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[bookmark: _GoBack]In this essay I will be discussing why Marketing information systems are very important in any industry but even more so in the hospitality of the travel and tourism sector. I will use a wide range of different sources and examples in order to achieve my task.

The successfulness of gathering accurate marketing information can make the difference between a successful campaign and an unsuccessful one. For example the tour operator called Tui formerly known as Thomson have just started displaying window deals in each of their shop. Now the interesting thing about this marketing is the fact that each store would have different window deals. More affluent shops in London would have the likes of The Maldives islands and Barbados Islands while predominantly poorer areas such as small villages like Sutton in Ashfield for example will tend to have stereotypically more cheap holidays displayed such as Benidorm or Greece holiday destinations. This is purely because the Shop knows its target audience and knows what people are more likely to be able to afford.

This was done this way because Tui as a company has researched and gathered information on the main customer types that are visiting their shops in which region and found patterns of what customers are more likely to book in certain areas as opposed to certain areas. That is the reason why they rolled window deals out and had it managed on a shop to shop level as opposed to universal deals being posted the same in every shop. This is because having universal deals rolled out which are equal in every shop will mean that those deals will not appeal to a target audience in a small poor village in north Wales but will for a affluent location in London. 

The way you gather information is also very important and crucial to a successful campaign. Companies in the travel and tourism sector predominantly use surveys in order to gauge the customer satisfaction. Using Tui as an example again after an enquiry or a booking you will receive an email to gauge your satisfaction with the level of service you received. Said answers to the surveys get sent to the manager directly at which point is the manager's responsibility if the customer is unhappy to contact the customer and further develop on the issue/ issues and offer a resolution. At the end of each month all feedback gets sent to the head office and the manager receives the main complaint problems and the most positive feedback. This information is then used not only to solve the complaint drivers but also gather information on what the people want. So for example if the main complaint is about the high prices Tui will overall drop the prices for certain hotels or offer shop only discount codes to use in order to reduce the price of the holiday. Not only that further training might be provided to the staff. This Marketing system and their effective information gathering has allowed Tui to be in the number 1 Travel agency in the UK. It allowed Tui to Thrive while other companies such as Thomas Cook are going in insolvency.

Using Tui again as an example they have a clear message to the customers for their marketing strategy. “To be the best loved Travel agency in Britain” according to their posters on every shop window. Having a clear message is instrumental in having a successful marketing campaign. The message has to be simple straight to the point and catchy in order for it to take off. Tui's marketing message ticks all of those boxes and as opposes to the other marketing tools that Tui use such as the window deals which are on a shop level the marketing message displays will be found on every single shop in the country, no matter if you're in North Scotland or Dorset the message is the same. 


Another tool companies use as part of their marketing is to offer vouchers and discounts upon further purchases at the specific company. Tui for example will hand out free 100 pounds off your next holiday discounts on your flight back. Riu hotels have different reward clubs and memberships as part of their Riu gold scheme where depending on how many stays you do at their wide range of hotels you can earn free nights or free upgrades. All this does is encourages the customer to spend more money with that specific company and it increases customer retention and satisfaction. It's especially smart how Tui do it at the end of their holiday on their flight back. This is because coming back from a holiday is never nice never does feel good knowing you'll be back at work within a couple of days and Tui makes that process slightly better by just handing free 100 pounds discounts for their next holiday. This marketing is brilliant because while they are handing out free 100 pounds discounts the minimum spend is usually 1200 pounds which means they get a huge return on investment. Not only that the voucher you do get can't be used with any other vouchers or discounts. This marketing ploy has allowed Tui to be in the number one spot in the UK and northen Ireland as the most loved travel agency. 

Getting the public on your side and having a good brand image is very important and is one of the key aspects of Marketing information systems. Having a good public image can make or break a company. Thomas cook recently kicked a young lady off her flight due to the clothes she were wearing being deemed inappropriate. The media had a field day with the story and it really tarnished the already bad reputation of Thomas Cook. Many experts actually deem that while the company was already on its way down that scandal was actually the nail in the coffin and is part of the reason why Thomas Cook has gone in insolvency. Meanwhile Tui having recently rebranded themselves as Tui instead of Thomson have moved away from the standard 7 and 14 nights holidays to a much more flexible and hand made experiences. In their shops recently they started displaying POS (Point of Sale) which has messages such as “Book a 4 day break in Mexico”. This only helped increase the target audience and helped them compete with flexible booking sites and competitors such as Jet 2 and booking.com

The travel and tourism industry has fierce competition in every aspect. Wherever it is different brand of hotels competing with eachtother or for a major contract all the way up to different Travel agencies competing for the number one spot. Tui recently increased their hand luggage allowance from the standard 5 to 10 kg in order to better compete with other airlines such as jet 2. The way they rebranded that was genius as well as they used the feedback based off their customers in a campaign called “we listened”. Despite being fairly standard for airlines to offer 10kg hand luggage Tui made it seem like what they were doing was different and special to others which really only added to their already good image.

To conclude Marketing systems is very important in the travel and tourism sector. Not only do you need to accurately gather information in order to create the right campaign you also need to communicate said information and campaign in a manner which is clear and understood by the general public. In the points above I discussed already existing marketing campaigns off different companies and how they do their research and how they communicate their message. My information was gathered using online articles directly from the company website or other reputable news companies. Not only that I also have a son who works for Tui and has given me some great insight on how the company does their marketing and what their long term goal which is why he as been cited as a source. 
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