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1. [bookmark: _Toc189062774]Executive Summary
This consultancy report reveals Grand Hyatt Singapore's main challenges as corporate reservations decline and hurt the resort. A detailed analysis of internal and external causes lowered this report. Includes customer retention, earnings growth, and corporate booking estimates. Results, research, and suggestions from Grand Hyatt Singapore. Helping the hotel prosper in a competitive market is the aim. 
Recently, business bookings at the flagship Grand Hyatt Singapore Hotels have declined (Tariq et al., 2024). Hotels rely on business travellers, who are making fewer reservations. In the competitive Singapore hotel industry, this problem has decreased utilisation, revenue, and market share. Corporate booking decreases damage hotels' finances and reputation. 
A comprehensive analysis shows Grand Hyatt Singapore corporate bookings declined (Qi, 2023). The Singapore hotel industry is becoming more competitive, making it harder to attract corporate clients. Corporate clients now have more options because to the influx of new hotels on the market that provide great deals, contemporary facilities, and affordable rates. 
Second, changing consumer preferences have made things worse. Businesses looking for affordable solutions to their changing needs want additional options. As a result of technical improvements and the COVID-19 pandemic's prolonged impact, virtual and mixed meeting alternatives have become more common (Gauthier, 2022). Corporate bookings are interrupted because standard hotel services don't satisfy client expectations. 
How the Sales Department functions was also a factor. The department lacks a plan for attracting and supporting corporate clients, especially in relationship development, customised services, and communication skills. In its reactive sales approach, the hotel responds to changes rather than preparing ahead. This hinders the hotel's ability to adapt quickly. 
Economic and technological considerations have also been important. The COVID-19 pandemic reduces business travel and meetings. Corporate spending has decreased due to economic uncertainty and lower business budgets, which has impacted hotel bookings. Technology has reduced the need for conference rooms, such online meetings (NOVIANTO, 2018). 
Grand Hyatt Singapore's business has suffered due to falling corporate bookings. The hotel's income has been negatively impacted by a decline in occupancy rates, which have historically been strong due to corporate clients. The hotel is focussing on long-term corporate clients to retain customers. The hotel's bad reputation and failure to adapt have hurt it. Grand Hyatt Singapore is thus losing ground in the marketplace to rivals that are better able to meet the changing expectations of corporate clients (Guataqui Avendaño, 2021). 
Lack of a sales plan impacts corporate bookings. The Sales Department has not completely adopted modern tools and technology like customer relationship management (CRM) systems, which enable it better understand clients' needs. The hotel's marketing doesn't target corporate clients, thus it loses business. 
Global COVID-19 pandemic impacts corporate travel. Travel costs are monitored by corporations. Online lectures are expanding while in-person meetings are rare. Changing goals and a preference for online work have reduced hotel demand for major corporate meetings and conferences (Rai et al., 2022). Corporate consumers are increasingly cost-conscious as a result of the current global and Singapore economic environment, which has prompted them to seek cheaper alternatives. 
Many companies have used digital platforms and technology that simplify bookings, customise offerings, and enhance customer service. Grand Hyatt Singapore has not fully implemented these technologies, making it harder for the hotel to retain its leadership in a changing industry (Law et al., 2020). 
The report suggests ways to engage corporate clients, work better, and enhance the visitor experience to counteract the fall in corporate bookings. The Sales Department must actively seek corporate clients. The department could better serve current clients and personalise offerings to their needs. This includes open planning, customised services, and incentives for repeat business. Salespeople must master negotiation and networking to improve performance. 
Booking and CRM solutions will help the hotel handle corporate clients and simplify sales. These technologies will help the hotel learn guest preferences, provide personalised deals, and facilitate corporate booking (Fox, 2021). For corporate clients, the hotel should spend on marketing. They include digital ads on corporate customer platforms, innovative business meeting and seminar offerings, and long-term contract partnerships. 
Continue investing in Sales Department staffing. Training students to please corporate consumers should improve their verbal, bargaining, and relationship-building skills. Grand Hyatt Singapore should provide hybrid and virtual meetings to be competitive. This would meet the rising need for affordable, open event locations (Danko and Novikova, 2016). This means offering organisations that want mixed meetings great virtual meeting tools and customised packages. 
Grand Hyatt Singapore's dwindling corporate bookings need immediate response. Careful analysis shows that internal blunders, changing client preferences, and more competition have exacerbated this situation. Grand Hyatt Singapore may improve its corporate bookings, market position, and performance by following this report's suggestions. Effective use of technology, sales methods, and customised services will solve problems and ensure long-term success (Arif and Hossin, 2016). The Grand Hyatt Hotel may regain its top spot for corporate guests in Singapore and worldwide by implementing these changes. A complete analysis and remedy plan for Grand Hyatt Singapore's difficulties are in this report. The hotel should be able to overcome its challenges and reach its long-term business objectives with these suggestions. 
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2. Introduction
The hospitality industry is constantly changing, and hotels must overcome several challenges in order to stay competitive and please more picky tourists (Wirya et al., 2023). Luxury hotel Grand Hyatt Singapore rises in the centre of Singapore. According to this consultancy report, the Grand Hyatt Singapore Sales Department is struggling to maintain long-term business clients and corporate bookings are falling. These problems have an impact on the hotel's income, reputation, and place in the flourishing hotel industry of Singapore.
[image: Review: Grand Hyatt Singapore (Suite) - Live and Let's Fly]
Figure 1: Logo of the hotel.
 Since 1971, the Grand Hyatt Singapore has provided luxurious accommodation and excellent service in one of the world's busiest cities. The hotel is on Orchard Road, Singapore's main shopping and entertainment street (Ifo and Baharta, 2015). It boasts excellent restaurants, 677 large rooms and suites, outstanding event locations, and an eco-friendly focus. The facility attracts visitors and businesspeople. The Sales Department must attract corporate clients to ensure the hotel's financial success. Due to increased competition from other luxury hotels, unconventional accommodation options, and new meeting and event options, retaining a steady corporate customer has become harder (Amarta, 2017). 
Visionary Solutions Consultancy excels in corporate operations, market analysis, and strategic management. They have teamed with top firms worldwide to solve complex business problems (Krupskyi et al., 2019). In order to produce this report, Visionary Solutions Consultancy must identify the Grand Hyatt Singapore Sales Department's issues, provide solutions to boost corporate bookings, and strengthen connections with long-term business customers (Weed, 2020). This report will use popular models and concepts to understand and solve the problem. These tools will help assess internal and external factors affecting Sales Department performance and provide effective solutions. 
The STEEPLED Framework 
STEEPLED will be used to analyse Grand Hyatt Singapore's exterior macroenvironmental factors. These include social, technical, economic, environmental, political, legal, ethical, and demographic issues (Mugendi-Kiarie, 2024). Recognising larger trends and challenges helps the hotel attract and keep corporate clients. 
SOAR Analysis 
SOAR analysis will assess Sales Department Strengths, Opportunities, Aspirations, and Results. SOAR focuses on the positive and realistic possibilities rather than the traditional SWOT analysis of strengths, weaknesses, opportunities, and dangers. This aids company organisation and growth. The TOWS Matrix will help to make strategic suggestions by matching hotel strengths and weaknesses with outside opportunities and threats. This framework helps with problems like decreased corporate bookings (Kauff et al., 2016). This report incorporates several ways to give a thorough analysis of the problem and helpful suggestions for the Grand Hyatt rates. The Sales Department may use these tools to solve challenges and ensure the hotel's long-term success in Singapore's competitive hotel industry. This report concludes with specific remedies for Grand Hyatt Singapore Sales Department difficulties (Roumiani et al., 2020). Visionary Solutions Consultancy uses strategic analysis and practical solutions to assist Grand Hyatt Singapore grow corporate bookings and preserve its top luxury hotel status in Singapore. 


