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                                                INTRODUCTION


Marketing Information System has been created to gather and store information for different companies, enterprises on a regular and systematic basis. It is a team of people, tools, software and computer systems whose aim is to produce and store data before any marketing research. Marketing Information system requires large amount of information that could be subtractive for managers in order to organize, plan, decide and supervise marketing activities in a productive successful manner. Marketing Information System is a ‘’ continuing and interacting structure of people, equipment and procedures to gather, sort, analyze, evaluate, and distribute pertinent, timely and accurate information for use by marketing decision makes to improve their marketing planning, implementation and control.’’(Kotler, 1988) 




 MIS must be carried very regularly and frequently otherwise different risks and threats can face the companies. Some of them are:

- Missed moments and occasions
- Lack of knowledge about your competitors and environment
- Marketing decisions wrongly assessed
- Difficulties with analysing data after long period of time
- Delays can occur if new research is necessary
- Actions could lack a sequence of connection

The most significant in creating MSI is consistency, absoluteness and regularity
Marketing Information System benefits:  

- Structured data collection
- Wide point of view
- Depository of relevant data
- Avoidance of difficulties and dangers
- Important decisions taken in a short period of time
- Data gathered and stored for long period of time
- Cost analysis and benefits 









                                     




INFORMATION SYSTEM FOR MARKETING
 

    There are 4 primary types of Marketing Information System
1.Internal Data- overly speaking all enterprises which have been on the market for some time have some amount of data. Information are classified in a different way (financial, human resources, accounting etc.). This is very relevant for employees to know and how the data they store in their outlets can help the managers of different departments. This report is very confident and cannot be shared and widespread.

2.Competitive Intelligence- is describing, collecting, investigating, and distributing intelligence about goods, customers, competitors, and any characteristics of the environment needed to support managers in decision making for an enterprise. 

3.Marketing research – proactive search of information to solve a marketing problem.
Systematic collecting and analysing issues related to marketing goods and services. The goal of marketing research is to recognise how elements of the marketing mix impacts customer performance. The word marketing research is usually switched with market research however, market research is a narrow concept as it is investigation concentrated on a particular market.

4.Marketing models- explaining information to give you direction in decision making action, they can be electronic or not. 
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MARKETING INFORMATION SYSTEMS FOR INFORMATIONS GATHERING
                       
                                    HILTON HOTELS & RESORTS

                                              [image: ]
  

Company founded by Conrad Hilton., more than 570 Hilton Hotels & Resorts properties across the globe


Hilton Hotel & Resorts gather information about their costumer every time they come into the contact with their guests, they also collect personal data like:
-name of the guests
-email and mobile phone
-date of stay, length of stay
-purpose of visit
-engaging in loyalty program (HHonors)
-payment options, payment cards, payment history
-nationality
-income
-guest preferences 
-communication preferences 


Hilton Honors Participation: 

Personal information that are stored include information that you provide when you enrol in the Hilton Honors Program or when you control your profile through application. During the registration process costumer must provide personal date like name, home address, e-mail address. Online management allow to online, provide information about your 
- preferred airline partners 
- loyalty program account numbers
- room type preferences, 
- language preferences, 
- your credit card account
- preferences for receiving news,
- offers and information from companies that are part of the Hilton Portfolio

Surveys
Hilton can ask for demographic data in costumer survey

On-property Collection:  
Personal information are gathered when the guest check in to the possession.
Hotel security cameras can record guest appearance in different public hotel departments. Key card enables to track guest location when guest is at the property. For the safety and security of staff hotel can record video and sound at the establishment. Also Hotel can gather personal information related to various services like health club, restaurant, concierge, child care services.

Event Profiles:
Order to plan the event meeting information are gathered, these are number of participants, date of event, guest room details, allergies, special requirements, preferences, organization data like budget,  

Social Media:
If customer wants to take a part in social media life hotel can collect accurate data from customer social media account. Some of those are check-in, location, images, snapshots, list of friend. Hotel gives the contest which allow the guest to share photos, such as visit in our property on social media.

