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Introduction 
Grantley Hall is a restaurant located in North Yorkshire in England. The hotel has 47 rooms and suites where the customers can enjoy a great time with the luxury.  Also, the hotel contents a restaurant and drinking bar beside the garden of the hotel. In the pandemic Covid-19, the business activity of Grantley Hall has been hampered. So, this marketing plan is going to give the organization a new strategy to attract the customers of the organization as before Covid-19. Both the marketing and R&D manager is going to develop the marketing plan for Grantley Hall.

Marketing Mix 
Product: According to Baum and Hai (2020), all the luxury services for enjoying the vacation in the hotel are the products of Grantley Hall. The hotel is offering the customers along with the staying facilities, restaurant and dining with the bar, spa, gym, car facilities, indoor and outdoor games etc. There is also a hall for occasional gatherings and meetings.
Price: Grantley Hall follows the premium pricing strategy for offering customers premium services. The price of the hotel rooms and suits of Grantley Hall starts from £550 and the price can rise to £2500 according to the services customers enjoys (Agarwal et al., 2018).
Place: The hotel has a website for the customers to reach. Also, Grantley Hall has the entry on the tourist’s websites that introduces the hotels to the customers (Dabas et al., 2021). Customers can also reach the hotel through social media and can observe other customers views there as well. 
Promotion: Baum et al. (2019) mentioned that the internet will be used for the promotional activities of Grantley Hall. The hotel will promote on social media such as Facebook, Instagram, Twitter etc. One of the main sources for the promotion will be YouTube. Also, in the travelling sits the promotional activities of Grantley Hall will be available.

The Marketing Environment (Micro-SWOT) Strength: The market value of the brand Grantley Hall is very high. The investment of the hotel is also a strength for Grantley Hall (Mzembe et al., 2019). The organization has the flexibility to cope with the trends in hospitality management as well. The hotel has a brand value with a high market share as its strength. The food of the hotel is also a strength of it as customers reviews regarding foods are very positive to Grantley Hall.
Weakness: The hotel has its dress code and rules that create a small, segmented customer group. In the pandemic managing the investment and having profit become hard for the hotel. 
Opportunity: According to Dixit (2017), the hotel can increase its customer’s satisfaction by adding some more facilities for customers. Such as clothing and fashion facilities. That will include a new business line for Grantley Hall. Also opening new branches of the hotel can add increased market share for Grantley Hall.
Threat: Increasing competition is a threat to the brand (Alrawadieh et al., 2019). Also, after the pandemic situation if a strategic marketing plan cannot be executed then Grantley Hall will lose its market share and brand value. Also, the investment of Grantley Hall will be declined.
The Marketing environment (Macro) PESTEL  
Political: In the market of the UK, Grantley Hall has the facility for lower tax rates along with other government facilities (Pappas and Brown, 2020). So, the political environment of the business is very positive. The business can serve foreign customers for a positive political environment as well.
Economic: According to Kim et al. (2021), the inflation rate of the UK has decreased by 85%. That is the result of the Covid-19 pandemic. After the pandemic, the current situation of the customers is not the same as before, so the organization must rethink to connect the customers.
Social: Tourism is a mandatory part of the new world (Koseoglu et al., 2021). So, it is expected that even after the pandemic Grantley Hall will be able to serve the customers who will travel and will need the luxury for the vacation. 
Technological: The technological environment in the hospitality industry is changing continuously. So Grantley Hall must keep its flexibility to cope with the industry. And it has a positive impact on the business.
Ecological: The interior of Grantley Hall depends on the ecological environment. So, the organization has its activities to protect the environment for a positive impact on the business.
Legal: Grantley Hall follows both the customer’s right law and employee’s right law so that no legal issues can be found (Filimonau, 2021). As this environment is very strict for the organisation and it is maintaining the term very well, so it has a positive impact on the business.