3. [bookmark: _Toc189062776]Analysis of the Company's Sales
[bookmark: _Toc189062777]3.1 Identifying the Core Issue: Decline in Corporate Bookings
The Grand Hyatt Singapore welcomes business and leisure travellers as a pioneer in luxury hospitality. A worrying trend is the steep fall in corporate bookings in recent years (Sharma et al., 2021). The hotel's Sales Department has a lot of work ahead of them since corporate visitors often provide a large share of the hotel's income. This section gives a full analysis of the downturn, its impact on the hotel's performance, and its effects on the hotel's competitiveness in the Singapore hospitality market. 
Trends, patterns, and performance ratings 
The Grand Hyatt Over the last three years, Singapore's corporate bookings have steadily declined. Corporate event bookings declined by 12% between 2021 and 2024, according to internal sales data analysis. This trend is seen in fewer corporate hotel bookings, especially on weekdays when business travellers book more. Big conferences, corporate vacations, and big business events often moved to other hotels or sites have fallen in high-revenue areas. This inclination has numerous causes (Schwirck, 2019). Since many businesses prefer online meetings over in-person events, the pandemic has increased mixed and flexible working arrangements, reducing corporate travel. Marina Bay Sands, The Ritz-Carlton Millenia Singapore, and Shangri-La Singapore enter Singapore's competitive hotel market, where corporate business is fierce. These rivals have actively promoted event sites and corporate packages using new technologies and experiences to attract business clients (Alekhin et al., 2018). 
Income, Occupancy, and Client Retention Changes 
The fall in Grand Hyatt bookings has directly affected the Grand Hyatt Singapore revenue lines. Corporate bookings room reservations, event space leases, and food services accounted for 35% of the hotel's earnings in the past. Due to fewer bookings, hospitality industry performance metric RevPAR has decreased. 
Declining daily occupancy rates complicate operations. Since the hotel's fixed costs stay the same, reduced peak-hour usage has wasted resources and raised operating costs. This has hurt profitability, especially in the Sales and Marketing Department, which struggles to reach sales objectives (WALLELIGNE, 2022). 
Table 1: Sales declination.
	Year
	Corporate Bookings (No. of Rooms)
	Corporate Revenue (SGD)
	Occupancy Rate (%)
	Client Retention Rate (%)
	Competitor Market Share (%)

	2020
	12,000
	9,600,000
	75
	85
	20

	2021
	10,800
	8,200,000
	70
	78
	23

	2022
	9,600
	7,000,000
	65
	72
	25

	2023
	8,400
	6,000,000
	60
	68
	28

	2024
	7,200 (Projected)
	5,400,000 (Projected)
	55 (Projected)
	65 (Projected)
	30 (Projected)



