


[bookmark: _GoBack]Module: Financial Management for the Hotel Industry
Module code: BMIH5007
Name of Student: Rowshan Ara Chowdhury
Student’s ID: 2231044
Lecturer Name: Tristan Hawkins

	[bookmark: _Hlk180119271]Acknowledgement
I confirm that I have not used any AI tools in the research and creation of this assignment. I also confirm that I have not presented any AI-generated materials as my own work. I confirm I have copies of my drafts, notes and other resources I used, which I may be asked to provide in evidence.









Contents
Introduction	3
Total Revenue	4
Market Position	5
Growth potential	6
Financial Commitment to CSR	7
Recommendation	9
Conclusion	10
References	11













[bookmark: _Toc180194672]Introduction 
This report focuses on analysing the financial management process in the hotel industry. This supports recognising all the costs and making financial decisions to ensure growth. In every business there it’s important to keep control of their costing and financial records which elaborate their revenue stream and help to ensure the route to getting rapid growth. Moreover, it also helps understand the company's position in the market and compare the competitors (Hayes, 2022). Through this report, we will try to find the financial position of Premier Inn Hotels which has more than 800 hotels and 72,000 rooms to serve their guests. Again, there Shangri-La Hotels is also a renowned hotel founded in Singapore owned by Kuok and has 4,000 rooms to serve the guests (Makhijani and Creelman, 2011). Through conducting this report, we believe it will give better controls on the financial resources and manage efficiency by making comparisons to holding the organisation's growth accordingly. 


