HOW TO INCLUDE OWNER OBJECTIVES IN YOUR HOTEL MARKETING PLAN

By Jeff Coy

· What type of owner do you have?

· What does the owner expect of you?

· Put the owners expectations in your marketing plan

Most people work better when they know where they fit into the bigger picture and what is expected of them.  So, how do your and your hotel fit into the overall plans of the owner?  If you don’t know, you run the risk of creating dissatisfaction with your owner.  Your marketing plan for the hotel must address the objectives of the hotel owner.

What type of owner do you have --- public, private, corporation, partnership, chain, insurance company, real estate investment trust, individual developer?

What does your owner expect of you?

Visit the owner of your hotel.  Observe his environment and management style.  Get a copy of his mission statement, annual report and marketing plan.  What business is he in?  Is the owner consolidating or diversifying his holdings?  What parts of the owner’s business may be for sale?  What is the core business?  Are hotels the core business?  

Ask questions.  Why does he own a hotel?  How does your hotel fit into the owner’s overall organization and plans?  Does the owner plan to sell your hotel?  What is your role?  Are you expected to generate cash to fund other business ventures?  Revenue enhancement?  Cost containment?  Expansion?  What about the reinvestment of capital to upgrade facilities and increase asset value?  

Will you be able to operate with some degree of autonomy?  Or will the owner impose management and marketing methods on you?  

Visit the owner.  Get the answers.  Write down your owner’s expectations for your hotel.  Make a worksheet.

This article is an excerpt from the industry best-seller, How to Produce & Implement a Hotel Marketing Plan, an 88-page leader guide and 170-page workbook, which guides hotel management teams through the 12 steps of putting a marketing plan into action.

1. Get ready

2. Look at the trends

3. Analyze your customers

4. Know your competitors

5. Analyze your product

6. Forecast market conditions

7. Set objectives and goals

8. Set marketing strategies

9. Develop action programs and communications

10. Do a marketing budget

11. Determine measurements and evaluations

12. Present your plan for approval, funding and commitment

Jeff Coy is president of JLC Marketing Associates, a hospitality research & consulting firm with offices in Rochester MN and Phoenix AZ.  Contact him at 507-289-7404 or go to www.jeffcoy.com.  Email jeffcoy@aol.com.  

