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	SOSTAC (Situation analysis, Objectives, Strategy, Tactics, Action, Control) and the Marketing Mix (Product, Price, Place, Promotion) are important frameworks that will be used in the marketing plan to provide a structured approach for planning and implementation. Bowmans Strategy Clock will be used to analyse competitive positioning and develop successful marketing strategies.
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	Customers (Segmentation and Targeting): To efficiently target its wide range of customers, Hilton Hotels uses market segmentation. Business travellers, vacationers, families, and groups are among the segments. To better understand the characteristics, tastes, and behaviours of its customers, Hilton makes use of data from SimilarWeb and other sources. In order to attract and keep consumers while maximising sales and customer happiness, Hilton targets certain categories with marketing messages, offers, and experiences.
Climate (PESTLE study): To determine how the macro environment may affect its operations, the Hilton Hotel does a PESTLE study. Considerable consideration is given to variables including political stability, economic conditions, social trends, technical developments, legal frameworks, and environmental sustainability. With the use of this research, Hilton is better able to recognise opportunities and dangers, modify its marketing plans as necessary, and foresee changes in the external environment.
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	Collaborators: The Hilton Hotel has a network of business-to-business connections, collaborations, and franchising agreements. The hotel's occupancy rates and income are influenced by partnerships with airlines, travel agents, corporate clients, and event organisers. In order to increase its worldwide footprint while upholding brand standards, Hilton carefully chooses its franchise partners. Hilton increases its client reach, distribution networks, and overall competitiveness through developing excellent partnerships.
Marketing mix- The four main components of the Hilton Hotel's marketing mix are product, price, place, and promotion. The hotel provides a variety of goods and services, including eating choices, meeting and event venues, facilities, and numerous brands and accommodation kinds. Pricing policies are determined by consumer demand, rival pricing, and perceived value. Hilton carefully chooses the best sites for its properties to provide accessibility and closeness to important landmarks. Advertising, public relations, internet marketing, social media involvement, and the Hilton Honours loyalty programme are all used in promotion efforts to draw in and keep customers.
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	Implementing the Ansoff Matrix:
The Ansoff Matrix advises Hilton Hotel to use a market development plan to get over the brand's reputational problems. This tactic entails extending into new markets or luring fresh client demographics. The target market for Hilton will be those looking for a premium and outstanding hotel stay, both current and new clients. Through focused marketing initiatives, Hilton hopes to reestablish its brand reputation and connect with these customers.
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	Place: Hilton will highlight its prime locations, making sure that its lodgings are ideally located in popular areas to give visitors access to nearby activities and conveniences. The hotel will make an effort to increase its visibility in target markets by developing additional properties or working with franchise partners.
Promotion: To explain Hilton's new value proposition, a comprehensive and integrated marketing campaign will be launched. This campaign will make use of a number of channels, including public relations, targeted advertising, social media platforms, and digital marketing. Influencers and brand ambassadors will be hired to promote the hotel's improved reputation by sharing their good experiences.
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	Physical Evidence: By modernising and refurbishing hotel interiors, common areas, and amenities, Hilton will further demonstrate its dedication to luxury and outstanding guest experiences.
By making these adjustments to the marketing mix, Hilton Hotel hopes to improve the perception of its brand, draw in new clients, and win back the confidence and loyalty of current clients in the luxury hotel industry.