[bookmark: _Toc180194673]Total Revenue
It measures the revenue cycle during the specified period which helped in generating how it has gained after paying all the expenses and other costs. There is every business from a different industry has the main intention of making a profit where Premier Inn is a hotel industry which operates in 8 countries and made 2.96 billion in revenue in the last financial year. Again, there Shangri-La Hotels is the hotel which was founded in Singapore and attained $2.43 billion in revenue in the last year (Zisa, 2011). There is influencing the revenue factor the following things are important to considering. In holding the economic condition their revenue channel is the most crucial factor where the organisations should try to maximise their revenue channel and plan to focus the wealth maximization. 
· Sources of revenue: Every business has its revenue cycles, and they need to pay attention and gather the development to access customer satisfaction. Both Premier Inn and Shangri-La Hotels retail in the tourism industry, serving the guests through offering different rooms, dining, accommodation, conventions, etc. There is a holding the company's growth there, Primer Inn needs to continue the investment where they can add different new services or add to streaming the revenue. 
· Revenue trends: In the tourism industry, revenue trends change according to the situation or season (Harris and Mongiello, 2012). As in the holiday, it’s become trendy to receive guests from the foreign and serve them to impact the economy. Having different sessions there the hotels should be prepared to avail of different attractive packages like discounts, offering luxurious services and so on to engage with them. 
· Risk factor: In generating the revenue cycle the company have to measure the risks where it affects the consumer demands and profits. In maintaining the company stability Premier Inn and Shangri-La Hotels have to measure. For example, COVID-19 has affected badly, digitalization, competitive moves, and personalized services (Young, 2015). There in this competitive market organisations have to face the risks and they should be prepared at all times to make continuous innovations to mitigate the risks.  
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Market Position 
In measuring the financial position there it’s important to identify how it has a reputation and encourage the customers to connect. There in the UK Premier Inn has 17% of the market share whereas Shangri-La Hotels has 13%. There those two brands have a huge tendency to make continuous innovations and service modifications to ensure customer engagement. 
· Market share: Their market share is an important measuring tool which prefers how much customer engagement it has with the market. There Premier Inn is a reputed brand which has 72,000 rooms which helps to serve more people with digital services to satisfy them. There in getting the customer's preferences and their engagement, every brand needs to focus on its market share which presents how much of the customers are loyal to them. 
· Customer demography: There in the tourism industry has different varieties where the targeted customers get clarified according to the classification (Singaravelavan, 2016). For example, here the hotel's targeted customers may vary according to their location, age, education etc. To signify the specific targeted customers, the hotels, need to ruin market promotion where they have to provide appropriate services according to the customer's choices. 
· Brand perception: There the customers have a brand perception where they want to get s brand where they might enjoy their holiday and have good experiences. For example, Premier Inn is famous for their digital revolution where they made digital marketing, online research and so on. There also similarly Shangri-La Hotels making continuous innovations to compete with the market (Helfert and Ebrary, 2011). In getting the customer's brand perception there the hotels have to develop their services where they need to ensure the customer's satisfaction. Moreover, in getting continuous engagement there they have to be involved with the development of services. 
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It’s important to find the growth potential where it will advise different aspects of growth. Here in ensuring customer satisfaction there, they have to connect with the growth, where they will find different aspects. 
· Expansion strategy: There in maintaining the customer's engagement it’s important to make expansion where the company has the opportunity to move to new locations and gain new customers. Premier Inn is now operating with 800 locations whereas Shangri-La Hotels has 110 locations (Clarke and Chen, 2019). Both of trying to expand their business to hold their market growth. 
· Market Opportunity: To grow in the market the brands need to respond to the market opportunity where they might create new services and offer to advance the function to ensure market growth. With the advanced technology there the hotel company has scope to develop the services and add new features to ensure the customer's attention. Again, there the hotels should be ready to serve on different occasions or national or international events. 
· Potential barriers: There in ensuring the influence of the growth the brands including Premier Inn and Shangri-La Hotels have to face different variants where they have to take measures to solve the threads. For example, they have to be concerned about the political, technical, social, environmental, and legal aspects to hold the market growth (Nic La Rosa, 2020). In ensuring fluent operational activities there the company need to be prepared where different challenges or threads may have covered through making situation-based decisions. 
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Every organisation of society has to maintain the financial contribution where they are involved with different development and roles. There Shangri-La Hotels and Premier Inn play crucial roles where they present the country’s culture and natural heritage (Urip, 2010). Again, there those organisations are helping the economy where it generating foreign revenue and creating several employment opportunities. Though getting job opportunities it helps to improve their living standards. Moreover, in the different crises in society, those hotels are also being prepared to help with the financial resources and elements to recover. For example, during the pandemic, most of the companies in the hotel industry were shut when they tried to support their employees whether or not have any customers (Fryzel, 2011). Moreover, in different natural calamities like floods, earthquake these hotels can make faster accommodation services to support the nation. 
Research and Resources
In researching both organisation's financial statements there we get Shangri-La Hotels has the latest revenue of US$2.43 billion in the last year where they generated a net income of US$169.7 million. Moreover, there the financial records also show they have total assets of US$13.72 billion which presents their efficiency and capability to explore the services (DeFranco and Lattin, 2017). Finally, it has an equity of US$6.50 billion which has a large volume of liabilities compared to the total assets. Moreover, it has more than 100 hotels in different 78 destinations where they have explored almost 4,000 room services to offer services to the guests. Again, in comparison to the Premier Inn, it has more than 800 hotels where it has explored almost 72,000 rooms which are serving by ensuring 17% of market share in the UK (Chibili, 2019). They have generated a revenue of £127 million where operating costs were almost near of £600 million. Again, there it has total assets of £325 billion which are exploring its global ability to make the required expansion. 
There in this report, we have tried to relate our findings with the actual position of Premier Inn and Shangri-La Hotels where we have tried to observe their overall previous record and tried to compare them. In the major differences, we found that Premier Inn has a better existence in the market where it has the support of making continuous innovation and service modification according to the global culture (Andrew, Damitio and Schmidgall, 2022). Again, the Shangri-La Hotels have fewer locations than the Primer Inn where they have lower market efficiency or share to engage a large volume of customers. But there both of those organisations are making continuous service upgradation according to the customer's demands. As they want to delight the customers where they are making different digital services and making transformations to help the employees serve better (Hales, 2016). 
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There are major findings, we feel that Primer Inn need to be more focused on where they can make more global expansion to take a large target market, moreover, to satisfy their customers they need to hold their innovation plan which will help to gather their satisfaction and engage them (Chatfield, Dalbor and Willie, 2019). Again, they also need to develop their employees so they will get a better ability to transform the existing services and put more effort into satisfying the customers. In this report to manage better control of the financial capabilities they have to utilise their budget and cut all the irrelevant costs which may help to boost the revenue. They have to identify their opportunity which may help them to find the cycle of streaming the revenue and making more diversification of the services (Wachtel, Ferri and Miklaszewska, 2023). There the overall finding refers to understanding the market trends where it may be found when the session may come and how to attract the customers. Moreover, in helping the customers to develop the services there the hotels have to give developing opportunities to their employees who might help in giving better innovation. There they should be aware of the advanced technical equipment and multi-language skills which will help them in serving the different nations' customers (Priore, 2021). Again, it is also important to show importance to the local culture where we might help our guests to customise their services according to their tradition. 
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So, the report can be concluded here with an effective discussion of how the hotel company are managing their financial position and making growth in the market. Here we tried to relate the factors which are associated with revenue management and find the potential growth to help with a valid recommendation. Moreover, the data have been presented would help to make any type of effective decisions in near future that would make the business more profitable. 
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