JACKSON COLLEGE OFFICIAL COURSE OUTLINE

Course number, title and credits; total time allocation

	Course Letter/Number
	HTM 330
	Credits
	3
	Title
	Hospitality Sales and Marketing

	
	
	
	
	
	

	Lecture/Discussion
	45
	hrs/semester
	
	Lab
	
	hrs/semester
	
	Clinical
	
	hrs/semester


Catalog Description and Pre- and Co-requisites (Same as taxonomy and catalog) 
Students analyze the hospitality and tourism industry to identify customer wants and needs and develop effective marketing strategies to satisfy them. Emphasis is placed on evaluating hospitality/tourism environments, identifying target markets, building brands, and the marketing functions of defining the product, pricing, promotion(direct and online) and placement/sales.   Prerequisites: BUA 230 

.
 Knowledge, Skills and Abilities Students Acquire from this Course (Educational Objectives)
· Identify branding strategies in various hospitality and tourism environments.

· Develop brands and product categories for identified target market segments.

· Create an effective hospitality/tourism marketing plan with multiple marketing channels, including relationship and integrated social marketing strategies
Associate Degree Outcomes Addressed in this Course  (These must appear in course syllabus.)
   Critical Thinking – 7 
Units/topics of Instruction

	Module #
	Module Name
	Topics

	Module 1

 
	Introduction
	Introduction

	
	
	Course Orientation

	
	
	Chapter 1: Sports Meets Marketing

	
	
	Chapter 2: Service Characteristics

	
	
	Chapter 3: Strategic Planning

	Module 2

 
	TARGET MARKETS
	Chapter 4: Marketing Environment 

	
	
	Chapter 5: Market Research

	
	
	Chapter 6: Consumers and Buying Behaviors

	
	
	Chapter 7: Group Market Behavior

	
	
	Chapter 8: Target Market and Segmentation

	Module 3

 
	PRODUCT
	Chapter 9: Designing and Managing Products

	
	
	Chapter 10: Internal Marketing

	Module 4
	PRICING
	Chapter 11: Pricing Considerations, Approaches, Strategies

	Module 5
	PLACEMENT
	Chapter 12: Distribution Channels

	Module 6
	PROMOTION
	Chapter 13: Communication and Promotion

	
	
	Chapter 14: Public Relations and Sales Promotion

	
	
	Chapter 15: Professional Sales

	
	
	Chapter 16: Direct and Online Marketing: CRM

	Module 7
	Final Exam
	Tbd

	
	Course Project
	Marketing Plan (Chapters 17 & 18)


Instructional Techniques and Procedures

Class meetings and discussion, online quizzes, web activity simulations, case scenarios, real life case studies

Instructional Use of Computer or Other Technology

Online textbook support will be used to apply concepts in simulations and scenarios, web navigation will be required for case studies and research.

Instructional Materials and Costs to Students = approx. $150
Skills and abilities students should bring to the course:
	
	
	a limited amount of material
	
	
	basic, pre-algebraic problems

	Able to read
	x
	an average amount of material
	Able to compute
	x
	simple algebraic problems

	
	
	an above average amount of material
	
	
	higher order mathematical problems

	
	
	
	
	
	

	
	
	relatively easy material
	
	x
	short compositions

	Able to read
	X
	moderately difficult material
	Able to write
	
	medium length compositions

	
	
	technical or sophisticated material
	
	
	lengthy compositions

	
	
	
	
	
	

	
	x
	keyboard skills/familiar with computer
	
	
	

	Able to use
	x
	computer application
	Other necessary 
	
	

	 technology
	x
	web navigation
	 Abilities
	
	

	
	
	
	
	
	


The course is usually scheduled:
	  Day:
	x
	Fall
	
	Winter
	
	Spring
	Evening:
	x
	 Fall
	
	Winter
	
	Spring
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