	Slide 9
	

	Reach: To promote the distinctive experiences, the hotel offers, it will highlight the target consumer groups and provide interesting content. To reach a larger audience and build brand recognition, this information will be delivered through a variety of channels, including display advertising, search engine marketing, and social network advertising.
Act- This might include individual client behaviours or preferences that lead to tailored email campaigns. Hilton may encourage different consumer segments to consider making a reservation and engaging with the hotel's services by customising the content and offers.
Convert: To improve the user experience and speed up the conversion process, clear call-to-action buttons, compelling content, and streamlined booking procedures will be used. In order to re-engage website visitors who abandoned their shopping cart and persuade them to make a reservation, Hilton will also employ retargeting strategies.
Engage: This may include customised email newsletters, participation on social media, and targeted messaging from reward programmes. In order to improve the general customer experience, Hilton will actively listen to customer input, reply quickly to questions and issues, and offer proactive support.
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	Modifications to the Marketing Mix
Product: By providing individualised services, cutting-edge facilities, and improved room features, Hilton Hotel will put its attention on enhancing the whole guest experience. In order to satisfy the demands of the premium category, amenities will be renovated and upgraded.
Price: Pricing policies will change to reflect the value that Hilton's upgraded services and facilities offer. To reward repeat business and draw in new customers, special offers, discounts, and loyalty programme perks will be implemented.
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	People: To guarantee that workers provide great service and uphold the new brand values, the Hilton Hotel will engage in training and development programmes. Priority will be given to empowering employees to offer individualised experiences and swiftly address any problems.
Process: In order to give visitors a seamless and effective experience, guest procedures such as check-in, check-out, and concierge services must be streamlined and optimised.
Physical Evidence: By modernising and refurbishing hotel interiors, common areas, and amenities, Hilton will further demonstrate its dedication to luxury and outstanding guest experiences.
By making these adjustments to the marketing mix, Hilton Hotel hopes to improve the perception of its brand, draw in new clients, and win back the confidence and loyalty of current clients in the luxury hotel industry.
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	Reach: To promote the distinctive experiences, the hotel offers, it will highlight the target consumer groups and provide interesting content. To reach a larger audience and build brand recognition, this information will be delivered through a variety of channels, including display advertising, search engine marketing, and social network advertising.
Act- This might include individual client behaviours or preferences that lead to tailored email campaigns. Hilton may encourage different consumer segments to consider making a reservation and engaging with the hotel's services by customising the content and offers.
Convert: To improve the user experience and speed up the conversion process, clear call-to-action buttons, compelling content, and streamlined booking procedures will be used. In order to re-engage website visitors who abandoned their shopping cart and persuade them to make a reservation, Hilton will also employ retargeting strategies.
Engage: In order to improve the general customer experience, Hilton will actively listen to customer input, reply quickly to questions and issues, and offer proactive support.
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	In order to meet the new mix and strategy, the organisation needs develop a variety of communications. These may consist of:
Email marketing that are compelling and uniquely tailored to each target client category are used to advertise exclusive advantages, bundles, and deals.
Engaging social media posts promoting the hotel's distinctive experiences, features, and patron reviews.
Retargeting ads serve as a reminder to prospective clients of their interest in the Hilton Hotel and nudge them towards completing a reservation.
Influencer collaborations to promote the hotel's services and provide genuine content.
Proactive customer service interactions to resolve any issues or complaints as soon as possible and offer specialised support.
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	Control
Several important indicators and KPIs will be used to assess the effectiveness of the Hilton Hotel's marketing initiatives. The quantity of new consumers obtained through different channels, such as online reservations, questions, and loyalty programme sign-ups, is one of them. Additionally, customer satisfaction surveys, internet reviews, and sentiment analysis of social media will be used to track favourable opinions towards the brand. Success will also be determined by an increase in earnings, which will be determined by revenue growth, average room prices, and occupancy rates. These indicators were chosen because they offer a thorough picture of customer acquisition, brand perception, and financial performance, allowing Hilton to assess the success of its marketing activities and make defensible choices for ongoing development.
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	Additionally, it is advised to engage in employee training, continuously monitor consumer feedback, and use technology to provide individualised experiences. With these modifications and suggestions, Hilton Hotel hopes to establish itself as a premier luxury brand, draw in new clients, and promote sustainable growth.
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

Competitors (Perceptual Positioning Map, 

Bowman's Strategy Clock)

: Marriott, Hyatt, 

and Accor are just a few of the major hotel 

brands with which Hilton Hotel contends. 

Based on elements including cost, opulence, 

and location, a perceptual positioning map aids 

in determining Hilton's competitive position. 

