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[bookmark: _Toc1792148972]Introduction 
This marketing plan is written for The Premier Inn hotel located in London, Edgware. This hotel was built in 2005 and the exact location is Burnt Oak Broadway, Edgware HA8 5AQ. The aim of the plan is to attract new customers. The Premier Inn hotel is  the largest and fastest-growing hotel chain in the UK, which also operates more than 590 priced accommodations  spread out over the UK and Ireland. three hotels overseas, one of which is in India. The plan shall incorporate the use of the SOSTAC framework in analysing the marketing environment of the Premier Inn Hotel.
[bookmark: _Toc143106990]Situation analysis
Using situation analysis, management of a company can better understand internal and external opportunities and barriers to their organization, service, or product. This analysis can also be used to determine a problem's scope. In this section, the situation analysis of The Premier Inn hotel shall be discussed.
Company 
The Premier Inn Edgware is a contemporary hotel that has family rooms that are large enough to accommodate two parents and two children. While it is far enough from the centre of London to avoid having to pay the congestion fee, it is yet close enough to make it easy to get to using the public transportation in the area.  (Premier Inn, 2021).

[bookmark: _Toc781787664]SWOT Analysis of Premier Inn
	Strengths 
	Weaknesses

	[bookmark: _Int_jp1I06fa]Although the premier inn hotel is not classified as a luxury hotel, it still is extremely popular as a budget 4.5-star hotel. The key strength of the hotel brand is its location. (Sarsby, 2016).
	[bookmark: _Int_TU2laPmq]The premier Inn hotel is the largest hotel brand in the United Kingdom. It is understandable that the hotel controls the market in the UK industry. However, when it comes to the global stage, the brand is not that established.

	Opportunities 
	Threats 

	The hotel can capitalize on its weakness which provides opportunity to expound on its global presence by opening other branches and locations in major economies in Europe and across the globe (Sarsby, 2016).
	As competitive as the hotel industry is, competition from rivals is not the biggest threat that premier Inn faces. The biggest threat is the rapidly growing air bnb business that has become a substitute for hotels and is becoming popular amongst users.



Customers 
The Premier Inn Hotel has made a name for itself as the top value accommodation in the UK. For its target market, The Premier Inn hotel specifically caters to tourists and backpackers looking for affordable lodging and has divided up its services to accommodate both businesses and families.
Competitors 
The Porter's Five Forces analysis of Premier Inn is summarized in the table in this subsection. The Premier Inn will use Porter's five forces to determine who is accountable for the problem at work. This data allows one to assess the strength of the company's current competitive position as well as the competitive position the hotel aspires to occupy (Bowie et al., 2016).


[bookmark: _Toc1936395715]Porters five force Model

	Threat of new entry

	It takes a lot of effort for a new entrant to ensure that the substantial capital expenditures are used to realize a hotel's full potential. A well-known hotel chain would also be at a distinct advantage over this newcomer because it already has a name, a solid reputation, and loyal patrons who are difficult to win over.

	Bargaining power of suppliers 

	Given that the labor force has a significant impact on the industry, the power of suppliers may be characterized as low. It is implied that there is a high demand for skilled and seasoned workers and that suppliers do not put much pressure on hotels.

	Bargaining power of Buyers

	The hotel industry has strong buyer power because, for one thing, some customers buy hotel rooms in large quantities, which significantly affects the market. Travel agencies, airlines, and conference planners are some of these clients. Premier Inn hotel ought to keep updated of any changes,

	Threat of substitutes

	As discussed in the SWOT analysis, the rapidly growing Air bnb business poses a threat to the operations of Premier Inn hotel. Additionally, lockdowns have forced consumers to forego their trips and opt to stay at home.


	Rivalry among competitors

	There is likely to be fierce competition in the hotel market given the low costs associated with service differentiation. Then, barring weekends and holidays, the market reveals high capital costs, compelling rivals to implement price reductions. The Premier Inn hotel faces a lot of competition form other established brands like Holiday Inn.



Collaborators 
[bookmark: _Int_0Nlm98BI]Hotel companies work together on partnership marketing strategies to boost sales and market share. By combining their resources, varied brands can: Develop an action plan. Improve your services. bring in more customers. Sharing enables travel agencies, cruise lines, hotel chains, resorts, and car rental businesses to focus resources and capabilities on initiatives that will increase revenue and further their aspirations for expansion (Bowie et al., 2016).
Through a partnership with Premier Inn, more than 700 hotels in the UK now have access to Fornova's Supernova platform. Thanks to the use of this platform, businesses have been able to boost marketing returns, cut down on customer acquisition costs, and better utilize marketing budgets. With the aid of Fornova's platform, Premier Inn can now effectively and profitably manage crucial online channels like Meta Search Engines and Display. Most of Premier Inn's direct booking revenue comes from these channels.

