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[bookmark: _Toc159870445]Executive summary:
The dynamic of business environment is changing every day and it has evolved so much in the last two decades that everything in this world is shifting to technological advancement and this includes hospitality industry as well. That is why, consultancy reports are important and play a crucial role in guiding these companies and hotels so that they can inform decision making strategies within their infrastructure one way or another. The main aim of this executive summary is to encapsulate and address the issues faced by BUENA VISTA HOTEL in Arizona. With focusing on issues with this hotel, we will provide an overview of the findings, analysis, and recommendations for this hotel because this summary will act as a part for this hotel to become independent in their decision-making processes and grasp knowledge on the inside of loopholes in their hotel.
The location of this hotel Is extraordinary because it is in the heart of Arizona and while having this location comes with a lot of challenges as well. This will directly impact the competitiveness and sustainability of the hotel because there are a lot of different success full hotels in Arizona that are very competitive in nature, and they are stealing away a lot of customers from this hotel. This is because there are certain loopholes that are already identified in this report that includes decreasing revenue and profitability of this hotel and a lot of negative online feedback from customers that were unhappy with the services being provided to them. It is important to analyse the surroundings of a business because if one is doing business in their vicinity, they should keep an eye on every other competitor in the area or marketplace because they are ready to take places with one another. on the other hand, there is a limited market differentiation of this hotel with which they are unable to identify what they’re up against and who their competitor is. There is an outdated external signature that is tarnishing their brand image and people are not sure whether to trust this organisation or not.
Total investigation of this hotel operational procedures and their external environmental factors, we found out that Darragh different small or large aspects that are root causes of the challenges that this hotel is up against. Based on the data-driven analysis, debt is a declining revenue trend from 2020 till now. In the beginning this was because of the pandemic but now that everything is back to normal, there is something else that is related to the declining revenue and profitability of this hotel. There is another important aspect that is tarnishing the reputation of this hotel and that is the online social media platform. Everyone is connected to social media one way or another and if someone is likely to book their hotel room for one night, they will look at the feedback that people are providing for this hotel. If the negative feedback comes along, then no one will be able to trust this hotel and to get proper occupancy rate in this situation, hotels will have to decrease their room rates. This is exactly what’s happening with this hotel.
There are certain underlying factors that are also contributing to the unsuccessful ratio of this hotel and the challenges that they’re facing. This may be because of economic fluctuation, consumer preferences shift, and competition emergence that was intensified. Indicate branding system and including all those marketing strategies that are outdated, this hotel found itself deep inside a loophole that is responsible for their negative feedback online and declining revenue and profitability. The main aim is to provide perfect experiences for their customers so that their customers become loyal and if a customer is loyal, they will surely recommend the hotel to their friends, families etc. This is only possible if the hotel is good enough to provide this kind of aspect for their customers. 
While identifying this challenge is different its strategic frameworks were proposed to the hotel that included will recommendations that aim towards increasing profitability. While implementing revenue enhancement strategies for the hotel, it will increase the top line growth and be recognised in the international platform. On the other hand, online reputation management system must be integrated in order to show the effects of the hotel that they’re putting in order to train their staff, maintain the decorum and providing the best services for their consumer so that they become loyal. The revised logo and external signature what also important because they were responsible to enhance the brand visibility and the overall image of the hotel. But the most important aspect was related to how they will be able to differentiate themselves from their competitors and that was easy because their competitors lack something that can easily be achieved by this hotel and that was integrating the technological advancement and embrace innovation within their operational procedures.
This report provides a road map for the hotel to navigate all the challenges that they’re up against and unlock those opportunities that are presenting in today’s world because today’s world is related to technological advancement and if they are able to integrate technology within their infrastructure, they will be able to multiply their growth and success in the coming one or two years.

















