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Descriptiond#iid:

OBJECTIVEH i:

e To ensure that the blitz is fully thought of and prepared to generate the most from this exhausting action.
B DRI AA T FEIF A RL TR 25, DAMGR —FB 2 0 i A 85 07 AP 3RS B K I 2 Ak

e To generate a large volume of spontaneous bookings through the distribution of flyers.
R R EAL X T, AR E BTN

APPLICATIONSE I T
e The DDOS or Sales Manager in charge of the department is responsible for the preparation and optimisation of the
Blitz

B B B B A B PR R T A ST AR RO A DG % AR R A AR Rk
e  Each sales person is responsible for reaching the quotas set by the management for the blitz
B B N G AR N 56 B O B E A
STATEMENT OF POLICYB SR
Definitionsg X :
A Blitz is a military term to picture a territory coverage or ‘attack' in a minimum period of time to pre-qualify the companies

with potential for the Hotel in a minimum period of time and start the awareness campaign through an attractive concept that
can be reminded by the persons met during the Sales Blitz.

P FE A TR AR 9 Y A ZE S T . 7R X BRI E L R A & 0 30, s ARl B, FE
H L FRJ IS T8) PA) S ST 91 ) TR 25 )

A blitz can also be organised by Industry Type (Pharmaceutical, IT ... if they can be located on a specific areas)

B TN LR R T DU T HABAT L (A2, B AT R AE, I R ARATAL TR X 40

The blitz members are requested to enter in companies without any appointment, distribute the flyers created for the
occasion and to quickly identify the potential and interest of the companies in the area, while creating the awareness about
the property.

N PSR A AT UL N NS AR 73 RAR R, A TR S A — DA AR R PR
FEZ

Who participates?#:2 1
= The larger the number, the better
Z 5 \ i % it

= The whole sales team (Management included) but one person must stay in the office for the calls
BAHERIN (BIEEREE) , HRWAH A TR A SR IE
= 2 persons from Related departments(Recreation, F&B, reservations, Banquet) can be requested for help and to give
them an exposure of the sales activities
AT AEESROR B H A T TR P72 IR B (AR at, s, BiTa, =
Objectives to set #37 H 3
= Definition of the concept and time spent in each company + if cars should also be blitzed ...
W E S, IR SR AEREA A AN ] AR 5 ATBUAE B4R 4
= Definition of the Area to blitz + map to create
AR X e, 2 3 ]
= Set the targets of the blitz
{AEEER N
= Set the best dates to reach the companies and have the maximum number of persons on blitz.
TS — MR & B AL A RS B, IR AT R A% B A0S~ mI R — DA
= Define the People — see above
THALAE BRI -2 8 E—%
= Define the timings (departure / return)
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W 5 T 1) 2 P-4 ' st 1)
Create a dynamic concept to define to create a buzz in the area about the blitz to be thought and co-ordinated with
Marketing
AR 17 I 1 L SL B A
Define and agree on the offer content with DOSM and Revenue Manager.
= The Rate (fix or comm.) 55
= The communication on the rate: Fixed or comm. / Discount / Upgrade / Value added / Free feature / Book and win
Bt [ E M HT A
= Period of validity of the offer
WATH RO
=  Conditions applicable
i %A
Prepare a flyer with Marketing and define the quantities according to the area to blitz and the period of validity of the
flyer. (2-1 month prior the blitz)
Sa T OLHE & EAL B, AR DI 2 B R S B R RO (FERRERTLE 24 e
D

To do with the team on blitz M {ZE R

Pre-meeting to organise to deliver a clear goal for the Sales team of what has to be achieved per day per person during
the blitz

HATHAERT W IR BN N AR R — R NAZ 5E U H 3

A daily debrief with results collection + answers to Q&As + performance analysis + targets review

HESECIRE . MAESLUNAS: FRIE, %, R A H xR

A strong follow up action plan: Mailing / Telemarketing / Sales Calls

AR ERERAT B THRI . HISPE TR 5 PR

Sales Kit to provide to the Team on blitz XA TR LM ESTFE

Provide each blitz An Area Business Map with the location of the various companies

PROLDC IR L P, b P A B m A
Zone repartition per person / team
BRI N1 BN H X 42kl 73

A Bavaria Bag

A AR 48T
Sufficient number of promotional flyers
R E AL

Business cards for all participants

KL H 2 54T RN R ENHI 44 )7
Others (according to the concept)
FEsCHr ORYE A& B & E )

Set the actions for follow up. ¥ 3.FEREZAT 5N

Individual Blitz Report with listing of the potential accounts
- 3 days after the blitz
AN NEE N AR TS, BB
AR =R A58,
Enter the potential accounts in a Mailing list
- 1 week after the blitz
WAL P AN BBAFIEG 2R H 5%
LG — A A 5E K
Mailing to organise
- 2 weeks after the blitz
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RALMEIE 45 H
FARE 5 9 A A 58
=  Enter the potential accounts in the prospect list to be handled by the sales person in charge of the territory
- 1 week after the blitz
FBIEZ PR NBER P48, e S N R 75T ERER
ARG — N 58 %
= Monitor the results of the blitz 3 months after with the sales person in charge of the territory.
- 3 months after the blitz

FEHEN SR = AR, BEEAEECR
PREFRE=1H
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