This reduction also affects customer satisfaction. Corporate clients often repeat business and return for seminars, meetings, and events. Some consumers have complained about obsolete facilities, low value, and restricted event customisation. This has caused the loss of long-term corporate ties and referrals, which are essential for business continuity. 
Recognising Singapore's Hotel Industry Competition 
Grand Hyatt Singapore's competitiveness suffers as corporate bookings decline. The hotel, which was once a popular location for corporate events in Singapore, is now striving to retain its position as a top option for business travellers. Rivals have capitalised on this situation with cutting-edge meeting technology, eco-friendly event alternatives, and transparent pricing. 
Marina Bay Sands' modern meeting rooms and entertaining events are making it a more enticing place to work and enjoy. Customised corporate events and premium services have made the Ritz-Carlton Millenia Singapore more appealing (Kakkar and Joshi, 2024). These tactics have made it harder for Grand Hyatt Singapore Corporate Business to dominate the Singapore market. 
One cannot adjust to changing customer desires and market trends, making it tougher. The Grand Hyatt Singapore may be found in the premium hospitality industry, however its Sales Department has failed to innovate and satisfy corporate clients. A downturn has prevented businesses from reaching new corporate customers, such as IT start-ups and IT corporations, who require more flexible and dynamic event solutions (Yuliana et al., 2024). 
Shifting client choices, growing competition, and changing market trends have caused Grand Hyatt Singapore corporate bookings to fall. This drop has also had an impact on Singapore hotel income and occupancy rates, making it harder for the hotel to maintain and recruit corporate clients (Chathoth, 2016). This hurts the hotel's Singapore competitiveness. The corporate clients' trust and preference will return. 
[bookmark: _Toc189062778]3.2 Root Causes of the Decline
The decline in Grand Hyatt Singapore corporate bookings is complicated by internal and external causes. These reasons must be understood to provide practical answers. More competition, changing client needs, and price tactics are among the main reasons of change. Technology, market, and economic developments are also considered. It examines Sales Department problems that may have aggravated the situation. 
Greater competition
Singapore's hotel industry is competitive with several luxury hotels competing for corporate clients. Competitors like the Ritz-Carlton Millenia Singapore, Shangri-La Singapore, and Marina Bay Sands have actively used new ideas to win corporate bookings. Modern corporate travellers may enjoy leisure activities, bespoke event packages, and cutting-edge meeting technology at these hotels (Rhee and Yang, 2015). 
Table 2:Cause and metric.
	Root Cause
	Metric
	Data/Impact

	Increased competition
	New hotels opened in Singapore (2023-2024)
	15 new hotels offering competitive corporate packages

	Pricing strategy mismatch
	Average price difference compared to competitors
	Grand Hyatt: $300/night; Competitors: $240/night

	Lack of personalized corporate packages
	Percentage of clients requesting customization
	65% of corporate clients demand tailored event solutions

	Sales department inefficiency
	Conversion rate of corporate inquiries
	18% (Industry average: 30%)

	Outdated technology
	Use of CRM or automated booking platforms
	1 outdated system (Competitors average: 3 advanced systems)

	Decline in corporate travel post-COVID-19
	Reduction in corporate travel budget globally
	35% decrease compared to pre-pandemic levels

	Changing client preferences
	Demand for hybrid/virtual event solutions
	70% of corporate clients request hybrid event options

	Economic uncertainties
	Annual corporate travel expenditure decrease
	25% reduction in spending among key client industries

	Lack of marketing efforts targeting corporates
	Corporate-focused campaigns run in 2024
	1 campaign (Competitors average: 4 campaigns)


