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Executive summary 
The once-thriving Seaview Resort on the coast has seen a drop in recent years in terms of income, occupancy rates, and customer satisfaction. Owner Mr. James Henderson has asked for our help in evaluating the current state of affairs and formulating a plan for a successful turnaround. The purpose of this report is to examine the resort's financial performance over the past three years, determine the root causes of its fall, and offer an all-encompassing turnaround strategy to restore the resort's former glory.

Introduction
The Seaview Resort is a tranquil paradise that overlooks a breathtaking shoreline. In the past, it attracted vacationers in quest of luxury, peace, and breathtaking beauty. Because of its convenient location, friendly staff, and plenty of high-quality amenities, it has been increasingly popular over time. Recently, unfortunately, there has been a troubling change in the fate of this much-loved hideaway.
In order to evaluate the resort's current situation, identify the underlying reason for its diminishing profitability, and suggest a workable plan to stop the negative trend, Mr. Henderson has engaged outside experts. This report's goal is to launch an investigation into The Seaview Resort's financial situation and devise a plan to not only improve its financial standing but also restore its spotless history as a premier vacation destination.
The Seaview Resort faces problems from running the business and the ever-changing coastal resort industry. This report will simplify these complicated issues by giving a complete picture of the resort's current state and a plan for the future that looks forward to a better one.
Scope and Objectives
The main goals we have are to:
· The goal is to look at the resort's annual income, expenses, and trends in making money over the last three years.
· To figure out and explain important financial ratios at the end of 2022, such as liquidity, solvency, and profitability.
· To look at the competitive landscape and market trends in the coastal resort business in order to find target customer groups and possible growth opportunities.
· The goal is to use the analysis to come up with a detailed and doable turnaround plan that will help the resort's finances and restore its reputation as a top vacation spot.
· To make financial projections that show how The Seaview Resort is likely to do financially from 2023 to 2026 after the proposed turnaround strategy is put into action.
· To figure out what problems and risks might come up with the turnaround strategy and come up with ways to deal with them.
Financial Analysis
The financial performance of The Seaview Resort in 2020, 2021, and 2022 is the emphasis of this portion of the financial research. The income statements of the resort, which have been declining in profitability, will be analysed. The resort earned a gross profit of $130,000 in 2020 after receiving $520,000 in sales and expenditures of $390,000. The annual net profit was $78,000, or 15% of revenue. In 2022, the company's gross profit was negative $20,000 on $430,000 in revenue and $450,000 in operating expenses. For 2022, the net loss was $47,000, for a net profit margin of -11%. At the end of 2022, the resort had a total of $1,030,000 in assets, including $250,000 in current assets, $630,000 in property and equipment, and $150,000 in other assets. The owner has a $450,000 investment in the company. Expenditures on capital expenditures totaling $30,000 are included in the net cash flow shortfall of $80,000 that is anticipated for 2022.
The current ratio at 2022 of Seaview Resorts is 1.39, which indicates a sufficient cushion to cover short-term obligations. The quick ratio is 0.83, which indicates that there may be problems with the company's ability to pay short-term obligations. There is a greater dependence on equity financing than on debt as shown by the debt-to-equity ratio of 0.89. With a negative return on assets (ROA) of -4.61%, the company is unprofitable. With a ROE of -10.56%, it's clear that the company is losing money on every dollar of equity it has.
Current Ratio:
Current Assets (2022) = $250,000
Current Liabilities (2022) = $180,000
Current Ratio = Current Assets / Current Liabilities
Current Ratio = $250,000 / $180,000
Current Ratio = 1.39
Quick Ratio:
Current Assets (2022) = $250,000
Current Liabilities (2022) = $180,000
Inventory (2022) = $100,000
Quick Ratio = (Current Assets – Inventory) / Current Liabilities
Quick Ratio = ($250,000 - $100,000) / $180,000
Quick Ratio = $150,000 / $180,000
Quick Ratio = 0.83
Debt-to-Equity Ratio:
Total Debt (2022) = $400,000
Total Equity (2022) = $450,000
Debt-to-Equity Ratio = Total Debt / Total Equity
Debt-to-Equity Ratio = $400,000 / $450,000
Debt-to-Equity Ratio = 0.89
Return on Assets (ROA):
Net Profit (2022) = ($47,500)
Total Assets (2022) = $1,030,000
Return on Assets (ROA) = Net Profit / Total Assets
Return on Assets (ROA) = ($47,500) / $1,030,000
Return on Assets (ROA) ≈ -4.61% 
Return on Equity (ROE):
Net Profit (2022) = ($47,500)
Total Equity (2022) = $450,000
Return on Equity (ROE) = Net Profit / Total Equity
Return on Equity (ROE) = ($47,500) / $450,000
Return on Equity (ROE) ≈ -10.56%
SWOT Analysis
Strengths: 
The resort is perfectly placed on a beautiful coastline, with stunning views and easy access to the beach, making it a popular choice for nature lovers and beachgoers.
The Seaview Resort has many facilities, such as a restaurant, bar, and event rooms, that can be used to make the guests' stay better and bring in more money (Citra Birru et al., 2022).
Weakness:
Both the resort's amenities and its infrastructure are out of date and don't meet the needs of modern travellers. Because of this, customer satisfaction and occupancy rates have gone down.