Hilton can hone its marketing tactics and 

distinguish its goods by examining client 

perceptions. By analysing pricing and 

perceived value, Bowman's Strategy Clock 

assists in determining competitive positioning, 

enabling Hilton to discover viable strategic 

choices and acquire a competitive edge.
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Competitors (Perceptual Positioning Map, Bowman's Strategy Clock): Marriott, Hyatt, and Accor are just a few of the major hotel brands with which Hilton Hotel contends. Based on elements including cost, opulence, and location, a perceptual positioning map aids in determining Hilton's competitive position. Hilton can hone its marketing tactics and distinguish its goods by examining client perceptions. By analysing pricing and perceived value, Bowman's Strategy Clock assists in determining competitive positioning, enabling Hilton to discover viable strategic choices and acquire a competitive edge.







Collaborators: The Hilton Hotel has a network of business-to-business connections, collaborations, and franchising agreements. The hotel's occupancy rates and income are influenced by partnerships with airlines, travel agents, corporate clients, and event organisers. In order to increase its worldwide footprint while upholding brand standards, Hilton carefully chooses its franchise partners. Hilton increases its client reach, distribution networks, and overall competitiveness through developing excellent partnerships.

Marketing mix- The four main components of the Hilton Hotel's marketing mix are product, price, place, and promotion. The hotel provides a variety of goods and services, including eating choices, meeting and event venues, facilities, and numerous brands and accommodation kinds. Pricing policies are determined by consumer demand, rival pricing, and perceived value. Hilton carefully chooses the best sites for its properties to provide accessibility and closeness to important landmarks. Advertising, public relations, internet marketing, social media involvement, and the Hilton Honours loyalty programme are all used in promotion efforts to draw in and keep customers.
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OBJECTIVE

In order to grow its market share in the luxury 

hotel sector in important foreign countries 

including Europe and Asia by 10% by the end of 

the next fiscal year. This goal will be accomplished 

by putting in place targeted marketing efforts that 

highlight the extraordinary service and one-of-a-

kind experiences provided by Hilton's premium 

brands. To successfully reach the target 

demographic, the campaigns will make use of 

digital marketing platforms and alliances with 

well-known travel bloggers and social media 

influencers. Through routine market research, 

Hilton Hotel will keep an eye on important 

performance factors including revenue growth, 

customer satisfaction ratings, and brand awareness 

in the luxury hotel sector.
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OBJECTIVE






In order to grow its market share in the luxury hotel sector in important foreign countries including Europe and Asia by 10% by the end of the next fiscal year. This goal will be accomplished by putting in place targeted marketing efforts that highlight the extraordinary service and one-of-a-kind experiences provided by Hilton's premium brands. To successfully reach the target demographic, the campaigns will make use of digital marketing platforms and alliances with well-known travel bloggers and social media influencers. Through routine market research, Hilton Hotel will keep an eye on important performance factors including revenue growth, customer satisfaction ratings, and brand awareness in the luxury hotel sector.
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STRATEGY

The new value proposition for the Hilton Hotel

Hilton Hotel will concentrate on increasing its value offer

in reaction to unfavourable evaluations and the need to

improve the brand's reputation. Delivering excellent client

experiences, assuring first-rate service, and placing a

priority on guest happiness will all be emphasised in the

new value proposition. Hilton will work to establish a

distinctive position in the market by emphasising its

dedication to offering each guest a personalised and

memorable experience.
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The new value proposition for the Hilton Hotel

Hilton Hotel will concentrate on increasing its value offer in reaction to unfavourable evaluations and the need to improve the brand's reputation. Delivering excellent client experiences, assuring first-rate service, and placing a priority on guest happiness will all be emphasised in the new value proposition. Hilton will work to establish a distinctive position in the market by emphasising its dedication to offering each guest a personalised and memorable experience.









Implementing the Ansoff Matrix:

The Ansoff Matrix advises Hilton Hotel to use a market development plan to get over the brand's reputational problems. This tactic entails extending into new markets or luring fresh client demographics. The target market for Hilton will be those looking for a premium and outstanding hotel stay, both current and new clients. Through focused marketing initiatives, Hilton hopes to reestablish its brand reputation and connect with these customers.
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CONTINUE..

