HOW TO PRESENT YOUR HOTEL MARKETING PLAN LIVE TO OWNERS, MANAGERS & EMPLOYEES

By Jeff Coy
· Get management on the bandwagon!

· Prepare an executive summary and live presentation

· Presenting your plan for approval and funding

· Presenting your plan for employee commitment

Congratulations!  You've completed the marketing planning process and produced a written marketing plan.  Now, you've got to sell the plan and get it funded before you can implement it.  

Get Management on the Bandwagon!

If you have formed a marketing planning team, conducted monthly marketing meetings, and worked through the process to produce a written marketing plan, chances are, this participation has led to a plan everyone can support.  Now is a good time to make sure team participants and other key people in your hotel are committed to producing the results that are promised in the plan.  

Prepare an Executive Summary and Live Presentation

Your completed marketing plan workbook is too big to present for approval and funding.  Select the key pages, let's say 15 to 20 pages, that best explain what results you plan to achieve and how you will do it.  Prepare an Executive Summary of your marketing plan that busy people can read quickly.  Plan to make a live presentation of your summarized marketing plan.  A 20 to 30 minute presentation would be ideal.

Here is a suggested table of contents for your Executive Summary and agenda for your live marketing plan presentation:

Page 1
Recap of This Year's Performance and Accomplishments

Page 2
Customer Analysis Conclusions

Page 3
Competitor Analysis Conclusions

Page 4
Product Analysis Conclusions

Page 5
Mission & Position Statements: Major Objectives & Goals

Page 6
Major Strategies

Page 7
Total Revenue Growth Forecast: Next Year vs This Year

Page 8
Roomnights, ADR & Room Revenues by segment by month

Page 9
Segment Plans: Objectives, goals, strategy, action, measurements     

Page 10
Group Business

Page 11
Group Leisure

Page 12
Individual Business

Page 13
Individual Leisure

Page 14
Banquet Food and Beverage

Page 15
Restaurant

Page 16
Lounge

Page 17
Marketing Budget by line by month

Page 18
Summary Profit & Loss Budget by month     

Using your Executive Summary, make a PowerPoint presentation or ask a graphics firm to prepare some title slides and charts for your live presentation.  

Presenting Your Plan for Approval and Funding

You may have several opportunities to present your marketing plan:

· Hotel general manager

· Management company executives

· Regional manager for hotel company

· Individual owner

· Partnership or investor group

· Asset management firm

· Lending institution

Your marketing planning team can be assertive and ask your general manager to schedule a marketing plan presentation with his superior and others who will approve your plan and budget.  Plan to make an effective presentation -- one that reflects your skill and knowledge in marketing and sales.  

Presentations can be made interesting, even entertaining, as well as informative.  The marketing planning team at a client hotel in Minneapolis produced a 30-minute video presentation of their marketing plan.  These high-energy team members used a camcorder to tape themselves doing field reports on customer segments.  They asked a video production studio to edit their tape for that professional look.  Then they staged a live talk show, with managers and owners in the audience, to present their marketing plan with flair.  The videotaped segments were aired during the show.  It was so professional!  The owners were so impressed, they approved not only the marketing budget, but also the capital improvements the team wanted.

Presenting Your Plan for Employee Commitment

Once the funds are approved to implement your marketing, don't forget all the employees who have not gone through the marketing planning process with you.  Schedule department meetings to present your marketing plan.  Consider an all- employee meeting to present the plan.  Make it a motivational event.  You depend upon these people to carry out the plan with the same enthusiasm you have.   Consider this a sales challenge!

What are the top three objectives you want every employee to know by heart?  This is your main message.

Presenting your marketing plan to all employees helps to unite them with a single purpose.  Knowing the direction, they will tend to make more right decisions, increasing the degree of your hotel's success.  Give them the information, recognition and rewards they deserve.

And ask for their commitment to support the marketing plan...wholeheartedly!

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.  
