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[bookmark: _Toc160092622]EXECUTIVE SUMMARY
The financial performance of the Seacrest Lodge over the previous three years shows a worrying decrease. The lodge is now losing money because its income has dropped by 20% and it is no longer profitable. Both the occupancy rate (which was 65%) and the cash reserves (which were 50%) have declined. Managing day-to-day costs and mounting debt only make matters worse financially. Even though the lodge has some unique selling points, something needs to be done right away to stop the loss of income, profits, cash flow, and stability. Focusing on moving in the market, improving operations, making money, reorganising finances, and constant tracking are all important parts of a complete turnaround strategy. With immediate action and a focus on data, the Seacrest Lodge can turn around its downward trend and regain its place as a top holiday spot. Also, offering a strong recommendation on business strategies to implement financial and non-financial activities could highly support the business to prepare itself for the future gain. On the other hand, offering a strong support on business current resources and outlining a good perspective to create unique customer services will also highly support the business create strong buzz in the hospitality industry and help it bounce back.
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[bookmark: _Toc160092623]INTRODUCTION
In recent years, the Seacrest Lodge, a lovely hotel with eating, lodging, and event areas close to a beautiful seashore, has had to deal with several difficult problems. The Seacrest Lodge has seen a drop in income, rental rates, and customer feedback, even though it used to be a popular tourist spot for people looking for luxury and rest. Considering these problems, the business owner has been trying to get help figuring out if the business can work and produce a plan to fix things. This report suggests a plan to turn things around that will help the Seacrest Lodge's finances and image. In it, the current state of the lodge is analysed, major causes adding to its decline are named, and a thorough plan for reaching this goal is laid out.
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In the last three years, the lodge's finances have changed dramatically, showing both the difficulties and the possibilities it still faces. The hotel business, which used to be busy but is now overwhelmed by huge waves of doubt. This Report will discuss how the waves of business have been slowly changing.
Businesses produce various financial statements which can be used to assess financial performance. The Seacrest Lodge had a great year in 2021. They had a lot of people and made a steady amount of money, which added up to 1,200,000 GBP. But this early success was just a cover for the storm that was coming. Even though there were a lot of customers, the total cost of running the business was £900,000. A profit of 300,000 pounds was made in the end. The lodge had a good usage rate of 65%, which showed how appealing it was to visitors looking for a peaceful place to rest and enjoy the beach. The average room rate (ARR) was £260.
Come December 31, 2021, the changing winds were bad for the industry because they brought more competition and customers' tastes were always changing (Lai, 2020). The lodge's already precarious financial situation got worse in 2022, when it lost 1,100,000 pounds in income despite all its best efforts. The lodge lost 150,000 pounds in profits, and its running costs went up to a total of 950,000 pounds. The average room rate (ARR) dropped to £240, which shows that the market's desire for lodging changed a little, even though the occupancy rate went down to 60%.
In 2023, the water near Seacrest Lodge, which used to be calm, was rough and full of danger and doubt. Due to more competition and less attention from customers, sales at the lodge dropped even more, to £950,000. As a result of rising running costs to 1,100,000 pounds, the company lost money and its net income dropped to -150,000 pounds. The average daily rate (ARR) kept going down and hit £210 as the rental rate dropped to 50% in a market that was becoming more competitive. This makes it clear that the hotel is having a tough time getting people in this setting.
The Seacrest Lodge was right in the middle of this financial storm. It had to navigate dangerous seas as it fought running out of money and a balance sheet that was becoming increasingly unstable. The lodge's terrible financial state was shown when cash and substitutes dropped from £100,000 in 2021 to a poor £20,000 in 2023. The worst happened over time. Over the last three years, expenses have stayed steady, but overall assets have gone down from £2,150,000 to £1,850,000. Equity has already dropped from £620,000 to £300,000, which has made things worse.
The Seacrest Lodge has shown great determination in the face of hardship by maintaining its financial stability over the last three years. While customer habits are always changing in the hotel business (Robin, 2021). The lodge is now at a crossroads and is about to start a path of renewal and change. Because things are getting harder for the Seacrest Lodge right now, it needs to start planning right away for long-term making money and happiness. Key parts of a complete turnaround plan that should support this course of action are embracing innovative ideas, improving guest experiences, and rethinking its place in the competitive coastal hospitality market.
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Over the past three years, the Seacrest Lodge has been losing money, which can be due to a combination of reasons. Dealing with these core problems will need a plan that includes many distinct parts. A fresh focus on putting the customer first, smart investments, and improvements to operations should all be part of a proper plan (Singjai, Winata and Kummer, 2019). The Seacrest Lodge could find a way to long-term success, lasting growth, and wealth by figuring out and fixing its main problems. This is because the world of beach hospitality is always changing. It is important to have a full understanding of the above crucial factors to produce a complete plan for fixing the lodge's money problems.
a. Levels of competition raised: There is more competition than ever before, which is a big reason wages are going down in the coastal hotel business. Recently, more modern motels have opened in the area, making the competition for tourists stronger (Finkler, 2022). As a direct result of this, market share has become more spread out. These rivals will offer new services, activities, and active marketing, all of which will make it much harder for the Seacrest Lodge to get new customers and keep the ones they already have. If there are companies that directly compete with the lodge, it might be harder for the lodge to keep its market share and price power. This would make it harder for the lodge to keep its total income and profits.
