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One of the most important tasks of marketing is creating demand and sales promotion 

in order to increase sales, improve the efficiency and profitability of the market. 

Modern marketing tools more than developing a good product, setting it attractive 

prices and brings it to the target market of consumers. Marketing tools of promotion 

tourism products are advertising, personal selling, sales promotion and public 

relations. Advertising allows the seller to repeat the message over and over again. 

Personal sales relations, arising in the process, can develop into a deep personal 

friendship. Personal selling is the most expensive tools of promotion, such as a 

commercial request costs for industrial company. Sales promotion includes a set of 

tools such as coupons, contests, awards, etc. Sales promotion can be used to enhance 

the supply of goods and improve the declining sales. Public relations - 

communication with the general public – have several advantages. Public relations 

can achieve multiple purposes that is beyond the power of the sales staff and 

advertising specialists. Thus, all considered instruments of marketing must be used 

in a complex for advancement of tourist products and enterprises. 
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INTRODUCTION 

Formation of a market economy has caused a keen interest in forms and methods of 

production – business, used in the practice of global economic processes. A special place among 

them is marketing, which not only provides effective needs of the market, but also the success 

of the enterprise in the competition. Originating in manufacturing, marketing for quite a long 

time hasn’t had an appropriate use in the field of tourism. However, the increase in competition, 

commercialization of tourist activity has led to need for a speedy implementation of the basic 

elements of marketing practices of tourism enterprises. All substantive provisions of modern 

marketing can be fully applied in tourism. At the same time, tourism has its own specifics 

related to the nature of the services provided, the form of sale, the nature of work, etc. Philip 

Kotler, John T. Bowen, James S. Makens (1998) considered features in the hotel and restaurant 

business, tourist services. Much attention is paid to the quality of service, pricing and specifics 

of working household services on advertising, direct marketing, public relations and other 

means of formation and stimulates demand in the hospitality and tourism industries. Papiryan 

G.A. (2001) revealed important aspects of international tourism, such as market research of 

tourist services through marketing, organizational process and ensuring competitiveness, the 
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study of tourism models of the leading countries and regions of the world, as well as tourist 

centres and business travel. Durovich A.P. and Kopanev A.S. (1998) revealed the essence of 

the principles of marketing, its functions and technology of marketing activity in tourism and 

others. 

METHODOLOGY OF RESEARCH  

Goals article: Consider existing marketing tools of promotion of tourism products and 

identify its advantages and disadvantages. Tourism product is any service that satisfies certain 

requirements of tourists and payable by them. These are hotels, transportation, sightseeing, 

translation, household, community, brokerage and other services. The main tourist product is a 

comprehensive service, i.e. a standard set of services sold to tourists in one "package". One of 

the most important tasks of marketing is creating demand and sales promotion in order to 

increase sales, improve the efficiency and profitability of the market.  

RESULTS 

Modern marketing tools more than developing a good product, setting it attractive prices 

and brings it to the target market of consumers. Companies should also have a continuous 

communication link with existing and potential customers. Therefore, each company starts to 

play the source role of communication and generator of various tools of moving goods. Each 

tool of promotion – advertising, personal selling, sales promotion and public relations – has its 

own unique characteristics and costs. Advertisement. Number of forms of advertising use and 

directions of its use is huge, so it is difficult to summarize all of its unique qualities as an integral 

part of the complex promotion. Nevertheless it should be noted some of its qualities. The nature 

of public advertising suggests that the advertised product complies with standards and laws. 