Climate 
This subsection shall discuss the macro environment of Premier Inn hotel using the PESTEL model.

[bookmark: _Toc754416611]PESTEL Analysis

	Political
	Economic 
	Technological 
	Social 
	Environmental 
	Legal 

	[bookmark: _Int_8JFApBKa]Given that Premier Inn operates in different countries, the political stability plays an important role. Even though they all share the trait of internal political stability, the legal structures and regulations that apply to the hotel industry vary between various nations.
	In countries like the UK, Ireland, and Germany, the cost of labor is high. Premier Inn would have benefited from cheaper labor and rent costs if it had locations in other nations, especially developing ones.
	Along with the use of computers, internet browsing, and the availability of mobile apps, Premier Inn's accessibility and visibility have increased. Thanks to the expansion of social media, advertising, and particularly viral marketing, there are now more affordable ways to target a sizable, targeted audience.
	The fact that people are more likely to make purchases during seasonal holidays like Easter, bank holidays, and Christmas is a key factor in the dates that Premier Inn targets. Tourism, both domestic and international, is a major source of income for Premier Inn.
	The climatic changes could have a big impact on Premier Inn. The subsequent flooding was caused by January 2014 being the wettest month on record, which led to the disruption of many transportation services, especially the rail networks.
	The Premier Inn upholds the law regarding health and safety and promises equal employment opportunities. The UK government's increase in the minimum wage would result in an increase in the cost of running hotel chains.








[bookmark: _Toc1583396353]Objectives
The primary goal of advertising is to build advocates among the target market and, as a consequence, gain insights into customer impression.
[bookmark: _Toc2042614051]Strategy
Premier Inn did a study to boost the number of frequent travelers, and the results fundamentally altered how the company views and offers consumer experience. That the supplier was really just a driver was a crucial realization that helped Premier Inn communicate with company's other departments and provided some news stories. In order to distinguish among those who depend exclusively on supplier while those who are motivated by other considerations, Premier Inn developed a predicting future structure to examine the impact supplier would have on visitors. All teammates are now driven by the client service total score, and hotels have set goals based on information on both current stages and potential upside. The data is used by the Premier Inn label team to produce personalized communication with a provider focus. The construction, which had a £50,000 spending plan, was finished in four months.
[bookmark: _Toc1875747506]Linking value preposition to customer segments
 





[bookmark: _Toc1539005770]Bowman’s Strategic Clock
 Position 1: Low Price and Low Value Added
Within this corporate strategy planning phase, raising costs relatively modestly is the only finally appeared that the company could use to stay competitive. The obtainable commodities are incredibly inexpensive. Likewise, the recognition is the first stage such a small amount of the bland item or service. Reasonably low lines are offered (Tukdeo, 2016).
Position 2: Low Price
One such perspective is better with less costly market leaders who place a strong emphasis on cost-cutting, faster and reasonably priced industrial production, and the application of effectiveness. Due to corporatization, businesses compete directly to win customer base 
Position 3: Hybrid (Moderate Price/Moderate Differentiation)
A production powertrain attracts customers by offering goods with a specific product wide range that powerful contenders would not even provide. Customers are convinced that the company boasts a better product at a fair price (Desai, 2019).
Position 4: Differentiation
Elevated production of goods and a powerful brand led to increased costs and financial gain. Due to their propensity to pay for certain commodities, customers are open to the raised commodities of the well trade names.
Position 5: Focused Differentiation
Market includes attempting to position a commodity at the expensive price locations, in which consumers will purchase or utilize it because they believe it to be of a strong lineup (Nunes et.al, 2021). 
Position 6: Risky High Margins
 It is a short-term strategy to profit from a transient mismatch in the market. The coverage given could indeed justify the high price. Some customers would then continue to make purchases till they find a suitable substitute or restoration. Over time, fewer workers would then purchase the product. Inside a financial system where solutions are difficult to come by, this strategy can momentarily boost profitability.
Position 7: Monopoly Pricing
 Selling prices and customer satisfaction are much less of a concern for a company with market dominance. The current clients are reliant on the client. Because the buyer has quite few possibilities, profit maximizing costs take brand satisfaction into account. According to my theory, the cost will be dominated by a single firm. Customers can decide whether or not to buy the good 
Position 8: Loss of Market Share
 In addition to supporting the business strategy of exceptional contenders or product preference, the above tactic generally involves charging more for a sub standard good or service. The above strategy might be effective in markets with short - term horizons or trends. But over time, this tactic has the potential of angering customers and yielding lower profits.
[bookmark: _Toc2031975515]Tactics 
 
