A comparison of the marketing methods of Best Western and Hilton

“The enigma of marketing is that it is one of the mankind’s oldest practices, but the most recent of the business disciplines” (Baker and Hart, 2021)
The scope of this essay is the comparison of two large and well known hotel chains in the world, Best Western and Hilton. In this paper will be discussed and studied the marketing strategies of two multinational hotel chains. 

Best Western International, a leading name in the global hotel industry, has been welcoming its guests for over half a century. In 2016, the Best Western International hotel chain celebrated 70 years of existence, in which it offered high quality services in the hotel field.
Best Westren began in the years following World War II. In those days, most hotels were either large city properties or family-run hotels located on the side of the street.
In California, a network of private hotels has begun to refer to each other for travelers. This small form of network followed an ascending slope, reaching the Best Western hotel chain founded by M.K. Guertin, in 1946.
The name Best Western was born due to the fact that most of the locations were located west of the Mississippi River. Between 1946 and 1964, Best Western entered into a marketing partnership with Quality Courts, the founder of the trust now known as Qualiti Inns, whose owners operated on the east side of the Mississippi River and were not in direct competition with Best Western.[footnoteRef:1] [1:  https://www.uh.edu/hilton-college/About/Hospitality-Industry-Hall-of-Honor/Inductees/M-K-Guertin/] 

Although from a regional point of view the collaboration had a meaning, in time it proved ineffective and was abandoned. In 1964, Best Western expanded east of Mississippi under the name of Best Estern within those hotels that met the classic best Western standards. The year 1967 marked the renaming of all locations located across the country under the same brand, Best Western, a move that proved to be a winner as in 1970 it was declared the largest hotel chain in the world.[footnoteRef:2] [2:  https://www.bestwestern.com/en_US/about/press-media/best-western-timeline-and-story.html] 

The Hilton hotel group's origins began in 1919, when Conrad Hilton purchased his first hotel, "The Mobley," in Cisco, California.
After the opening of the Caribe Hilton Hotel in San Juan, Puerto Rico, three years later, Hilton established the world's first worldwide hotel network. Hilton would once again be the first in the hotel business to put televisions in all of its rooms in 1951.
In the present time, Hilton Properties and Resorts has grown into an iconic global brand with approximately 600 luxury hotels in 78 countries. More than 2.300 hotels are owned, managed, or franchised in the United States, with a portfolio that includes some of the most well-known and respected hotel brands, including Hilton, Conrad, Doubletree, Embassy Suites Hotels, Hampton Inn, Hampton Inn & Suites, Hilton Garden Inn, Hilton Grand VacationsT, Homewood Suites by Hilton , and Waldorf-Astoria Collection.
Both hotel chain believe that an increase in quality services and their diversification can only be achieved through the involvement of all employees, which means not only the control department but also the operational department, the quality of services is achieved only if they are prepared and motivated appropriately to create quality services. In this sense, the communication and stimulation of employees must function well to encourage the initiative of each employee.
There are a multitude of methods of promotion, both internally and externally that fall in charge of the marketing department. This department also has one of the most important parts, namely, that of ensuring a favorable image starting from the inside, taking into account that an important way of promotion is “word to mouth ”or“ word of mouth ”, practiced by hotel guests, but also by potential which enters, either, and only those who see it from the outside).
The objectives of the marketing of Best Western Hotel Chain are: attracting new categories of customers, strengthening customer loyalty, attracting competition customers, transformation of nonconsumers into consumers.
The Best Western Hotel Chain product strategy refers to the variety of services that it offers. Best Western has more than  4000 hotels, 4500 to be exactly, that provide hotel accommodations, dining services, spas, gyms, and other.[footnoteRef:3] The brands that are put together under the Best Wester umbrella are as follows: Best Western, Best Western Plus, Best Western Premier, Executive Residency by Best Western, Vīb, GLō, Sadie, Aiden, BW Signature Collection by Best Western, The BW Premier Collection by Best Western, SureStay Hotel, SureStay Plus Hotel, SureStay Collection. [footnoteRef:4] [3:  https://www.mbaskool.com/marketing-mix/services/17743-best-western.html]  [4:  https://hospitalityinsights.ehl.edu/hotel-brands] 

When it comes to the promotion of the Best Western Hotels, the brand emphasizes on the benefits that customers receive from the product rather than the features that the product offers. It employs traditional marketing tactics such as advertising on media channels such as TV, newspapers, magazines, internet ads, and so on. Best Western also advertises its hotels through a variety of events, conferences, and travel exhibitions, among other things. This displays the different services that the company provides to its clients.
In regards of the pricing techniques that the brand is aproaching, it is worth mentioning that customers may opt from a wide selection of price possibilities at Best Western according to their financial situation. Another approach of the Best Western brand when it comes to the price of its services is the location of the respective hotel. Best Western hotel rates have been designed to meet the targeted consumers while retaining the character of administration.
Best Western is present globally in countries such as  Canada, the United States, Australia, New Zealand, Burma, Romania and the United Kingdom.
Unlike Best Wester, Hilton Group has a very different price strategy. More factors were taken in account when the prices were set. The first factor was, like the Best Wester Hotels, the geographical position of the hotels. Another factor considered was the exclusivity of the hotel. 
Being on of the most known Hotel Chain in the world, the Hilton Group promotion strategy is quite different from the Best Western. One of these innovative promotional actions is the Elite Membership. Few of this membership benefits are Guaranteed Hilton Honors Discount rate, point towards free nights and travel partners, no resort fees, choose your room, digital check-in, digital key, free WI-FI and access to Exclusive Hilton Honors Experiences. The group has placed a strong emphasis on distinctive services and client satisfaction. The target market consists of corporate clients from all around the world. Many commercial businesses, multinational corporations, institutes, and other organizations of their booking on priority have cooperated with the group.
The Hilton Group has branches worldwide. It is present in over 103 countries with more than 5100 properties. The market strategy of the Hilton group follows the fast expansion of the international commerce. It started in the United States and it’s expanding to east side of the globe. The Group has always been focused on providing the best and finest services and that is the main reason why choosing the placement of the properties is very important.
In the COVID-19  pandemic, Hilton Hotels initiated a new marketing campaign called „To new memories” which is based on the people’s need of traveling, making memories and escaping the harsh reality that the pandemic has been. To make the customers feel comfortable, Hilton Hotels adopted new measurements such as Contactless arrival, Hilton Clenstay, Hilton Eventready and maximum flexibility. One of the most known tactics of the hotel chain is to focus and keep a list on the results of every strategy they take action into. 

The promotion of the brand is the most visible element of the marketing. In the hotel business, the effects of professional behavior are reflected on the quality of services, respectively on the customers' perception regarding their quality. 
The current marketing strategies adopted by both the Hilton Group and Best Western are efficient in maintaining their competitiveness in the hospitality market. 
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