Since a lot of people see the goods advertisement, buyers know that the purchase of the goods 

will be understood and accepted by the public. Advertising also allows the seller to repeat the 

message over and over again. Large-scale advertising of the seller’s goods creates a positive 

opinion of him, gives him popularity and success. Advertising can be used to create a long-term 

image of the product (advertisements Four Seasons hotels or restaurants McDonalds), and to 

encourage a quick sale (for example, Embassy Suites in Phoenix advertises its services sales 

promotion within four weeks of July). Advertising can include mass of geographically 

dispersed customers at relatively low cost. However, advertising has its drawbacks. Although 

advertising fairly quickly reaches many people, it is not personal and may not be such a 
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convincing, as a representative of the companies on sales. Advertising is one-way 

communication with the audience, and the audience does not feel what it must pay attention or 

how to react. In addition, advertising can be very expensive. Only some companies and types 

of advertising in the newspaper or on the radio carried out at low cost. Topical issue for hotels 

is a creation of immediate awareness among the audience about his trademark. Thus, the 

analysis of opinions of frequent travellers indicated that hotel chains had the advantage, whose 

names and brand names are well advertised in the information materials of travellers. 

Reselection of the hotel is also influenced by fact of a previous stay at this hotel regardless of 

the advertising. Personal selling. The most effective tool at certain stages of the purchase 

implementation, especially in the creation of buyer preferences his belief in the need to 

purchase. Unlike advertising personal selling has several unique qualities. They include a 

private, personal interaction between two or more people, allowing each to meet the needs of 

others and quickly resolve disputable issues. Due to personal sales relations, arising in the 

process, can develop into a deep personal friendship. An efficient seller takes the client's 

interests to heart, relying on long-term relationship with him. Finally, in the process of personal 

selling buyer usually feels a great need to listen and respond, even if the response is only the 

words “no” or “ thank you”. Of course, these unique qualities of personal sales increase their 

costs. Commerce requires more company's long-term efforts than advertising, which can be 

started and stopped at any time. Personal selling is the most expensive tools of promotion, such 

as a commercial request costs for industrial company about $ 225. US firms spend on personal 

selling three times more than on advertising. Sales promotion. Sales promotion includes a set 

of tools such as coupons, contests, awards, etc., have unique qualities. They attract the attention 

of consumers and provide information that may encourage them to buy the goods. They offer 

strong incentives to buy, creating additional value for the consumer goods. Sales promotion 

encourages and rewards quick response. Advertisement says: "Buy our product", and sales 

promotion says: "Buy it now". Companies use the tools of sales promotion to create a more 

efficient and rapid response. Sales promotion can be used to enhance the supply of goods and 

improve the declining sales. However, the stimulation result is usually short-lived and 

ineffective if they meet the long-term preference for a certain brand. Public relations (PR) are 

communication with the general public. It has several advantages. One of them – it’s easy to 

believe in their information. Public relations – communication with the general public – have 

several advantages. One of them – in their information easy to believe. In this case, news, 

features, description of activities seem more real and believable to the reader than conventional 
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advertising. PR can achieve multiple purposes that is beyond the power of the sales staff and 

advertising specialists. Message in the system of public relations is presented as objective news 

to the buyer, and not as the information aimed at enhancing sales. At the same time, like 

advertising public relations can enhance interest to the company or its products. A relatively 

new addition to the components of marketing tools in promoting goods (promotional mix) is to 

inform. It is a hybrid of advertising and public relations. Companies offer interesting stories on 

the video for display on TV during periods of easy viewing, for example, in the early morning. 

Information, combined with the "soft" advertising of a brand or product, holds the attention of 

viewers. Entrepreneurs in the hotel or restaurant business are usually neglected tools of public 

relations or use them lightly. However, well-thought-out organization of public relations used 

in combination with other elements of the promotion system, can be very effective and 

economical. Specific tools and techniques associated with each individual element of the 

complex communications. However, they all have the same goal - to promote the successful 

solution of strategic and tactical problems of implementing the concept of marketing. With the 

right combination and use of all four constituent elements of the complex is provided 

promotion. Communication processes should not be left to chance.  

CONCLUSIONS 

To be effective, companies often hire advertising agencies to develop effective 

advertising, sales promotion specialists, training programs proactive promotion and, finally, 

firms engaged in public relations for the development of the corporate image. Sales specialists 

are trained to be friendly, attentive, helpful and compelling. For any company, the question is 

not only what kind of communication policy conduct, but also how much money to spend, and 

how to do it. Thus, all considered instruments of marketing must be used in a complex for 

advancement of tourist products and enterprises. 
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