[bookmark: _Toc159870446]Introduction:
With having a long history everything back towards 1929, it has been providing tireless efforts to provide the best possible experience for their customers. It has a lot of different locations like Arizona, Arkansas, California etc. They have different level of comfort that they want to provide to their customers since luxury and refinement because people are paying for comfort level and suitable experiences while they stay (Adams, R, 2021). It is very important to acknowledge the fact that hospitality industry is running based on how guests are treated and how the hotel industry is looking forward to Innovate their ideas of providing comfort for their guests. This hotel provides an unparalleled experience for everyone that Live their or have an experience with.
As we have already discussed about the competitive landscape that this hotel is running on, in their vicinity there are a lot of other hotels as well that are highly competitive and there attracting guests because of new innovative technological advancement within their hotel. On the other hand, there are sustainability initiatives that are lacking within BUENA VISTA HOTEL because this is the era of rapid technology and hotels will be finding it difficult to effectively integrate their whole system with technological advancement and finding solutions at the same time (Anderson, B, 2021). There are a lot of sustainability issues within the hotel that will be evaluated in the upcoming content. Consumer preferences are changed and evolving every day and the new trends in hospitality industry will require the whole industry to adopt to the services that they’re offering to be innovative and meet the criteria of evolving changes as well as the expectations of guests (Bailey, J. 2021). The most important aspect of hospitality industry is related to the employee training and development because it is the initiative of maintaining a high level of service and standards for the consumers of hotel. 
Solonian consultancy firm is a dedicated form that will look for all the loopholes within the hotel and provide an insight on what can be done to increase or expand the business more with respect to the ever-evolving needs of consumers because this is a diverse industry that will include technological advancement, financial agreements, and healthcare (Baker, H. 2023). There are experts within the firm that has the knowledge of excellence and commitment towards their work and bring out the most probable reason why a hotel is not doing well. Everything will be related to a client centric approach because it will provide results that will benefit the hotel (Barnes, C. 2023). On the other hand, there are complexities involved in this aspect and it is important to achieve the sustainable growth and success while keeping in mind the competitive nature of business that this hotel is running in. On the other hand, there is a competitive nature off businesses in Arizona as well because every other hotel is trying to provide the best initiative possible for sustainability and innovation and this is what the ever-evolving needs of clients can be fulfilled in this manner (Bennett, T. 2020).
To discuss and analyse this totally, we will identify the steepled analysis, SOAR analysis and SWOT analysis. Stippled analysis we’ll discuss social, technological, economic, environmental, political, legal, ethical, and demographic trends going on in this hotel. On the other hand, SOAR analysis will identify the core strengths of this hotel and leverage points which will include the opportunities to enhance the overall performance of this hotel is strategically and all the objectives that they have set to be accomplished. With this, we will also identify SWOT analysis that includes strength, witnesses, opportunities, and threats of this hotel with respect to the industry that they’re working in either it is competitive in nature or is it easy for them to run their business.
[bookmark: _Toc159870447]ANALYSIS:
[bookmark: _Toc159870448]Decreasing revenue and profitability:
Despite their best practises towards providing top class services for the consumers, their experiencing a continuous decline in their revenue as well as profitability. Now the main impact of this decrease in revenue is providing them with difficulties in investing to upgrade their infrastructure and provide training for their staff. It is also related to the marketing initiatives because it requires money, and this has made them to lose a large sum of their capital because of competitiveness in the market as well.
[bookmark: _Toc159870449]Causes:
The most important cause behind decline into revenue and profit off this hotel was because of the economic downturn (Brown, K. 2020). That is directly related to reduction in consumer spending because people are no longer interested in spending their money on some traditional things rather, they want to go towards innovation and technological advancement that may profit them in future as well. This is the main cause behind the decline in the revenue of this hotel (Clark, R, 2020). On the other hand, their pricing strategy is ineffective because the rates that they have set for their products or rooms, they fail to adjust those rates according to the demands that are continuously fluctuating in the competitive market. Because of their pricing strategy, they are losing on the most important aspect that is opportunity. 
[bookmark: _Toc159870450]Impact:
Due to above mentioned causes, there is a financial instability daddy’s jeopardising the long-term viability of hotel. When their revenue and profitability is declining, they are left with no investment or limited investment because they want to invest more on technology, sustainability and everything is towards client centric approach, but they fail to deliver those aspects to dare consumer base (Coleman, M, 2022). This is leading them to potential declines in their overall service quality as well as their guests are not satisfied. In the industry of hospitality, everything is dependent upon how well the hotel is organising themselves so that they can get profited from them but as we have noticed that there is a high competition in Arizona and this hotel is finding it difficult for themselves to comfort their guests or provide them with that comfort level that the guests need (Cooper, C, 2022).
