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[bookmark: _Toc126635021]Introduction 
The marketing plan help the organizations to reach their goals and mission successfully. At the same time it also enrich the management to perform well in the long run. The marketing plan of Hilton Hotel can improve the quality of the service and also enable the organization to get better response and more customers in the future (Albert Wesley Frey and Albaum, 2016). For the development and growth of the business Hilton Hotel is planning to develop an interactive database to maintain their customer pool and also ensure quality service for their most regular and corporate clients. Here the plan will be developed based on the marketing mix, identifying the SWOT of the business along with different strategic management framework to ensure better response and growth.
[bookmark: _Toc126635022]Situation Analysis 
For the effective situation analysis of the business it is necessary to evaluate the business well and take better actions to make the useful choices for implementing marketing and business plan for the organization. Hilton Hotel is already a very famous and renowned hotel chain of UK. The hotel is operating their business activities for many years. Here the overall situation analysis of the company is givens as follows:
· Company: SWOT analysis 
	Strengths:
· High brand recognition
· Conscious of technical innovations 
· Upgrade to improve customer experiences
· Improvement in the business processes (Bagozzi and Coronel, 2013)
· Concern about employee retention
· Excellent brand reputation 
	Weaknesses: 
· Limited market share 
· Operations are affected globally for changes in the Govt. policies and parameters

	Opportunities:
· High growth potential
· Innovation in customer services
· Digitalization and development of technology
· Advancement of service sector
	Threats:
· Increased competition
· Stagnated growth
· Pandemic and post pandemic economic crisis (Bailey, 2015)




· Customers: The Hilton Hotel focuses on targeting the high budget, high income, mid-and upscale luxury seeking group of customers. The target audience of the hotel is mostly focused on leisure travellers, honeymooners, corporates clients, extended rich families and people who keep extending their stay to the luxury hotels and enjoy the overpriced services (Davis, 2012).
· Competitors: The perceptual positioning map and Bowmans strategy clock both are used for understanding the competition level and the factor of competition which can help the business to grow or hamper the business growth.
Perceptual positioning map:
High Quality Service
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High Price

Low Price


Low Quality Service




Figure: Perceptual positioning map (Davis, 2012)

Here the map is showing the overall business perspective of Hilton Hotel and how they want to satisfy their customers through their business offerings. The hotel is concern to fulfil the need of the customers by offering their high value service with high price. Such kind of offerings differentiate Hilton hotel from other competitors.

· Bowmans strategy clock: Bowman’s strategy clock is concentrated on improving the strategy of the business best suited for the organization. It is the best tool to design the competitive price range based on the offered value of the business (Hong, 2018).

