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Project: A Tourist Fair  
To understand the importance of tourist fairs 

To review from a systemic and constructivist 

point of view previous units.  

1. DISCUSSION: Design your own enterprise. 

1. Talk to your partners and make up your work-team. 
Remember that the course has a communicative approach and that you are 
going to work with the same group throughout the term. Decide who is going to 
be the Chairman for the discussion. 

2. Decide the type of business you are going to create. 
Step 1: Idea: Each group has to create and design a tourism company of 

their own: Hotel, Travel Agency, Tour operator, Restaurant, Coach/Bus Service, 
Airport, Rent-a-car, Courier Services, Local Tourism Board, Fun Fair, Catering 
Services, Sports, Suppliers, etc. 

Step 2:  Discussion: You can choose the business according to your 
specialization, your interests or your career. Choose something you like or any 
type of business which is easy to get information about. Look at the handout:  
‘Discussions and opinions’ that will guide you through your conversation. 

Step 3:  Start thinking in the name of the company, the logo, the 
stationery, etc. Remember that you proposal has to be approved beforehand. 

2. ABC-GUIDE INFORMATION: 
 Your should give publicity to your new products and services. Maybe, the best 
idea is to publish an ad in a well-known ABC- guide. Read the following texts and 
underline useful expressions. 
 

IBERIA La Corbeille 

Iberia, the Spanish national carrier, flies to 
30 destinations to Spain from the UK. 
Together with partner airlines, and offers 
the most comprehensive service to the 
mainland & islands with flights from 
Heathrow, Gatwick & Manchester. Iberia’s 
frequent flyer programme  Iberia Plus 
enables members to redeem point for 
flights, car hire & hotel accommodation. 
For further information about Iberia 
Plus.Heathrow Airport, terminal 2Call free 
phone 0800 900 777 (UK only) 

154, rue Montmartre (Bourse) Tel: 
40 26 30 87Closed Sat, Sun & Aug 
Genial owner Mare Pruniéres & chef 
Frank Deshayes work in tandem to 
produce delicious dishes here. Ignore the 
red 192Os brothel decor of the first floor 
restaurant as you sip a wonderful Cahors 
wine which goes down well with the 
braised beef cheeks & veal feet with cèpes 
mushrooms. Excellent. foie-gras & 
unusual cabecou cheeses from Prunier's 
native Quercy. Don't miss the nutty 
desserts & soufflés. Menu  165/300f. À la 
carte 260-370f 
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3.  Write your own ABC ad: 
1. Write the contact information: name of the company, address, telephone, fax and 

e-mail. 
2. Highlight the most important facts and details about your company, details that 

are necessary in order to establish future business negotiations. 
3. Use emphatic and euphemistic words: state-of-the-art, premium, top quality, 

upmarket, high standards, excellent, comprehensive, leading, refurbished, etc. 
 
Name of the company 

Address: 
Telephone: 
Fax:                                                   E-mail: 

 

Information : 
 

 

4.  The Corporate Image: 
 All the companies should have a corporate image designed to give coherence 
and cohesion to all its written material. The corporate image is mainly featured in the 
stationery, in business cards, and of course in the logo that appears in anything related 
to the company. 

1. Create the logo of your company:  
2. Design the letterhead of your stationery. 
3. Draw and design the business cards for the members of your company. 

5. Management and Organization. 
 Organize a meeting with the board of managers and executives. The board has to 
plan the strategies of marketing of the company. The board has to discuss several issues 
such as: the company resources, products and services, possible providers and  
customers.   
 

