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[bookmark: _Toc147793002]Introduction
The Seaview Resort's recent financial troubles, falling customer satisfaction, and shifting market dynamics need a comprehensive recovery strategy. Analyses of the resort's financial performance in a variety of categories, such as market position, customer experience, pricing, operations, debt management, marketing, sustainability, and more, are included in this report. The report emphasises key issues before outlining a comprehensive plan for recovery.
[bookmark: _Toc147793003]Analysing the Seaview Resort's Financial Performance (2020-2022)
The Seaview Resort, once a favourite of vacationers, has seen better days recently. Analyzing its financial performance from 2020 to 2022 reveals various concerning trends and highlights the need of a recovery strategy.
[bookmark: _Toc147793004]Revenue Decline
The decline in the resort's overall revenue is a significant problem for The Seaview. The resort made £520,000 in revenue in 2020, which decreased to £480,000 in 2021 and further declined to £430,000 in 2022. Over the last three years, this pattern has resulted in a 17% decline in revenue. Several causes have contributed to this decline. The Seaview Resort has likely lost consumers due to the fierce competition in the coastal resort sector and the presence of newer, more contemporary resorts (Block et al., 2019). Second, the resort has not done an excellent job accommodating shifting customer tastes towards eco-friendly and experience tourism (Bekaert and Hodrick, 2012). Customer evaluations point to declining service quality and obsolete facilities, which may have resulted in a decrease in repeat business and a loss of new clients.
[bookmark: _Toc147793005]Profitability Erosion
When a company's capacity to profit from its activities declines, it is known as profitability erosion (Block et al., 2019). The company could be having trouble keeping expenses under control or keeping its pricing power (Bekaert and Hodrick, 2012). The resort's profits have been steadily decreasing in recent years. In 2020, the company made a gross profit of £130,000, but in 2021 and 2022, it saw a dramatic decline to £80,000. The resort seems to be struggling to cover its operational expenditures, as seen by the decrease in gross profit. It is considerably more worrisome when looking at the net profit (loss). The resort had a net profit of £78,000 in 2020, which decreased to £40,000 in 2021 and even lower to only £17,000 in 2022. The resort's net profit margin gauges how well it can turn revenue into profit, is dismal, dropping from 15% in 2020 to 8% in 2021 and then reaching a pitiful 4% in 2022. The resort's declining profit margins indicate it is becoming less effective at controlling expenses and maximising earnings (Block et al., 2019).
[bookmark: _Toc147793006]Balance Sheet Challenges
Issues or problems with a company's financial statement or balance sheet are called balance sheet challenges (Bloom and Van Reenen, 2010). The financial picture by the end of 2022 shows specific difficulties. The property and equipment account for £800,000, the inventory for £100,000, and the overall assets amount to £1,200,000. The resort has made enormous investments in its property and equipment, which were once essential but may now seem antiquated to visitors (Bloom and Van Reenen, 2010). A significant financial load that must be adequately handled is shown by the current obligations of £180,000 and the long-term debt of £500,000. Although the resort's equity position of £450,000 indicates that its assets are more than its obligations, the difference has decreased over time, which might threaten the resort's financial security.
[bookmark: _Toc147793007]Cash Flow Challenges
When a company struggles to keep up with its incoming and outgoing cash, it is experiencing cash flow challenges (Bowie and Buttle, 2013). The cash flow forecast 2021 is gloomy, with a negative £80,000 net cash flow from operations. Because of this, the resort's primary business activities are not producing enough cash flow to cover its costs and debt commitments. The resort's negative net cash flow (change in cash balance) results from capital expenditures of £30,000. As a result of this negative cash flow, rapid financial restructuring and cost-cutting measures are required.
[bookmark: _Toc147793008]Other Financial Metrics
Since 2020, the ARR has been steadily falling; by 2022, it will have fallen to £210. As a result of dwindling consumer satisfaction and intensifying competition, the resort may be having trouble maintaining its once high hotel rates (Bowie & Buttle, 2013). The resort's occupancy rate has dropped from 70% in 2020 to 60% in 2022, indicating that it is having trouble filling its rooms.
[bookmark: _Toc147793009]The Key Reasons Behind the Decline in Profitability
The Seaview Resort's decline in profitability may be attributed to a combination of internal and external reasons. The following are some of the primary causes of the decline in profitability:

Figure: The Key Reasons Behind the Decline in Profitability
Source: Self Made
Increased Competition: Competition among beach resorts has heated up recently as more fancier hotels have sprung up. These alternatives may entice away the Seaview Resort's consumers because of their superior services, lower prices, and newer facilities (Brigham and Daves, 2018). The increasingly fierce competition has tested the resort's pricing strategy and visitor retention.
Changing Customer Preferences: Eco-friendliness and immersive travel are growing more popular customer preferences. The Seaview Resort may have needed to change its policies rapidly enough to account for these shifting preferences. Today's vacationers want more from their hotels, and the resort's standard fare may not satisfy their need for novelty or their desire to do good deeds (Brigham and Houston, 2021). 
Service Quality and Amenities: Guests' complaints about the resort's declining service quality and out-of-date facilities. Customer happiness is crucial in the hotel sector thus, this is a severe problem (Eun et al., 2021). Potential customers may be discouraged from staying at the hotel, and there may be a decrease in business from repeat customers due to negative evaluations. 
