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MARKET | M5 1 MKT 109-3

OBJECTI VE

To introduce the student to the basics of marketing and its functions
as they are applicable to a Hotel/Mtel or Foodservice Property.
Special enphasis will stress the inportance of packaging and
pronoti on,

TEXT: Marketing Managenent (Tourism |s Your Busi ness)
Acconpanyi ng Study Quide
(Canadi an Hotel - Restaurant - MlLean Hunter)

MVETHOD:

- Reading Assignnents

- Video Presentations of Materi al
- Industry Sanples and Handouts

- Case Assignnents

TOPI CS AND MATERI ALS TO COVER
MODULE ONE: — CHAPTER ONE

This nodule introduces the student to marketing and how it differs
when applied in the Tourism industry.

(bj ecti ves:

Havi ng conpleted this nodule, the student will be able to:

- know what "marketing orientation” and "marketing concept” nean

- def ine"nmarketi ng"

- understand market segnentation

- be famliar with the nine "P' s" of tourismmrketing + 1

- know the steps, and five basic questions that address these, to
devel oping a market plan

- know why tourism marketing differs from marketing other products
and servi ces.

MODULE TWO, — CHAPTER TWO

Thi s nodul e describes the needs to identify exactly where you are
now, the nethods of research needed to identify community, product and
peopl e served.
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Cbj ect i ves;

Having conpleted this nmodule, the student will:

- understand what situation analysis is, and be able to describe the
information it provides

- know how to conplete a situation analysis

- know what an on-going information collection programfor Tourism
shoul d contain

- realize what information is needed on past and present custoners

- know the difference between primary and secondary research mnethods

- know how to design a basic custonmer survey

MODULE THREES — CHAPTER THREE

Having identified the situation in Mdule Two, this nodul e describes
objectives in marketing and the possible strategies in the plan to
reach those goal s.

(bj ecti ves:

Students conpl eti ng Modul e Three shoul d:

- know the criteria in selecting target markets

- be able to set market objectives

- understand what a marketing strategy involves

- know what market positioning is and why it is inportant
- know what is neant by marketing m x

MODULE FOUR; — CHAPTER FOUR

This nodule describes the costs of marketing and the budgeting for
t hese costs. How to evaluate the results fromyour strategy to the
noney extended is al so covered.

(bj ecti ves:

The student conpleting this nodul e shoul d:

- know the role managenent plays in inplenmenting marketing strategies
- understand the benefits of budgeting

- identify different approaches to preparing marketing budgets

- be able to put together a marketing budget for your business

- know how to evaluate the effectiveness of their marketing
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MODULE FI VE; — CHAPTER FI VE

Thi s nmodul e di scusses the inpact of price in marketing and the various
formul as used or considered in arriving at the final price.

bj ect i ves;

Havi ng conpl eted Modul e Five, the student will:

- understand why pricing is an inportant part of marketing

- know what factors to consider when determ ning price

- be aware of sophisticated and unsophisticated pricing mnethods

- be able to use Hubbart formula, discount pricing and percentage
mar k- up nmethods for setting prices

MODULE Sl X; — CHAPTER SI X

This nodule builds further on information acquired through proper
Situation Analysis, so that programm ng and packaging nmay be used to
further enhance your product.

(bj ecti ves:

Havi ng conpl eted Mbdule Six, the student will:

- know how to expand a product offering through programm ng
- know how to identify programm ng opportunities

- know the advantages and di sadvantages of packagi ng

- know the principles behind devel opi ng a successful package
- know the various types of packages that can be offered

MODULE SEVEN, — CHAPTER SEVEN

This nodul e covers the various delivery nethods used in the Tourism
Industry to reach the identified user or client,

bj ecti ves;

Havi ng conpl eted Modul e Seven, the student will:

- know what ki nds of organizations make up the Travel Trade
identify the role that the Travel Trade plays in marketing
know the nsot effective ways of pronoting the Travel Trade
- know how to negotiate and work with the Travel Trade
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MODULE EI GHT, — CHAPTER EI GHT

This nodul e describes the various nethods of getting your nessages
across to the targeted market. It describes nethods to use depending
on the nedi a sel ected-

(bj ecti ves:

Havi ng conpl eted Modul e Ei ght, the student will:

- know what pronotional mx is

- know the six steps involved in preparing an advertising plan

- know the advantages and di sadvantages of the major types of
advertising nedia

- understand the principals involved in preparing an effective
adverti senent

- know how to select an Advertising Agency

MODULE NI NE; — CHAPTER NI NE

Thi s chapter discusses the various types of |ong distance sales tools
needed in the Tourism Industry. Various industry sanples are
critiqued in order to give the student an awareness of what makes a
good brochure or flyer.

bj ecti ves:

Havi ng conpl eted Modul e Nine, the student will:

- know what is nmeant by sales support materials

- know why a brochure is so inportant in pronoting tourismfacilities
and services

- know what a brochure should contain

- know how to design a brochure for naxi mum inpact
- know how to control printing and distribution costs

MODULE TEN; — CHAPTER TEN

Thi s nodul e describes the personal aspect to marketing and the need
of the whole teamto be involved in the marketing and sal es pronoting
of the product identified-
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bj ect i ves;

Havi ng conpl eted Modul e Ten, the student will:

- know the nost inportant principles of direct selling

- understand sal es pronotions and how to use them

- know how to obtain good publicity

- know the principles of attaining good customer relations
- know what is involved in good sales adm nistration

- realize the inmportance of staff training and comuni cation in
the marketing concept
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GOAL; To give the student a basis in Marketing in order to properly
contenpl ate and execute their Gaduate Project in Senester |V

EVALUATI ONS:
Over the term periodic quizzes and tests will be given.
Cl ass assignments on chapters or nodules will be marked.

Case assignnents
Participation in class discussion and eval uation of industry

marketing strategies and objectives

- Tests - 50%
- Cases - 30%

- Cass and Case Participation and
At t endance - 20%
100%

In order to assess the above, attendance will be taken, students nust
have read assigned material to maintain discussion.

Assignnents will be marked only when submtted on due dates.

Passing Grade - 60%

Check instructor's tinetable for any academ c hel p.
Ofice - Blil4 Ext ensi on 583



