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Assignment 7
Marketing and Advertising 

1.1 Hotel Product is the term given to elements such as lodgings, food and drinks, health, shops and car rental services to name but a few – Philip Kolter identified 5 levels of product – these are:
1. Core Benefit – what the customer is paying for – rest / sleep  
2. Basic Product – room with facilities
3. Expected Product - clean room, large towels 
4.  Augmented Product – that which goes beyond the expected such as room service, ambience / aroma and music in public areas.
5. Potential Product – distinguished offer such as en-suite
1.2 The factors that affect hotel pricing are many – seasonal demands, location, availability and competitors are the main ones. You also have to consider the overheads and the cost of vacant rooms per night, this is why if you book very last minute you may get a better deal than if you booked in advance, as the hotel can off-set the price of a room against the amount already sold. For example: let’s say that to clean a room cost £30 and rooms in the hotel have been priced at £50. So, you have 80% occupancy you target is for 90% per night you need to sell another 10% of rooms – let’s say that 10% is another 5 rooms, so if you cannot sell 5 rooms at £50, you could offer them at £40 or even £35 as you know you are still making money. 
1.3 Franchising is when a Brand (possible very well known) wants to open more sites, but do not want the responsibility therefore, offer to franchise, so I can come along and say – hey I want to start my own business, but I don’t want to start from scratch I was a recognised brand so that I can get my business up and running quicker. For example: I may already own 2 or 3 hotels in an area local to myself and I will have paid for the franchise to market my pre-registered and now very popular brand, I will abide by the rules to make sure that my hotels in the franchise are no different in any way to others with the same branding.  
1.4 The benefits to franchising is that all hotels in the brand are not owned by the same person, therefore if that hotel does not pay and the business owner goes into administration, then only his hotels in his section of the business would be affected, and the Brand will live on with other hotels in other areas.


2. 
	City Hotel 
	Resort Hotel  

	Location would be in the city center or just offset, but close enough to City.
	Location would be in a more rural area, away from the hustle and bustle of the City.

	Competitive prices with other local hotels 
	Possibly no competition locally

	Rooms would be smaller, and have basis facilities 
	Rooms might be bigger and more luxurious

	May not have onsite restaurant or limited facilities for catering
	Restaurant will offer higher quality foods, priced higher

	Parking on site may not be available, due to the location – parking may be a few streets away
	Plenty of parking, may also have valet service.

	Basis site – reception / rooms / bar/ catering?
	Luxury site – music in public areas, nice bright and airy rooms, good quality food, spa, health club facilities, pool, gym etc…



3. A hotel located at a hill station would need to promote during off peak to remain open for the whole season. As long as the overall room cost is covered the hotel could review sales from previous years, and offer season special deals covering Christmas period, as Christmas period is always priced about 10x the room cost then the hotel could consider that the increase in revenue from this period including new year could cover other months when they are quieter. So as an example; based on a 50 bed hotel with a 200 cover restaurant and reviewing business on the books from previous years, they can see when they are quiet and when they are busy – let’s assume the following:
[image: ]
Green is good these weeks are all full 100%
90-80% - could look at a last-minute price reduction to encourage sales
60-70% - need to increase sales up to a minimum of 80% - could offer some special event or look at local events and support them with promotions – (for example in Birmingham they have a German street market open most night leading up to Christmas starting in November)
50% the hotel is just making enough money to cover keeping open, below this we need to look at what we can offer and promote. 
Promotions can be the following;
Price reduction / special stay such as buy one get on free or similar / discounts on services – such as free taxi to and from the hotel during November week 3 and 4 / free meals or one night stays – competitions / loyalty schemes, such as stay for 10 night and receive a free night / offer discounts to trades / or Public Service / money back guarantees  / instalment payments if booking in advance / free welcome drink on arrival / Honeymoon Specials / returning customer special offers like a free bottle of wine. 
These are just a few promotions, there are many more that you can use. 
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