[image: Bowman's Strategy Clock]
Figure: Bowman’s strategy clock (Hong, 2018)
Here the Hilton hotel is focused on differentiation strategy to design their products or services in such a way which can determine high perceived value of the product. This strategy helps to create full product diversity and also focused to increase unique features of the service to create appeal within the target customer’s base (James Walter Taylor, 2017).
· Collaborators: It is important to increase collaboration among the B2B, B2C meeting and increase relationship with the partners. It is necessary to create trust, loyalty and networking for the long term relationship. The understanding of the partners, customers and collaborators can increase development and growth of the business (Kotler and Roberto, 2019). Here Hilton hotel can increase their expansion of business by making effective collaboration with some tour and travel groups, corporate clients and multinational organizations to ensure better and effective management of the marketing strategy implementation.
· Climate-PESTLE: Pestle analysis can impact on the environment of the organization to create challenges or positive shifts of the organization. The political, economic, social, technological, legal and environmental situation can increase or decrease the opportunity of the expansion of the business. The political environment is turbulent and the Russia-Ukraine war has created complication of the business world (Kotler and Roberto, 2019). Economic condition had drastically fallen down and social status of the people has also fallen down. The technological advancement has created opportunity for the Hilton hotel for expansion and awareness of the people has created easy way to reach the potential client of the business.
[bookmark: _Toc126635023]Objectives
The marketing plan of Hilton Hotel is to increasing revenue generation by attracting maximum number of customers to create long term relationship and long term marketing management policy by increasing the opportunity of customer’s retention (Majumdar, 2015). The process will also focus on business development and management of the organization by improving quality of service and increasing number of customers. 
[bookmark: _Toc126635024]Strategy 
Value proposition of the Hilton Hotel is to build loyalty among its customers and making them feel delighted with quality service. The hotel is also focused to ensure essential contribution of the customers to focus on meeting this objective of the organization and have a certain value proposition of the business development in future (Rovelstad, 2014). Here the strategy of the business will be connected with delivering service and maintaining long term sustainable relationship with the customers. Based on the customer’s segmentation of the business it is necessary for the Hotel to focus on the customized order and different needs of the clients to satisfy their long term and core customers’ base (Ryan, 2017). Based on the value proposition process the target customer selection will become more precise, accurate and effective to increase the efficiency of the marketing plan and enhance the productivity of the business activities.
[bookmark: _Toc126635025]Tactics
The marketing mix plays a significant role in any business management and marketing plan implementation. Here the marketing mix of Hilton hotel is described for the effective use in the marketing plan implementation.
· Product: Hilton hotel is offering premium quality service with high end price range for the corporate clients along with higher middle class to high class people. The offers and services are highly customized and well designed with the variety of unique features and attributes (Shapiro, 2020).
· Place: Customers will be able to enjoy and avail the service through their pre booking and spot booking based on the number of days they are staying and also the number of services they are taking with their premium luxury booking of the service. 
· Price: The pricing strategy for the services will be based on the number of the customers, paid services, offering of the hotel as complimentary. The unique features and services of the organization will be available to provide unique and extraordinary value to the customers and make their overall experience enjoyable, interactive and fun (Shaw, 2021). The offers can help the customers to earn more points and will let them use the points for their next visit to get some extra benefits.
· Promotion: The advertisement will be conducted through personal email and database management process by follow up in the sms service. Here the hotel will also promote their services through digital media such as their website, Facebook, LinkedIn, Youtube, Instagram and other social media to reach maximum number of target customers based on their preferences (Shoemaker, 2011). There will be plenty of dynamic and static contents to attract the customers and let them feel interested to get the offers.
[bookmark: _Toc126635026]Action
The Gannt Chart enable the business of Hilton hotel to focus on the marketing strategy and ensure proper implementation of the plan. Here the marketing channels of the Gannt Chart can improve the social activities of the business and also ensure betterment of the business and effectiveness of the organization with the proper planning, research, design, implementation and follow up of the business (Wali and Uduma, 2016). 
[image: What is a Gantt Chart? | Examples and Best Practices]
Figure: Gannt Chart
The marketing plan of the business will help to review the choices and make necessary changes whenever necessary for the betterment of the business growth and development. Here the choices of the marketing channel schedules will improve the quality of the service along with the business development in the long run (Walters and Kerby, 2019).
[bookmark: _Toc126635027]Control 
The success of the Hilton hotel will be measured by increasing number of customers along with generating maximum level of revenue in the business. It is also possible to measure the effective performance of the branding and marketing plan by evaluating revenue management of the organization. Hilton hotel need to focus on their increased number of customers and their earned revenues with the implementation of the marketing plan (Walters and Kerby, 2019). This will enable the business to promote greater good of the business for better and effective services of the organization. Moreover, by analysing the profit and number of customer’s pool of the business it is possible to evaluate the performance of the hotel in the long run.
[bookmark: _Toc126635028]Conclusion
To implement the marketing plan it is necessary to enhance the marketing campaign and focus on extensive marketing activities. But with the sudden shift in the economy and changes in the pattern of buying behaviour of the customers after the post pandemic situation and global economic crisis it can be a challenge for Hilton hotel (Shoemaker, 2011). So the hotel needs to identify the changes of development and growth by developing personal relationship and increasing the number of corporate clients for minimizing the chances of loss in the organization and generate comparatively better revenue stream in the business organization. 
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The marketing plan help the organizations to reach their goals and mission successfully. The marketing plan of Hilton Hotel can improve the quality of the service and also enable the organization to get better response and more customers in the future (Albert Wesley Frey and Albaum, 2016). 
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· Product: Hilton hotel is offering premium quality service with high end price range for the corporate clients along with higher middle class to high class people. The offers and services are highly customized and well designed with the variety of unique features and attributes (Shapiro, 2020).

