
 

 

 
 
 

Core Qualifications 
Training Field Description 
Marketing 

Modules: 
 Marketing Basics 
 Low Budget Marketing Instruments 
 Online Marketing 
 Development of new Services 
 Marketing Actionplan 

 
 
1.Targets 

 
 

The participants should 
 

 Be able to handle marketing definitions 
 Be able to develop marketing ideas for specific tourist branches 
 Be able to find out different needs of different target groups - i.e. sportsmen, seniors, businessmen 
 Be able to estimate consumer behaviour concerning individuals and companies. 
 Be able to use creativity techniques 

 
 Be able to develop concepts and solutions that can be easily implemented in specific cases. 
 Be able to formulate and edit advertisement slogans 
 Be able to formulate press releases 
 Be able to sketch classifieds 
 Be able to develop simple marketing research instruments 

 
 Be able to plan online performances 
 Be able to write text for websites 

 
 Be able to define general and tourist trends 
 Be able to create new ideas for marketing and new tourist services 

 
 Be able to explain the content and procedure of a marketing plan 
 Be able to proceed weakness/strengths analysis 
 Be able to proceed ABC – analysis 
 Be able to convert threats into marketing chances 
 Be able to develop a marketing action-plan for a tourist enterprise or a specific region 

 
 
2. Definition of the training field 
 
 
Definition: “Marketing is an activity targeted at special needs and wishes that ought to be satisfied through 
exchange processes.” 
 
The central task is communication through different media. Depending on the target group (KMU) diverse 
instruments have to be used and worked out, so that they also can be realised with smaller financial 
resources. 
 
It is impossible to NOT do marketing. Each tourist enterprise must arrange its supply and also communicate 
it. 
 
Marketing as a philosophy – view all from the customers’ point of view. 
 
Marketing means steady innovations. You may understand by innovations in general new combinations, 

1 More information: http://www.eu-eqt.de 



 

different methods for different parts of enterprises, from service to marketing. 
 
 
 
3. Scenarios 
 

 Develop a concept for an event together with other cooperation partners 
 Write a sales letter to an emotional – or fact-oriented customer 
 Online marketing research – finding the price optimum 

 
 
4. Didactic-methodological details 
 
 Inputs – for a first view, to go more deeply into the issue short theoretical inputs, such as numbers, data 

and facts are given. 
 The participants are consistently tied up in fact finding and working out new results. Preferably all 

examples are case studies concerning tourist enterprises. 
 Partner- and group work, creativity exercises, field research should create a certain atmosphere in which 

all results can be transferred easily into practice. 
 Case studies concerning health/wellness, culture, sports are implemented. 
 Solutions will be found within the group, in such a way that the participants can decide about a specific 

enterprise themselves 
 Checklists are prepared; these can be used later on in practice and also for further problem solving in 

class. 
 
 

5. Content (105 hrs) 
 
Module 1  marketing basics (30 hrs) 
Module 2  low budget marketing instruments (30 hrs) 
Module 3  online marketing (15 hrs) 
Module 4  new services (15 hrs) 
Module 5  marketing action plan (15 hrs) 

 
 

6. Interfaces to other training fields 
 
CRM which is very close to our training field, as well as intercultural competences are very important for 
dealing with our guests and customers. 
 

2 More information: http://www.eu-eqt.de 