Creating Customer Value & Engagement 
Customers Value of Grantley Hall: All the regular customers are valuable to Grantley Hall, and the organization takes care of the current customers so that they can be loyal customers to Grantley Hall (Rita et al. 2019). The organization has a loyalty policy for loyal customers and according to that point, they can enjoy some services free of cost as well.
Benefits for Current Potential Customers: All the customers who have come to Grantley Hall at least once will be registered as the member of the hotel. Nunkoo (2018) mentioned that this policy will increase the customer’s attraction to Grantley Hall. Also, there will be a discount facility for the most potential customers and their first check-in in Grantley Hall.
Visitors Engagement: After every service, customers will be asked about their satisfaction (Yurur et al., 2021). And after check-out customers survey will be done online as well for understanding the customer’s satisfaction with Grantley Hall.
Marketing Channel: Grantley Hall will directly communicate with the customers and so the marketing channel will be direct marketing. There will be no middle person between Grantley Hall and customers.

Effective Use of Digital Marketing 
Now is the digital marketing era and the organisation which is expert in this term are successful in the market (Alghizzawi, 2019). So Grantley Hall is going to also focus on this term. For this, the organisation is going to employ experts who will help the organisation to understand the activities and develop the digital marketing system for the brand (Alves et al., 2020). In digital marketing, social media, direct communication by email and phone will be managed.
The massage that will be served to the customers is that Grantley Hall has no compromise with the health and hygiene and the organization is promised to make customers' vacations memorable. So, the target of digital marketing will be making the customers comfortable to travel and enjoy the vacation (Hristoforova et al., 2019). After focusing the customer demand, Grantley Hall will develop its service plan. All the information will be directly acknowledged by the customers with the help of digital marketing.
Conclusion 
The report has developed a marketing plan for the hotel Grantley Hall that is known as a luxury brand in the UK. For understanding the marketing strategy of Grantley Hall marketing mix has been developed firstly. Then the internal marketing environment has been focused on by the SWOT analysis. After that, the external environment has been developed with the help of the PESTLE analysis. Then the customer value has been analysed and finally, the effective use of digital marketing has been analysed. So that the digital marketing strategy of Grantley Hall can be understood and the effectiveness of this strategy can be realised.

References
Agarwal, S., Busby, G. and Huang, R. eds., 2018. Special interest tourism: Concepts, contexts and cases. CABI.
Alghizzawi, M., 2019. The role of digital marketing in consumer behavior: A survey. Int. J. Inf. Technol. Lang. Stud, 3(1), pp.24-31.
Alrawadieh, Z., Karayilan, E. and Cetin, G., 2019. Understanding the challenges of refugee entrepreneurship in tourism and hospitality. The Service Industries Journal, 39(9-10), pp.717-740.
Alves, G.M., Sousa, B.M. and Machado, A., 2020. The role of digital marketing and online relationship quality in social tourism: A tourism for all case study. In Digital marketing strategies for tourism, hospitality, and airline industries (pp. 49-70). IGI Global.
Baum, T. and Hai, N.T.T., 2020. Hospitality, tourism, human rights and the impact of COVID-19. International Journal of Contemporary Hospitality Management.
Baum, T., Solnet, D., Robinson, R. and Mooney, S.K., 2019. Tourism employment paradoxes, 1946-2095: a perspective article. Tourism Review.
Dabas, S., Sharma, S. and Manaktola, K., 2021. Adoption of digital marketing tools in independent businesses: experiences of restaurant entrepreneurs in India and the United Kingdom. Worldwide Hospitality and Tourism Themes.
Dixit, S.K. ed., 2017. The Routledge handbook of consumer behaviour in hospitality and tourism. Taylor & Francis.
Filimonau, V., 2021. The prospects of waste management in the hospitality sector post COVID-19. Resources, Conservation and Recycling, 168, p.105272.
Hristoforova, I.V., Silcheva, L.V., Arkhipova, T.N., Demenkova, A.B. and Nikolskaya, E.Y., 2019. Improvement of digital technologies in marketing communications of tourism and hospitality enterprises. Journal of Environmental Management and Tourism, 10(4), pp.829-834.
Kim, Y.R., Williams, A.M., Park, S. and Chen, J.L., 2021. Spatial spillovers of agglomeration economies and productivity in the tourism industry: The case of the UK. Tourism Management, 82, p.104201.
Koseoglu, M.A., Uyar, A., Kilic, M., Kuzey, C. and Karaman, A.S., 2021. Exploring the connections among CSR performance, reporting, and external assurance: Evidence from the hospitality and tourism industry. International Journal of Hospitality Management, 94, p.102819.
Mzembe, A.N., Novakovic, Y., Melissen, F. and Kamanga, G., 2019. Institutional bricolage as an antecedent of social value creation in a developing country's tourism and hospitality industry. Corporate Social Responsibility and Environmental Management, 26(4), pp.997-1008.
Nunkoo, R. ed., 2018. Handbook of research methods for tourism and hospitality management. Edward Elgar Publishing.
Pappas, N. and Brown, A.E., 2020. Entrepreneurial decisions in tourism and hospitality during crisis. Management Decision.
Rita, P., Brochado, A. and Dimova, L., 2019. Millennials’ travel motivations and desired activities within destinations: A comparative study of the US and the UK. Current Issues in Tourism, 22(16), pp.2034-2050.
Yurur, S., Koc, E., Taskin, C. and Boz, H., 2021. Factors influencing intercultural sensitivity of hospitality employees. International journal of hospitality & tourism administration, 22(1), pp.26-44.




