HMDM (HOSPITALITY SERVICES MARKETING MANAGEMENT TEAM DECISION MAKING EVENT)
General Performance Indicators

· Communications skills- the ability to exchange information and ideas with others through writing, speaking reading or listening

· Analytical skills- the ability to derive facts from data, findings from facts, conclusions from findings and recommendations from conclusions

· Production skills- the ability to take a concept from an idea and make it real

· Teamwork- the ability to be an effective member of a productive group

· Priorities/time management- the ability to determine priorities and manage time commitments

· Economic competencies

Specific Performance Indicators

· Describe the nature of target marketing in the hospitality industry.

· Explain the types of promotion.

· Demonstrate appropriate creativity.

· Explain the use of technology.

· Develop a promotional plan for a business.

Case Study Situation

You are to assume the roles of executive committee members for HILL CITY HOTEL AND SUITES, a hotel located in a large metropolitan area. The hotel manager (judge) has asked you to address a problem related to room charges, services, and technology by suggesting strategies to solve the problem.

HILL CITY HOTEL AND SUITES is a full-service hotel offering a restaurant for fine dining and several important feature for business travelers such as Internet access, fax machines and daily newspaper delivery for all rooms. Your primary target market during the week is the business traveler. You are aware that modern business travelers rely heavily on technology at hotels so that they can continue working throughout the evening hours.

Hotel management has noticed that business travelers tend to use the phone frequently. Your hotel has a $.75 charge for any long distance call, with an additional $.50 charge for every minute after the first minute. There is also a $.50 charge for making a local call from a hotel room. Since business travelers already receive a corporate discount on their room rate, the hotel relies on charges for other services to increase their profits from these guests. Until recently, charging for phone use was a good source of extra revenue.

Recently, the manager (judge) has noticed that fewer business travelers are using the phones in the rooms. Instead, they are making calls on personal cellular phones. Business travelers claim that cell phones provide better reception, immediate outside lines and more convenience; most importantly, they can actually be less expensive for both company and personal use compared to the hotel phones. This loss of income from phone services concerns the hotel’s management. The hotel’s manager (judge) does not want to raise the room rates, but needs to make up for lost phone revenue.

The hotel manager (judge) wants your team to study this problem and develop a solution for either regaining telephone communications revenue or coming up with alternative services that will substitute revenue lost from the reduced phone usage. For any new ideas, you should develop strategies for implementation as well as promotion. You should also present a time line for implanting your ideas.
You will present your ideas in a meeting with the hotel manager (the judge) that will take place in the HILL CITY’s management office. The hotel manager (judge) will open the meeting by greeting you and asking to hear your suggestions. After you have presented your ideas and have answered the manager’s questions. The manager (judge) will conclude the meeting by thanking you for your report.

