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SUBJECT DIGITAL SALES AND TRADE

	1. Competences
	Direct the operation of hospitality establishments, based on quality certification standards, procedures and rules applicable under a sustainable approach to contribute to the competitiveness of the tourism sector

	2. Quarter
	Fourth

	3. Theoretical hours
	34

	4. Practice hours
	41

	5. Total hours
	75

	6. Total hours per week Quarter
	5

	7. Learning objective
	The student will coordinate the sales department in hospitality, through the development of procedures, strategies and sales techniques, formulation of positions and calculation of sales forecasts to contribute to the fulfillment of financial goals.


	Learning Units
	Hours

	
	Theoretical
	Practical
	Total

	I. Introduction to the sales department
	10
	5
	15

	II. Hospitality sales process
	12
	23
	35

	III. Techniques, strategies and sales forecasts
	12
	13
	25

	 total
	34
	41
	75


DIGITAL SALES AND TRADE

LEARNING UNITS

	1. Learning unit
	I. Introduction to the sales department

	2. Theoretical hours
	10

	3. Practice hours
	 5

	4. Total hours
	15

	5. Objective learning unit
	The student will formulate job descriptions of the sales department for the integration of the team.


	Topics
	Knowing
	Doing
	Being

	Overview of the sales department
	Explain the concept of selling and its importance in the hotel industry.

Identify the terminology of the sales department:

- Market segment

- Prospect

- Client

- Offer

- Demand

- Objection

- Convention

- Contract

- Loyalty

- Packages

- Close

- Presentation

- Commerce

- Customer Portfolio

- Technical and sales strategy


	
	Analytical

Objective

Organized

Responsable

	Types of sales
	Explain the characteristics of the types of sale:

- Personal

- Telephone

- On line

- By mail

- Wholesalers

- Retailers


	Determining applicable sales rates in hotels.
	Analytical

Objective

Organized

Responsable

	Organizational structure of the sales department
	Identify types of organizational structure of the sales department in hospitality:

- By zone

- By Product

- By customers

Identify the types of organizational structure of the hotel sales department:
- Corporate Sales Manager

- Sales Manager

- Sales Supervisor

- Public Relation
- Auxiliary Sales

- Sales and Marketing: groups, banquets, travel agencies, weddings, call center

Identify the interdepartmental relationship sales area in the hotel industry.


	Determine types of applicable sales in hotel trade.
	Analytical

Objective

Organized

Responsable


VENTAS Y COMERCIO DIGITAL

PROCESO DE EVALUACIÓN
	Resultado de aprendizaje
	Secuencia de aprendizaje
	Instrumentos y tipos de reactivos

	A partir de una visita a un establecimiento de hospedaje, elabora un reporte del departamento de ventas que contenga:

- Portada

- Generalidades: Tipo de hotel, ubicación, categoría

- Tipos de venta identificados y sus características

- Organigrama  

- Tipo de estructura organizacional

- Descripciones de puestos

- Conclusiones
	1. Comprender el concepto de venta y terminología del departamento de ventas

2. Distinguir los tipos de ventas y sus características

3. Identificar los tipos de estructura organizacional en el departamento de ventas en la hotelería

4. Comprender la descripción de puestos del departamento de ventas en hotelería
	Reporte

Rúbrica


VENTAS Y COMERCIO DIGITAL

PROCESO ENSEÑANZA APRENDIZAJE

	Métodos y técnicas de enseñanza
	Medios y materiales didácticos

	Conferencia

Realización de trabajos de investigación

Discusión en grup
	Equipo cómputo

Equipo de proyección

Internet

Impresos: revistas especializadas

Videos


TRAINING AREA
	Classroom
	Lab / Workshop
	Business

	X
	
	


DIGITAL SALES AND TRADE

LEARNING UNITS

	1. Unit 
 learning


	II. Hospitality sales process

	2. Hours theoretical
	12

	3. Practice hours
	23

	4. Total hours
	35

	5. Objective unit of 
 learning
	The student will plan the sales process for marketing hotel products.


	Topics
	Knowing
	Doing
	Being

	Prospecting
	Identify the stages of the sales process applicable in hotel:

- Prospecting

- Presentation of sales (products and services)

- Closing the Sale

- After Sales

Describe the process of prospecting Sales

- Identification of the target customer

- Previous information

- Primary contact

- Meeting with the client

Explain prospecting techniques:

- Spiral

- In the sector

- Reference

- Database

- Internal sweep


	Prospect customers products and hotel services.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity

	Sales Presentation
	Describe the types of sales presentation and its features:

- Information

- Persuasive

- Reminder

Explain presentation techniques sales support:

- Samples and tastings

- Show room

- Illustrations

- Audiovisual


	Sales presentations of products and services in hospitality establishments.
	Analytical

objective

Organized

Responsible

Persuasive

assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity

	Closing sales
	Describe the process of closing sales in hotels:

- Negotiation of objections

- Close (Timing)

- Staffing service

Explain the techniques of handling objections in sales:

- Dealing direct and indirect

- Questions

- Benefit upper

- Demonstration

- Trial Offer

- Testimony

Explain sales closing techniques:

- Point lower close

- Summary of Benefits

- Supposition

- Grant special

- Negotiating the only problem

- Limited selection

- Close Direct


	Make closing sales hospitality  establishments.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity

	Post-sales
	Describe the methods of after-sales service in hospitality:

- Adding value for sales tips

- Loyalty or customer follow up.
Assessment tools to recognize the customer´s satisfaction.
	Assess customer satisfaction in Hospitality establishments.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity




DIGITAL SALES AND TRADE
EVALUATION PROCESS
	Learning result
	Learning sequence
	Instruments and types of reagents

	From planning an exhibition of hotel services, prepares a project containing the sales process: 
- Cover page

- Objective 

- Description of the service: definition, characteristics

- Prospecting 
 * Presentation of sales (products and services), justifying the proposed techniques
 * Closing the sale, justifying the proposed closing techniques Sales
 * Post-sales : justification of the proposed method and instrument for measuring customer satisfaction to use

- Conclusions
	1. Identify the stages of the sales process

2. Understand phases of each stage of the sales process

3. Identify techniques the sales process
	Draft

Rubric


DIGITAL SALES AND TRADE
TEACHING LEARNING PROCESS
	Teaching methods and techniques
	Media and didactic materials

	Project-based learning

Collaborative teams

Conducting research
	Computer equipment

Projection equipment

Internet

Printed: specialized magazines

Videos


TRAINING AREA
	Classroom
	Lab / Workshop
	Business

	X
	
	


DIGITAL SALES AND TRADE

LEARNING UNITS

	1. Unit 
 learning
	III. Techniques, strategies and sales forecasts

	2 Hours theoretical
	12

	3 Hours practice
	13

	4 Hours total
	25

	5. Objective learning unit
	Students will determine techniques, strategies and sales forecasts to generate higher revenues at the hotel.


	Topic
	Knowing
	Doing
	Being

	Sales techniques
	Explain sales techniques applicable in hotel:

- AIDDA

- PRAINCODERECI

- SPIN
	Select sales techniques according to the type of customers.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity



	Sales strategies
	Describe the types of sales strategies and formulation process:

- Blitz

- Fam trip

- Site inspection

- Public relations

- Sales Kit

Explaining trends in hotel sales strategies. 


	Formulate sales strategies applied to hotels.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity



	Digital commerce
	Identify strategic digital marketing tools:

- Mailing

- Management and social networking advertising

- Search Engine Optimization

- Banners on portals

- Advertising on mobile devices

- Content generation

Identify the importance and functioning of social networks in the sale of hotel services.


	Propose digital marketing tools and social networks in the sale of hotel services.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

	Sales forecasts
	Recognize the concept of Sales forescasting
Explain the types of sales forecasts and its use:

- By market segment.
- By geographic region.
- By distribution channel.
- By type of unit or inventory.
- By product.
Explain the process of calculation and interpretation of sales forecasts.

Identify the use and operation of specialized software sales.


	Determine sales forecasts.
	Analytical

Objective

Organized

Responsible

Persuasive

Assertive

Creative

Tenacious

Honest

Capacity to work under pressure

Decision-making capacity


DIGITAL SALES AND TRADE
EVALUATION PROCESS
	Learning result
	Learning Path
	Instruments and types of reagents

	From the realization of an exhibition of hotel services, sales preparing a project containing:

- Cover page

- Objective 

- Description of the service: definition, characteristics

- Sales techniques developed and justification

- Sales strategies developed and justification

- Proposed strategies for digital commerce sales 

- Determination of forecasts

- Photographic evidence of performing Expo

- Conclusions and recommendations.
	1. Identify sales techniques applicable in hotels.
2. Identify the types of sales strategies, formulation and process digital commerce tools. 

3. Distinguish types of sales forecasting, use and calculation process.
4. Identify the use and operation of specialized software sales.
	Draft

Rubric


DIGITAL SALES AND TRADE
TEACHING LEARNING PROCESS
	Teaching methods and techniques
	Media and didactic materials

	Project-based learning

Collaborative teams

Conducting research
	Computer equipment

Projection equipment

Internet

Printed: specialized magazines

Videos


TRAINING AREA
	Classroom
	Lab / Workshop
	Business

	X
	
	


VENTAS Y COMERCIO DIGITAL

CAPACIDADES DERIVADAS DE LAS COMPETENCIAS PROFESIONALES A LAS QUE CONTRIBUYE LA ASIGNATURA

	Capacidad
	Criterios de Desempeño

	Elaborar diagnósticos de venta de los servicios de hospedaje, eventos y centros de consumo considerando técnicas,  análisis de los históricos  y pronósticos de venta para la definición de estrategias.
	Formula un diagnóstico de ventas que incluya:

- Técnicas de análisis: factores internos y externos

- Análisis de históricos de venta

-Análisis de pronósticos de venta

- Interpretación de resultados

- Conclusiones



	Formular estrategias de mercadotecnia y ventas en servicios de hospedaje, alimentos y bebidas, spa, campos de golf, banquetes, grupos y convenciones considerando los resultados del diagnóstico y datos del estudio de mercado para diversificar y posicionar los servicios turísticos.


	Integra un informe que contenga:

- Diagnóstico de venta

- Perfil del turista

- Segmento de mercado

-Propuesta de estrategias de mercadotecnia así como de venta y su justificación

-Resultados esperados

-Presupuesto

-Cronograma

-Conclusiones




VENTAS Y COMERCIO DIGITAL
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