[bookmark: _Toc1688677852]Marketing mix
 
[bookmark: _Toc35773463]Product 
 Institutions offer a wide range of services, such as accommodation, enjoyment, restaurants, and transportation. Through all of its offerings, it helps to retain customers and improve customer service. The quality of the visitors' sleep plays a significant role in Premier Inn's placement as the most affordable and well-regarded hotel within UK.




Price 
The benefits rendered by Premier Inn include lodging, entertainment, dining, and public transit. Their wide selection, which includes the majority of items, keeps users and increases consumer service. The effectiveness of guests' evening greatly contributes to Premiere Inn's position as the most reasonably priced and so well hotel inside the UK. This suggests that despite the fact that costs are prohibitively high, the majority of customers are guaranteed to receive high-quality provider..
[bookmark: _Toc1649572627]Place 
In the UK, the business has had more over 850 arenas, many of which areguesthouses internationally with flowerbeds. Furthermore, each of the company's web pages offers accommodations of the highest magnitude and distinguishing elements.
[bookmark: _Toc1749796303]Promotion
 Firms give struck a deal and other incentives in an effort to persuade their senior customers to spend more time on their property. Businesses provide advice of where to go what tourist destinations are close. Businesses successfully keep advertising their products and services online.
[bookmark: _Toc739852100]Action
 
[image: Chart

Description automatically generated]
It was essential for my business plan to include the aforementioned during the timeframe for my sales representatives: clear, achievable goals, and measurable goals, deadlines for achieving goals; an expenditure for each direct marketing; and details on who is involved charge of each activity. The above strategy assisted me in developing a successful sales strategy after three months.
[bookmark: _Toc1267443981]Control
[bookmark: _Toc994736809]
Unique selling proposition on marketing
A distinguishable Unique Selling Proposition would be the foundation of any innovative project (USP). Because of this, despite marketing tactics, a lot of goods commonly go unobserved. What really sets your company or corporation apart from the competition and defines it is its USP.
Features of unique selling proposition on marketing
• It must be totally unique.
• It must be inspiring and captivating in order to grab your target audience's attention, spark conversation about it, and ultimately compel purchase decisions.
• It should be difficult to duplicate.
• It should be simple to understand.
Importance of unique selling proposition on marketing
A advantage that is obvious - When the benefit of your product or service is highlighted through its own Pharmacopoeia, ones target market is more likely to recognize its importance. Increasing wealth - A useful item Because USP gives your company a specific point of purchase, it improves your sales strategy and supports income. Loyal market - If you develop a strong and positive brand picture in via a significant USP, your economy would then acknowledge their stance alongside you. Users might object to customers being given the option to choose your service or product and a different one. Consumers may target the unique product classification that wants and needs the solution you could provide with such a compelling USP, increasing corporate image (Niu, 2016). Simplified sales promotion - Given how difficult it could be to highlight the characteristics and benefits of an item, overall promotional and marketing efforts may not be successful. In addition to enabling users to express how they want their industry to perceive their company and product and focus on it great qualities, a strong USP simplifies your strategic plan (Dev and Shoemaker, 1995).

[bookmark: _Toc1115745037] Conclusion 
 
Overall, the assignment has emphasized the value of having a marketing plan and the advantages it offers a business. By creating a marketing strategy, the Premier Inn hotel will be better equipped to draw in new clients. But it is not always that simple. During the plan's execution, difficulties will undoubtedly arise. The absence of funding for the campaigns and resources are two major issues that might arise. By focusing on your marketing, you can solve your budgetary issues. Start small and move slowly to see which campaigns produce the most engagement. The hotel's management should start small and set reasonable expectations in order to address the resource shortage.