The Grand Hyatt Singapore offers luxury, but corporate clients may not like it. Marina Bay Sands' proximity to famous destinations and The Ritz-Carlton's luxurious amenities are being used by competitors. The Grand Hyatt Singapore struggles in a competitive market due to its lack of originality or benefits. 
Altering Customer Choices 
Corporate clients require more than conference space. Today, they want eco-friendly practices, better technology, and distinctive events. During the pandemic, hybrid events combining in-person and online participation have grown. Grand Hyatt Singapore hasn't changed with consumers. They haven't invested enough on event customisation and video conference technologies. Additionally, corporate event planners place a high priority on the environment. Companies that care about the environment are favouring hotels with ecologically friendly strategies, such as organising carbon-neutral events or reducing trash (Madaminov, 2021). Grand Hyatt has enhanced its environmental sustainability, but many believe it might do more in Singapore to attract corporate clients. 
Pricing Strategies 
Corporate bookings are greatly impacted by price. The Grand Hyatt Singapore charges high prices to be considered a luxury hotel. Today's market may not accept these rates. To entice corporate clients, competitors offer discounts, open cancellation policies, and free tech assistance and team-building events (Hargreaves, 2015). Grand Hyatt Singapore Hotel has lost appeal with corporate visitors on a limited budget due to the hotel's lack of open and personalised pricing options. 
There are concerns with the Sales Department
The Sales Department can't adjust to market changes, which contributes to the decline. The department doesn't seem to actively seek customer preferences. Avoiding market research, consumer feedback, and data-driven decisions has slowed the development of new and customised solutions. Lack of personalised offers, follow-up methods, and individualised sales communications for corporate clients shows a client relationship management issue (Tan et al., 2019).  
External Elements' Effect 
The decline of corporate bookings has been significantly impacted by external economic and commercial factors. Singapore, a vital business centre, has seen the impact of global conflict, economic uncertainty, and shifting business travel habits. The COVID-19 pandemic accelerated virtual meetings by reducing in-person corporate meetings. Corporate events are changing due to technology (Singjai et al., 2018). Zoom and Microsoft Teams are good in-person options. They save money and are more convenient. Grand Hyatt Singapore has been slower to adopt these technologies, but hotels that have have an edge. Market trends indicate that people prefer smaller, more personal events than huge ones. This trend has made Grand Hyatt Singapore's bigger event halls less appealing to corporate clients preferring more open and adequately sized venues (Lam et al., 2022). 
[bookmark: _Toc189062779]3.3 Impact on Hotel Performance and Reputation
This problem affects corporate image, visitor experience, and money. It monitors customer feedback on corporate bookings and events and warns the hotel of long-term risks if this problem is not remedied. 
Effect on Income 
Grand Hyatt Singapore relies on corporate bookings. This includes hotel bookings, event venue rentals, meals, spa services, and eating. The decline in corporate bookings has had a significant impact on hotel income (Ushakov et al., 2020). 
[image: Singapore Hospitality Market Size, Trend, Forecasts to 2033]
Figure 2: Singapore Hospitality Market Size, Trend, Forecasts to 2033.
Lower vacancy rates during these important times are caused by a decline in daily bookings, which is often driven by business travellers and corporate events. ADR and RevPAR, two important performance metrics in the hospitality industry, have fallen. The decline in major corporate events has a severe impact on revenue-generating businesses like food and drinks. Corporate meetings, which often include catered lunches, cocktail parties, and exquisite dinners, help the hotel generate revenue (Koh and King, 2017). Without this business, the hotel loses more money, forcing the Sales Department to discover other income streams (Pavlatos et al., 2021). 
Effect on Brand Image 
As corporate events and hospitality bookings decline, the Grand Hyatt Singapore has lost some of its appeal. Marina Bay Sands and The Ritz-Carlton Millenia Singapore have capitalised on this shortcoming by portraying themselves as more modern, tech-savvy, and corporate-friendly (Hung et al., 2018). 
Table 3: Before and after decline.
	Metric
	Before Decline
	After Decline
	Percentage Change
	Impact

	Average Monthly Revenue (SGD)
	10,000,000
	7,500,000
	-25%
	A loss of 25% in revenue significantly affects profitability.

	Occupancy Rate (%)
	85%
	68%
	-17%
	Reduced room utilization leading to revenue shortfall.

	Corporate Bookings (% of Total Bookings)
	55%
	40%
	-15%
	Decreased reliance on corporate clients.

	Client Retention Rate (%)
	75%
	60%
	-15%
	Loss of repeat business from corporate clients.

	Event Bookings per Month
	50
	30
	-40%
	Fewer corporate events due to changing client preferences.

	Customer Satisfaction Score (out of 10)
	9.0
	7.5
	-16.67%
	Decline in guest satisfaction impacts the hotel’s reputation.

	Market Position (Ranking in Corporate Segment)
	2nd
	5th
	-3 ranks
	Declining reputation and competitiveness in the corporate market.

	Revenue from Corporate Clients (SGD)
	6,000,000
	3,500,000
	-41.67%
	Loss of revenue from primary corporate sources.