b. Shifting Consumer Preferences: Profitability is going down in the hotel business right now, which could be because customers' tastes are changing (Singjai, 2019). In the past few years, there has been a clear change in what kinds of travel people want to do. People now want to do more immersive travel, healthy travel, and real travel. Today's tourists look for experiences that are not only different from standard hotels but also interesting. They want services that are tailored to their needs, acts that are good for the earth, and real culture exchanges. It is possible that the Seacrest Lodge will not be able to meet these constantly changing demands because its facilities are old, and its level of service is getting worse. As a result, this will eventually lead to less earnings and less desire.
c. Declining Service Quality and Outdated Amenities:  It is possible that customer reviews that say the Seacrest Lodge's service is getting worse and its features are becoming outdated are partly, if not entirely, to blame for its falling profits. Offering average service and boring facilities can cause bad word-of-mouth, lessened customer trust, and eventually a drop in customer retention in a time when providing a great customer experience is very important (Singjai, 2019). The lodge could have lost its competitive edge by not being able to spend money on building changes, guest room makeovers, and better food options. This could have made potential guests less likely to choose the lodge as their vacation spot.
d. Effects of the economic downturn and the pandemic: The overall economic situation, which includes the current virus that has spread around the world, has affected the Seacrest Lodge's decreasing profits. A recession can led to fewer vacation activities, more travel limits, and less spending by consumers (Madanoglu and Ozdemir, 2019). All these things have a direct effect on the lodge's income lines. Significant changes have been made to the hotel industry because of the COVID-19 pandemic, as shown by the substantial number of cancelled bookings, lower usage rates, and stricter health and safety rules (Lai and Wong, 2020). There is a chance that a lot fewer bookings and events will be cancelled at the Seacrest Lodge. This would have made the business's financial problems worse and added to its negative net income in 2023.
e. Difficulties in adaptability and innovation: Along with the falling profits, one big reason is that the Seacrest Lodge does not want to change with the times by adding new services. If companies want to stay ahead of the competition in a field that is always changing, they need to be open to innovative ideas, technologies, and trends. It is possible that the Seacrest Lodge could not stay ahead of the game and defend itself against outside threats because it did not want to work on projects that would make it more money, update its buildings, or use digital marketing.
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By following a full recovery plan, the Seacrest Lodge might be able to get back on its feet financially and as a top tourist destination. It is said that the strategy's goals are to make the tourist experience better, update and upgrade facilities, simplify operating processes, start smart marketing campaigns, and reorganise finances.
a. Enhancing the Guest Experience: Spending money on training courses for employees makes the service better and makes sure that every customer gets the care they need (Finkler, Calabrese and Smith, 2022). Setting up ways for customers to give feedback is a quick and effortless way to find out what they want and fix issues. Taking tourists on guided walks, trips to local landmarks, and memorable culture experiences will make them feel more at home and make them more likely to come back.
b. Modernising Facility Provisions: Modern design elements could be added to the guest rooms, public areas, and services to make them more appealing to modern tourists (Lai, 2020). By improving the current technology equipment, you can add digital assistant services, smart room features, and high-speed internet. Eco-friendly methods, such as using less water, lighting that uses less energy, and materials that last longer, may attract people who care about the environment.
c. Optimising Operations: It is important to look at processes very carefully to find flaws and fix them. Three ways to cut costs are to have workers do more and throw away less. Another option that could be thought about is negotiating added terms with service companies. Using property management systems, or PMS, is one of the best ways to save time, get things done faster, and make guests happy.
d. Different Ways to Approach Strategic Marketing: A marketing plan lays out the steps to take to attract potential customers and convert them into paying ones (Paiva, 2021). The Seacrest Lodge must experiment with new kinds of promotion if it wants to become a well-known tourist spot. Numerous digital marketing tactics are available. Digital marketing strategies that cover a lot of ground are required. One example is a marketing strategy that leverages the internet, social media, and search engines. Strategic marketing plans, which include value propositions and other important aspects of a company's brand that tend to remain consistent over time, should ideally have longer lifespans than individual marketing plans.
e. Financial Management: This entails creating a company plan and then making sure that all departments are following it. To pay for things like rent or mortgage, wages, raw materials, T&E for employees, and other expenses, the financial manager distributes the available cash of the business (Finkler, Calabrese and Smith, 2022). One strategy to enhance personal financial management and alleviate personal financial concerns is to investigate the possibility of refinancing or changing the present debt structure. In addition to reserving hotels, they may earn more by organising other types of events, such as weddings, corporate gatherings, and medical appointments.
f. Taking Part in Local Activities: One way to describe community engagement is as individuals working together on initiatives to address local issues (Patel, 2022). By collaborating with nearby establishments, tour operators, and websites, they may give holiday packages and exclusive discounts to shoppers.


[bookmark: _Toc160092627]CONCLUSION
The Seacrest Lodge is having a challenging time because there is more competition, customers' tastes are changing, and they are making less money. In terms of hospitality businesses, there are always changes in customer preference which cause the business to keep the customer loyal. However, implementing targeted turnaround plan that includes strategic marketing, investments in amenities, efforts to cut costs, efforts to increase revenue streams, improvements to the customer experience, and financial restructuring can help the lodge become a top vacation spot again that people will want to visit for a long time. How well the comeback plan works depends on the people who are part of it and how dedicated they are to making it happen. Also, implementing a good marketing plan would boost the services of the business to the customer, resulting in a good increase on hospitability and services to achieve a strong business position in the market. 
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