 


[bookmark: _Toc445523260]References 
Bowie, D., Buttle, F., Brookes, M. and Mariussen, A., 2016. Hospitality marketing. Routledge. 
Desai, C., 2019. Strategy and strategic management. In Management for Scientists. Emerald Publishing Limited.
Dev, C.S., Morgan, M.S. and Shoemaker, S., 1995. A positioning analysis of hotel brands: Based on travel- manager perceptions. Cornell Hotel and Restaurant Administration Quarterly, 36(6), pp.48-55.
Premier Inn (2021). Premier Inn Home. [online] Premier Inn. Available at: https://www.premierinn.com/gb/en/home.html.  
Niu, Y. and Wang, C.L., 2016. Revised unique selling proposition: scale development, validation, and application. Journal of promotion management, 22(6), pp.874-896. 
Palmer, A., McMahon‐ Beattie, U. and Beggs, R., 2000. A structural analysis of hotel sector loyalty programmes. International Journal of Contemporary Hospitality Management. 
Tukdeo, R., 2016. Strategic analysis & recommendation. 
[bookmark: _Int_JJAF91c0]Nunes, B.C., Pimentel, J., Malheiro, J., Ferreira, M.R. and Proença, J.F., 2021. Life in a Bag: Sustainability, Green Economy, and Business Strategy–A Case Study. In Handbook of Research on Nascent Entrepreneurship and Creating New Ventures (pp. 335-350). IGI Global. 
Sarsby, A., 2016. SWOT analysis. Lulu. Com.


[bookmark: _Toc1839943825]Appendix 


[image: ]






[image: ]

[image: ]

[image: ]
[image: ]
[image: ]


[image: ]
[image: ]

[image: ]

[image: ]

[image: ]
[image: ]

[image: ]



imagee.png
References





imagec.png
Effective digital
marketing

* One of the most important
advantages of digital marketing is
increased engagement. Digital
marketing is purposefully designed
to be very captivating.

<9

channels to effectively spread its :t@re mier Ilnn

brand and has a strong brand
presence everywhere, including
‘email newsletters, promotions, and
a fantastic website.

« premier Inn uses all available





image4.png
The Premier Inn hotel s part of Whitbread PLC, the.

Iaestand st axoing hoelchn i the UK.
‘more than 590

operates
modallons ‘The selected location for this hotel
is London.

Introduction

Premierin

pEEmIerinn.com





image3.png
PremierInn

Premier Best easy
Inn hotel

Marketing plan: How to
attract new customers





image8.png
ing is to build
advocates among the target

market as a consequence, gain
hts into customer





image7.png
Creating value
and
engagement

* The most important aspect of
business operations in the
hospitality industry is the service
offered to customers. This
suggests the importance of hotel
‘guests in determining the
establishment’s success

+ The Premier Inn hotel hasa
friendly staff that treats visitors
with an extra dash of class and.
personal feel, creating customer
value that results in the retention
of devoted customers.

oA




image5.png
Edgware
London

Hotel





imageb.png
I - nstitutions offer a wide range of services, such as
accommodation, enjoyment, restaurants, and transportation.
Through all of s offerings, i helps to retain customers and improve
customer service. The quality of the visitors' sleep plays a significant
ole in Premier Inn's placement as the most affordable and well-
regarded hotel within UK.

“The benefits rendered by Premier Inn include lodging,
entertainment, dining, and public transit, Their wide selection, which
includes items, keeps users and increases consumer
service. The effectiveness of guests' evening greatly contributes to
Premiere Inn's position as the most reasonably priced and so well
hotel inside the UK. This suggests that costs are
prohibitvely high, of customers are guaranteed to
receive high-quality provider
i the UK, the business has had more over 850 arenas, many.
of which are guesthouses internationally with flowerbeds.
Furthermore, each of the company's web pages offers.
accommodations of the highest magnitude and distinguishing
elements.

Firms give struck a deal and other incentives
persuale their senior customers to spend more time o their
property. Businesses provide advice of where to go what tourist
destinations are close. Businesses successfully keep advertising their.
products and services online.

THE MARKETING MIX

PRODUCT

TARGET
MARKET

PROMOTION





image9.png
Marketing
Enviornment
(swot)

Weaknesses

et Yingaom.




imagef.png
Thank you for
your time!





image6.png
Premier Inn location in UK:





imaged.png
Conclusion





imagea.png
Marketing environment (Pestel)





image1.png
MARKETING PLAN

Company Name  “Hilton Leeds City™

Project Lead -
: Hilton ProjectStary | 1o 02022
Novernber

Noverber | Decerber January February March April dune dly August Septermber October

ThSK START ____________

MARKETING PLAN

]