Client complaints about the hotel's ability to adapt aggravate this impression. Insufficient price and offer flexibility, meeting technology, and event personalisation options are common issues. As word of these issues spreads, the hotel risks being seen as less competitive and outdated, which would hurt its corporate reputation (Hao et al., 2020).  
Extended Risks 
Grand Hyatt Singapore faces long-term financial and market share threats if corporate bookings don't improve. If corporate bookings continue to decline, the hotel will struggle to maintain profitability and satisfy financial goals. Recurring revenue concerns will ensue. Grand Hyatt Singapore is intentionally losing market share in the competitive hospitality industry to competitors who can respond faster to corporate requests (Kim and Kim, 2016). Hotel is no longer a popular choice for corporate events. If no changes are made, the Grand Hyatt Singapore business may be seen as less important in the market, which might hurt other parts of the business. Customer loyalty drops. Business clients often come from recurring business and long-term partnerships. Losing these clients may leave a long-term gap in the hotel's clientele, making trust and loyalty building harder (Moyeen et al., 2019). The decline in corporate bookings at the Grand Hyatt Hotel Singapore has a detrimental impact on the hotel's image and finances. Low revenue, bad tourist experience, degraded corporate brand, and long-term risks may result (Guillet, 2020). 
[bookmark: _Toc189062780]3.4 External Environment Analysis: STEEPLED Framework
The STEEPLED approach evaluates external variables affecting Grand Hyatt Singapore, notably the decline in corporate bookings. This analysis examines the many factors that impact the corporate booking and hospitality industry. These include politics, economics, society, technology, environment, laws, ethics, and population. 
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Figure 3: STEEPLE Analysis - Meaning, Importance & Factors | Marketing Overview .
Political Factors 
[bookmark: _Hlk189011877]Singapore is a popular corporate destination due to its stable government and prudent business regulations. Geopolitical issues in Asia-Pacific and new visa restrictions have impacted international business travel (Mugendi-Kiarie, 2024). Government restrictions decreased corporate events and meetings during the COVID-19 pandemic, which currently impacts corporate travel. Government policies like the Singapore Green Plan 2030 promote eco-friendly travel. Grand Hyatt Singapore may take environmentally friendly initiatives to attract eco-conscious business tourists. 
Economic Factors 
Price pressure and the global recession have had an impact on corporate travel expenses. Virtual meetings are replacing business travel and huge events. Though local economic issues like currency rates have made hosting events at upmarket venues like the Grand Hyatt Singapore more expensive, Singapore remains a global financial centre. Tourism and business in Singapore are recovering following the pandemic. But the competition has been fiercer for corporate clients (Saidova and Muminjonova, 2022). 
Social Factors 
Recently, corporate clients' tastes have changed. Business travellers and event planners want digital capabilities, unique experiences, and personalised service. Outdated corporate event planning strategies cannot meet changing needs. Working remotely and focussing on work-life balance have also reduced corporate meetings. This action has hurt the hotel industry, which depends on huge events for business (Pejack, 2020). 
Technological Factors 
Technological advances provide hospitality industry benefits and risks. Virtual and mixed meetings are replacing in-person meetings, so fewer people need huge spaces. Faster internet, event planning tools, and better audio-visual equipment give competitors an edge. Although Grand Hyatt Singapore has some technology, it lacks modern meeting spaces and a digital corporate event management system. Rivals exploit this shortcoming (Tribou et al., 2024). 
Environmental Factors 
Due to the growing need for ecologically friendly practices at corporate events, businesses may stand out from the crowd. Eco-friendly places reduce carbon impact. Grand Hyatt Singapore reduces energy and garbage to be greener. If the hotel improved corporate relations and provided green meeting packages, environmentally conscious businesses may choose it (Bertozzi et al., 2020). 
Ethical Factors
Customers desire fair pricing, transparency, and corporate social responsibility in hospitality. Corporate clients respect local communities and personnel wellness. Grand Hyatt Singapore may improve its ethical image by employing a diverse team, working with local merchants, and engaging in community activities. Socially concerned businesses follow these criteria, which boost the hotel's reputation (Dessenius, 2022). 
Legal Factors 
Corporate events in Singapore must comply with health and safety requirements, employment laws, and environmental standards. Ignoring these requirements might hurt the hotel's efficiency and reputation (Atherton, 2023). Event materials' intellectual property rights and data privacy are increasingly being protected. For corporate bookings, data privacy rules like Singapore's Personal Data Privacy Act must be followed. 
Demographic Factors
Due to its location and diverse population, Singapore attracts overseas businesses. The city draws local and global businesses, offering a diverse corporate clientele. 
Due to generational transitions in corporate cultures and an aging workforce, businesses are servicing younger, tech-savvy workers who seek modern settings. To be competitive in corporate booking, customise products to attract this group (Hans, 2018). 
The STEEPLED analysis blames changing customer tastes, technology advances, and economic issues for Grand Hyatt Singapore corporate bookings' decline. The analysis shows how to stand out by using sustainable methods, improving technology, and being ethical. Addressing these outside problems well will help Grand Hyatt Singapore compete in Singapore's changing hotel industry and become a top corporate hospitality choice.
[bookmark: _Toc189062781]3.5 Strengths and Opportunities: SOAR and TOWS Analysis
The Grand Hyatt distinguishes apart in the highly competitive Singapore business hospitality industry for several reasons. Understand and use these skills to reverse corporate bookings' decline and ensure long-term growth. 
Strengths 
· The Grand Hyatt in Singapore located on Orchard Road, among major business areas, shopping hubs, and cultural attractions. It's accessible, making it ideal for business customers attending meetings or conferences (Daher and Kiewra, 2016). 
· [bookmark: _Hlk189011891]Being part of Hyatt Hotels Corporation gives Grand Hyatt Singapore a strong brand and reputation, which attracts business travellers. Companies organising major events or conferences prefer Hyatt for its dependability and expertise (Kauff et al., 2016). 
Opportunities exist
[bookmark: _Hlk189011901]Hybrid Model: The rise of hybrid and virtual meetings may help Grand Hyatt Singapore. By investing in virtual meeting tools and high-quality audio-visual equipment, the hotel may attract business meetings (Roumiani et al., 2020). 
Digital Solutions Expansion: Corporate clients increasingly seek smooth, tech-enabled interactions (Laird, 2019). The hotel may provide online event management software, simplified booking systems, and enhanced virtual conference services to meet the increased need for speed and simplicity. 
Analysing Threats and Weaknesses to Create Opportunities 
TOWS analysis turns external threats and weaknesses into opportunities. Addressing its flaws and exploiting its surroundings may help the Grand Hyatt Singapore hotel compete in the hotel industry (Kulshrestha and Puri, 2017). 
Strengths and flaws 
· Grand Hyatt Singapore delivers premium services, however its corporate event technology may be better. 1. Corporate Events Have Limited Technological Integration. Lack of sophisticated, adaptable technological solutions for mixed groups may prevent the hotel from meeting corporate clients' changing expectations (Savari and Amghani, 2022). 
· Pricing Strategy: Grand Hyatt's high prices may prevent corporate clients on a budget, especially post-pandemic. Reviewing the price strategy may assist meet client needs, especially those who prefer cheaper options (Fitriani, 2022). 
Opportunities to Address Weaknesses 
· The hotel can bridge the technology gap and improve visitor experiences using 3D maps, virtual meeting platforms, and AI. These technologies may set Grand Hyatt Singapore apart and meet the rising need for mixed and digital events (Gottfried et al., 2018). 
· Offering many plan levels or open pricing might help corporate clients meet their budgets. For bigger events or long-term corporate partnerships, discounted packages may stimulate repeat business. Rewards and discounts for repeat corporate clients may develop relationships and keep them coming back. 
Safety Threats 
· Several luxury hotels and venues compete for corporate business in Singapore. Grand Hyatt Singapore struggles to stay up with rivals that have invested in green technology and processes (Asadpourian et al., 2020). 
· Economic restrictions and the rise of online labour have altered the scene for corporate bookings, with many businesses cutting down on in-person events and travel. This may diminish demand for big event locations, lowering hotel income (Brown Epstein, 2022). 
Threats vs. Opportunities 
· Sustainability to Stand Out: The hotel may boost its environmental efforts to compete. Green event pricing and eco-friendly housing may help businesses lessen their environmental impact. Promoting the hotel's green practices will attract socially conscious businesses. 
· In response to business travel trends, Grand Hyatt Singapore may provide open event spaces and technology for mixed and virtual meetings (Datta et al., 2020). This may help the hotel attract clients who want cheaper or more convenient meeting spaces. The hotel may also consider providing longer stays to business travellers. 
The SOAR and TOWS analysis found that Grand Hyatt Singapore has a great location, reputation, services, and sustainability. The hotel must modify pricing and technology to optimise assets. It should also capitalise on mixed events, digital solutions, and sustainability. The hotel may improve its corporate booking performance and competitiveness in Singapore's hospitality industry by addressing internal and external issues (Escalona et al., 2022). 