Modifications to the Marketing Mix



Product

: By providing individualised services, cutting-

edge facilities, and improved room features, Hilton Hotel

will put its attention on enhancing the whole guest

experience. In order to satisfy the demands of the premium

category, amenities will be renovated and upgraded.



Price

: Pricing policies will change to reflect the value that

Hilton's upgraded services and facilities offer. To reward

repeat business and draw in new customers, special offers,

discounts, and loyalty programme perks will be

implemented.
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Modifications to the Marketing Mix

Product: By providing individualised services, cutting-edge facilities, and improved room features, Hilton Hotel will put its attention on enhancing the whole guest experience. In order to satisfy the demands of the premium category, amenities will be renovated and upgraded.

Price: Pricing policies will change to reflect the value that Hilton's upgraded services and facilities offer. To reward repeat business and draw in new customers, special offers, discounts, and loyalty programme perks will be implemented.









Place: Hilton will highlight its prime locations, making sure that its lodgings are ideally located in popular areas to give visitors access to nearby activities and conveniences. The hotel will make an effort to increase its visibility in target markets by developing additional properties or working with franchise partners.

Promotion: To explain Hilton's new value proposition, a comprehensive and integrated marketing campaign will be launched. This campaign will make use of a number of channels, including public relations, targeted advertising, social media platforms, and digital marketing. Influencers and brand ambassadors will be hired to promote the hotel's improved reputation by sharing their good experiences.
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CONTINUE…



People

: To guarantee that workers provide great service

and uphold the new brand values, the Hilton Hotel will

engage in training and development programmes. Priority

will be given to empowering employees to offer

individualised experiences and swiftly address any

problems.



Process

: In order to give visitors a seamless and effective

experience, guest procedures such as check-in, check-out,

and concierge services must be streamlined and optimised.
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People: To guarantee that workers provide great service and uphold the new brand values, the Hilton Hotel will engage in training and development programmes. Priority will be given to empowering employees to offer individualised experiences and swiftly address any problems.

Process: In order to give visitors a seamless and effective experience, guest procedures such as check-in, check-out, and concierge services must be streamlined and optimised.









Physical Evidence: By modernising and refurbishing hotel interiors, common areas, and amenities, Hilton will further demonstrate its dedication to luxury and outstanding guest experiences.

By making these adjustments to the marketing mix, Hilton Hotel hopes to improve the perception of its brand, draw in new clients, and win back the confidence and loyalty of current clients in the luxury hotel industry.
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TACTICS



Reach

: Hilton will concentrate on extending its reach by utilising social media

platforms and digital marketing channels.



Act

- Hilton will use individualised communication strategies to persuade potential

consumers to act.



Convert

: Hilton will boost conversion rates by optimising its website and landing

pages.



Engage

: Hilton will use a variety of communication channels to execute an

improved customer engagement strategy.
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Reach: Hilton will concentrate on extending its reach by utilising social media platforms and digital marketing channels.

Act- Hilton will use individualised communication strategies to persuade potential consumers to act. 

Convert: Hilton will boost conversion rates by optimising its website and landing pages. 

Engage: Hilton will use a variety of communication channels to execute an improved customer engagement strategy. 





Reach: To promote the distinctive experiences, the hotel offers, it will highlight the target consumer groups and provide interesting content. To reach a larger audience and build brand recognition, this information will be delivered through a variety of channels, including display advertising, search engine marketing, and social network advertising.

Act- This might include individual client behaviours or preferences that lead to tailored email campaigns. Hilton may encourage different consumer segments to consider making a reservation and engaging with the hotel's services by customising the content and offers.

Convert: To improve the user experience and speed up the conversion process, clear call-to-action buttons, compelling content, and streamlined booking procedures will be used. In order to re-engage website visitors who abandoned their shopping cart and persuade them to make a reservation, Hilton will also employ retargeting strategies.