· Price: The pricing strategy for the services will be based on the number of the customers, paid services, offering of the hotel as complimentary. The unique features and services of the organization will be available to provide unique and extraordinary value to the customers and make their overall experience enjoyable, interactive and fun (Shaw, 2021). 

· Promotion: The advertisement will be conducted through personal email and database management process by follow up in the sms service. Here the hotel will also promote their services through digital media such as their website, Facebook, LinkedIn, Youtube, Instagram and other social media to reach maximum number of target customers based on their preferences (Shoemaker, 2011). 
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Action

The Gannt Chart enable the business of Hilton hotel to focus on the marketing strategy and ensure proper implementation of the plan. Here the marketing channels of the Gannt Chart can improve the social activities of the business and also ensure betterment of the business and effectiveness of the organization with the proper planning, research, design, implementation and follow up of the business (Wali and Uduma, 2016). 








Slide 10

[image: ]



Control 

The success of the Hilton hotel will be measured by increasing number of customers along with generating maximum level of revenue in the business. Hilton hotel need to focus on their increased number of customers and their earned revenues with the implementation of the marketing plan (Walters and Kerby, 2019). 
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To implement the marketing plan it is necessary to enhance the marketing campaign and focus on extensive marketing activities. But with the sudden shift in the economy and changes in the pattern of buying behaviour of the customers after the post pandemic situation and global economic crisis it can be a challenge for Hilton hotel (Shoemaker, 2011). 






Slide 12



[image: ]







image3.svg

        INTRODUCTION The marketing plan help the organizations to reach their goals and mission successfully . At the same time it also enrich the management to perform well in the long run . The marketing plan of Hilton Hotel can improve the quality of the service and also enable the organization to get better response and more customers in the future (Albert Wesley Frey and Albaum , 2016 ) . For the development and growth of the business Hilton Hotel is planning to develop an interactive database to maintain their customer pool and also ensure quality service for their most regular and corporate clients .
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SITUATION ANALYSIS

For the effective situation analysis of the business it is
necessary to evaluate the business well and take better
actions to make the useful choices for implementing
marketing and business plan for the organization Hilton
Hotel is already a very famous and renowned hotel chain
of UK.
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        SITUATION ANALYSIS For the effective situation analysis of the business it is necessary to evaluate the business well and take better actions to make the useful choices for implementing marketing and business plan for the organization . Hilton Hotel is already a very famous and renowned hotel chain of UK .
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                                                          SITUATION ANALYSIS: SWOT ANALYSIS       Strengths :   High brand recognition   Conscious of technical innovations   Upgrade to improve customer  experiences   Improvement in the business  processes ( Bagozzi and Coronel, 2013 )   Concern about employee retention   Excellent brand reputation  Weaknesses :   Limited market share   Operations are affected globally  for changes in the Govt . policies  and parameters  Opportunities :   High growth potential   Innovation in customer services   Digitalization and development  of technology   Advancement of service sector  Threats :   Increased competition   Stagnated growth   Pandemic and post pandemic economic  crisis (Bailey, 2015 )
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SITUATION ANALYSIS (CONT.)

Customers: The Hilton Hotel focuses on targeting the high budget, high income, mid-and upscale
luxury seeking group of customers. The target audience of the hotel is mostly focused on leisure
travellers, honeymooners, corporates clients, extended rich families and people who keep extending
their stay to the luxury hotels and enjoy the overpriced services (Davis, 20 12).

Competitors: The perceptual positioning map and Bowmans strategy clock both are used for
understanding the competition level and the factor of competition which can help the business to
grow or hamper the business growth.

Collaborators: Here Hilton hotel can increase their expansion of business by making effective
collaboration with some tour and travel groups, corporate clients and multinational organizations to
ensure better and effective management of the marketing strategy implementation.