4. [bookmark: _Toc189062782]Recommendations and Change Management
[bookmark: _Toc189062783]4.1 Strategic Enhancement of Corporate Sales Initiatives
To offset the decline in corporate bookings and boost long-term client retention, the Grand Hyatt Singapore must execute a strategic approach focused on targeted marketing, deeper relationships, and new sales activities. Important methods for this are: 
Specific Marketing Projects 
· The hotel could use targeted marketing to highlight its merits and set itself apart from competition to re-engage corporate customers. When the hotel tailors its offers to guest demands, booking rates may rise (Daher and Kiewra, 2016). 
· The hotel might advertise its corporate hospitality expertise by writing white papers, blogs, or case studies on corporate event planning and business travel. 
Cooperation Program Improvement 
· Strategic relationships with local businesses, event planners, and large companies lead to recurrent corporate bookings. 
· Reward programs for businesses increase repeat bookings and client retention. Offering points for bookings or free hotel changes and meeting space may help retain corporate clients (Kauff et al., 2016). 
[bookmark: _Toc189062784]4.2 Optimizing Sales Channels and Technologies
New technology and sales processes should help the Grand Hyatt Singapore Sales Department increase speed and corporate bookings. Smart technology like linked booking systems and CRM systems may streamline operations and boost income, customer interactions, and sales. These suggestions should improve these technologies: 
Building a robust CRM 
The Sales Department may better manage corporate client relationships with a strong CRM system. CRM systems centralise client data, helping sales teams understand booking trends, preferences, and contacts (Roumiani et al., 2020). This allows them customise services and meet consumer needs. 
[image: Hotel demand to continue outstripping room stock in 2019 | Singapore  Business Review]
Figure 4: Hotel demand to continue outstripping room stock in 2019.
[bookmark: _Hlk189012627]A CRM system lets the Sales Department categorise clients by business type, preferences, and booking record for targeted marketing and special offers. Knowing whether a client travels regularly or prefers meeting sites helps the team make relevant suggestions (Laird, 2019). 
Sales staff may use a CRM to make notes for follow-up contacts, keeping corporate clients engaged even during off-peak seasons and enhancing retention rates and repeat business. It also aids relationship management. 
Booking system improvements 
Offers: Offering corporate clients a straightforward, user-friendly online booking option will streamline the booking procedure. A good booking system improves customer experience because they want quick, straightforward digital solutions. 
[bookmark: _Hlk189012766]User-friendly Design: The booking website should allow group orders for multiple rooms and event spaces. Corporate customers that wish to host big conferences or meetings might use this capability to promote future business relationships (Kulshrestha and Puri, 2017). 
Real-Time Availability: Corporate clients may make better decisions and make bookings faster and more efficiently by using a system that shows the current availability of rooms, conference spaces, and event venues. 
Use Sales Automation Tools 
[bookmark: _Hlk189012774]Sales automation may simplify lead management and email follow-up. By automating routine procedures, the Sales Department can focus on connection building and deal closing. 
Sales automation sorts leads by probability of becoming customers, allowing sales teams to focus on the best possibilities (Savari and Amghani, 2022). Automated emails or notes may engage clients without salespeople. These sales tools may help Grand Hyatt Singapore improve client relations, operations, corporate bookings, and customer loyalty. 
[bookmark: _Toc189062785]4.3 Workforce Restructuring and Role Clarification
Grand Hyatt Singapore should reorganise and clarify team roles to boost Sales Department efficiency and customer service. The hotel may increase business performance and corporate customer service by matching team duties, restructuring responsibilities, and maximising work hours. Important suggestions for these changes: 
Switching Jobs and Highlighting Skills 
[bookmark: _Hlk189012781]Sales accountants: Designate Account Managers for major corporate clients. These supervisors should be important clients' main contacts since they deliver customised services and build connections (Fitriani, 2022). 
Conference and event organisers: Assign specific duties to personnel in charge of important corporate conferences and events. This speciality will simplify and speed up event bookings by providing expert assistance. 
Flexible Work Schedules Improve Customer Service 
[bookmark: _Hlk189012952]The Sales Department may benefit from more flexible working hours to meet the global nature of corporate clients and the growing need for flexible service hours. This will speed up responses and help multi-time zone consumers (Gottfried et al., 2018). Change work hours so the Sales Department can cover multiple time zones and respond to consumer questions even during slow times. This flexibility might be added to a shift-based system for smooth operation. Let employees work from home for client interactions and follow-up to improve job satisfaction, minimise attrition, and respond to customer problems quickly. 
Staff Training in Multiple Fields 