PRESENTATION
[image: ]

                 [image: ]                                
[image: ]
[image: ]
[image: ]
[image: ]
[image: ]
[image: ]
[image: ]
[image: ]


image6.png
The Marketing Environment (Micro-SWOT)

shength:
|+ The market value of the brand Grantley Hallis very high.
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Effective Use of Digital Marketing

Grantley Hallis going to also focus on digitalmarketing so, the organisationis

going o employ experts.

In digital marketing, social media, direct communication by email and phone
wil be managed.

- Thé massage will be that Grantiey Hall has no compromise with the health
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So, the targetwil be making the customers comfortable fo fravel and enjoy
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Conclusion

- Marketing mix has been developed
firstly.

- Then theintemal marketing environment
has been focused on by the SWOT
analysis.

- Afterthat, the extemal environment has
been developed

- Then the customer value has been
analysed.

- Finally, the effective use of digital

marketing has been analysed.
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Introduction

| The Geography of Grantley Hall:
« GrantleyHallis arestaurantlocatedin North Yorkshire in England.
« The hotelhas 47 rooms and suites.
« Also, the hotel contents arestaurant and drinking bar.
Purpose’ of Marketing Plan:
* Inthe pandemic Covid-19, the business activity of Grantley Hall has been

Preparing the Marketing Plan by:
Both the marketing and R&D manager s going to develop the marketing plan
for Grantley Hall.
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Marketing Mix

Product:

|+ Altheluxury services forerjoying the vacation are the products of Grantley Hall.

- The hotelis offering the customers along with the staying facilities, restaurant and
dining with the bar, spa, gym, car faciliies, indoor and cutdoor games etc.

- There s also a hall for occasional gatherings and meetings.

Price:

- Grantley Hall follows the premium pricing strategy.

- The'price of the hotelrooms and suits of Grantley Hall starts from £550 to £2500.

Plage:

he hotelhas a website forthe customerstoreach.

Grantley Hall has the entry on the tourist's websites.

- Customers can also reach the hotel through social media.

Promotion:

- Theintemetwill be used for the promotional activifies of Grantley Hall.

- The hotelwil promote on social media such as Facebook, Instagram, Twitter etc.
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Creating Customer Value & Engagement

Customers Value:

|+ Alltheregular customers are valuable to Grantley Hall

| - GrantleyHall take care of the current customer's being loyal customers.

- The organisationhas a loyaity policy for the loyal customers.

Benefifs for Current Potential Customers:

- Al the customers coming to Grantley Hall atleast once will be registered as
the member of the hotel.

- Thié policy will increase the customer’s attraction o Grantley Hall.

Engagement:

‘After every service, customers wil be asked about their safisfaction.

After check-out customers survey will be done oniine.

'Markefing Channel:

- Grantley Hallwil directly communicate with the customers.

- The marketing channel wil be direct marketing.

+ There wil be no middle person between Grantley Hall and customers.