Customer reviews show a clear drop in service quality, which shows that staff needs to be trained and service delivery needs to be improved (Dabestani et al., 2016).
Opportunities:
There is a growing trend towards eco-friendly and experiential tourism, which gives The Seaview Resort a chance to change its offerings to fit these new tastes.
Growth is possible by attracting niche markets like travellers who care about the environment, people who like to try new things, and people who are interested in health and wellness (Solnet et al., 2016).
Threats: 
There are a lot of new, modern resorts close by, making the market for coastal resorts very competitive. It's possible that these competitors have better marketing plans and more up-to-date amenities. The hospitality industry can be greatly affected by bad economies, natural disasters, or other unplanned events. The resort should be ready for these kinds of situations (Ladipo et al., 2016).
The SWOT analysis makes it clear that The Seaview Resort needs to build on its strengths, fix its weaknesses, take advantage of new opportunities, and protect itself from threats. By making the resort's turnaround plan fit with these findings, it will be able to handle the tough market, meet changing customer needs, and become a top vacation spot again.
Market Analysis
While The Seaview Resort was being built, several newer, more modern resorts opened nearby, making the market for coastal resorts very competitive. Many of the time, these competitors offer modern services and amenities that meet the changing needs of travellers today. To stay competitive, The Seaview Resort needs to offer something that no one else does, like its great location on the coast or possible eco-friendly projects.
Vacationers are increasingly choosing eco-friendly hotels and attractions. By decreasing energy, trash, and waste, The Seaview Resort can attract eco-friendly tourists. Travellers today want more than a typical holiday. They desire unforgettable experiences like outdoor adventures, cultural learning, and wellness activities. Resorts can explore partnerships and events that satisfy these needs. Technology to improve guest experience is industry standard. Online booking, mobile apps, and contactless services are examples. Accepting the digital transformation can make things easier and more satisfying for guests (Dzhandzhugazova et al., 2015).
Target Groups of Customers:
Travellers who care about the environment and enjoy eco-friendly practises and activities in nature are the target audience. To attract this group, the Seaview Resort can help with local environmental projects and offer educational activities. Offering adventure packages with activities like water sports, hiking, and exploring wildlife can bring in people who like to take risks. Wellness and spa packages can help travellers who want to unwind and recharge in a peaceful coastal setting (Ahani et al., 2019).
Growth Opportunities:
The Seaview Resort can better compete with newer competitors and make its guests happier by updating and modernising its amenities.Niche groups can be attracted by a focused marketing plan that emphasises the resort's unique coastal location and eco-friendly efforts. Creating special packages for people who like to explore, relax, and be close to nature can help increase occupancy rates (Cho et al., 2014).
The market analysis shows how important it is for The Seaview Resort to keep up with changes in the industry and take advantage of the chances that come up when customers' tastes change. The resort can get back on top of the competition and grow in the fast-paced hospitality industry by focusing on specific groups of customers and improving its market positioning.
Turnaround Strategy
1. Renovation and Modernization:
Renovate and update guest rooms to make them comfortable, modern, and eco-friendly.  To maximise guest satisfaction, the restaurant, bar, and event areas should be upgraded (El-Sayed et al., 2023).
2. Environmentally friendly and sustainable practises:
To demonstrate the resort's environmental commitment, obtain eco-certifications. Help with local conservation and educate people about nature. Start waste reduction and recycling activities to lessen the resort's environmental effect (Verma & Chong, 2015).
3. Marketing and Customer Engagement:
Make a user-friendly website and mobile app for booking and information.  Increase social media activity to promote the resort's unique location and activities (Verma & Chong, 2015).
4. Training employees and making service better:
To improve customer service, invest in staff training. Create a service culture where employees are proud to exceed guest expectations (Ali et al., 2020).
5. Going after a niche market:
Create eco-tourism packages with hikes and wildlife interactions. To attract adventurous travellers, offer water sports, hiking, and other outdoor activities in packages. 
Renovating a resort typically costs $500,000–$1 million. Installing energy-efficient systems and reducing waste can cost $50,000–100,000. Marketing and client interaction may cost $50,000–$100,000. Employee training and service quality might cost $20,000–$50,000 annually. Niche targeting can cost $10,000–$30,000. Financial planning and expense management may require $10,000–$20,000 in tool and labour costs annually. These factors can considerably impact resort prices.
Financial Projections:
We made financial projections for the years 2023 to 2026 to give you a clear picture of how The Seaview Resort's finances are likely to do after the proposed turnaround strategy is put into action. 
	Income Statements (2023-2026)
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	Year
	Total Revenue
	Operating Expenses
	Gross Profit
	Net Profit
	