Engage: This may include customised email newsletters, participation on social media, and targeted messaging from reward programmes. In order to improve the general customer experience, Hilton will actively listen to customer input, reply quickly to questions and issues, and offer proactive support.



9



image2.png







image3.png







image4.png







image5.png









Tacrics





image10.emf
CONTINUE..

Opportunities for Improvement and Forms of

Communication

The Ansoff Matrix advises Hilton Hotel to use a market

development plan to get over the brand's reputational

problems. This tactic entails extending into new markets

or luring fresh client demographics. The target market for

Hilton will be those looking for a premium and

outstanding hotel stay, both current and new clients.

Through focused marketing initiatives, Hilton hopes to re-

establish its brand reputation and connect with these

customers.
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Opportunities for Improvement and Forms of Communication

The Ansoff Matrix advises Hilton Hotel to use a market development plan to get over the brand's reputational problems. This tactic entails extending into new markets or luring fresh client demographics. The target market for Hilton will be those looking for a premium and outstanding hotel stay, both current and new clients. Through focused marketing initiatives, Hilton hopes to re-establish its brand reputation and connect with these customers.









Modifications to the Marketing Mix

Product: By providing individualised services, cutting-edge facilities, and improved room features, Hilton Hotel will put its attention on enhancing the whole guest experience. In order to satisfy the demands of the premium category, amenities will be renovated and upgraded.

Price: Pricing policies will change to reflect the value that Hilton's upgraded services and facilities offer. To reward repeat business and draw in new customers, special offers, discounts, and loyalty programme perks will be implemented.
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CONTINUE…



Place

: Hilton will highlight its prime locations, making sure that its lodgings are ideally located

in popular areas to give visitors access to nearby activities and conveniences. The hotel will

make an effort to increase its visibility in target markets by developing additional properties or

working with franchise partners.



Promotion

: To explain Hilton's new value proposition, a comprehensive and integrated

marketing campaign will be launched. This campaign will make use of a number of channels,

including public relations, targeted advertising, social media platforms, and digital marketing.

Influencers and brand ambassadors will be hired to promote the hotel's improved reputation by

sharing their good experiences.
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Place: Hilton will highlight its prime locations, making sure that its lodgings are ideally located in popular areas to give visitors access to nearby activities and conveniences. The hotel will make an effort to increase its visibility in target markets by developing additional properties or working with franchise partners.

Promotion: To explain Hilton's new value proposition, a comprehensive and integrated marketing campaign will be launched. This campaign will make use of a number of channels, including public relations, targeted advertising, social media platforms, and digital marketing. Influencers and brand ambassadors will be hired to promote the hotel's improved reputation by sharing their good experiences.







People: To guarantee that workers provide great service and uphold the new brand values, the Hilton Hotel will engage in training and development programmes. Priority will be given to empowering employees to offer individualised experiences and swiftly address any problems.

Process: In order to give visitors a seamless and effective experience, guest procedures such as check-in, check-out, and concierge services must be streamlined and optimised.

Physical Evidence: By modernising and refurbishing hotel interiors, common areas, and amenities, Hilton will further demonstrate its dedication to luxury and outstanding guest experiences.

By making these adjustments to the marketing mix, Hilton Hotel hopes to improve the perception of its brand, draw in new clients, and win back the confidence and loyalty of current clients in the luxury hotel industry.
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TACTICS



Reach

: Hilton will concentrate on extending its reach by utilising social media

platforms and digital marketing channels.



Act

- Hilton will use individualised communication strategies to persuade potential

consumers to act.



Convert

: Hilton will boost conversion rates by optimising its website and landing

pages.



Engage

: Hilton will use a variety of communication channels to execute an

improved customer engagement strategy. This may include customised email

newsletters, participation on social media, and targeted messaging from reward

programmes.
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Reach: Hilton will concentrate on extending its reach by utilising social media platforms and digital marketing channels. 

Act- Hilton will use individualised communication strategies to persuade potential consumers to act. 

Convert: Hilton will boost conversion rates by optimising its website and landing pages. 