[bookmark: _Toc159870451]Negative reputation on online platform and feedback:
When they fail to provide best possible services for their guests, they will get negative reviews online and this is the main aspect now it is because this is the world of social media and everyone is related to it one way or another period if someone is likely to book a room in this hotel they will go for the feedback off this hotel and try to find a negative comment under this hotel. Poor reviews on different platforms such as Google reviews or trip advisors or booking.com will attract the trust of the customers and if there is negative feedback upon it, then it is dangerous for hotel (Cox, L, 2022). Whenever someone books a room, and it stay in that room, they are likely to come back if the services are good but if there is a negative impact on the overall experience of this consumer, then they will not consider any future interaction with this hotel and leave a negative review, and this is exactly the same that is happening to this hotel (Davis, S, 2021).
[bookmark: _Toc159870452]Causes:
There are a lot of service quality issues because they are inconsistent with the services that they are delivering for their guests and guests are looking forward to this hotel so that they can meet their expectations but their lapses in cleanliness and their maintenance department is not up to the standards of their guest experiences that is why they are getting poor reviews (Diaz, S, 2022). On the other hand there is a continuous communication breakdown and because of this miscommunication aspect, they are not responsive towards their guest inquiry because if someone has a complaint regarding anything in the hotel, they just neglect that complaint and continue with their work (Evans, P, 2021). every industry in this world is getting success full because day embrace any kind of change that is going on in this world and they don’t want to get a poor review (Fisher, M, 2023). If there is a single small complaint from customer side, every company is tirelessly working to resolve that issue but in case of this hotel, they are not trying to resolve this issue because they have no investment to invest in training their staff and maintaining their decorum (Foster, G, 2022). 
[bookmark: _Toc159870453]Impact:
It is obvious that dissatisfied guests are never coming back to the hotel for their future stay because they are dissatisfied with the services of the hotel, and they don’t want to lose their money in something that did not feel appreciated about (Garcia, L, 2022). This is because negative online reviews are responsible to tarnish the overall repetition of the hotel and when it comes to perspective from guest side, this will directly lead to work reduction in occupancy rate and reduction in their revenue and profitability in the same manner (Grant, B, 2021). That is why the loss of repeat business model in hotel industry is very important to follow because they are responsible to bring back a customer again and again so that they can feel home and appreciated. This is the only way that revenue and profitability of the business can increase (Gray, C, 2022).
[bookmark: _Toc159870454]Market differentiation being limited:
This is supposedly the biggest mistake that    BUENA VISTA HOTEL is doing right now because they’re not able to differentiate themselves from their competitors and maintain their own singular identity. Maintaining a unique brand identity is itself a big step towards resonating target guests because everyone wants to differentiate one hotel from another and this hotel is not able to find out the real competition in the market and lacking the ability to compete well (Green, R, 2022). There is a value proposition that every hotel needs to follow but this hotel is struggling to attract customers and retain their loyal customers because this is a crowded marketplace and if one hotel is not providing their guests with the proper satisfaction level that they need, those guests will directly move towards another hotel that will fulfil their needs in the same manner (Griffin, R, 2023).
[bookmark: _Toc159870455]Causes:
There is a concept known as unique selling point and it is related to the distinctive features and amenities that sets one competitor apart from another one in the marketplace. There should be a compelling reason for the guests so that they can choose you over any other hotel. In case of BUENA VISTA HOTEL, they lack unique selling points and provide perfect reason for their guests to go and choose another hotel for their stay (Hayes, E, 2020). In other words, they’re giving reasons too their guests so that they can go and find other places for their stay. Their brand positioning is inconsistent because they have their own marketing channels with which they give promotional emails and messages today consumers that have already stayed in but that is also not doing well because they are inconsistent, and their hotel identity is diluted because of the demographics (Henderson, P, 2023).
[bookmark: _Toc159870456]Impact:
Without proper differentiation, they will not be able to differentiate themselves from their competitors and hence making it challenging to command deer pricing strategy or capture market share (Hill, N, 2020). At the same time their niche market attraction strategy is also facing difficulties because they are lacking to offer specialised offerings for their guests and target markets and their niche market attracting ability for the travellers is not specific according to the interest of these guests.
[bookmark: _Toc159870457]STEEPLED:
	FACTORS
	OPPORTUNITIES
		THREATS	