[bookmark: _Hlk189012960]Training salespeople in numerous roles makes them more versatile and responsive. Event managers may get basic sales training, while salespeople may use customer service strategies to rapidly resolve client issues (Asadpourian et al., 2020). Grand Hyatt Singapore business may increase corporate client satisfaction rates by implementing these staff restructuring tactics and job explanation techniques. 
[bookmark: _Toc189062786]4.4 Change Management Strategies for Smooth Transition
Implementing Grand Hyatt Singapore's Sales Department improvements requires a well-planned change management approach. Careful change management will ensure easy acceptance of new processes, tools, and task descriptions. These tactics facilitate this change at crucial stages: 
Basic Communication Method 
· Communication is key to improving and coordinating. The communication plan should be clear, frequent, and adapted to numerous corporate divisions. 
· [bookmark: _Hlk189012969]Leaders should explain the changes' benefits and how they will improve Sales Department performance to start the change process. Staff presentations, town halls, and written updates may achieve this (Brown Epstein, 2022). 
Stakeholder Relations 
To inform everyone of changes and responsibilities, include stakeholders. 
· [bookmark: _Hlk189012141]Use training or focus groups to include the Sales Department early in the transition. Employee requests and concerns will provide better and more realistic modifications. This makes people more inclined to accept changes since they feel more in control (Dimitrios et al., 2020). 
· Finance, IT, and HR should be included to ensure changes reflect the organisation. IT may allow new technology, but HR can help change work duties and educate employees. 
Onboarding and Supporting Staff 
Success of any change effort relies on personnel buy-in. Here are some ways staff may help with the changeover. 
[bookmark: _Hlk189012150]Comprehensive training gives staff the skills and confidence to use new technologies and methods. Frequent teaching and encouragement may reduce resistance. Recognising workers who support reforms might motivate others to follow suit. A incentive system or award program may keep shift workers engaged and happy (Hu et al., 2023). 
[bookmark: _Toc189062787]4.5 Monitoring and Measuring Success
Clear KPIs and measurements are needed to accomplish the suggested changes at the Grand Hyatt Singapore Sales Department. They'll monitor progress and assess performance. Reassessing these factors helps the hotel change its plans and improve. 
Essential Success KPIs 
The impact of the revisions on corporate bookings and sales performance should be assessed using the KPIs listed below: 
· [bookmark: _Hlk189012160]Manage corporate bookings and compare data before and after changes. More bookings show customer service, staff training, and marketing (Pawlicz and Napierala, 2017). 
· [bookmark: _Hlk189012167]Track revenue growth from corporate customers' hotel bookings, event registrations, and conference attendance. Revenue will grow if new pricing and client retention methods work (Poldrugovac et al., 2016). 
Regular checks and adjustments 
Following strategies enable one to monitor impact over time and ensure continual development: 
· [bookmark: _Hlk189012178]Ask employees regularly about changes and contentment. This may signal that further training or help is needed to continue (Mehta et al., 2023). 
· Monitoring these key performance indicators allows Grand Hyatt Singapore to guarantee that Sales Department changes have lasting benefits on corporate bookings, revenue, and client satisfaction. 
[bookmark: _Toc189062788]4.6 Long-Term Benefits and Sustainability of Implemented Changes
The Grand Hyatt Singapore Sales Department has undergone significant changes that should have a long-term beneficial impact on profits, brand awareness, and customer loyalty. These findings will assist the hotel retain its hospitality industry leadership while increasing its performance. 
Higher Pay 
[bookmark: _Hlk189011808]The improvements will boost corporate bookings and income over time. Better sales methods, customer contacts, and personalised services may increase the hotel's corporate customers. The hotel may anticipate continuing revenue growth as more corporate customers return for repeat bookings and events (Ifo and Baharta, 2015). Targeted marketing and interaction would reach more customers and generate new income. Revenue will climb dramatically, giving the hotel financial security. 
Increased Brand Recognition 
[bookmark: _Hlk189011817]Improved customer service and corporate guest options will boost the hotel's brand. Positive client reviews, recurring business, and improved visitor experiences would boost the hotel's reputation in Singapore's competitive hospitality industry. As a top business hotel, it will continue to provide excellent service and meet corporate needs. Grand Hyatt Singapore attracts business travellers because a stronger brand image attracts more corporate clients and boosts industry rankings and accolades (Wirya et al., 2023). 
Stabilising Client Loyalty 
[bookmark: _Hlk189011826]Changing the corporate experience staff training, relationship-building, and new tools will strengthen customer loyalty. If one delivers smooth, personalised, and trustworthy service, corporate clients will feel appreciated and likely return for future bookings. Focussing on consumer input and constant improvements will help the hotel retain corporate clients by building long-term connections (Amarta, 2017). More leads and proposals from this confidence will boost the hotel's market position. Sales Department innovations will boost Grand Hyatt Singapore's long-term performance, revenue, and hospitality industry reputation. 