Engage: Hilton will use a variety of communication channels to execute an improved customer engagement strategy. This may include customised email newsletters, participation on social media, and targeted messaging from reward programmes.





Reach: To promote the distinctive experiences, the hotel offers, it will highlight the target consumer groups and provide interesting content. To reach a larger audience and build brand recognition, this information will be delivered through a variety of channels, including display advertising, search engine marketing, and social network advertising.

Act- This might include individual client behaviours or preferences that lead to tailored email campaigns. Hilton may encourage different consumer segments to consider making a reservation and engaging with the hotel's services by customising the content and offers.

Convert: To improve the user experience and speed up the conversion process, clear call-to-action buttons, compelling content, and streamlined booking procedures will be used. In order to re-engage website visitors who abandoned their shopping cart and persuade them to make a reservation, Hilton will also employ retargeting strategies.

Engage: In order to improve the general customer experience, Hilton will actively listen to customer input, reply quickly to questions and issues, and offer proactive support.
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CONTINUE..

Opportunities for Improvement and Forms of

Communication

Hilton Hotel may find opportunities for development by

analysing its present communication channels. For

instance, it can identify a lack of social media customer

service or lost chances to incorporate user-generated

content. These issues may be resolved by dedicating funds

for social media management, responding promptly, and

aggressively enticing visitors to post about their

experiences on social media.
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Opportunities for Improvement and Forms of Communication

Hilton Hotel may find opportunities for development by analysing its present communication channels. For instance, it can identify a lack of social media customer service or lost chances to incorporate user-generated content. These issues may be resolved by dedicating funds for social media management, responding promptly, and aggressively enticing visitors to post about their experiences on social media.









In order to meet the new mix and strategy, the organisation needs develop a variety of communications. These may consist of:

Email marketing that are compelling and uniquely tailored to each target client category are used to advertise exclusive advantages, bundles, and deals.

Engaging social media posts promoting the hotel's distinctive experiences, features, and patron reviews.

Retargeting ads serve as a reminder to prospective clients of their interest in the Hilton Hotel and nudge them towards completing a reservation.

Influencer collaborations to promote the hotel's services and provide genuine content.

Proactive customer service interactions to resolve any issues or complaints as soon as possible and offer specialised support.
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Control

Several important indicators and KPIs will be used to assess the effectiveness of the Hilton Hotel's marketing initiatives. The quantity of new consumers obtained through different channels, such as online reservations, questions, and loyalty programme sign-ups, is one of them. Additionally, customer satisfaction surveys, internet reviews, and sentiment analysis of social media will be used to track favourable opinions towards the brand. Success will also be determined by an increase in earnings, which will be determined by revenue growth, average room prices, and occupancy rates. These indicators were chosen because they offer a thorough picture of customer acquisition, brand perception, and financial performance, allowing Hilton to assess the success of its marketing activities and make defensible choices for ongoing development.

 



14



image6.jpeg

@ [Tk - Taskhame

Mode

*

ol o 0 8 b of

= Marketing Campaign
implementation
Paid social media

Paid search
Display Advertising

Social Medai
Marketing
Test Market

Implementation of
strategies

Duration

19 wks

2wks

Awks

1wk

Swks

Awks

3wks

June 12,2023
June 12,2023
June 26, 2023
July 24,2023

July 31,2023

September,
2023
October2,
2023

October 20,
2023

June 23,2023
July 21,2023
July 28, 2023

September1,
2023

September
29,2023

October 20,
2023

Predecessors

2

23

a

s

65






image7.jpeg







image8.jpeg

Twnzs 'z [ 23 [sep 23 Otz Novzs  [oec'ss

Tzilz8] a [11[38[25] 2 | o [16[25[50] 6 [15[20[27] s [10[17]2a] 1 [ & [15]2225] 5 [12[35[z6] 3 [10]

Paid social mdia

Paid search

Display. Qﬁki"ﬂ

Social Medai Marketid

Test Market

_
Implementation of jtrategies







image2.png







image3.png







image4.png







image5.png









AcTion





image15.emf
CONCLUSION

In conclusion, the Hilton Hotel's marketing strategy was

centred on boosting the brand's reputation, expanding

market share, and raising customer happiness. The value

proposition was improved, a market development plan was

put into place, and the marketing mix was optimised.