	SOCIAL
	The concept of experiential travel and Wellness amenities is growing and with it its demand is also growing in the same manner, so it is an opportunity for this hotel to do something for these two aspects (Hunt, L, 2020).
	Consumer preferences are impacting the hospitality industry in a different manner because they demand something different and innovative from the hotel services and if the hotel or providing them with those services then the revenue and profitability of the hotel will increase or otherwise it will decrease in the same manner if not done (Johnson, A, 2022).

	TECHNOLOGICAL
	As the technological advancement is growing in this world, there should be mobile checking and features related to smart rooms. This is the necessity of today’s world because everyone is related to social media one way or another as we stated earlier and there is a hive potential in following the technology implementation resources within the hotel (Kelly, S, 2022).
	It Is always estimated that whenever there is a rapid increase in anything or in this case technological advancement, it will always lead to obsolescence (Lee, C 2020). 

	ECONOMIC
	When there will be economic growth, it will attract travellers from around the world and those travellers will be affluent cause day will attract more customers as well (Long, R, 2020).
	There is 100% chance that if there is an economic downturn, then it will impact the travel demand as well.

	ENVIRONMENTAL
	Sustainable practises will increase the attraction for people nowadays because people are more concerned for sustainability and reserves for future generations (Martinez, E, 2023).
	While keeping track of sustainable practises, they are changing an environmental challenge as well will definitely disrupt the operational procedures of any industry and when it comes to hospitality industry then it is challenged the most (Mitchell, G, 2023).

	POLITICAL
	Ever changing policies will disrupt the operations off hotel and political instability is also important but once there is political stability, the revenue and profitability of the hotel will grow in the same manner (Mitchell, S, 2020).
	When there is regulatory changes and political instability it will be dangerous for the hotel.

	LEGAL
	Legal obligations and industry standards must be maintained and there is a chance to maintain it to increase revenue.
	Reputational damage is very important to acknowledge as well as legal liabilities.

	ETHICAL
	Corporate social responsibility and ethical principles are important to acknowledge.
	Controversies can change the overall reputation of hotel.



[bookmark: _Toc159870458]SOAR:
	FACTORS
	STRENGTHS

	STRENGTHS
	There is a historic charm of this hotel because of their high-quality amenities and services that they provide.

	OPPORTUNITIES
	When they have an opportunity at to expand the offerings for their guests with different packages that they will appreciate.

	ASPIRATION
	For luxury travellers this hotel is considered as one of leading destinations.

	RESULTS
	This will result in guest satisfaction scores growth and directly impact positively towards revenue and profitability of the hotel.



[bookmark: _Toc159870459]SWOT:
	FACTORS
	STRENGTHS

	STRENGTHS
	As it has a long history and this historic charm with prestigious location and high-quality amenities including services. This has made this hotel to maintain loyal customer base for some time just because of the prime location in the most crowded city in this world Arizona (Morris, E, 2020).

	WEAKNESSES
	Their declining revenue and profitability are because of their negative reputation in online platforms as well as negative feedback because they were not able to provide proper services for their customers (Murphy, D, 2020).

	OPPORTUNITIES
	There is an opportunity to expand their business with the help of experiential packages so that they can engage their guests. On the other hand, they can partner up with their local businesses in Arizona that are likely to be their competitors in near future.

	THREATS
	Economic downturn will impact the demand for their business because there is intense competition of luxury hotels all around Arizona.