5. [bookmark: _Toc189062789]Action Plan for Grand Hyatt Singapore
The action plan below includes the problem, the remedy, the expected results, the implementation timetable, the completion date, and the money needed to increase corporate bookings.
Table 4: Action Plan.
	Number
	Problem
	Solution
	Desired Outcome
	Time Scale
	Completion Date
	Planned Budget

	1
	Decline in Corporate Bookings
	Launch targeted marketing campaigns aimed at corporate clients.
	Increased corporate booking volume, higher revenue from corporate clients.
	3 months
	31st May 2025
	SGD 50,000

	2
	Ineffective Sales Process
	Implement a Customer Relationship Management (CRM) system to streamline the sales process.
	Improved sales efficiency and better tracking of client interactions.
	6 months
	31st August 2025
	SGD 30,000

	3
	Sales Team Skills Gap
	Develop and execute a comprehensive training program for the Sales Department, focusing on relationship-building, negotiation tactics, and customer service.
	Enhanced sales team capabilities, leading to improved client acquisition and retention.
	3 months
	31st May 2025
	SGD 20,000

	4
	Poor Client Retention Rates
	Introduce a customer loyalty program and implement regular client follow-up protocols.
	Higher client retention rates and repeat bookings from corporate clients.
	4 months
	30th June 2025
	SGD 15,000

	5
	Outdated Sales Channels
	Optimize the hotel’s booking platform and integrate with advanced booking technologies to improve user experience.
	Streamlined booking process, higher booking conversions, and improved user satisfaction.
	5 months
	31st July 2025
	SGD 25,000

	6
	Lack of External Partnerships
	Develop strategic partnerships with local businesses, event organizers, and travel agencies.
	Increased brand visibility and additional revenue streams from external partnerships.
	6 months
	31st August 2025
	SGD 10,000


Total Planned Budget: SGD 155,000

6. [bookmark: _Toc189062790]Conclusion
[bookmark: _Hlk189011756]This consultancy report examines the decline in corporate bookings at the Grand Hyatt hotel in Singapore and makes practical suggestions to fix the primary issues affecting the hotel's performance. Close inspection revealed various internal and external causes. The analysis shows that the hotel must improve operations, relationships, and sales to attract and keep corporate clients (Law et al., 2020). The decline was caused by growing hospitality industry rivalry, shifting corporate client expectations, and Sales Department practices. It carefully analysed political, economic, and scientific issues using STEEPLED. The hotel's ability to recruit and retain corporate customers was significantly impacted by these outside factors, according to this analysis. It showed how environmental and social measures can set Grand Hyatt Singapore apart. 
[bookmark: _Hlk189011732]The report's detailed SOAR analysis highlighted the hotel's Singapore location, great service, and strong brand image. Opportunities for expansion included focused marketing, enhanced customer relationship management, and smart partnerships with other companies (Guataqui Avendaño, 2021). The hotel used a TOWS analysis to turn weaknesses and risks into solutions to overcome problems and seize new opportunities. 
[bookmark: _Hlk189011685]This report presented suggestions to ensure Grand Hyatt Singapore's long-term success. Here are some ways for improving sales channels, investing in CRM systems, educating the Sales Department, and boosting customer loyalty programs. Effectively implemented, these approaches should enhance corporate bookings, customer happiness, and income (Tariq et al., 2024). The report also stressed the need of well-organised action plans and transparent communication methods to ensure a seamless transition and stakeholder buy-in for organisational transformation. The cost analysis and planning section analysed the financial effects of the suggested changes. These methods have a realistic price that meets the hotel's growth plans. Through thorough observation and evaluation of results, the hotel may assess the efficacy of changes and adjust to fulfil goals. 
[bookmark: _Hlk189011698]These changes may have significant long-term effects. By increasing corporate booking volume, brand image, and lifelong customer loyalty, Grand Hyatt Singapore will succeed in a competitive market. The predicted effects will help the hotel build a loyal, valued client base that will generate income for years to come and improve its financial performance (Qi, 2023). 
With comprehensive analysis of the hotel's prospects and difficulties, came this consultancy report. As corporate bookings decline, Grand Hyatt Singapore may improve its competitiveness in the Singapore hospitality industry by following the suggested changes. 
Thanks to Grand Hyatt Singapore for letting to work on this project. It is honoured to have reviewed the hotel's policies and supplied appropriate solutions. It can hope this report's suggestions will help the hotel succeed. It is gladly helping the hotel with these tactics if needed. To help Grand Hyatt Singapore achieve its business goals thrills. It is appreciable the chance to help with this project again; the proposed adjustments would boost the hotel's corporate booking performance, ensuring its long-term survival and growth. 
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