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[bookmark: _Toc168083511]Introduction 
This assessment seeks to analyse the issues affecting Seacrest Lodge, a formerly profitable establishment now struggling with diminished profits, occupancy and customer satisfaction. Some of the specific objectives of this report include; assessing the current sustainability of the lodge and giving a detailed plan of how the lodge can be revived. Through the evaluation of the financial data, market trends, and the main factors that led to the deterioration of the enterprise's performance, this assessment offers recommendations which are intended to improve the financial standing and reputation of the lodge as a vacation spot. With this, the management of the development plan defined some specific goals and interventions for The Seacrest Lodge to achieve more sustainable development and success.
[bookmark: _Toc168083512]Overview of case study 
Seacrest Lodge, a hotel that sits on the coast, was initially a popular hotel due to its luxurious facilities and the lovely view of the sea. Consequently, recent years have depicted declining revenue, occupancy ratios, and customer satisfaction. With high competition from newly established contemporary resorts, changes in customer choices and old facilities, the existence of a lodge is under threat. This assessment examines the problems currently affecting The Seacrest Lodge, determines its financial viability, and considers ways to re-establish the hotel as a leading tourism attraction.
[bookmark: _Toc168083513]Market Analysis 
The market for The Seacrest Lodge is in the coastal area, where there is a lot of competition from modern resorts like The Seacrest Lodge. These competitors have newly tuned-up facilities and amenities and are offering fresh and new experiences to their guests, a threat to the sheer rustic appeal that The Seacrest Lodge owns. The appearance of these options has led to the dispersion of the market structure and confused customers by offering a vast range of options; therefore, The Seacrest Lodge must choose its dominant strategy (Boschetto and Boschetto, 2020).
Further, there have been changes in customers' preferences for this type of product within this market. The contemporary guest no longer expects just a clean and comfortable place to sleep and rest; the guests want to be entertained, impressed, engaged, and even pampered (Kuncoro and Kusumawati, 2021). Consequently, some trends reveal that many resorts adopted some of the following changes to meet the changing consumer demand. To remain relevant and competitive, the Seacrest Lodge has to factor in the following changing preferences.
An essential feature pointed out by customers is the deterioration of service quality and faded facilities at The Seacrest Lodge. With the impact of online reviews and social media being pivotal in today's hospitality market, negative feedback can severely harm the company's reputation and revenues (Chen and Tabari, 2017). The recurrent complaints about low-standard services and dilapidated facilities imply that The Seacrest Lodge should act fast to solve these problems.
In this competitive world and a constantly changing customer base, the Seacrest Lodge must undergo the following strategic change process. This requires expanding its plants, improving service quality, and improving guests' satisfaction to compete effectively for more of its market share and then regain guest recognition as one of the best vacation destinations. Therefore, by effectively utilizing the company's geographic advantages, maintaining the historical appearance of the building, and promoting modern ideas (Hartanto et al. 2022), The Seacrest Lodge can distinguish itself from the potential competitors and ensure its sustainable growth in the market.
[bookmark: _Toc168083514]Scope and Objectives 
The major objectives are as follows:

· To evaluate Seacrest Lodge's financial performance over the past three years.
· To analyze the lodge's difficulties and risks of losing clients. 
· To make recommendations for remedies to the lodge's current situation of the hotel.
This study focuses on analyzing the company's financial performance and implementing a turnaround strategy to boost sales and profitability. Also, it will employ financial ratio analysis to evaluate The Seacrest Lodge's performance over the past three years. This technique compares line items from the lodge's financial statements.

