely to depreciate in value.
Thus, in such a situation, the hotel need to promote and advertise products that are appealing and that would encourage traffic to their hill station.
Creating packages that entices the guest such as, 
· Week-end couple retreat, lowering the price if this package does exists during peak season;
· Offer mid-week special offer bed and dinner with unlimited drinks
· Special day package, with a guide to exploring the hill area 
· Happy hour Fridays with do your own Barbeque – if weather permits  
· ‘See the sunset from the Hill-top’ evening dinner 
Adapting to an unseen need in the local area might not only maintain reputation but will ensure that the guests, will be coming in all season. In some cases, at times guests prefer to dodge the peak season and choose the off season because of the different packages that are on offer and if the hotel is not offering attractive rates then they might just keep their money.
[bookmark: _GoBack]In conclusion, it is important that a hotel on a ‘hill station’ use promotion during the off season to attract a new type of clientele, to cater for an unseen need in the local area, to maintain financial soundness and to continue the hotel’s reputation; otherwise they might not survive the next season.
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