Utilising the RACE framework, new communication

strategies were used to address problems found in the

situational analysis. Metrics including higher earnings,

favourable brand perceptions, and new client acquisition

will be used to gauge success.
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CONCLUSION

In conclusion, the Hilton Hotel's marketing strategy was centred on boosting the brand's reputation, expanding market share, and raising customer happiness. The value proposition was improved, a market development plan was put into place, and the marketing mix was optimised. Utilising the RACE framework, new communication strategies were used to address problems found in the situational analysis. Metrics including higher earnings, favourable brand perceptions, and new client acquisition will be used to gauge success. 







Additionally, it is advised to engage in employee training, continuously monitor consumer feedback, and use technology to provide individualised experiences. With these modifications and suggestions, Hilton Hotel hopes to establish itself as a premier luxury brand, draw in new clients, and promote sustainable growth.
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INTRODUCTION

The Hilton Hotel's marketing strategy outlines the strategic

course of action to promote and boost the hotel's brand

exposure, draw guests, and spur revenue development. The

strategy is being created for the Hilton Hotel management

team, which consists of executives, marketers, and other

interested parties.
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INTRODUCTION


The Hilton Hotel's marketing strategy outlines the strategic course of action to promote and boost the hotel's brand exposure, draw guests, and spur revenue development. The strategy is being created for the Hilton Hotel management team, which consists of executives, marketers, and other interested parties.







SOSTAC (Situation analysis, Objectives, Strategy, Tactics, Action, Control) and the Marketing Mix (Product, Price, Place, Promotion) are important frameworks that will be used in the marketing plan to provide a structured approach for planning and implementation. Bowmans Strategy Clock will be used to analyse competitive positioning and develop successful marketing strategies.
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SITUATIONAL ANALYSIS FOR HILTON 

HOTEL

Company (SWOT Analysis)

: Hilton Hotel's advantages

include its well-known brand, diversified array of hotel

brands, strong global presence, and loyalty programme

(Hilton Honours). However, the business must contend with

issues like fierce rivalry, the need for constant innovation,

and possible threats brought on by economic downturns.

Opportunities exist in expanding into developing areas,

utilising technology to improve visitor experiences, and

pursuing environmental goals. Changes in customer tastes,

unrest in world politics, and the effect of internet travel

agents on distribution are all threats.
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SITUATIONAL ANALYSIS FOR HILTON HOTEL


Company (SWOT Analysis): Hilton Hotel's advantages include its well-known brand, diversified array of hotel brands, strong global presence, and loyalty programme (Hilton Honours). However, the business must contend with issues like fierce rivalry, the need for constant innovation, and possible threats brought on by economic downturns. Opportunities exist in expanding into developing areas, utilising technology to improve visitor experiences, and pursuing environmental goals. Changes in customer tastes, unrest in world politics, and the effect of internet travel agents on distribution are all threats.









Customers (Segmentation and Targeting): To efficiently target its wide range of customers, Hilton Hotels uses market segmentation. Business travellers, vacationers, families, and groups are among the segments. To better understand the characteristics, tastes, and behaviours of its customers, Hilton makes use of data from SimilarWeb and other sources. In order to attract and keep consumers while maximising sales and customer happiness, Hilton targets certain categories with marketing messages, offers, and experiences.

Climate (PESTLE study): To determine how the macro environment may affect its operations, the Hilton Hotel does a PESTLE study. Considerable consideration is given to variables including political stability, economic conditions, social trends, technical developments, legal frameworks, and environmental sustainability. With the use of this research, Hilton is better able to recognise opportunities and dangers, modify its marketing plans as necessary, and foresee changes in the external environment.





3



image6.jpeg

2
<<
wi
4
I
(=







image2.png







image3.png







image4.png







image5.png









o

SITUATIONAL ANALYSIS FOR
hi

swor