[bookmark: _Toc168083515]Financial Performance Analysis 
[bookmark: _Toc168083516]Income Statement
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Figure 1: Income statement

The company's revenue has been dropping over the last three years. Revenue in 2021 was £1,200,000, but it declined to £1,100,000 in 2022 and £950,000 in 2023. This is a total drop of £250,000, or 20.8%, over the three years. Operating expenditures have also varied over the last three years. They were £900,000 in 2021, then raised to £950,000 in 2022, and finally to £1,100,000 in 2023. This is a total gain of £200,000, or 22.2%, for the three years. Over the last three years, net income, which is calculated as revenue less operating expenditures, has fallen dramatically. In 2021, the net income was £300,000. It then fell to £150,000 in 2022 and remained negative at £150,000 in 2023. This is a total drop of £450,000. There are fewer people traveling or choosing different vacation destinations and other lodges or resorts in the area may be attracting more guests. The lodge's operating expenses may be increasing due to factors like inflation or higher costs of goods and services. There can be management issues that causes the financial strain to this hotel (Noone, 2016; Roy et al., 2019). 
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Figure 2: Balance sheet
The amount of cash and equivalents dropped dramatically from £100,000 in 2021 to £20,000 in 2023. Over the course of the three years, property and equipment stayed comparatively steady at roughly £2,000,000. In 2023, there will be a £200,000 devaluation, nevertheless. Moreover, there has been a consistent decline in accounts receivable, from £50,000 in 2021 to £30,000 in 2023. The amount of accounts due has gone up from £30,000 in 2021 to £50,000 in 2023. The amount of long-term debt has not changed during the last three years at £1,500,000. The lodge's net value has declined, as seen by the substantial drop in equity from £620,000 in 2021 to £300,000 in 2023. In regard to this, the UK hospitality industry is growing (Pappas, 2018). Therefore, the decline in cash and equivalents and accounts receivable could indicate that the lodge is receiving less income from guests. According to Mortar Intelligence, the UK hotel sector is projected to expand slowly between 2024 and 2029 at a CAGR of 2.53%. This implies that The Seacrest Lodge may recover if it can seize a portion of the expanding market. The COVID-19 pandemic had a major effect on the UK hospitality sector, resulting in closures, lower income, and an increase in domestic travel as a result of worries about travel expenses and the ongoing epidemic. Locations that provide staycations, like The Seacrest Lodge, may gain from these developments (Floričić, 2020; Aboelmaged, 2018).
[bookmark: _Toc168083518]Other financial ratios
The financial data presented indicates a worrisome pattern of diminishing occupancy rates and average room rates (ARR) at The Seacrest Lodge throughout the last three years (2021–2023). The annual percentage rate (ARR) has decreased by an average of £25.00. This indicates that during the previous three years, ARR has decreased by a total of 19.23%. The occupancy rate has decreased by 7.50% year on average. This indicates a 23.08% overall decline in the occupancy rate during the previous three years.
[bookmark: _Toc168083519]Key Reasons for Decline in Profitability 
The market research draws attention to the fiercely competitive seaside sector, which is home to newer, more contemporary resorts like those operated by major national chains like Marriot, Moxy, Premier Inn, and others. Customer feedback indicates that guests choose hotels with high-quality amenities, and that The Seacrest Lodge's service quality is deteriorating and its amenities are obsolete. As a result, the Seacrest Lodge is falling behind changing industry trends or visitor preferences and any possible gain from cutting hotel prices has been negated by an increase in operating expenditures during the same period (Peng and Lee, 2019). This can be a sign of inefficiency, growing prices for products and services, or other things that reduce earnings. London alone has somewhat superior overall key performance metrics as more people visit the UK, there will likely be a greater need for more hotels, especially in London. Even if the uncertainty surrounding Brexit affects the investment climate, the country's expanding demand draws investors who may have an impact on the hotel (Kaya et al., 2022). A combination of lower consumer confidence and a weaker pound made staycations more popular among UK families than expensive overseas vacations. The hotel business was completely devastated by COVID-19 limitations, for which they were ill-prepared. Guest preferences may have shifted towards experiences or amenities not offered by The Seacrest Lodge (Dhawan, 2018). These elements combine to produce a domino effect: dated facilities and services result in a decrease in customer satisfaction, which is reflected in unfavorable reviews; in a crowded market, this drives customers to competitors; lower occupancy rates and possibly lower room rates to draw visitors result in lower revenue; rising operating costs further reduce profits, putting a strain on finances (Le and Phi, 2021).
[bookmark: _Toc168083520]Turnaround Strategy 
The main turnaround strategy is need for rebranding and remodeling strategy with needing for a makeover in regard to the hotel should n renovations to modernize public areas, rooms, and amenities. This could include updated décor, technology integration (smart TVs, high-speed Wi-Fi, self-service kiosks for check-in/check-out, reducing wait times and offering contactless options , mobile app that allows guests to book amenities, order room service, access digital room keys, and even control in-room features like lighting and thermostats and use property management to make operations of the hotel more proper), and creating unique spaces like co-working areas or outdoor relaxation zones with service quality training program for all staff, focus on personalized guest experiences, prompt attention to requests, and exceeding expectations and consider offering unique services like in-room dining options or curated activity packages (Olya et al., 2022). This strategy needs do a research market analysis in regard to ask what customers want. Therefore, this will help the hotel to work on the customers need. Reservations, housekeeping schedules, inventory management, and guest communications may all be streamlined internally with the use of a strong property management system (PMS).  Additionally, by responding to often asked inquiries and making tailored recommendations, the use of artificial intelligence (AI) chatbots may provide visitors round-the-clock assistance and by monitoring energy use in rooms and public places, the Internet of Things (IoT) may be used to encourage cost-effectiveness and sustainability.  Housekeeping operations can be further optimized by investigating robotic cleaning options and automated linen management systems (Neupane, 2015; Nain, 2018).
[bookmark: _Toc168083521]Market position model: Ansoff model
In regard to Ansoff matrix, product development will be considered. The Seacrest Lodge is steadfastly dedicated to a product development program that places an emphasis on improving the visitor experience. This project will be led by a committed team of product developers and informed by thorough market research. The group's main objectives will be to build themed packages, cultivate relationships with nearby companies and craftsmen, and provide distinctive and captivating experiences. Phased implementation will take place, with a focus on ongoing assessment based on visitor input and market reaction. The main performance indicators will be clearly higher guest satisfaction scores, higher occupancy and revenue generating rates, and the development of favorable media coverage and industry recognition (Foroudi, 2020; Ku et al., 2024).
[bookmark: _Toc168083522]Potential Financial Outcomes 
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	Item
	2024
	2025
	2026

