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The Hilton Madrid Airport Hotel is located minutes from the Madrid Barajas International Airport and a few Kilometres from the city centre.
Strategy and market marketing plan as an objective of the Hilton Hotel for focus on positioning the Hilton Hotel as a place where excellent service is offered. The strategy for focus on creating and maintaining strong relationships with customers to maintain loyalty. Customer relationship management initiatives will help the hotel understand the needs and expectations of customers. 
 The hotel will offer services that provide each customer with the highest level of control, to make them feel at home . 
The Hilton Hotel will have its own individual style to give it a solid reputation and brand identity. The hotel's target market consists of high-income customers who value multiculturalism.
This is reflected in the service offered by the hotel, which satisfies the different expenses and preferences of customers. The hotel's services cater to business guests, tourists, conference guests, heads of state, actors and musicians. These guests have different needs and as such the hotel staff is trained to treat all guests with the utmost care. Each individual customer will be served by a specific employee, to ensure that they receive a personalized service premium. The hotel location will determine the target market they will attract. The hotel is designed to attract tourists, business people and large conference groups.
Hilton offers products designed to meet the individual needs of each customer. Hilton Hotel products offer unparalleled personalized service and guarantee each guest a unique positive experience. Services that add value to the products offered to customers will be made available. Guests will be offered laundry services at the hotel at an additional cost. They also have accommodation for pets. 
In some areas, the hotel will offer its guests transportation to and from the airport. Customers can access the Hilton Hotel in various media formats. Customers have the convenience of making their reservations online through Hilton hotel websites around the world.
The customer service assistants always need to respond to the inquiries made by the clients regarding the services offered. 
The products are top quality and their prices reflect their positive attributes. The hotel has different price categories for different products depending on the quality of comfort, service and level of exclusivity.
The tailored pricing strategy is relative to the tastes of customers, who come mainly from the highest income segments of society. Each price segment will offer unique benefits to customers visiting the hotel. Promotional strategy is based on publishing and transmitting ads in selected locations and media. The company will participate in several trade shows in different parts of the world, where its customer representatives will sell their products to potential customers. The company will be partner with airlines and tourism promoters to market products aimed at specific customers during different times of the year. 
The company's public relations function need to used to establish strong relationships with customers, to foster customer satisfaction. This will be used to encourage repeat visits. This might be directed by alerting and recommending your friends and family to stay at the hotel. Secondary marketing research will be conducted through print, electronic and online media monitoring to understand people's perceptions of Hilton. 
The company's quality control departments will constantly evaluate people's views and opinions on the quality of the services offered by the hotel. Quality control teams around the world will propose strategies that describe how the hotel can maintain high standards in its operations. The primary research proof of concept will be one of the methods Hilton will use to determine market potency and viability of these products. The company will encourage its customers to try new products offered and give their opinions about their experiences. This will guide the company on the quality stockings that must be timed to ensure that their new products are competitive in the market. Product concepts that receive positive ratings will be made available to customers, while concepts that receive negative ratings will be archived or improved. Questionnaires will be used to encourage customer feedback. Hotel guests will be asked to complete questionnaires to discuss their experiences and perceptions of the services offered. These questionnaires will help the hotel understand the needs and expectations of its customers.  
The first dimension places the values of flexibility, discretion and dynamism at one end of the scale while stability, order and control on the other. 
The second dimension looks at internal orientation, integration and unity on one side while external orientation, differentiation and rivalry on the other end. This implies that the hotel should focus on their internal processes for success while others perform well by focusing on market and competition.
 First the operation should consider having intranet for the hotel. This is a secured internal or private network of an association that connects all computers to ingress that access the internet. An intranet is confined to an association and it’s associates with guests, workers, members and inventories among others and is defended from unauthorized access security systems and firewalls. similar security encryption put a stop to abuses of the system like social networking, inapt use of web, among others. As a result, the costs of operation will be minimised.
The internal and external reporting channels are also protruded to the rest of structures.
The hotel should put out utmost of the documents similar as programs, procedure primers and new rules through the intranet Web runners. This saves the company costs relating to printing, maintain and circulating similar documents. Also intranet makes it easy for communication across the association.
Secondly, the operation should consider internet tools similar as VoIP and Groupware. These technology would give a good avenue for commerce of the staff members and ease of integrating executive operations of the hostel.
Grounded on the first dimension of the contending values frame, the hostel formerly has a flexible business model and with the reserve finances, it's possible to acclimate the size of the business or exclude systems that don't reach the fund- raising thing.
Technological transformations and the global market are two major factors that will define changes that happen in the hotel´s financial performance.
The information and bookings you can find about the hotel are in the official web, hotels.com, Expedia.com and GoSplitty.com
The hotel need to be able to increase procedures that improve its reputation in the market. Attitude research will be conducted from the constant interaction between Hilton Hotel staff and customers. The investigation will be conducted to determine how Hilton Hotel employees interact with customers or not. Marketing tests will be conducted to determine the impact that new products are likely to have on the market. The hotel will use market surveys that profile the types of customers they dare and the products they like the most. This information will be used for the hotel to formulate strategies to help it expand its customer base. 
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               HILTON HOTEL ◦ Strategy and marketing plan as an objective of the Hilton Hotel will focus on positioning the Hilton Hotel as a place where excellent service is offered. The strategy will focus on creating and maintaining strong relationships with customers to maintain loyalty. Customer relationship management initiatives will help the hotel understand the needs and expectations of customers.    3/4/2023
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                                         PLAN FOR DIGITAL MARKETING 3/4/2023     Each individual customer will be served by a specific employee, to ensure that they receive a personalized service premium.The hotel location will determine the target market they will attract.            The hotel is designed to attract tourists, business people and large conference groups.     Services that add value to the products offered to customers will be made available. Guests will be offered laundry services at the hotel at an additional cost. They also have accommodation for pets.     The hotel will offer to guests transportation to and from the airport.       The customer service assistants always respond to the inquiries made by the clients regarding the services offered
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           IMPLEMENTATION AND EVALUATION OF THE IMPACT OF DIGITAL MARKETING ACTIONS 3/4/2023  Promotional strategy is based on publishing and transmitting ads in selected locations and media. The company will participate in several trade shows in different parts of the world, where its customer representatives will sell their products to potential customers.  The company will partner with airlines and tourism promoters to market products aimed at specific customers during different times of the year,  The company's public relations function will be used to establish strong relationships with customers, to foster customer satisfaction. This will be used to encourage repeat visits.  Secondary marketing research will be conducted through print, electronic and online media monitoring to understand people's perceptions of Hilton.
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          OPTIMIZATION OF DIGITAL MARKETING 3/4/2023  The company's quality control departments will constantly evaluate people's views and opinions on the quality of the services offered by the hotel.  Questionnaires will be used to encourage customer feedback.  The hotel will be able to increase procedures that improve its reputation in the market.  The hotel will use market surveys that profile the types of customers they dare and the products they like the most.
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                                  CONCLUSION 3/4/2023      Costumers will look after products that are available and high affordable.          Costumers will look after products that are offer the most quality, performance and features,        Achieving organizational goals depends on knowing the needs and wants and delivering the desired satisfactions better than competitors does,      Company ´ s marketing decisions should consider costumers wants, the company ´ s requirements costumers long - run interests,


