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OBJECTIVEH i:

To ensure the quality of the Fam Trip hosted.
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To ensure the information about the Fam Trip is circulated to the Management.
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APPLICATIONE A T

It is the responsibility of the Deputy Directors of Sales to ensure that the Fam Trips are handled in a professional way
from the moment of the request / proposal until the end.
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Fam Trips are a key selling tool with the highest return on investment. The Sales Team needs to maximize the number
of fam trips at the launch period in order to generate a quick booking effect.
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Therefore a strong preparation and follow up must be organized and it is the responsibility of the Deputy Directors to
give the necessary support and control to his team.
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STATEMENT OF POLICYBUSEHIR:

1.

Hosted Fam Trips must make business sense and therefore be relevant to the Hotel business and be a source of future
revenue.
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Fam trips must be offered to potential client in the Leisure Segment who have more than 5 rooms allocated throughout
the year. A serious follow up should be handled by the Account Manager so that the Fam Trip happens within the first
six months of opening.
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The Deputy Director of Sales must explore all the opportunities of potential Fam Trips targeting the region, through

a. Setting realistic targets to the Sales Offices to bring Fam Trips with pre-defined Top Accounts in co-
ordination with Airlines
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b. Keeping updated with the DTCM Missions Department and influencing them enough to get from all
sources markets

i. Press Fam trips
el
ii. Tour Operator Fam Trips
JiRAT A
iii. ~MICE Agents Fam Trips
EBIRIFHLAL
iv. Corporate Companies Fam Trips
A
v. Corporate Travel Management Companies
e 95 R AT B ]
A Fam TripPlannermust be updated and monitored weekly by the DOSM to ensure that each fam trip will have the
resources (human and space) to be welcomed in a professionally manner. See Annexes
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5. BHI will only bare the cost of the accommodation in its premises and can give a support for the Tour co-ordination by
finding
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6. To ensure the accuracy of our offer the following answers must be found by calling the client prior to sending the offer:
NORIEAR T HREHENE, FE R AR 2/, NBCRZE T HIANL T E R
Dates H #4
a. Do we have the exact dates of arrival and departure, or the arrival date and the length of stay?
FE CAMARIIE M B TT H I, B i a) 234 1 1) K A5 B i [a)
i. Ifyes, are the dates flexible?
R 2, e H 3R A T Ag 5
1. Ifyes, what would be the alternative dates or days of arrivals
AN SRR, D i) AT A AR 4 3058 H
ii. If no, what is the day of the week for the arrival?
AR AV, )R] 2 R B ik
7. The request of the Client and the Proposal signed must be filed in the Box File called PENDING OFFERS in the
corresponding month of the arrival date.
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