Declining Average Room Rate (ARR): The Average Room Rate (ARR) at the Seaview Resort has continuously declined over the last several years. This may indicate that the resort is participating in price-matching with nearby establishments or other discounting tactics to entice customers (Ghandour et al., 2015).
Decreasing Occupancy Rates: It is a worrying tendency that occupancy rates will decline from 70% in 2020 to 60% in 2022. This may be attributed to a combination of elements, such as the competition above, shifting preferences, and declining service quality (Grant, 2022).
High Operating Expenses: Operating costs for the Seaview Resort have steadily risen, from £390,000 in 2020 to £450,000 in 2022. These increased expenses may result from the resort's attempts to upgrade its amenities or enhance customer service in reaction to poor reviews (Ho, 2017). The company's gross profit margin has been cut in half due to these out-of-control costs.
Net Profit Margin Erosion: The net profit margin has rapidly fallen from 15% in 2020 to barely 4% in 2022. This suggests that the resort's revenue has stayed the same proportionately to its rising costs (Kohlmayr, 2021). A declining profit margin jeopardises the long-term viability of the company.
High Debt Burden: The resort's sizeable long-term debt of £500,000 results in considerable interest payments that further strain the resort's budget. The resort's capacity to invest in upgrades may have been hampered by debt servicing costs, lowering the resort's competitiveness (Madura, 2020).
[bookmark: _Toc147793010][bookmark: _Hlk147790392]Comprehensive Turnaround Strategy for The Seaview Resort
A thorough turnaround strategy is essential to restore The Seaview Resort's financial health and reputation as a top holiday spot. The resort's financial woes, dwindling customer happiness, and misplaced market position may all be remedied with the right strategy. Here is a comprehensive strategy for reaching these goals:

Figure: Comprehensive Turnaround Strategy for The Seaview Resort
Source: Self Made
Market Reassessment and Positioning: The Seaview Resort should learn more about its target market. A thorough market study is essential to do this. Understanding current customer preferences and the state of the competitive environment is essential for this study (Moyer et al., 2014). It is critical to identify voids and possibilities, such as those that cater to eco-friendly and experience tourism. To align the resort with current market trends, a strategic repositioning will be undertaken, focusing on sustainability, distinctive guest experiences, and community participation (Petty et al., 2015).
Customer Experience Enhancement: The Seaview Resort has to boost customer satisfaction to reclaim its reputation drastically. Investing in staff training is the first step in improving the quality of service a hotel provides. The results of these surveys will be used to make immediate improvements based on the suggestions of our guests. It is essential to upgrade services and infrastructure to match current needs (Phonesuitedev, 2021). To cater to eco-conscious travellers, an emphasis will be placed on sustainable practices and responsible tourism.
Pricing Strategy: The resort's pricing strategy has to be examined closely. A fair price that reflects the services' value should be set. A broader customer base may be catered to by offering different price points (Rutherford, 2021). Guests will be incentivised to return, and regulars will be rewarded via the introduction of value-added packages, promotions, and loyalty programmes.
Operational Efficiency: The key to a successful financial recovery is improved operations. Excessive expenditure may be discovered with the use of a thorough cost analysis. The quality of service will not be affected by the cost-cutting measures that will be implemented (Seitz, 2013). Utilities may be reduced if research is done into energy-efficient technology. To align with variations in demand, staff schedules will be optimised.
Debt Management: It is essential to take care of the resort's debt. Creditors will be negotiated with in hopes of a debt reduction and payback period extension. A part of the income will be set aside for debt service to ensure financial commitments are satisfied without jeopardising operations (Shapiro and Hanouna, 2019). To that end, it shall investigate potential avenues for refinancing or raising more funding.
Marketing and Branding: Rebuilding the Seaview Resort's reputation requires effective marketing and branding. Making a website that is easy to use and creating an original backstory for the brand is essential. Partnerships with influential digital media users and marketers will be used. Unique experiences and dedication to sustainability will be highlighted in marketing materials.
Revenue Diversification: For long-term financial security, diversification of income sources is essential. The resort seeks other revenue streams, including holding events and seminars and forming partnerships with nearby companies. The site will market itself as a wedding, business retreat, and other event location. Working with neighbourhood creatives will result in one-of-a-kind, handcrafted goods and services.
Financial Forecasting and Monitoring: To monitor development and modify tactics, a solid financial forecasting system is required. Success will be evaluated based on predetermined KPIs. Actual performance will be evaluated regularly, and tactics will be adjusted for market fluctuations and financial outcomes.
Community Engagement: Partnerships and sponsorships are essential for connecting with the neighbourhood. By assisting community projects and promoting a favourable reputation in the neighbourhood, the resort will demonstrate its dedication to sustainability.
Staff Engagement and Motivation: Employees are encouraged to participate in the turnaround process by providing their input and are rewarded for doing so. To raise morale and encourage a culture of constant development, we will be rewarding and recognising exceptional achievements.
Customer Feedback Loop: It is vital to have a methodical strategy for customer feedback. Using this information, the resort will improve services and prevent future problems. There will be an emphasis on positive reviews and customer testimonials as part of the effort to restore the company's reputation (The Canadian Press, 2022).
[bookmark: _Toc147793011]Conclusion
The Seaview Resort's route to recovery depends on the execution of this complete turnaround plan, given its declining revenue, declining profitability, balance sheet difficulties, and cash flow troubles. The resort may recover its financial health and status as a top holiday spot by adapting to market changes, improving operations, prudently managing debt, and encouraging community involvement. Taking prompt action is critical to the future of the resort.
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