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MODULE DESCRIPTION

Looking back to the previous year do you feel you could have done
better? Do you feel you reacted late to the market and lost business?
Do you feel your property is in the client mind when he makes the
buying decision? The world is not the same after the financial crisis and
the golden rule now is - adapt. Adapt to the market, adapt to the
clients, adapt to the real world. The customer still spends money
although is more cautious with his expenses. He looks more than ever
for the value for money — are you ready for this new mentality?

In this module, you will be able to find out where you want your
property to be positioned and how to get there. Understand the most
effective ways to communicate your hotel and maximize your budget.
Take advantage of new tools such as marketing 2.0 and Customer
Relationship Management (CRM) to increase awareness, knowledge of
the market and customer loyalty.

LEARNING OBJECTIVES

By the end of the Module, participants will be able to:
Knowledge
e Understand the importance of having a strategy to position a
property and how it can help to make wise business decisions
e Identify strengths and weak points and prepare action plan
e Understand how to adapt to the new market rules and plan
Competencies
e Create and implement a dynamic and interactive action plan
e Identify the right tools to promote and create awareness
e  Built the CRM (Customer Relationship Management) system
Mindset
e Evaluate the previous plans and actions in order to improve
performance
e Recognize that the action plan is a live tool and can help to
improve business performance

METHODOLOGY
e Interactive lecture-discussions
e  Practical exercises
e Business Cases
[ ]

PARTICIPANTS

Owners, managers and executives in corporate strategy, general
management and sales & Marketing management people with the goal
to better understand the business and achieve better results.
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