Climate-PESTLE: The political, economic, social, technological, legal and environmental situation
can increase or decrease the opportunity of the expansion of the business The political
environment is turbulent and the Russia-Ukraine war has created complication of the business
world (Kotler and Roberto, 2019). Economic condition had drastically fallen down and social status
of the people has also fallen down.
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        SITUATION ANALYSIS (CONT.) • Customers : The Hilton Hotel focuses on targeting the high budget, high income, mid - and upscale luxury seeking group of customers . The target audience of the hotel is mostly focused on leisure travellers, honeymooners, corporates clients, extended rich families and people who keep extending their stay to the luxury hotels and enjoy the overpriced services (Davis, 2012 ) . • Competitors : The perceptual positioning map and Bowmans strategy clock both are used for understanding the competition level and the factor of competition which can help the business to grow or hamper the business growth . • Collaborators : Here Hilton hotel can increase their expansion of business by making effective collaboration with some tour and travel groups, corporate clients and multinational organizations to ensure better and effective management of the marketing strategy implementation . • Climate - PESTLE : The political, economic, social, technological, legal and environmental situation can increase or decrease the opportunity of the expansion of the business . The political environment is turbulent and the Russia - Ukraine war has created complication of the business world (Kotler and Roberto, 2019 ) . Economic condition had drastically fallen down and social status of the people has also fallen down .
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OBJECTIVES

The marketing plan of Hilton Hotel is to increasing revenue
generation by attracting maximum number of customers

To create long term relationship and long term marketing
management policy by increasing the opportunity of customer’s
retention (Majumdar, 2015).

The process will also focus on business development and
management of the organization by improving quality of service
and increasing number of customers.
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        OBJECTIVES • The marketing plan of Hilton Hotel is to increasing revenue generation by attracting maximum number of customers • To create long term relationship and long term marketing management policy by increasing the opportunity of customer’s retention ( Majumdar , 2015 ) . • The process will also focus on business development and management of the organization by improving quality of service and increasing number of customers .
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STRATEGY

Value proposition of the Hilton Hotel is to build loyalty among its customers and making them
feel delightedwith quality service.

The hotel is also focused to ensure essential contributionof the customers to focus on meeting
this objective of the organization and have a certain value proposition of the business
developmentin future (Rovelstad, 20 1 4).

Based on the customer’ssegmentation of the businessit is necessary for the Hotel to focus on

the customized order and different needs of the clients to satisfy their long term and core
customers’base (Ryan,2017).
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        STRATEGY • Value proposition of the Hilton Hotel is to build loyalty among its customers and making them feel delighted with quality service . • The hotel is also focused to ensure essential contribution of the customers to focus on meeting this objective of the organization and have a certain value proposition of the business development in future ( Rovelstad , 2014 ) . • Based on the customer’s segmentation of the business it is necessary for the Hotel to focus on the customized order and different needs of the clients to satisfy their long term and core customers’ base (Ryan, 2017 ) .
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TACTICS: MARKETING MIX

The marketing mix plays a significant role in any business management and marketing plan implementation. Here the
marketing mix of Hilton hotel is described for the effective use in the marketing plan implementation.

Product: Hilton hotel is offering premium quality service with high end price range for the corporate clients along with
higher middle class to high class people. The offers and services are highly customized and well designed with the variety
of unique features and attributes (Shapiro, 2020).

Place: Customers will be able to enjoy and avail the service through their pre booking and spot booking based on the
number of days they are stayingand also the number of services they are taking with their premium luxury booking of
the service.

Price: The pricing strategy for the services will be based on the number of the customers, paid services, offering of the
hotel as complimentary. The unique features and services of the organization will be available to provide unique and
extraordinary value to the customers and make their overall experience enjoyable, interactive and fun (Shaw, 2021). The
offers can help the customers to earn more points and will let them use the points for their next visit to get some extra
benefits.

Promotion: The advertisement will be conducted through personal email and database management process by follow
up in the sms service. Here the hotel will also promote their services through digital media such as their website,
Facebook, LinkedIn,Youtube, Instagram and other social media to reach maximum number of target customers based on
their preferences (Shoemaker, 201 1). There will be plenty of dynamic and static contents to attract the customers and
let them feel interested to get the offers.
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        TACTICS: MARKETING MIX • The marketing mix plays a significant role in any business management and marketing plan implementation. Here the marketing mix of Hilton hotel is described for the effective use in the marketing plan implementation. • Product: Hilton hotel is offering premium quality service with high end price range for the corporate clients along with higher middle class to high class people. The offers and services are highly customized and well designed with the variety of unique features and attributes (Shapiro, 2020). • Place: Customers will be able to enjoy and avail the service through their pre booking and spot booking based on the number of days they are staying and also the number of services they are taking with their premium luxury booking of the service. • Price: The pricing strategy for the services will be based on the number of the customers, paid services, offering of the hotel as complimentary. The unique features and services of the organization will be available to provide unique and extraordinary value to the customers and make their overall experience enjoyable, interactive and fun (Shaw, 2021). The offers can help the customers to earn more points and will let them use the points for their next visit to get some extra benefits. • Promotion: The advertisement will be conducted through personal email and database management process by follow up in the sms service. Here the hotel will also promote their services through digital media such as their website, Facebook, LinkedIn, Youtube , Instagram and other social media to reach maximum number of target customers based on their preferences (Shoemaker, 2011). There will be plenty of dynamic and static contents to attract the customers and let them feel interested to get the offers.
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choices and make necessary
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             ACTION • The marketing plan of the business will help to review the choices and make necessary changes whenever necessary for the betterment of the business growth and development . Here the choices of the marketing channel schedules will improve the quality of the service along with the business development in the long run (Walters and Kerby , 2019 ) .   
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CONTROL