[bookmark: _Toc159870460]Recommendation and change management:
[bookmark: _Toc159870461]Addressing decrease revenue and profitability:
The recommendation provided in this section is focusing on mitigating declining revenue and profitability of this hotel because it includes A detailed plan of direction that can be implemented in a certain way that specifically aims towards optimization measures as well as management strategies that are related to revenue generation.
[bookmark: _Toc159870462]Implementation plan:
The first important aspect is upselling the rooms add amenities that are related to the services that guests are expecting, this way revenue can be increased. On the other hand, marketing campaigns are very important to acknowledge because online marketing campaigns will attract the customers and they will also help to retain the existing ones because loyal customers will provide positive feedback and this positive feedback will attract more customers (Murphy, J, 2020). Staff training is also important to maintain because if the stars are trained in a specific way and they have the effective sales techniques, then this will also increase the opportunity for revenue generation. dynamic pricing strategy is also important to include because they help to optimise the room rates based on the demand of guests and analysing the market condition at the same time (Murray, D, 2022). There are certain ways with the help of which current analysis of the market can be done with the help of identifying the expenses of the areas that are costing a lot add they can be reduced in the same manner. There are revenue management software’s that are responsible to forecast the demand off hotel and adjust the pricing accordingly, but they will have to buy the software or invest in it. Overbooking strategies to maximise the overall occupancy rate is also a type of strategy that can be implemented to minimise the risk of losing the revenue and profitability due to cancellations (Nelson, G, 2020).
[bookmark: _Toc159870463]Change management strategy:
Change management strategy starts with identifying the specific skills and knowledge gaps in staff training programmes that needs to be addressed because stuff is the face of hotel and if they are successful in implementing the recommended changes, this will benefit the overall revenue and profitability generation of the hotel (Parker, F, 2022). At the same time, they will also be able to develop a comprehensive training programme because these training programmes are tailored to different job roles within the hotel and specifically towards those people that are limited to one position. On the other hand, training sessions are interactive and engaging so that they will be able to interact with each other so finally they will understand the concept of interacting with consumers in the same manner India daily tasks (Perry, J 2023). Ongoing support should be provided from hotels side because it encourages to adopt to changes and practises within the hotel.
[bookmark: _Toc159870464]Impact measurement:
The impact measurement component of the strategy that is being implemented in this hotel defines the key performing indicator because these metrics can be used to access the overall success of the hotel because of these recommended strategies. The first important thing is revenue growth because the total revenue that is generated will be measured because of the overall revenue generated by the hotel over any specific period (Peterson, D, 2021). Now, this revenue will be calculated since average revenue available per room dad defines the two concepts off occupancy rate and room rates. Then comes the average daily rate because this helps too tractor room rate off hotel. It is also dependent upon the profit margins, occupancy rate, guest satisfaction score, benchmarking, and long-term metrics. This will be identified based on COGS that is also known as cost of goods sold. This helps to identify or represent the profitability often core operation that is going on (Phillips, A, 2021).
[bookmark: _Toc159870465]Improving online presence of hotel:
Diss recommendation focuses on those kinds of strategies that are responsible to enhance the reputation of the hotel on online platforms and help to convert the negative feedback of the customers towards positive. This requires a list of everything because the hotel needs to analyse guest reviews, complaints and promptly hold on to what can be the result if proper online platform presence is integrated within the hotel database (Powell, A, 2021). These measures can be taken to improve guest satisfaction because if the service quality is increased and the staff members are proactively able to manage the online reviews and respond to them as soon as possible then their reputation will be good in the international market as well. Everything is dependent upon how the competition is going on in that location and with respect to that, every other course of action can be taken (Powell, M, 2020).
[bookmark: _Toc159870466]Implementation plan:
Guest feedback system is very important to be acknowledged in the beginning because whenever customer experiences the services of this hotel, then they are likely to either like this hotel or dislike it and they will provide a feedback for the hotel period now if there is a proper guest feedback system available in the hotel, then they will be able to provide their positive negative feedbacks and a team of hotel management system will be there to acknowledge these comments and help the customer always leave a positive feedback (Reed, L, 2023). It is very important nowadays because everything is surrounded by technological advancement and whenever a person tries to book a hotel room, they will go for the feedback of that hotel and try to find out what the experiences of previous guests were (Richardson, E, 2021). On the other hand, the hotel can also train their staff and customer service skills because is there properly acknowledging guest reviews and complaints, devil never be able to get a negative response or feedback.
[bookmark: _Toc159870467]Change management strategy:
This change management strategy will manage how the hotel require certain changes with India system to improve their online reputation and presence and how guest feedback is managed in a most profitable way (Rivera, K, 2021). This also includes staff training programmes Add all those process improvements because if there is a small change within the hotel, it will be acknowledged by the customers although, it may not seem good or big for the hotel, but it does make a difference.
[bookmark: _Toc159870468]Impact measurement:
Key performance indicators and metrics can be used such as online review rating management system, guest satisfaction score management system and high rate of repeating business. Loyal customers that are coming again and again must be provided with different packages so that they can recommend this hotel to other people. This is the normal psychology of people that needs understanding by the hotel management (Robinson, S, 2022).
[bookmark: _Toc159870469]Enhancing market differentiation and brand quality:
This is considerably the most important step towards the success of this hotel because it identifies the differentiation of this hotel from their competitors, and it will also strengthen up the brand identity (Russell, B, 2021). There is a unique selling point that will enhance the guest experiences and there must be initiatives related to marketing that will attract the customers but for that initiated to be implemented, they will require capital period now to get the capital, they will have to get their customers back because they lost their customers because of bat reviews online (Sanders, K, 2023). To do that, they will have to provide their presence online as we have discussed earlier and then come towards differentiating this hotel from their competitors and for their customer satisfaction that other hotels are not.
[bookmark: _Toc159870470]Implementation plan:
Key performance indicators and metrics will also be responsible to increase the brand awareness as well as increase the market share because this is directly related to the customer loyalty and repeat business (Scott, H, 2023).
[bookmark: _Toc159870471]Cost analysis and budget consideration:
	Operations
	Costs