1. Follow the agenda and carry out the meeting: Look at the discussion handout. 
 

AGENDA 
 

1) Think and list the resources of the company: staff, inversion, and facilities. 
2) Design the Organization chart: staff 
3) Nominate the managers of the company, appoint the rest of the posts. 
4) Decide which are going to be the products and services that the company is 

going to offer. 
5) Consider the necessities and think about the possible providers and your 

relation with other companies of the sector. 
6) Think about your possible customers and ways of approaching them. 
7) Comments and questions. 
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6. Before the meeting organize your ideas: 
a) Resources of the company: 
b) Staff: 
c) Nomination of Managers: candidates…. 
d) Products and services 
e) Customers: 

7. Now write your own report from the ideas taken form the 
meeting 

    REPORT 

LOGO  

I. Terms of reference 
At the request of the Managing Director, to carry out an analysis on the 
company management and organization strategies. 
 

II. Procedure 
A meeting was held with the executive board. 
 
 

III. Findings 
a. Resources: staff and resources. 
 
 
 
b. Products and services 

 
 

c. Providers 
 
 

d. Customers 
 
 

IV. Conclusions and recommendations 
 
 

 
Name:                                                                      Date: 

           Research Assistant: 
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8. Market Research 
Browse the Internet for information about companies similar to yours.  
 

9. TRADE FAIR:  
 Now that you have your company created and organized, you need to give publicity to your 
activities. One of the best ways of presenting your new company to the rest of the sector is to go to one of 
the annual Trade Fairs. You have to establish contacts with possible providers and customers. Therefore, 
do not miss the chance. Prepare a presentation and explain your activities, objectives, products, services, 
resources, facilities and, of course, your prices. Your presentation must contain the following points: 
 
 

 

PRESENTATION 

I. Greetings:  Look at the handout ‘Introducing yourself and your talk’   

II. Introduction: 
a.     General Information: Name of the company, type of 

company. 
b. Corporate Image: Logo, letterhead, photographs. 

III. Objectives and Goals:  
a.     Possible customers and providers. 
b. Economic perspectives. 

IV. Resources:  
a.    Facilities. 
b. Staff: Present Organization Chart. 

V. Products and Services: 
a.    Characteristics of the products: benefits for different types of 

customers, conditions, details, etc. 
b. Characteristics of the services. 

VI. Prices and Dates 

VII. Competitiveness 
a.    Finances. 
b. Comparison to other companies of the sector. 
c.    Offers. 
d. Benefits. 

VIII. Summary: Look  at the handout ‘Endings’ 
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10. PRESENTATION LETTER: 
 In order to follow-up on contacts made at trade fairs, shows or exhibitions, or to 
give publicity to your activity it is customary to write and send a letter/e-mail to your 
potential customers. Look at the example and write your own presentation letter. This 
letter has to be emailed to all your possible customers in the class. 

  

 

 
20,Oak street- 3Wt phg- Ludlow 

                                                                                                                            Your ref: Publ. M56 
                                                                                                                            My ref:   Inq.   M56 
 
                                                                                                                              20 February 2003              
 

Dear customer/ Dear Mr/Mrs 

 

Thank you for your presence in our stand at the FITUR fair. When you visited our stand,  you 

had the opportunity to examine the state-of-the-art facilities that our new Hotel Casino, 

Convention Centre and Indoor Waterslide Park has to offer. No more than ever, companies like 

yours need to break into new markets. Fortunately, thanks to the expertise of the Medicine Hat 

Lodge, reaching out to potential health tourists has never been easier. 

 

Our Hotel Casino is ideally situated on the outskirts of the city in a quiet and natural atmosphere. 

The hotel has 230 rooms, two international restaurants, three meeting rooms for up to 100 

people, a casino, a lobby bar, a gymnasium, a solarium, a beauty parlour and a  massage centre. 

We are specialised in the new trends of Health Tourism. Thus, your customers will be pleased to 

find the comfort of an ancient spa and  the most modern anti-stress and health techniques. 

 

We enclose leaflets explaining the unique facilities of our hotel, together with conditions and 

prices. Naturally, we will be pleased to supply any additional information you may require. 

 

Looking forward to hearing from you soon. 

 

Yours faithfully 

 
Leslie Mayer 

              Head of Sales Department 


