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 MARKETING SUBJECT

	1. Competences
	Manage wellness centers considering the available resources, established therapeutic procedures and applicable regulations, to contribute to their profitability and user satisfaction.

	2. Quarter
	Fifth

	3. Theoretical Hours
	40

	4. Practical hours 
	20

	5. Total hours
	60

	6. Total Hours per Week Semester
	4

	7. Learning objective
	 The student will implement marketing and loyalty actions according to the characteristics of the services and products, the sales process and techniques, and the characteristics of the client, to contribute to the profitability and positioning of the health and wellness center.


	Learning units
	Hours

	
	Theoretical
	Practices
	Totals

	I.  Marketing process of products and services
	20
	20
	40

	II.  Follow-up to the client.
	10
	10
	20

	Totals
	30
	30
	60

	
	
	
	


LEARNING UNITS 

	1. Learning unit
	I. Marketing process of products and services

	2. Theoretical Hours
	20

	3. Practical hours
	20

	4. Total hours
	40

	5. Objective of the Learning Unit
	The student will determine the process of selling products and services in health and wellness centers for the fulfillment of the organization's goals.


	Topics
	Knowing
	Doing
	Being

	Introduction to marketing.
	Describe the concepts of:

- marketing

- commercialization

- commercial communication.

- market

- products and services

- Sale promotion

- benchmarking


	
	Systematic

Proactive

Analytical

Organized

Honest

Responsible



	Sales
	Describe the definition of sales promotion and its importance in health and wellness centers.

Identify the characteristics of an efficient seller

Identify the types of sales in health and wellness centers.

-Direct sale

-Sell by phone.

-Online sale

-Identify the phases of the sale:

-Pre-sale

-Sale

-Post Sale.


	Propose type of sale according to the products and services of the health and wellness center
	Systematic

Proactive

Analytical

Organized

Honest

Responsible




COMMERCIALIZATION

EVALUATION PROCESS
	Learning result
	Learning sequence
	Instruments and types of reagents

	From a case study of a health and wellness center, it will deliver a report that contains: 

-Type of sale considering products and services.

-Process of selling products and services

-Sale technique to implement.

-Sales promotion activities

- Justification
	1. Understand marketing related concepts

2. Identify the definition of sales promotion, its importance in health and wellness centers.

3. Analyze the characteristics of an efficient seller and the phases of the sale

4. Identify the sales process and sales techniques AIDA

5. Identify sales promotion activities and opportunities
	Checklist

Practical case


COMMERCIALIZATION

TEACHING LEARNING PROCESS
	Teaching methods and techniques
	Teaching media and materials

	Research tasks

Practical exercises

Simulation
	Whiteboard
Audiovisuals 

Internet

Projector

Computer. 


TRAINING SPACE

	Classroom
	Laboratory / Workshop
	Company

	X
	
	


COMMERCIALIZATION

LEARNING UNITS 

	1. Learning unit
	ll. Follow-up to the client.

	2. Theoretical Hours
	10

	3. Practical hours
	10

	4. Total hours
	20

	5. Objective of the Learning Unit
	The student will propose customer loyalty actions to contribute to the marketing and positioning of the health and wellness center.


	Topics
	Knowing
	Doing
	Being

	Services post-sale
	Describe the types and characteristics of the after-sales service.
	Propose after-sales service strategies
	Systematic

Proactive

Analytical

Organized

Honest

Responsible

Creative 

Dynamic
Capacity

analysis and synthesis

Decision making



	Customer loyalty.
	Identify the concept and importance of a customer loyalty program.

Describe the structure and objective of the customer loyalty program:

- Description of the health and wellness center

- Program description.

- Loyal customer characteristics

- Loyal customer communication structure.

- Description of prizes and benefits for the loyal customer.


	Propose customer loyalty actions in health and wellness centers
	Systematic

Proactive

Analytical

Organized

Honest

Responsible


 COMMERCIALIZATION

EVALUATION PROCESS
	Learning result
	Learning sequence
	Instruments and types of reagents

	Based on a practical case, from a health and wellness center, you will prepare a customer loyalty proposal that contains:

-Description of the health and wellness center.

- After-sale actions

- Customer Loyalty Actions

- Loyal customer characteristics.

- Loyal customer communication strategies

- Proposal of prizes and benefits for the loyal client.

- Justification
	1. Understand the types and characteristics of after-sales service

2. Understand the structure and objective of the customer loyalty program
	Checklist

Draft


COMMERCIALIZATION

TEACHING LEARNING PROCESS
	Teaching methods and techniques
	Teaching media and materials

	Research tasks

Collaborative teams

Case analysis
	Whiteboard
Audiovisuals
Internet

Projector
Computer


TRAINING SPACE

	Classroom
	Laboratory / Workshop
	Company

	X
	
	


COMMERCIALIZATION

SKILLS  DERIVED FROM THE PROFESSIONAL COMPETENCES TO WHICH THE SUBJECT CONTRIBUTES
	Skills
	Performance criteria

	Prepare a proposal for the sale of services and products through sales and promotional techniques, to contribute to the profitability of the wellness center.
	Make a proposal for commercialization and loyalty of SPA services and products that includes:

- Strategies to promote products and services, reflecting customer loyalty
- Sales strategies, which promote the increase in sales of products and services.
 

	Evaluate the fulfillment of the goals and objectives of the wellness center through the analysis of performance indicators and quality standards, to propose corrective, preventive and improvement actions.
	Prepare a report on the results of the operation of the wellness center, which includes:

- Assessment instruments and indicators

- Analysis and interpretation of the supervision report

- Degree of fulfillment of objectives and goals

- Degree of user satisfaction

- Degree of compliance with standards

- Analysis and evaluation of findings

- Proposal for corrective and improvement actions




COMMERCIALIZATION
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