The success of the Hilton hotel will be measured by increasing number
of customers along with generating maximum level of revenue in the
business. It is also possible to measure the effective performance of the
branding and marketing plan by evaluating revenue management of the
organization.

Hilton hotel need to focus on their increased number of customers
and their earned revenues with the implementation of the marketing
plan (Walters and Kerby, 2019).

This will enable the business to promote greater good of the business
for better and effective services of the organization.
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        CONTROL • The success of the Hilton hotel will be measured by increasing number of customers along with generating maximum level of revenue in the business . It is also possible to measure the effective performance of the branding and marketing plan by evaluating revenue management of the organization . • Hilton hotel need to focus on their increased number of customers and their earned revenues with the implementation of the marketing plan (Walters and Kerby , 2019 ) . • This will enable the business to promote greater good of the business for better and effective services of the organization .
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CONCLUSION

Toimplement the marketing plan it is necessary to
enhance the marketing campaign and focus on
extensive marketing activities. But with the sudden
shift in the economy and changes in the pattern of
buying behaviour of the customers after the post
pandemic situation and global economic crisis it

can be a challenge for Hilton hotel (Shoemaker,
201 1).
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        CONCLUSION • To implement the marketing plan it is necessary to enhance the marketing campaign and focus on extensive marketing activities . But with the sudden shift in the economy and changes in the pattern of buying behaviour of the customers after the post pandemic situation and global economic crisis it can be a challenge for Hilton hotel (Shoemaker, 2011 ) .
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INTRODUCTION

The marketing plan help the organizations to reach their goals and mission
successfully. At the same time it also enrich the management to perform well in
the long run. The marketing plan of Hilton Hotel can improve the quality of the
service and also enable the organization to get better response and more
customers in the future (Albert Wesley Frey and Albaum, 201 6).

For the development and growth of the business Hilton Hotel is planning to
develop an interactive database to maintain their customer pool and also ensure
quality service for their most regular and corporate clients.
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Introduction 


The marketing plan help the organizations to reach their goals and mission successfully. At the same time it also enrich the management to perform well in the long run. The marketing plan of Hilton Hotel can improve the quality of the service and also enable the organization to get better response and more customers in the future (Albert Wesley Frey and Albaum, 2016). 

For the development and growth of the business Hilton Hotel is planning to develop an interactive database to maintain their customer pool and also ensure quality service for their most regular and corporate clients. 
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Situation Analysis 


For the effective situation analysis of the business it is necessary to evaluate the business well and take better actions to make the useful choices for implementing marketing and business plan for the organization. Hilton Hotel is already a very famous and renowned hotel chain of UK. 
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Situation Analysis: SWOT analysis

		Strengths:
High brand recognition
Conscious of technical innovations 
Upgrade to improve customer experiences
Improvement in the business processes (Bagozzi and Coronel, 2013)
Concern about employee retention
Excellent brand reputation 		Weaknesses: 
Limited market share 
Operations are affected globally for changes in the Govt. policies and parameters

		Opportunities:
High growth potential
Innovation in customer services
Digitalization and development of technology
Advancement of service sector		Threats:
Increased competition
Stagnated growth
Pandemic and post pandemic economic crisis (Bailey, 2015)
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Situation Analysis (Cont.)