	2023
	$600,000 
	$480,000 
	$120,000 
	$40,000 
	

	2024
	$630,000 
	$490,000 
	$140,000 
	$60,000 
	

	2025
	$660,000 
	$500,000 
	$160,000 
	$80,000 
	

	2026
	$690,000 
	$510,000 
	$180,000 
	$100,000 
	

	
	
	
	
	
	

	
	
	
	
	
	



Breakeven analysis
[image: Break-Even Analysis: How to Calculate the Break-Even Point]
Source: https://corporatefinanceinstitute.com/
A break-even analysis can be used to determine the price per unit at which a new business, service, or product will break even. For the Seaview Resort, a break-even analysis is a useful tool in determining the point at which revenue is sufficient to cover operating expenses.
Break-Even Point (BEP) in Room Nights = TFC / (ARR - (TVC per Room x OR))
Let’s calculate the break-even point based on the provided data:
Assuming the following data:
· Total Fixed Costs (TFC) = $200,000
· Total Variable Costs per Room (TVC) = $50 (estimated variable cost per occupied room)
· Average Room Rate (ARR) = $210
· Occupancy Rate (OR) = 60%
Break-Even Point (BEP) in Room Nights = $200,000 / ($210 - ($50 x 0.60))
BEP ≈ $200,000 / ($210 - $30)
BEP ≈ $200,000 / $180
BEP ≈ 1111.11 room nights (rounded to the nearest whole room night)
Risk Assessment
1. Financial Risk:
The resort may not have the money to update and repair. Look for loans or investors to support restorations and updates. Make an emergency reserve in your budget for unexpected expenses.
2. Risks in the market:
Market and client tastes may shift even more, making it harder to attract the correct customers. Keep up with shifting client tastes with regular market research. Distribute the products to serve a variety of consumers.
3. Risks of competition:
The resort may face severe competition from surrounding newer, more contemporary resorts. Emphasise The Seaview Resort's beachfront position and eco-friendliness. Keep amenities up to date to compete with rivals (Viglia et al., 2016).
4. External Risk:
The hotel business is vulnerable to economic downturns, natural calamities, and pandemics. Create a crisis strategy to handle unexpected situations.  Renew the entire coverage insurance to reduce unanticipated disaster costs.
5. Risks related to rules and regulations: 
Regulatory changes or problems with following the rules could make it hard for the resort to run its business. Do regular audits to make sure that rules and standards in the industry are being followed. Hire a lawyer to keep up with changes to the rules and make sure they are followed.
Conclusion:
In conclusion, The Seaview Resort's financial situation, market dynamics, and competitive environment have revealed opportunities for revitalization. The resort's financial health and reputation as a top vacation destination depend on the turnaround strategy.
Over the past three years, revenue, profitability, and customer satisfaction have declined, which is concerning. The resort struggled with outdated amenities, poor service, and fierce competition from newer resorts. Transformation was possible due to eco-friendly and experiential tourism trends.
Recommendation 
A comprehensive renovation plan should be developed, including scope, budget, and schedule for guest rooms, amenities, and environmentally friendly projects. Project managers with expertise should oversee the renovation. Eco-friendly practices, such as reducing energy, waste, and community involvement, should be implemented. Eco-certifications should be obtained to demonstrate the resort's environmental commitment. A user-friendly website and mobile app should be developed for easy planning and information access. Digital changes should be accepted to make things easier for guests. Regular market studies and compliance audits are necessary to stay updated on customer preferences and trends. An attorney should be retained to stay updated with legal changes. Financial tracking and control systems should be established to monitor budget adherence, expenses, and income. Regular comparisons of actual results to expected results and necessary adjustments should be made. Using guest feedback for continuous improvement is crucial. Regular updates on the turnaround plan are necessary to keep up with market conditions and new opportunities.
By following these suggestions, The Seaview Resort will be able to successfully put the comeback plan into action. It will help the resort get back on its feet financially, make guests happier, and ensure its long-term success as a top holiday spot.
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