	Renovation 	
	£50,000

	Technology upgrade
	£200,000

	Development of new guest experience 
	£100,000

	Increased marketing
	£100,000

	Training programs
	£50,000

	Staff training
	£20,000

	Technical training
	£10,000


[bookmark: _Toc159870472]Potential benefits of these recommendations:
With the help of revenue enhancement initiatives as well as optimising the cost measures, the hotel will be able to increase their revenue and profitability because they will be able to get the loyalty factor from their guests. Dynamic pricing and targeting market campaigns online, will attract new customer base and will also be able to encourage the existing customers to come back (Shaw, M, 2022). Apart from this, cost optimization measures will initiate our renegotiating supplier contract because they will be able to contact their suppliers and improve their operational efficiencies in the same manner.
Occupancy rates can be changed based on the demands of the rooms and because there are different kind of rooms available in the hotel, the pricing should be depending upon the demand of the room (Simmons, S, 2023). These overbooking techniques can help optimise and increase the occupancy rate because this strategy is responsible to ensure that the rooms that are occupied are effectively used realised in a specific manner during their off-peak periods (Smith, J, 2023).
Investment in staff training programmes will not only improve the quality of the hotel service and management, but also increase the guest satisfaction in the same manner. If there is a different department that is considering an online platform and looking on the feedback software customers, then they’re more likely to promptly hold onto these customers and get back to them as soon as possible (Thompson, R, 2022). When these staff are trained in a specific way, this will increase a positive word of mouth referrals for the hotel and increase the occupancy rate in the same manner.
When the hotel will be able to provide when enhanced guest satisfaction, they will get the proper revenue and then that revenue can be invested in other things as well (Turner, M, 2023). Stronger brand reputation can be delivered if exceptional guest experience is consistent, and they are able to meet the demands of their customers. If a customer is being treated in a way that he or she wants to, they will spread the news to everyone that they know, and this will give a lot of new customers to hotel (Ward, C, 2021). Implementation of innovative revenue management strategical approach will deliver proper guest experience that will differentiate this hotel from any other competitor in Arizona (Williams, M, 2021). This is strong reputation of the hotel will provide quality service for their consumers and they will also be able to attract new customers from around the world. This is not just limited to local consumers, but the official website and database of the hotel is open to every other customer in this world, and they can get acknowledgement from what the hotel is providing and what they will get in the meantime.