Customers: The Hilton Hotel focuses on targeting the high budget, high income, mid-and upscale luxury seeking group of customers. The target audience of the hotel is mostly focused on leisure travellers, honeymooners, corporates clients, extended rich families and people who keep extending their stay to the luxury hotels and enjoy the overpriced services (Davis, 2012).

Competitors: The perceptual positioning map and Bowmans strategy clock both are used for understanding the competition level and the factor of competition which can help the business to grow or hamper the business growth.

Collaborators: Here Hilton hotel can increase their expansion of business by making effective collaboration with some tour and travel groups, corporate clients and multinational organizations to ensure better and effective management of the marketing strategy implementation.

Climate-PESTLE: The political, economic, social, technological, legal and environmental situation can increase or decrease the opportunity of the expansion of the business. The political environment is turbulent and the Russia-Ukraine war has created complication of the business world (Kotler and Roberto, 2019). Economic condition had drastically fallen down and social status of the people has also fallen down. 
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Objectives



The marketing plan of Hilton Hotel is to increasing revenue generation by attracting maximum number of customers 

To create long term relationship and long term marketing management policy by increasing the opportunity of customer’s retention (Majumdar, 2015). 

The process will also focus on business development and management of the organization by improving quality of service and increasing number of customers. 
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Strategy

Value proposition of the Hilton Hotel is to build loyalty among its customers and making them feel delighted with quality service. 

The hotel is also focused to ensure essential contribution of the customers to focus on meeting this objective of the organization and have a certain value proposition of the business development in future (Rovelstad, 2014). 

Based on the customer’s segmentation of the business it is necessary for the Hotel to focus on the customized order and different needs of the clients to satisfy their long term and core customers’ base (Ryan, 2017). 
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Tactics: Marketing MIX

The marketing mix plays a significant role in any business management and marketing plan implementation. Here the marketing mix of Hilton hotel is described for the effective use in the marketing plan implementation.

Product: Hilton hotel is offering premium quality service with high end price range for the corporate clients along with higher middle class to high class people. The offers and services are highly customized and well designed with the variety of unique features and attributes (Shapiro, 2020).

Place: Customers will be able to enjoy and avail the service through their pre booking and spot booking based on the number of days they are staying and also the number of services they are taking with their premium luxury booking of the service. 

Price: The pricing strategy for the services will be based on the number of the customers, paid services, offering of the hotel as complimentary. The unique features and services of the organization will be available to provide unique and extraordinary value to the customers and make their overall experience enjoyable, interactive and fun (Shaw, 2021). The offers can help the customers to earn more points and will let them use the points for their next visit to get some extra benefits.

Promotion: The advertisement will be conducted through personal email and database management process by follow up in the sms service. Here the hotel will also promote their services through digital media such as their website, Facebook, LinkedIn, Youtube, Instagram and other social media to reach maximum number of target customers based on their preferences (Shoemaker, 2011). There will be plenty of dynamic and static contents to attract the customers and let them feel interested to get the offers.
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   Jan/Feb        Mar/Apr      May/Jun

The marketing plan of the business will help to review the choices and make necessary changes whenever necessary for the betterment of the business growth and development. Here the choices of the marketing channel schedules will improve the quality of the service along with the business development in the long run (Walters and Kerby, 2019).





Jul/aug         sep/oct        nov/dec

Action







Action

The Gannt Chart enable the business of Hilton hotel to focus on the marketing strategy and ensure proper implementation of the plan. Here the marketing channels of the Gannt Chart can improve the social activities of the business and also ensure betterment of the business and effectiveness of the organization with the proper planning, research, design, implementation and follow up of the business (Wali and Uduma, 2016). 

9



Control

The success of the Hilton hotel will be measured by increasing number of customers along with generating maximum level of revenue in the business. It is also possible to measure the effective performance of the branding and marketing plan by evaluating revenue management of the organization. 

Hilton hotel need to focus on their increased number of customers and their earned revenues with the implementation of the marketing plan (Walters and Kerby, 2019). 

This will enable the business to promote greater good of the business for better and effective services of the organization. 









10



Conclusion

To implement the marketing plan it is necessary to enhance the marketing campaign and focus on extensive marketing activities. But with the sudden shift in the economy and changes in the pattern of buying behaviour of the customers after the post pandemic situation and global economic crisis it can be a challenge for Hilton hotel (Shoemaker, 2011). 
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