Forward-to-a-Friend: 
During the stay at the property guest is able to send a postcard to friend or family, or share a message or photo with friend via Internet, post or mobile. Recipient information is required like name, address and the text message guest decide to include. By using this component customer states that is entitle to provide information for this specific purpose.

 Franchise and Ownership
When person in interested in ownership or franchise hotel collects data about individual in order to get rightness to turn into owner. Information from third party can be required like credit agency or public record database.

WMBE Suppliers: Women Minority Business Enterprise.  If person want to apply in Hilton Diversity Program, individual will be asked to arrange information about company and its leaders, along with  leader’s name, tax identification number, legal structure and documentation of enterprise certificate.

Hotel WiFi Service:
Personal information can be gathered by hotel and third parties while accessing WiFi services at the property. This can include room number, customer name, customer device information. The aim of this specific data collection are service improvement and technical support. 











           MARKETING INFORMATION SYSTEMS FOR COMMUNICATION

Under favour of customer Hilton Hotel shares information about products and services through telephone, social media, Facebook, twitter, SMS, email 

MARKETING COMMUNICATION MIX (PROMOTION MIX) 

1.Sales promotions
potential customers are persuaded to buy products through announcing determinants. Communication Mix is practised by Hilton Hotels & Resorts in an exhaustive aspects. Examples of Hilton sales promotions :
· HHonors- customer is able to get different discounts, free Internet, also through collecting points on the account free night are available, airlines or experiences.
· Discount vouchers- customer can purchase those online for example 
www.vouchercodes.co.uk 

2. Advertising
Advertising can reach big masses of costumers and it is very expressive. It allows the brand to use visuals, colours, prints and sounds. In order to get recognition Hilton engage in advertising to reach out the customers. Hilton advertise in popular magazines like Forbes, Financial Times and the Economist. Currently Hilton has launched new and innovative platform commercial “Stop clicking around”. The aim of this campaign is to make the costumer to Book Direct. 
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“Stop clicking around”    “Stay Hilton. Go chill.” 

3. Personal selling
To build relationship with customers Hilton uses personal selling which is a 
demonstration of goods and facilities face to face. Direct communication is very important to reach costumers. It is a personal interaction between two or more people. Sales professionals communicate with guests via emails, phone applications and social media in order to deliver personalized experience. Personal selling allows the sales representative to get familiar with client preferences, opinions, believes and activities. Productive sales person also keeps in touch with clients in order to solve their problems. 
 


4.Sales promotions- 
sales promotions are equivalent to advertising and are used to motivate individuals to experiment new product and purchase it. The aim of sales promotion is increase value of the product or service or to buy the product customer normally would not buy. For example, Hilton offers different discounts, when the customer choose to stay in the property over the long weekend 50% discount is applied. Sales promotions are normally short lived and include deals, premium, coupons, discounts, vouchers or buy one get one free. 

5.Public relations-
PR look after external relationship between organization and stakeholder. The aim of PR is to create a good company appearance within a marketplace, to enhance the position of brand in the eyes of public and also change the negative attitude into the positive one. PR techniques include press conference, events, press releases and media relations.

           6.Direct marketing 
           Some of the forms of direct marketing are mails, catalogues, online      
           marketing and telephone marketing. The message is sent to a specific   
individuals what makes it less public. Message can also pe prepared in a very short time in bespoke and personalised way.  




























CONCLUSION

Through research I have summed up what Marketing Information System is and how important tool in hospitality industry this can be. I have discovered that it can supply lots of benefits to different organizations in order to help marketers cooperate with clients. The availability of customer information, assessments and feedbacks can help the company to discover various costumer needs. It can also help the company to meet direct marketing or take sales actions.
MIS is a very important resource in this modernized aggressive world. It is easier to predict consumers actions and attitudes by the assessments of sales. Marketing Information System can be very supportive in hospitality industry and hotel industry can turn into very efficient. Hotel managers can need help in administration and executing the information in order to get new customers and improve their marketing decisions. When the data has been processed and analysed it should be accessible 
to the people who are responsible for taking decisions at the right time. 
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