[bookmark: _Toc159870473]ACTION PLAN:
The action plan will involve problems, solution, desired outcomes, time scale, completion date and planned budget that is supposed to be followed by the hotel. That is why there are five most important problems that needs to be addressed in a more efficiently because the competition in the market is too much and there should be an individual brand for this hotel as well.
	
	PROBLEM
	SOLUTION
	DESIRED OUTCOME
	TIME SCALE
	COMPLETION DATE
	PLANNED BUDGET

	1
	Revenue generation and profitability of the hotel is decreasing creating a problem for occupancy rate off the hotel by the customer.
	Proper implementation of revenue enhancement strategical approaches within the hotel.
	It Is likely to increase the revenue and profitability of the hotel as well as increase acceptance of the hotel.
	5 months
	June 2024

	
	£500,000

	2
	 Date is a negative reputation of the hotel online and guests feedback are negative.
	 Service issues when addressed and enhanced guest satisfaction will minimise this issue up to much extent. 
	 Proper department will be able to analyse online presence of this hotel and guest feedback. 
	Ongoing
	Ongoing
	£100,000

	3
	 Market differentiation and brand identity is limited.
	 Unique selling points must be developed as well as marketing initiatives. 
	 This will help to strengthen up the differentiation off this hotel from their competitors and have a unique brand name. 
	12 months
	January 2025
	£100,000

	4
	 Lack of technological integration within the system of this hotel. 
	 Reservation system of the hotel must be upgraded including the in-room amenities. 
	 Operational efficiencies will be increased with increase in guest experiences.
	8 months
	August 2025
	£200,000

	5
	Training the staff in development in their set of skills is lacking.
	Customer service training programme within the hotel is important so that if there is negative feedback from a customer, it will be handled promptly
	This will increase or improve guest satisfaction and the quality of the services that are being provided.
	Ongoing
	Ongoing
	£50,000























[bookmark: _Toc159870474]Conclusion:
The consultancy report has provided an in depth analysis on all those challenges that are faced by BUENA VISTA HOTEL and offered a lot of different strategies on the basis of which this hotel can do well and increase their revenue and profitability in the same manner period now it is dependent upon how effectively these issues can be addressed by this hotel because we have provided all the action plans and management strategies that they can implement in order to attract more customers and retain their existing one. Total investigation of this hotel has concluded where the hotels internal operations as well as external environmental aspects provide us with an in-depth analysis that requires proper attention because if those aspects are not attended well, there will be consequences faced by this hotel in near future. With the help of the analysis, there are critical issues that are impacting on the overall online reputation of this hotel performance due to online feedback system, the overall reputation of this hotel has been tarnished and there is a limited market differentiation as well as brand identity. They don’t know how to differentiate between themselves and the competitor that they’re up against in Arizona or any other part of United Kingdom. These problems were because BUENA VISTA HOTEL was not able to embrace the changes that were happening around the world at that time and change with time as the technological advancement changes. There are a lot of loopholes that we have identified and provided the best possible solution for that because this is a hospitality industry and if proper care is not taken or if proper is strategical performance is not undertaken, then discount intensify the problems even more.
In response to these problematic scenarios within this hotel, there are series of recommendations that we have identified for the hotel operational procedures that will be able to increase or improve the guest satisfaction and increase revenue as well as profitability in the same manner. This includes differentiating the hotel from competitors and integrating the whole infrastructure of the hotel with technological advancement. The main problem is because of the investment that is to be invested in this hotel. The problem is directly related to hotel not being able to generate that much income so that they can invest in their hotel different aspects.
This report also includes the importance of implementing change management practises and procedures that will be able to facilitate this hotel to implement above mentioned recommendations. There should be a culture of innovation within this hotel because with innovation comes collaboration and there is room for continuous improvement for every industry in this world. This consultancy report apps as a road map for this hotel so that they can navigate there way do rapid success because they’re already losing in the market because of their competition, and they are not generating the desired revenue and profitability. That is why it is important for them to position themselves in such a way that will prove to become long term success and will be able to provide exceptional experience for their customers that are already connected to them one way or another.
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