	Revenue
	£1,000,000
	£1,100,000
	£1,200,000

	Operating Expenses
	£950,000
	£900,000
	£850,000

	Net Income
	£50,000
	£200,000
	£350,000



[bookmark: _Toc168083524]Projected Balance Sheet
	Asset/Liability
	2024
	2025
	2026

	Cash and Equivalents
	£50,000
	£100,000
	£150,000

	Accounts Receivable
	£40,000
	£45,000
	£50,000

	Property and Equipment
	£1,750,000
	£1,700,000
	£1,650,000

	Total Assets
	£1,840,000
	£1,845,000
	£1,850,000

	Accounts Payable
	£45,000
	£40,000
	£35,000

	Long-term Debt
	£1,450,000
	£1,400,000
	£1,350,000

	Total Liabilities
	£1,495,000
	£1,440,000
	£1,385,000

	Equity
	£345,000
	£405,000
	£465,000



[bookmark: _Toc168083525]Assumptions 
A slight optimism in revenue with an upward movement of 5% to £1,000,000 in 2024, grown up to £1,100,000 at the rate of 10% per year and advancement and increasing at a rate of 9% to hit the £1,200,000 mark within from 2024 £1,950,000 to £2,200,000 less the initial changes that trimmed the cost down to £950,000. In 2015, the provincial statutory corporation has agreed to reduce it to £900,000 but with increased efficiency and an optimistic movement that coincides with the rise in revenues (Milton, 2024).
[bookmark: _Toc168083526]Conclusion 
Through the thoughtful integration of these technological innovations, The Seacrest Lodge has the potential to evolve into a more inventive and competitive travel destination.  The Seacrest Lodge will have a modern, effective, and guest-focused experience thanks to this technological injection, which will also help the resort's finances. In order to recover, The Seacrest Lodge must address both internal and external concerns. A turnaround plan should prioritize updating facilities, raising the standard of service, and catering to patron preferences.
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