
CHAPTER NO. 1 Concepts of Hospitality Sales 

 

1.1      Introduction to Hospitality Sales  

 Objectives of Sales 
1) Optimize revenue from each guest room (average room rate). 

2) Achieve high occupancy in low period. 

3) Generate a restaurants revenue by promoting it. 

4) Ensure high cover utilization in the restaurant. 

5) Ensure maximum banquet and meeting space. 

 

 Tasks performed to help the sales person to promote the product of Hospitality. 

1) Prospecting- looking out for new customers and new business. 

2) Communication- sales person skillfully inform the target market of the company 

products & services. 

3) Selling- sales person should possess the art and skills of selling (objections, negotiations, 

and closing the sale. 

4) Servicing- A sales person provides various services to their customers such as providing 

solutions to their problems, coordinating with the service providers of the property & 

establish credit rating to the property. 

5) Due Diligence- sales person keep their ears to the ground and feed the PMS and 

information about the competition and changing customer behavior, new products, 

services and general market research.  

6) Report writing- sales person fills sales reports giving details of customers they have met 

& new business opportunities 

 

 Sell product and services individually at every opportunity 

 Receptionist  -  

 Sell rooms to guest with no prior reservation 

 Upsell rooms to guest with reservations 

 Convey information about other products available for sale like food and 

beverages, entertainment and amenities. 

 Room Service order Taker  

 Room service order 

 Upsell premium food and beverages 

 

 Bell Boy -Upsell other sub-products at property  like Heath club ,Spa or Salon 

 

 

 

 



1.2  Difference between sales and marketing 
 Definitions  

 

Sales - The act of transfer of ownership of a product from the manufacturer to the ultimate 

customer in exchange of money or any other consideration is known as Sales. 

 

Marketing - An understanding the requirements of the customers in such a way that 

whenever any new product is introduced, it sells itself.  

In any business, a solid marketing strategy is critical to building a brand, attracting new 

customers and maintaining loyalty.  These marketing efforts usually include both print and 

digital collateral that target former guests while also attracting new clientele. 

 

 Common aim is to increase the revenue of the hotel but these are key differences  

Sales-   Consists of selling the property by personal phone calls telephones or mailings. As 

companies move towards a stronger market orientation, their sales force needs to become 

more market focused & customer oriented. Traditional view is that sales people should worry 

about volume of business along with market strategy and profitability. The new view is that 

sales person should know how to produce customer satisfaction, analyze sales data, measure 

market potential, and gather market intelligence & developing marketing strategies and plan. 

 

Marketing- It has a broader scope as compared to sales. It is the study of management of 

exchange process involved those process which the property will do to select a target market 

& stimulate or alter the markets demands for the property's services eg. Research, market 

strategies, advertising, public sales promotion also maintaining the effectiveness of the 

product.  A hotel cannot have a greatest marketing plan in the world, but it will be wasted if 

the hotel does not have an effective, customer oriented sales staff. Conversely a hotel can 

employ a great sales person, but he/she will waste time and money if target markets and 

goals are not clearly defined in the marketing plan. 

 Sales  Marketing 

Sales targets individuals and small groups. Marketing targets large groups or general 

public. 

A sale means converting the leads/prospectus 

into purchase and orders. 

Marketing is about generating leads and 

prospectus. 

Sales only involves a short term of finding the 

target consumer. 

Involves a longer process of building a name   

eg. A brand pleasing the customers to buy the 

product even if they don’t need it. 

Builds on going personal relationship of 

brands and customer. 

Builds ongoing relationship between brand 

and customer. 

Product oriented. Customer oriented. 

Sales is a push strategy. Marketing is about creating a pool. 

Trying to make the customer want what the 

company produces. 

Marketing is about managing the 4P’s 

Product, price, place & promotion. 

 



1.3   Co-ordination of sales department with other departments. 

 
1) Finance. 

a. Billing of various sales accounts. 

b. Deciding budgets and targets. 

2) Marketing. 

a. New strategies based on target markets. 

3) IT. 

a. Having all systems technologically updated. 

4) Human Resource. 

a. Salaries. 

b. Other benefits. 

5) Purchase and Stores. 

a. Buying stationery and other requirements. 

6) Food Production. 

a. Providing daily meals. 

b. Menu selection for banquets in the hotels. 

c. Any promotional or special events at the restaurants. 

7) Food and Beverage Service. 

a. Promotions of the restaurants. 

b. Events. 

c. Conveying any new strategies in the Market. 

8) Front Office. 

a. Sale of rooms. 

b. To know the high and low period of the hotel and when promotion has to be done. 

c. Event flow of where there is group booking. 

9) House keeping. 

a. Uniforms. 

b. In case of back to back events. 

c. Types of service. 

d. Special request of guests (vvip). 


